
ChangeChange

BusinessBusiness
Resources → goods or servicesResources → goods or services

CustomersCustomers
Preferences change → opportunities or falling demandPreferences change → opportunities or falling demand

TechnologyTechnology
New products; different delivery methodsNew products; different delivery methods

ObsolescenceObsolescence
Replaced or no longer wantedReplaced or no longer wanted

IdeasIdeas
Original idea or adaptation of an existing oneOriginal idea or adaptation of an existing one

InnovationInnovation
Improve product or processImprove product or process

DemandDemand
Customers must be willing AND able to payCustomers must be willing AND able to pay

ResponseResponse
Monitor customers and rivals; avoid unresearched changeMonitor customers and rivals; avoid unresearched change

Risk / rewardRisk / reward

UncertaintyUncertainty
Demand, costs and rivals; success not guaranteedDemand, costs and rivals; success not guaranteed

FailureFailure
Closure; invested savings at risk; liability mattersClosure; invested savings at risk; liability matters

LossLoss
Costs > revenue; profitable ≠ enough cashCosts > revenue; profitable ≠ enough cash

SecuritySecurity
Variable income; long hours; responsibilityVariable income; long hours; responsibility

ProfitProfit
Possible income or reinvestment; revenue ≠ profitPossible income or reinvestment; revenue ≠ profit

IndependenceIndependence
Control; satisfaction; social objectivesControl; satisfaction; social objectives

ReductionReduction
Research; cash planning; insurance; small startResearch; cash planning; insurance; small start

JudgementJudgement
Weigh likelihood, size, reward and owner circumstancesWeigh likelihood, size, reward and owner circumstances

EnterpriseEnterprise

OrganisationOrganisation
Opportunity → people, equipment, materials, financeOpportunity → people, equipment, materials, finance

DecisionsDecisions
Products, prices, suppliers, staff and locationProducts, prices, suppliers, staff and location

NeedsNeeds
Customer-valued benefit → more likely salesCustomer-valued benefit → more likely sales

Added valueAdded value
Selling price − bought-in materials/componentsSelling price − bought-in materials/components

DifferenceDifference
£25 − £8 = £17 added value; £12 other costs → £5 profit£25 − £8 = £17 added value; £12 other costs → £5 profit

MethodsMethods
Convenience; branding; quality; design; meaningful USPConvenience; branding; quality; design; meaningful USP

CaseCase
Evening collection: saves time, but adds costsEvening collection: saves time, but adds costs

EvaluationEvaluation
Benefit → possible sales; test demand and extra costsBenefit → possible sales; test demand and extra costs
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1. Change → Enterprise: Changing demand can reveal an opportunity1. Change → Enterprise: Changing demand can reveal an opportunity
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2. Enterprise → Risk / reward: Commit resources before demand is certain2. Enterprise → Risk / reward: Commit resources before demand is certain

BUS1BUS1
Enterprise andEnterprise and

entrepreneurshipentrepreneurship

Mr Kidman’s Classroom · BUS1 · Revision mind mapMr Kidman’s Classroom · BUS1 · Revision mind map


