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New Audiences 

Automotive Audiences 
This update introduces a comprehensive set of 119 automotive segments that capture vehicle 
ownership, purchase intent, and evolving preferences across fuel types, vehicle condition, and 
model.  

The segments include detailed coverage of electric vehicles spanning make and model, body style, 
fuel type, and in-market switchers as well as new segments for certified pre-owned (CPO) and used 
vehicle buyers.  

These audiences enable marketers to identify and engage consumers across the full vehicle 
lifecycle, from EV adoption and brand switching to CPO consideration and used vehicle purchase 
intent, allowing for more precise targeting, messaging personalization, and campaign optimization.  

For example, an auto manufacturer can use the BMW CPO Buyers segment to identify shoppers 
seeking premium vehicles at a lower price point, enabling targeted messaging around certified 
warranties, financing options, and available inventory.  

An energy provider could activate the Replace Vehicle - Gas to EV segment to engage consumers 
actively considering a switch to electric vehicles, delivering education and offers around home 
charging installation, cost savings, and energy optimization plans. 

Electric Vehicle - In-market make and model 
Field ID Taxonomy Path 

81371_Y Autos, Cars and Trucks > In Market-Make and Models > Acura ZDX EV Buyers 

81372_Y Autos, Cars and Trucks > In Market-Make and Models > Audi EV Buyers 

81373_Y Autos, Cars and Trucks > In Market-Make and Models > Cadillac Escalade IQ EV Buyers 

81374_Y Autos, Cars and Trucks > In Market-Make and Models > Cadillac EV Buyers 

81375_Y Autos, Cars and Trucks > In Market-Make and Models > Cadillac Vistiq EV Buyers 

81376_Y Autos, Cars and Trucks > In Market-Make and Models > Chevrolet EV Buyers 

81377_Y Autos, Cars and Trucks > In Market-Make and Models > Chevrolet Silverado EV Buyers 

81379_Y Autos, Cars and Trucks > In Market-Make and Models > Ford EV Buyers 

81380_Y Autos, Cars and Trucks > In Market-Make and Models > Ford Transit Buyers 

81381_Y Autos, Cars and Trucks > In Market-Make and Models > GMC Sierra EV Buyers 

81382_Y Autos, Cars and Trucks > In Market-Make and Models > Honda Civic Hybrid Buyers 
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81383_Y Autos, Cars and Trucks > In Market-Make and Models > Honda EV Buyers 

81384_Y Autos, Cars and Trucks > In Market-Make and Models > Kia EV Buyers 

81385_Y Autos, Cars and Trucks > In Market-Make and Models > Mercedes-Benz EV Buyers 

81386_Y Autos, Cars and Trucks > In Market-Make and Models > Nissan EV Buyers 

81387_Y Autos, Cars and Trucks > In Market-Make and Models > Porsche EV Buyers 

81388_Y Autos, Cars and Trucks > In Market-Make and Models > Toyota Crown Signia Hybrid Buyers 

81389_Y Autos, Cars and Trucks > In Market-Make and Models > Toyota EV Buyers 

81417_Y Autos, Cars and Trucks > In Market-Make and Models > Volkswagen EV Buyers 

81418_Y Autos, Cars and Trucks > In Market-Make and Models > Volkswagen ID Buzz EV Buyers 

81419_Y Autos, Cars and Trucks > In Market-Make and Models > Volvo EV Buyers 

 

Electric Vehicle - In-market switcher 
Field ID Taxonomy Path 

81354_Y Autos, Cars and Trucks > In Market Switchers > Replace Vehicle - EV to EV 

81356_Y Autos, Cars and Trucks > In Market Switchers > Replace Vehicle - EV to Hybrid 

81357_Y Autos, Cars and Trucks > In Market Switchers > Replace Vehicle - Gas to EV 

81359_Y Autos, Cars and Trucks > In Market Switchers > Replace Vehicle - Gas to Hybrid 

 

Electric Vehicle - In-market: Make and model (used) 
Field ID Taxonomy Path 

81392_Y Autos, Cars and Trucks > In Market-Make and Models > Used Audi EV Buyers 

81394_Y Autos, Cars and Trucks > In Market-Make and Models > Used BMW EV Buyers 

81398_Y Autos, Cars and Trucks > In Market-Make and Models > Used Ford EV Buyers 

81401_Y Autos, Cars and Trucks > In Market-Make and Models > Used Hyundai EV Buyers 

81405_Y Autos, Cars and Trucks > In Market-Make and Models > Used Kia EV Buyers 

81409_Y Autos, Cars and Trucks > In Market-Make and Models > Used Mercedes-Benz EV Buyers 

81410_Y Autos, Cars and Trucks > In Market-Make and Models > Used Nissan EV Buyers 

81412_Y Autos, Cars and Trucks > In Market-Make and Models > Used Tesla EV Buyers 

81414_Y Autos, Cars and Trucks > In Market-Make and Models > Used Volkswagen EV Buyers 

 

Electric Vehicle - Ownership make and model 
Field ID Taxonomy Path 

81426_Y Autos, Cars and Trucks > Ownership-Make and Models > Acura ZDX EV Owners 

81427_Y Autos, Cars and Trucks > Ownership-Make and Models > Audi EV Owners 

81428_Y Autos, Cars and Trucks > Ownership-Make and Models > BMW EV Owners 

81429_Y Autos, Cars and Trucks > Ownership-Make and Models > Cadillac Escalade IQ EV Owners 

81430_Y Autos, Cars and Trucks > Ownership-Make and Models > Cadillac EV Owners 

81431_Y Autos, Cars and Trucks > Ownership-Make and Models > Cadillac Vistiq EV Owners 
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81432_Y Autos, Cars and Trucks > Ownership-Make and Models > Chevrolet EV Owners 

81433_Y Autos, Cars and Trucks > Ownership-Make and Models > Chevrolet Silverado EV Owners 

81434_Y Autos, Cars and Trucks > Ownership-Make and Models > Ford EV Owners 

81435_Y Autos, Cars and Trucks > Ownership-Make and Models > Ford Transit Owners 

81436_Y Autos, Cars and Trucks > Ownership-Make and Models > GMC Sierra EV Owners 

81437_Y Autos, Cars and Trucks > Ownership-Make and Models > Honda Civic Hybrid Owners 

81438_Y Autos, Cars and Trucks > Ownership-Make and Models > Honda EV Owners 

81439_Y Autos, Cars and Trucks > Ownership-Make and Models > Hyundai EV Owners 

81440_Y Autos, Cars and Trucks > Ownership-Make and Models > Mercedes-Benz EV Owners 

81441_Y Autos, Cars and Trucks > Ownership-Make and Models > Polestar 3 EV Owners 

81442_Y Autos, Cars and Trucks > Ownership-Make and Models > Porsche EV Owners 

81443_Y Autos, Cars and Trucks > Ownership-Make and Models > Toyota Crown Signia Hybrid Owners 

81444_Y Autos, Cars and Trucks > Ownership-Make and Models > Toyota EV Owners 

81445_Y Autos, Cars and Trucks > Ownership-Make and Models > Volkswagen EV Owners 

81446_Y Autos, Cars and Trucks > Ownership-Make and Models > Volkswagen ID Buzz EV Owners 

81448_Y Autos, Cars and Trucks > Ownership-Make and Models > Volvo EV Owners 

 

Electric Vehicle: In-market fuel type 
Field ID Taxonomy Path 

81360_Y Autos, Cars and Trucks > In Market-Fuel Type > Add EV to Garage 

81362_Y Autos, Cars and Trucks > In Market-Fuel Type > Add Hybrid Vehicle to Garage 

81363_Y Autos, Cars and Trucks > In Market-Fuel Type > Add Second EV to Garage 
81364_Y Autos, Cars and Trucks > In Market-Fuel Type > Compact Luxury Electric SUV Buyers 
81365_Y Autos, Cars and Trucks > In Market-Fuel Type > Compact Electric SUV Buyers 
81366_Y Autos, Cars and Trucks > In Market-Fuel Type > Entry-Level EV Buyers 
81367_Y Autos, Cars and Trucks > In Market-Fuel Type > First-Time EV Buyers 
81368_Y Autos, Cars and Trucks > In Market-Fuel Type > Mid-Range EV Buyers 
81369_Y Autos, Cars and Trucks > In Market-Fuel Type > Used Luxury EV Buyers 
81370_Y Autos, Cars and Trucks > In Market-Fuel Type > Used Non-Luxury EV Buyers 

 

Electric Vehicle: Ownership fuel 
Field ID Taxonomy Path 

81424_Y Autos, Cars and Trucks > Ownership-Fuel > Compact Luxury Electric SUV Owners 

81425_Y Autos, Cars and Trucks > Ownership-Fuel > Compact Electric SUV Owners 

 

In-market: Certified Pre-owned 
Field ID Taxonomy Path 

81325_Y Autos, Cars and Trucks > In Market - Certified Pre-Owned > Acura CPO Buyers 

81326_Y Autos, Cars and Trucks > In Market - Certified Pre-Owned > Audi CPO Buyers 



 

Experian.com/marketing         ©2026 Experian Marketing Services, Inc. All rights reserved. 

81327_Y Autos, Cars and Trucks > In Market - Certified Pre-Owned > BMW CPO Buyers 

81328_Y Autos, Cars and Trucks > In Market - Certified Pre-Owned > Buick CPO Buyers 

81330_Y Autos, Cars and Trucks > In Market - Certified Pre-Owned > Chevrolet CPO Buyers 

81331_Y Autos, Cars and Trucks > In Market - Certified Pre-Owned > CPO Buyers 

81332_Y Autos, Cars and Trucks > In Market - Certified Pre-Owned > Ford CPO Buyers 

81333_Y Autos, Cars and Trucks > In Market - Certified Pre-Owned > GMC CPO Buyers 

81334_Y Autos, Cars and Trucks > In Market - Certified Pre-Owned > Honda CPO Buyers 

81335_Y Autos, Cars and Trucks > In Market - Certified Pre-Owned > Hyundai CPO Buyers 

81336_Y Autos, Cars and Trucks > In Market - Certified Pre-Owned > Jeep CPO Buyers 

81337_Y Autos, Cars and Trucks > In Market - Certified Pre-Owned > Kia CPO Buyers 

81338_Y Autos, Cars and Trucks > In Market - Certified Pre-Owned > Land Rover CPO Buyers 

81339_Y Autos, Cars and Trucks > In Market - Certified Pre-Owned > Lincoln CPO Buyers 

81340_Y Autos, Cars and Trucks > In Market - Certified Pre-Owned > Mazda CPO Buyers 

81341_Y Autos, Cars and Trucks > In Market - Certified Pre-Owned > Mercedes-Benz CPO Buyers 

81342_Y Autos, Cars and Trucks > In Market - Certified Pre-Owned > Nissan CPO Buyers 

81343_Y Autos, Cars and Trucks > In Market - Certified Pre-Owned > Porsche CPO Buyers 

81345_Y Autos, Cars and Trucks > In Market - Certified Pre-Owned > Subaru CPO Buyers 

81346_Y Autos, Cars and Trucks > In Market - Certified Pre-Owned > Toyota CPO Buyers 

81347_Y Autos, Cars and Trucks > In Market - Certified Pre-Owned > Volkswagen CPO Buyers 

81348_Y Autos, Cars and Trucks > In Market - Certified Pre-Owned > Volvo CPO Buyers 

 

In-market: Fuel type 
Field ID Taxonomy Path 

81361_Y Autos, Cars and Trucks > In Market-Fuel Type > Add Gas Vehicle to Garage 

 

In-market switcher 
Field ID Taxonomy Path 

81349_Y Autos, Cars and Trucks > In Market Switchers > First-Time Vehicle Buyers 

81350_Y Autos, Cars and Trucks > In Market Switchers > Likely to Switch to Audi 

81351_Y Autos, Cars and Trucks > In Market Switchers > Likely to Switch to BMW 

81352_Y Autos, Cars and Trucks > In Market Switchers > Likely to Switch to Lexus 

81353_Y Autos, Cars and Trucks > In Market Switchers > Likely to Switch to Mercedes-Benz 

81355_Y Autos, Cars and Trucks > In Market Switchers > Replace Vehicle - EV to Gas 

81358_Y Autos, Cars and Trucks > In Market Switchers > Replace Vehicle - Gas to Gas 

 

In-market: Make and model (used) 
Field ID Taxonomy Path 

81390_Y Autos, Cars and Trucks > In Market-Make and Models > Used Acura Buyers 
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81391_Y Autos, Cars and Trucks > In Market-Make and Models > Used Audi Buyers 

81393_Y Autos, Cars and Trucks > In Market-Make and Models > Used BMW Buyers 

81395_Y Autos, Cars and Trucks > In Market-Make and Models > Used Buick Buyers 

81396_Y Autos, Cars and Trucks > In Market-Make and Models > Used Cadillac Buyers 

81399_Y Autos, Cars and Trucks > In Market-Make and Models > Used GMC Buyers 

81400_Y Autos, Cars and Trucks > In Market-Make and Models > Used Hyundai Buyers 

81402_Y Autos, Cars and Trucks > In Market-Make and Models > Used Infiniti Buyers 

81403_Y Autos, Cars and Trucks > In Market-Make and Models > Used Jeep Buyers 

81404_Y Autos, Cars and Trucks > In Market-Make and Models > Used Kia Buyers 

81406_Y Autos, Cars and Trucks > In Market-Make and Models > Used Lexus Buyers 

81407_Y Autos, Cars and Trucks > In Market-Make and Models > Used Mazda Buyers 

81408_Y Autos, Cars and Trucks > In Market-Make and Models > Used Mercedes-Benz Buyers 

81411_Y Autos, Cars and Trucks > In Market-Make and Models > Used Subaru Buyers 

81413_Y Autos, Cars and Trucks > In Market-Make and Models > Used Volkswagen Buyers 

81415_Y Autos, Cars and Trucks > In Market-Make and Models > Used Volvo Buyers 

 

Owner - Make and model 
Field ID Taxonomy Path 

81447_Y Autos, Cars and Trucks > Ownership-Make and Models > Volkswagen Taos Owners 

 

Owner – Switched 
Field ID Taxonomy Path 

81420_Y Autos, Cars and Trucks > Ownership Switchers > Switched to Audi 

81421_Y Autos, Cars and Trucks > Ownership Switchers > Switched to BMW 

81422_Y Autos, Cars and Trucks > Ownership Switchers > Switched to Lexus 

81423_Y Autos, Cars and Trucks > Ownership Switchers > Switched to Mercedes-Benz 

 

Financial Audiences 
This update introduces 31 new financial audience segments that capture consumers across 
generational life stage, financial position, and financial behaviors. 

The generational cohorts segment consumers by career stage, income structure, and spending 
capacity such as discretionary spend and budget tiers enabling the ability to tailor targeting, 
messaging, and channels based on varying generational preferences. 

Additional segments represent financial characteristics such as credit usage, liquidity, investment 
activity, and borrowing intent. 
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These segments enable marketers to align financial products and messaging with both life stage 
and financial behavior, supporting more precise targeting across credit, banking, and investment 
use cases. 

For example, a retail brand can use the Gen Z Discretionary Spend High segment to identify 
younger consumers with strong discretionary spending power for targeted campaigns featuring 
trending products, limited offers, and digital experiences.  

A mortgage lender can activate the High Net Worth Refinance Ready Households segment to 
engage affluent homeowners who are well-positioned to refinance, delivering personalized 
messaging around favorable rates, cash-out opportunities, and wealth optimization strategies. 

Debt Management and Financial Readiness 
Field ID Taxonomy Path 

81323_Y Financial > Debt Management & Consolidation > Credit Balance Consolidation Households 
81324_Y Financial > Debt Management & Consolidation > Debt Consolidation Candidates 

 

Financial Lifecycle and Stability 
Field ID Taxonomy Path 

81298_Y Financial > Career and Income Stage > Gen Z Earners Full Time Career Starters 

81270_Y Financial > Spending Capacity > Gen Z Discretionary Spend High 

81271_Y Financial > Spending Capacity > Gen Z Discretionary Spend Mid 

81272_Y Financial > Spending Capacity > Gen Z Discretionary Spend Low 

81300_Y Financial > Spending Capacity > Gen Z Discretionary Budget High 

81301_Y Financial > Spending Capacity > Gen Z Discretionary Budget Mid 

81302_Y Financial > Spending Capacity > Gen Z Discretionary Budget Low 

81303_Y Financial > Household Income Structure > Gen Z Dual Income Lifestyle Spenders 

81305_Y Financial > Career and Income Stage > Millennial Established Career Professionals 

81273_Y Financial > Spending Capacity > Millennial Discretionary Spend High 

81274_Y Financial > Spending Capacity > Millennial Discretionary Spend Mid 

81275_Y Financial > Spending Capacity > Millennial Discretionary Spend Low 

81306_Y Financial > Spending Capacity > Millennial Discretionary Budget High 

81307_Y Financial > Spending Capacity > Millennial Discretionary Budget Mid 

81308_Y Financial > Spending Capacity > Millennial Discretionary Budget Low 

81309_Y Financial > Household Income Structure > Millennials Dual Income Lifestyle Spenders 

81310_Y 
Financial > Financial Strength and Investment Readiness > Millennials Cash-Flow Positive, 
Big-Ticket Ready 

81311_Y 
Financial > Financial Strength and Investment Readiness > Young Earners Investors and 
Financial Climbers 

Financial Personalities - Investments financial personality 
Field ID Taxonomy Path 
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81312_Y Consumer Financial Insights > Liquidity & Cash Position > Deposit Rich Moderate Investors 

81313_Y 
Consumer Financial Insights > Liquidity & Cash Position > High Deposit Low Investment 
Households 

81314_Y 
Consumer Financial Insights > Wealth Tier & Investment Intensity > High Net Worth Deposit 
and Investment Leaders 

81315_Y 
Consumer Financial Insights > Wealth Tier & Investment Intensity > High Net Worth High 
Deposit Investors 

81318_Y Consumer Financial Insights > Liquidity & Cash Position > Liquidity Rich Investors 

81319_Y 
Consumer Financial Insights > Wealth Tier & Investment Intensity > Ultra High Net Worth 
Active Investors 

81320_Y 
Consumer Financial Insights > Wealth Tier & Investment Intensity > Ultra High Net Worth 
Liquidity Holders 

81322_Y Consumer Financial Insights > Liquidity & Cash Position > Cash Rich Low Debt Households 

 

Financial Personalities - Mortgage financial personality 
Field ID Taxonomy Path 

81317_Y 
Consumer Financial Insights > Financial Action Readiness > High Net Worth Refinance Ready 
Households 

81321_Y 
Consumer Financial Insights > Financial Action Readiness > Ultra High Net Worth Refinance 
Candidates 

 

Profitability Scored – Discretionary 
Field ID Taxonomy Path 

81316_Y 
Consumer Financial Insights > Affluent Specialty Purchasers > High Net Worth Jewelry 
Buyers 

 

Lifestyle and Interests Audiences 
This update introduces 9 lifestyle and interest audience segments focused on television viewership 
behaviors across sports, talk shows, and sitcoms along with a segment around consumers actively 
engaged with AI tools. 

For example, an online learning platform can use the TV Viewers: Jeopardy! segment to target 
intellectually curious consumers who are more likely to engage with educational content, enabling 
campaigns focused on skill-building, enrichment, and lifelong learning.  

A consumer electronics brand can activate the AI-Engaged Consumers segment to reach tech-
forward individuals actively engaging with artificial intelligence, delivering targeted messaging 
around AI-enabled devices and next-generation features. 

Technology 
Field ID Taxonomy Path 
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81297_Y Lifestyle and Interests (Affinity) > In-Market > In-Market: AI-Engaged Consumers 

 

TV Viewership 
Field ID Taxonomy Path 

81697_Y Lifestyle and Interests (Affinity) > TV Segments (US) Events > TV Viewers: Jeopardy! 

81698_Y Lifestyle and Interests (Affinity) > TV Segments (US) Events > TV Viewers: NFL Football 

81699_Y Lifestyle and Interests (Affinity) > TV Segments (US) Events > TV Viewers: SportsCenter 

81700_Y Lifestyle and Interests (Affinity) > TV Segments (US) Events > TV Viewers: The Big Bang Theory 

81701_Y Lifestyle and Interests (Affinity) > TV Segments (US) Events > TV Viewers: The View 

81702_Y Lifestyle and Interests (Affinity) > TV Segments (US) Events > TV Viewers: Today Show 

81703_Y Lifestyle and Interests (Affinity) > TV Segments (US) Events > TV Viewers: Tracker 

81704_Y Lifestyle and Interests (Affinity) > TV Segments (US) Events > TV Viewers: Wheel of Fortune 

 

Mosaic V8 Audiences 
This update introduces Mosaic V8 audience segments that classify consumers into lifestyle and 
socioeconomic Groups and Types. These segments are based on the latest version of Mosaic, 
rebuilt in May 2026 using updated data inputs and modeling to better reflect current household 
dynamics and composition. This version represents a reconstruction of the Groups and Types 
rather than a direct match or replacement of previous versions. Mosaic clients should expect to 
receive separate communications detailing the 2026 rebuild, but for more information, please click 
here. 

For example, a food delivery service can use Mosaic Type J37 - Young Family Momentum segment 
to reach young, digitally native parents with strong discretionary spend, enabling targeted offers 
around convenience, family meals, and mobile ordering that fits their fast-paced lifestyles.  

A travel brand can activate Mosaic Group L - Active Later Living segment to engage affluent older 
adults with messaging around curated, comfort-oriented travel experiences, leveraging their strong 
financial health and preference for trusted brands and media. 

19 Groups 
Field ID Taxonomy Path 

81098_A Mosaic - Personas - Lifestyle and Interests > Group A > A - Established Affluence 

81098_B Mosaic - Personas - Lifestyle and Interests > Group B > B - Urban Upward Movers 

81098_C Mosaic - Personas - Lifestyle and Interests > Group C > C - Family Forward Achievers 

81098_D Mosaic - Personas - Lifestyle and Interests > Group D > D - Legacy Living Leaders 

81098_E Mosaic - Personas - Lifestyle and Interests > Group E > E - Heartland Community 

81098_F Mosaic - Personas - Lifestyle and Interests > Group F > F - Streamers and Spenders 

81098_G Mosaic - Personas - Lifestyle and Interests > Group G > G - Social Scene Setters 

81098_H Mosaic - Personas - Lifestyle and Interests > Group H > H - Grounded Family Living 

https://www.experian.com/marketing-knowledge-base/data/experian-mosaic
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81098_I Mosaic - Personas - Lifestyle and Interests > Group I > I - Comfortable Continuity 

81098_J Mosaic - Personas - Lifestyle and Interests > Group J > J - Busy Family Builders 

81098_K Mosaic - Personas - Lifestyle and Interests > Group K > K - Culture and Ease Retirees 

81098_L Mosaic - Personas - Lifestyle and Interests > Group L > L - Active Later Living 

81098_M Mosaic - Personas - Lifestyle and Interests > Group M > M - Solo City Seniors 

81098_N Mosaic - Personas - Lifestyle and Interests > Group N > N - Country Living 

81098_O Mosaic - Personas - Lifestyle and Interests > Group O > O - Quiet Community Living 

81098_P Mosaic - Personas - Lifestyle and Interests > Group P > P - Young Adult Urbanites 

81098_Q Mosaic - Personas - Lifestyle and Interests > Group Q > Q - Practical Everyday Living 

81098_R Mosaic - Personas - Lifestyle and Interests > Group R > R - Urban Upstart Streamers 

81098_S Mosaic - Personas - Lifestyle and Interests > Group S > S - Metro Momentum Makers 

 

70 Types 
Field ID Taxonomy Path 

81095_A01 
Mosaic - Personas - Lifestyle and Interests > Group A: Established Affluence > A01 - 
Multigenerational Legacy 

81095_A02 
Mosaic - Personas - Lifestyle and Interests > Group A: Established Affluence > A02 - Heritage 
Investors 

81095_A03 
Mosaic - Personas - Lifestyle and Interests > Group A: Established Affluence > A03 - 
Cosmopolitan Prosperity 

81095_A04 
Mosaic - Personas - Lifestyle and Interests > Group A: Established Affluence > A04 - Elite 
Family Builders 

81095_A05 
Mosaic - Personas - Lifestyle and Interests > Group A: Established Affluence > A05 - Affluent 
Anchors 

81095_B06 
Mosaic - Personas - Lifestyle and Interests > Group B: Urban Upward Movers > B06 - Cultured 
Power Pairs 

81095_B07 
Mosaic - Personas - Lifestyle and Interests > Group B: Urban Upward Movers > B07 - 
Independent Urban Earners 

81095_B08 
Mosaic - Personas - Lifestyle and Interests > Group B: Urban Upward Movers > B08 - City 
Society 

81095_C09 
Mosaic - Personas - Lifestyle and Interests > Group C: Family Forward Achievers > C09 - 
Prosperous Digital Families 

81095_C10 
Mosaic - Personas - Lifestyle and Interests > Group C: Family Forward Achievers > C10 - 
Digital Family Planners 

81095_C11 
Mosaic - Personas - Lifestyle and Interests > Group C: Family Forward Achievers > C11 - 
Established Family Professionals 

81095_C12 
Mosaic - Personas - Lifestyle and Interests > Group C: Family Forward Achievers > C12 - 
Independent Affluence 

81095_D13 
Mosaic - Personas - Lifestyle and Interests > Group D: Legacy Living Leaders > D13 - Active 
Empty Nesters 

81095_D14 
Mosaic - Personas - Lifestyle and Interests > Group D: Legacy Living Leaders > D14 - 
Generational Stewards 
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81095_D15 
Mosaic - Personas - Lifestyle and Interests > Group D: Legacy Living Leaders > D15 - Full 
House Achievers 

81095_D16 
Mosaic - Personas - Lifestyle and Interests > Group D: Legacy Living Leaders > D16 - 
Connected Generations 

81095_E17 
Mosaic - Personas - Lifestyle and Interests > Group E: Heartland Community > E17 - Energetic 
Family Networks 

81095_E18 
Mosaic - Personas - Lifestyle and Interests > Group E: Heartland Community > E18 - Practical 
Prosperity 

81095_E19 
Mosaic - Personas - Lifestyle and Interests > Group E: Heartland Community > E19 - Social 
Family Ensemble 

81095_E20 
Mosaic - Personas - Lifestyle and Interests > Group E: Heartland Community > E20 - 
Confident Midlife Renters 

81095_E21 
Mosaic - Personas - Lifestyle and Interests > Group E: Heartland Community > E21 - 
Established Metro Living 

81095_F22 
Mosaic - Personas - Lifestyle and Interests > Group F: Streamers and Spenders > F22 - Urban 
Ambition 

81095_F23 
Mosaic - Personas - Lifestyle and Interests > Group F: Streamers and Spenders > F23 - 
Aspiring Singles 

81095_F24 
Mosaic - Personas - Lifestyle and Interests > Group F: Streamers and Spenders > F24 - Digital 
Urban Independents 

81095_G25 
Mosaic - Personas - Lifestyle and Interests > Group G: Social Scene Setters > G25 - Early 
Suburban Living 

81095_G26 
Mosaic - Personas - Lifestyle and Interests > Group G: Social Scene Setters > G26 - Culturally 
Engaged Solos 

81095_G27 
Mosaic - Personas - Lifestyle and Interests > Group G: Social Scene Setters > G27 - Urban 
Activity Seekers 

81095_H28 
Mosaic - Personas - Lifestyle and Interests > Group H: Grounded Family Living > H28 - 
Entertainment First Families 

81095_H29 
Mosaic - Personas - Lifestyle and Interests > Group H: Grounded Family Living > H29 - Modest 
Rural Families 

81095_H30 
Mosaic - Personas - Lifestyle and Interests > Group H: Grounded Family Living > H30 - Stable 
Suburban Families 

81095_H31 
Mosaic - Personas - Lifestyle and Interests > Group H: Grounded Family Living > H31 - Active 
Family Crew 

81095_H32 
Mosaic - Personas - Lifestyle and Interests > Group H: Grounded Family Living > H32 - 
Longstay Greener Living  

81095_I33 
Mosaic - Personas - Lifestyle and Interests > Group I: Comfortable Continuity > I33 - 
Traditional Later Living 

81095_I34 
Mosaic - Personas - Lifestyle and Interests > Group I: Comfortable Continuity > I34 - Practical 
Empty Nesters 

81095_J35 
Mosaic - Personas - Lifestyle and Interests > Group J: Busy Family Builders > J35 - Solo Power 
Parents 

81095_J36 
Mosaic - Personas - Lifestyle and Interests > Group J: Busy Family Builders > J36 - Connected 
Hearths 
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81095_J37 
Mosaic - Personas - Lifestyle and Interests > Group J: Busy Family Builders > J37 - Young 
Family Momentum 

81095_J38 
Mosaic - Personas - Lifestyle and Interests > Group J: Busy Family Builders > J38 - Value First 
Families 

81095_K39 
Mosaic - Personas - Lifestyle and Interests > Group K: Culture and Ease Retirees > K39 - Silver 
Comfort 

81095_K40 
Mosaic - Personas - Lifestyle and Interests > Group K: Culture and Ease Retirees > K40 - 
Affluent Urbanite Retirees 

81095_L41 
Mosaic - Personas - Lifestyle and Interests > Group L: Active Later Living > L41 - Purposeful 
Later Living 

81095_L42 
Mosaic - Personas - Lifestyle and Interests > Group L: Active Later Living > L42 - Established 
Suburban Serenity 

81095_L43 
Mosaic - Personas - Lifestyle and Interests > Group L: Active Later Living > L43 - Suburban 
Stability 

81095_L44 
Mosaic - Personas - Lifestyle and Interests > Group L: Active Later Living > L44 - Steady Senior 
Couples 

81095_M45 
Mosaic - Personas - Lifestyle and Interests > Group M: Solo City Seniors > M45 - Settled 
Routines 

81095_M46 
Mosaic - Personas - Lifestyle and Interests > Group M: Solo City Seniors > M46 - Modest City 
Seniors 

81095_M47 
Mosaic - Personas - Lifestyle and Interests > Group M: Solo City Seniors > M47 - Cautious 
Culture Seniors 

81095_N48 
Mosaic - Personas - Lifestyle and Interests > Group N: Country Living > N48 - Country Life 
Together 

81095_N49 
Mosaic - Personas - Lifestyle and Interests > Group N: Country Living > N49 - Generational 
Rural Stewards 

81095_N50 
Mosaic - Personas - Lifestyle and Interests > Group N: Country Living > N50 - Measured Rural 
Living 

81095_N51 
Mosaic - Personas - Lifestyle and Interests > Group N: Country Living > N51 - Traditional 
Metro Seniors 

81095_N52 Mosaic - Personas - Lifestyle and Interests > Group N: Country Living > N52 - Senior Solitude 

81095_O53 
Mosaic - Personas - Lifestyle and Interests > Group O: Quiet Community Living > O53 - Quiet 
Solo Seniors 

81095_O54 
Mosaic - Personas - Lifestyle and Interests > Group O: Quiet Community Living > O54 - Digital 
Metro Seniors 

81095_O55 
Mosaic - Personas - Lifestyle and Interests > Group O: Quiet Community Living > O55 - Rural 
Tradition Adults 

81095_P56 
Mosaic - Personas - Lifestyle and Interests > Group P: Young Adult Urbanites > P56 - Urban 
Routines 

81095_P57 
Mosaic - Personas - Lifestyle and Interests > Group P: Young Adult Urbanites > P57 - Digital 
City Strivers 

81095_P58 
Mosaic - Personas - Lifestyle and Interests > Group P: Young Adult Urbanites > P58 - Mobile 
Early Living 

81095_Q59 Mosaic - Personas - Lifestyle and Interests > Group Q: Practical Everyday Living > Q59 - 
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Midlife Rural Realists 

81095_Q60 
Mosaic - Personas - Lifestyle and Interests > Group Q: Practical Everyday Living > Q60 - 
Scrollers and Savers 

81095_Q61 
Mosaic - Personas - Lifestyle and Interests > Group Q: Practical Everyday Living > Q61 - 
Suburban Simplicity 

81095_Q62 
Mosaic - Personas - Lifestyle and Interests > Group Q: Practical Everyday Living > Q62 - 
Steadfast Midlife Solos 

81095_R63 
Mosaic - Personas - Lifestyle and Interests > Group R: Urban Upstart Streamers > R63 - Early 
Family Rush 

81095_R64 
Mosaic - Personas - Lifestyle and Interests > Group R: Urban Upstart Streamers > R64 - Urban 
Balancers 

81095_R65 
Mosaic - Personas - Lifestyle and Interests > Group R: Urban Upstart Streamers > R65 - 
Smaller Town Tenants 

81095_S66 
Mosaic - Personas - Lifestyle and Interests > Group S: Metro Momentum Makers > S66 - Outer 
Metro Living 

81095_S67 
Mosaic - Personas - Lifestyle and Interests > Group S: Metro Momentum Makers > S67 - Metro 
Midlife Mix 

81095_S68 
Mosaic - Personas - Lifestyle and Interests > Group S: Metro Momentum Makers > S68 - 
Young City Convenience 

81095_S69 
Mosaic - Personas - Lifestyle and Interests > Group S: Metro Momentum Makers > S69 - 
Independent on Less 

81095_S70 
Mosaic - Personas - Lifestyle and Interests > Group S: Metro Momentum Makers > S70 - 
Always Online Living 

 

Travel Audiences 
This update introduces 10 travel audience segments focused on cruise shopper behavior, 
capturing consumers actively researching and engaging with cruise travel across specific brands, 
trip types, and preferences. These segments provide deep visibility into cruise intent, including 
signals around destination interest, cruise line affinity, and travel style. 

For example, a cruise line can use the Recent Carnival Cruise Travelers segment to identify 
consumers who have recently traveled with a competitor and target them with offers designed to 
drive brand switching and new bookings. 

Cruise Shoppers 
Field ID Taxonomy Path 

81286_Y Retail Shoppers: Purchase Based > Cruise Brand & Recency > Recent Cruise Travelers  

81287_Y 
Retail Shoppers: Purchase Based > Cruise Brand & Recency > Recent Carnival Cruise 
Travelers  

81288_Y 
Retail Shoppers: Purchase Based > Cruise Brand & Recency > Recent Royal Caribbean 
Cruise Travelers  

81289_Y 
Retail Shoppers: Purchase Based > Cruise Brand & Recency > Recent Norwegian Cruise 
Travelers  
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81290_Y Retail Shoppers: Purchase Based > Cruise Brand & Recency > Recent Disney Cruise Travelers  

81291_Y 
Retail Shoppers: Purchase Based > Cruise Brand & Recency > Recent Princess Cruise 
Travelers  

81292_Y 
Retail Shoppers: Purchase Based > Cruise Brand & Recency > Recent Holland Cruise 
Travelers  

81293_Y 
Retail Shoppers: Purchase Based > Cruise Brand & Recency > Recent Celebrity Cruise 
Travelers  

81294_Y Retail Shoppers: Purchase Based > Cruise Brand Affinity > Multi-Brand Cruise Travelers  

81295_Y Retail Shoppers: Purchase Based > Cruise Brand Affinity > Brand Loyal Cruise Travelers 

 

Updated Audiences 
Mosaic V7 
This update introduces revised descriptions for existing Mosaic V7 audience segments to reflect 
their planned retirement and guide users toward the new Mosaic V8 segments. 

For example: 

• Current Description: This Mosaic segment contains consumers who are likely to be mature 
singles with limited income typically concentrated in inner-city apartments 

• Updated Description: SEE NEW MOSAIC - RETIRING FEB 2027 This Mosaic segment 
contains consumers who are likely to be mature singles with limited income typically 
concentrated in inner-city apartments. 

No other changes have been made to these segments beyond the updated descriptions. V7 
audiences remain available for users until February 2027 at which point they will be retiring. For 
more information on retirements, please click here. 

Field ID Taxonomy Path 

319_A01 Mosaic - Personas - Lifestyle and Interests > Group A: Power Elite > A01 - American Royalty 

319_A02 Mosaic - Personas - Lifestyle and Interests > Group A: Power Elite > A02 - Platinum Prosperity 

319_A03 Mosaic - Personas - Lifestyle and Interests > Group A: Power Elite > A03 - Kids and Cabernet 

319_A04 Mosaic - Personas - Lifestyle and Interests > Group A: Power Elite > A04 - Picture Perfect Families 

319_A05 Mosaic - Personas - Lifestyle and Interests > Group A: Power Elite > A05 - Couples with Clout 

319_A06 Mosaic - Personas - Lifestyle and Interests > Group A: Power Elite > A06 - Jet Set Urbanites 

319_B07 Mosaic - Personas - Lifestyle and Interests > Group B: Flourishing Families > B07 - Across the Ages 

319_B08 Mosaic - Personas - Lifestyle and Interests > Group B: Flourishing Families > B08 - Babies and Bliss 

319_B09 Mosaic - Personas - Lifestyle and Interests > Group B: Flourishing Families > B09 - Family Fun-tastic 

319_B10 
Mosaic - Personas - Lifestyle and Interests > Group B: Flourishing Families > B10 - Cosmopolitan 
Achievers 
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319_C11 
Mosaic - Personas - Lifestyle and Interests > Group C: Booming with Confidence > C11 - Sophisticated 
City Dweller 

319_C12 
Mosaic - Personas - Lifestyle and Interests > Group C: Booming with Confidence > C12 - Golf Carts and 
Gourmets 

319_C13 
Mosaic - Personas - Lifestyle and Interests > Group C: Booming with Confidence > C13 - Philanthropic 
Sophisticates 

319_C14 
Mosaic - Personas - Lifestyle and Interests > Group C: Booming with Confidence > C14 - Boomers and 
Boomerangs 

319_D15 Mosaic - Personas - Lifestyle and Interests > Group D: Suburban Style > D15 - Sports Utility Families 

319_D16 Mosaic - Personas - Lifestyle and Interests > Group D: Suburban Style > D16 - Settled in Suburbia 

319_D17 Mosaic - Personas - Lifestyle and Interests > Group D: Suburban Style > D17 - Cul de Sac Diversity 

319_D18 Mosaic - Personas - Lifestyle and Interests > Group D: Suburban Style > D18 - Suburban Nightlife 

319_E19 
Mosaic - Personas - Lifestyle and Interests > Group E: Thriving Boomers > E19 - Consummate 
Consumers 

319_E20 Mosaic - Personas - Lifestyle and Interests > Group E: Thriving Boomers > E20 - No Place Like Home 

319_E21 Mosaic - Personas - Lifestyle and Interests > Group E: Thriving Boomers > E21 - Unspoiled Splendor 

319_F22 Mosaic - Personas - Lifestyle and Interests > Group F: Promising Families > F22 - Fast Track Couples 

319_F23 Mosaic - Personas - Lifestyle and Interests > Group F: Promising Families > F23 - Families Matter Most 

319_G24 Mosaic - Personas - Lifestyle and Interests > Group G: Young, City Solos > G24 - Ambitious Singles 

319_G25 Mosaic - Personas - Lifestyle and Interests > Group G: Young, City Solos > G25 - Urban Edge 

319_H26 
Mosaic - Personas - Lifestyle and Interests > Group H: Bourgeois Melting Pot > H26 - Progressive 
Assortment 

319_H27 Mosaic - Personas - Lifestyle and Interests > Group H: Bourgeois Melting Pot > H27 - Life of Leisure 

319_H28 
Mosaic - Personas - Lifestyle and Interests > Group H: Bourgeois Melting Pot > H28 - Everyday 
Moderates 

319_H29 
Mosaic - Personas - Lifestyle and Interests > Group H: Bourgeois Melting Pot > H29 - Destination 
Recreation 

319_I30 
Mosaic - Personas - Lifestyle and Interests > Group I: Family Union > I30 - Potlucks and the Great 
Outdoors 

319_I31 Mosaic - Personas - Lifestyle and Interests > Group I: Family Union > I31 - Hard Working Values 

319_I32 Mosaic - Personas - Lifestyle and Interests > Group I: Family Union > I32 - Steadfast Conventionalists 

319_I33 Mosaic - Personas - Lifestyle and Interests > Group I: Family Union > I33 - Balance and Harmony 

319_J34 Mosaic - Personas - Lifestyle and Interests > Group J: Autumn Years > J34 - Suburban Sophisticates 

319_J35 Mosaic - Personas - Lifestyle and Interests > Group J: Autumn Years > J35 - Rural Escape 

319_J36 Mosaic - Personas - Lifestyle and Interests > Group J: Autumn Years > J36 - Settled and Sensible 

319_K37 Mosaic - Personas - Lifestyle and Interests > Group K: Significant Singles > K37 - Wired for Success 

319_K38 Mosaic - Personas - Lifestyle and Interests > Group K: Significant Singles > K38 - Modern Blend 

319_K39 Mosaic - Personas - Lifestyle and Interests > Group K: Significant Singles > K39 - Metro Fusion 

319_K40 Mosaic - Personas - Lifestyle and Interests > Group K: Significant Singles > K40 - Bohemian Groove 

319_L41 
Mosaic - Personas - Lifestyle and Interests > Group L: Blue Sky Boomers > L41 - Booming and 
Consuming 

319_L42 Mosaic - Personas - Lifestyle and Interests > Group L: Blue Sky Boomers > L42 - Rooted Flower Power 
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319_L43 Mosaic - Personas - Lifestyle and Interests > Group L: Blue Sky Boomers > L43 - Homemade Happiness 

319_M44 Mosaic - Personas - Lifestyle and Interests > Group M: Families in Motion > M44 - Creative Comfort 

319_M45 
Mosaic - Personas - Lifestyle and Interests > Group M: Families in Motion > M45 - Growing and 
Expanding 

319_N46 Mosaic - Personas - Lifestyle and Interests > Group N: Pastoral Pride > N46 - True Grit Americans 

319_N47 Mosaic - Personas - Lifestyle and Interests > Group N: Pastoral Pride > N47 - Countrified Pragmatics 

319_N48 Mosaic - Personas - Lifestyle and Interests > Group N: Pastoral Pride > N48 - Rural Southern Bliss 

319_N49 Mosaic - Personas - Lifestyle and Interests > Group N: Pastoral Pride > N49 - Touch of Tradition 

319_O50 Mosaic - Personas - Lifestyle and Interests > Group O: Singles and Starters > O50 - Full Steam Ahead 

319_O51 Mosaic - Personas - Lifestyle and Interests > Group O: Singles and Starters > O51 - Digitally Savvy 

319_O52 Mosaic - Personas - Lifestyle and Interests > Group O: Singles and Starters > O52 - Urban Ambition 

319_O53 Mosaic - Personas - Lifestyle and Interests > Group O: Singles and Starters > O53 - Colleges and Cafes 

319_O54 
Mosaic - Personas - Lifestyle and Interests > Group O: Singles and Starters > O54 - Influenced by 
Influencers 

319_O55 Mosaic - Personas - Lifestyle and Interests > Group O: Singles and Starters > O55 - Family Troopers 

319_P56 Mosaic - Personas - Lifestyle and Interests > Group P: Cultural Connections > P56 - Mid-scale Medley 

319_P57 
Mosaic - Personas - Lifestyle and Interests > Group P: Cultural Connections > P57 - Modest Metro 
Means 

319_P58 Mosaic - Personas - Lifestyle and Interests > Group P: Cultural Connections > P58 - Heritage Heights 

319_P59 Mosaic - Personas - Lifestyle and Interests > Group P: Cultural Connections > P59 - Expanding Horizons 

319_P60 Mosaic - Personas - Lifestyle and Interests > Group P: Cultural Connections > P60 - Striving Forward 

319_P61 Mosaic - Personas - Lifestyle and Interests > Group P: Cultural Connections > P61 - Simple Beginnings 

319_Q62 
Mosaic - Personas - Lifestyle and Interests > Group Q: Golden Year Guardians > Q62 - Enjoying 
Retirement 

319_Q63 
Mosaic - Personas - Lifestyle and Interests > Group Q: Golden Year Guardians > Q63 - Footloose and 
Family Free 

319_Q64 
Mosaic - Personas - Lifestyle and Interests > Group Q: Golden Year Guardians > Q64 - Established in 
Society 

319_Q65 Mosaic - Personas - Lifestyle and Interests > Group Q: Golden Year Guardians > Q65 - Mature and Wise 

319_R66 Mosaic - Personas - Lifestyle and Interests > Group R: Aspirational Fusion > R66 - Ambitious Dreamers 

319_R67 Mosaic - Personas - Lifestyle and Interests > Group R: Aspirational Fusion > R67 - Passionate Parents 

319_S68 Mosaic - Personas - Lifestyle and Interests > Group S: Thrifty Habits > S68 - Small Town Sophisticates 

319_S69 Mosaic - Personas - Lifestyle and Interests > Group S: Thrifty Habits > S69 - Urban Legacies 

319_S70 Mosaic - Personas - Lifestyle and Interests > Group S: Thrifty Habits > S70 - Thrifty Singles 

319_S71 Mosaic - Personas - Lifestyle and Interests > Group S: Thrifty Habits > S71 - Modest Retirees 

 

Segment Naming Refresh for Enhanced Usability 
This section includes 180 existing segments with updated naming conventions designed to improve 
searchability and usability across platforms. Segment names have been refreshed to follow a more 
intentional, search-optimized structure, with key terms aligned consistently across the segment 
name, field name, and descriptions to improve how these segments surface in platforms.  
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These updates make it easier to quickly discover relevant segments and support visibility within AI 
discovery tools. This work reflects an ongoing commitment to improving the clarity, usability, and 
discoverability of our segment taxonomy, helping users feel confident in both finding and selecting 
the right audiences. 

Business 
Field ID Legacy Field Name Taxonomy Path 

29016_E 
Transportation, Communications, 
Electric, Gas, and Sanitary Services 

Business Executives (B2B) > Industry > Utilities & 
Energy Service Workers 

 

Demographics 
Field ID Legacy Field Name Taxonomy Path 

27517_Y 19-24 Demographics > Ages > Adults 19-24 
27518_Y 25-29 Demographics > Ages > Adults 25-29 
27519_Y 30-34 Demographics > Ages > Adults 30-34 
27520_Y 35-39 Demographics > Ages > Adults 35-39 
27521_Y 40-44 Demographics > Ages > Adults 40-44 
27522_Y 45-49 Demographics > Ages > Adults 45-49 
27523_Y 50-54 Demographics > Ages > Adults 50-54 
27524_Y 55-59 Demographics > Ages > Adults 55-59 
27525_Y 25-54 Demographics > Ages > Adults 25-54 
27526_Y 25+ Demographics > Ages > Adults 25+ 

16904_Y Last 3 Months 
Life Events > Recently Married (Newlyweds) > Newly 
Married Past 3 Months 

16905_Y Last 6 Months 
Life Events > Recently Married (Newlyweds) > Newly 
Married Past 6 Months 

16906_Y Last 12 Months 
Life Events > Recently Married (Newlyweds) > Newly 
Married Past 12 Months 

16907_Y Last 3 Months 
Life Events > Recently Single (Divorced) > Newly 
Divorced Past 3 Months 

16908_Y Last 6 Months 
Life Events > Recently Single (Divorced) > Newly 
Divorced Past 6 Months 

16909_Y Last 12 Months 
Life Events > Recently Single (Divorced) > Newly 
Divorced Past 12 Months 

16881_A Mothers with Infants Age 0-3 
Lifestyle and Interests (Affinity) > Moms, Parents, 
Families > Moms with Babies and Toddlers Age 0-3 

16882_A Mothers with Children Age 4-6 
Lifestyle and Interests (Affinity) > Moms, Parents, 
Families > Moms with Young Children Age 4-6 

16883_A Mothers with Children Age 7-12 
Lifestyle and Interests (Affinity) > Moms, Parents, 
Families > Moms with School Age Children Age 7-12 

16884_A Mothers with Teens Age 13-15 
Lifestyle and Interests (Affinity) > Moms, Parents, 
Families > Moms with Early Teens Age 13-15 

16885_A Mothers with Teens Age 16-18 Lifestyle and Interests (Affinity) > Moms, Parents, 
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Families > Moms with Older Teens Age 16-18 
76754_Y 21-24 Demographics > Ages > Adults 21–24 
76755_Y 65-69 Demographics > Ages > Adults 65–69 
76756_Y 70-74 Demographics > Ages > Adults 70–74 
76757_Y 75+ Demographics > Ages > Adults 75+ 
76759_Y 75-79 Demographics > Ages > Adults 75–79 
76760_Y 80-84 Demographics > Ages > Adults 80–84 
76761_Y 85-89 Demographics > Ages > Adults 85–89 
76762_Y 90-94 Demographics > Ages > Adults 90–94 
76763_Y 95-99 Demographics > Ages > Adults 95–99 

P123803_Y Engaged Social Media > Engaged > Recently Engaged Consumers 

P112218_B 
Technical: Computers/Math and 
Architect/Engineering 

Demographics > Occupation > Computers, Math & 
Engineering Occupations 

876_M 
Multi-family w/o Apt # (FLA / Fair 
Lending Friendly) 

Housing Attributes > Dwelling Type > Multi-Family 
Homes Without Apt Number 

P112218_C 
Professional: Legal/Education and 
Health Practitioners 

Demographics > Occupation > Legal, Education & 
Health Professionals 

 

Finance 
Field ID Legacy Field Name Taxonomy Path 

30647_A 
Household Credit Card Annual Spend 
Less than $18999 Redacted: available upon request 

758_2 
Secure, Savvy Credit User, High Home 
Equity Balance 

Financial Personalities > Home Equity Financial Personality > 
High Home Equity Credit Users 

747_3 
Self-Directed Diversifier, Very High 
Deposit Balance 

Financial Personalities > Deposits Financial Personality > 
Self-Directed Diversifiers - Very High Deposits 

725_3 
Broker-Reliant Delegator, Very High 
Investable Assets 

Financial Personalities > Investments Financial Personality > 
Broker-Reliant Investors - Very High Assets 

747_1 
Conservative Branch Banker, Very 
High Deposit Balance 

Financial Personalities > Deposits Financial Personality > 
Branch Bankers - Very High Deposits 

758_4 
Home Equity Enthusiast, Very High 
Home Equity Balance 

Financial Personalities > Home Equity Financial Personality > 
Home Equity Enthusiasts - Very High Equity 

769_5 
Uninterested, Slightly Below Average 
Mortgage Balance 

Financial Personalities > Mortgage Financial Personality > 
Low Mortgage Balance - Uninterested 

780_2 
Credit Seeking Card Switcher, High 
Credit Card Balance 

Financial Personalities > Credit Card Financial Personality > 
Credit Card Switchers - High Balance 

736_6 
Uninterested, Below Average 
Insurance Policy Face Value 

Financial Personalities > Insurance Financial Personality > 
Low Insurance Face Value - Uninterested 

758_1 
Home Equity Averse Skeptic, Very Low 
Home Equity Balance 

Financial Personalities > Home Equity Financial Personality > 
Low Home Equity Skeptics - Very Low Balance 

769_1 
Secure, Active Refinancer, Above 
Average Mortgage Balance 

Financial Personalities > Mortgage Financial Personality > 
Active Refinancers - Above Avg Mortgage 

736_1 Engaged Advice Seeker, Average Financial Personalities > Insurance Financial Personality > 
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Insurance Policy Face Value Insurance Advice Seekers - Avg Policy Value 

736_3 
Insurance Averse, Below Average 
Insurance Policy Face Value 

Financial Personalities > Insurance Financial Personality > 
Insurance Averse - Low Policy Value 

769_4 
Disciplined, Passive Borrower, Below 
Average Mortgage Balance 

Financial Personalities > Mortgage Financial Personality > 
Passive Borrowers - Low Mortgage Balance 

725_4 
Savvy Sounding-Board Seeking 
Investor, Average Investable Assets 

Financial Personalities > Investments Financial Personality > 
Advice-Seeking Investors - Avg Assets 

736_2 
Secure Agent-Oriented Loyalist, High 
Insurance Policy Face Value 

Financial Personalities > Insurance Financial Personality > 
Agent-Oriented Insurance Planners - High Value 

725_2 
Skeptical, Fund-Oriented Investor, 
Low to Medium Investable Assets 

Financial Personalities > Investments Financial Personality > 
Skeptical Fund Oriented Investor Low to Mid Assets 

736_4 
Confident, Self-Directed Planner, High 
Insurance Policy Face Value 

Financial Personalities > Insurance Financial Personality > 
Self-Directed Insurance Planners High Value 

769_2 
Advice Seeking Refinancer, Slightly 
Above Average Mortgage Balance 

Financial Personalities > Mortgage Financial Personality > 
Advice-Seeking Refinancers Above Average Mortgage 

725_1 
Price Sensitive, Self-Directed Investor, 
Very High Investable Assets 

Financial Personalities > Investments Financial Personality > 
Self-Directed Investors Price Sensitive High Asset 

769_3 
Conservative, Bank Loyalist, Slightly 
Below Average Mortgage Balance 

Financial Personalities > Mortgage Financial Personality > 
Conservative Bank Loyalists Below Average Mortgage 

736_5 
Reluctant Insurance Skeptic, Below 
Average Insurance Policy Face Value 

Financial Personalities > Insurance Financial Personality > 
Insurance Skeptics - Low Policy Value 

 

Lifestyle and Interests 
Field ID Legacy Field Name Taxonomy Path 

14686_A Do-it-yourselfers 
Lifestyle and Interests (Affinity) > Activities and 
Entertainment > DIY Home Improvement Enthusiasts 

14825_A Eats Family Restaurant 
Lifestyle and Interests (Affinity) > Activities and 
Entertainment > Family Restaurant Diners 

16869_A Online Watches TV and Movies 
Lifestyle and Interests (Affinity) > Activities and 
Entertainment > Online TV and Movie Viewers 

P123804_Y New Job Social Media > New Job > New Job Starters 
P123812_Y Facebook Social Media > Facebook > Active Facebook Users 
P123813_Y Instagram Social Media > Instagram > Active Instagram Users 
P123814_Y Pinterest Social Media > Pinterest > Active Pinterest Users 
P123815_Y LinkedIn Social Media > LinkedIn > Active LinkedIn Users 
P123816_Y Twitter Social Media > Twitter > Active Twitter Users 
P123817_Y Snapchat Social Media > Snapchat > Active Snapchat Users 

16775_A 
Online Researcher - Highly dependent 
on internet research 

Lifestyle and Interests (Affinity) > Technology > Online 
Research-Dependent Consumers 

 

Mobile Location 
Field ID Legacy Field Name Taxonomy Path 
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27568_Y Hardwood Floor Retail Stores 
Mobile Location Models > Visits > Hardwood Flooring 
Store Shoppers 

27571_Y Jewelry Retail Stores 
Mobile Location Models > Visits > Jewelry Store 
Shoppers 

 

Publisher Derived 
Field ID Legacy Field Name Taxonomy Path 

78337_Y New Pet Publisher Derived > Life Events > New Pet Owners 

78258_Y 
Family and Relationships: Marriage and 
Civil Unions 

Publisher Derived > IAB People and Society > Marriage & 
Civil Union Content Engagers 

 

Retail 
Field ID Legacy Field Name Taxonomy Path 

16946_A Prestige Makeup User 
Lifestyle and Interests (Affinity) > Retail > Prestige 
Makeup Buyers 

28561_Y Retail Apparel 
Lifestyle and Interests (Affinity) > In-Market > Apparel 
Shoppers 

28564_Y Furniture 
Lifestyle and Interests (Affinity) > In-Market > Furniture 
Shoppers 

28571_Y Beauty 
Lifestyle and Interests (Affinity) > In-Market > Beauty 
Product Shoppers 

29099_Y Home Improvement (Family) 
Lifestyle and Interests (Affinity) > In-Market > Family 
Home Improvement Shoppers 

29100_Y Furniture (Family) 
Lifestyle and Interests (Affinity) > In-Market > Family 
Furniture Shoppers 

29101_Y Retail Apparel - Families 
Lifestyle and Interests (Affinity) > In-Market > Family 
Apparel Shoppers 

29181_Y Home Decor 
Lifestyle and Interests (Affinity) > In-Market > Home 
Decor Product Buyers 

30119_Y Cruises: Economy-Midscale 
Retail Shoppers: Purchase Based > Travel > Economy and 
Midscale Cruise Travelers 

30122_Y Cruises: Luxury 
Retail Shoppers: Purchase Based > Travel > Luxury Cruise 
Travelers 

30123_Y Hotels: Economy-Midscale 
Retail Shoppers: Purchase Based > Travel > Economy and 
Midscale Hotel Travelers 

30126_Y Hotels: Luxury 
Retail Shoppers: Purchase Based > Travel > Luxury Hotel 
Travelers 

70937_Y Pets 
Purchase Predictors > Shoppers All Channels > Pet 
Product Shoppers 

70939_Y Health 
Purchase Predictors > Shoppers All Channels > Health 
and Wellness Product Shoppers 

70955_Y Luxury Purchase Predictors > Shoppers All Channels > Luxury 
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Product Shoppers 

76743_Y Athleisure Sportswear Apparel 
Retail Shoppers: Purchase Based > Sporting Goods, 
Apparel > Athleisure Apparel Shoppers 

70931_Y Home Decor 
Purchase Predictors > Shoppers All Channels > Home 
Decor Purchase Intenders 

30256_Y In-Store vs Online: More eCommerce 
Retail Shoppers: Purchase Based > Shopping Behavior > 
Online-Preferred Shoppers 

30688_Y Gift Shoppers High Spend Spenders 
Retail Shoppers: Purchase Based > Shopping Behavior > 
Gift Retail High Spenders 

30690_Y 
Premade Healthy Meals Weight Loss 
Spenders 

Retail Shoppers: Purchase Based > Health and Fitness > 
Healthy Prepared Meal Buyers 

30691_Y Thrift Store Shopper In Store Spenders 
Retail Shoppers: Purchase Based > Shopping Behavior > 
Thrift Store In-Store Shoppers 

70929_Y Food Snacks Beverages 
Purchase Predictors > Shoppers All Channels > Food, 
Snack, and Beverage Shoppers 

30201_Y Mattresses: In-Market Spenders 
Retail Shoppers: Purchase Based > Shopping Behavior > 
In-Market Mattress Shoppers 

30140_Y 
Children's Apparel (Clothing): Online High 
Spenders 

Retail Shoppers: Purchase Based > Apparel > Children's 
Apparel Online High Spenders 

30649_Y 
Big Box and Club Stores: Amazon High 
Spend Spenders 

Retail Shoppers: Purchase Based > Shopping Behavior > 
Amazon High Spenders 

30653_Y 
Big Box and Club Stores: Costco High 
Spend Spenders 

Retail Shoppers: Purchase Based > Shopping Behavior > 
Costco High Spenders 

30665_Y 
Big Box and Club Stores: Target High Spend 
Spenders 

Retail Shoppers: Purchase Based > Shopping Behavior > 
Target High Spenders 

30700_Y 
Restaurants: Fast Food/QSR Burger 
Frequent Spenders 

Retail Shoppers: Purchase Based > Food and Drink > QSR 
Burger Frequent Spenders 

70779_Y 
High Spending DIY Media and Home 
Improvement Buyers 

Purchase Transactions > DIY and Advice Seekers > DIY 
Media & Home Improvement High Spenders 

70953_Y 
High Spending Men's Apparel and 
Grooming Households 

Purchase Predictors > Shoppers All Channels > Men's 
Apparel & Grooming High Spenders 

70954_Y 
High Spending Science and Nature Product 
Households 

Purchase Predictors > Shoppers All Channels > Science 
& Nature Product High Spenders 

30090_Y 
Holiday Shoppers: Luxury Department 
Stores: In Store 

Retail Shoppers: Purchase Based > Seasonal > Luxury 
Dept Store In-Store Shoppers 

30164_Y 
Gaming (Gamers): Subscription Services 
High Spenders 

Retail Shoppers: Purchase Based > Entertainment > 
Gaming Subscription High Spenders 

30197_Y 
Children & Family: Families with Kids: High 
Spenders 

Retail Shoppers: Purchase Based > Shopping Behavior > 
Families with Kids High Spenders 

30242_Y 
Women's Apparel (Clothing): Online 
Frequent Spenders 

Retail Shoppers: Purchase Based > Apparel > Women's 
Apparel Online Frequent Spenders 

30661_Y 
Big Box and Club Stores: Walmart High 
Spend Spenders 

Retail Shoppers: Purchase Based > Shopping Behavior > 
Walmart High Spenders 

30699_Y Restaurants: Fast Food/QSR Chicken Retail Shoppers: Purchase Based > Food and Drink > QSR 
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Frequent Spenders Chicken Frequent Spenders 

30702_Y 
Restaurants: Fast Food/QSR Mexican 
Frequent Spenders 

Retail Shoppers: Purchase Based > Food and Drink > QSR 
Mexican Frequent Spenders 

30139_Y 
Children's Apparel (Clothing): In Store High 
Spenders 

Retail Shoppers: Purchase Based > Apparel > Children's 
Apparel In-Store High Spenders 

30721_Y 
Disney Fans: Theme Parks and Stores 
Frequent Spenders 

Retail Shoppers: Purchase Based > Shopping Behavior > 
Disney Theme Parks & Store Frequent Spenders 

70933_Y 
High Spending Home Maintenance and 
Improvement Buyers 

Purchase Predictors > Shoppers All Channels > Home 
Maintenance & Improvement High Spenders 

30109_Y 
Summer Sales Event Shoppers: 
Independence Day Shoppers 

Retail Shoppers: Purchase Based > Seasonal > 
Independence Day Sales Event Shoppers 

30148_Y 
Men's Apparel (Clothing): Men's Apparel: 
High Spenders 

Retail Shoppers: Purchase Based > Apparel > Men's 
Apparel High Spenders 

30241_Y 
Women's Apparel (Clothing): In Store 
Frequent Spenders 

Retail Shoppers: Purchase Based > Apparel > Women's 
Apparel In-Store Frequent Spenders 

30704_Y 
Restaurants: Fast Food/QSR Ice Cream 
Frequent Spenders 

Retail Shoppers: Purchase Based > Food and Drink > QSR 
Ice Cream Frequent Spenders 

30706_Y 
Restaurants: Casual Dining Breakfast 
Frequent Spenders 

Retail Shoppers: Purchase Based > Food and Drink > 
Casual Dining Breakfast Frequent Spenders 

76721_Y 
Back to School Moderate Spend - PreK 
(Early Ed - PreK) 

Retail Shoppers: Purchase Based > Seasonal > Back to 
School PreK Moderate Spenders 

30106_Y 
Black Friday/Cyber Monday: Big Box/ Club 
Stores Shoppers 

Retail Shoppers: Purchase Based > Seasonal > Black 
Friday/Cyber Monday Big Box Shoppers 

30182_Y 
Hardware & Home Improvement Stores: 
Online High Spenders 

Retail Shoppers: Purchase Based > Home Improvement 
& DIY > Hardware & Home Improvement Online Spenders 

30682_Y 
Golf Equipment, Apparel, Entertainment 
Frequent Spenders 

Retail Shoppers: Purchase Based > Sporting Goods, 
Apparel > Golf Equipment & Apparel Frequent Spenders 

30147_Y 
Men's Apparel (Clothing): Men's 
Activewear: High Spenders 

Retail Shoppers: Purchase Based > Apparel > Men's 
Activewear High Spenders 

30717_Y 
Furniture and Home Decor: Luxury/High 
End Online Spenders 

Retail Shoppers: Purchase Based > Home Furnishings > 
Luxury Home Decor Online High Spenders 

30146_Y 
Men's Apparel (Clothing): Men's 
Accessories: High Spenders 

Retail Shoppers: Purchase Based > Apparel > Men's 
Accessories High Spenders 

30181_Y 
Hardware & Home Improvement Stores: In 
Store High Spenders 

Retail Shoppers: Purchase Based > Home Improvement 
& DIY > Home Improvement In-Store High Spenders 

30238_Y 
Consumer Electronics: Cameras & 
Photography: High Spenders 

Retail Shoppers: Purchase Based > Shopping Behavior > 
Cameras & Photography High Spenders 

30240_Y 
Men's Apparel (Clothing): Men's Apparel: 
Frequent Spenders 

Retail Shoppers: Purchase Based > Apparel > Men's 
Apparel Frequent Spenders 

30683_Y 
Sports, Recreation, Activewear: High End 
Frequent Spenders 

Retail Shoppers: Purchase Based > Sporting Goods, 
Apparel > High-End Activewear Frequent Spenders 

30716_Y 
Furniture and Home Decor: Luxury/High 
End In Store Spenders 

Retail Shoppers: Purchase Based > Home Furnishings > 
Luxury Home Decor In-Store Spenders 

30718_Y Furniture and Home Decor: Luxury/High Retail Shoppers: Purchase Based > Home Furnishings > 
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End Frequent Spenders Luxury Home Decor Frequent Spenders 

30246_Y 
Hardware & Home Improvement Stores: 
Online Frequent Spenders 

Retail Shoppers: Purchase Based > Home Improvement 
& DIY > Home Improvement Online Frequent Spenders 

30239_Y 
Men's Apparel (Clothing): Men's 
Activewear: Frequent Spenders 

Retail Shoppers: Purchase Based > Apparel > Men's 
Activewear Frequent Spenders 

30719_Y 
Furniture and Home Decor: Luxury/High 
End High Spend Spenders 

Retail Shoppers: Purchase Based > Home Furnishings > 
Luxury Home Decor High Spenders 

16755_A 
Home Telco Subscribers - Bundle Buyer: 
VOIP, Cable, & Internet 

Lifestyle and Interests (Affinity) > Technology > Telco 
Bundle Buyers - VOIP, Cable & Internet 

30229_Y 
Streaming/Video/Audio/CTV/Cable TV: 
Streaming Video: Brand HBO 

Retail Shoppers: Purchase Based > Entertainment > HBO 
Streaming Video Viewers 

30245_Y 
Hardware & Home Improvement Stores: In 
Store Frequent Spenders 

Retail Shoppers: Purchase Based > Home Improvement 
& DIY > Home Improvement In-Store Frequent Spenders 

30247_Y 
Summer Sales Event Shoppers: High 
Spenders: Labor Day Shoppers 

Retail Shoppers: Purchase Based > Seasonal > Labor Day 
High Spend Shoppers 

30703_Y 
Restaurants: Fast Food/QSR Subs and 
Sandwich Frequent Spenders 

Retail Shoppers: Purchase Based > Food and Drink > QSR 
Subs & Sandwich Frequent Spenders 

30230_Y 
Streaming/Video/Audio/CTV/Cable TV: 
Streaming Video: Brand Hulu 

Retail Shoppers: Purchase Based > Entertainment > Hulu 
Streaming Video Viewers 

30210_Y 
Telecommuters and SOHO (Small 
Office/Home Office): High Spenders 

Retail Shoppers: Purchase Based > Shopping Behavior > 
Telecommuters & SOHO High Spenders 

30248_Y 
Summer Sales Event Shoppers: High 
Spenders: Memorial Day Shoppers 

Retail Shoppers: Purchase Based > Seasonal > Memorial 
Day High Spend Shoppers 

30093_Y 
Holiday Shoppers: One Stop Holiday 
Shoppers/Power Shoppers: Online 

Retail Shoppers: Purchase Based > Seasonal > Online 
Holiday One Stop Shoppers 

30100_Y 
Streaming/Video/Audio/CTV/Cable TV: 
Streaming Audio: High Spenders 

Retail Shoppers: Purchase Based > Entertainment > 
Streaming Audio High Spenders 

30101_Y 
Streaming/Video/Audio/CTV/Cable TV: 
Streaming Video: High Spenders 

Retail Shoppers: Purchase Based > Entertainment > 
Streaming Video High Spenders 

30228_Y 
Streaming/Video/Audio/CTV/Cable TV: 
Streaming Audio: Brand Spotify 

Retail Shoppers: Purchase Based > Entertainment > 
Spotify Streaming Audio Listeners 

30231_Y 
Streaming/Video/Audio/CTV/Cable TV: 
Streaming Video: Brand Netflix 

Retail Shoppers: Purchase Based > Entertainment > 
Netflix Streaming Video Viewers 

30232_Y 
Streaming/Video/Audio/CTV/Cable TV: 
Streaming Video: Brand Sling TV 

Retail Shoppers: Purchase Based > Entertainment > Sling 
TV Streaming Video Viewers 

30233_Y 
Streaming/Video/Audio/CTV/Cable TV: 
Streaming Video: Brand Fandango 

Retail Shoppers: Purchase Based > Entertainment > 
Fandango Streaming Video Viewers 

30092_Y 
Holiday Shoppers: One Stop Holiday 
Shoppers/Power Shoppers: In Store 

Retail Shoppers: Purchase Based > Seasonal > In-Store 
Holiday One Stop Shoppers 

30227_Y 
Streaming/Video/Audio/CTV/Cable TV: 
Streaming Audio: Brand Sirius XM 

Retail Shoppers: Purchase Based > Entertainment > 
SiriusXM Streaming Audio Listeners 

30713_Y 
Furniture and Home Decor: Deals 
Discounts Affordable Online Spenders 

Retail Shoppers: Purchase Based > Home Furnishings > 
Affordable Home Decor Online Spenders 

30099_Y Streaming/Video/Audio/CTV/Cable TV: Retail Shoppers: Purchase Based > Entertainment > 
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Cable/Broadcast TV: High Spenders Cable & Broadcast TV High Spenders 

30219_Y 
Streaming/Video/Audio/CTV/Cable TV: 
Cable/Broadcast TV: Brand Comcast 

Retail Shoppers: Purchase Based > Entertainment > 
Comcast Cable TV Subscribers 

30221_Y 
Streaming/Video/Audio/CTV/Cable TV: 
Cable/Broadcast TV: Brand DIRECTV 

Retail Shoppers: Purchase Based > Entertainment > 
DIRECTV Cable TV Subscribers 

30225_Y 
Streaming/Video/Audio/CTV/Cable TV: 
Cable/Broadcast TV: Brand Xfinity 

Retail Shoppers: Purchase Based > Entertainment > 
Xfinity Cable TV Subscribers 

30223_Y 
Streaming/Video/Audio/CTV/Cable TV: 
Cable/Broadcast TV: Brand Spectrum 

Retail Shoppers: Purchase Based > Entertainment > 
Spectrum Cable TV Subscribers 

30714_Y 
Furniture and Home Decor: Deals 
Discounts Affordable Frequent Spenders 

Retail Shoppers: Purchase Based > Home Furnishings > 
Affordable Furniture/Home Decor Frequent Spenders 

30722_Y 
Furniture and Home Decor: Deals 
Discounts Affordable In Store Spenders 

Retail Shoppers: Purchase Based > Home Furnishings > 
Affordable Home Decor In-Store Spenders 

30715_Y 
Furniture and Home Decor: Deals 
Discounts Affordable High Spend Spenders 

Retail Shoppers: Purchase Based > Home Furnishings > 
Affordable Home Decor High Spenders 

30155_Y 
Women's Apparel (Clothing): Women's 
Sleepwear and Lingerie: High Spenders 

Retail Shoppers: Purchase Based > Apparel > Women's 
Sleepwear & Lingerie High Spenders 

30095_Y 
New Year's/Resolutions: New Year's Diet, 
Health and Fitness: High Spenders 

Retail Shoppers: Purchase Based > Seasonal > New Year 
Fitness & Diet High Spenders 

30222_Y 
Streaming/Video/Audio/CTV/Cable TV: 
Cable/Broadcast TV: Brand Dish Network 

Retail Shoppers: Purchase Based > Entertainment > Dish 
Network Cable TV Subscribers 

30098_Y 
Streaming/Video/Audio/CTV/Cable TV: 
Cable/Broadcast TV: Cord Cutters: Recent 

Retail Shoppers: Purchase Based > Entertainment > 
Recent Cable Cord Cutters 

30226_Y 

Streaming/Video/Audio/CTV/Cable TV: 
Streaming Audio: Brand Pandora Internet 
Radio 

Retail Shoppers: Purchase Based > Entertainment > 
Pandora Streaming Audio Listeners 

 

Travel 
Field ID Legacy Field Name Taxonomy Path 

16925_A High Frequency Cruise Enthusiast 
Lifestyle and Interests (Affinity) > Travel > Frequent 
Cruise Travelers 

16927_A High Frequency Foreign Vacationer 
Lifestyle and Interests (Affinity) > Travel > Frequent 
International Travelers 

24995_P Zoo Travel Intent > Likelihood to visit > Zoo Visitors 
24996_P Museums Travel Intent > Likelihood to visit > Museum Visitors 

24998_P Wildlife 
Travel Intent > Likelihood to visit > Wildlife Attraction 
Visitors 

25000_P Beach / Waterfront 
Travel Intent > Travel Preference > Beach and 
Waterfront Visitors 

25015_P Spa Travel Intent > Activities > Spa and Wellness Travelers 
25016_P Touring Sightseeing Travel Intent > Activities > Sightseeing Travelers 
25021_P TimeShare Travel Intent > Travel Preference > Timeshare Travelers 
25022_P Resort Travel Intent > Travel Preference > Resort Vacation 
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Travelers 

 

TrueTouch 
Field ID Legacy Field Name Taxonomy Path 

23925_Y Organic and natural 
TrueTouch: Communication Preferences > Purchase 
Behavior > Organic and Natural Product Buyers 

23952_Y Deal seekers 
TrueTouch: Communication Preferences > Purchase 
Behavior > Deal Seeking Shoppers 

23979_Y Impulse buyers 
TrueTouch: Communication Preferences > Purchase 
Behavior > Impulse Purchase Shoppers 

24739_Y Broadcast Cable TV 
TrueTouch: Communication Preferences > Engagement 
Channel Preference > Broadcast and Cable TV Viewers 

24849_Y Auction Sites 
TrueTouch: Communication Preferences > Purchase 
Behavior > Online Auction Shoppers 

 

Retirements 
Audience Retirement Timing and Notification 

Planned audience retirements are typically aligned to the February and August data release cycles. 
We aim to provide as much advance notice as possible to support planning and campaign 
continuity. When retirement timelines are known well in advance, we will provide notice as soon as 
possible. However, in some cases, particularly when driven by legislative or other unforeseen 
changes, notice may be shorter. 

We recognize the importance of advance visibility and will continue to communicate retirements 
as early as possible to help partners notify users and manage any impact to active campaigns. 

May 2026 
Two TV Viewership audience segments are retiring due to the discontinuation of the underlying data 
source. These audiences will be retired effective May 1, 2026 and will no longer be available for use 
through Audience Engine or partner activation platforms. As the underlying data source is no longer 
available, there are no replacements for these audiences.  

Field ID Taxonomy Path 
80798_Y Lifestyle and Interests (Affinity) > TV Segments (US) Network > HBO Family Channel Viewers 
80728_Y Lifestyle and Interests (Affinity) > TV Segments (US) Genre > Foreign Language TV Viewers 

 

August 2026 
For the full list, please reach out to your Experian team. 
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February 2027 
For the full list, please reach out to your Experian team. Please find highlights below. 

Mosaic V7 Audiences 
Existing Mosaic audience segments, or V7 Mosaic segments, will be retiring in February 2027. This 
retirement reflects the transition to the latest version of Mosaic, V8, which was rebuilt using 
updated data inputs and modeling to better represent current household composition and 
dynamics. The new Mosaic Groups and Types are a reconstruction of the segmentation framework 
rather than a direct match or replacement of version 7. Users are encouraged to transition to 
Mosaic V8 segments for continued targeting. Please see the list of retiring segments here. 

How updates impact audience activation 

Renaming segments will not impact the underlying data or any existing activations across 
platforms. However, if any retiring segments are currently being used within an active data flow, 
those activations will be affected. 

For Experian Audience Engine users, separate communications will be sent if you are currently 
using a retiring audience. If you have any questions, please contact your Experian team.  

For clients activating Experian Audiences in third party platforms, please refer to this document for 
the comprehensive list of all new audiences, updated naming conventions, and retirements. 
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