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Table 11.2. Such segmentation is equivalent to third-degree price dis-
crimination as discussed in Section 8.3.3.1.

The second approach is to use self-selection segmentation. This is
necessary if a firm cannot observe or control which segment buys which
product. It must attempt to induce customers to self-select the product
targeted at them, which is the essence of second-degree price discrimi-
nation as discussed in Section 8.3.3.1. To give an everyday example, in


