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SaaS Idea Generation - Market Research and Trend Analysis
In this lecture, we will discuss effective market research techniques and trend analysis for
identifying viable business opportunities. In this lecture, we will explore techniques to
gather and analyze information about your target market, competitors, and industry
landscape.

Conducting Effective Market Research

We will start with effective market research. Conducting market research is about
gathering, analyzing, and interpreting information about your target market. It involves
understanding your potential customers, competitors, and the overall industry landscape.

Let's examine 5 key steps to conduct effective market research:

● Define your research objectives: Clearly outline what you want to learn from your
research.

First, define your research objectives. It means clearly outlining what you want to learn
from your research. Are you looking to understand customer pain points, assess market
size, or evaluate competitor offerings? A startup developing a customer support tool might
set objectives like:
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○ Understand the pain points of current solutions
○ Identify the most valued features among potential users
○ And determine the price point that target customers are willing to pay

● Identify your target audience: Determine who your potential customers are.

In the next step we should consider demographics or behavioral characteristics. The same
startup might define their target audience as:

○ Small to medium-sized tech companies
○ And project managers and team leads

● Choose your research methods: Decide on the most appropriate methods.

You should also decide on the most appropriate methods to gather the information you
need. This could include both primary research which includes, for example, surveys with
project managers and interviews with tech company CEOs and secondary research where
you analyze existing data such as reports on market trends.

● Collect and analyze data: Gather information using your chosen methods and
analyze it to extract meaningful insights.

The next step is collecting and analyzing data where you gather information and analyze it
to identify common pain points, desired features and extract meaningful insights.

● Draw conclusions and make decisions: Based on your analysis, draw conclusions
that can inform your SaaS idea development process.

After analyzing your data, draw conclusions that can inform your SaaS idea development
process. For instance a startup company might conclude that there's a gap in the market for
a customer support platform that leverages AI to automate routine inquiries and provides
deep insights into customer satisfaction trends.

It's equally important to strategize how you'll connect with your target users. Reflect on
how you can reach potential customers more efficiently or cost-effectively than current
solutions. For example, if your SaaS targets a specific profession, you might explore
collaborations with relevant professional networks or popular industry blogs. A good
distribution strategy can sometimes give your product an advantage even in a saturated
market. During your market analysis, pay particular attention to existing channels in your
target sector and seek opportunities for innovation in this area.



Techniques for Market Research

There are several techniques and methodologies that can help in gathering market insights:

1. Online surveys

To gather broad insights and validate your hypotheses, use online surveys that collect
quantitative data from a large number of respondents quickly and cost-effectively. We can
utilize tools like SurveyMonkey or Google Forms.

2. Focus Groups

Then we have a Focus Group. This represents a small group of people (usually 5-10),
where a moderator leads discussion about their experiences, preferences, and pain points
related to your product. They can provide qualitative insights into customer attitudes and
behaviors. For instance, a company developing a new fitness app might conduct a focus
group with regular gym-goers to understand their workout tracking habits and what
features they'd find most useful in an app. Best for: Understanding customer attitudes,
preferences, and pain points in depth

3. SWOT analysis

Next, we can utilize SWOT Analysis which is a framework that helps you to evaluate the
Strengths, Weaknesses, Opportunities, and Threats related to your SaaS idea or the market
you're considering entering. By creating this matrix and brainstorming factors in each
category, you can gain valuable insights to identify areas for improvement and potential
market advantages.

Let's break down each component of the SWOT analysis:



● Strengths are internal positive attributes of your SaaS product or company that give
you an advantage over competitors.

● Weaknesses are internal factors that put your SaaS product at a disadvantage
compared to others.

● Opportunities are external factors that your SaaS product could leverage to its
advantage.

● And Threats: are external factors that could potentially harm your SaaS product's
success.

Now, let's be very practical and apply this SWOT analysis to our cloud-based CRM tool for
small businesses that we want to develop. As we fill out the matrix, let's think through
each category:

For Strengths, we have a user-friendly interface designed for small businesses. That's
definitely a plus. We also offer affordable, flexible pricing. And don't forget our AI-powered
analytics – that's a strong selling point.

● User-friendly interface
● Affordable, flexible pricing
● AI-powered analytics

Moving to Weaknesses, we need to acknowledge our limited integrations. That could be an
issue for some users. Our smaller customer base is also a weakness compared to bigger
players. And currently, we're only available in English, which limits our reach.

● Limited integrations
● Smaller customer base
● English-only version

Now, Opportunities. There's growing demand for easy-to-use CRM solutions among small
businesses – that's promising. We could also explore partnerships with other SaaS tools.
And there's potential for international expansion with localized versions.

● Growing demand from small businesses
● Potential partnerships
● International market expansion

Finally, let's consider our Threats. We're facing intense competition, both from established
players and new startups. The CRM industry is also changing rapidly, so we need to keep
up. And we should be mindful of potential economic downturns that could affect our target
market's spending.

● Intense competition



● Rapid technological changes
● Possible economic downturn

By going through this SWOT analysis, we're gaining a clear picture of where our CRM tool
stands in the market. This will help us make informed decisions about our next steps and
strategy.

Let's get back to the techniques for market research.

4. Competitor analysis

Competitor analysis is a crucial technique for understanding your market landscape and
identifying opportunities for your SaaS product. To begin, create a comprehensive
comparison chart of the top competitors in your field. This chart should list their features,
pricing structures, etc. As you compile this information, look for gaps in their offerings or
customer segments they might be neglecting – these could be potential opportunities for
your product.

One of the most effective ways to gain insights into your competitors is to use their
products firsthand. This hands-on approach can provide valuable insights that might not
be apparent from external analysis alone. As you use these products, put yourself in the
shoes of different types of users to understand the full spectrum of the user experience.
Experience their solutions extensively, paying close attention to the user experience, any
feature gaps, and performance issues.

Also, don't overlook the importance of user feedback. Analyze reviews and comments on
platforms like app stores, review sites, and social media. Look for patterns in negative
feedback, as these often highlight areas where existing solutions are falling short.

5. Identifying Underserved Customer Segments

Then we have the underserved customer segments. This process involves looking beyond
obvious markets to identify groups whose needs aren't being adequately met by existing
solutions.

● Demographic Analysis: Are there groups whose needs aren't being met?

One approach is to conduct a thorough demographic analysis. Look for groups whose needs
aren't being met by current offerings. This could involve age groups, income levels, or
specific professions that are overlooked by mainstream solutions.

GetSetUp is a perfect example of a SaaS company that identified an underserved
demographic: senior citizens looking to learn new skills. The platform offers live, interactive



classes on a wide range of topics, from technology use to health and wellness, all tailored
for older adults. By focusing on this specific demographic, GetSetUp has created a unique
educational SaaS product that addresses the learning needs and preferences of seniors.

Another great example is Canva that successfully targeted a previously overlooked
segment in the design software market: non-professional designers who needed to create
high-quality visuals. Recognizing the gap between complex professional tools like Adobe
Suite and overly simplistic consumer-grade options, Canva developed a web-based design
tool with a user-friendly interface, pre-made templates, and a vast library of design
elements. This solution catered to small business owners, marketers, educators, and other
professionals who lacked design training but needed to produce professional-looking
graphics.

● Geographic Considerations: Are there regional markets being overlooked?

Next, geographic considerations can also play a crucial role in identifying underserved
markets. Explore whether there are regional markets being neglected. Some SaaS products
might be tailored to specific countries or regions, leaving opportunities in other areas. This
could be particularly relevant if you're considering international expansion or if you've
identified unique needs in certain geographic locations.

Take a company called Nuvemshop as an example. They identified an underserved
geographic market in Latin America's e-commerce sector. While giants like Shopify
dominated in North America and Europe, they hadn't fully adapted their solutions to the
unique needs of Latin American businesses and consumers.

● Industry-Specific Needs: Are there niche industries lacking tailored solutions?

When exploring potential markets, consider zeroing in on highly specific segments, an
approach often called 'micro-targeting'. This strategy involves identifying niche industries
or user groups that lack tailored solutions and can be surprisingly effective for SaaS
startups. By focusing on a particular industry's unique challenges, you can create a product
that deeply resonates with your target audience. This approach allows for more precise
marketing and less direct competition in a specialized field.

For example, company Procore identified that the construction industry, despite being a
massive global sector, lacked modern, cloud-based project management tools. Most
construction companies were still relying on outdated methods or generic software not
tailored to their specific needs. Procore developed a comprehensive construction
management platform that addresses industry-specific challenges like project scheduling,
quality and safety management, and real-time collaboration between office and field



teams. By focusing on this niche industry's unique needs, Procore has become a leader in
construction software, serving thousands of clients worldwide.

Another example is company Curve Dental that spotted an opportunity in the highly
specific niche of cloud-based software for dental practices. They created a comprehensive
SaaS solution that includes features like dental charting, imaging, scheduling, and billing –
all tailored to the specific needs of dental practices.

Analyze Industry Trends and Monitor emerging technologies

The world of SaaS is constantly evolving, driven by technological advancements and
changing market dynamics. To stay competitive and continue identifying new opportunities,
you also need to stay aware of industry trends and new technologies.

Here are some strategies:

1. Follow Industry Leaders and Attend conferences: Subscribe to blogs, podcasts,
and social media accounts of thought leaders in your industry. Attend industry
conferences and webinars to stay updated on the latest trends and innovations

2. Subscribe to Industry Publications and Newsletters: Next, publications like
TechCrunch, Forbes Technology Council, or SaaS-specific newsletters can keep you
informed about industry developments.

3. Analyze Market Reports: Then there are reports from research firms like Gartner or
Forrester that can provide valuable insights into market trends and future
projections.

4. Explore new technologies: Also, keep an eye on emerging technologies like
Artificial Intelligence, Blockchain, or IoT, and consider how they might be applied to
SaaS solutions.

5. Track Regulatory Changes: And finally, stay informed about new laws or
regulations that could impact your industry and consider how these changes might
create new opportunities or challenges for your business

In the following lecture, we will discuss how to leverage personal expertise to sport market
gaps. Looking forward to seeing you there!


