Marketing Feasibility / Customers Study
The process of studying customers must include a number of points, perhaps the most prominent of which are:
· Who are my clients, what are their characteristics? Where are they located?
· What is the purchasing power of customers?
· What are customers’ needs, and the reasons for preferring my products and services (quality, price, availability, product variety, privacy, security, product appearance, etc.)?
· What is the added value that my customers are looking for? (Satisfying the need physically and psychologically)?
· Where do customers and consumers buy my products and services? (Traditional markets, electronic markets)?
· Consumption and usage habits for my products and services, and demand rate?
· When does demand for products and services increase?
· When does demand for products and services decrease?
· How do we motivate customers and increase consumption and demand rates?
· Who has the final decision to purchase my products or services?
· Are customers affected by the opinions and decisions of others when searching for my products and services in the market?
· Reasons for investigation customer satisfaction with the requirements for obtaining the product or service?
· Bargaining power of customers and consumers?
When studying customers, you must...
Determine the selling strategy:
· Selling directly to consumers.
· [bookmark: _GoBack]Selling to intermediaries (companies, agents, distributors, merchants, etc.)
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	Statement
	Details

	Who are my clients, what are their characteristics? Where are they located?
	



	What is the purchasing power of customers?
	



	What are the needs, desires and aspirations of customers, and the reasons for preferring my products and services (quality, price, availability, product variety, privacy, security, product appearance, etc.)?
	

	What is the added value that my customers are looking for? (Satisfying the need physically and psychologically)?
	




	Where do customers and consumers buy my products and services? (Traditional markets, electronic markets)?
	




	Consumption and usage habits for my products and services, and demand rate?
	

	When does demand for products and services increase?
	

	When does demand for products and services decrease?
	

	How do we motivate customers and increase consumption and demand rates?

	

	Who has the final decision to purchase my products or services?
	

	Are customers affected by the opinions and decisions of others when searching for my products and services in the market?
	

	Reasons for investigation customer satisfaction with the requirements for obtaining the product or service?
	

	Bargaining power of customers and consumers?
	

	What pre-sales services are customers looking for?
	

	What are the after-sales services that customers are looking for?
	




