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UNIT 1: Business Opportunities
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Welcome!

Welcome to the RESET Module 2 Business Plan Development resource! This

resource will introduce you to Unit 1: Business Opportunities.

INTRODUCTION and AIMS: LEARNING OUTCOMES:
Business ideas are all around us. On successful completion of this
Some of them can be the result of resource, you will be able to:

an in depth analysis of consumers

needs and market trends, others
come from serendipity. > Use a variety of techniques to

generate business ideas

» Recognise business

In this Unit you will learn the "
opportunities

basics about spotting business . N
opportunities and assessing their > Assess business opportunities

viability.
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Generate business ideas 1/3

How can you identify a business idea?
1. Examine your own skill set

W o
2. Keep up with current events 5 /ﬁx//
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- Generate business ideas 2/3

3. Invent a new product or service

4. Add value to an existing product

7
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- Generate business ideas 3/3

5. Investigate other markets
r

6. Improve an existing
product or service

7. Follow the trend




gg Emerging economic sectors 1/4

The most important emerging economic sectors
are;

Social and Health Services; 7™
ICT; A
Eco-industry;
Renewable energies;
Sustainable tourism;
Restoration of buildings;
Culture services.
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Emerging economic sectors 2/4

Examples of activities with potential
development
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Emerging economic sectors 3/4
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ll The SCAMPER technique
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ctivities to assist idea generation

rocess
» Change of environment

» Shutting out distractions
> Positive reinforcement
» Creative loafing time

> Fun and humour

Erasmus+




Assess the viability of your idea
1/3

Whatis the competition like for this idea?
How will my business idea stand out ?

- v
“d . Are there many prospective

<

> ?

‘E’ ‘. " customers:
» X ®

' &GE  How will | attract my first
customer?

,’
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Assess the viability of your idea 2/3

out what the competition is;
a niche or a smaller target area;
out if there is a demand in your

» Learn what your-2otential customers are

looking for.
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Assess the viability of your idea 3/3

First stage screening: Generate possible
business ideas by using creative tools, such as
brainstorming.
r

Second stage
| screening: Evaluate
different parameters

SpA sk :
i elated to economic

criteria.



- Critical Success Factors (CSF)

5-extremely high; 4-high; 3-average; 2-fair; 1-poor; 0-absent

Availability of




Additional parameters

» Ease of implementation criteria
> Risk exposure criteria

» Government priority and support criteria

Erasmus+




SWOT analysis
_
Helpful Harmful
Internal Strengths Weaknesses
origin
External Opportunities Threats
origin
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Summary of key points 1/2

Examine your own skill set;

Keep up with current events and be ready to
take advantage of business opportunities;
Invent a new product or service;

Add value to an existing product;

nvestigate other markets;

mprove an existing product or service;
Follow the trend,;

The most important emerging economic
sectors can be a valuable source of business

ideas.
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Summary of key points 1/2

» The SCAMPER technique includes a series of questions
that can help you come up with creative ideas for
developing new products, and for improving current
ones. You can check the handout and test the questions
with your business idea.

» You can assess the Critical Success Factors (CSF) by
asking specific questions related to the staff, the tools,
the demand of your product/service in your area and the
customers’ needs, the availability of raw material, and

the competition.
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Thank you for taking the time to use this

“Business Opportunities” resource

developed by the RESET project team.
S

To access more information or additional

resources developed by the RESET project,

please visit the project website at:


http://www.resetproject.eu/
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The Rural Hub . . . .
in association with

S V E B . Schweizerischer Verband fir Weiterbildung
Fédération suisse pour la formation continue

Federazione svizzera per la formazione continua
F S E A . Swiss Federation for Adult Learning

Visit our website: https://resetproject.eu/
and join our Facebook page:
https://www.facebook.com/resetproject.eu/

This project has been funded with support from the European Commission. This publication reflects
the views only of the author, and the Commission cannot be held responsible for any use which may -
be made of the information contained therein ErasmUS+



