Market Analysis

Analysis of Target Market

· An in-depth look at your customers

· It is the specific demographics of your customers
· Try and find census data on the population of the city you are planning to locate your business

· Age and Gender
· Education

· Income level and Occupation

· Married/single/divorced

· Home ownership

· Try and illustrate the most common needs and wants that this demographic consumes

· Be as in-depth as possible

Competitive Analysis

· Who are your competitors?

· What customer needs, wants, or preferences are you competing for?

· What are the similarities and differences between your products/services and your competitors?

· What are the strengths and weaknesses of each of their products and services?

· How do their prices compare to yours?

· How are they doing financially?  Net Income?  Total Assets?

· How do you plan to compete?

Market Potential

· How many potential customers are there?

· How often do they consume your type of product?

· What is the average price for your product?

· What is the average annual consumption?

· What is the average disposable income for your target market?

· What are the average expenditures for this area?

· What are the geographic boundaries of your product?

· What percentage of the market will you control?

· What is the gross annual income for each of your major competitors?
· What percentage of the market do they hold?

SWOT Analysis

· Strengths

· Weaknesses

· Opportunities

· Threats

REMEMBER THAT YOU ARE RELATING ALL OF YOUR INFORMATION TO THE AREA YOU LOCATE YOUR BUSINESS
Competitive Analysis

· Your competitive analysis should include facts, figures, and reports from a minimum of two competitors from your field, in the area in which you choose to locate your business

· Elements that you should include in your analysis include:  

· Name and address of the location in your area

· A brief history of the venture which includes:

· Number of years of business

· Number of locations

· Type of business ownership

· What has made the company successful


· Similar products they offer 

· A price range of products

Sample Analysis

This analysis was taken from a previous business plan outline.  This analysis is in the retail food sector.  The Cherry Top connection is for the company the person was starting themselves.  

THE KEG STEAKHOUSE

395 Dunlop Street West

Barrie, Ontario

(705) 720-7333

Established in 1971, The Keg Steakhouse is a successful venture that currently has 90 locations

across North America. The Keg provides dinner and lunch services including steaks, lobster, etc. at

a moderate to high price; their desserts are not a specialty and consist of not much more than mocha

ice-cream cake (Mile High Mud Pie), cheesecake, etc. The Keg typically operates from noon until

midnight.

The Keg’s location in Barrie is just off the Highway 400 and sees a lot of traffic, although the

actual road that this business is located on (Dunlop Street West) sees very little traffic.

The benefit that The Keg has is that it is already a well established business with many

customers that know and enjoy the Keg. Their weakness though is that The Keg has only one

specialty, food. CherryTop will emphasize on food as well as desserts, delivery, and offering the

option to purchase a dessert made to whatever the customer would like.

The Keg has an opportunity to expand throughout Barrie as Barrie itself expands, this would

prove to create more competition for CherryTop although The Keg will be threatened by other

restaurants regardless of its location as well.

The Keg promotes their restaurant primarily through commercials, but otherwise relies on its

name and location to attract customers.

