Advertising

Lesson 3 – Market Research

Researching Target Markets

Lesson length: 100 minutes
Purpose

To provide students with research techniques to determine target markets for an advertising campaign. To help students evaluate their research.

Materials

Handouts:

Researching the Market (below)

Designing a Questionnaire (below)

Example of a Market Research Questionnaire (below)
Two Sample Products: A Current Favorite Product, Letters from Santa
Outline the Competition (below)

Presentation Media: None
Teaching Method
· Remind the students that for a business to be successful there has to be market research to find out the needs of the potential customers.
· Hand out Researching the Market and discuss.
· Primary market research can take the form of:
· Direct  Mail (questionnaires through the mail)
· Telemarketing (questionnaires through telephone calls)
· E-Marketing (questionnaires through email or web-sites)
· Person-to-Person interviews
· Secondary market research can take the form of:
· Internet research (census information, looking up articles, etc.)
· Scholarly journals
· Newspaper  and  magazine archives
· Hand out and explain the other information sheets.
· Select one of the sample products and ask students to design and carry out a market research questionnaire based on a personal interview about this product.  This could be a homework task.
· On completion of the market research questionnaires, collect all results and put onto the board or a flip chart and discuss the findings.
· Summarize the findings from market research and ask the students what this information tells them about this product.
Lesson 3 – Market Research

Researching The Market – Information

Before you start your business, you need to do some market research to find out how many customers there are.

There are four ways to contact your potential customers to find out if they will buy your product or use your service:  by direct mail, by telephone, by internet or by personal interview.  Each has its advantages and disadvantages.

	RESEARCH BY DIRECT MAIL

	Advantages

	· Does not cost too much

	· People have time to think about the answer

	· Some people will answer who will not respond to a personal interview

	· It’s anonymous

	Disadvantages

	· Not many people reply

	· Difficult to know if the answers are true

	· You get a limited amount of information
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	RESEARCH BY TELEMARKETING

	Advantages

	· More flexible than by mail

	· More people will talk to you

	· It is fast and easy

	Disadvantages

	· The person has little time to think and may not give you the correct information

· Only a small amount of information can be collected

· Expensive if it is used nationally

	· People are turned off by telemarketing


	RESEARCH BY PERSONAL INTERVIEW

	Advantages

	· Very flexible and allows you more control

	· More detailed information can be collected

	· It is the only possible method if your product/service needs to be shown

	Disadvantages

	· Can be expensive and take a lot of time

	· People do not like to be stopped in the street
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	RESEARCH BY E-MARKETING

	Advantages

	· Does not cost too much

	· People have time to think about the answer

	· More people will respond to you than by mail

	· Some people will answer who will not respond to a personal interview

· It’s anonymous

	Disadvantages

	· Not as many people reply as by telephone or personal interview

	· Difficult to know if the answers are true

	· You get a limited amount of information
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Lesson 3 – Market Research

Designing a Questionnaire
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Use the ideas here to help you design a market research questionnaire which is relevant to your own product or service.
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Once you have designed your questionnaire, carry out your research.  Each person in your group could take a number of these and then the group could collate the results.  Keep the results of your survey safe as you will need to refer to it later.

Lesson 3 – Market Research

Designing a Questionnaire




Lesson 3 – Market Research

Example of a Market Research Questionnaire


Lesson 3 – Market Research

Outline of the Competition

Market research is the special name given to the investigation that you need to carry out before you set up your business.

You need to know who your competitors are.

Can you answer the following questions?

	Who are your competitors?

	Why are they your competitors?

	What are they good at?

	What are they not good at?

	What prices do they charge?

	Why is your product/service better?

	What can you offer that is different or better than your competitors?

	Why do people buy from them?

	What will make your customers buy your product or use your service rather than your competitors?



	Who are your customers?

	What do they want?


Introduction





Introduce yourself and the company


Describe and/or show the product/service you are offering


Ask politely if the person would mind answering a few questions





Questions about your business





How does your product/service compare with the competition?


Would they be willing to buy it?


What do they like about your product/service?


What could be improved?


What is a good price for your product/service?


Any other comments or suggestions?





Conclusion





Thank them for their help.





Questions about the person





Where do they live?


What age group do they belong to, e.g. under 18, 20-21, 22-30, 31-45, 46+


What job do they do?


How often do they buy a similar product/service to the one which you are offering? (if not bought, ask “why not”?)


Where do they buy it?


What do they pay for it?


Do they think this is cheap, expensive or just right?


What do they like about it?


What could be improved about it?


What can they not get that you might provide?





Designing the questionnaire





Keep the questions short.


Ask questions which need a yes or no answer as this makes it easier to collate the information.


Make sure the questions will give you the information you need.


Don’t ask too many questions.





Good morning.  My name is ________, and I’m calling on behalf of _______.





…please





Thank you very much for your time





During the interview





Introduce yourself and your company


Describe and/or show the product/service you are offering.


Be polite.


Read the questions slowly.


Thank them for their time.





After the interview





Read through each questionnaire and keep a record of the answers to each question.


Find a way to showing the results of your survey.  You might use a bar chart or tally marks.


Discuss what the results of your market research survey mean for your business.  Is it a good idea or not?





Hello, my name is _________________________.  I would like to ask you some questions about our product.





 What age are you?





11-13 (	14-16 (	17-19 (	over 21 (





 Have you ever bought anything like this before?





Yes   (		No  (





If yes, what did you pay for it?          








Would you buy this product?





Yes  (		No  (





What would you pay for it?





50 ¢ (		75 ¢    (	$1.00   (  	Over $1.00   (





What could be improved about this product?











Thank you for your help!








