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30 Minute Thinker – Daily Learning Connections – CAREER TOOLS - 

ENTREPRENEURSHIP 

“Determining My Target Market” Student Activity Sheet  
ENTR 008   

Lesson Objective – To identify the target market and their specific characteristics and buying behaviors for my business. 

Student Materials List:  Paper, pencil or student computer, USB and access to Learning Connect small business tools. 

 

So, you want to be a business owner? 
 

Marketing is all the steps required in getting the product from the producer to the consumer, such as market research, 
distribution, pricing and promotion.  However, to launch a business and commit a substantial amount of resources to 
marketing, many successful business owners conduct formal market research about their prospective customer base and 
their demographics.  Demographics are used describe the characteristics of their customer, such as age, gender, 
nationality, education level, occupation, income level, marital status, family size, home ownership, etc.  Though some 
personal information noted may not be pertinent to the sell of certain products, a business must know its customer to be 
able make marketing decisions to position your business to garner its market share of sales.   
 
Market research is the process of gathering, analyzing and interpreting accurate and thorough information about your 
customers, competition and the industry itself.  The foundation of market research is targeting marketing. Target 
marketing allows a small business owner to analyze his product/service and identify a specific segment of the market with 
certain demographics as a target for his/her product or service. It is identifying the specific group of people who is most 
likely to buy your products or services and their shared common demographics, behaviors and traits.   
 
For example, to open a lumberyard store in your local community, you will want to research the current number of 
households in your local community, as the well as the prospect of additional houses to be built due to the proposed 
economic growth.  “Robert Hisrich, Director of the Walker Center for Global Entrepreneurship at the Thunderbird School 
of Global Management in Glendale, Arizona says that if you're selling from a website, you need to learn about your 
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prospective customers' online behavior.” He also says “that we often overestimate the market size, and in many cases, 
there may not be one at all.  He emphasizes that “understanding how to locate your customers early on can help you 
establish a game plan once you start building a marketing strategy.”  (Source: Diszik-Entrpreneur.com) 
Using demographics to identify your target market allows a population to be segmented by categories, such as age, 
gender, education, income, religion, ethnicity and family size. The study of traits and behaviors of an identified market 
segment allows the business owner to focus his/her marketing efforts and make decisions that best meets their needs and 
adds value to the product for the customer. In summary, identifying and understanding your customer base, such as 
attributes, characteristics and spending habits can help in launching a business or adjusting marketing strategies to an 
ever-changing demographic on the local, state and national level.   
 
To determine your target market, think of your product from a customer’s point of view and the benefits that your customer 
is seeking from your product.  From this perspective, define the ideal customer for your product, where they prefer to buy 
your product and when they prefer to buy your product.  By focusing and listening to your target market, you can gather 
information about their demographics, interests and behaviors. Be sure to also check out how your competition is 
marketing to your same customer base.   
 
The two types of market research data used to gather information for your business are primary information and 
secondary information.  Primary information is the most valuable, because it is current and specific.  It is the information is 
research compiled firsthand, such as surveys or focus group discussions.  Secondary information is information that has 
been previously compiled and readily available.  For example, the local Chamber of Commerce or librarian can share how 
many households are in the community for a city, county or state.  They can most likely share other demographic 
information by geographic area, such as age, gender, ethnicity, educational level, income level, marital status, number of 
children and other consumer characteristics that may be applicable to your customer base.  Local newspapers, utility 
companies, banks, journals, magazines, radio stations and TV stations also maintain demographics on their audience as 
well as local, economic trends.  

Many times, market information and other expenditure information is available on the national level through the U.S. 
Census Bureau, Federal Reserve Board, Bureau of Labor Statistics and Departments of Commerce.  Professional and 
trade associations tend to collect demographics and distinct buying habits related to their industry or professions. For 
example, if your business is car related, you may need to know how many car owners are within a specific geographical 
area.  Trade shows, exhibits and conferences can provide new developments and new market information.   
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However, “a common mistake that business owners make is using secondary research only.  Relying on the published 
work of others doesn't give you the full picture. It can be a great place to start, of course, but the information you get from 
secondary research can be outdated. You can miss out on other factors relevant to your business. Another common 
mistake is that small-business owners sometimes interview only family members and close colleagues when conducting 
research, but friends and family are often not the best survey subjects.” (Source: Pyle- Entrepreneurship.com).   

The first step in conduct primary market research by survey is to frame your questions properly.  If you have a current 
business, you can hand a survey to customers who patronize your store or post a survey on your business website.  A 
new business can obtain or generate a prospective customer list and send a survey to their prospective customers using 
Facebook, LinkedIn, Twitter or Email.  Many market surveys are still administered using a personal interview, telephone or 
a mail questionnaire. No matter the chosen delivery system, your market research information will only be as good as the 
market research survey sample used. The sample needs to be relevant to your target population.  It should be short, 
preferably one page, allowing for written-in comments. Written-in comments can be the most valuable and insightful.  The 
sample should avoid any offensive questions.  Even asking someone their income level may be offensive.  
 
Please take time to do further research on how to administer a marketing survey with online searches. Several templates 

and resources are available. They all agree that you should first, determine what it is you would like to achieve with your 

survey. Do you want to determine how well your target market will accept a new product or how well your marketing 

strategies are reaching its designated market? Once you set a clear goal for your survey and know who your goal target 

market is, you need to decide how to administer the survey. Many options are available, such as conducting a survey by 

mail, on the street, telephone or online.  Make sure every question has a purpose for being asked and that your survey is 

short and precise. Tell your survey participants upfront, how long it will take to conduct the survey as well as why you are 

asking the survey questions and the value of their feedback.  Be sure to end your survey with a question asking for 

permission to make further contact, if needed. Once you have reviewed your results, you may have a need for further 

information or clarification. 

As mentioned, it is most beneficial to limit survey to only information needed to make effective marketing decisions. Many 

times, demographic questions are included with other survey questions about the store, product or customer service. 

Examples of survey questions to better understand the demographics of your customer base are as follows:  
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Demographics 

1. What is your age? 

 

Under 18 

 

18-24 years 

old 

 

25-34 years 

old 

 

35-44 years 

old 

 

45-54 years 

old 

 

Over 55 

 

2. What is ethnicity? 

 

White 

 

Hispanic or 

Latino 

 

Black or 

African 

American 

 

Native or 

American 

Indian 

 

Asian/Pacific 

Islander 

 

Other 

 

3. What is the highest 

degree or level of 

school you have 

completed? 

 

Less than a 

high school 

diploma 

 

High school 

degree or 

equivalent 

Bachelor’s 

degree 

Master’s 

degree  

Doctor’s 

degree 

Other 

(please 

specify) 

 

Employment? Employed 

full-time  

 

Employed 

part-time  

Student 

 

Retired 

 

Self-

employed 

 

Unemployed 

or unable to 

work 

Marital Status? 

 

Single 

 

 

Married 

 

Domestic 

Partnership 

Divorced 

 

Widowed 

 

Prefer not to 

answer 

Household Income? 

 

Below $10k 

 

 

$10K - $50k 

 

$50k - $100k 

 

$100k - 150k 

 

$150k - 200k 

 

 

Over $250 

What is your gender? 

 

Male 

 

Female 

 

Prefer not to say 
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Retail Store Survey 

1. Store is 

conveniently 

located 

Very Strongly 

Agree 

Strongly Agree Agree  Disagree Strongly Disagree 

2. Store hours 

accommodate 

our shopping 

needs. 

Very Strongly 

Agree 

Strongly Agree Agree  Disagree Strongly Disagree 

3. Our store 

décor and 

product 

merchandising 

are appealing. 

Very Strongly 

Agree 

Strongly Agree Agree  Disagree Strongly Disagree 

4.  Our 

merchandise 

selection is 

adequate for 

your needs. 

Very Strongly 

Agree 

Strongly Agree Agree  Disagree Strongly Disagree 

5.  Our 

advertised 

product is 

available in 

store for 

purchase. 

Very Strongly 

Agree 

Strongly Agree Agree  Disagree Strongly Disagree 

6. Our 

merchandise 

is of the 

Very Strongly 

Agree 

Strongly Agree Agree  Disagree Strongly Disagree 
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highest quality 

for the price 

paid. 

7. Overall, I am 

very satisfied 

with the store. 

Very Strongly 

Agree 

Strongly Agree Agree  Disagree Strongly Disagree 

8. Overall, I am 

very satisfied 

with the 

quality of 

merchandise 

purchased at 

the store. 

Very Strongly 

Agree 

Strongly Agree Agree  Disagree Strongly Disagree 

9. Overall, I am 

very satisfied 

with the 

pricing policy 

of the store. 

Very Strongly 

Agree 

Strongly Agree Agree  Disagree Strongly Disagree 

10. (Optional) 

May we 

contact you for 

more 

information or 

clarification. 

Yes No 

Name: 

 

Email: 
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A product survey can be done before a new product launch or after a product purchase.  For after product purchase, 

questions about purchase experience, installation, after purchase experience (warranty, repair, help desk, technical 

assistance) and usage experience would be added. 

New Product Survey 

1. The first 

reaction to the 

new product 

was positive. 

Very Strongly 

Agree 

Strongly Agree Agree  Disagree Strongly Disagree 

2. The purpose 

of the new 

product is 

important. 

Very Strongly 

Agree 

Strongly Agree Agree  Disagree Strongly Disagree 

3. The new 

product is 

innovative and 

not readily 

available in 

the 

marketplace. 

Very Strongly 

Agree 

Strongly Agree Agree  Disagree Strongly Disagree 

4. The overall 

quality of the 

product is 

high. 

Very Strongly 

Agree 

Strongly Agree Agree  Disagree Strongly Disagree 

5. The need for 

me for this 

product is 

high. 

Very Strongly 

Agree 

Strongly Agree Agree  Disagree Strongly Disagree 
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6. I would 

personally 

purchase this 

product. 

Very Strongly 

Agree 

Strongly Agree Agree  Disagree Strongly Disagree 

7. The product 

will solve my 

problem and/ 

or achieve my 

goals. 

Very Strongly 

Agree 

Strongly Agree Agree  Disagree Strongly Disagree 

8. How often 

would you use 

this product? 

Daily Weekly Monthly Annually Never Used 

What is your favorite feature of the product or service? 

 

What would you do to improve the product or service, if you could? 

 

9. (Optional) 

May we 

contact you for 

more 

information or 

clarification. 

Yes No 

Name: 

 

Email: 
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Customer Service Survey 

 
Please rate the following aspects of your experience with our customer service representative  
 
Knowledge of the Product       
Understanding of your issue 
Willingness to help 
Efficiency and Quickness 
Ability to complete transaction 
Offered pertinent advice 
Level of satisfaction with resolution’ 

 

 

1. Our customer 

representative’s 

willingness to 

approach and 

help me in a 

timely manner. 

Not at all satisfied Slightly Satisfied Unsure Very Satisfied Extremely 

Satisfied 

2. Our customer 

representative’s 

willingness to 

determine my 

needs. 

Not at all satisfied Slightly Satisfied Unsure Very Satisfied Extremely 

Satisfied 

3. Our customer 

representative’s 

understanding 

of goal, 

Not at all satisfied Slightly Satisfied Unsure Very Satisfied Extremely 

Satisfied 



10 

 

problem and/or 

issue. 

4. Our customer 

representative’s 

level of product 

knowledge. 

Not at all satisfied Slightly Satisfied Unsure Very Satisfied Extremely 

Satisfied 

5. Our customer 

representative’s 

quickness and 

efficiency. 

Not at all satisfied Slightly Satisfied Unsure Very Satisfied Extremely 

Satisfied 

6. Your level of 

satisfaction with 

resolution. 

Not at all satisfied Slightly Satisfied Unsure Very Satisfied Extremely 

Satisfied 

7. Overall, how 

would you rate 

our company 

customer 

service? 

Not at all satisfied Slightly Satisfied Unsure Very Satisfied Extremely 

Satisfied 

8. Upon reflection 
of our store’s 
customer 
service team, 
how likely 
would you 
recommend our 
business to a 
friend or 
colleague?  

Very Likely Likely Neutral Unlikely Very Unlikely 
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What would you do to improve our customer service, if you could? 

 

9. (Optional) 

May we contact 

you for more 

information or 

clarification. 

Yes No 

Name: 

 

Email: 

Thank you for taking time to complete this survey.  Your results will help serve you better. 

 
 

Marketing research results can be used to create an effective marketing mix for your business.  The major components of a 
marketing mix to be addressed by market research is often referred to as the 5 Ps. The 5 Ps consist of having the right product, 
at the right price, to the right people at the right place, by using the right promotion. In summary, your market research should 
determine a mix of marketing strategies that will establish a business owner’s relationship with their valued customers and 
create a competitive advantage.   

A business’s marketing plan should have goals and objectives that are specific and measurable.  For example, a marketing goal 
within a marketing plan might consist of boosting sales for a specified product by a specific amount. This explicit amount may be 
the amount needed to fulfill an anticipated revenue goal or current revenue gap.  You might consider reviewing your revenue 
gap (amount needed) and divide by the profit generated by each sale. This will allow you to determine the amount of sales 
needed to be generated over an anticipated set amount of time. 

Next, each separate marketing goal should have a subset of objectives indicating the “What and Whys” for achieving the 
desired measurable and observable end-result.  Next, the actual tasks for achieving the noted objectives should also be listed. 
The tasks will should indicate who, when and how the objectives and tasks will be achieved. 
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Marketing Goal: 
To boost sales with new clients by 
$150,000 by creating a strong online 
presence. 

Marketing Objectives: Marketing Tasks: 

1. To create a functional website that 
will increase sales by 25 percent  

a. To contact a programming company 
who can optimize a homepage that will 
entice targeted online visitors to engage 
with the business.  

b. To market to current and potential 
customers and drive traffic to product 
listings. 

2. To locate major online business 
directories and other indexes geared 
towards my industry niche, such as  

a.  To contact and add business to 
major online directories, such as Yellow 
Pages, Yelp and Google My Business  

b. To contact and add business to 
online industry-related directories, such 
as Angie’s List (construction) 

 
In summary, your market analysis conducted should identify your target market, your growth potential and how to position your 
business to garner its market share of sales. As a small business owner, you will learn to be researching your market 
continuously on an informal basis.  You will casually gather information about the wants and needs of your customer to 
every time they come into your business.  You will learn about new products from your vendor and discuss it with the next 
customers that you encounter.  This casual information-gathering process will continue as you constantly observe and 
analyze your current customer base, your competition and the environment.  For example, in observing your customers 
and listening to complaints, you can gather information about how your business can strengthen customer service and 
increase the quality and range of product/service offerings. In observing your competition, you will do comparison 
shopping and determine how you can “build a better mousetrap” to increase your market share.  Of course, achieving 
marketing objectives will have costs. Your marketing plan needs to have an accompanying budget for each activity 
planned.  

In observing the environment, your efforts will be guided by proposed shifts in economic, social and political dynamics that 
can directly impact your small business.  For example, when deciding on the process for distributing your product or 
service, it is prudent to analyze the channels used by your competitors. Depending upon the industry and size of market, 
many options may be available.  As a small business owner, decisions should be made to follow suit or select an 
alternative distribution option in hopes of gaining an advantage over your competition. 
 



13 

 

A system for recording the data from the survey should be determined in advance to ensure consistency. Other methods 
of collecting research data is by observation, such as counting vehicles or types of vehicles or counting pedestrians to 
gather information about age and gender.  Due to changes in population, age, mobility, education and income, the 
consumer and economic market is constantly changing.  As a result, changes in lifestyle, attitude and purchasing power 
should be analyzed continuously. Build your portion of your Small Business Portfolio concerning your Market Research by 
completing the worksheet provided. Including your rationale behind your market research decisions can be a beneficial 
element of the portfolio. 
 

MY MARKET RESEARCH PLANNING SHEET 

My Business Product Line 

The line of products or range of services to be provided by my company can be described as: 

 

 

My target market for this line of products or range of services are: 

 

 

My Customer’s Characteristics 

My customer can be described as: (Select consumer characteristics applicable to your proposed business – age, gender, ethnicity, 

education level, income, marital status, number of children, etc.) 

 

 

 

 

Some related and distinct consumer characteristics of the customers of my company consist of: 
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Some related customer buying behaviors consist of: 

 

 

My Customer’s Location 

The size if my market’s geographic location consists of: 

 

 

Within this geographic location, most of my customers live: 

 

 

In proximity to most of my customers, I am located: 

 

 

Other Customer Data 

According to national data, these unique buying behaviors of the customers consist of: 
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The local data available to help determine my target market consists of: 

 

 

According to the data, the size of my target market (number of potential customers needing your product or service, possibly by 

household) is: 

 

 

My Business Competitors 

The number businesses in my community or surrounding area offering the same or similar products or services as my proposed 

business is: 

Following is a description of each competitor: (Describe size, location, description of product/service offerings, etc.) 

A. 

 

B. 

 

C. 

 

D. 
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To figure Total Market Share – Divide the target market (number of potential customers needing product/service, possibly by 

households) by the number of business competitors in the area. 

 

 

More enhanced product type, location or price, the figure should go up.   

   Less enhanced product type, location, price and/or a new business, the figure should go down. 

The competitive advantages of my proposed businesses over my surrounding competitors consist of: 

 

 

 

The competitive disadvantages of my proposed businesses over my surrounding competitors consist of: 

 

 

 

 

 

  



17 

 

MY SMALL BUSINESS PORTFOLIO 

 

PORTFOLIO SECTION – Executive Summary – (1 – 2 sentences per item) 

 
Business Model 

 
The target market for our business consist of: (demographics) 

 

PORTFOLIO SECTION – General Company Description – (1 – 2 paragraphs) 

 
General Company Goals and Objectives 

One of the general company goals and objectives of our business is focused on marketing strategies, as shown: 

A. Marketing Goals and Objectives:  
(Example: Increase number of social mediums likes on platforms, such as Facebook and YouTube;  

 
The typical customer who will purchase this product or service is:  
Specifically, this customer can be described as (demographics) 
The advertising and promotional strategies consist of: 
Our customer service strategy entails: 
The competitive edge for our business is: 
Our planned advertising and promotional business goals to are: 
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PORTFOLIO SECTION – Marketing Strategy – (1 – 2 page limit) 

 
The chosen markets for our company are: 
To describe the target market (the motivations and requirements): 
The total size of the market is: 
The market is growing fast/slow: 
What percentage share of the market will you have in your local area? Regionally? Nationally? 
The major trends in the target market are (Consumer preferences, demographic shifts and product development): 
 

PORTFOLIO SECTION – Business Strategy – (1 – 2 page limit) 

The primary competitors are: 
They have positioned themselves in the market by: 
The focus of our business is (broad mass market or specific niche): 
The specific attributes of our product are: 
This product offering is different from competitors (how)? 
Our company will succeed in this/these chosen market(s) by (strategy or set of activities): 
This strategy is unique and valuable because: 
The customer will value our product because: 
Therefore, the customer’s needs will be better fulfilled (how): 
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