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I.  Review Mission and Goals

A. DETERMINE WHY diversified/extended business options should be considered.  

· What is profit making?

· Why profit making?

· Where are we now?

· Compare your agency with other nonprofits.

· Fears and realities -- make them explicit. 

· Making the decision to try it.  

B. REVIEW POSSIBLE EFFECTS of profit-making activity.  

· Who are your current markets?  Your other publics? Your stakeholders? 

· What are the opinions on your Board of Directors?

· Twenty questions to ask (and answer) before you begin, about:

· organizational structure

· personnel 

· finances, fiscal system

· current programs and services 

· What you want from this venture -- what are your expectations?  (These become part of your venture funding criteria.) 

C. PREPARE THE ORGANIZATIONAL CLIMATE. 

· Organizational Culture.  Is it ready?  

· Organizational support for intrapreneuring.

· What does the agency want from the intrapreneur?.

· What does the intrapreneur want from the agency?

II. Conduct S.W.O.T. Analysis -- Strengths, Weaknesses, Opportunities, Threats – Related to Profit Making Activity
A. ASSESS TRENDS that help identify possible products/services...

· Social, demographic, economic, political, etc.  

· Human services by Frank Benest 

· "Innovation..." by Peter Drucker

B. ANALYZE EXISTING SERVICES

· Analyze your existing assets.  

· Unbundle existing services 

· Start a business with existing programs, functions people, property.

· Buy a business?  Franchise?  

C. DETERMINE YOUR FINANCIAL GOALS for the new venture.

What is the fantasy rate of return?  What is a realistic rate of return?

D. SCREEN THE OPTIONS FOR VENTURES.  What possible ventures have the best fit with strengths, risk tolerance, resources. 

E. IDENTIFY THE PROJECT MANAGER or VENTURE MANAGER.  Is the project manager the person who thought up the idea?  Or somebody else?

· Identify characteristics needed.

· Identify candidates...hopefully people will volunteer -- you can’t “appoint” an entrepreneur.  

· Evaluate candidates.

· Negotiate compensation, expectations and other ground rules. 

· Select early, so s/he can help do the feasibility analysis.  

III.  Conduct Preliminary Feasibility Analysis

Review each potential venture to determine its possible impact on continued tax exemption, structural issues, other criteria.  

A. LEGAL CONSIDERATIONS (YES IT IS legal to run a business and make a profit!)

· Related versus unrelated businesses.

· Implications for your tax exemption.

· Taxable Income. 

· Is it profit or program income?

B. BUSINESS STRUCTURE

· Separation issues, do you want this business to be in-house or out-of-house.

· Control issues.  How much do you want?

· Forms of ownership.

C. ANALYZE THE COMPETITION

· What are their benefits?  Other key success factors?  

· Charges of unfair competition.

· Anticipates ways to deal with charges of unfair competition.

· Knowing and beating the competition.  

· Positioning through names.

· Positioning:  The Battle for Your Mind

D. IDENTIFY AND DESCRIBE THE CUSTOMER GROUPS

· The Ps of Marketing.  

· PUBLICS.

· Twenty-two market segments 

· Customer Profile Statement Examples 

· PRODUCT 

· Make explicit its benefits.

· Give it positive tangibility.

· PLACE.

· The distribution system.  

·  (Price and promotion are covered later).

IV.  Do Written Feasibility Study.
This is a detailed description the business products or services, business structure, competition analysis and implementation issues.  This may be only a few pages long.  

A. PREPARE A FORMAT FOR YOUR BUSINESS PLAN 

· Short?  Long?  Is it cheaper to "just do it" and reality test it that to plan, plan, plan?

B. CONTINUE WITH CUSTOMER ANALYSIS.  

· Low-cost market research techniques.

· Do Market Planning Analysis 

· The Short Version 

· The "SBA" Version 

· Prepare your marketing strategy and plan.

· Promotion:  how will you get your message to the customers? 

· TEST the proposed business with potential customers.

C. SET PRICES.

· Greg Newton's pricing rules.

D. BUSINESS STRUCTURE, LOCATION.

E. ASSESS FINANCING NEEDS.  

· Prepare pro forma financial statements, start-up, one-year, three year.  

· Review business life-cycle funding methods.

· Review types and sources of financing.

· Meet with your banker.  Get out your credit cards.  Grab your bootstraps....

V.  Checkpoint

A. REVIEW AGAINST VENTURE FUNDING CRITERIA

B. REVISE FOR BETTER FIT, MEASURE AGAIN

C. DECISION TIME -- YES OR NO?

D. IF YES, MOVE TO START-UP PHASE.       

VI.  Start up and operations

