Market Research – 

1. What are the features and benefits that my product has to offer?

2. What type of people or businesses (what are the characteristics of the people or businesses) that would most likely use this product or service?

3. How many of these people or businesses exist within the target area identified?

a. Census numbers? 

b. How can you get their attention? How do they make their buying decisions?

c. How do they currently deal with the problem that product or service that you will offer will solve?

d. Competition?  What benefits / features do they offer?
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4. Prices
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5. How will I gather information?

a. Primary information

1.) surveys

2.) questionaires

3.) interviews

4.) jurying process

5.) test market

b. Secondary Information

1.) census

2.) economic development information

3.) Chambers

4.) Internet

5.) Small Business Institute (BSU)

If there aren’t enough people who will buy my service, or if I cannot sell my product for a price that my identified market will bear – is there a market that will pay the price?  Where is it?  How will I access it? Etc.

What do I do if there is not a market?  Product redevelopment? Creating a market (very expensive)?

It is far easier to development a product that solves a current problem or need, than it is to develop a product and find a market?

Keep your eyes open for new ideas and network, network, network!!  The best market research is to be educated and active within the marketplace that you wish to work!!

