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Below is a listing of one hundred and five business ideas thought of by middle and high school students. Hopefully this listing will illustrate the principle that business ideas are a dime a dozen and it is always the execution that counts. I encourage you to read “It’s not the Idea, It’s the Execution” after finishing this article as well as "How to Evaluate Business Ideas and Opportunities.” 

The following ideas were brainstormed by fourteen high school students in a 90 minute period on July 20, 2003. 

1. underwater restaurant
2. spa franchise
3. foldable hammock for car trunks
4. high quality light fixtures
5. health bar chain
6. comfy, damage-free ear phones
7. chair with popcorn holder, tray, built-in radio, massager
8. self-cleaning microwave
9. security software to protect against hackers and credit card scams
10. wholesale store without membership card
11. aerobic center for teenagers
12. chair store w/ imported European chocolate
13. restaurants for dogs and cats
14. oxygen tanks so dogs and cats can go diving
15. computer animation company
16. real estate company
17. cosmetics/hair care company
18. bowling alley in Cartagena, Columbia
19. Store that makes custom clothes
20. electronic translator that you put in your ear
21. fashion design company for new designers that need a start
22. iron rod production
23. selling traditional jewelry
24. brail screen that reads computer and translates the text on a computer into 3D brail that the blind could read
25. lumber company
26. Make a ski board rotating wardrobe at ski resorts
27. flavored straws
28. A grocery store that also had a fitness center
29. a diagonal load dishwasher
30. sushi restaurant
31. Candyland theme park chain
32. web design/advertising company
33. per month CD online company
34. educational software for the visually impaired
35. bringing broadband internet access into developing countries
36. Sonar for blind people
37. voice/data equipment for hospitals
38. drink machine that talks to you.
39. a teddy bear with sensors and small computer inside that would talk to infants/toddlers and encourage good behavior or tell them a bed-time story
40. an online store where you could customize clothing and then have it shipped to you
41. an educational software company that made console games for kids that were actually fun to play 

The following ideas were brainstormed by fourteen middle school students in a 90 minute period on July 27, 2003. 

1. New brand of cola
2. Monorail company
3. triangular and circular houses
4. interchangeable shoes
5. internet café
6. pens that never from out of ink
7. new type of fuel
8. hovercars
9. new internet service provider
10. college/cheerleader calendars
11. college/male athlete calendars
12. voice-activated radio/TV
13. voice activated hourse
14. remote control finder
15. voice activated keys
16. hydrogen powered cars
17. easy wrinkle remover
18. never-ending bottle of soda
19. underwear with pockets
20. new clothing line
21. donut store
22. shoe pockets
23. wireless TV headseats
24. haircoloring shampoo
25. desks with build in computers
26. text books on computers
27. automatic dog food dispenser
28. remote control lawnmower
29. washer-dryer all in one combo
30. color eye drops
31. mechanical spiders
32. MP3 player watch
33. watch that automatically knows what time zone it’s in
34. butt-wiping toilets
35. better toothpaste
36. virus protection
37. toothbrush with toothpaste in it
38. video phone
39. logo changing shirt
40. solar color changing shirt
41. solar powered sports cars
42. color changing nail polish
43. TV on cell phones
44. personal soda dispenser
45. voice-controlled air conditioning system
46. resort
47. color changing hair bow
48. voice activated elevators
49. phone/tv/radio in a shower
50. sponges with built in soap
51. self-moving furniture
52. multi-colored markets
53. reversible backpacks
54. student tracker system
55. remote to control of your appliances
56. sneakers with comfortable insides
57. auto food/water dispenser for animals for when family is away for a few days
58. vacuum with perfume in it
59. trash can with perfume in it
60. real-looking pony tail that hooks in your hair
61. 3 in 1 paint color can
62. refrigerator that has an alarm for bad food
63. cat food dispenser
64. boats that give a smooth ride 

Now that your creative juices are flowing, I encourage to learn how to evaluate business ideas in ‘How to Evaluate Business Ideas and Opportunities.” 
http://www.zeromillion.com/young/business-ideas.html 
Business Idea & Opportunity Evalution
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In analyzing your business ideas you must be able to pass them through a test to determine if they truly are valid opportunities. All of your ideas must have a demonstrated need, ready market, and ability to provide a solid return on investment. 

Is the idea feasible in the marketplace? Is there demand? Can it be done? Are you able to pull together the persons and resources to pull it off before the window of opportunity closes? These questions must be considered and answered. 

Opportunity-focused entrepreneurs start with the customer and the market in mind. They analyze the market to determine industry issues, market structure, market size, growth rate, market capacity, attainable market share, cost structure, the core economics, exit strategy issues, time to breakeven, opportunity costs, and barriers to entry. Below are two models that entrepreneurs use to evaluate their business ideas and plans. 

Fourteen Questions to Ask Every Time 

To evaluate opportunities, entrepreneurs ask the following questions: 

1. What is the need you fill or problem you solve? (Value Proposition) 
2. Who are you selling to? (Target Market) 
3. How would you make money? (Revenue Model) 
4. How will you differentiate your company from what is already out there? (Unique selling proposition) 
5. What are the barriers to entry? 
6. How many competitors do you have and of what quality are they? (Competitive Analysis) 
7. How big is your market in dollars? (Market Size) 
8. How fast is the market growing or shrinking? (Market Growth) 
9. What percent of the market do you believe you could gain? (Market Share) 
10. What type of company would this be? (Lifestyle or High Potential, Sole Proprietorship or Corporation) 
11. How much would it cost to get started? (Start-up Costs) 
12. Do you plan to use debt capital or raise investment? If so, how much and what type? (Investment needs) 
13. Do you plan to sell your company or go public (list the company on the stock markets) one day? (Exit Strategy) 
14. If you take on investment, how much money do you think your investors will get back in return? (Return on Investment) 

Let’s take the above fourteen questions and term them into an easy model that you can use to evaluate your business ideas you come up with. This is called the RAMP model. 

The RAMP Model 

Let’s start with the first letter, R, which stands for Return. Return really is return on investment. 

	R
	Discuss Exit Strategy (acquisition or IPO)

	R
	Is it profitable? Will your revenues be higher than your expenses? 

	R
	Time to breakeven (how long before cash flow positive? How long until the company begins to have an aggregate net income)

	R
	Investment Needed. How much money will it take to start-up this venture. Will it be $20,000, $200,000, or $2,000,000? 


Now let’s look at A. A stands for advantages. 

	A
	Look at cost structure (suppliers, what each element will cost to source or manufacture)

	A
	Barriers to entry (large competitors, regulations, patents, large capital requirements. If there are many barriers to entry, it will be difficult to enter a market. The higher the barriers to entry, the more disadvantaged you will be. 

	A
	Intellectual Property. Do you have a proprietary advantage such as a patents or exclusive licenses on what you will be selling.

	A
	Distribution Channel. How will you be selling your product? Will you sell it direct to the consumer via the Internet, sell it to wholesales, sell it to businesses, or sell it to retail stores. If can develop a unique distribution channel this can surely be an advantage. 


Now let’s look at M. M stands for Market.

	M
	The Need. Is there a big need for this product or service. Try to avoid ideas that sound cool but there is no real need for. Make sure your product or service fills and need or solves a problem. 

	M
	Target market (who are you selling to? businesses? consumers? what demographics?)

	M
	Analyze target market (who are you selling to? businesses? consumers? what demographics?)

	M
	Pricing (what you they charge, what will be the price, will there be a high enough markup).

	M
	Analyze market size


Finally let’s look at P. P stands for potential. 

	P
	Risk vs. Reward. How risky is the opportunity? If it is very risky, it there a chance for the business to do very well. Will there be a high reward for the founders and investors if the company succeeds?

	P
	The Team. Is the team right for the business. Do you have knowledge in this area.

	P
	Timing. Is the market ready for your product. You may have a great idea for flying cars, but if consumers are not ready for your product you may not be able to turn your idea into a successful business.

	P
	Goal Fit. Does the business concept fit the goals of the team to create a high potential or lifestyle business?


By using the RAMP model and the fourteen questions above you should be able to do a thorough job analyzing your business ideas and opportunities presented to you. 
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Editors Note: This article "Business Idea & Opportunity Evalution" was about "business, idea, evaluation". Hopefully it will provide you with valuable information on these topics. We encourage you to discuss this article in our discussion forum or apply to be a Zeromillion.com author and have your content featured on the top entrepreneurship resource online.
It's Not the Idea. It's the Execution.
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As you can see in the article 105 Business Ideas, ideas are a dime a dozen. Unless you have a Ph.D and are doing cutting edge research at a top university, in most cases if you have thought of a business idea, someone else has thought of it too. 

In 1967, an angel investor, Fred Adler, received over 50 business plans for entrepreneurs who proposed to start microcomputer firms. Only one of the teams presenting this idea ever made it. Its name was Data General. But why did so many entrepreneurs pitching a plan to sell microcomputers either never receive funding or if they were funded, never succeed? 

They didn’t make it not because the idea was per se bad or didn’t have the potential to be a good opportunity. It was a great idea and enormous opportunity. Rather, it was because the other entrepreneurial teams were unable to execute. 

Always remember that business ideas are a dime a dozen. Just think of the dotcom era of four years ago. But what really matters is the execution and the quality of the team, something the majority of those dotcoms lacked in. I have heard many a venture capitalist say that he or she would rather have an A management team and a B business concept that an A business concept and a B management team. It is not the idea, it is the people, and their ability to execute, that matters. It is not the idea. It is the people, and their ability to execute, that matters. 

While a business that ends up being successful could be started with a so-so idea, a successful business will never be built without a good team. 

http://www.zeromillion.com/entrepreneurship/ 
