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By any measure, the affluent sector is growing exponentially, and is far more
diverse (in terms of ethnicity, education, location, and professional background)
than any time in the past. This market represents lucrative opportunities for
companies that understand how these customers think, act, and make purchasing
decisions. Applying primary research, including demographic and economic
data, and expertise developed from decades of studying, teaching, and consulting
in marketing and consumer behavior, Ronald Michman and Edward Mazze
present a comprehensive approach to analyzing the affluent consumer?and
creating, promoting, and selling innovative products and services to them.
Illustrating their principles through dozens of examples, including Armani,
Mercedes Benz, Brooks Brothers, Neiman Marcus, Merrill Lynch, Tiffany, and
even discounters, such as Target and Wal-Mart, the authors deconstruct how a
complex market segment works. Dispelling popular myths and misconcpetions
about the composition and behavior of this segment, they provide not only a
practical guide for marketers and students of marketing, but a fascinating glimpse
into a culture driven by materalism, status, and aspirations to luxury.

By any measure, the affluent sector is growing exponentially, and is far more
diverse (in terms of ethnicity, education, location, and professional background)
than at any time in the past. In 2004, there were 8.2 million households in the
United States with net worth over $1 million, excluding primary residence.
Meanwhile, between 1995 and 2001, the number of families filing tax returns for
income exceeding $200,000 doubled. This market represents lucrative
opportunities for companies that understand how these consumers think, act, and
make purchasing decisions.
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By any measure, the affluent sector is growing exponentially, and is far more diverse (in terms of ethnicity,
education, location, and professional background) than any time in the past. This market represents lucrative
opportunities for companies that understand how these customers think, act, and make purchasing decisions.
Applying primary research, including demographic and economic data, and expertise developed from
decades of studying, teaching, and consulting in marketing and consumer behavior, Ronald Michman and
Edward Mazze present a comprehensive approach to analyzing the affluent consumer?and creating,
promoting, and selling innovative products and services to them. Illustrating their principles through dozens
of examples, including Armani, Mercedes Benz, Brooks Brothers, Neiman Marcus, Merrill Lynch, Tiffany,
and even discounters, such as Target and Wal-Mart, the authors deconstruct how a complex market segment
works. Dispelling popular myths and misconcpetions about the composition and behavior of this segment,
they provide not only a practical guide for marketers and students of marketing, but a fascinating glimpse
into a culture driven by materalism, status, and aspirations to luxury.

By any measure, the affluent sector is growing exponentially, and is far more diverse (in terms of ethnicity,
education, location, and professional background) than at any time in the past. In 2004, there were 8.2
million households in the United States with net worth over $1 million, excluding primary residence.
Meanwhile, between 1995 and 2001, the number of families filing tax returns for income exceeding
$200,000 doubled. This market represents lucrative opportunities for companies that understand how these
consumers think, act, and make purchasing decisions.
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Editorial Review

Review
"Michman and Mazze describe the affluent consumer according to income and value of assets, and trace the
growth of this segment, comparing past profiles to present trends. The increase in dual-income households in
the past decade has contributed to this expansion. At one extreme are those confident about the future and
concerned with their image, owning large homes and fancy cars; at the other, those who do not see
themselves as affluent, maintaining modest homes and cars. The authors provide a wealth of statistical
information to underscore the changes in the affluent sector over the years. They also address the impact of
stereotypes in targeting the affluent, and the influence of various cultural factors and relevant myths. The
affluent market today has blossomed into a global phenomenon. Marketers sorely need an improved
understanding of this profitable segment to promote their products and services more effectively, which this
book provides. Targeting requires customer cooperation coupled with the use of myriad research sources, via
the Internet, telephone, and the traditional library. Eminently readable and highly interesting, this book is
directed primarily at practitioners present and future, hence useful to upper-level undergraduate and graduate
students as well. Recommended. Academic and professional library collections." - Choice

"While a single profile no longer fits all affluent consumers, the market for luxury goods is a global one in
which shoppers seek relevance, value, and fun. Drawing on their own research, Michman and Mazze
examine this booming market, who constitutes it, and how businesses can meet lifestyle-based desires. They
examine the strategies of companies from Tiffany to Wal-Mart for attracting wealthier seniors and others in
the segmented market who cross-shop at both." - Reference & Research Book News

"[T]he 194-page book is the first of its kind, according to Mazze, because it includes economic and
demographic data, and the authors' expertise developed over decades from studying, teaching and consulting
in marketing and consumer behavior. Mazze and Michman's book examines the affluent sector's growth and
its increasing diversity, in terms of ethnicity, education, location and professional background….Unlike
others, this book examines market segments, such as professional women managers, the African-American,
Hispanic, Asian, and the gay and lesbian markets, as well as the aging population." - US States News

About the Author

Ronald D. Michman is Professor Emeritus of Marketing at Shippensburg University in Pennsylvania.
Previously, he held faculty positions at the Utica Campus of Syracuse University and at the University of
New Hampshire. His articles have appeared in such publications as Business Horizons, Industrial Marketing
Management, the Journal of Retailing, and the Journal of Business Strategy, and he served as Associate
Editor of the abstract section of the Journal of Marketing and prepared bibliographies for the American
Marketing Association. He is the author or co-author of ten books, including Lifestyle Marketing (Praeger,
2003), Specialty Retailers (Quorum, 2001), and The Food Wars (Quorum, 1998), with Edward Mazze.

Edward M. Mazze is Distinguished University Professor of Business Administration at the University of
Rhode Island, where he previously served as Dean of the College of Business Administration and holder of
the Alfred J. Verrecchia-Hasbro Inc. Leadership Chair in Business. He consults extensively with industry
executives and government officials on marketing, management, and economic development issues, and is a
member of the Board of Directors of several public corporations. He is the author, co-author, and editor of



over 150 articles appearing in such publications as the Journal of Marketing, the Journal of Retailing, the
Journal of Advertising Research, and the Journal of Marketing Research, and eleven books, including
Lifestyle Marketing (Praeger, 2003), Specialty Retailers (Quorum, 2001), and The Food Wars (Quorum,
1998), with Ronald Michman.

Users Review

From reader reviews:

Linda Spaulding:

Reading a publication tends to be new life style on this era globalization. With studying you can get a lot of
information that could give you benefit in your life. With book everyone in this world can easily share their
idea. Textbooks can also inspire a lot of people. A great deal of author can inspire all their reader with their
story or maybe their experience. Not only the story that share in the publications. But also they write about
advantage about something that you need instance. How to get the good score toefl, or how to teach your
children, there are many kinds of book that you can get now. The authors in this world always try to improve
their expertise in writing, they also doing some exploration before they write for their book. One of them is
this The Affluent Consumer: Marketing and Selling the Luxury Lifestyle.

Emmaline Jett:

The book The Affluent Consumer: Marketing and Selling the Luxury Lifestyle has a lot of knowledge on it.
So when you check out this book you can get a lot of help. The book was compiled by the very famous
author. This articles author makes some research before write this book. This kind of book very easy to read
you can get the point easily after scanning this book.

Kenneth Sigler:

You can obtain this The Affluent Consumer: Marketing and Selling the Luxury Lifestyle by look at the
bookstore or Mall. Only viewing or reviewing it may to be your solve problem if you get difficulties for ones
knowledge. Kinds of this reserve are various. Not only by means of written or printed but also can you enjoy
this book through e-book. In the modern era like now, you just looking by your local mobile phone and
searching what your problem. Right now, choose your own personal ways to get more information about
your reserve. It is most important to arrange yourself to make your knowledge are still revise. Let's try to
choose correct ways for you.

Andrew McConnell:

As a university student exactly feel bored to help reading. If their teacher questioned them to go to the library
or even make summary for some guide, they are complained. Just little students that has reading's internal or
real their passion. They just do what the trainer want, like asked to go to the library. They go to presently
there but nothing reading critically. Any students feel that studying is not important, boring as well as can't
see colorful photos on there. Yeah, it is being complicated. Book is very important for yourself. As we know
that on this period, many ways to get whatever we wish. Likewise word says, ways to reach Chinese's



country. Therefore this The Affluent Consumer: Marketing and Selling the Luxury Lifestyle can make you
truly feel more interested to read.
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