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Business Opportunity Scanning
- a workshop at VIT TBI
Nov 20, 2009

A J Balasubramanian
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Session1C10am - 11am
Discussions on Business Opportunity Scanning
Established Business Vs Start-ups
Scanning Process

Break ¢ 11 am to 11.20 am

Session 2: 11.20 am to 12.00 Noon
Case working with Participants

Open discussion
Closing Remarks




Objective of the Session

Introducing Biz Opportunity scanning

Simulated Exercise ¢ Participants to do

Knowledge sharing Discussions




Opportunities are Every where!




The few spots and reasons!

A Knowledge of an industry

A No knowledge of the industry

A A chance insight

A A felt need

A A bad boss or company

A Govt. Regulations

A Demographic trends

A A model to copy with few changes






Entrepreneur/ship

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

A The Turbulence in economic conditions create new
opportunities for Entrepreneurs.

A They have desire for achievement and independence.

A They ensure equilibrium of economy and market
forces.

A Entrepreneurs are driven by greed and ambition.

A People who act with limited information to attain
certain economic goals.



Typical Business Value Creation Chain

HR and Corporate Management

Product Engg and Marketing Norenie After sales
Dev production & Sales g Support

Finance and Administration

Service companies
May have a service product
and service delivery
infrastructure




Question to Participants

Why should Business
Opportunity Scanning be
done?



Technology
Basic R &D

Application R &D
Substitutes
Obsolescence

Product
Dev

Demographic
Economic
Attitudinal
Awareness
Educational

Government Economic Buyer
Regulations Conditions strengths

HR and Corporate Management

After sales
Support

Engg and Marketing

production & Sales AT I

Finance and Administration

Labour Competitors Suppliers
Markets Profits Strength



The Strategic Planning Steps -

Where we are now? ¢ Situational assessment

Where want to go ? ¢ Vision and Mission
How do we get there? ¢ Strategic Initiatives

What are likely problems? ¢ Environment analysis

What are our strengths and weaknesses? ¢ Self 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




|_Ecosstem RG>

Business
Environment
Competitive

forces

Desired path

>

Natural course
Strategic and Tactical Actions to change course



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

But, We need

useless : :
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.



The EXTERNAL FACTORS

Technology

Basic R &D .
o vernmen Economic B r
Application R &D Gove ! uye

Substitutes Regulations Conditions strengths
Obsolescence

These are the External Factors which are external to Business
These are what we are supposed to scan

Demographic
Economic
Attitudinal
Awareness
Educational

Labour Competitors Suppliers
Markets Profits Strength




Business Environment scanning can
be iImpacted by

Quality of Information
Granularity of Data
Timeliness of Data

Authenticity of the source
Generalization




The Grown up & The Growing

A Established
Businesses Vs Start-
up Businesses,

A There are
differences, while
scanning for
Business
Environment




Question to Participants

What are the differences
between Established
businesses and Start-ups?



Casual vs Effectual

Managerial Thinking «~ Causal Reasoning

Oustgneshing Charieriatic:
Selecting between given means to achieve & pre-tetermined goal

M,

M,

M,

M,

M,

Given Means

Corporate Approach
CASUAL

Given Goal , Demand Resources

Spend more to reduce risk

Entrepreneurial Thinking —~ Effectual Reasoning
Destmgmixhorg Chorasierisiis;

Imngining possible new ends using » given set of means

Imagined
Ends

Given Meamy E

Start-up Approach
Effectual

Imagine End,
Leverage available resource
Take Manageable risk and Survive

Source: Dr. Saras Saraswathy ¢ Effectual vs Casual approach




Niche Marketing

Mass Marketing Niche Marketing

A Sell Vegetable A Sell Only medicinal Green
leaves

A Fine Dining Multi-cuisine [|A Fine Dining Korean
A General Physician

Cuisine
A Diabetic Foot Clinic

A Power Semi over 1000W
switching

A Engg Workstations
A Super Computers
A Electrical Vehicles

A Semiconductors
A Desktops
A Cars




Characters of niche

A Difficult to Service

A To start with very small market

A Often caters to early adapters

A Later becomes mass market commodity

( Touch Phone , PDAs ¢ now more common)

A Selling is relatively easy ¢ Because it is not
profitable for mass producer ¢ they avoid
niche



In Start-up context ¢ The Issues

Large Companies
A Resource Available
A Casual approach

A Spending More to be
accurate in prediction

A Failure Tolerance

A Often large teams are
responsible

A Stakes relative low for
players

Startups
A Resources is limited

A Effectual approach

A Dirty experiments to see
quick results ¢ Survive first

A Crossing Valley of death

A Often one or two people
have to take the calls.

A Very high stakes for the
players.



Take away

. Business Opportunity Scanning Is hecessary to
decide about Strategy ¢ Like a map

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

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

. Niche marketing Is preferred by Entrepreneurs



Question & Answer

ADiscussions

AThank you



