
ENT MGT STHEMCCOMIMON)
CHAPTER-2. (BUSTNECS PLA NN TG) 

bn ea_Plomning Bines ptan Con be olegcribao 

a 

ecbt 
wrten 

the 
docuwment 

deasts 

Arepared 
about 

nLernal 'and 
exlernal b an entrebrenu , 

Rlemen reauirae 
rBetng up a ne 

yenkure. 
Abusives 

PXan S a embortant 
ddbumant 

dRch adeals 
tHh 

a 

agpects e broposéd 
ne busines, 

Plannng ( a 

omgotng7 

adcoment 
Dkch aleal 

t#A all 

am 

am 

0go g proceu 
tn amy 

endusbny 
reanès 

r 
benes 

enterpis. 9n othe twroll bgined play 
2arves ke a 

Kn 

2arves Like a 

Kmob bg sad mab to reach he degtnati) 

deleimined the enbrepeneur 

Dehinitan AceeronG Mar T ting ks dbn4 
na ttey esrotny 

vean, deseriting 
venehe 

e buxRE Plon os the ernal ua
tte»j eshrkaay 

e uxnos 

e be enbrepreneria 
Visan, des ng a Lrnta 

o lhe opesed 
Ond 

opratng 
OF the pobered 

ventthe 

Pasines Pla &peciiea 
the oleseripea 

bainetS, Prugne*A 

oloorut te bueure directr et the busi nees. 
Ausines 

Ptan & aluo 
BSntal tor eplectng 

the sportunte the stpreuntieg te 

Ptan 
ebRier phasas Os 

eotenetbie4 Ono ewalualLed 
in tte 

eblier phases e 

enbrebreneural þreees. 

Element/omponents e Buaenes Ptor 

1. Proouckzn Pian: t Bpeine the detaita 
melabe t 

the eoouckin e Lavvic goooS. 

2 orgoni Lobinal Plan:-> An orranisaara plan a lxt 

e actinHa thot emy 
idlivieual e the organtokzy 

hous to perbrm. 

3. Mankebmg Pla: It NVewes tke task &t Creahr9 

Ptans or he markebmg of a ned booluc, whel 

on 
orgonisabn 

decioes t manufalture 

4. perathmek Plan: 9 desoribmg the btnd a gools 

the delai 
melatea t 

the task & Creaba 

Conn. 

Or Corvic bm 
anufactre/s o Conttnas 



S. Financial Plan:> This plan help to iclent66 and 

Valunbet olibberent tyfes et potentiol invesemint 

oPPbumifies and 
Commtmenbs 

Tegura bor Settmg ua 

bremes eneure, 
ne 

Rrk Asosemvnki Risk aggeszammt 
odone to 

enbty riste and 
allernabive 

2eralegies ttat Ca 

be se tmeeE he goal and eebotvas et a 

that Ca 

buin e UniEs, 

Venttme 
Desnbty> 

9t fvialag 
the oletai the oletat 

eperabas da 

abrut he rooluce, 
&evite one 

operakans 
8t a 

nedlRel up venture, 

m ous by anc 
eovirommental 

nalyse :> 
9t invewes 

Tenbbyna 

Ceelompabé 

the 
businek 

tan. ano 
ovaluatng 

extemal 

bactrs 
Rot oactere lat 

FoTmal o5 a 
ugnes 

Plan; 

1. Inbnoluckmy fage 

Nome 
ana 

dbho/res e 
bueines, 

(by 
Name and 

adores o 
mopt/ 

ownev 

Ce) 
Nature 

ef 
tnes , 

tatenene 

o6 
binance 

needeof. 

(e 
9aeemene 

et 
Conbiolen&ali by reArd. 

Prcll owner 

.exeeubve uman 

, 

ay Fuer zlLk ana bronads 
, Lnoluby tmolypr 

Cby 
malyaz of 

ompebtrs, 

Markel Sagmantatn. 

Indiusby 
bnol market 

berecaste, 

4. DesovPtiun ot Venture: 

Preelueess 
Ca) 

Services Che SeI Dins. 
C) Size et binRts 

obbr ce cuuapment and 
prSonmet 

(e) Packgound ot enkrepreseit 



S. Poduckno_Plon 
(a) Manutactna Proces 

c) Phyacal plant 
CMachiner an4 eauipmemt 

Name ot 
"suppier of 

ramakerials 

. epratinal Pton 

Ca) Deacnpbr) 
of Combay 

9perabm. 

Ch) 
Fl 

otorders ot godk 
amad Sarvicea 

CTechelegt ublisalrn. 

7 Markekn� Plin: 
icg, 

Dsbiautrn(c) 

Pomoban (o) Poduct 
boreas 

Pric 
8. Oraonisakmal Play 

SAarehslla. 

aFm ot 
aorerchap.chy 

Tolorbtinrn 
e 

Portneg 
and 

CaForm eb 

Athori 
bt eb 

Prmesles, 
) 

Mamagmpnt- 

Leam 
back 

o Rske 7 sesemank Risks 

()Ealuate 

Weakneu ef 
ne, 

Cb) Netechrelsgias. 

(c) Cmting*na Alons. 

CC 
lo. Hnancial P@ns 
0. 

Ptans 
Proorma ènCome latamnt 

) Cag blond 
pjeckh. 

reterma balonce Slaet 

Cd) Forek Dn molyas. 

Ce ces and 
tppticabm eb bds 

1. APPenolx 

Ca) Leltes ,Cb) Maket 
research data, 

Ca) 

Leaseor 

Col) Arrte Lat bon &pplitri 

Cl) 
SSI 

Small 
Scale 

Tndusbieg) 

Small 
Beale 

inolusbies 

ae 
hexe 

indusbme 
dy 

whth tte 
monufactunng, 

Þraolu cbm ang 
rnderingf 

on a mall 
or 

micro 

Seale.These i 
envestmend th mackinen 

ee 
nolus es Cy 

Samceg are 
doe on a mall ar 

mico 

SCale.These

inousiej make a 
one 

time 
inveg tmant 

in mackine 

plonts ond noibiu, 
b 

tlbe& No enceeo 

R 1Nors. 



These in dus kieg are generoll 

ebow ylerkive, Ond hence Aey Play o inptent emportan 
SSI are a 

Tele in tha Creat) empnment. SSI ar a 

Cruernle Lectr othe econom* bst bot a btyocial 

ano vcal nb ogvied, as hey help toh he 

P CapYa 
income 

qnor22OLrCe2 

uelicabuy 
cn Ba 

eonony 

uelicaAry in he 

xamples ano coleag o Small sCale Imohusbies 

akeiRB, 
SChosl 

seabonaris. 
Phoko grpy. 

wate botles 
Leoloher bele. 

.PaPor Ba. 
Phoko grpay 
Beatytarkgrs 

7 

Characteriztizs o SS- 

1- 
wmersAsp: ? Sszt 

enroaly 
are uneder ngte orneclip 

So, it 
Can 

ethor be a &ete 
braprietorLAsh 

or 
Lometime 

o Pombnercbrp. 

- Labeu 
Intengve: SSI 

olapanaence 
m 

technelsg* 

s prelty 
imte. 

Hence, they tend to use 
Labou 

ano manpaoe er ther 
proouctin 

actvite. 

nroly 
are noler sngte orneckih 

technasFT 
uge abOiy 

olpanalence om 

roouctrn acavtes, 

3. PlexiUEy:9 SST 
are more 

aodaptab/e 
to their 

Changeng "ougneM emviro)ment. 

adaptaL/e to reir 

more 

4. Limited Reach:> 
Smal 

seate nous eg have aresbieted 

Zone o 
eperabms.

Hence, tey Con meel he?r Loca 

ano regimal olemane. 

S Resbec&s 
ubitCabn: 

They 
e 

ocal ana eatl 

avatuble 
reseurcec

tach halp tRe economy 
belly 

uttuse 
naturol 

rezstrceg 

lotR 
minimun 

btta94 

eceveg 
ee Of_ SSI; 

Local ano reaotky 

1 To 
Crearte 

meree 
empoymnt 

GPkrtumites empoymnt otprtunities 

1 

2 To reouce 
regmal 

dmbelan ces . 

2 

ot unenpiitao 

3 70 
ensure 

epeimu 
uttsatin 

of 
umexblnite 

T0 
relmfCA 

the Contf. 

- To mbrove 
te stendard et liing et peete. 

70 enure 2qnel dsbrbutim of nceme ang eat 
TO 



6. To SoRe the 
unemrioyment 

prollen. 

7. To 
attain Sel. 

reliance 

To acept the 
latest 

tech nots t 
aimeo 

at 

poelem, 

To 

tech nats-*t 
au mes? at 

velucmg 
bette 

maltby 
proolucts at Lo0er 

Cokt. 

TyPes e 

1 Manuba 
Cturing 

Indugbie:9 

Thee 

indugbies 

booluc nduebmes þoolace 

btnishe ooucts 

6aD madmaterîolß. 

2- Peeder 

Tndusbieg: 

Thege 

inodusbies 

ooluce 

&pecialsad 

electoplabng welolig ete. 

. 
Serving 

Intabies: 

Theie 
ind 

S 
poviole 

2ewca4 

ke 
toverin 

zht, 

repaurmg 

ono 

mainEnanC 

o 

Thege 

ndusbiee roouce 

oductx 
and 

erviceg 
lke 

Co2bng Like Ca&brg 

oviole 2ercae 

anof main temamce. 

ght, retarm 

O mechonice 2ajnopment. 

4. Anci lar, 
nduetie 

:7 
Ancti a 

6ibty 
petenk 

og 
teir 

manubatrg 
Znocle 

bo 
te 

inohbial units,

ainA:9

Tmz 

noluaE 

veveR 

entractma 

minea 

U pen-pt mines. 

Ancci'an 

unuts 
LalL 

meree 
thay 

-Ler 

noua 

onvewe 

eneracEma mimamlg 

TZ 

Anc'lliay 

Inolu&ie8: > An 
ènduial 

molerkokm� 

h 

An in dus 
tial 

anolerkakm� 

tch 

Sengaged 

in the 
monufactor 

er 

braoluctn 

þortt, 

TN the 
monufacty

e 

broodu ctim þarttf 

ConbomeE, 

kulokmplies, 

tsreing 
or in 

temedjaried 

o 

ootin9 
or 

in 

ermeliaries e 

terme t 
anc RLr 

unolartakj9g 

me 

ervices 

is 
termed 

ag 
anuill 

unalarkakina. 

n 
llat 

unolertaking 

hone to 
&Hy 

or 
rend 

r 
purpere 

py 
ox nend 

not lels 
than So. 

Prelucty 

or 
&ervices, 

as 
kte 

Cage moy 
be, 

to 
ome 

oOr 

Amuloy inoueky 

more 

Othr 

inodusiae 

umelertakings. 

Ancilloy 

tmouatry 

ncnvegtmeht inptale 

an 

ènolustny 

Otch 

has 
bex& 

ad 
macuin 

es 
al 

odo 
mok 

exceed 
1 

Crare 
rupees 

Imougty inaolh 
enceed 

1 
Crare 

rupe. 

Exentes 
oThe 

Auto 
mciLuot Lno ugtny dnaoh 

1. Tyre 
Segnene. 

Cy MRF 
Lmita, Cb) APPlo e2 

2 
Battey 

degmnt.a)
E XTDE (6) AMCO 

OAMRoN 

3 
Dr nci 

a) Boch Ltd, 
Enolumamce

Tah notogs 



TINY UNITS7 Ttny vnits s ome in Th te 

nvestmene
in plomt an machina &les than Ra as 

akhs irerpechve et the Locatem o te umit 
LoCat e the umit

Service 
Sectr : 9 

alo kmndn a8 the teritiat 

alo knnan a8 the 
teritian 

Belkor, 
ds tke 

tiurtt 
in khe timre 

&ector eComo w 

This 
&ecter 

ouces 
8ervices 

maintenaee 

ang 

trainin 
,cr 

Consult ng. Enanples e5 Cervite 
Sectrjohs 

Tn cud 
horusekeeptng, 

tous, 
nureng 

ano teaching . 

maintenance anorarm 

Enamples o Cervice. Secte jont 

Tn cud 
TPek Service Cectr 
1) Bugtnen Services, 

COmunTabr) ServiCe 

3 
Con&nucti 

anol 
reloteg 

engmeermg 

Kerrices. 

4) HTbnbutry Carvices 

)Efucatirnal viteg 

vimenkal Services 
Ryancil Services (ngaramcekAankng) 

2viceg. 

CoCal Cervia 

8) 
Hea% 

rlotad 

na 

Socal 

Semee 

Dbherent 
types of Corv+ce 

Sectert 
in gnola: 

Tourim 

ycou"g 

Hatey 
onelRes 

turants 

1 Tra e, 

Shoppng 
4- 

Por&arv+tes, 

C- 
Strage 

2erv+tes 

6- Teleco 
ano 

Relate) 
Serrita, 

7-Accsunng. 

anolAatrg- 

Services,8-

Reoul 
2efale 

rvces9.ReseHolh ano 

oewalepment, 

lo -

Legal 
Serrices, 

l- 
Congeltona, 

(2- Cend Ennetr). 

&orvices,9 

Resete ano 

Charackerz6ce: 
> U 

Tntangitntly 

Hebvgonaity 

PerTshalbiti by, Inseperaoid, 



Einal Poducl Solectin 

Prodnct 9t s he bumdle ot 
2akthacbm, 

gf th Chaplev 2 
, O 

Cmeeptual 
Crenkrm e a producer 

apovad 
yha Cmdun 

Atcerolng 
PhiliP 

Kotler: 9e teel 
the a product 

s 

tr attenkm 

tha Card umer 

amythin9 
that Can be 

ettared 
to amarket 

tr aHenb 

acuiL&m, 
ue or 

Coeumt 

PrOou ct 
Celectrom 9 T Lhe boces in 

ohich 
relai 

ler 

Chonse tAe shape cr 
matertal 

ob the paduct 
aa pa 

market qemana. roouct Solectrn: mcncwoleo odut Salectun: 

1 Makrial 

a) Chope a 
COY 

Price Pooluct select2m 

Produ ce V 
ChoracknIs Naee 

Temamo and 
Suy 

CharackeT6u 

Natre B57 
URe 

CohaumpH| 

tnd rd Poductr. 

Job-mdor Prmoluct 

Faat MOvg 
Cong umr gdds 

Comumir 

ouralle 

Congum Aodu 
Induthial >Poluctune 

Gyedd poductM 

Prooduu ct seleckm s a 
decison 

bocen, 
im 

hich the 

olesign 
Lmelect 

ome or 
rau Procuct 

Concept bo burther 

deweopmonat 

An enbrepreneur 
stalliches a 

bumen unit orth a 

modest 
voßtmenke in a 

&mall &eale lewel. &vnall &eale Levol 



Pootuct Selectiv 

Proouct 

Cue tomT 

Product Celectn. 

Lmmovabiu) Ono Oveathvt 

Dostgm &5a oduct 

MaeM Sele ckm 

Rnal Povoluct| 

Cultomer 

Imborkemce et 
Poduct 

Selectrm Select 

D Chanes 
en 

PbusmeK 
Rek 

3) Chansee 
the 

Exbng 

Poduct 

qtte. 

2) Changes cn 
PmancialL 

Rick 

2 ehn markebma Cyskem 

4) 
Charpes 

n eiatm 
morkebng 

Cystem 

A Ohanges 
C 

organisabrm 

&enccue. 

Changel 
en the Cambebrtve 

Posauee Potibizm. 
Preeluuct 

Selecbtn 
poce 

Steps 

nve-iao 
n Need 

Proeuct 

Selecben 
Proce 

Steps 
1) Ioleoa Gzmeroubivm, 

3) Evaluabron 

Chotce 

Stages es Naud 
Poouct 

Celectim onol 
Dolelepment 

1) Exploratim 

2) Cereten ing Tehniol Peattbtt ef the ddea 

) Pru&me Arolyr, 

Celectrm onolDoelsprmnt 

PPoce 

Market Potembality 



4 Deevelopmemt 

C Te&& 
6- ComerÉiolisabim. 

Assexs oment eb Demano and Suppe 

Demona:7 
9iT 

wilmgnei 
and abrdty e5 Cmmea 

to Purchase. 
agven 

amount ef a g0se r servite 
at 

a givom rtce 

pply: 94 ts the wTlnghes ot sellea to bbtor a to bbtor a 

ivon uanbibt et a goso r sevite bUr a qve 

pri ce 

r Sevite 
or a ven 

D 

Pice 
D 

A SIDBI'> The Small Indusieu Darolopmant Bon 

or India oovie2 bmancialL anol ndn bnaneral asAT 

&mal keole mduetiz3. 

tance. tv Cenkres 

S DIC :> The apzjc Inouakie Cenkras was 

lavel p0mo tr 

a 

elnp m zbict 
levr anonural lovel pomo tan 

Vteefe ano 

oomeR LCale 
ènousbie8, 9t repore Vhlefe Ono orepare 

5erete reject Teart. 



Potentsal Are e6 GmdtA ir lbugine 

Cmnot 
Polebal 

is a o9ani cabm 's bukure alott 
organicabin 

's butune altt 

to 7enarate larqer Pebits, 
expano êts wdorkbprce ang 

to 

ane 

TOmp up its proolucbion. 

2) Cu9tomes 

A) 
Dreibir) Rys lem. 

MarketmA 
) Prectyctare Seviceg 

G) 7 Pricing ghtegie. 
P-pCHman fRegamces) 

8 Patprmamce 

io)Sale 

TeehnTe veko-pmer D I2) arnol 

Agoncieg to be Contactee bor Pryect 
Impamentat): er Pryect Imptamentatd 

FEnanetr rporabins 

The 
eoicha 

State 

tnanctal 

poabrns 

Ostance to te 

1. O. S. F. C 
wththe 

eurect ob 
rovialing 

Loan 

aNistance 

to te 

moro, 
mal 

anol 
meotum 

Merma e. Leem 
aeatance 

to 

ovide bor acI Em e amo, 
Cona 

tnuctin ob 
bactt 

uldmg, 
Prchase ot Ptane 

Machinan, 

Tenovabm 
amo 

o ovialing Loan 

. QSIC 7 Te 
elfeAa 

&e 
Znctustbies 

Corberobrom Incusbies Corperroubsem 

at 
ejecbves 

a to aid anod 
aezt 

the SSI 
Uni& 

to aio 
anoasst 

ta SeI Units 

ano levelspm ent 

ehe 
tole ter 

&ustaines 
rondth 

ano 
olevelapment 

Oces ntie&tate. gnondth

qar 
the 

nolusialitabrm 

ceR 
nhe&taete 

94 roviolëng 
radmalsriads 

assiztnce 
ano) mareb ass3tance amal markeb 

Rphert to Sc T Units. 

IDO: The oolzha 
Industial 

Inragtmetre 

pvelepmeme 
Cor eratr stth tae kpecitit ojette tae&pecdic eljecte 

Creabmg 
iratutre teciliHes n e 

Oreabm 



Stepsto Succ extoul 20hedules 

Step-1 Debine he Schedule Activtie 

UNIT- 2. 

Step-2 
Seauomce ot the Activities 

Estimate the 
Re&eces 

neeleo br 

actvit 
Step-2 -

the 

stp-y- 

Eaeimatgthe 

oduratiom et the 
Sach 

Aetivtes 

Step-- Schedule Dowalopment 

Step-6-Mon 

tenhg 
anod 

nbbllu ng tha 
&cheolule 

A 
Sheolule 

ora 
time Eable 

a8 a 
t 

maagement 

a c9ith potslMe 

toot, 
consirks a 

alirt a 
times 

at 
Shith 

pots:tte 

a 
lirt a 

times 
to teke PHace. i 

tk 
nts, er 

actrm 
are 

tenoded 

to 
takPACe. 

Praject 
imptemenbvy 

agancy 

means 
the 

r4p,Lle 

agenC 

means the 
anble 

agency 
olesgneo 

to 
iplemen�, 

moni'tor, 
onl 

oyalvate 

agn 

ement, 

monitor, 
onal 

ewalvate 

the och þryjeets 

)Gjant 

Charks 

Timemg 
et 

heject 

ativtte 

Revied 

Prject Implemenkabw Plan 
Timemg 

ef 
Peject 

aCEivtre 

CCnhtolPath, Method 

C PM 

2) PERT. 
C 

Pject 

EnaluahmRuz 
Techrzue) 

1) 

Srmpfe fismols, A 

roect 

Implemenkatiiy 

Proeek 
Phate 

6Clesng 
& boladp 

Phose 

)Inittatsn Phase 

a 
Dehenitim 

Phal e. 

)Dest7nng Phode 
Develspmnt Peod e 

S)TmptemanteS) Phaf e 



Stepe e PejecA MananaqemenE Preparat) ono 

Implamentotnn. 

Iodonbihtabun. 

2) Preparntsn 
Apaital 

4) Pre&onbetbrn 

Imylemantabi 

Moi torina 

Evaluatah . 



ONIT-2: Aqmcies to be Contacteo ter 
ect lmetememtatia- 

SLNO Name bt 4gencie 
THPes et Atistance 

Directrale 
Tnolusbies, Gidrt e6 
sdizha, CTC. 

Small Induiie& 
Servtce Inittutes, 

CTC. 

. For Regtstrati 

Lenibicab o Preject 
Pe-tiLg, techno-eConomi amo 
anarial CongltancyServi
es. 

MSME Davelopont 
Instte, <T 

IDCO, IP ICOL 

uban 2Ser. 
Lamo an Inolusbacheo. 

OSFC, IPICoL 
SIDBI, Commercial 

NABARD, eher Jns, 

inamctal A3tance.. 

Lnatdbons. 

Rad Malerias OSIC, CTC. 

Smol Scolee 
Indushyes omgoriaby 

NObelhi 

Drectrs of 
Indugbiey 

NSTC NedDa 

Plame Macnan 

TechniCal KnodHod Small InduabieB 
Seryize Inabitkes, 

MCMECSIST)cTC 
Proucbviytbi. 
NabienalCholA 

Indg jes Dellu 
Corperatons NDelli 

OPTCL,GGRIDCo 8 Poroe Electiciby 

burean o5 Inoio 
Sttnodar os CSIS) 
Natm alProouctrit 

Ccoumcit. NedDeU 
MSME, CTC 

Qualibt, Stanoardiaaten , 

Mrkeba/ExPert Aseztence MSME, CTC. 
ExPort Pomoten 

Morkeb8, PofSR 
onc PrmotwnN: DEM 
eTG 

PorF 

Subjec 1tauv* 



11. Oer PomotnatAneie. APICOL, BBCR 

4Horicultre volyp 
PhoNan, AsR. 

Anima LHusbandna 
Vetenarimj£ervices 

Te 
Cettege Inou&kie 

echrale o b18R 

Frsheri,eTC 
Cetr beaaro, tR 

MIBcellaneors ablem&. 

The feolerabm 

Smal Inougtnsot 

India, Naw Deli, 



Tol enti byina Buines opbrtunit 

Pbusmem iolea: t is abusinRS Cmcebt ha 

results in bohits ib tt i tnad into a tangtle 

Procuct or Sorvice 

oPortuniby'> It z olebinec as the potential 
to 

Oreate ometing neuð bhat 
invevee Chamge in 

Knaueq2, 
tecmolsag, eConomy, 

pot'tta, 2ocial 

and lemograpit Condi 6ung 

SeurceR o u1en idoa2 anol sepportumit; 

Prm amu eurCes a) 
dbcenvabuns 

berperiments 

CIntevteus 
e) Sovey . 

Co 
GbeYatiu

Dat 
Fahrae 

bkervira and recrdng 

tsatherre e observirg and reCrolngt 

the 
repomden 

actiana 
in. actiang en. 

ExPoriments:7 
Pro ouct Comping 

s amothar eptim. 

(C 
Inlervieu:9 

rela 
ra@amch 

CWrs 
intemieus nth 

CustomeS, 

opptiera, 

Cmpebitsn 

Induay 
exporks Rlres2aroh 

intervieu th 

d SwvA 9 9t Teberr to the 
olevalspment 

8a Chort 

proauct 

uerttmare 

wth rerpect
to tho tageleol

roouct 

(a 
Secnodan 

Sourceg:7 

9tinveweo 

grthenng 
data that 

hawe 
dlready 

been Cmbed 
anol are 

avallaofe

Ca) Reltalole

anol are avalaole. 

cb) Avatulee reberences 

CO 
mas 

mella 
and 

elecbonit 

meola. 



Chap ter -3. CCam mm) 

IDENTIFYING BUSINESS OPPERTUNITIES:
1. Business ldea 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 
3 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, suppliersS, 

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 

I. reliable 
II. Available references 
IIl. mass media and electronic media 

i. Reliable information obtained from annual report of companies. 
ii. Reference an entre preneur can use reference such as publish information from 

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

4 PROCESSING OF REGONIZING, ANALYSING AND CHOOSING A BUS!NESS 
OPPORTUNITY 
i To determine if the venture can make profits and sustains its competitiveness.
i. Each opportunity must be carefully screened and evaluated.
ii. Evaluation is the most critical element in the entrepreneurship process. 

5. Choosing a business opportunity Criteria that must be choose 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 

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

the 
Customers 

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 
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capital Also 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 sell your products? Who will buy your products? 
5. Supplies or raw materials - Are rnaterials always available? 

6. Manpower Are expert workers available? 
7. Technoiogy- Is your product or service new or improved? 

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

2. OPPORTUNITY IDENTIFICATION'APPROACH TO OPPORTUNITY
IDENTIFICATION 
t. Observe changes in the environment 
2. Recognize a need that customers have that is not being satistied 
3. Recognize problems and find ways to solve it 

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 

TYPES OF SITUATIONAL FACTORS 2 
Product or service is still not in existence 
Product or service is already in the market but failed to satisfy the Customers - so nee 

to be improved 
EMERGENCE OF OPPORTUNITY 
when people decide they have certain needs and want to be satisfied, or when people 
discovered a problem of some kind that can be helped by a product or service. 
The presence of unfulfiled needs and want and/or problems alerts the entrepreneur to the 

potential opportunity. 
The entrepreneur later creates a business that is able to fuBfili the needs or want and/or solve 
the problem. 

3. OPPORTUNITY IDENTIFICATION Opportunity identification is a process that invoived the 
search for and discovery of business opportunities 
ARPROACH TO ORPORTUNIKY IDENTIRCATION 
1. Obgerve changes the environmert
2 Recdgnize a need that customersave that s not being satisfied 

3. Recogxe problems and find ways to solve it\ 
OBSERVING CHANGES iN THE ENVIRONMENT Changes in the envircnment give rise to 
needs and wants and/or problems, and an opportunity emerges important envirenment forces 

to observe include: 



3 1. Economic forces 

2. Social forces 
3. Technological advances 
4. Political and regulatory statues 

NIZE NEEDS AND WANTS Opportunity occurs whenever there is a need and want 
Tu. he term "needs" refer to basic needs that the consumer must have in order to ve 
DES em wants" refers to a personal desire for something that is more than a basIC need. REGOGNIZE PROBLEM AND FIND sOLUTION Problems can be recognized by observing Chalienges that people encounter in their daily lives. Solution to the problem represented a 
business opportunity 

OPPORTUNITY IDENTIFICATION PROCESS Search for Changes in the environment Recognize needs and wants, and solutions Discovery of Opportunity 
ABILITY TO SEARCH AND DIScoVER BUsINESS OPPORTUNITIES Experience and exposuree 
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. 
CRITERIA FOR EVALUATION AND SELECTION 1. Can make money and has potential for growth 2. Less competitioon 

3. Good fit between entrepreneur and opportunity 4 Has competitive advantage 
5. Workable and efficient 
6 Not against the norms and values of the community 7. Conform with laws and regulations
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