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Abstract:  
The market segmentation is considered a fundamental operating process for formulating a 
successful marketing strategy, this process is based on a thorough understanding of consumer 
behavior, the extreme importance of this operation has made private organizations prepare models 

for systems partition which divides the target market sections based on certain criteria. 
These systems enable the organizations that want to serve these sectors, to save time and better 
understand their markets, this research paper will help in the comprehension of the structure of two 
of the most famous segmentation systems the United States, and how to take advantage of it. 
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THE VALS QUESTIONNAIRE 
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 في نظام البريزم 90210الرمز البريدي ت ذاالقطع السوقية : 1الجدول 

  اسم القطعة  الرتبة على البريزم
  أملاك ذوو الدماء الزرقاء  1
  دائرة النجاح.  2
  مال + فكر.  7

Source: David Loudon, Robert Stevens and Bruce Wrenn, Marketing Management: Text and Cases, Best Business Books, Binghamton, 
London, 2005, p 245. 
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   السوقية لنظام الفالس القطاعات: 1شكل رقم 

 

 

 

 

 

  

  

  

Source: http://www.strategicbusinessinsights.com/vals/ustypes.shtml(10/03/2016) 
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 المجـــددون

الباقون على قيد 
 الحياة

 المفكــــرون

 المصـــدقون

 الناجحــون

 الـمكافحــون

 الخبـــــراء

 الصنــــاع

  ـةمــــوارد عالي
 تجديد عــــالـي

  مــــوارد منخفظة
 تجديــد منخفـض

 الحوافز الأولية الذاتيالتعبير الناجحـون المثـــالي


