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Presenting the Company’s Clientele – Business English Vocabulary. L2  

 

 

Naming/Classifying/Understanding your buyers into categories 

 

1. Loyalty Ladder  

 

 
 
 

2. Market Segmentation  
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(!) Difference Demography and Psychography  

 

Demography studies populations, according to quantitative factors: 

• How many men and women are there. 

• How many people of each race are there. 

• Their height and weight. 

• How old they are. 

• etc. 

You can literally “take a picture” of a Demographic factor, with a camera. 

On the other hand, Psychography studies their preferences: 

• Tastes. 

• Interests. 

• Values. 

• Beliefs. 

• etc. 

These factors, although they can sometimes correlate with demographic factors (specially “age”) create 

a completely different way of describing and understanding people. For instance, “Age” is the 

demographic factor that best predicts certain preferences.
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3. VALS Framework 

Remember 

Demographics describe what people are. 
Psychographics describe how people live. 
Attitudes identify trends that influence behavior. 
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Practice. Can you name the following profiles?  

 
(1) practical, self-sufficient, like to work with their hands, value things with a functional purpose such as tools 

and utility vehicles, tend to hunt and fish more than the general population. Favorite Things: 
• Dodge Ram 
• Budweiser 

 
 

(2) conventional; politically conservative; social lives revolve around family, church and career; work provides 
status, material success and sense of duty; tend to own swimming pools. Favorite Things: 

• Honda 
• low-calorie domestic beer 
• recognition at work 

 
 

(3) young, enthusiastic, seek variety and excitement; into sports and social activities; spend money on fast 
food, clothes, movies, music; likely to have attended rock concert in past year. Favorite Things: 

• VW 
• Red Bull 
• to be entertained 

 
 
4) money defines success; concerned about opinions of others; trying to find their place in life but may feel 
unsure of themselves; want to be stylish and own high-status possessions. Favorite Things: 

• Chevrolet 
• Playboy 
• Coke Classic 
• win the lottery 

 
(5) successful, affluent, active, high self-esteem, interested in expressing themselves in different ways; often 
leaders yet seek new challenges; tendency for foreign travel, dinner parties and the arts. Favorite Things: 

• BMW 
• Wired 
• sparkling water 
• a rewarding experience 

 
6) poor, elderly, low education, concerned about health, cautious; may feel resigned and passive about life; 
worried about security and safety; may not buy much but are loyal to their favorite brands.  
Favorite Things: 

• an American car 
• a home-brewed cup of coffee 

 
7) conventional, conservative, predictable; strong, fixed beliefs and rules of conduct about church, family, 
community, and nation; modest incomes and education but sufficient to meet their needs.  
Favorite Things: 

• Mercury 
• local TV news 
• a close-knit family 

 
 
8) mature, reflective; well-educated, well-informed and value knowledge; professional occupations; while 
respecting order, also open to new ideas and change in society; want durability and functionality in what they 
buy. Favorite Things: 

• Subaru 
• a glass of wine 
• a substantive discussion 
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