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B U S I N E S S  I D E A
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Every successful business begins with that frst idea. From fast-food

restaurants to selling cosmetics from home, Ray Kroc first dreamed of

hamburgers at McDonald’s and Mary Kay visualized selling makeup door

to door. When the Internet first provided similar opportunities, Jeff Bezos

visualized a way for consumers to buy everything from books to clothing

and have it delivered straight to their doorsteps

through Amazon
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» Have you ever heard of this type of product or service?

» Would you buy this product or service?

» Do you think it’s a good idea?

» What challenges do you think I will encounter?

» What are the benefts?

» Can you envision me selling this product or service? Why or why not?
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» Would you use this product or service?

» Have you used something similar?

» How much would you be willing to pay?

» How often would you use it?

» Where would you normally go to buy this product or service?

» Would you order it over the Internet?



A p p l y i n g  a  S W O T  a n a l y s i s  t o  

y o u r  i d e a
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Another popular method for determining the pros and cons of an

idea is referred to as SWOT analysis. (SWOT is short for strengths,

weaknesses, opportunities, and threats.) Companies use it for

several reasons, including as a decision-making tool for product

development. The simple process also lends itself to a more

thorough investigation of your business idea.
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S t r e n g t h s
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• What advantages does the product or service offer?

• Do I have expertise in this business or industry?

• Can I get a patent to protect the idea?



W e a k n e s s e s
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• How much does developing the product cost?

• Is getting suppliers dificult?

• Am I learning a new industry from the ground up?



O p p o r t u n i t i e s
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• Does my idea take advantage of a new technology?

• Is my product or service in demand?

• Have changes in policies or regulations made my idea necessary?



T h r e a t s
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• Does my product or service have established competitors?

• Do my competitors sell the product or service for less than I 

can?

• Will changes in technology make my product obsolete?



C H O O S I N G  T H E  B E S T  I D E A  F O R  

Y O U
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• Does this idea interest you?

• Does this product or service excite you?

• Do you have experience with this product or service?

• Does it require a large investment?

• Do you have money readily available to fund the concept?

• Will starting this business require you to alter your lifestyle?

• Are you willing to change your lifestyle for this idea?

• Does this business reflect your personal goals?

• Does this idea reflect your professional goals?

• Can you imagine owning this same business in 10 years?



L A N J U T A N  P E R T E M U A N  k e - 3
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I d e n t i f y i n g  Y o u r  M a r k e t

a n d  T a r g e t  C u s t o m e r
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The terms target market and target customer are defned as the entities

that buy your product or service. Although these phrases are sometimes

used interchangeably, market is often used to describe a collection of

individual target customers.

The term buyer persona is also used as a way of providing a detailed

description (or persona) of your typical customers. You most likely have

several types of customers, each with a unique persona — and you

mostly likely have several buyer personas that make up your target

customers.



C l a s s i f y i n g  y o u r  c u s t o m e r

19

How do you decide who this person is or who the groups of people are?

You can create buyer personas by describing or segmenting your

customers based on different traits or classifcations. The two most

common classifcations are :



20



21



R E F L E K S I
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1. Informasi penting hari ini

2. Manfaat penting dari informasi penting hari ini

3. Tindak lanjut yang dapat saudara lakukan



T H A N K  Y O U !
A N Y  Q U E S T I O N S ?
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