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Pi/Pu
entrepreneur, 

indaihloh a na dawn!

Divide those tasks into ‘mini projects’.



Projects do not exist in isolation.

Business

Project A

Task 1

Sub-task Sub-task Sub-task 

Task 2 Task 3

Project B Project C Project D

Task 2 Task 3

Sub-task Sub-task 



Time-bound; due date

Conflict-ridden; budget

Measurable, pre-defined goal

Complex; multidisciplinary

Specific; demand-drivenPROJECT



Feasibility Analysis
- Screen for internal and external constraints.

- Proceed to Stage 2 only if the idea is feasible 

or if more data is required.

1

Techno-Economic Analysis
- Estimate potential demand for goods/services.
- Choose optimal technology!

2

Project Design and 
Network Analysis

- Define the duration & sequence of events or activities 
of the project. 

- Identify project inputs, finance needed and 

cost-benefit profile.

3

Input Analysis
-Determine the availability and quantum of 
required materials and human resources.

4

7 Stages in Project Formulation

Financial Analysis
- Estimate project costs, operating cost 
and fund requirements.

5

Cost-Benefit Analysis

- Is it worth it? 

- Weigh the benefits versus costs

6

Pre-Investment 
Analysis
- Consolidate all 6 stages

-Accept or reject the proposal.

7

Note:
A business plan is a concise,
exact statement that sets the
boundaries of work for the
business.





Every project starts with 
an idea which is provoked by 

a need or a problem that has been 
insufficiently solved or not solved at all.







Ask yourself where you want to go, how you can 
get there, and what might get in your way.



What are the technological trends 
impacting your clients?
What trends can you take advantage of?
Is there another market your products 
would work on?
How can you turn your strengths into 
opportunities?
What do clients ask for?

What threats could harm you?
Have you lost a client? To whom?
What is your competition doing?
What threats do your weaknesses 
expose to you?

What do you do well?
What unique resources can you 
draw on?
What is your USP?
What do competitors see as your 
strengths?

What could you improve?
Where do you have fewer 
resources than others?
What are others likely to see as 
weaknesses?
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REQUIREMENTS



Government regulations, policies & licences

Absence of external economies & ancillary (support) 
industries

Transport & communication networks; 
Intricate system of business practices

Resource Mobilization- especially 
adequate finance and materials

Selection of appropriate /optimal* technology and 

availability of technically qualified personnel









USP (Unique Selling Proposition) 

• the unique thing that you can offer that your competitors 
cannot, i.e. your “competitive edge” 
• the reason why customers buy from only you

If you don't have a USP, you will struggle for survival.

• USPs are often extremely difficult to find. And as soon as one 
company establishes a successful USP in a market, competitors 
rush to copy it. Innovate continuously.
• Once you've established a USP, make sure that the market 
knows about it!



Price/Quality/Range/Expertise/Stability/Size/Profitability/

Market Strategy/Ease Of Ordering/ Speed Of Delivery/Reliability



https://hbr.org/1999/01/creating-new-market-space



– Who is your customer?

– Do you have an economically viable access to 
customers?

– How does the customer make a decision about buying 
this product/service?

– To what degree is the product/service a compelling 
purchase for the customer?

– How will you reach all the identified customer 
segments? 

Questions Every Business Plan Should Answer



– How much does it cost (in time and resources) to 
acquire a customer?

– How much does it cost to support a customer?

– How easy is it to retain a customer? 

– How much does it cost to produce and deliver the 
product/service?

– How will the product/service be priced?

Questions Every Business Plan Should Answer



– Is the industry now, or can it become, structurally 
attractive?

– Is the market for your product/service large, rapidly 
growing, or both?

Look for markets where you can actually make money.

Buy low, sell high; collect early and pay late – this is the 
ideal. 

Challenging an industry’s conventional wisdom about 
which buyer group to target can lead to the discovery 
of new market space.

Questions Every Business Plan Should Answer



Questions about the Competition

• Who are your current competitors?

• What resources do they control? What are their strengths 
and weaknesses?

• How will they respond to your decision to enter the 
business?

• How will you respond to competitors’ response?

• Who else might be able to observe and exploit the same 
opportunity? (Don’t be an R&D ground for them!)

• Are there ways to co-opt potential or actual competitors by 
forming alliances? 


