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Researching Customers for a hair food shampoo
Introduction  

In any business customers are very important since they play an important role in business’ income and growth. Therefore customer research is crucial in identifying their needs and expectation when purchasing a particular product. Research methods would be essential in gathering information about any target group in a business (Lam and Michael 325). The methods should thus be chosen after a great consideration. Through the research of customers, the business gets familiar with what the potential and even existing customers’ needs. This will help the business to get the best strategies of advertising in order to attract and retain them. 

Through consumer research, the business understands the buying behavior of a target group and thus can learn what brand they buy most. Therefore, the business is able to produce according to the taste of its customers. Understanding the market preferences of the target group will enable the business to plan their marketing strategy in order to attract more customers, make pricing plan, make the correct advertising message, increase the spending amount of each customer and the frequency and finally increase the business income and profits (Barrett and Art 56). Research methods should therefore be chosen in a very cautious manner to ensure their effectiveness. This can be done through the hired services or through the business conducting the research itself. Outsourcing is encouraged in order to get quality and accurate information concerning the market dynamics in a particular area. 
Research Methods
Advertising and Promotional Research

Advertising and promotional research takes into consideration the ways of advertising, evaluating its effectiveness and the customers’ feedback on the techniques of promotion. The avenues of promotion may be attractive to a certain group of people and not the other (Abrams 124). For instance, the social media platform may appeal to the young and not to the old. The business has therefore to know its target group and its age.
Customer Satisfaction Studies

Customer satisfaction studies is a method that aims at evaluating the extent at which the needs of the customers are meant by the products and what needs to be improved in order to achieve the customers’ desired needs. The method uses the direct feedback from the customers and staffs on particular services as well as the use of questionnaire to gather information (Drucker 49).
Customer Decision Research


Customer decision research is a method that uses questionnaire and surveys to get to understand the force behind customers’ decision to use or not to use a product or a service. According to Lam and Michael (343), this gives the business a more elaborate data and information on how to improve and attract more customers to buy its products or services. For a shampoo the business may get the information about the desired flavor and color. The desired effect and whether the already available shampoos are satisfactory or not and what improvement is needed.
Concept Testing and Brand Testing

Concept testing involves the sale of an idea to the customer and act on their feedback about it. For instance the business may tell the customer on its plans to introduce a tea serving services in addition to its daily products sales. The customer may be thrilled by the idea or seem to get bored by such an idea and this may help the company to know how much is the idea acceptable to the customers (Abrams 80).

Brand testing is another way of collecting information about customer’s preferences where the company will get the brand to the customer and will require them to give feedback on its taste and quality. This way the business would learn what needs to be improved and what is lacking in the product (Drucker 63).

Positioning Study and Pricing Testing

Positioning study involve the search for a strategic point to locate a business. This is done through the audit of the buying patterns of a target group. It will tell the business will thrive in a certain location or not. A business located close to the target group will have an advantage of low transport costs (Barrett and Art 253). Therefore the shampoo production plant should be close to the youth who use them mostly.

Pricing testing is done when the business intends to change the prices of its commodities or services. This provides information to the business the effect of the price change if effected to the sales of its products. How the change will affect its income from the products. For instance an increase in price may lower the sales volume but increase the income which might be good to the company. It may also lower both the income and the volumes which will be bad for the business. 
Social Media Monitoring and Customer Service Audit

Social media monitoring is the most current way of obtaining data on products. Most customers will air their concerns and views about a product on the company’s social platforms. This is quick and broad way of obtaining feedback from customers and learning their tastes (Abrams 164). Social media has provided the youth with a great opportunity to air their concerns and therefore as a business that targets the young social platforms like Facebook, twitter and other platforms. This will allow the business to gain information immediately.


Customer service audit is another method that can be used to acquire information on customers. Phone calls, face to face interviews and customer forums are used to get feedbacks from the customers by interviewing them on services provided and on how satisfactory they are. 
Conclusion  

Any business that is able to understand its customers and meet their desires is most likely to succeed more than those that do not know their customers. This necessitates the customer research and use of appropriate methods of collecting both firsthand information from the customers and the documented evidence (secondary) data form other sources. When a business analyses the opportunity and works towards improving and getting new resources that are able to close the gap they get a high margin of profits and can easily grow.
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