GCSE Business Studies
1.2.1 Customer Needs - Knowledge Organiser3. Key Concepts

For a business to be successful, it must understand what customers need.

There are six main areas they need to consider:
Price
For most consumers, the price they pay for the product or service is essential. A business needs to set a price that isn’t too expensive where consumers cannot afford it but similarly, it must not be too cheap so that they do not cover their costs and end up making a loss.
Quality
Consumers may love a bargain, but they also need the product to be of a certain quality. Businesses must try to balance the quality of a product with the price they are charging for it.
Choice
Consumers love a choice – not everyone has the same tastes etc. Whilst it would be easier for some businesses to offer identical products, consumers all wat different things e.g. – cars that are red, or blue, or black. Cars with blutooth technology, a retractable roof etc.
Convenience
It must be fairly easy or straightforward for a consumer to buy the products from the business otherwise they simply will not and go somewhere else where it is easier.
Being efficient and being reliable
When a consumer buys a product, the product must work and last for a reasonable time. This will obviously change depending on the product.
Providing great design
Many consumers value design and style above price e.g. designer clothes labels.
Some want designs that make them look better and would happily pay £50 for a t-shirt that has a logo (or design) instead of £5 for a similar t-shirt without the logo (or design)
1. Key Terms
Customer
Purchases and pays for a product or service 

Consumer
Is the person who uses or “consumes” the product or service; the consumer may not have paid for the product or service

Choice
To give customers an option. The more options you provide for consumers the better as it increases the chances of selling but it will cost more for you to produce more choices

Convenience
This is where you make things easier for the consumers.

Quality
To a customer, quality means getting what they want or perhaps even better, more than they expected.




 4. Whys is it important to understand customers?
Quite simply, so that you can provide goods and services that consumers want and will ultimately give you their money for.
If you can give customers exactly what they want, they will give you money in return!
2. What is the difference between a customer and a consumer?
A customer – purchases and pays for a product or service 
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A consumer – is the ultimate user of the product or service; the consumer may not have paid for the product or service

Consider the following example:
A food manufacturing business makes own-label, Italian ready meals for the major supermarkets. 

As far as the manufacturing business is concerned, the customer is the supermarket to whom it supplies meals and the consumer is the individual who eats the meal
In terms of its marketing effort, who should the business above target?
In reality – a business needs to understand the needs and wants of both the customer and the consumer.
It needs to consider how much to sell the meal to the supermarket for and also what the final customer who will ultimately eat the meal wants and is prepared to pay for it too.

