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DEFINING SUCCESS FOR

" YOUR BUSINESS VENTURE




INTRODUCTION

Every business venture begins with a spark of ambition, but success only becomes real
when you define what it actually looks like. Too often, entrepreneurs launch with energy
and ideas but lack clarity on the criteria that will determine whether the effort was worth
it. Without clear measures, you risk chasing opportunities that drain resources instead of
building momentum.

This tool helps you take a step back and think strategically about your venture before
moving forward. It challenges you to weigh critical factors such as market potential,
alignment with your mission and goals, fit with customer needs, competitive realities, and
the financial requirements of getting started. It also pushes you to consider the tougher
elements—risk versus reward, ease of implementation, and whether your organization has
the capacity to support the venture.

The goal here isn't just to evaluate whether an idea is “good.” It's to determine whether it's
right for you, your team, and your long-term vision. By working through these success
criteria, you'll bring clarity to your decision-making, avoid costly detours, and move
forward with greater confidence and alignment.



Use the following evaluative criteria to help set your venture success expectations.
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EVALUATION RANGE
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SELECTIONS

Reflection / Notes
(If you selected 1 or 6, explain why)

Capacity Building © Capacity Building Solutions, Inc. 04
Q a Solutions www.capacity-building.com


http://www.capacity-building.com/

	I3: Off
	I10: Off
	I30: Off
	I44: Off
	I51: Off
	I58: Off
	I79: Off
	I86: Off
	I65: Off
	I72: Off
	I24: Off
	I17: Off
	I37: Off
	I93: Off
	I100: Off
	I107: Off
	I121: Off
	I114: Off
	Capital Investment Required to Start and Run Business: 0
	RiskReward Element of Business: 0
	I4: Off
	I5: Off
	I11: Off
	I12: Off
	I31: Off
	I32: Off
	I45: Off
	I46: Off
	I52: Off
	I53: Off
	I59: Off
	I60: Off
	I80: Off
	I81: Off
	I94: Off
	I95: Off
	I101: Off
	I102: Off
	I87: Off
	I88: Off
	I66: Off
	I67: Off
	I73: Off
	I74: Off
	I25: Off
	I26: Off
	I18: Off
	I19: Off
	I38: Off
	I39: Off
	I108: Off
	I109: Off
	I122: Off
	I123: Off
	I115: Off
	I116: Off
	Product I Service Lifecycle: 0
	Debt Required to Start and Run Business: 0
	life 1: 
	life 2: 
	life 3: 
	life 15: 
	life 72: 
	life 37e: 
	life i15: 
	lifei 72: 
	life 3i7e: 


