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IDENTIFYING BUSINESS OPPERTUNITIES:-

1.

2:

Business Idea is a business concept that results in profits if it is turned into a tangible
product or service.
Opportunity also defined as the potential to create something new that involves
change in knowledge, technology, economy, politics, social, and demographic
conditions.
Sources of business ideas and opportunities
1. Primary sources refer to first-hand data or information gathered directly through
observations, experiments, interviews, surveys.
A. Observation ~ data is gathered by observing and recording the respondent’s
actions in
B. Experiments - experiments or product sampling is another option. activity.
C. Interviews - field research covers interviews with customers, suppliers,
competitors, and industry experts.
D. Surveys - refers to the deve opment of a short questionnaire with respect to the
targeted product. - the questions should be very specific.
2.Secondary sources involved gathering data that have already been compiled and are
available. it is initially conducted for one purpose using existing data which is
|. reliable
[l. Available references
Ill. mass media and electronic media

i. Reliable - information obtained from annual report of companies.

ii. Reference - an entrepreneur can use reference such as publish information from
then library, internet and so on.

iii. Mass media and electronic media - advertisement and information in the
newspaper, magazines and internet. Information on raw materials can be a
business opportunity for an entrepreneur.

PROCESSING OF REGONIZING, ANALYSING AND CHOOSING A BUSINESS
OPPORTUNITY

i. To determine if the venture can make profits and sustains its competitiveness.
ii. Each opportunity must be carefully screened and evaluated.

iii. Evaluation is the most critical element in the entrepreneurship process.

Choosing a business opportunity Criteria that must be chcose by entrepreneur in
business opportunity is :-

Legality

Competitors

Capital requirement

Risk

Legality The sugestion of business ideas must be prove by the law.

Competitors Those who are in the same business . Have a potential to serve  the

entrepreneur ‘s customers. Entrepreneur can identify competitors by asking customers
from his existing business.

Capital requirement the amount invested in the company. Three types of capital -
a) Fixed or permanent capital Fixed capital is the amount of the capital that been
used to buy the asset of in the company. b) Working capital Referred to as operating

¥ |

7
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capital Alsc known as assets of business that can be used to supports business
operations.
Risk Define as a period of uncertainly experienced by a business as a result of

unforeseen events which lead to either poor earnings and resultant failure.
Entrepreneur should be aware of the risks.

In creating or searching for business opportunities, one must consider the following
factors:

1. The needs of the community — What products are in demand?

2. Available resources ~ Do you have money for capital? Do you have equipment
and facilities?

3. Skills and interests — Does the particular business activity meet your interest?

4. Market - where will you seil your products? Who will buy your products?
5. Supplies or raw materials — Are rmaterials always available?
6. Manpower — Are expert workers available?

7. Technoiogy - Is your product or service new or improved?

1. WHAT IS OPPORTUNITY ? Opportunity is defined as a situation that enables an
entrepreneur to offer marketable products er services to interested buyers or end vsers

2. OPPORTUNITY IDENTIFICATIONAPPROACH TO OPPORTUNITY
IDENTIFICATION

1. Observe changes in the environiment
2. Recognize a need that customers have that is not being satistied
3. Recognize problems and find ways to solve it v
1. WHAT IS OPPORTUNITY? Opportunity is defined as a situation that enables an

entrepreneur to offer marketable products or services to interested buyers or end users

2. TYPES OF SITUATIONAL FACTORS
*Product or service is still not in existence
*Product or service is already in the market but failed tc s
{o be improved
EMERGENCE OF OPPORTUNITY
- when people decide they have certain needs and want to be satisfied, or when people
discovered a problem of scme kind that can be helped by a preduct or service.
« The presence of unfulfilled needs and want and/or problems alerts the entreprensur to the
potential opportunity.

« The entrepreneur later creates a business that is abie to fulfill the needs or want and/or solve
the problem. :

tisfy the custorners - se nice

3. OPPORTUNITY IDENTIFICATION Opporiunity identification is a process thai invoived the
search for and discovery of business opportunities

satisfied

OBSE RVINf" CHANGES iN THE !:NVIRO’\II‘JENT Changes in the envirenment give rise to

naeds and wants and/or problems, and an opportunity emerges impoitant envirenment fore=s
tc observe include - :
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° RECOGNzg
10 Ul The oy S AND WANTS
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OPPORTUNITY |

_ DENTIFICATION PROCESS Search for Changes in the environment
€cognize needs

and wants, and solutions Discovery of Opportunity

ABILITY TO SEARCH AN
*Experience and exposure
Knowledge and skills
*"Special alertness”
*Social network
*Creativity

*Vigilant

MECHANISM TO IDENTIFY OPPORTUNITIES

* Customers

* Retailers and distributors

* Business associates

* Bankers

* Consultants

* Employees

* Others

EVALUATION AND SELECTION PROCESS The evaluation and selection process involves
judging the viability of the opportunity and assessing its potential.

D DISCOVER BUSINESS OPPORTUNITIES

CRITERIA FOR EVALUATION AND SELECTION

Can make money and has potential for growth
Less competition

- Good fit between entrepreneur and opportunity
Has competitive advantage
Workable and efficient

Not against the norms and values of the community
Conform with laws and regulations
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