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Disclaimer: All the Logos, Designs , Concept diagrams and Names used here are  owned by the respective owners. 
This  presentation for academic purpose only. 
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Session 1 ς10am   - 11 am

Discussions on Business Opportunity Scanning
Established Business Vs Start-ups

Scanning Process  

Session 2: 11.20 am to 12.00 Noon

Case working with Participants

Open discussion 
Closing Remarks

Break ς11 am to 11.20 am 



Objective of the Session

Introducing  Biz Opportunity scanning

Context Differentiation ςEstablished vs Start-ups

Simulated Exercise ςParticipants to do 

Knowledge sharing Discussions



Opportunities are Every where!

No body wears slippers here!
Can you sell polythene bags in 
premium?

No one has shoes 
here!

Imagine selling 
Polybags



The few spots and reasons!

ÅKnowledge of an industry

ÅNo knowledge of the industry

ÅA chance insight

ÅA felt need

ÅA bad boss or company

ÅGovt. Regulations

ÅDemographic trends

ÅA model to copy with few changes



Entrepreneurship is often like Riding Waves!



Entrepreneur/ship

ÅOne who deploys resources to maximize returns, 
assuming risks and rewards. 

ÅThe Turbulence in economic conditions create new 
opportunities for Entrepreneurs.

ÅThey have desire for achievement and independence.

Å They ensure equilibrium of economy and market 
forces. 

ÅEntrepreneurs are driven by greed and ambition.

ÅPeople who act with limited information to attain 
certain economic goals. 
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Question to Participants

Why should Business 
Opportunity Scanning be 

done? 
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Where we are now? ςSituational assessment

Where want to go ? ςVision and Mission 

How do we get there? ςStrategic Initiatives

What are likely problems? ςEnvironment analysis

What are our strengths and weaknesses? ςSelf assessment

How do play to our strengths

Is  our actions and plans consistent with our core values?

What are our goals and how to measure our performance

Detailed Operational Plan 

Project Management and Operations 

The Strategic Planning Steps -
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Business Environments 
are rapidly changing

Planning and acting 
needs static assumptions

Hence Strategic Planning 
is useless 



Question to participants

Why should Strategic 
Planning be done?



Strategic 
planning is  

useless But, We need 
direction to act



So , Let us become  Agile enterprise.

Information Churn  is rapid
Market dynamics change with players taking similar stands

Flow of Information has accelerated changes
IT does real time analysis and give information, but the results 

are with all. 

Small companies are best positioned to handle such 
Dynamic Conditions

The Answer is start-up like culture.
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These  are the  External Factors  which are external to Business 
These are what we are supposed to scan 

The EXTERNAL FACTORS 



Business Environment scanning can 
be impacted by 

Quality of Information
Granularity of Data
Timeliness of Data

Authenticity of the source
Generalization 



The Grown up & The Growing

ÅEstablished 
Businesses  vs Start-
up Businesses, 

ÅThere are 
differences, while 
scanning for 
Business 
Environment



Question to Participants

What are the differences 
between Established 

businesses and Start-ups?



Casual vs Effectual

Corporate Approach
CASUAL 

Given Goal , Demand Resources
Spend more to reduce risk

Start-up Approach
Effectual

Imagine End, 
Leverage available resource

Take Manageable risk and Survive

Source: Dr. Saras Saraswathy ςEffectual  vs Casual approach



Niche Marketing 

Mass Marketing
ÅSell Vegetable

ÅFine Dining Multi-cuisine
ÅGeneral Physician 
ÅSemiconductors
ÅDesktops
ÅCars

Niche Marketing
ÅSell Only medicinal Green 

leaves
ÅFine Dining Korean 

Cuisine
ÅDiabetic Foot Clinic
ÅPower Semi over 1000W 

switching
ÅEngg Workstations
ÅSuper Computers 
ÅElectrical Vehicles



Characters of niche

ÅDifficult to Service

ÅTo start with very small market

ÅOften caters to early adapters 

ÅLater becomes mass market commodity

( Touch Phone , PDAs ςnow more common)

ÅSelling is relatively easy ςBecause it is not 
profitable for mass producer ςthey avoid 
niche



In Start-up context ςThe issues

Large Companies

ÅResource Available

ÅCasual approach

ÅSpending More to be 
accurate in prediction

ÅFailure Tolerance 

ÅOften large teams are 
responsible

ÅStakes relative low for 
players

Start-ups

ÅResources is limited

ÅEffectual approach

ÅDirty experiments to see 
quick results ςSurvive first

ÅCrossing Valley of death

ÅOften one or two people 
have to take the calls.

ÅVery high stakes for the 
players. 



Take away

1. Business Opportunity Scanning is necessary to 
decide about Strategy ςLike a map

2. Opportunity scanning can happen in business 
eco-system, covering Technology, Economy, 
Market, Finance, Competitors, Demography, 
Supplier and Government and labour markets

3. Entrepreneurial Business Model is different 
hence, opportunity scanning here is different

4. Niche marketing is preferred by Entrepreneurs.



Question & Answer 

ÅDiscussions

ÅThank you


