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Project Summary 

The Cri cal Decision: 
Would shiŌing to a needs‐based customer segmentaƟon strategy       
approach significantly increase  market share  for a global B2B provider 
of environmental services? 
 
The Answer: 
Yes.  Market offers introduced  at the segment level would substanƟally 
differenƟate the company from the compeƟƟon leading to  measurable 
gains in market share. 
 
The Discussion: 
Through acquisiƟon the client had created the largest, internaƟonal 
business plaƞorm in a highly fragmented industry but was not            
benefiƟng from its scale .   The client hypothesized that segmenƟng the 
market based on customer needs and introducing offers designed to 
target prospects in the most aƩracƟve segments would help them    
capture the benefits they desired from their scale.    
 
To test this theory, Lumeric conducted  a customer research program 
which included online focus groups, an online survey and qualitaƟve 
phone interviews .   The analysis of this research idenƟfied several 
needs‐based segments, ranked them by aƩracƟveness and designed 
market offers customized to address the unmet needs of customers in 
the most aƩracƟve segments which should lead to a substanƟal capture 
of market share by the client. 
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