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Week 4 Discussion Responses with References
Response to John Fanta
Hello John. I agree that the first and perhaps most important step entails figuring out the reasons for coming up with the business plan. However, I would add that before subjecting a business idea to the 12 steps that determine if it is viable, the idea has to match the business strategy, connect with senior management, and embrace the organization’s culture Price and Meyers (2006). Nonetheless, is it necessarily true that the chances of success are enhanced by the investor being part of the business plan? I would like to ask for further clarification on this matter. Furthermore, I totally agree that designing a new take for your business may require many repetitions to get it right, since there cannot be a perfect business plan due to the fact that the market is always dynamic, and other factors, such as the entrepreneur’s competence come into play. As Nunn and Maguire (2010) put it, after careful planning, you might find out that your dream business just will not work out financially. Besides that, I would like to know more about your company’s specific situation that necessitated the business plan and wish you good luck as you come up with one.
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Response to Erica Sampson
Hello Eric. While acknowledging your point concerning Price and Meyer’s (2006) article that business opportunity assessment should be done and feedback solicited, I would add that the market validation process highlighted in the paper is also crucial. This step uses experience-based market learning to differentiate the opportunity from competing opportunities based on the demands of the customer, and as a result, maximize customer benefits while eliminating extraneous features that may increase costs (Price & Meyers, 2006). Also, rather than focusing on the value of business plans with a template model, I think Rogoff (2003) focuses more on discouraging the template model and proposing the process model as a better option since it takes the entrepreneur from the conception stage to more detailed stages of plan development based on the entrepreneur’s thought processes. Nonetheless, I agree with the suggestions you highlighted, such as defining the company, identifying the initial needs, choosing a strategy, and analyzing potential markets. I also agree that Nunn and Maguire (2010) discuss how to create a strategic plan that helps communicate with potential lenders and investors, adding that this plan may also guide the business owner on how to develop and operate the business.
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Response to the Professor
Hello Professor. Thanks for your comments and additional video. I personally prefer Price and Meyer’s (2006) model of business planning since it focuses more on new ideas, their role and how they can be assessed to determine how good they are. The paper acknowledges that ideas are commodities, but the implementation of innovation to take advantage of a market opportunity and executing a commercialization plan is the more important part (Price & Meyer, 2006). Therefore, the model discussed here has an edge over the models in the other two papers as it can help the entrepreneur modify an existing business plan. Furthermore, Price and Meyer (2006) note that innovation is crucial to the success of the business, which agrees with Bill Gross (2015) in the video you added, where Gross ranks the idea as the third most important success factor for start-up businesses. Although Gross (2015) found that the business timing accounts for a difference of 42% between a business’s success and failure, and as such, is the most important factor, he adds that proper timing of an idea to suit the market needs is crucial too. This is part of what Price and Meyer (2006) are trying to communicate by evaluating the suitability of the idea.
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