Do products or services like this already
exist or are you creating a new market?

Market Day 3
what business
are you in?
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Knowing why you are in business is a good start.

Next we need to be sure you know what business
you are in and can articulate it clearly and
succinctly.

Answering questions such as this enables you to
put a structure to the thinking you are already
doing and to compare and contrast the various
viewpoints towards your business (your
perspective, your customers' perspective, the
market's perspective etc.).
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Where does this get us?

You've done a first pass at outlining your
products, the reasons people will buy them, the
customer segments that will be interested and the
impact on the market. The rest of the workshop
will take each of these in turn and look at them in
more detail. Its worth doing a first pass though as
the answers to each of these are connected and
impact each other.

There is a very real difference between selling in
to an existing market and making a market... in
the case of the former customers already know
how to buy your products and why they would
want them. For example the first mobile phone
providers had to persuade would-be customers
that they would want to make phone calls when
out and about, these days we all know why we'd
want a mobile phone and what to do with it.
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