HOW GOOD IS YOUR
BUSINESS IDEA?
7 critical elements that can make your business idea
a big success (or a big failure)
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HOW GOOD IS MY
BUSINESS IDEA?
Hi, I'm Alexandre Azevedo!
Please, call me 'Alex' :)
For more than 10 years I've been
studying about entrepreneurship and
startup development. 3 years ago, I've
quit my job and decided contributing
with my knowledge and experiences to
help new and aspiring entrepreneurs in
their very beginnings. And I've been
doing that through the content I publish
in my blog/podcast (The Traction
Stage) as well as through my coaching
sessions. I know it's hard having a
business idea in your mind and, at the
same time, being afraid of taking the
first steps. But I believe you can
become more confident about your
execution if you better understand the
true potential of your idea.

This is a question I've been asked many times in my mentorship sessions.
I get it; As a new or aspiring entrepreneur, you've been struggling to decide whether investing your
efforts, money and energy in your idea is something reasonable.
Is it reasonable to go on with this idea and to say 'no' to a great job opportunity? To dedicate less
time to friends and family? To sacrifice other business ideas you have in your mind?
Yes, I know you believe in your idea (otherwise, you wouldn't consider doing it all). But, I also know
you are concerned about missing something important and taking a bad decision. Something you're
not seeing because, well... you believe too much in your idea.
That's exactly why I've built this guide: to help you get your thoughts together and start analyzing
objectively the potential of your idea.
Enjoy the reading!
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1

IT ALL STARTS
WITH A
RELEVANT
PROBLEM

You know what? Your customers don't care about your product
features. What they really care about is how your product will
make their lives better.
The better their lives become, the higher the chances of people
loving (and buying) what you're offering.
Some questions may reveal the relevance of the problem you're
solving, like:
Does the problem cause your customers a big frustration?
An awful experience?
Is it recurring? Do they have this problem several times per
month? Per week? Per day?
Does it cost them a lot of money? Time? Energy? Other
resources?
Does it make them live with less opportunities? Less happy
than they could?

How relevant is the problem you're solving?
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2 WANT BIG OUTCOMES?
AIM AT A BIG MARKET

Finding a relevant problem is essential, but you need a huge market potential to guarantee big results.
The market potential (or size) represents the amount of revenue you expect generating from the market
you intend to serve.
If the market size is too small, your business will struggle to take off.
The potential of your market depends on two factors: the number of potential customers your business
can serve in that market and the amount of money each customer can bring you.
If you don't expect generating much from each customer, you'll have to count with a lot of customers to
have a relevant market (e.g., B2C solution). However, if you can charge a lot from each customer, your
market potential can be relevant even with a fewer number of customers (e.g., B2B solutions).

How big is the market you intend to serve?
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3 CASH IS KING
Yep. Cash is essential.

Even serving a big market, your business still may fall
dead on the ground, if it doesn't have enough cash to
pay for its operations.
Of course, the amount of cash needed to run your
business depends on the type of business you're
developing and how smart you're playing the game.
To reduce the risk of burning all your business's money,
you must manage your cash wisely, with metrics like:

AVAILABLE CASH
How much cash does your business have? No, it's not the cash
you think you could get. It's the cash available right now, to pay for
costs, expenses and investments.

CASH BURN RATE
How much cash will your business spend on average per month?
This question complements the first one, since a high burn rate
means your available cash will be consumed faster.

CASH RUNWAY
How long can your business survive with its available cash? This
answer represents the accumulated effect the burn rate has on the
available cash. For example: If your business has $10,000 available,
and it burns $1,000 per month, it will be able to survive for 10
months. (10,000/1,000).

How long can your business survive with the available
cash it has today?
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4

CAN YOU GET THE
CRITICAL SKILLS FOR
YOUR BUSINESS TO THRIVE?
The quality of your business execution is based on the expertise, knowledge, competencies and skills it has access to.
For instance, if you have a strong background in the industry, it will give you an advantage to sail through the market seas. The right
knowledge to build great products will make your solution out stand from competitors'. Previous experience with founding and
developing businesses will help you to optimize your resources.
First, map all the relevant skills for your business (which will depend on your business characteristics)
Second, define a strategy to provide your business those skills. Maybe you already have many of the skills required. But, be aware
of those that are missing. You may consider getting someone you know on board or outsourcing it. However, if you choose to
ignore it, you'll add a lot of risks to your idea.

How will you get the critical skills for your business to thrive?
© thetractionstage.com

5 A SOLUTION TO

CHANGE THE GAME
This is probably the element you've been investing most of your time. Right?
The first thing you must be sure about your solution is about its effectiveness. In other words, it has to solve the
problem you're addressing, but without creating another problem for your customers. But, this is obvious. Right? Nope,
it's not.
How many times have you bought products to solve a problem and found out it was extremely difficult to use? Yep! A
lot of frustration came... Now you have another problem.
Second, your solution must be much better than current alternatives. But, why much better instead of just better?
Because, the higher the value of your solution when compared to alternatives, the easier it will be for your customers
to choose your solution instead of your competitors. If your product is just slightly better than other alternatives, why
would your customers care?

Is your solution a game-changer or a more-of-the-same?
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6 A POWERFUL
BUSINESS
MODEL

Behind great business are great business models.
A business model is the way you designed your business
elements to be. Among these elements, you find: Value
Proposition, Customer Segment, Partners, Cost Structure and
more.
Being creative about the components of your business model and
how they connect with each other may produce a huge value for
your customers.
A great business model can bring more options for your
customers, a lower price, an easier way to buy, and so on...
For example, you may add value by partnering with other
companies and offering a better overall solution for your
customers. Or maybe you may digitize part of your processes to
deliver your solution in a faster and cheaper way.

Does your business model generate a huge value for your
customers?
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7 DON'T FORGET THE

APPROVALS AND PATENTS
Approvals and patents can play a big role in the potential of your business idea.
Approvals and patents may influence the potential of your idea in two different ways: before and after
getting them.
When you still don't have them, your success will depend a lot on how you can manage your cash flow
(since you're still not allowed to sell your product, there are no positive cash flows).
Nonetheless, when you get them, you have a strong position against competitors.
That's why it's important to study a lot about the requirements so you become as certain as you can you'll
get it. In these cases, counting with a specialist in the specific approval you're trying to get is highkty
recommended.

How certain are you to get the approvals and/or patent needed for the business?
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DO YOU HAVE A BUSINESS IDEA?
LET ME HELP YOU WITH YOUR FIRST STEPS.
IDEA
ASSESSMENT

QUESTIONNAIRE to map the 7 critical
components of your business idea
ONE-ON-ONE SESSION to talk about
the strengths, weaknesses and blind
spots of your idea

EXACTLY! I NEED FEEDBACK

MENTORING
SESSIONS

Priorities Setting
Strategy Brainstorming
Key Concepts
Useful Frameworks
Accountability Check

YES! I NEED GUIDANCE
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STARTUP
TEMPLATES

Get organized
Make decisions based on
metrics
Better visualize your numbers
Save time and energy using
easy-to-use templates
PLEASE! I NEED TEMPLATES

