
4. The Field Marketing Process – Segment, Focus, Target 

A. A Market Segment is a group of customers with common characteristics and with a 

similar ‘situation.’  They have similar wants, needs, and decision making processes.   

 What would be some examples of the three primary market segments you serve? 

 For each segment, describe the wants, needs and the ‘situation’ for each segment. 

 From the commentary, we heard that for a market segment to deserve our 

marketing attention, it must be measurable, accessible, and profitable. For the three 

primary segments you serve, discuss how these apply.  

B. Focusing involves taking a close look at the products and services you have that will 

fit the unique situation for each market segment. 

 Focusing involves looking in your own ‘toolbox’ and identifying the products, 

services, and expertise you offer which will have the ‘just right’ fit for each segment 

you serve. 

 Discuss the tools you would recommend for each of the primary market segments 

you choose to focus on. 

C. Targeting of Key Accounts involves naming individual prospects within your various 

market segments where you will go after the business.  

 When you target an account, you’re making a commitment to earn their business. 

 What are some specific things you will do or activities you will carry out (and over 

what time frame), when targeting your key accounts? 

D. Print off a copy of the Market Development Plan and Key Account Worksheet.  

Discuss the various components of each. 

 Take some time to complete a Market Development Plan for your sales 

territory.  Discuss with your sales team and get their suggestions. 

 Identify three to five Key Accounts you will target over the next six months.  

Complete a Key Account Worksheet (KAW) for each account.   

 Review the module in this program titled The Sales Process and segments  

# 41 and # 42 titled Buying Influencers.  These topics are referenced on the 

KAW. 

 Keep your Key Account Worksheets in a private area of your vehicle.  As you 

make sales calls, record your notes.  Review these notes prior to follow-up 

calls and as you move to the ‘commitment’ stage of the Sales Process. 


