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1. What IS your age group?
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I'he pie chart illustrates the distributs

R on of age grou
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Following closely, 23.3% fall within the 18-24 age range 11:0; e::;m‘ consumer base,
20% of lhc. consumers, while the 35-44 age bracket °0ﬂStitutesa|g3 % and above represent
demographic makes up 10% of the consumer population 3%, Lastly, the under 18
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