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1. Business opportunities
• Is the possibility to make a profit  by providing 

goods/services to satisfy customers.
• Based on the research and a SWOT-analysis on the needs 

of the community. The entrepreneur decides if his/her 
business idea can be transformed into a business 
opportunity.

• From the analyzing of the data obtained, the following can 
be determined:

- Is there a need in the market for your idea?
- Who will be the target market?
- Who is your competition and where are they located? (Can 

be done through a market survey)
- Who are the suppliers of your product?
• From the research you can determine whether your idea 

will be successful.



2. Importance to assess needs to identify a 
business opportunity.
• You must determine the needs and desires of the target market 

before you can execute your business idea.
• Money must be invested in the idea and if there is no need for the 

idea, the idea will not be successful.
• Without necessary research on the needs and desires of the target 

market, the entrepreneur may lose the money invested.
• Different instruments can be used to assess the needs and desires.
• After it has been assessed the entrepreneur may need to adapt his 

original idea to provide for the needs of the target market.



3. Designing a research instrument to assess the 
needs and desires and to identify a possible 
business opportunity
3.1 Why the need for research?
- Information is need for potential and existing clients to enable the 

entrepreneur to stay up to date.
- What are their needs and desires?
- When do they need what?
- Is there a potential market for the new product/ service?
- Are the clients satisfied with the existing businesses/products/services?
- Where will be the most suitable location.
- What is the demography of the community? 
- What is the average income level of the community?
- Will they be able to travel to buy the product?



3.2 How is the research conducted?
• Research is done through a research instrument/method.
• Different types of information needs different types of research 

instruments.
• If the business knows which type of information is needed, a research 

instrument can be developed.
- If the business does not have the knowledge to create a business 

instrument, it can be outsourced.
- Marketing consultants can also be used to gather information.

Primary/ internal market research Secondary/ external market research

Information gathered by the business itself or 
through marketing consultants using the 
following research instruments:
- Observation, questionnaires, interviews, etc.

Information gathered by other institutions such 
as state departments, commercial banks, 
Statistics SA, the South African Reserve Bank, 
who made this information available through 
reports, bulletins, electronic format.



• By compiling a SWOT analysis if the business, management can 
determine if the business adhere to the requirements as indicated in 
the market research.

• Prospective entrepreneurs can do a SWOT-analysis from the 
information gathered through market research to determine if the 
business will be sustainable.

STRENGTHS
Internal factors which make your business/ 

product/ services unique, to give you a 
competitive advantage.

WEAKNESSES 
Internal factors/ characteristics of your business/ 
product/ services which will be a disadvantage.

OPPORTUNITIES 
External factors which will be to the advantage of 

the business/ idea.

THREATS
External factors which will be a disadvantage for 

your business/ idea.



4. Development of new ideas
4.1 Research process
• Decide on your target market 
- WHO do you want to reach with your idea, product? (E.g women, 

children, men, adults etc.)
- Decide on the research instrument
- The budget and time available will determine how many people you 

are going to involve in your research.
- Be objective in your research instrument to ensure that the average 

client can be represented.



4.2 Types of research instruments 
4.2.1 OBSERVATIONS
- Researcher only keeps an eye on the behavior and attitude of people.
- This information must be recorded for future evaluation.
- No questionnaire is needed.
4.2.2 INTERVIEWS
- A questionnaire must be prepared in advance which enables the interviewer to ask the 

respondent questions.
- Questionnaire is needed
- The same questions must be asked to all the respondents to ensure a more objective outcome.
- The choice of interviewing method will be determined by different factor:
Time available for the interview
How quick the answers are needed for evaluation
Literacy level of the respondents
Sensitivity of the questions



- Personal interview can be held at any place where the target market 
will be at that stage.

- Telephonic interviews can be held during the day- and night time. 
People must be appointed to do interviews and the conversations 
must be recorded for control purposes.

- Through mail. The questionnaires are mailed to people in the target 
market and they must send it back after completion. It can also be 
done through e-mail.

- Through a website where the answers given by the respondent are 
recorded directly into a computer.



4.2.3 QUESTIONNAIRE
- The type of questions included in the questionnaire depend on the research method as well as 

the type of information needed.
- It must be convenient for the researcher/ interviewer to ask questions as well as indicate the 

responses of the respondents.
- Questions must be clear and as short as possible as well as unambiguous.
- Do not waste the respondents time by asked to much questions.
- Start with easy questions
- Types of questions included in a questionnaire:
¤ Questions where the respondent can answer “Yes/ No”
¤ Multiple choice questions where 2-4 possible answers are given.
¤ Agreement questions where the respondent must indicate whether he/she definitely agrees OR 

just agrees OR agrees partly OR disagrees
¤ Evaluation questions must indicate, Excellent OR good OR average OR weak
¤ Numerical open questions where numerical figures are required from the respondent
¤ Open text questions where the respondents must give his/her opinion.
- It is important to test the questionnaire on a small group of respondents to see whether the 
questions are understandable and clear. If it is not the questions must be altered.



4.3 Protocol of conducting research
• Is the rules to keep in mind when doing research.
• Includes the correct approach of respondents to gather the most

possible answers.
• Depends on the research instrument as well as the type of

information.
• Research can be done by stopping people in the street or at shopping 

malls or door-to-door or telephonically.
• Researchers must bask permission from the responders to take part in 

the research and must get consent to carry on.



• 4.3.1 Consent and appointments
-researchers must first get permission from the respondent to conduct the 
research.
- Includes the completion of questionnaire and interviews.
- Explain the purpose of the research to the respondent as well as the fact 

that the information given, will be without mentioning their name.
- If the person does not want to co-operate , thank him/her politely and go 

to another person.
- If the information is needed from an institution, the researcher ,must get 

permission from management.
- Make appointments with people who will be involved if the resea4chers is 

going to their homes.
- Basic business ethics must be applied during the arrangement for the 

appointment.
- Confidential information must be kept confidentially.



4.4 Business opportunities
4.4.1 Definition
During the process, the data is obtained during research must be 
analyzed and evaluated. After the research has been conducted and 
the strengths, weaknesses, opportunities and threats have been 
determined from the data, the entrepreneur must evaluate if there are 
merits in the business idea.



4.4.2 Application of a SWOT analysis to assess 
business opportunities
• From the data of the research a SWOT analysis can be compiled to determine the 

merits of the business idea.
• A list of strengths, weaknesses, opportunities and threats must be compiled in 

the SWOT analysis.
• Discuss, evaluate and refine this list.
• During this discussion, certain aspects which are not applicable, can be 

eliminated.
• Following questions can be asked:
- Which of the weaknesses will have the greatest negative influence on the 

strengths?
- Which of the strengths will be most suitable to overcome the weaknesses?
- Which of the weaknesses has the potential to hamper the opportunities?
- Which weakness will have the most effect on external threats?
- Which opportunities will lead to the best possibility of successful business?



4.4.3 Analyses to determine a viable and 
sustainable business opportunity
• The information gathered through a SWOT analysis will assist the 

entrepreneur to eliminate ideas not suitable for a business
opportunity.

• Viable ideas as resulted from the SWOT analysis can be refined.
• The most important factor to decide if the idea is viable, is to

determine if the idea can be transformed into a profitable business 
opportunity. This can be done through the determination of costs and 
possible income.



Activities

• Activity 46-page 182 Business opportunities and related factors 
number 1 and 2

• Activity 47 number 3 and 4 page 182
• Activity 48 number 5 and 6 page 182
• Activity 49 number 7 page 182
• Activity 50 number 8 and 9 page 182
• Activity 51 Essay question on business opportunities and related 

factors page 186
• Activity 52


