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Undertaking your own market research

Whetheryou're thinking of starting a new business, considering adding new products, openinga
new branch, or increasing the services you offer, it's common sense to research your market to
make sure there is sufficient supportforyouridea.

There's little point adding the latest top-of-the-range spa pool to your product range, forexample, if
you're runninga DIY store in a low-incomearea. Ayearfrom now, you'll be sellingthem at cost, or
below, torecoup yourinvestment.

A little marketresearch —such as asking your customers (or potential customers, for new
businesses) if they would buy the new products or services you're thinking of adding —can stop you
making this sort of costly mistake.

Payingan agency to conduct marketresearch on yourbehalfislikely to be cost-prohibitive for most
small businesses, butthe good newsis thatit'srelatively easy tofind the information you need.

Areas toresearch

The firststepis to identify what you want, orneed, to know about your market. This could include:

e Market size —how many people living or workingin your marketareafall into your customer
profile? You might wantto break this down into market segments if different products or
services appeal to different groups.

e Customer motivations and expectations —what do your customers need orwant? If you
have several outlets, this might vary by location depending on the demographics of the
nearby population and the proximity of your competitors.

e Competitorintelligence —who are you competing against, what portion of your market buys
fromthem, and whatare theirstrengths and weaknesses?

e Industrystructure, statisticsand trends —how is your industry structured, how wellisit
performing, and how wellisitlikely to performinthe short, mediumandlongterm?

Conducting your own market research

You will probably be able to source a fairamount of information about your market, and your
industry, online. The government supplies arange of business and economicstatistical information
free of charge, including population demographics, economicindicators and forecasts, income and
earnings, production and sales, and trades statistics. You can access this onthe Australian Bureau of
Statistics website to help you with yourresearch.

Your industry associationis likely to have similarindustry-specificinformation, and often conducts
formal research within the industry to keep abreast of trends. They would also be good peopleto
talkto about future growth, trends, and insights about potential technological innovation that could
radically change the market.
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Customer research

If you have existing customers, there are anumber of ways to canvass theiropinion and get
feedback abouttheir needs, loyalty, motivations for buying fromyou, and more. Dependingonthe
information and feedback you are looking for, this could be as simple asinformally talking to
customers when they visit your business oras complex as a multi-page carefully worded survey.

A start-up business could survey potential customers by approaching strangers walking past the
likely location of theirfirst shop front. You could:

e Conductan in-store orstreetsurvey—ask relevant questions and record the answers. (If you
can use this opportunity to build a database of customers or potential customers, that's
even better).

e Senda personalized emailtoyourtop customersaskingthem forspecificfeedback —such as
whethertheywould buy afancy spa pool (don'tforgetto mention the price to geta realistic
response).

e Conductashort poll onyour Facebook business page, or within arelevant group of potential
customerson LinkedIn oron yourwebsite.

e Prepareaformalsurveyforclients or potential customerstofill in. This could be printed and
posted, emailed or conducted onlineusingan online service.

o Get feedback usingmodels, show prototypes forfeedback or offertrial products for
consumer testing before finalizing your offering. Crowd funding sites such as Kickstarter
(www.kickstarter.com ), Indiegogo (www.indiegogo.com) or RocketHub (www.rockethub.com)
provide anew and innovative way to pitch your productto the general publicin return for
market validationinthe form of pledges similarto pre-orders.

Competitor intelligence

You'll want to identify who your competitors are, work out what percentage of your market buys
fromthem (and why), and identify their strengths and weaknesses on aregularbasis. This provides
you withinformationthatallows you to operate competitively and profitably.

To identify all your competitors orto see if a new competitor has movedinto your market, scan the
telephonebooks and online business directories at regularintervals. Try an online search for

industry key words orset up a Google Alertto monitor when your competitorsare inthe news
online.

Talk to friends and family to find out what they think of your competitors, visit their websites
regularly, sign up fortheir marketing newsletters, shop at their stores or hire someone (even a
friend) to do a mystery shop and report back to you, and read theiradverts carefully with the
purpose of understanding who they are targeting with their marketing.

Include questions aboutthe competition in your customersurveystofind out how your customers
perceive them, and what drives their shopping decisions (price, convenience, location, customer
service, productrange, or after-sales service, forexample).

Tel: (03) 9888 1000 Page2 of 3 Shop 2, 303 Stephensons Road
Email: admin@wpsmith.com.au Mt. Waverley VIC 3149


http://www.kickstarter.com/
http://www.indiegogo.com/
http://www.rockethub.com/

BN
: : WP SMITH & ASSOCIATES
Business guide

Talk to peopleinyourindustry, andinyourindustry supply chain. A casual chat with your suppliers,

whetherthey supply raw materials, stationery or transport, might surprise you and reveal useful
competitorinformation, such as ordervolumesincreasing or decreasing.

Using your research

Once you are armed with your marketresearch, you'll have anidea of the size of your marketand

your share of the market relative to your competitors (orthe potential for musclingin on the market
as a start-up).

You'll know the strengths and weaknesses of your competitors and how to position yourselfin the
market to take advantage of this. You'll know how loyal your customers are, what they wantand
whatdrivestheirbuying decisions —all of which will help toincrease customer satisfaction and your
bottom line.
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