USP Business Development
 HOW TO DEVELOP BUSINESS IN A NEW SECTOR


Branching out into a new business can be tricky, so here is a plan that shows you how to undertake initial research and then how to engage with the businesses. Typically, you can expect a twelve to eighteen month lead time to establish your brand, your products and services and to build the right relationships. This programme plan is based upon developing business to business services.

SECTOR

RESEARCH
KNOWLEDGE DETAIL
OUTCOME
OUTPUT






What it includes/excludes:


· Types of business/Size/Location/Style/Customers

· Competition/Barriers to growth

· Typical business model




· Examples – Private/Public


· Frame of reference

· Growth profile

· Potential products
· Interesting presentation material

· Angles for advisors

· product/service descriptions

What is market size:
· Value/No of companies/Av size of comp
· Identify likely targets
· Presentations material

Who are top 50:

· Names/Source of info
· Search criteria
· Contacts database

What are characteristics of sector:
· Traditional/Innovative?

· Development aspects


· Growing pains

· Relevant subjects for surveys
· Opportunity to explore

· Corporate cv messages

Availability of business assistance:

· Development grants/Incubators/Advisory units
· Partnership/Alliance opportunities
· Joint events

· Access to clients

What is happening in the sector
· Growing/Contracting/Consolidating/Disposing

· Legislative issues

· Recent dominating press/media coverage

· Environmental factors

· Technological innovation

· Macro-economic developments

· Political influences

· Demographic changes

· How are customer needs evolving?



· Interesting angles on sector issues

· Informed opinions

· Credible expertise/knowledge

· Understanding of priorities
· Good back-up knowledge/material for presentations/articles

· Well-chosen seminar topics

· Well-timed mail-shots

Who are influencing bodies:
· Trade Associations/Unions

· Related govt organisations

· Development agencies

· Individuals


· Reference bodies

· Informed contacts
· Their input to discussions/seminars

· Invitations to speak

SECTOR

        RESEARCH
KNOWLEDGE DETAIL
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Where is highest concentration of businesses:
· Geographic spread/Pockets of Concentration

· How is this influenced?

· Target zones

· Development issues
· Office mail-shot lists

· Mail-shot/survey options

What events/exhibitions/

Conferences/industry 

awards 


· Sponsors/Timetable/Locations


· Choices for involvement


· Well-chosen hospitality/event

· Networking opportunities






Industry publications:
· Trade journals/Business magazines/Directories
· Information sources

· Reference sources

· News sources
· Newsworthy items

· Ideas for editorial

· Advertisement choices

Reference web-sites:
· Examples
· Preferred information style
· Tailored materials

· 

Specialist advisors:
· Bankers/Lawyers/VCs/Brokers/Advisors
· Target referral sources

· Partnership/alliance opportunities
· Networking contacts

· Joint events



OUTPUTS
1. Contacts database
STRUCTURE
1. Decide knowledge management


2. Credible presentation material

2. Identify all key players


3. Topics for mailshots/surveys/seminars

3. Establish sector priorities


4.      Industry specialists

4. Create tailored resources 


5.      Networking contacts and opportunities

5. Develop overall approach & communications



