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The market segmentation model

• Developed in 2011 to help understand 
change and target regulation

• Covers the whole market – regulated and 
unregulated 

• Flexible enough to cope with different data 
sources 

• Has three dimensions 
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Summary available here: 
https://research.legalservicesboard.org.uk/news/
market-segmentation/

https://research.legalservicesboard.org.uk/news/market-segmentation/


The three dimensions 
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The types of consumer 
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All consumers 

1. Legally aided 
individuals

Ethnicity,  Socio Economic 
group Income, Age 

2. Privately paying 
individuals 

Ethnicity,  Socio Economic 
group Income, Age 

3. Small Businesses FP/NFP, Size 

4. Large Businesses FP/NFP, Size 

5. Government Central, Local, Quasi

Increasing 

sophistication 
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Legal needs – the structure 

You have a legal 
problem or need 

Do something 
about it 

Seek help from 
an adviser  

Regulated 
provider

Unregulated 
provider 

NfP
Ask friends and 

family

Handle alone Ignore it 
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In the past three 

years, have you 

experienced any of 

the following issues 

or problems?

Individuals: 

29 problem types

Small Business: 

82 problem types
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Legal needs surveys
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Individual consumers – 2015 
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Small business consumers 2012 and 2015
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Meaningful differences - example: 

problem resolution strategy 

16Legal Services Board

Other 
factors 

• Problem duration, 
adverse consequences of 
problems, psychological 
factors (including 
emotional stability, 
openness to experience, 
self-efficacy, locus of 
control) 

Problem 
factors 

• Problem type, problem 
severity, whether 
discrimination  was 
involved 

Capability 
factors 

• Age, Family type, 
academic qualifications, 
experience of study or 
work in law, income, 
receipt of unemployment 
benefits, use of motorised 
transport, physical health 
status, mental health 
status, problem 
characterisation, 
perceived knowledge of 
rights, knowledge of 
adviser types, subjective 
legal empowerment. 

Socio-
demographi

c factors 

• Gender, Ethnicity, Tenure 
type, House type, Recent 
victim of crime 



Meaningful differences - example: 

problem resolution strategy 
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Other 
factors 

• 6 Problem duration, 

• 7. Adverse 
consequences of 
problems

Problem 
factors 

• 1. Problem type, 

• 5 problem severity

Capability 
factors 

• 2 Problem 
characterisation, 

• 3 Perceived knowledge 
of rights, 

• 4. Subjective legal 
empowerment. 

Socio-
demograph
ic factors 



Meaningful differences - example: 

Solicitors customers
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Meaningful differences - example: Small 

business going it alone
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White business owners 
(ME= +0.072)   

1 worker 
(ME= +0.053) 

10-49 workers 
(ME= - 0.069) 

Family owned 
(ME +0.042) 

External Capacity 
(ME= -0.129) 

High disability 
(ME= - 0.066) 

Solve the Problem alone’ 

Expected profit 
(ME= +0.072) 
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Information sources 

• LSB data and links to other relevant data can all be found 
here: 

• https://research.legalservicesboard.org.uk/news/data-
sources/
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https://research.legalservicesboard.org.uk/news/data-sources/


Questions? 
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www.legalservicesboard.org.uk

https://research.legalservicesboard.org.uk/

Legal Services Board

One Kemble Street

London

WC2B 4AN

Tel: 020 7271 0050

contactus@legalservicesboard.org.uk

Follow us @ LSB_EngandWal

http://www.legalservicesboard.org.uk/
https://research.legalservicesboard.org.uk/
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