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Pinpoint financial behavior
Financial marketers who need to accurately
predict or understand customer financial or
investment behaviors need more than a
score—they need an actionable marketing
solution.

Since 1987, top financial institutions have
used P$YCLE in the decision making process
for marketing initiatives such as customer
acquisition, retention and cross-sell programs.
Why? Because P$YCLE is a time-tested,
proven market segmentation system that
consistently results in program lift. P$YCLE
delivers the efficiency and performance
marketers expect from Nielsen.

Apply P$YCLE throughout
your organization
P$YCLE has a wide range of applications
for financial marketing and wealth
identification, providing all of the external
linkages necessary for the company-wide
integration of a single customer concept.
Marketers responsible for customer
targeting, site analytics and media planning
will find applications suited to their needs
and will be able to:
• Compare actual market penetration

rates against the potential market size
• Identify cross-sell opportunities
• Develop and enhance products based on

detailed usage patterns and demographics

• Acquire new customers with the right
message, offer and media

• Discover which households have potential
for additional products and services

• Determine which products are the “next
best” to offer

• Evaluate and map segments’ product
usage or household balance in your
market or branch trade areas

• Measure market and branch
composition to identify marketing
strategies and set performance goals

Link to outside data sources for
actionable market segmentation
P$YCLE has the most extensive network
of linkages in the industry. These linkages,
including ties to the ground, tie to syndicated
surveys and software applications, providing
financial marketers with the means to:
• Determine the best media mix for any

given campaign or promotion
• Understand target segments’ lifestyles

for creative positioning and message
content in campaigns or promotions

• Provide insightful information to your
product and/or segment managers for
product positioning decisions

• Identify the best channels and
distribution strategy to deliver products
and services to your customers

Nielsen P$YCLE is a household segmentation system that groups
consumers into 58 segments based on income producing assets
and a wide variety of financial and investment behavior. The 58
P$YCLE® segments fit within 12 Lifestage Groups based on age,
family structure, income and assets.

#12 Feathered Nests
There’s money tucked away in
Feathered Nests, a collection of middle-
aged families with high incomes and
above average investable assets. A
mix of college educated whites and
Asians, these 35- to 54-year-olds
typically hold management jobs and
have begun filling their retirement
accounts with mutual funds, stocks,
bonds and CDs. They’re also a strong
credit market, often carrying jumbo
mortgages and home equity lines of
credit. Insurance omnivores, they
own annuities, term and whole life,
disability coverage and auto insurance
for their multiple cars. And they enjoy
good-life pursuits like golfing and
sailing, boutique shopping for children’s
toys and collectibles and tuning their
high-end TVs to ice hockey matches
and public broadcasting programs.
For investment tips, they read a
variety of business magazines.



Easy integration with Nielsen
platform products
Nielsen P$YCLE easily integrates with
other data sources in delivery systems
such as Nielsen ConsumerPoint (for
customer database and target segment
analysis) and Nielsen PrimeLocation (for
site and market segmentation analysis).
You can link your internal client data with
market segmentation data using P$YCLE®

as a common denominator.

P$YCLE methodology
P$YCLE is based and built on the Nielsen
Market Audit survey—an annual, proprietary,
nationally syndicated survey of more than
80,000 households. Market Audit® is the
largest database of household-level
consumer financial behavior. To ensure
timely and high quality information,
we conduct the Market Audit survey
throughout the year and report market
data on a quarterly basis.

This valuable survey data provides the
basis to model financial product behavior
with compiled list data that’s more readily
available. Our resource for developing this
unique segmentation system includes a
staff of the industry’s most experienced
statisticians who exclusively build consumer
behavior models. The team’s extensive
knowledge and expertise is the key to linking
the data contained in P$YCLE to your
customer file and turning your marketing
data into actionable information.

Passion for precision
Nielsen is the preferred choice of Fortune
500 companies who wish to optimize their
customer targeting, media strategies and
site analysis decisions. Combining the most

passionate team of industry experts with
world-class data, software and services, we
deliver solutions that help you identify
both ‘who’ and ‘where’ your best customers
and prospects are—with precision.

Superior client service and support
Nielsen is recognized for its broad range of
superior client service offerings. We partner
with you to deliver exceptional consultative
client service and support that includes
dedicated account teams, technical support,
training and industry and subject matter
experts in segmentation, demographics,
direct marketing, consumer research
and analytics.

Family Life Mature YearsYounger Years

Y1
Upwardly Mobile
05 Power Couples
22 Bargain Lovers
24 Corporate Climbers
30 Fiscal Rookies
34 Online Living$
Y2
Metro Mainstream
39 ATM Nation
43 Payday Prospects
49 Loan Rangers
50 Urban Essentials
54 City Strivers

F3
Mass Middle Class
33 Cut-Rate Country
36 Paying It Down
37 Rural Roots
41 Finance Chargers
44 Homespun Families
46 Settling Down
48 New Nests

F4
Working-Class USA
45 Greenback Acres
47 Middle Ages
51 Starter Ranches
52 Country Cottages
55 Getting-By Blues
56 Economizers

F1
Flourishing Families
07 Family Fortunes
09 Big Spenders
12 Feathered Nests
15 Midlife Highlife M2

Wealthy Achievers
02 Globetrotters
04 Golden Agers
08 Domestic Bliss
10 Capital Accumulators
17 Home Sweet Equity

M3
Upscale Empty Nests
06 Civic Spirits
11 Savvy Savers
13 Annuity-ville
18 Travel & Antiques

M4
Midscale Matures
16 Leisure Land
27 Conservative Couples
28 Senior Solitaire
29 Retirement Ready
35 Hunters & Collectors
40 Timeless Tenants

M5
Retirement Blues
20 Comfortably Retired
26 Early-Bird Specials
38 Old Homesteaders
42 Sunset Times
53 Social Insecurity

Y3
Fiscal Fledglings
57 Young Urban Renters
58 Bottom-Line Blues

M1
Financial Elite
01 The Wealth Market
03 Business Class

Lifestage

High

Low

F2
Upscale Earners
14 Financial Independents
19 New Money
21 Leveraged Life
23 School Daze
25 Safe At Home
31 Khakis & Credit
32 Family Sprawl

For more information, contact your Nielsen representative
at 800-234-5973 or visit www.nielsen.com.
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