In a way this is rather like ongoing market
research...

This brings me neatly back to this topic. Having
undertaken the activities in Market Day you will
probably be in a much better position to identify
the gaps in your knowledge that need to be filled
by market research.

Make yourself a list of the customer and
market research you need to undertake:

Market Day 8
tying up loose
ends

Sarah Thelwall
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OK, let's just summarise all the work done so
far... You've

« articulated your definition of success and
identified the skills you have and the skills you
need

« articulated your products and services in three
sentences or less

« highlighted the key reasons that customers
would be interested in what you offer

« identified whether your market exists already or
whether youll have to create it

» prepared lists of features and benefits for each
of your products and services

« identified customer segments, defined their
characteristics and highlighted those segments
which are your priority

» set detailed sales objectives for the next twelve
months and more sketchy ones for the next three
years
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