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What is a market analysis?

◼ A market analysis is an in depth assessment of the potential 
target market, competition, and need for a product or service and 
provides a realistic and honest assessment of the viability of your 
business.

◼ A market analysis provides you with the critical information and 
data necessary to successfully start and grow a business.

4



Internal 5

Create a customer profile of your 
target audience

◼ If you are targeting consumers: age , gender, income level 

◼ If you are targeting businesses: industry, company size, number 
of employees, purchasing decisions 

◼ Where does your market live?

◼ Where does he or she purchase products or services?

◼ What is the overall market size? Identify the actual number of 
potential customers and what amount of market share can you 
realistically own.

◼ How fast is the market growing? Or how fast is the geographic 
area you are targeting expanding? 
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Create a customer profile of your 
target audience

◼ What factors are most important to buyers when purchasing a 
comparable product or service?

◼ What are current buyers paying for comparable products or 
services?

◼ What is the buying cycle and how often does the market buy a 
product or service?

◼ What factors influence them to buy?

◼ Is the market clearly identifiable and reachable?
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Know your competitors

◼ Who are your competitors?

◼ How are your competitors running their businesses?

◼ Who are my major competitors?

◼ What share of the market do they have?

◼ Can the market support another player?

◼ What are their strengths and weaknesses?

◼ What makes my business unique in comparison to what they offer?
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Know your competitors

◼ Do my competitors have a loyal customer base?

◼ What is their competitive advantage?

◼ What do my competitors charge for their products and services?

◼ What type of guarantees, service warranties and incentives do they 
offer?

◼ How do they reach the market?

◼ Why are my competitors successful? 

◼ Why is my competitor struggling? 

◼ Who are your closest competitors and what are their product/service 
offerings? Where are they located, if appropriate? 
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Know your competitors

◼ What are their revenues? 

◼ How long have they been in business?

◼ Who is their target market? 

◼ What percentage of market share do they currently hold? 

◼ Do they service a local, geographic market or a national customer 
base? Is that the same or different from your approach?

◼ In what other ways do your operations differ from each of them? 
How are they similar?

◼ What do your competitors do well? 
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Know your industry

◼ Is the industry growing?

◼ What are the current “Hot” trends within the industry?

◼ What types of promotional strategies are typically used within the 
industry?

◼ What is the success of start-ups within the industry?

◼ What is the success rate of businesses within your industry?

◼ Are there barriers to entry within the industry, regulations or 
financial requirements?
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Test what you have learned

◼ Talk to your customers

◼ Talk to prospects

◼ Listen to their feedback

◼ Make changes if necessary
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How does conducting a market analysis 
help you access capital?

5 Cs of Credit1

▪Character

▪Credit Score

▪Capacity

▪Capital

▪Collateral
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1Forbes, November 5, 2013
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Let's get digital!

Visit the TD Bank Small Business 
Resource Center for virtual 
workshops and more:

▪ Video tutorials on a variety of topics 
including:

• Creating a competitive advantage

• Preparing a balance sheet

▪ Download templates

▪ Go to tdbank.com/smallbusiness/

• Then, click on Resource center to 
begin

Learn more about your personal 
finances and visit the TD Bank 
Learning Center:

▪ Interactive lessons in less than 10 
minutes – from any device!

▪ Topics include credit reports and 
scores, identity protection, financing 
higher education, and more.

▪ Go to tdbank.com/financialeducation
to get started.
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Stay in touch!
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LaTanya Bryant 

Store Manager 

Retail Banking 

TD Bank

America's Most Convenient Bank©

800 Broadway 

Newburgh, NY 12550

(845) 565-4001
LaTanya.Bryant@td.com
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Stay in touch!
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