Market division, or segmentation A salon may divide up its clientele according to many standards: • Segmentation by Demographic:
 • Age range: middle-aged, seniors, young people, and teenagers 
• Gender: unisex services, men, and women 
• Income range: mid-range, luxury, and affordable 
• Segmentation based on psychology: 
• Lifestyle: Professionals, busy people who care about fashion
 • Preferences: contemporary haircuts, traditional styles, and organic or natural haircare
 • Segmentation by geography: 
• Urban, suburban, and rural areas
 • Closeness to workplaces, shopping centres, and residential areas 
• Segmenting behaviour:
 • Occasion-based: routine upkeep as opposed to styling for special occasions (weddings, parties) 
• Loyalty-based: new versus returning clients
Choosing the Correct Segment for Targeting The salon chooses which groups to concentrate on after segmentation:
• Luxury salon: Serves affluent professionals and clients who value fashion.
• Family salon: Provides services for all ages and caters to families.
• Men's salon/barbershop: Offers specialist services with an emphasis on male grooming.
• Eco-friendly salon: Offers organic products to clients that care about the envChoosing the Correct Segment for Targeting The salon chooses which groups to concentrate on after segmentation:
• Luxury salon: Serves affluent professionals and clients who value fashion.
• Family salon: Provides services for all ages and caters to families.
• Men's salon/barbershop: Offers specialist services with an emphasis on male grooming.
• Eco-friendly salon: Offers organic products to clients that care about the environme.
• Cost-effective salon: Focuses on students and clientele on a tight budget.ironment.
• Cost-effective salon: Focuses on students and clientele on a tight budget.
Establishing a Distinct Market Identity via Positioning To draw in its target clientele, the salon creates a unique image. Several positioning techniques include: 
• "Affordable Glamour for Everyone"—a salon that is affordable and provides high-quality services at a fair price.
• "Luxury & Elegance for the Modern Professional" is a posh salon offering VIP treatment and first-rate services.
• "Sustainable Beauty, Naturally" is an environmentally conscious salon that uses sustainable procedures and organic materials.
• A specialty barbershop offering contemporary styling and grooming services is called "The Ultimate Men's Grooming Experience."
• "Family-Friendly Care for All Ages" is a salon that offers services for children, adults, and elderly, and caters to families.
Conclusion

By applying the STP model, a hair salon can effectively identify its market, choose the right customers, and position itself uniquely to attract and retain clients. This strategic approach helps in building a strong brand and customer loyalty.

