Researching my competition

	Your name:


Competition
Looking at the children’s market within your marketing area is useful, as this will help you identify the current providers of children’s activities, the range of prices parents are already paying and therefore help you understand your parents’ expectations.

Direct competition
1. How many direct language competitors are there in your target market?
	
	No. of competitors

	0-3 year olds: (if applicable)
	

	3-5 year olds:
	

	5-11 year olds:
	


2. What is the lowest and highest price of these classes?
	
	Lowest price
	Highest price

	0-3 year olds: (if applicable)
	
	

	3-5 year olds:
	
	

	5-11 year olds:
	
	


3. How long are the class sessions and what is the shortest and longest session time?
	
	Shortest session
	Longest session

	0-3 year olds: (if applicable)
	
	

	3-5 year olds:
	
	

	5-11 year olds:
	
	


Indirect competition
Indirect competition includes all activities in school outside of schools, such as halls, sports venues that provided activities for children; they can be group music, theatre and drama groups, sports clubs/teams, educational classes like Kumon and so on. It’s a large market and the more you know the better you’ll feel.

4. What is the lowest and highest price of these classes? 

	
	Lowest price
	Highest price

	0-3 year olds: (if applicable)
	
	

	3-5 year olds:
	
	

	5-11 year olds:
	
	


5. How long are the class sessions and what is the shortest and longest session time? 

	
	Shortest session
	Longest session

	0-3 year olds: (if applicable)
	
	

	3-5 year olds:
	
	

	5-11 year olds:
	
	


Venues and prices
Make a separate list of the venues and room hire prices for all the other groups and clubs that companies are using for their businesses. All this information will be useful for your possible class locations.
Once you’ve completed this document, please email it back to us.

