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Why	  secondary?	  

•  Deep	  background	  and	  history	  
•  Others	  have	  done	  the	  work	  for	  you	  
•  Data-‐rich	  
•  Less	  expensive	  in	  =me	  and	  $$	  
•  Wide	  range	  of	  perspec=ves	  
	  



What	  are	  you	  looking	  for?	  
	  
•  Data,	  sta=s=cs	  
•  Analysis	  
•  Trends	  and	  projec=ons	  
•  More	  ideas	  

ABOUT	  
	  
•  Your	  customers	  
•  Your	  industry	  
•  Your	  compe=tors	  



Where	  can	  you	  find	  it?	  
Google	  can	  lead	  you	  to:	  

–  Commercial	  market	  research	  reports	  
–  Professional	  organiza=ons,	  industry	  associa=ons	  
–  Survey	  research	  
–  Governments	  
–  NGO’s	  
–  Public	  records,	  patents	  
–  Conferences,	  presenta=ons,	  trade	  shows	  
–  Company	  websites,	  catalogs,	  literature,	  investor	  materials	  
–  Academic	  research	  

	  



Where	  can	  you	  find	  it	  2?	  

But	  I’m	  going	  to	  lead	  you	  to:	  

	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  LIBRARY	  DATABASES	  
	  
Which	  have	  much	  of	  the	  above,	  	  

	   	   	  But	  easier	  to	  get	  to	  
	   	   	  Not	  accessible	  thru	  Google	  
	   	   	  And	  free	  to	  you	  



How	  do	  you	  get	  to	  them?	  
	  	  	  	  	  Any	  library	  web	  page	  –	  start	  at:	  www.library.cmu.edu	  

•  Research	  databases	  list	  
•  Research	  guides	  
•  Online	  catalog	  

•  If	  you’re	  not	  at	  CMU	  –	  ask	  at	  the	  circulaJon	  desk	  at	  our	  libraries	  OR	  see	  
what	  your	  public	  library	  offers	  	  



Industry	  Analysis	  
	  

Customer	  Discovery	  
	  

Compe=tor	  Intelligence	  
	  



Databases	  for	  Industry	  Analysis	  
will	  tell	  you	  

•  Market	  size	  
•  Industry	  performance	  
•  Trends	  and	  projec=ons	  
•  Supply	  chain	  
•  Barriers	  to	  entry	  
•  Also	  about	  your	  customers	  and	  

compe=tors	  

Some examples follow: 





Also	  advanced	  materials,	  biotechnology,	  chemicals,	  energy,	  healthcare,	  sensors,	  plas=cs,	  and	  other	  emerging	  technologies	  











Databases	  for	  Customer	  Discovery	  
will	  tell	  you	  

•  Demographics	  
•  Psychographics	  –	  opinions,	  aWtudes,	  lifestyles	  
•  Technographics	  
•  How	  to	  iden=fy,	  locate,	  and	  describe	  your	  

poten=al	  customers	  

Some examples follow: 





ReferenceUSA – US Consumers/Lifestyles 









Databases	  for	  Compe=tor	  Intelligence	  
will	  tell	  you:	  

•  Who	  are	  they?	  	  	  
•  Where	  are	  they	  located?	  	  	  
•  How	  are	  they	  doing?	  	  	  
•  What	  do	  they	  offer	  your	  customers?	  

Some examples follow: 



PrivCo 
 

(for Startups) 



Also see: 
Magic Quadrants 





Business Source Premier – news and journal database 



Books	  and	  e-‐Books	  



	  
Find	  these	  and	  more	  on	  the	  guide	  to	  entrepreneurship	  research	  at	  CMU:	  

guides.library.cmu.edu/entrepreneurship	  
	  


