Business & Economic Development Field Guide
(to be written for Saddleback PEACE PLAN membership)

Outline Stage Only: I must write the remainder

1.0.Financial Analysis

1.1 Availability of Capital

1.2 Ability to Make a Profit

1.3 Three C’s of Lending (Character, Collateral, Credit)

2.0 Entrepreneurial Analysis

2.1 Dream (Vision of Entrepreneurs)

2.2 Drive (Will Power to Persevere)

2.3 Skills (Ability to Accomplish the Dream)

3.0 Business Opportunity Analysis

3.1 Internal Opportunities & Problems

3.2 External Opportunities

3.3 Investment Opportunities

3.4 Alliance Opportunities

4. Skills Analysis

4.1 Business Skill
4.2 Administrative Skills

4.3 Sales Skills

4.4 Technical Skills

5.0  Risk Analysis

5.1 Business Risks

5.2 Health Risks

5.3 Stability/Security Corruption Risks

5.4 Market Risk: Will the market continue to provide opportunities for us to sustain our growth?  Beware of entering new markets with new products utilizing new technology.

5.5 Competitive Technology Risk: Will a competitor develop a technology that will make ours obsolete?  Are margins sufficient in the event of a price war?

5.6 Cooperative Environment Risk: What is the chance that someone or something (partner, government, weather, labor unions, subcontractors, transportation, etc.) will stop or slow down the venture?

5.7 Management Risk: Are sufficient personnel available to carry out the venture? Can proper resources be obtained on a timely and cost effective basis?

5.8 Political Risk: Are there governmental regulations, now or pending that will interfere with success?

5.9 Resources Risk: Will the supply of materials, or products remain available? Will the partners have the financial, human, and intellectual resources?
5.10 Legal Risks: 
5.11 Capital Risk: Will inflation, exchange rates, or government policy change the investment's value?

5.12 Prospective Partner Risk: Is the partner strong enough to withstand competitive pressures? Will they be stable and cooperative over the long haul? Will they maintain a strategic perspective?
6.0 Sales & Marketing Analysis
6.1 Does some group of customers NEED the product or Service?

6.2 Do they WANT the Product or Service?

6.3 Is there a profitable way to GET IT TO THEM?

6.4 Will they PAY FOR IT?
6.5 Will the CONTINUE to WANT MORE OF IT?
7. Negotiations Style Analysis
7.1 How do businesses Negotiate?
7.2 Do they know the difference between Win/Lose and WIN/WIN?
7.3 Can people be trusted to keep their word?

8.0 Value/Supply Chain Analysis
8.1 Map the process steps, showing how a product begins in the country, and leaves the country. 
8.2 Are there major inefficiencies or adversary/non-productive interactions between one step to another
8.3 Could the Value Chain be reconfigured to create a more profitable, equitable, and efficient flow?

9.0 Strategic Analysis
9.1 Looking at the Big Picture, what is the best way for people to get out of the poverty cycle? 

9.1.1 Strengths

9.1.2 Weaknesses

9.1.3 Opportunities

9.1.4 Threats

9.1.5 Leverage points for Action

9.2 How can we get the people who will be affected by the change to take responsibility for the change?

9.3 What is Possible?

9.4 What can be done to start to make a visible or impactful difference?

