CONSUMER ANALYSIS

THOUGTHS, BEHAVIOURS  and IDENTITY of THE CONSUMER
When defining target audience a series of questions are to be asked. These are as follows:

· Waht is the geographical an demographical structure?
· What are the job classifications, education levels and traditional values?
· Can you define a life style for the assumed consumers?
· What are the behavioural habbits and social values of the assumed consumers?
· For defining the relationship with the brand or product: 

1. Why not buying or using our product?

2. What kind of a change in theri ideas can create a beahvioral change?

3. For persuasion, do we have to create benefits for them?
4. What kind of consumer vision should we seize to open the door?
5. Why do the brand users prefer us?
6. What are the consuming rates? Wht are the reasons of these rates?
MARKET ANALYSIS of THE CONSUMER
For defining our users and non-user we follow the three structure above 
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