I.S.U. ~ Part 2

Competition & Target Market
Competition
· companies or individuals who produce products or services that are similar to yours

· can either be direct or indirect competition 

· Direct competition are those companies that produce identical products to yours

· Indirect competition are those companies that produce possible substitute products

e.g.
Ms. Vickies:


Direct = Hostess, Humpty Dumpty, Frito Lay, etc.

Indirect = Peanuts, Sunflower Seeds, Popcorn, Pretzels

· should have a complete knowledge of your competition

· understanding what they do allows you to do things differently AND HOPEFULLY better

Market Segmentation
· it is impractical to think that you can sell every product to every person

· trying to do so would waste much time, money and effort

· Market Segmentation is the dividing up of the population into groups of 
people with similar needs and wants.

· the population is divided up in terms of:

1)
age




5)
occupation


2)
gender




6)
family size


3)
income




7)
geographical location


4)
education



8)
lifestyle

· the market segment(s) that will MOST LIKELY buy your product are your target markets

· it is these people that you will focus on when marketing your product or service (planning, designing, pricing, promoting)

Due Next ISU Day: 
Competition
1) Identify your direct and indirect competition

2) Locate your direct competition within your “business area”


(“business area” will fluctuate however most will use Markham)


you may wish to use a map

3) Identify the strengths and weaknesses of your direct competition

4) Explain what you will do differently than your competition.  (products, services, etc)

Target Market
5) Prepare a profile of your target market(s)

6) Develop a list of 10 things that appeal to your target market.  What things do they like, appreciate, also buy, etc?

7) Why will the things you do differently than the competition (Q#4) appeal to your target market?

8) Develop a list of people that may not be in your target but may also use your product/services?  (i.e. your secondary market)
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Competition & Target Market
Name:

Company:

Knowledge
Identify your direct and indirect competition
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Locate your direct competition within your “business area”
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Thinking
Identify the strengths and weaknesses or your direct competition
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Explain what you will do differently than your competition.  
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Prepare a profile of your target market(s)
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Application
Develop a list of 10 things that appeal to your target market.  What things do they like, appreciate, also buy, etc?
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Why will the things you do differently than the competition (Q#4) appeal to your target market?
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Develop a list of people that may not be in your target but may also use your product/services?  (i.e. your secondary market)









/ 4













/ 35
ISU Part 2.doc

