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Hello again…



Validating your Customer

With Kadeza Begum



Hands up who knows 
exactly who their 
customer is?

Recap from week 1



What you should /may already know?



When should you carry out market research?



Customers are what make a product / service 
successful

You need to know what they value and desire







What do you need to know?













Customer 
WILL buy

Customer 
MIGHT buy

Customer 
SHOULD buy



Customer 
WILL buy

Customer 
MIGHT buy

Customer 
SHOULD buy

Luxury / Treat Improvement /
Swap

Necessity /
Staple



How big of a problem is this for them?

How much are they willing to pay to 
make it go away?



What do you need to know?

• WHO is/will buy your product or service? 

• WHY would they buy it? What need are they wanting to 
satisfy? 

• Why are other people NOT buying it? 

• HOW MANY people like this are there? 

• What is the right PRICE to charge? 

• Who is your real COMPETITION? 

Target Customer / Ideal 

Features & Benefits
Barriers- Research 

opportunities
Market size / value
RRP / market value

Segmentation analysis









Where to position?







Competitor Analysis

This can be done by:

• Speaking to your competitors directly or working for them 

• Purchasing from them as a client (mystery shopping)

• Reviewing their website and socials

• Sourcing their financial accounts

• Reading coverage about their organisation in the media











Validate- customer segments section 10mins





Customer Profile



Who would benefit from your idea and how?



How much would they pay for the benefit(s)?



Secondary research



IP Centres and Business Library









Primary research





Direct access to your customer base 





What makes a good question?









Crowdfunding









Research mode NOT Sales mode!



Review often



Recap 



DO
• Ensure your primary research is representative of your target 

market- and up to date

• Validate your customer before starting to sell

• Know what you don’t know- and be open to new information 

• Carry out both qualitative and quantitative research

• Use relevant tools where possible eg Surveymonkey, Google 
forms / typeform



DON’T
• Be defensive to constructive criticism

• Force products to those that won’t buy

• Create long, intensive surveys 

• Leave the most important questions until last 

• Be stubborn when it comes to adjusting pricing

• Ignore your market research!!



Recap and homework

•Review all content from 
today

•Use Validate to assist your 
business planning

•Create a research list

•Review where you are

•Use the cheatsheet

© Kadeza Begum



Your HELP means a lot to us.

Share your FEEDBACK about this session and win one £50 online voucher!

How to participate and win £50?

• Fill out the feedback survey after attending each Monday Masterclass between October and 

December 2024.

• Individuals who attend and complete the feedback form for ALL Masterclasses will be entered to 

win a prize drawing. Two winners will be announced on 17th of December 2024*.

• Scan the QR code

• Or access to survey via the link https://bit.ly/feedback211024

2 prizes of £50 online voucher available

*Terms and Conditions apply

https://5004138.fs1.hubspotusercontent-na1.net/hubfs/5004138/Enterprising Futures/TERMSA~1.pdf
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