Target Markets
Economics

· Facts about your industry

· Total size of your market

· Percentage share of the market you have. (This is important only if you are a major factor in the market.) 

· Current demand in target market

· Growth history

· Trends in target market — growth trends, trends in consumer preferences, and trends in product development

· Growth potential and opportunity for a business of your size

· What barriers to entry keep potential new competitors from flooding into your market?

· High capital costs

· High production costs

· High marketing costs

· Consumer acceptance/brand recognition

· Training/skills

· Unique technology/patents

· Unions

· Shipping costs

· Tariff barriers/quotas

· How could the following affect your company?

· Change in technology

· Government regulations

· Changing economy

· Change in your industry

Products

In the Products and Services section, you described your products and services as you see them. Now describe them from your customers’ point of view.

Features and Benefits

List all your major products or services.

For each product or service, describe the most important features. That is, what does the product do? What is special about it?

Now, for each product or service, describe its benefits. That is, what does the product do for the customer?
Note the differences between features and benefits, and think about them. For example, a house gives shelter and lasts a long time; those are its features. Its benefits include pride of ownership, financial security, providing for the family, and inclusion in a neighborhood. You build features into your product so you can sell the benefits.

What after-sale services are supplied? For example: delivery, warranty, service contracts, support, follow-up, or refund policy. 

Customers

Identify your customers, their characteristics, and their geographic locations; that is, demographics.

The description will be completely different depending on whether you sell to other businesses or directly to consumers. If you sell a consumer product, but sell it through a channel of distributors, wholesalers, and retailers, you must carefully analyze both the end user and the intermediary businesses to which you sell.

You may have more than one customer group. Identify the most important groups. Then, for each consumer group, construct a demographic profile:

· Age

· Gender

· Location

· Income level

· Social class/occupation

· Education

· Other

For business customers, the demographic factors might be:

· Industry (or portion of an industry)

· Location

· Size of firm

· Quality/technology/price preferences

· Other

