
Welcome! 
Marketing Research Tools for Small Business

April 19, 2023

• 5:45 pm – 6:00 pm

• Network over Refreshments 

• 6:00 pm - 6:05 pm 

• Welcome - Michelle Richardson/Rosennies Feliz 

• 6:05 pm - 7:30 pm 

• UCEDC Dr. Jairo Borja – Introductions and training 

Michelle Richardson

Executive Director

Rosennies Feliz

Program 

Coordinator

Dr. Jairo Borja

Training & Technical Assistance Officer



Marketing Research Tools

For Small Business
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Lending

• Community Development Financial 

Institution (CDFI)

• US Small Business Administration 

(SBA) lender

• Microloans – up to $50,000

• SBA 7a Community Advantage 

loans – up to $250,000

• SBA 504 Commercial Real Estate 

& Major Equip. loans – up to $5mil.

Your business is more than a credit score to us

Marketing Research Tools www.ucedc.com
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Training & Technical Assistance

• Free workshops

• Business Basics

• Entrepreneurship Training Courses

• Business Mentoring (one-on-one 

counseling)

• Special Programs

– Entrepreneurship as a Second 

Chance (ESC)

– Virtual Incubator Program (VIP)

Get the business skills you need to start, grow and thrive

Marketing Research Tools www.ucedc.com
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APEX Accelerator

• Free seminars

• One-on-one counseling

• Registrations & Certificates

• Identifying bid leads

• Marketing to purchasing agents

• Proposal development

• Regulations & Military Specifications

• Subcontracting assistance

• Government Services Administration (GSA)

APEX Accelerator is your gateway to Government Contracts

Marketing Research Tools www.ucedc.com



INTRODUCTIONS

(Poll questions)

• New or existing 

business

• Type of business

• Primary job skill or 

function

7

Marketing Research

For Small Business

Marketing Research Tools www.ucedc.com



8

Workshop Objectives
• Understand basic marketing 

research concepts

• Identify business uses of 

marketing research

• Review free market research 

data & list resources 

• Illustrate uses of resources with 

exercises and examples

Marketing Research

For Small Business

Marketing Research Tools www.ucedc.com



Marketing Research Concepts
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Primary vs. Secondary Research

Self-conducted Previously conducted
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Marketing Research Concepts
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Qualitative Research

• One-on-one interviews

- mall intercept

- depth interview

• Focus groups

• Panels

• Mystery shop

Quantitative Research

• Phone surveys

- traditional/land line

- cell phone, text

• Written, Mail and Fax 

surveys

• Online surveys

- email

- web, social media

• Mechanical (e.g., Nielson)

Primary Research

Marketing Research Tools www.ucedc.com
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Marketing Research Concepts

Qualitative vs Quantitative



Marketing Research Concepts
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Sampling plan

• What actionable information do we want to obtain?

• Who should we survey?

• How many people should we survey? (sample size)

• How should we select the respondents?

Marketing Research Tools www.ucedc.com



Marketing Research Concepts

13

Determine Sample Size

Confidence Level: 95%

Confidence Interval: +/- 5%

Population: 230

Sample Size: 144

Sample Size Calculator

https://www.surveysystem.com/sscalc.htm

Determine Sample Size

Confidence Level: 95%

Confidence Interval: +/- 5%

Population: 230,000,000

Sample Size: 384

Marketing Research Tools www.ucedc.com
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Marketing Research Concepts
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Two kinds of bias

• Selection bias: Surveying the wrong audience

• Response bias: Asking a question 

the wrong way

Marketing Research Tools www.ucedc.com



Business Uses of Marketing Research

• New business or product concept testing

• Sales and market forecasting

• Competitive intelligence

• Site (store, branch, office) evaluation

• Customer profiling and segmentation

• Pricing and price sensitivity

• Advertising and promotion

- Awareness, image and purchase intent

- Branding and taglines

- Creative/copy development and testing

• Customer service, satisfaction, retention

15Marketing Research Tools www.ucedc.com



Business Uses of Marketing Research
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• New business or product concept testing

• Sales and market forecasting

• Competitive intelligence

• Site (store, branch, office) evaluation

• Customer profiling and segmentation

• Pricing and price sensitivity

• Advertising and promotion

- Awareness, image and purchase intent

- Branding and taglines

- Creative/copy development and testing

• Customer service, satisfaction, retention

Marketing Research Tools www.ucedc.com



Business Uses of Marketing Research -

Sales and Market Forecasting
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Ask:

1.Who has the need for my product/service, the financial 

ability to purchase it, and the ability to find it?

2.How many of these people or businesses exist today?

3.How much money does each person/business spend 

every year on the problem my product/service solves?

4.Who else do I share this market with?

Source: “How Big is Your Market Potential, Really?” Caroline Cummings 

https://articles.bplans.com/how-to-determine-your-tam-total-addressable-market/

Marketing Research Tools www.ucedc.com
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Business Uses of Marketing Research -

Sales and Market Forecasting
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• Potential Market (#) – the number of prospects with sufficient 
interest, income, and access to your product

• Target Market – the part (segments) of the Potential Market 
that your company decides to pursue

• Total Addressable Market ($) – the total number of target 
prospects times estimated average annual $ revenue per 
customer

• Obtainable Market – the number of annual customers your 
company expects to actually obtain (often arrived at by taking a 
% of total target prospects)

Marketing Research Tools www.ucedc.com



Business Uses of Marketing Research -

Sales and Market Forecasting
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A hair salon in a small city (population 120,000 people)

•Provides high-end salon services

•Average haircut and style is $65

•Majority of clients are women 

between age 25 and 55 = 35,000

Source: “How Big is Your Market Potential, Really?” Caroline Cummings 

Target Market

Marketing Research Tools www.ucedc.com
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Business Uses of Marketing Research -

Sales and Market Forecasting
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Assume:

•Average annual revenue per customer = $450 

(approx. 7 visits per year)

Total Addressable Market = 

(35,000 x $450) = $15,750,000

Source: “How Big is Your Market Potential, Really?” Caroline Cummings 

Total Addressable Market
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Business Uses of Marketing Research -

Sales and Market Forecasting
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Assume:

•Your salon will capture approx. 1% of Total Addressable Market

over the first 2 years of operation

 35,000 x 1% = 350 customers

 $15,750,000 x 1% = $157,500  

in revenue

Source: “How Big is Your Market Potential, Really?” Caroline Cummings 

Obtainable Market
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Marketing Research

& Data List Sources

Marketing Research & Data Sources

• JerseyClicks – NJ State Library

– Information & Research Tools

– referenceUSA

Marketing Research Tools www.ucedc.com



“JerseyClicks” = NJ State Library

Marketing Research Tools www.ucedc.com



24

“JerseyClicks” = NJ State Library

Marketing Research Tools www.ucedc.com



About Data Axle ReferenceSolutions…

• Target companies by size, 

location, sales

• Lists and profiles of 

competitors

• Health care providers

• Consumers, residential 

addresses

• Homeowners, new movers

• Lifestyles

Create data lists & look at markets tailored to your needs

Marketing Research Tools www.ucedc.com
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Using Data Axle ReferenceSolutions…

Develop BtoB and BtoC 

leads and relationships

• Who are my target customers?

• Who are my competitors?

• Who are potential partners,

suppliers?

Marketing Research Tools www.ucedc.com
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Marketing Research

EXERCISES & EXAMPLES

Example 1: Business to Consumer

Painter – Lead Generation

Event Trigger: Recent Movers

Move distance

Time frame

Housing type (homeowners)
Tutorial:  https://www.youtube.com/watch?v=F3U25GiPUno

Marketing Research Tools www.ucedc.com
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Selection Criteria

Ways to Segment a Market (BtoC)

Geographic (country, region, state, county, city, zip, neighborhood, household)

Demographic (age, gender, income, education, homeownership, ethnicity, marital 
status)

Psychographic (personality, values, lifestyle, interests)

Buyer Behavior (outlet type, channel preference, usage rate, adoption/buying stage)

Event Triggers (new movers, life stages, weddings, births, retirements)

Marketing Research Tools www.ucedc.com



29Marketing Research Tools www.ucedc.com



Results

County: 

• Middlesex

Homeownership:

• Homeowner

Move Distance:

• 25 – 3,000 miles

Move Timeframe:

• Last 6 months

Marketing Research Tools www.ucedc.com



Downloadable List
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The Mailing List on Excel

Marketing Research Tools www.ucedc.com



Marketing Research
EXERCISES & EXAMPLES

Example 2: Business to Consumer

Online Food & Wine Market Potential

Geography

Demographics

Interests

Lifestyle/Buyer Behavior

Marketing Research Tools www.ucedc.com
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Selection Criteria

Ways to Segment a Market (BtoC)

Geographic (country, region, state, county, city, zip, neighborhood, household)

Demographic (age, gender, income, education, homeownership, ethnicity, marital 
status)

Psychographic (personality, values, lifestyle, interests)

Buyer Behavior (outlet type, channel preference, usage rate, adoption/buying stage)

Event Triggers (new movers, life stages, weddings, births, retirements)

Marketing Research Tools www.ucedc.com
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Results

City = Jersey City

Lifestyle/Interests:

• General Cooking

• Gourmet Food & 

Wine

Purchase Behavior:

• Internet Purchaser

Marketing Research Tools www.ucedc.com
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Downloadable List

Marketing Research Tools www.ucedc.com
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Mapping the Data

Marketing Research Tools www.ucedc.com



Further Refining Selection Criteria

Age: 25 - 44

Gender: Female

Marketing Research Tools www.ucedc.com
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Distribution by Household Income

Marketing Research Tools www.ucedc.com
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Marketing Research
EXERCISES & EXAMPLES

Example 3: Business to Business

Appliance Company - BtoB Prospecting

Geography (county)

Industry Segment

Sales Volume

Years in Business

Marketing Research Tools www.ucedc.com



Selection Criteria

Ways to Segment a Market (BtoB)

Geographic (country, region, state, county, city, zip, neighborhood, household)

Industry (SIC #, NAICS #)

Size (# employees, $ sales volume, # square feet)

Ownership (HQ, branch, public, private, franchise, home-based, gov’t, foreign)

Other (# years in business, credit rating)

Marketing Research Tools www.ucedc.com



Selection Criteria
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SELECTION PARAMETERS

 NJ businesses in the following counties: Hudson, Middlesex, 

Passaic, Union

 Sales volume: Over $1 Million

 HQ or Single Location only (i.e., exclude branches and subsidiaries)

 SIC codes/industry segments:

152117 – Kitchen Remodeling & Planning Svc

738902 – Interior Decorators Design & Consultants

871201 – Building Designers

871202 – Architects

 Years in business: 5+ years

Marketing Research Tools www.ucedc.com
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Results

Marketing Research Tools www.ucedc.com
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Downloadable List

Marketing Research Tools www.ucedc.com
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The Prospecting List on Excel

Marketing Research Tools www.ucedc.com
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IBIS Reports

IBIS World provides a wide range of industry research solutions.  

From industry research to data mining tools to negotiation-level 

Q&As.

• Industry Research

• iExpert Summaries

• API Solutions

• Risk Ratings

• Financial Ratios

• Industry Wizard

Marketing Research Tools www.ucedc.com
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IBIS Navigation

• About

• Industry Definition

• Supply Chain

• Major Players

• Main Activities

• Similar Industries

• Additional Resources

• Industry Jargon

• Glossary
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IBIS Report Sample
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IBIS Report Sample
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Contact Us!

• Mary Adelman 

madelman@ucedc.com

• Jairo Borja 

jborja@ucedc.com

• Alejandro Cruz 

acruz@ucedc.com

• Timothy Moore 

tmoore@ucedc.com

• Joe Lamberti 

jlamberti@ucedc.com

www.SMARTmarketingpartners.comwww.SMARTmarketingpartners.com

www.ucedc.com

Marketing Research Tools www.ucedc.com
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See you Soon! 
We’re here to assist!
WEBINAR and IN-PERSON

.

For more information about HCEDC please contact 

Rosennies Feliz at 201-369-4370.

Para obtener mas información, póngase en contacto con 

Rosennies Feliz en 201-369-4370.

For more information about UCEDC, please contact Dr. 

Jairo Borja at 908-527-1166. Para obtener mas 

información de UCEDC, por favor póngase en contacto 

con Dr. Jairo Borja al 908-527-1166. 
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Questions?

Comments?

Feedback?

Marketing Research
For Small Business

Marketing Research Tools www.ucedc.com


