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About Tesla

Founded 1n 2003

"Accelerating the world's transition to
sustainable energy."

Tesla offers fully electric, eco-friendly,
luxury vehicles

Affordable options




Tesla Model Y

Key Features:

- 330 miles per charge
- Autopilot

- Integrated Technology






Tesla Model Y Demographics g1 simmons Catatyst)

Demographic Tesla Buyers

Median Age 52.2 years old

Gender Male: 61% Female: 39%
Median Household Income $166,732

Education College Degree or higher: 65%
Occupation Employed: 59%

Family Status Married: 62%




Segmentation Process

Divide the market segment and 1dentify target audience.

Identify key characteristics of our associated target
demographic through research.

Understand types of influence: normative, informational,
and customer socialization.

Appeal to targeted consumer through positioning.




Psychographics

Psychographics : Attitudes Toward Advertising

® Psychographics: Make/Model Of New Car/Truck, If Making Decision Today_Tesla Model Y

UNWEIGHTED 247 WEIGHTED(DOD) 1,099 % OF BASF 0%

Advertising Helps Me Keep Up-To-Date About Products And Services That | Need Or Would Like To Have.

@
0

Too Many Products Do Not Perform As Well As The Ads Claim.  [REES 98
Advertising Is More Manipulative Than It Is Informative. [EE#S 104
Much Of Advertising |s Way Too Annoying. S 105
I Like To Look At Advertising. A4S 95
On Average, Brands That Are Advertised Are Better In Quality Than Brands That Are Not Advertised 86

Advertising To Children Is Wrong  [CEES 92

Advertising Helps Me Choose Products To Buy For My Children  pPEES 75

It Is Important Fer Companies To Create Advertising That Is Culturally Diverse In Order To Stay Relevant & 124




Consumer Decision Process — Typical Consumer
1n Target Audience

- High level of purchase involvement
o Most vehicles

o Tesla
- Emotions

- Internal/External searches
o Long-term memory
o Extensive research
o Complex evaluation

o Alternatives?

- Post-purchase dissonance

Need Iformation [ S/2luation Post-
Recognition Search of Purchase Purchase
£ Alternatives Evaluation




Post Purchase Dissonance

- Big investment

o Plays a big factor

- Lowering post purchase dissonance
o Transparency

o Warranties

= Multiple levels

o Social media presence




Interior Proposal

* Highlighting the Multi-Sensory
Shopping for interior proposal
of Tesla Model Y
o Visual Appeal
o Olfactory Sense
o Auditory




Thank You!

Any Questions?
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