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New Ideas

cordingly plan strategies and actions.

What if ?
Why ?

How 7
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and try to ameliorate, can perform well in the coming future.

Few questions which are helpful in generating new ideas :-

Continued

Ideas are lifeblood of every business. Businesses fail due to lack of constant new

ideas which could lead to short to long term growth of the business. Some
businesses find it hard to generate new ideas because of stiff competition posed by
major competitors. At such stage businesses need to do an assessment, of their
previous and current strategies, which could generate new ideas and uncover major
issues and mistakes made by the management in the past. Every business makes some

form of wrong decisions or mistakes but those who learn from previous experience

Ideas are vital to develop new and existing products and services or even to take
that very first step of entering into a new business. In fact wherever you are in the
business life cycle, you will need lots of ideas if your business is to thrive. We always

recommend our clients to conduct a thorough research on their clients’ needs and ac-



What if one of your competitors meets your existing client with a better product priced lower than yours?
Why will your clients stick to you only?

How can you target your clients’ untapped needs?

How can you improve your existing products and services?

How to get in to long term business contracts with your existing clients?

Be observant and keep a watch on emerging trends and expanding market niches. During this process, employ any
technique including brainstorming. At this stage just focus on your consumers and market, not on your product as

there is no point in making something better if no one needs or wants it in the first place.

As soon as you prepare a list of ideas, shortlist the feasible ones which can generate business opportunities.

Analysis of new ideas

. Talk about your product or service with prospective customers and analysis the feedback.
. Is there any demand for your offerings?

. If so, how strong?

. How price sensitive?

. What sets you apart from your competition?

Seeking Advice?

At InterAlliance Group Services we assist clients coming from different sectors in finding best possible solutions
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Medium size businesses. Feel free to contact us and we will assist you in bringing success to your business.
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