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Management 428
Opportunity Analysis
Due: March 6
You can have the greatest concept/idea, but until you have customers, you do not have a business, and unless you can demonstrate a sustainable advantage versus the competition, you will not attract funding. Therefore, before you write the part of your business plan that provides details about the operations of your business, you need to describe the customer/market and the industry/competition (that is, factors over which you have no control). Your analysis must answer the following questions: 

A) What is the opportunity rationale? In other words, why is now a good time to launch this enterprise?

B) Who is the target customer for your product/service? Be specific about location, age, income, level of education, and any other demographic factor you can. You will not have succeeded in doing so unless you are specific enough that it is also clear who is not your customer.
C) How big is the target market? How much growth is expected?

D) What is the nature of the competition? Just because you offer a distinctive (or unique) combination of products/services does not mean you have no competition. Instead, it means you have several forms of competition.

E) What is the nature of the industry? Does it feature high or low barriers to entry? If low, you should expect newcomers after you start. Do suppliers wield much power? If so, your costs are likely to be high. Do customers? If so, your prices are likely to be low.

Overall 

The question that your analysis should answer is: To what extent is there room for a new entrant (not necessarily yours) in your chosen industry and market/location?
Required 
5-6 pages describing the nature of the opportunity, the target customer, the extent of demand, the industry, and the competition. You must include a list of sources you used to gather information.
The end result will become an important part of your business plan.
Format
I suggest using parts of the business plan outline in your blue book:

A) Industry—section II (A), p. 120

B) Market Research and Analysis—section III (A, B, and C), pp. 121-122.

Feedback
Provisional letter grade with comments regarding extent of research, quality of analysis, adherence to external focus rather than a repeat of the concept. 

Insert your revised sections where appropriate in your business plan.

