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Market research
is dead!

….Or at least in need of
serious renewal





Market design principles

From exchange value
to use value

From product-based market definitionsFrom product-based market definitions
to granular competitive arenas

From sharing markets 
to shaping markets



Average
annual

5.5% Market growth

Case: 200 largest US corporations

The ineffective quest for market share 

annual
top line
growth

8.6%

Overall
growth rate

Sources of
growth

0.1% Market share increases

3.0% M&A activity

Source: Baghai, Smit & Vigurie, 2007



Industry BIndustry A

Finding growth pockets

Regional arenas

Arena 1

Arena 2

Exit arena

Arena 3

Regional arenas

Arena 1
Arena 3

Arena 2

New business
arena

Arena 5

Growing
arena

Stable arena

Local arenasLocal arenas

Arena 7 Arena 4
Arena 4

New business
arena

Arena 4

Arena 2

Exit arena



Tool PhoneHeart rate 
monitoring Pedometer Accelerometer Body composition 

monitoring
Paper & pencil

Practice Preparing for 
activities Feeding in results SharingGetting motivated Rewarding 

oneselfEnjoying results

Motivating others Participating in 
wellness projects

Making a life 
change …Testing wellnessComparing 

results

Social context ...Friends Purpose World

Mapping competitive arenas
Case: Wellness solution

Wellness 
dimension Physical EnvironmentalIntellectual Social

Family

Emotional Occupational

”White spot””White spot”
Nutrition

Partners Lifestyle brandsSports brands Wellness brands Weightwatchers Personal trainers

Scale Laptop Personal trainer ...... ...

Services Activity log & 
reports

Advice & 
motivation Personal coach iPhone apps

Revenue logic Device+data Freemium LeasingComes with 
device

Revenue sharing

Customers Consumers Public sector

...Gaming ......

Anti-stress

Service

Companies

Entertainment Insurance 
companies

”White spot””White spot”



The “marketness” of markets
Market practices are the key to shaping markets

Singularization: 
sales item 
definition

Price formation 
mechanisms

Network
readinessTransactions Associations

& media
Technology &

standards

Customer
readiness Competition Norms & rules Market

research

Market practices

Market shaping

Market making

Low marketness High marketness



Predictive, traditional business planning

Identify and 
opportunity 
for a new 

product / firm 
/ market 

Conduct 
competitive 
analysis

Conduct 
market 
research

Develop a 
business plan

Acquire Acquire 
resources and 
stakeholders 
needed to 

implement the 
plan

Adapt to the 
environment 
as it changes 
over time

Effectual business planning

Effectual business planning

Assess 
means:

Who am I? 
What I know?
Who I know? 

What can I 
do?

Interact with 
people I know 
and meet

Obtain partner 
commitments

New 
means

New 
goals

More resources

Less contraints

New firms, products, and markets

Source: Read et al. (2009)



Continuous market and 
business model innovation

Gate 1 Gate 2

Go, kill, hold, recycle

Gate 3

Opportunity
description

Market entryOpportunity

Gate 0 Gate 3

Success case

Phase 1

Exploring 
extended market

Phase 2

Assessing 
the opportunities

Phase 3

Entering to market

Phase 4

Reporting results

Disruptive innovation improves a product or service in ways that the market does not expect

Revolutionary innovation introduces products with highly improved new features into the market

Incremental process development idea

An idea



From measuring exchange value 
to assessing use value

Market design implications for 
market research

From measuring markets 

From repetitive research & tools 
to iterative process enabling 
effectuation and innovation  

From measuring markets 
to identifying growth pockets

New business model: from selling products
to offering solutions




