


MARKET POTENTIAL

® Market Potential can be defined as the total amount of
possible sales in a market.

® The estimated maximum total sales revenue of all suppliers of
a product in a market during a certain period.

® You figure out a customer profile (who you want to target
with your marketing) and combine that with the geographic
size you want to target (how many of those people are in that
area). This is your general market potential.
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MARKET SHARE
Market share Is the percentage of tota

sales that a company can expect to get
from the total market.

To calculate market share divide your
sales forecast by the total market
potential.

The proportion of industry sales of a
good or service that is controlled by a
company.



MARKET SHARE

Market share refers to the percentage of
the overall volume of business in a given
market that is controlled by one
company in relation to its competitors.
For example, if the total sales of a certain
product in @ market is Rs. 100, 000, and
‘{ the company sold Rs. 20, ooo worth of
\Lthat product, then the company had 20

percent market share.
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Buying Decisiom — A Process }

Post Purchase Behaviour




| « The consumer gets aware of the new product but lacks
4 information about it.

« The consumer seeks information about the new product.

* The consumer considers whether trying the new product
makes sense.

« The consumer tries the new product on a small scale to
Improve his estimates of its value.




Participants in Buying Decision Process

Initiator

Buyer



