
IV. Potential Risks 

The major risks to this business model are as follows 

 

• Product adoption 

From the survey it is found that some consumers think Indian food is 

high calorie and rich food. Taiwanese people are fond of Indian food and look 

for a chance to have it but will it be same forever, that a question. So when our 

company made the food affordable and close to customer, it is up to the 

consumer to adopt. It depends on consumers to decide whether to adopt it as a 

daily food or as a special food for special meal. So more we educate the 

consumer the more knowledge they will have about our offerings. More 

promotion is the strategy to overcome. 

 

• Consumers never try the product 

    Taiwan also has stereotype people who just can’t afford any change. If the 

consumer doesn’t try then it is hard to educate too. Promotional strategy is the 

attempt for this. Promotion location also holds a key part.  

 

• Eating habits of Taiwanese consumers 

              Eating habits of Taiwanese consumers is light taste food and soup based 

food. This is one of the things we took into consideration during the product 

selection. We have planned to provide customized food items in the food menu 

to select.  

 

 

 

 



• Awareness 

         Although people love to have Indian food they have less idea of variety 

and also some consumers don’t know the advantages of the spices those are 

used to prepare the food. So to let the consumer knows the variety and heritage 

of Indian food we will decorate the store space with pictures those can give 

good idea to the consumer about the food. During off peak hour consumers can 

ask questions to the waiters about the food to have more knowledge of 

advantages and disadvantages. 

 

• Substitute 

         To enter in this segment with Indian food we will be the first but there are 

substitutes like Thailand food and Vietnamese food are available in this 

segment. They can be treated as the substitutes for the consumer sometime to 

have a change. Sometime the proximity of the substitute might hold strong 

value for the consumer to choose it. 

 

• Business strategy change in existing Indian restaurant 

       After looking into our business strategy the existing Indian restaurants 

might look into this segment to penetrate. So they might come into competition 

where the quality, cost and proximity can beat them. 

 

• Capital for future 

       Business expansion is a major part of this business plan. If we are not able 

to generate enough revenue in the first year to have enough capital for 

expansion then the expansion plan will be delayed. 
 


