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Introduction 
The success rate of any business company heavily depends upon its marketing strategies (Anaya et al., 2015). When a business company launch a new product on the market, it becomes essential for the company to introduce the product to the customers so that a wide range of customers can come to know about the quality of the product. It is equally important to know about the demands and preferences of the customers. It helps a business company to produce a product based on the actual needs of the customers. That’s the reason why proper market segmentation is essential. Besides this, a business company needs to know about their targeted customers (Andersson, 2015). In this blog, several things are illustrated such as different strategies for market segmentation and targeting customers, ways of ensuring a better position on the market and the elements of the marketing mix. Those topics are discussed in the light of Unilever company.  
Company Overview 
Unilever is a leading product manufacturing company in the world. Unilever manufactures different types of products such as food items, beauty products, ice cream, cosmetics, baby items and Toothbrushes. Unilever was established in 1929 (Bérubé et al., 2012). It’s a British multinational company. The products of Unilever are sold in around 150 countries. Moreover, more than 150000 employees work here. Statistics showed that every one out of 3 people uses Unilever’s products. This leading product manufacturing company aims to become the number 1 product manufacturing company in the company.  
Market Segmentation of Unilever Company
It's noticed that the demands and preferences of every customer are not the same. Every type of customer has their own set of choices and preferences. Market segmentation plays a big role here. Market segmentation is a systemic process of dividing customers based on their demands and preferences (Bhalodiya et al., 2018). In that case, it becomes easier for a business company to identify its actual targeted customers. In the case of Unilever, this product manufacturing company produces different product items in the market. Unilever always tries to produce products according to the demands of customers. Since this products manufacturing company sells its products in different countries, Unilever has diversified customers. In that case, Unilever always focuses on customer segmentation. Customer segmentation of Unilever Company is illustrated in below- 
Demographic segmentation: Demographic segmentation is done based on the age, sex, religion, tradition, values and beliefs of the customers. Those things heavily influence the decision-making of the customers. In the case of demographic segmentation, Unilever sells its products to all ages of people. Even this company produces the same product of different quality so that every type of customer can purchase it. An example, Unilever company produce Knorr or Lipton for older customers. On the other hand, Dove is produced by Unilever for younger customers. Moreover, Unilever Company marked proper signs for male and female users (Biber et al., 2017). As a result, it becomes easier for both male and female customers to purchase that product which is suitable for them.    
Geographic segmentation: It’s noticed that the demands and preferences of customers of different regions are different. That’s the reason why the preferences of Asian customers are not the same as European customers. Geographic segmentation plays a vital role in here to identifying the actual needs of every regional customer. Unilever is no exception here. This company also produces different qualities of products for different areas of people. Every year Unilever company invests a good amount of money in market research to know about the needs of a particular area of people.       
Psychographic segmentation: Like other things, the lifestyle of people also influences the decision-making of customers. In that case, a business company can make proper psychographic segmentation in this regard. As a leading business company, Unilever has also made proper psychographic segmentation. An example, Unilever company produces Ben & Jerry which is a premium ice-cream Unilever company. This ice cream is made for premium customers.   
Behavioural segmentation: The behaviour of customers such as the level of intention to purchase a product, income level and influence of other people can affect the purchasing decision of a customer (Brines et al., 2013). Unilever Company invests a good amount of money to know about the actual behaviour of the customers. An example, Unilever Company produce daily cleaning and deep cleaning. It’s noticed daily cleaning is used every day and deep cleaning is used occasionally.    
Targeting strategies of Unilever Company
Every business company should analyse the demands of its target market. Unilever Company is no exception in this regard. The targeting strategies of Unilever Company are illustrated below- 
Mass marketing: From the history of Unilever company, it can be noticed that Unilever company always focuses on mass marketing (Burch et al., 2016). A broader market is targeted by this company. Since Unilever Company sells products of all ages of people, Unilever Company promote their products for all ages of people.   
Segmented marketing: Unilever Company focuses on proper market segmentation to capture its actual targeted customers. Unilever follows different forms of segmentation such as demographic segmentation, psychographic segmentation, behavioural segmentation and income segmentation. This segmentation helps this product manufacturing company to produce products based on the actual needs of its targeted customers.    
Niche marketing: Besides mass marketing and segmented marketing, niche marketing is also done regularly by Unilever Company (Danes, 2012). It helps this company to select a particular type of customer for a particular product. It’s done for a specific type of customer. 
Fashion-conscious and health-conscious people: It's noticed that Unilever produces and sells most of the fashion and beauty products for their customers. In that case, fashion-conscious and health-conscious people are the main targeted customers of Unilever Company.   
Positioning strategies of Unilever Company 
The success of any business company heavily depends on its positioning strategies of a business company. As a leading product manufacturing company, the authority of this company always gives priority to the proper posting strategies of Unilever Company (Duflou et al., 2012). Positioning strategies of Unilever Company are illustrated below- 
Value-based positioning: Unilever Company promotes its brand value by providing products which can completely meet the demands of the customers. In that case, customers are valued properly. As a result, customers of Unilever Company can differentiate this company from other product manufacturing companies in the market.  
Quality positioning: The authority of Unilever Company strongly believes that a good position can be achieved by providing quality products on the market. That’s the reason why Unilever Company ensure high-quality products so that every customer can get the based value for money.    
Social responsibilities positioning: A business company can also achieve a good position in the market if the company accomplish CSR duties (Gale, 2013). Unilever Company is one of the best examples here. Unilever Company is very committed to its targeted customers and society. The Authority of Unilever Company strongly claims that this company is not involved with anything harmful to society.  
Marketing mix strategy of Unilever Company  
Marketing mix is one of the most essential tools for promoting a business company in the eyes of the customers. As a leading product manufacturing company, Unilever is very much concerned about its marketing mix strategies. Elements of the marketing mix are illustrated in the light of the Unilever Company
Products: As a leading product manufacturing company, Unilever produces multiple types of products in the markets. Common products of Unilever Company are different types of beauty products, cleaning agents, toothbrushes, food items, ice cream and personal care products (Goyat, 2011). Unilever produces the same product with different qualities so that the demands of every customer are fulfilled. That’s the reason why every three people use the products of Unilever Company.  
Price: Unilever Company follows diversity in their product’s pricing. It has already been mentioned that Unilever Company produce the same product of different quality and different price so that everyone can afford the products of Unilever. An example, Unilever produce both Life Buoy and Dove soaps. Life Buoy is sold to ordinary customers and Dove is sold to premier customers. That’s the reason why the price of Dove is higher. The price of every product of Unilever Company is compatible with the quality of the product. Place: Though Unilever is a UK-based products manufacturing company, Unilever sells its products in more than 160 countries in the world (Heiko, 2023). Even the outlets of Unilever are located at the centre point of cities where customers will get easy access. Moreover, customers will get products from Unilever Company in different super shops and Agora. Unilever is also involved with online sales. Since everyone is connected with online platforms, it’s a very effective way to sell products to customers.    
Promotion: The marketing team of Unilever company use both online and offline medium for promoting their products. Different traditional media such as Newspapers, Radio, TV and print media are used. Similarly, different online platforms are used to engage with the target market. In that case, Unilever Company uses different social media platforms to promote their products. It’s noticed that Unilever Company invests a good amount of money in product research so that the company can offer innovative products to their customers (Karima, 2018). Proper market research helps Unilever Company to produce products based on the demands of customers. Proper marketing plays a significant role here.       
People: Unilever Company recruits employees who are passionate and skilled. According to the official data of Unilever Company, the number of employees on Unilever Company is around 160000 all around the world. Every year Unilever company arranges training and performance development programs for their employees to boost their skills and efficiency. Moreover, the work of every employee is monitored by his supervisors. It’s noticed that Unilever has a very friendly working environment. That’s the reason why the employee turnover rate is low here.    
Process: It’s early said that Unilever Company is very committed to their customers. Sustainability is strongly practised in every sector of Unilever Company (Karjalainen, 2018). Every employee of Unilever is very concerned about carbon emissions. In operational management, Unilever Company strongly focus on proper waste management and waste reduction. Moreover, a high level of technology is used on every platform of Unilever Company. Innovation is also given high priority here.      
Physical evidence: Unilever Company is currently the leading product manufacturing company in the world. In that case, the company uses its logo, brand name and trademark. Those are the physical evidence of Unilever Company. Unilever Company gives full priority to their product development so that every customer of this company can get maximum satisfaction from the products (Khan, 2014).  
Conclusion     
Marketing is very necessary for achieving success. There are several forms of marketing. Every business company has its strategy for promoting its products. Currently, the use of online marketing is increasing. A business company should have a proper idea about its customers. Besides this, trends of current business also should be evaluated properly. Proper market research can play a significant role in knowing about the characteristics of customers. Proper market research also helps a business company by showing the business strategies of its business rivals. As a result, it becomes easier for the company to get comparative advantages and categorize customers based on their needs.   
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