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READERS’ COLUMN 

 
MOONGFALI – TIMEPASS 

- DR. AMIT SAHAY 

 

Many among us who travel by train often come across train peddlers selling Moongfali (Ground nut). Peddler means any person carrying goods or merchandise 

who sells or offers for sale for immediate delivery such goods or merchandise from house to house or upon the public street, bus stand or a railway train. What 

drew my attention was when I heard peddlers selling Moongfali chanting “Moongfali Timepass” intending to draw customer’s attention. I was intrigued to hear 

the use of seemingly unconnected words Moongfali and Timepass in combo only to conclude that the Moongfali peddlers were trying to boost sales playing with 

the pressing need of the customer to pass the strenuous and unproductive travelling time in a subtle manner. Although Moongfali is a food meant to eat for taste 

and nutrition but here the prospective customers were influenced to buy Moongfali to eat and at the same time satisfy one more need to be able to spend their time 

rather effortlessly. 

Importance of determining customer needs 

Customer Needs Identification is the process of determining what and how a customer wants a product to perform. Customer Needs are non-technical, and they 

reflect the customers’ perception of the product, not the actual design specifications, although frequently they are closely related. 

Customer needs are the motivating factors that lead someone to buy a product or use a service. Companies learn about customers' needs by identifying who their 

customers are. This includes defining a target audience and segmenting them based on demographics and other attributes. Once a business knows its target audience, 

they have a better view of the specific needs that drive them to buy. This allows businesses to: 

• Provide Solutions.  

• Improve Your Products and Services. Their customers' needs and develop a strong USP. 

• Reduce Costs.  

How to Identify Customer Needs?  

The best way for a business to identify customer needs is to take an organized and systematic approach, often referred to as a customer needs analysis. A 

comprehensive customer needs analysis provides valuable insights into your target market. This information, coupled with brand positioning, allows companies to 

meet or exceed customer expectations. Different organizations rely on various methods to conduct consumer research, including: 

• Customer Interviews: Direct communication from customers provides the most reliable information compared to other methods of research. Businesses 

might ask specific questions of those who have used their products or service and get open-ended feedback. 

https://www.lawinsider.com/dictionary/peddler
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• Surveys: This is another way to reach customers, but it involves using multiple-choice or ranked questions to acquire data that businesses use to understand 

customer needs. 

• Focus Groups: Companies use a small group of people to drill into specific issues or products. Many businesses use focus groups to fine-tune information 

they have learned from more extensive interviews or surveys. 

• Social Listening: Most of today's companies have some sort of social media presence. Social listening is the act of monitoring social media channels to 

track conversations about a product, brand, or competitor to gather useful data. 

• Observation: Seeing someone struggle with a problem is an easy way to get a general understanding of the issue. And frequently you are not the first person 

to identify that problem, so “watching customers use an existing product or perform a task for which a new product is intended” is a perfectly reasonable 

way to identify customer needs, as well as ways in which successful companies are attempting to solve them. 

Big round of applause to the genius who coined “Moongfali Timepass” 

The peddlers who coined the “Moongfali Timepass” deserve praise. They have derived a term of great managerial significance. They work in the most unorganized 

sector of our country. 93% of our workforce belongs to the unorganized sector. The poor condition of unorganized sector is known to all of us. Unlike the organized 

sector, in this sector we are dealing with workers who have not acquired a high profile, tasted the benefits that can be gained from organization, or derived the 

advantages flowing from high visibility. Governments are putting efforts for their welfare and include them under social security schemes. Society need to recognize 

their contribution and put efforts to improve their services and add value to their life. 
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