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♪ (intro music) ♪ Welcome to week two, and thanks for coming back. In
this week we are going to cover actually one of the earliest steps in the
entrepreneurship process which is opportunity identification and we are
going to talk about how you identify good opportunities, we are going to
talk about what opportunities you might not see. We try to understand
the drivers of opportunity identification, and we are going to suggest to
you ways in which you can actually evaluate opportunities so you can
understand which opportunities provide a more fertile ground than
others. So if you think about the enterpreneurship process at that stage,
it's really about you and the opportunities. So if you think about the
opportunity for one it's about finding an opportunity that provides the
most fertile ground for firm creation, but you also should keep in mind
that the type of the opportunity that you are exploiting shapes the type
of identity that your firm will assume. It's the organization's identity, the
firm's identity, who you are as an organization. Also, who you are as an
entrepreneur and your team may also shape the kinds of opportunities
that you see, and that you pursue. So, it's also important to think about
the entrepreneur himself or herself and what the knowledge of that
person is and the experience of that person, and the experience of the
whole team.
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So, this week we are going to introduce you to the concept of
technological fungibility, which is basically the fact that a technology
could be applied to multiple markets. In other words, this means that
you might have multiple market opportunitites to which you can cater.
That is providing you with strategic choice at that early stage of firm
creation.
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And that also means that you can pick the best opportunity and maybe
diversify into others. We will walk you through this concept later on in
more detail. So this raises the question of which type of opportunitites
can you actually see. Research has shown that most entrepreneurs don't
look at the full landscape of opportunities; instead, they focus on more
interelated opportunities and not consider the broader range that are
possible. Exactly, and this raises the question of why do they do this,
and we are going to investigate that question. You know, prior
knowledge is an important driver. One key issue that arises then, is how
can you actually see more of that opportunity landscape that could also
then provide you with some strategic choice, with more choices to pick
your opportunities from.

Notes

Summary

1m
 5

6s

Week 2. Identifying & evaluating business opportunities 4 of 6

3

https://mediaspace.epfl.ch/media/0_2jl30avt?st=116


So once you've seen multiple opportunities the natural question arises--
which of these opportunities is the better one? So we have dedicated one
segment on the question of which is the best oppportunity that you have
potentially at your hand, so you are going to walk you through 7 easy
steps on how to evaluate and test multiple opportunities and find out
which is the best one for firm creation.
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So you see, we focused on the essentials of the opportunity
identification process what opportunities you see, what types of
opportunities you don't see, - who you evaluate those,-- - and how you
test them. And so, this is going to help you in the first step of your
entrepreneurial journey, so stay with us.
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