Entrepreneurship. Weekly Assignment ENTRE. Session 3

Name: ______________________________________ Date: ___________________
1. Problem–Solution Fit: What specific problem am I solving, and how do I know customers truly experience this problem strongly enough to pay for a solution?



2. Customer Validation: Who is my primary customer segment, and what real evidence (interviews, surveys, pilot tests, behavior data) confirms they want this solution?



3. Differentiation Strategy: What makes my idea meaningfully different from existing alternatives—and why would customers switch?



4. Entry Pathway Decision: Is creating a new venture the smartest approach, or would acquiring an existing business, franchising, or partnering reduce risk and accelerate success?



5. Feasibility Reality Check: Do I currently have (or can I realistically obtain) the technical skills, legal approvals, partnerships, and operational systems required to deliver this solution?


6. Financial Sustainability: How long can the venture survive before generating reliable revenue—and what assumptions in my projections are most uncertain?



7. Team Capability Assessment: Which essential skills are missing from my founding team, and how will I attract people who complement—not duplicate—my strengths?



8. Early Testing Strategy: What is the simplest version of my idea (MVP) I can launch quickly to test demand before committing significant time or money?



9. Risk Identification and Mitigation: What are the three biggest risks facing this venture (market, financial, operational, or competitive), and what actions can reduce each one?
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10. Legitimacy and Trust Building: What signals (partners, advisors, pilot customers, certifications, early traction) will convince investors, customers, and stakeholders to trust this venture?
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