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Feasibility 101: Separating the Glitter from the Gold
Module 6

You have spent the last few weeks analyzing different factors that will impact how your business will perform. Now we are going to examine those factors and see if your idea is feasible. Remember, to have “feasibility” means a business owner believes that they have sufficient advantages to reasonably build the business and that the estimated investment of time and money will produce their desired results.
In the last module, you began to examine the financial prospects of your business by drafting an income and cash flow statement.  You also identified your expected sales and costs based on what you know and your potential start-up costs. These are your first glimpses and not the final cut! As we discussed before, the major reason for starting a microenterprise is to trade a low income strategy for a higher income strategy. The key to making that happen is the STRATEGY! 
Your strategy will be strong or weak depending on what you have learned during your research. So now is the time to ask yourself, what do you know now that you didn’t know before? What do you still need to know? Should you proceed to develop a business given your current knowledge? What can you do to gain more insight in the areas you identified as weak? 


Learning objectives

· To learn to evaluate the various factors of a business to determine feasibility. 

· To understand how begin to map out a strategy for going into business. 

Feasibility and Strategy Checkpoint
Planning for a business is very similar to planning for a vacation. For a vacation, you call all the local hotels for their prices, you look for various travel options and you budget your time and money very carefully in hopes of having a fun and economically sound vacation. Now think of the information you have acquired in your feasibility assessment as mapping out the landscape where business will be done. These facts and figures should show you the terrain and the major players. It should also show you where and how (or if) you fit into the landscape. If you move forward, your strategy (contained in your business plan) will be the roadmap to get the most of your identified advantages.
Your current knowledge will be the basis for the decisions you make in the near future. Feasibility gives you know how and know why.  However, gaps in your knowledge left ignored will affect your business performance and could lead to a variety of problems—from minor to catastrophic (translates into bankruptcy).

Once you have all the information you can reasonable gather, you have to decide what the reasonable outcomes are and what the odds they will happen. Entrepreneurs are risk takers but not gamblers.  They look for reasonable risks and the best rewards. What are the odds this endeavor will take you to your personal income goals? Given what you know, is this a real income generator, lifestyle business, or a mediocre business?  The more advantages you have the greater your potential to generate an income. 

If this venture is feasible and desirable in your judgment, then you are ready to move to the next step, constructing a business plan. On the other hand, if the rewards aren’t clearer to you at this point, they may never be!  If you have your doubts, you should go back and reconsider this venture or give it up for a BETTER idea. 

Opportunity Costs

Beware of the opportunity costs.  Opportunity costs are any other possibilities forgone as a result of this decision. A person who can run a profitable business is certainly desirable as an employee. Is there a job that would pay as well or better and not all of the hassle?
Opportunity costs are large and small. They could be as small as not doing your books for the night to watch some TV or as large as passing up on a great business opportunity to spend more time with your family. But it’s important to evaluate all of the opportunity costs of each decision you make, including starting a business. What are you giving up? 
Feasibility 101: Separating the Glitter from the Gold
Worksheets for Module 6: 

Competitive Advantages and Feasibility Evaluation

Competitive Advantages and Feasibility Evaluation Worksheets

Based on the analysis you have done so far, you should begin to see areas where you have competitive advantages. Competitive advantages are areas that you have a superior position in terms of producing your product or service and that advantage is difficult to copy.  Remember, competitive advantages lead to dollars you don’t compete for and you don’t have to work so hard to get. 

Based on your analysis in Modules 1 through 5, answer the following questions to the best of your ability:

1. Your Strengths: What you do well. What are your strengths that will help you lower the cost acquiring the product or raise how the product performs?

2. Your Customer:  What are your customer’s needs or wants?  What is their goal in purchasing the product or service? 
3. Your Product:  How well does your product aid your customer to meet their need?  Does your product or service promote well-being? How will they use your product or service?
4. Your Industry: What changes are occurring in your industry?  How will these changes affect your business and customer? What are the industry leaders doing? What are the industry trends?
5. Your Competitors: Who are your top competitors? What markets are they targeting? What are their marketing strategies? What features and benefits do you provide that your competitors do not?

6. Competitive Advantages: What benefits do you provide to your customer? How do they use your product or service?  What strengths do you have that contribute to producing your product or service? 

SWOT ANALYSIS

SWOT Stands for Strengths, Weaknesses, Opportunities and Threats.  Strengths and Weaknesses are internal factors that affect your businesses ability to perform. Your knack for producing your product or service could be a strength, while your inability to perform bookkeeping could be a weakness. List the most important strengths and weaknesses you have discovered so far that will affect your ability to perform and your business to succeed. 

Opportunities and Threats are external to your business and are forces that act as advantages or disadvantages. An opportunity could be a market need unmet by other businesses or an industry trend that favors your business. A threat can be government regulations that will make it hard or impossible to do business or a competitor that is challenging you by targeting your markets or has greater resources.

The result of your SWOT analysis should be the basis for your strategy that will take place in the business plan, should you decide to craft one. 

	Strengths
	Opportunities

	Weaknesses
	Threats


	
	Feasibility 101 Evaluation

	For the following questions, rank the level of knowledge you have obtained. 
	
	
	

	0=No Knowledge  10=Sufficient Knowledge
	
	
	
	
	
	

	1. State your business concept and rank your level of confidence in the concept

	0
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10

	
	
	
	
	
	
	
	
	
	
	

	2. You know your customer profile.
	
	
	
	
	
	
	

	0
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10

	
	
	
	
	
	
	
	
	
	
	

	3. You know your target market.
	
	
	
	
	
	
	

	0
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10

	
	
	
	
	
	
	
	
	
	
	

	4. You know market demand factors. 
	
	
	
	
	
	
	

	0
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10

	
	
	
	
	
	
	
	
	
	
	

	5. You know your competitors, their marketing strategies, and their strengths and weaknesses.
	

	0
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10

	
	
	
	
	
	
	
	
	
	
	

	6. You know your competitive advantages.
	
	
	
	
	
	

	0
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10

	
	
	
	
	
	
	
	
	
	
	

	7. You know your industry and trends. 

	0
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10

	
	
	
	
	
	
	
	
	
	
	

	8. You know your characteristics, goals, and strengths as a business owner. 
	
	
	

	0
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10

	
	
	
	
	
	
	
	
	
	
	

	9. You know the features and benefits of your product or service. 
	
	
	
	

	0
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10

	
	
	
	
	
	
	
	
	
	
	

	10. You know how you will sell your product or service and get it to market. 
	
	
	

	0
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10

	
	
	
	
	
	
	
	
	
	
	

	11. You know the estimated break-even point of your business
	
	
	
	

	0
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10

	
	
	
	
	
	
	
	
	
	
	

	12. You know your start-up costs
	
	
	
	
	
	
	

	0
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10

	
	
	
	
	
	
	
	
	
	
	

	13. You know your gross margins. 
	
	
	
	
	
	
	

	0
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10

	
	
	
	
	
	
	
	
	
	
	

	14. You know how much control you can have of your costs. 
	
	
	
	

	0
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10

	
	
	
	
	
	
	
	
	
	
	

	15. Rank your confidence that this business concept is an opportunity. 
	
	
	

	0
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10

	
	
	
	
	
	
	
	
	
	
	

	Review your answers.  Answers ranked 1-4 could be roadblocks and prevent your business from taking off.  Answer ranked 5 to 7 should be reviewed for improvement.  Answer ranked 8 to 10 should be where you are solid with your understanding of the context and have a high level of confidence.  


Review





Feasibility Evaluation
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