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Market Research



Market Research

Learning Outcomes 
After each activity, participants will be able to:

Activity 1
• Define “market research”
• Name the elements of market research
• Illustrate the elements of market research

Activity 2
• Explain and illustrate the connection 

between market research and the viability and 
sustainability of a family child care business

Activity 3
• Explain how local child care resource and 

referral agencies can be a market research 
resource for family child care providers. 

Handouts 

6. Market Research - Definition/Elements
7. Market Research - Rationale
8. Market Research - Scenario
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• Market research is instrumental in determining the feasibility of a business idea, 
shaping the services to be provided, and developing business sustainability. 

• Market research involves gathering information about the market for:
 ï the business (potential clients),
 ï prices (fees for similar services by similar businesses), and 
 ï competition (those who provide similar services). 

• Information about similar businesses in the area (type, number, geographic location, 
services they provide) can help prospective providers determine whether opening a 
family child care business is a viable project. 

• Information about potential clientele (population, geographic location, needs and 
desires, and overall demographics) can help shape business ideas and bridge existing 
gaps in a community. 

• The information gathered through market research can help prospective providers 
focus resources effectively and develop services to meet the needs and desires of 
specific groups of clients (e.g., infant/toddler care, non-traditional hours of care, after-
school care, and care for children with special needs). 

• Market research information about how similar businesses in the area operate, as 
well as general demographic and socio-economic trends are factors to consider when 
determining realistic, sustaining fees for services. 

• Periodic market research can help existing providers become aware of, and assess 
changes in market need and size, price, and competition.  Based on that knowledge,  a 
plan can be designed that includes services to be offered and business practices (e.g., 
ages of children in care, schedule, rates, program activities, policies and practices) that 
are in tune with the current demand for services. 

• Other family child care providers in the area can be competitors or valued colleagues. 
Family child care providers in the same area can offer distinct “niche” services that 
complement one another.  

Key Points
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Activity #1

Learning Outcomes
• Define the concept of market research
• Name the elements of market research
• Illustrate the elements of market research

Materials Needed
Handout 6: Market Research - Definition/Elements
Scissors, paperclips

Methodology:  Lecture, practice, teaching others, discussion

Preparation
Make copies of Handout 6. Cut out the boxes of information.  Mix up 
the pieces of each sheet and clip them together in a bundle. 

Activity
Present the Key Talking Points (see all Key Talking Points for Section 
2.2, previous page).

Explain that other family child care providers in the area can be 
competitors or valued colleagues (see Key Talking Points); for example, 
a provider who specializes in infant/toddler care may have a neighbor 
down the street who provides care for preschoolers only. These 
providers can refer families that they can’t serve to one another.

Give each participant a bundle from Handout 6. Ask them to read 
what they received and instruct them to pair the cards according to 
their understanding of market research. Each participant can talk 
about and compare their findings with a partner.

Restate the definition and elements of market research.

Ask participants to think of examples that explain what market 
research involves (e.g. finding out if there is a need for infant care in 
the area).

A C T I V I T Y

Key Points
• Market research involves 

gathering information 
about the market for 
the business, prices, and 
competition. 

• Information about 
similar businesses in the 
area can help prospective 
providers determine 
whether a family child 
care business would be a 
viable project. 

• Information about 
potential clientele can 
help shape business ideas 
and bridge existing gaps 
in a community. 

• The information 
gathered through 
market research can 
help prospective 
providers focus resources 
effectively and develop 
services to meet the 
needs and desires of 
specific groups of clients.  

• Market research 
information about how 
similar businesses in the 
area operate, as well as 
general demographic and 
socio-economic trends, 
can be factors to consider 
when determining 
realistic, sustaining fees 
for services.  
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Activity #1

A C T I V I T Y

Key Points  
• Other family child care 

providers in the area can 
be either competitors or 
valued colleagues.  

• Family child care 
providers in the same 
area can offer distinct 
“niche” services that 
complement one another.   
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Activity #2

Learning Outcomes 
Explain and illustrate the connection between market research and the 
viability and sustainability of a family child care business

Materials Needed
Handout 7: Market Research - Rationale
Handout 8: Market Research - Scenario

Methodology:  Lecture, teaching others, discussion 

Activity
Review the Key Talking Points and the concept of “Supply and 
Demand” as it applies to providers (e.g. if most families in a 
community need infant/toddler care, but few slots exist, then the 
demand and value for that type of care increases). 

Give each participant a copy of Handout 7. Ask volunteers to take 
turns reading a bullet to the group as they go down the list. As a large 
group, or in partners, brainstorm examples of how these concepts apply 
to a potential or existing family child care business.

Ask participants about what caught their attention and why; discuss 
the information as a large group.

Distribute Handout 8 and explain the content. Have the participants 
in small groups read the scenario and the questions, reflect on both, 
and then have a discussion about the feasibility and viability of Maria 
Lopez’ business idea. Suggest the following questions as conversation 
starters:

• What do you think of Maria Lopez’ business idea?
• Are her business plans viable? Why/why not?
• What advice would you give to Maria Lopez? 
• What do you think would make her business more likely to be 

successful?

Open up the discussion to compare and contrast ideas and thoughts.

A C T I V I T Y

Key Points
• Market research 

is instrumental in 
determining the 
feasibility of a business 
idea, shaping the services 
to be provided, and 
developing business 
sustainability.

M o d u l e
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Activity #3

Learning Outcomes 
Explain how local child care resource and referral agencies can assist 
with market research  

Materials Needed
California Child Care Portfolio – County Page 

Methodology:  Lecture, discussion

Activity
In a large group, brainstorm what types of resources would be useful 
to a family child care provider.  During the same discussion, have 
participants share the importance of being referred to clients and how 
it is beneficial to their business. 

Describe what resource and referral agencies do and what role they 
play in communities.

Provide examples and discuss the kind of market information that a 
local R&R can share that would be helpful to prospective providers. 
Provide a copy of the appropriate county page from the most recent 
California Child Care Portfolio (www.rrnetwork.org).

Advise participants of other resources in the community that have 
information useful to family child care providers (e.g., Community 
Care Licensing, family resource centers, public health agencies, home 
visiting programs). 

Supply contact information for the local resource and referral agency.

A C T I V I T Y

Key Points
• Periodic market research 

can help existing 
providers become 
aware of, and assess 
changes in market need 
and size, price, and 
competition.  Based on 
that knowledge, a plan 
can be designed that 
includes services to be 
offered and business 
practices that are in 
tune with the current 
demand for services (e.g., 
ages of children in care, 
schedule, rates, program 
activities, policies and 
practices).
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HANDOUT #6 : MARKET RESEARCH - DEFINITION/ELEMENTS

Market research refers to the process of gathering information 
about the market (potential clients), price (fees for similar 
services by similar businesses) and the “competition” (those 
who are providing similar services).

Market research gathers information 
about market

Market research gathers information 
about potential clients

Market research gathers information 
about price

Market research gathers information 
about fees for similar services by 

similar businesses

Market research gathers information 
about competition

Market research gathers information 
about who is providing similar services
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HANDOUT #7: MARKET RESEARCH - RATIONALE

Information gathered through market research can be instrumental in the following areas:

• Determining whether opening a family child care business is a viable endeavor 

• Shaping business ideas and bridging existing gaps in a community 

• Meeting the needs of potential clients 

• Establishing realistic, sustaining fees for services    

• Learning about and assessing changes in the market regarding needs, size, price, and competition  

• Designing a business plan that is in tune with the current demand for services

The U.S. Small Business Administration website offers tips and steps for individuals who are interested in 
starting their own business. For more information about Market Research, visit
http://www.sba.gov/content/do-your-market-research

All statistics regarding State and county licensed child care facilities can be obtained by visiting the Child Care 
Licensing Division (CCLD) licensing statistics webpage http://www.ccld.ca.gov/PG833.htm
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HANDOUT #8: MARKET RESEARCH - SCENARIO

Maria Lopez wants to start a family child care business. She plans to 
provide care for infants because she loves babies. Her idea is to operate her 
business Monday through Friday, from 9:00am to 5:00pm, since she has 
two children of her own and needs to take them to school every day.  Maria 
Lopez has many friends in the area; most of them have children who go to 
school with her son and daughter. Her neighborhood is close to the local 
airport, which is a major employer in the area. The airport has an on-site 
child care center. Most families in Maria Lopez’s neighborhood are dual 
income families.

Questions to Ponder When Doing Market Research:

• How essential are your services in the community? 

• Who are your potential clients? Which families need child care? 

• What are the needs of your potential clients? (schedule, children’s ages, etc.) 

• What areas within your market are declining or growing?  

• What is the current size and geographic spread of your potential clients?  

• Who are your competitors and where are they located? Can you offer services that they don’t provide? 

• Is there a need for subsidized child care slots in your community? Would you be interested in working with some 
families who receive assistance paying for child care from the government?


