Is It Viable?
“The way to get startup ideas is not to try to think of startup ideas. It’s to look for problems, preferably problems you have yourself.” Paul Graham
So you want to start a business… Here are 21 Questions to determine its viability. 
	1. What do you love to do? What are you passionate about? 
Business is hard work but if you are doing something that you enjoy or believe in, then it makes the long hours and sleepless nights worthwhile. Richard Branson, “Above all, you should work on building a business you’re proud of… I have never gone into any business purely to make money. If money is your only motive, then I believe you shouldn’t launch the business at all.”
	List your interests and most especially what gets you excited:

	
	Yes
	No
	Unsure

	2. Is your business idea connected to what you love to do?
(e.g. if you love to cycle and you’re passionate about nature conservation… then a cycle shop for enthusiasts maybe a better fit for you than starting an e-cigarette shop.) Are you keen enough to dedicate all your time, energy & money to it for the next 5 years? 
	
	
	

	3. Do you know the problem – how big is it and can you solve it?
(E.g. We don’t buy toothpaste because it tastes minty. It is not socially acceptable to have bad breath. Toothpaste producers are actually selling the solution to bad breath.) The greater the pain or frustration, the stronger the need for the solution and so the willingness to buy. 
	
	
	

	4. Would you personally use your product or service? 
What convinced you about the product/concept? What excited you? 
	
	
	

	5. Can you find at least 10 people who will buy your product or service and are they willing to pay for it now?
Liking and willingness to pay are two very different things: e.g. Salesperson: “Ma’am would you like a bottle of French champagne? Customer: “Oh yes!” Salesperson: “That will be R790.” Customer: “Um, actually, I’ll just take this bottle of local sparkling wine.” 
	
	
	

	6. Do you have a strong vision? 
Your vision is an aspirational description of where you see the business in the future. (Size & location, best employer, best in customer service, brand leader, environmental game changer, profits of…, listed on the JSE, winner of… etc.) It is important to be very specific about what you want. This is the difference between a vague dream and a vision.
	

	7. Do you know your target market? 
Can you describe who will buy from you? (Be specific as to age, gender, location, buying habits, price sensitivity, business to business, trends etc.) Are there enough customers to sustain the business now and in the future? Have you worked out how many sales you need to make each month in order to make a profit?
	
	
	

	8. Do you know your competition? 
Who are they? Have you researched how they operate, what they offer, their pricing structure, sales channels and marketing activities? Will you stand out in the crowd? Is your offering unique? Do you have strategies to compete and still make sufficient profit?
	
	
	

	9. Are you an industry expert? 
What are your qualifications and experience? Trends (negative and positive), local and global factors, the economy and its impact, potential for disruption, potential suppliers, potential distribution channels…
	
	
	

	10. Will you make money? 
Are you clear about your sales model and how realistic is it? A business that does not make a profit is simply an expensive hobby. Can you confidently forecast when will you be profitable?
	
	
	

	11. Is it scalable? 
Can you easily produce and reproduce your product? How quickly can you grow?
	
	
	

	12. Can you get your product to market quickly and cost effectively?
Consider your location, access and distance to your customers, plus risks such as theft or spoilage. https://support.simplybiz.co.za/hc/en-us/articles/360044364231
	
	
	

	13. Do you have a patent? 
Do you have the right to make and sell this thing? Does someone else? Have you legally protected your product idea so that other businesses cannot copy?
	
	
	

	14. Can you explain what you offer in one short sentence?
· What is the problem?

· How does your product/concept solve the problem?
	
	
	

	15. Do you have sufficient startup capital? 
Do you have access to enough money to start and stay in business until it makes a profit? How will you repay the debts or investments? How will you survive for the 1st year?
	
	
	

	16. Can you explain why should someone invest in your business?
Will your business make the world a better place? Will it improve the lives of people? Will it make money? Will it make enough return on investment to be attractive? Is the business in good hands?
	
	
	

	17. Have you done an honest SWOT analysis for your business?
How you will: maximise strengths, reduce weaknesses, explore opportunities and diminish threats.
	
	
	

	18. Have you worked out your realistic financial forecasts? 
E.g. cash flow forecasts, breakeven analysis, sales forecasts, total costs etc. At what point do you expect to be profitable and have you tested these forecasts with an accountant or business advisor? https://support.simplybiz.co.za/hc/en-us/categories/360001217771-Templates/
	
	
	

	19. Do you have the right team?

Can you find the right people, with the right skills, at the right price and will they work for you? https://support.simplybiz.co.za/hc/en-us/articles/360043908312
	
	
	

	20. Do you have a clear sales and marketing plan?

Who will you sell to and how? How and where will you market your product? How will you use social media? Will you need to hire in expertise? What is your marketing budget? https://support.simplybiz.co.za/hc/en-us/sections/360003010451/
	
	
	

	21. Do you know which business structure to use?
Have you considered all the tax and legal requirements and the costs? https://support.simplybiz.co.za/hc/en-us/articles/360020712812

	
	
	


Where you have ticked ‘no’ or ‘unsure’, do your homework…and quickly!
All boxes are ticked ‘yes’? What are you waiting for? Start now!
