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  Strategies for Navigating Entrepreneurial ideas 
Into Successful Business Investment.  

Dr. Babandi Ibrahim Gumel,  
Abstract— Entrepreneurs are faced with enormous risk when investing in an entrepreneurial idea. A creative entrepreneur converts a 
recognized idea otherwise known as opportunity into a new venture or improve on existing venture otherwise called innovation. An 
invention that will add value to customers is usually referred to as innovation, and entrepreneurs creatively innovate ideas into a product 
that will add value to customers. A product must pass through a business model that will satisfy the stakeholders involved in the 
entrepreneurial journey. The business model is to use strategies that will identify a market with a substantial number of customers that will 
make a profit on investment. This paper identified strategies that entrepreneurs use to develop a business model that reduces risk and add 
value to customers and stakeholders. The paper will guide entrepreneurs to select a business plan that will reduce risk when investing.  

Index Terms— Entrepreneurship, opportunity recognition, innovation, opportunity exploitation, new venture development, business plan 
development. 

——————————      —————————— 

1 INTRODUCTION                                                                     
There are many definitions of entrepreneurship, but almost all 
the definitions are built around the following characteristics: 
entrepreneur, innovation, organization creation, creating val-
ue, profit or nonprofit, growth, uniqueness, and owner-
manager (Gartner, 1990). A definition proposed by Kao (1993, 
p. 1) stated that entrepreneurship “is the process of doing 
something new and something different to create wealth for 
the individual and adding value to society.” Entrepreneurship 
empirical measurement is seen as a difficult task and entre-
preneurs are bound to fail even if an opportunity exists at any 
given time (Shane and Venkataraman, 2001). Entrepreneurial 
opportunity is the “situations in which new goods, services, 
raw materials, and organizing methods can be introduced and 
sold at greater than their cost of production” (Shane & 
Venkataraman, 2000, p. 220). Opportunities are mostly 
discovered where there is adversity; customers are faced with 
a problem; where there exists uncertainty; change has oc-
curred in an environment; or where there is a strong underly-
ing need or want from customers. According to Ardichvili, 
Cardozo, & Ray (2003), an entrepreneur perceived an oppor-
tunity when there is a market need and is recognized when 
the needs can be met. Ardichvili et al. also stressed opportuni-
ty identification and selecting the right opportunity are among 
the crucial competencies of an entrepreneur. Opportunity 
identification and selection are based on how much value can 
be obtained for the stakeholders. Since opportunity identifica-
tion and selection is one of the cardinals of the 
entrepreneurship process, attention is necessary for vital re-
search in the area (Ardichvili et al., 2003). Based on the scenar-
io that only opportunities that will add value to the stakehold-
ers can be selected for exploitation, it is pertinent to identify 
factors that made an opportunity to add value to stakeholders. 
In other words, to identify factors that will make an oppor-
tunity an exceptional one. The paper identified internal and 
external environmental factors that make an exceptional op-
portunity and strategies that will make an opportunity excep-
tional. The study was based on summations made by re-
searchers on qualities of an opportunity idea, and strategies 
that will be used to fly an entrepreneurial idea into successful 
business investment. The findings of the study 

will help entrepreneurs to develop competencies for recogniz-
ing and exploiting exceptional opportunities. This paper will 
be a guide for future research on opportunity identification 
and selection.  
 
Purpose of the Study 
 
The paper review researched on the entrepreneurial oppor-
tunity and identified those factors and strategies that are im-
portant for flying new entrepreneurial ideas that turn out to be 
an opportunity before commitment by an entrepreneur to ex-
ploit it and make the new venture. An entrepreneur taps into a 
business plan made from a recognized opportunity idea. 
Within the business plan, specific important factors and strat-
egies must be unveiled based on real facts that are available 
and verifiable. Most of the facts presented in a business plan 
are forecast made by competent members of the 
entrepreneurial team or consultants. The paper highlighted 
those areas presented in a business proposal to enable entre-
preneurs to make valuable decisions before embarking on an 
entrepreneurial journey. Because entrepreneurship involves 
taking the risk, this paper presented factors and strategies that 
will guide entrepreneurs to select an opportunity idea that 
will result in a successful business with minimum risk to in-
vested resources. Therefore, the paper aims at reducing the 
level of risk an entrepreneur will take before commencement 
and during the exploitation of business idea of an entrepre-
neurial journey.  
 
The framework of the study 
 
According to Hitt, Ireland, and Hoskisson (2015), business 
managers should consider both their internal and external 
environment when developing their business strategies to de-
velop a sustainable competitive advantage. The paper pre-
sented factors and strategies based on the two-business envi-
ronments (external and internal business environments). En-
trepreneurs will find the presentation useful, especially when 
identifying factors that need external strategies and internal 
strategies. Because a successful business venture takes care of 

IJSER

http://www.ijser.org/


International Journal of Scientific & Engineering Research Volume 9, Issue 8, August-2018                                                                                           1620 
ISSN 2229-5518  
 

IJSER © 2018 
http://www.ijser.org 

stakeholders, who are within and outside the business.  
 
Literature review 
 
Entrepreneurial opportunity can be defined as a situation 
where there is the possibility of meeting the needs of custom-
ers when resources are combined creatively such that the cus-
tomers derived a value of superior quality (Casson, 1982; 
Kirzner, 1973; Schumpeter, 1934). An opportunity was also 
described as unformed phenomena which can be transformed 
into a new venture (Ardichvili et al., 2003). From the angle of 
customers, an opportunity is recognized only when it meets 
the needs of the customers and add value to them (Schroeder, 
Buckman, & Cardozo, 1996). Entrepreneurship process brings 
about many business concepts such as market and marketing, 
operations, supply chain management, competition, customer 
relationship management, and other business development 
issues (Cardozo, 1986). Six factors made up opportunity 
recognition as follows: searching, alertness, a gathering of in-
formation, evaluation, problem-solving, and communication 
(Kuckertz Kollmann Krell & Stockmann, 2017). Opportunity to 
invest in and form a new venture starts from a simple idea 
where an entrepreneur commits an action that will develop a 
business plan. The process of entrepreneurial action starts 
from recognizing an opportunity based on perceived market’s 
need and ensuring the resources to exploit the opportunity 
will meet the needs of the market by ensuring that there is fit 
between market needs and the available resources to exploit 
the opportunity and meet the market needs. Thus, entrepre-
neurial process is beyond recognizing an opportunity but 
instead involves perceiving the market needs, perceiving the 
resources can meet the market needs, perceiving  there is fit 
between the resources and the market needs, discovery all 
factors necessary to exploit the opportunity, and creating the 
new venture (Ardichvili et al., 2003). The entrepreneurial op-
portunity development process is made-up of two concepts: 
the concepts of opportunity recognition and that of opportuni-
ty exploitation (Kuckertz et al., 2000). Notwithstanding the 
two concepts of the entrepreneurial development process, Ste-
venson, Roberts, and Grousbeck (1985) stressed opportunity 
development process recognized the ability of an entrepreneur 
to select an exceptional opportunity that will add value to 
stakeholders as one of the most critical entrepreneurial compe-
tencies. 
Similarly, Ardichvili et al. (2003) stated the abilities of an en-
trepreneur to identify an opportunity, the abilities to select an 
exceptional opportunity, and the ability to use the selected 
exceptional opportunity and form successful new venture as 
the qualities of an exceptional entrepreneur. An exceptional 
opportunity is possible when you gather information and 
determine the possibility of solving an existing problem, and if 
the information gathered can be evaluated and determine 
short-term and long-term prospects of the possible new ven-
ture. When an opportunity is identified, the selection of the 
right team, development of a good business plan, sourcing of 
resources, customers, and market identification, and setting 
the new organization are factors that make an exceptional op-
portunity possible (Kuckertz et al., 2017).  
Ideas are converted into a business venture with an estab-

lished business model (Henry, 2010). The most difficult part of 
new ideas commercialization is the abilities of entrepreneurs 
to develop new business models that will transform the ideas 
into successful new ventures (Henry, 2010). The invention is 
the term used to describe the creation of a new product from 
ideas or the introduction of a new process. An invention has 
no entrepreneurial value if customers dos not recognize any 
value in it. It is when customers value an invention then we 
have innovation, it is the work of the entrepreneur to make an 
innovation got on the market. It is only when an entrepreneur 
is creative that he can develop an idea, take action on the idea, 
discover new things or improve on existing products, and 
form new ventures or products. While innovation is new ide-
as, an improvement on existing idea, product, service, or pro-
cess. The best way to innovate a business model that will be 
used in developing an idea is through experimentation and 
experimentation can come to life with the affordable loss 
(Henry, 2010).  The personality traits of a successful entrepre-
neur include tenacity, passionate, eccentric and tolerant of 
ambiguity, visionary, flexible, and committed to self-
confidence (Robinson, 2014). It is when an entrepreneur with 
the personality traits is creative he can fly an idea to form a 
new product, service, and venture; or improve on new prod-
ucts, service, or venture. 
According to Hitt et al. (2015, p. 4), a business strategy “is an 
integrated and coordinated set of commitments and actions 
designed to exploit core competencies to gain a competitive 
advantage.” A company gained a competitive advantage 
when it created products of superior value to its customers 
than what other competitors can offer to them, and the com-
petitors can not pay the cost of duplicating the advantage 
gained. The stakeholders of a firm are involved in creating a 
competitive advantage in a firm by utilizing their capacities, 
core competencies, and available resources. A firm achieves 
strategic competency by invoking strategic management pro-
cess which is described by Hitt et al. (2015, p. 5) “as the full set 
of commitments, decisions, and actions required by the firm to 
achieve strategic competitiveness and earn above-average 
returns.” 
An idea is usually transformed into an opportunity because 
there is an underlying need or want from customers. Charac-
teristics of flying an opportunity idea into successful business 
include: it has to have a defined market and market needs 
(Gage, 2012; Wagner, 2013); there exists a balance between risk 
and return (Brigham & Ehrhardt, 2014); and there is an under-
line financial consideration (Anastasia, 2015). Other character-
istics include: there exists a strategic differentiation associated 
with the business opportunity (Demsetz, 1982; Frantz, 2015; 
Maxwell Jeffrey & Lévesque, 2011; Micone, 2014; Moghaddam 
Bosse & Provance, 2016; Muda & Borhan, 2014); there is an exit 
strategy for the business (Robbins, 2018); and a strong entre-
preneurial team is formed with a strong team leader (Clarysse 
& Moray, 2004). 
 
Findings 
 
The findings are presented on the framework of external and 
internal strategies that will help in flying entrepreneurial ideas 
into the successful business venture. Based on the two classifi-
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cations, there are six external environmental strategies that if 
used by entrepreneurs can develop a successful venture from 
an idea. There are also nine strategies that can be applied to 
the external environment of a proposed entrepreneurial idea 
to make it work and become successful.  
 
Internal Environment strategies. 
  
The entrepreneur must consider the factors that are critical to 
the internal environment before forming a new venture. The 
followings are strategies that can be used to fly 
entrepreneurial ideas into successful businesses internally. 
 
1) Risk-Return Relationship - Entrepreneurs must consider 
the risk-return relationship of an opportunity to determine 
whether it is an exceptional opportunity. All entrepreneurial 
opportunities are associated with both risk and return. Ac-
cording to an economist, a low-risk investment usually comes 
with low returns while a high-risk investment is associated 
with a high return. An exceptional investment opportunity is 
therefore associated with a high return and low risk. Since a 
high-risk investment is associated with a high return, it is crys-
tal clear that entrepreneurs are left with the challenge of 
finding the strategies of reducing the risk to make an invest-
ment opportunity an exceptional one (Brigham & Ehrhardt, 
2014). Some of the methods of reducing the risk associated 
with investment opportunities include: 
a) Establishing a partnership with established firms and ven-
tures so that the new venture can use their distribution chan-
nels. 
b) Bringing together an exceptional entrepreneurial team that 
consists of members that have established new businesses and 
harvested them earlier successfully. 
c) Securing advance purchase orders for the new venture be-
fore commencing trade. 
 
2) Financial Characteristics of an exceptional opportunity - 
Before commencing trade by a new business, it is unlikely to 
have financial data to make Projections; entrepreneurs should, 
therefore, make estimates of the financial data that will un-
derpin most of the business strategies to be utilized within 
three to five years (Gibson, 2013). To make such projections, it 
is important for them to understand the following financial 
characteristics of an exceptional opportunity: 
a) High Net-Profit Margin – meaning, have a high positive 
difference between revenue and expenses. 
b) Breakeven point time is low – the time when the new firm 
stops making losses and commences making a profit is low. 
The sooner a new firm makes a profit, the better. 
c) When the financial projections show a higher return on 
investment. 
d) If the opportunity requires low assets to commence 
operation. 
e) Rent roll – referring to a situation where customers return to 
the firm to make an additional purchase. 
 
3) Scalability of Production – at the early stage of entry into 
the market, production will be low. The scalability is where 
there is a chance to increase production as new customers 

need the products. An exceptional opportunity is one with the 
possibility of increasing production when new customers need 
the product. Most of the start-ups in the scale-up phase are 
making moderate profits (Frantz, 2015). Therefore, an oppor-
tunity with the scalable plan will generate profit immediately 
the scale-up process started which made it an exceptional op-
portunity.  
 
4) Fatal Flaws – occurs when a possible problem is ignored or 
is undetected within the potential opportunity. Example of 
such fatal flaws includes a situation where a product has no 
customers, or the needs of the product by customers is not 
ascertained. Entrepreneurs should be able to diagnose oppor-
tunity for possible fatal flaws and reject such an opportunity at 
the first stage of the decision-making process (Maxwell, Jef-
frey, & Lévesque, 2011). Researchers found all opportunities 
that do not have fatal flaws to progress to advanced stages of 
the entrepreneurial process (Maxwell et al., 2011). 
 
5)Building a successful entrepreneurial team – the team is 
one of the success factors of forming a new venture. There is 
no unique way of forming the team, but it requires the selec-
tion of members with the skills needed for the venture 
(Clarysse & Moray, 2004). Entrepreneurs should not descend 
on selecting a full team at the initial stage as certain members 
of the team are not needed at the initial stage. Teams can con-
tinuously be updated by accessing them and identifying gaps 
to be filled at any time it is necessary for the venture.  65% of 
start-up failure is due to people problems as against 35% for 
other problems including funding, employees, etc. (Wasser-
man, 2012). Selecting the right start-up team might minimize 
interpersonal problems that resulted in failures. The right 
team can be selected based on the followings: 
a) Design – the co-founders to be selected should be comple-
mentary to each other 
b) Launch – expectations should be explicitly set out at the 
launch of the venture 
c) Establishing a culture of managing the venture norms based 
on the set expectations. 
 
“The strength of a team is each member. The strength of each 
individual member is the team” Phil Jackson – 11-time NBA cham-
pionship coach.” 
 
There are three important aspects of team members to consid-
er when selecting one and include strength, skills, and experi-
ence of each member (Clarysse & Moray, 2004). Entrepreneurs 
should also consider the factors that ignite and fuel the team 
to establish a successful venture.  One further important thing 
to consider is the leadership skills required to lead the entre-
preneurial team. The qualities to consider when selecting the 
team include: 
a) Members should have different skills and capabilities to 
complement each other 
b) Members should have experience in the perspective or in-
dustry of the business 
c) Members should have the culture of supporting each other 
d) Members should be relentless and committed to the success 
of the venture 
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e) A team of up to five people is usually ideal 
f) Members should be comfortable working with each other 
g) Members should interact with each other and the leader of 
the team 
h) The team members should be passionate and powerful 
Researchers have stated entrepreneurial teams perform better 
than a lone wolf because they create a profitable venture 
(Clarysse & Moray, 2004). It is also found that there is a posi-
tive relationship between the growth of a venture and the 
quality of an entrepreneurial team. Therefore, entrepreneurs 
must select excellent entrepreneurial teams for the success of 
exploiting an opportunity. Part of the quality of the team is 
balancing expertise and experience of the members where 
members should be expert in financial planning, creativity and 
innovativeness, marketing, and sales. When a team is formed, 
members should identify the sustainable competitive ad-
vantage of the venture and the type of people that need to be 
involved to successfully achieve it including the possibility of 
involving external resources. The team should, therefore, de-
termine when proprietary knowledge should be compromised 
when external persons are involved. There are two approaches 
to entrepreneurial team formations: whether the lead entre-
preneur forms the team by selecting members with the neces-
sary skills, knowledge, and experience to exploit the oppor-
tunity, or team of entrepreneurs come together and recognized 
an opportunity and exploit it together.  
There are six identified entrepreneurial team pitfalls, and they 
include: 
a) Involving a friend as a co-founder - if a friend that does not 
possess the qualities required of an entrepreneurial team is 
involved as a team member, the problem will arise that may 
tamper with the progress of the new venture.  
b) If the team is too product focused – for a new venture to 
have market recognition and acquire venture finance, an en-
trepreneurial team should not only be product focused but 
also be market focused. It is so because the product or service 
must meet market demand and price customers are willing to 
pay. Therefore, entrepreneurs must select team members that 
will also look at market issues. 
c) Not appreciating team members – because all team mem-
bers will have a role to play within the entrepreneurial process 
from innovation to product development, all team members 
must be appreciated to have a balanced team that will give in 
their best for the success of the project.  
d) Equal equity – full members of the team may be holding an 
equal share of equity in the firm as they are unlikely to invite 
other people that are expert to avoid diluting their holding 
strength. Such behavior may pose a threat to retarding the 
growth of the business and further restrain new capital inflow 
into the business.  
e) Lack of trust among team members or team integrity – is 
likely to hold building a coherent team which will automati-
cally result in the demise of the team. 
f) Lack of documentation – the documentation include Formal 
shareholders agreements – which include: rules of conduct, 
protocols of predictive scenarios and anticipated solutions, 
and potential conflict solutions. 
Another aspect of team formation is the selection of the team 
leader. A team leader is selected based on certain qualities 

which will propel the success of the new venture.  
The followings are the qualities entrepreneurial team leader: 
a) The team leader must be organized 
b) Must have the skills of prioritizing activities 
c) To keep the team informed, must be a regular meeting con-
vener 
d) Must be a visionary person to achieve the future goals of 
the project 
e) Must be a good thinker 
f) Must be a person who prepares for challenges and can take 
risks 
g) Must be a motivator of team members to complete tasks 
assigned to them 
h) Must be a decisive person 
i) Must be a good team worker 
j) Must be interacting with team members to generate more 
ideas 
k) Must be an achiever 
l) Must engage team member to understand their vision to 
have a joint vision for the business. 
m) Must be an honest person to ensure the integrity of the 
team and the new business 
n) Must have a wide range of knowledge, experience, and 
skills in the methods, processes, techniques, and equipment to 
ensure the success of the business. 
o) Must have access to information regarding the industry the 
business will operate to be able to make a sound decision that 
will impact positively on the new business.  
p) The team leader must be equipped with information about 
the final product or service and share the information with 
team members to enable the success of the process. 
q) Must be accessing the members of the team to identify the 
weaknesses and strength of the team members and utilize the 
same to complete the project. 
To make things easier, the following are the summarized ver-
sion of the qualities of an exceptional entrepreneurial team 
leader: 
a) Decisive 
b) Visionary 
c) Accountable 
d) Highly confident 
e) Embracer of change 
f) Manager of the conflict 
g) High interpersonal skills 
h) Embracer of clarity 
It is also important to note some of the leadership styles em-
braced by entrepreneurs and how the styles are applied for the 
optimum performance of a new venture. The leadership styles 
are: 
a) Visionary style – which enabled the team to create the pic-
ture of the firms’ picture and continuously follow the path to 
actualize it. This style is always applicable for entrepreneurial 
teams to sustain competitive advantage. 
b) Coaching Style – this is important because it enables team 
leaders to provide continuous guidance to the team members 
which resulted in the development of skills and expertise of 
members. This style is essential where the input of the entre-
preneur is required in the entrepreneurial process.  
c) Collaborative leadership style – is applicable where all 
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members of the team must be involved to lead the project to 
success. 
d) Democratic style – is necessary when inputs from members 
of the team are needed. 
e) Commanding/Autocratic style – is used in times of emer-
gencies, where decisive action is needed, and usually works 
during the crisis. 
 
6) Exit Strategies – there is the need for an entrepreneur to  
design exit strategies at the initial stage because no opportuni-
ty will last forever. Exit strategies are those strategies an en-
trepreneur will design to harvest value or efforts injected into 
a business which defines the end goal of a business. Exit strat-
egies involve the identification of value in a business, time and 
triggers on how to harvest wealth. An entrepreneur defines 
the end goal of the initial design of a venture. The goal may 
either be building a business with the intention of selling it at 
a stage of making a substantial profit, or to achieve a desired 
social outcome, or build with the intention of assigning some-
one to manage the operations.  
 
External Strategies to Fly ideas to Successful Business 
Like existing business, it is necessary for entrepreneurs to con-
sider strategies that affect the external environment in which a 
proposed new venture will operate. The strategies include: 
1)Strategic differentiation issues of an exceptional oppor-
tunity – there are basically eight issues identified as issues that 
are strategic differentiators of an exceptional opportunities, 
and they include: proprietary technology, potential for strate-
gic alliances, sustainable competitive advantage, barriers to 
entry, the extent of substitute products, scalability of produc-
tion, potential endorsements, and fatal flows. 
2) Market and Industry Issues of an Exceptional Opportuni-
ty – researchers have established that eight out of ten start-ups 
fail, and three out of four new venture firms fail: of the many 
reasons of their failure is lack of market need of their product 
or service (Gage, 2012; Wagner, 2013). Entrepreneurs need to 
understand what to look for in the marketplace for an excep-
tional opportunity to thrive. The market issues that will facili-
tate the choice of an exceptional opportunity include the fol-
lowings: 
a) Customer need of the product or service – it is important to 
identify the group of customers for the product or service 
which is possible by describing the potential customers based 
on their need.  The entrepreneur should break-down the de-
mographics and characteristics of people and organizations 
that might be the potential customers of the product or ser-
vice. Break-down of the characteristics and demographics of 
the potential customers include: 
b) The location where they leave? 
c) How much is their income? 
d) What other product the potential customers are interested? 
e) What are the possible solutions that will solve their prob-
lems? 
By doing so, an entrepreneur will identify a viable opportuni-
ty, because it meets the needs of the customers and must have 
a large market for potential growth. 
a) Large and Small markets – a massive market usually gives 
an entrepreneur an opportunity to enter the market without 

being noticed by flying under the radar of competitors to es-
tablish loyal customers. Where the market is noisy due to 
many competitors, there is the need for entrepreneurs to in-
vest more to differentiate a product or service from that of 
competitors. Entry into the small market will be noticed by 
competitors which makes stiff competition from experienced 
firms that already have a large share of the products market a 
possibility. When a differentiated product or service that offer 
a distinct solution is presented to customers, the small market 
will be an easy reach of potential customers for such a prod-
uct.  
b) Growth potential of the market – the potential growth of a 
market for a product usually depends on the level of innova-
tion introduced into the market (Maguire, n. d.). The growth 
of the market can be of three types, as follows: 
c) Grow the market share of a firm by taking away customers 
of competitors by meeting the needs of customers better than 
how the competitors meet their needs. 
d) Grow the market or benefit from the growth established by 
competitors and retain market share by taking part of the new 
customers. 
e) Organic growth of the market – which is possible when 
more people fit in the definition of potential customers of the 
product or service 
f) Grow a subset of the market by creating new customers by 
investing in a competitive differentiator that will uncover a 
slightly different customer need that the solution provided 
will meet the need. There is no static rate of market growth 
established, but the higher growth rate is required for an ex-
ceptional opportunity. 
g) Control of Profitability by entrepreneurs – the extent to 
which an entrepreneur will control profitability in the market 
is also important when determining an exceptional opportuni-
ty. An ideal opportunity can be found where the entrepreneur 
can determine the price of a product or service rather than a 
situation where competitors determine the price of the prod-
uct or service. The bargaining power of customers also plays a 
role in controlling the profitability in the market. An excep-
tional opportunity is found where the bargaining power of 
potential customers and suppliers is low.  
Therefore, when an entrepreneur is considering issues 
regarding market and industry regarding an opportunity, the 
issues that are ideal for consideration include: the ideas meet 
the needs of the customers, the group of potential customers is 
large enough in size, and there is potential for growth of 
customers and market, and the entrepreneur has control over 
the profitability of the market through right pricing model and 
a high bargaining power over customers and suppliers. 
3) Proprietary technology – this refers to a situation where an 
entrepreneur found an innovation of a significant benefit more 
especially if it is protected by an intellectual property right 
such as copyright, patent, or registered design (Micone, 2014). 
A company with brand proprietary intellectual rights with-
stand some level of risk in the market and usually gain a com-
petitive advantage (Yanzhuang, Lei, & Hongchun, 2015). En-
trepreneurs should consider registering a trademark apart 
from registering a company to protect brand name and any 
associated graphics. Such protection will secure a long lead to 
a firm before competitors can capture market share or re-
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engineer the design and produce something similar. 
4) Establishing strategic alliances – rather than establishing 
new distribution channels, establishing alliances with 
companies, stakeholders or organizations will help 
entrepreneurs gain more knowledge and reduce the level of 
risk in a new business. Formation of selected relevant strategic 
alliances impacts positively on the market performance of en-
trepreneurial firms but forming large alliances might hurt the 
market valuations of the firm depending on the industry of 
the firm (Moghaddam, Bosse, & Provance, 2016). Entrepre-
neurs should focus on establishing strategic alliances with se-
lected firms that will promote the outcomes of an entrepre-
neurial firm.  
5) Competitive advantage – is when a product is having addi-
tional value or benefits than the products of competitors or 
when the products can sell at lower price or premium price 
with a superior profit margin (Hitt, Ireland, & Hoskisson, 
2015). Maintaining competitive advantage for a longer period 
is difficult but is possible where there are continuous research 
and development, a deep customer relationship management, 
or where a complex technology exists (Hitt et al., 2015). Start-
ups and small firms can maintain competitive advantage 
through the continued pursuance of new opportunities, the 
creation of agile products and services, the creation of new 
competencies through existing assets, and adoption of inevita-
ble changes that relate to the foreseeable future trends in the 
market.  Creation of agile products and service may be possi-
ble through either product differentiation, market differentia-
tion, or price/profit differentiation.  
6) Barriers of Entry – include those factors that will obstruct, 
weaken or inhibit competitors from entering the market to 
take a share of the market of the product or service (Demsetz, 
1982). Some of the barriers are structural such as industry 
conditions that relate to cost and demand which usually are 
due to factors such as accreditation, registration, or economy 
of scale. Barriers to entry are usually generated intentionally 
by firms that exist in a market to inhibit new firms from enter-
ing the market. It is a must for an entrepreneur to check for 
any of such factors that will inhibit, obstruct, or weaken the 
entry of the new product into the market. An exceptional op-
portunity is one that has no barrier of entry into the market, 
and the entrepreneurial team can generate factors that will 
weaken, obstruct or weakens the entry of competitors into the 
market.  
7) Substitute products – they can either be direct or indirect 
substitute products which will affect the market share of the 
product. Entrepreneurs should consider products with no 
substitutes to be an exceptional opportunity for investments.  
8) Credible endorsements – refers to a situation where an en-
trepreneur will utilize endorsements from sources that are 
credible for the marketing of the products.  Adverts with en-
dorsements from credible people will ramp-up sales. The cred-
ible sources include influential people with powerful profiles 
and satisfied customers.  It was revealed the credibility of ce-
lebrity in an advertisement and the credibility of the adver-
tisement impact positively on the attitude of the customers 
towards the advertisement and the brand and is perceived to 
increase the purchasing intention of the customer (Muda & 
Borhan, 2014).  

9) Environmental Issues to Consider for an Exceptional Op-
portunity – there are four factors to consider when determin-
ing an exceptional opportunity: they include political, eco-
nomic, social and technological factors with the acronym 
PEST.  
a) Political – include the regulatory and legal trend in the 
economy, how government policies are likely to affect produc-
tion and the market, government stability, the policy of a na-
tion regarding trade, available funding or grants for the rec-
ognized opportunity, and any international law that may af-
fect the exploitation of the opportunity.  
b) Economy – involve factors that have an impact on the econ-
omy such as the inflation rate, exchange rate, unemployment 
rate, fiscal policy, and the accessibility of credit in the econo-
my. Entrepreneurs should diagnose the factors and their im-
pact on the entrepreneurial process involving the recognized 
opportunity.  
c) Social – including distribution of wealth in an economy and 
how it may impact on the purchasing power of potential cus-
tomers, how cultural issues may impact on the business, the 
buying pattern of the potential customers, and other demo-
graphic factors that may impact on the customers and their 
need for the product.  
d) Technology – the rate at which technology moves forward, 
or change affects the industry are the main concerns. Research 
and development funding should be considered, and other 
issues relating to the frequency of updates in technology to 
plan for designing a sustainable competitive advantage. 
 
Conclusion 
 The paper presented six strategies for internal consid-
erations and nine strategies for external considerations when 
identifying and exploiting an opportunity idea to develop a 
successful business venture. The paper identified the strate-
gies that will reduce the level of risk involved when develop-
ing new ideas into a business venture. The paper also will be 
useful when improving on existing ideas, products, services, 
or process. Entrepreneurs will find the paper important, 
especially when selecting a business plan. The paper will be 
useful also to entrepreneurs when developing a business plan 
developed from ideas to form new ventures.  
 
References 
Anastasia. (2015). Financial statement analysis: An introdu 

tion. Retrieved July 11, 2016, from Cleverism: 
https://www.cleverism.com/financial-statement-
analysis-introduction/ 

Ardichvili, A., Cardozo, R., & Ray, S. (2003). A theory of  
entrepreneurial opportunity identification and 
development. Journal of Business Venturing, 18(2003), 
105-123. 

Brigham, E. F., & Ehrhardt, M. C. (2014). Financial management 
theory and practice. Delhi: Cengage Learning India Pri-
vate Limited. 

Cardozo, R. (1986). Product classification in marketing: an 
appraisal and proposal. White paper, Carlson School of 
Management, University of Minnesota, Minneapolis. 

Casson, M. (1982). The Entrepreneur. Totowa, NJ: Barnes and 

IJSER

http://www.ijser.org/


International Journal of Scientific & Engineering Research Volume 9, Issue 8, August-2018                                                                                           1625 
ISSN 2229-5518  
 

IJSER © 2018 
http://www.ijser.org 

Noble Books. 
Clarysse. B. N. & Moray, A. (2004). A process study of enter 

preneurial team formation: the case of a research-
based spin-off. Journal of Business Venturing, 19(1), 55-
79. doi: https://doi.org/10.1016/S0883-9026(02)00113-1 

Demsetz, H. (1982). Barriers to entry. The American Economic 
Review, 72(1), 47-57. Retrieved from 
https://www.jstor.org/stable/1808574?seq=1#page_sca
n_tab_contents 

Frantz, J. (2015). Entrepreneurship is not just about startups; 
it’s also about scalability. Retrieved 
from Smart Business Network Inc.: 
http://www.sbnonline.com/article/entrepreneurship-
just-startups-also-scalability/ 

Gage, D. (2012, September 20). The venture capital secret: 3 out 
of 4 start-ups fail. Retrieved from The Wall Street Jour-
nal: 
https://www.wsj.com/articles/SB1000087239639044372
0204578004980476429190 

Henry, C. (2010). Business Model Innovation: Opportunities 
and Barriers. Long Range Planning, 43 (2010) 354-363. 
doi: https://doi.org/10.1016/j.lrp.2009.07.010 

Hitt, M. A., Ireland, R. D., & Hoskisson, R. E. (2015). Strategic 
Management Competitiveness and Globalization: 
Concepts and Cases. Stamford: Cengage Learning. 

Kao, R. W. (1993). Defining Entrepreneurship: Past, Present 
and? Creativity and Innovation Management, 2(1), 69-70. 
doi: https://doi.org/10.1111/j.1467-8691.1993.tb00073.x  

Kirzner, I. (1973). Competition and Entrepreneurship. Chicago, 
IL: University of Chicago Press. 

Kuckertz, A., Kollmann, T., Krell, P., & Stockmann, C. (2017). 
Understanding, differentiating, and measuring op-
portunity recognition, and opportunity exploitation. 
International Journal of Entrepreneurial Behavior & Re-
search, 23(1), 78-97. doi: https://doi.org/10.1108/IJEBR-
12-2015-0290 

Maguire, A. (n. d.). How to determine and use your market 
growth rate. Retrieved from Intuit 
Quick Books 
https://quickbooks.intuit.com/r/growing-your-
business/determine-use-market-growth-rate/ 

Maxwell, A. L., Jeffrey, S. A., & Lévesque, M. (2011). Business 
angel early-stage decision making. Journal of Business 
Venturing, 26(2), 212-225. doi: 
https://doi.org/10.1016/j.jbusvent.2009.09.002 

Micone, A. (2014). What constitutes proprietary technology? 
Would a sharing economy website qualify? Retrieved 
from Quora: https://www.quora.com/What-
constitutes-proprietary-technology-Would-a-sharing-
economy-website-qualify 

Moghaddam, K., Bosse, D. A., & Provance, M. (2016). Strategic 
alliances of entrepreneurial firms: Value enhancing 
then value destroying. Strategic Entrepreneurship 

Journal, 10(2), 153-168. doi: 
https://doi.org/10.1002/sej.1221 

Muda, M., & Borhan, H. (2014). Celebrity entrepreneur e 
dorsement and advertising effectiveness. Procedia - 
Social and Behavioral Sciences, 130, 11-20. doi: 
https://doi.org/10.1016/j.sbspro.2014.04.002 

Robbins, S. (2018). Exit strategies for your business. Retrieved 
August 31, 2018, from Entrepreneur: 
https://www.entrepreneur.com/article/78512 

Robinson, J. (2014). The 7 traits of successful Entrepreneurs. 
Retrieved August 31, 2018, from Entrepreneur: 
https://www.entrepreneur.com/slideshow/299822 

Schroeder, R. G., Buckman, J., & Cardozo, R. N. (1996). New 
value creation: the next development in quality man-
agement. White paper, Carlson School of Management, 
University of Minnesota, Minneapolis. 

Schumpeter, J. (1934). Capitalism, Socialism, and Democracy. 
New York: Harper & Row. 

Shane, S., & Venkataraman, S. (2000). “The promise of entre 
preneurship as a field of research.” Academy of Man-
agement Review, 25(1), 217-226. 

Shane, S., and Venkataraman, S. (2001). Entrepreneurship as a 
field of research: A Response to Zahra and Dess, 
Singh, and Erikson. Academy of Management Review, 
26(1), 13-16. doi: 
https://doi.org/10.5465/amr.2001.27879269 

Stevenson, H. H., Roberts, M. J., & Grousbeck, H. I. (1985). 
New Business Ventures and the Entrepreneur. Irwin. 

Wagner, E. T. (2013, September 12). Five reasons 8 out of 10 
businesses fail. Retrieved from Forbes: 
https://www.forbes.com/sites/ericwagner/2013/09/12/f
ive-reasons-8-out-of-10-businesses-fail/#2cbdd4176978 

Wasserman, N. (2012). Understanding founder’s dilemmas. 
Retrieved from BLN: 
http://businessofsoftware.org/2012/12/noam-
wasserman-understanding-founders-dilemmas/ 

Yanzhuang, B., Lei, G., & Hongchun, Y. (2015). Research on 
the Growth Mechanism of Proprietary Intellectual 
Property Rights Brand Driven by Entrepreneurship: 
The Case of Xiaomi Technology Co. Ltd. Science & 
Technology Progress and Policy, 12(015). Retrieved 
from http://en.cnki.com.cn/Article_en/CJFDTOTAL-
KJJB201512015.htm 

Appendix 1 
 
Checklist of an Exceptional Entrepreneurial Opportunity 
 
1) The balance of Risk – Return 
a) High-risk opportunity will result in a high return 
b) Work of an entrepreneur is to reduce the risk by  
i) Establishing partnerships 
ii) Forming exceptional entrepreneurial teams 
iii) Secure advance purchases 
2) Should have the following financial forecast 
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a) Have a high net -profit margin 
b) Low break-even time 
c) Requires low assets to commence operations 
d) Where the product has customers to make a repeat 

purchase 
e) Have a high return on investment 
3) Market issues include 
a) Establish many customers that need the product or 

service 
b) Establish there is a large market for the product to 

remain competitive 
c) Establish the market has growth potentials 
d) Establish that entrepreneur control the profitability of 

the market 
4) Develop strategic differentiation for the product as 

follows: 
a) Establish proprietary technology that will protect in-

tellectual property such as copyright registration, 
trademark registration or patent to secure a long-term 
competitive advantage. 

b) Establish strategic alliances especially in distribution 
instead of creating new distribution channels for the 
project. 

c) Establish a sustainable competitive advantage by cre-
ating an agile product with either of the followings: 
the product is differentiated, the market is differenti-
ated, price/profit is differentiated.  

d) Establish market barriers to entry, factors that will 
obstruct, weaken, or inhibit competitors from enter-
ing the market 

e) Make sure the product has no direct or indirect sub-
stitute in the market. 

f) The investment has a scalable production process 
because when additional customers need the product, 
an entrepreneur can scale-up the production. 

g) Ensure credible ads with credible endorsements from 
credible people to ramp-up sales. 

h) Ensure that there are no fatal flaws in the entrepre-
neurial process. 

5) Establish that the environment is ideal for the in-
vestment including factors such as: 

a) Political issues- such as stability, legal and regulatory 
trend, trade policies, etc. 

b) Economy – including wealth distribution, fiscal poli-
cies, exchange rate policies, etc. 

c) Social – including cultural issues, the purchasing 
power of potential customers, buying pattern of po-
tential customers, etc. 

d) Technology – the rate of technological advancement 
and frequency of technology updates. 

6) Exit strategies should be established to guide the 
entrepreneur on how to harvest value or efforts put 

in the business for either: 
a) Build and sell 
b) Build for a substantial profit, or 
c) Build and achieve a desired social outcome 
7) Build an entrepreneurial team with members as fol-

lows 
a) Members should have complementary skills, 

knowledge, and capabilities 
b) Should have the skills, knowledge, and experience in 

the focus of the business 
c) The culture of supporting one another 
d) Committed and relentless members 
e) Powerful and passionate members 
8) Moreover, the team should have the right leadership 

with the following skills: 
a) Decisive 
b) Visionary 
c) Accountable 
d) Highly confident 
e) Embracer of change 
f) Manager of the conflict 
g) High interpersonal skills 
h) Embracer of clarity 
9) Leadership styles applicable to the entrepreneurial 

process include: 
a) Visionary style for all type of entrepreneurial process 
b) Coaching style for a project requiring the input of 

entrepreneur 
c) Democratic style for project needing the inputs of 

members of the entrepreneurial process 
d) Collaborative style for projects needing the involve-

ment of all members 
e) Commanding/autocratic style for a project that arose 

in emergency particularly where the action is re-
quired. 
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