


MARKET RESEARCH: In order to be successful, business need to know about:

 Market size  Market share    Customer needs
 (potential buyers/  (the proportion of total sales that is  (to identify customers’
 sellers)   controlled by the business)   needs and how to satisfy them)

Quantitative 
data

Information you can measure/count (numerical data that 
can be expressed in a chart/graph). 
Closed questions – “how many pints of milk do you buy in 
a week?”

Qualitative 
data

Information about opinions/feelings (that cannot be 
expressed in a chart/graph).
Open questions – “what do you think about oat milk?”

Business Unit 2: Spotting a Business Opportunity

Reliable market research helps businesses to…
✓ Make informed decisions
✓ Spot a gap in the market
✓ Reduce risks
✓ Increase chances of business success

Unreliable market research could lead to…
 Unwise business decisions
 Bringing out products that don’t sell
 Unnecessary costs for the business
 Business failure

Primary Market Research

▪ Surveys (online/ paper/ telephone)
▪ Focus groups
▪ Observations
▪ Experiments
▪ Social media

PROS:
✓ Up-to-date information
✓ Relevant
✓ Business/product specific
✓ Direct customer contact

CONS:
 Expensive
 Time consuming
 Difficult to collect

Secondary Market Research

▪ Internet sites
▪ Newspapers
▪ Market reports
▪ Government reports
▪ Sales data

PROS:
✓ Cheaper/free
✓ Quick and easy
✓ Easy to analyse

CONS:
 May be 

biased/inaccurate
 Not specific
 Often out-of-date

Source: 
BBC Bitesize

Understanding the CompetitionMarket: 1. A place where goods are traded between customers and suppliers, 
e.g. a village market, an online shopping website.

2. Trade in a particular type of product, e.g. the oil market.
3. The potential customers for a product, e.g. the 18-25 market.

Market Segmentation
Segmentation is when people in a market 
are divided into different groups. Knowing 
the needs of these segments means that 
you can identify a target market and 
create a marketing strategy specifically for 
them, e.g. age, income, location, lifestyle, 
demographics, behaviour.

Advantages of using social media for market research:
✓ Cheaper than other forms of research/often free
✓ Saves time (some online questionnaires put results in a graph for you)
✓ Allows businesses to spot latest trends
✓ Businesses can monitor behaviour of their competition
✓ Can look at the types of people who respond (market segments)
✓ Quickly post about new features/products and see interest (likes etc.)
✓ Clear positive responses (likes, polls etc.)
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