
Exploring Real 
Market Needs



Introduction

• To create a successful new company, 
you need to introduce a product or 
service that satisfies customer needs in 
a better way than competitors, and at a 
price that is greater than the cost of 
creating and delivering that product or 
service.



Key questions for identifying a real need

• Do customers have an unsolved 
problem?

• Is there a significantly better way of 
solving a customer’s problem than an 
existing product or service provides? 

• Can your way introduce a sustainably 
better price for the customer?



Study current products and customers to “see” 
needs and wants
• For a real need to exist, the new 

product or service cannot just be a 
little bit better than the existing 
alternative. 

• It is much easier to find a new way to 
solve a known problem than an 
unknown one.



Sources of pain or aggravation are prime 
opportunities for new products
• Potential customers often provide 

clues to indicate the presence of an 
unsolved problem.
– Best clue is a customer complaint.
– Another clue is the expression of an 

unfulfilled wish.







Identifying the need is only the start.

• After a real need is identified, you 
need to develop a product or service 
that meets the need.

• And consider the future of those 
needs.



Gathering information about customer preferences

• Evaluate preferences for new products and 
services using focus groups and surveys 

• Examine forecast trends and potential 
adoption patterns to learn about customer 
preferences

• When the product is truly new, the customer 
may not understand his or her own needs for 
it.



Focus, research creatively, & use intuition

• You do not need to meet 
every customer need 
imaginable.

• Focus on the products 
and services you can 
create and launch 
successfully.



Fulfill the preferences that are necessities, then 
consider added features
• Separate and rank preferences and 

costs for product attributes to 
prioritize customer needs

• Beware of producing multiple 
products and over segmentation

– Each segmentation alone might be too 
small to justify the cost of developing a 
product to serve it alone



Summary

• Successful entrepreneurs introduce a 
product or service that: 

– satisfies customer needs in a better way 
than competitors

– at a price that is greater than the cost of 
creating and delivering that product or 
service.


