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When a company identifies a specific business need, the immediate next step is crucial in ensuring the
successful resolution of that need. While the options of locating a vendor or filling the need internally
might seem straightforward, the most strategic initial action often involves a comprehensive assessment
and planning process before engaging vendors or allocating resources. This approach ensures that the
company fully understands its requirements, aligns its goals with its strategic objectives, and sets a solid
foundation for subsequent steps. In this article, we explore in depth what a company should do first after
recognizing a business need, covering the critical phases of assessment, planning, and readiness that precede
vendor selection or internal filling.

---

Understanding the Business Need in Depth

Clarify and Define the Need
Before taking any action, it’s essential to clearly articulate what the business need entails. Misunderstanding
or vague definitions can lead to misaligned solutions, wasted resources, or unmet objectives.

Key steps include:

Engaging stakeholders to gather diverse perspectives

Documenting the specific problem or opportunity

Identifying the desired outcomes or KPIs

Assessing the scope and urgency of the need



Conducting a Needs Analysis
A thorough needs analysis ensures the company understands the root causes, potential impacts, and the
scope of the problem.

Components of needs analysis:

Data collection through interviews, surveys, or system audits1.

Identifying gaps in current capabilities or resources2.

Prioritizing needs based on strategic importance3.

Forecasting potential benefits of addressing the need4.

Assessing Internal Capabilities and Resources

Evaluate Internal Readiness
Before looking externally, assess whether the company has the internal capacity to meet the need.

Considerations include:

Availability of skilled personnel

Existing technology or infrastructure

Financial resources and budget constraints

Existing processes and workflows that can be leveraged or need modification

Identify Internal Gaps and Constraints
Understanding internal limitations helps in deciding whether to fill the need internally or seek external
vendors.

Key points:



Identify skill gaps or resource shortages1.

Assess organizational readiness for change2.

Determine timelines and potential disruptions3.

Developing a Strategic Action Plan

Define Objectives and Success Criteria
Clear objectives guide the entire process and help evaluate the effectiveness of the solution.

Steps include:

Setting SMART (Specific, Measurable, Achievable, Relevant, Time-bound) goals

Establishing success metrics and KPIs

Determine the Approach: Internal or External?
Based on the assessment, decide whether to:

Develop a solution internally by allocating existing resources or building capacity

Engage an external vendor to provide the required solution

Factors influencing this decision:
- Speed of deployment
- Cost considerations
- Expertise required
- Strategic importance



Preparing for Vendor Selection or Internal Development

Define Requirements and Specifications
Create detailed documentation that outlines what the solution must accomplish.

Includes:

Functional requirements

Technical specifications

Budget constraints

Timeline expectations

Market Research and Vendor Identification
If external vendors are to be involved, the next step is to identify potential vendors.

Approach:

Use industry networks, referrals, and online directories1.

Attend industry events or trade shows2.

Review vendor credentials, case studies, and references3.

Conclusion: The First Responsible Step

In summary, the first thing a company should do after determining a business need is not merely to locate
a vendor or fill the need outright, but to engage in a structured, strategic assessment process. This involves
clarifying and defining the need, analyzing internal capabilities, conducting needs assessments, and
developing an action plan. Only after thoroughly understanding the scope, requirements, and strategic
implications can the company confidently proceed to select an external vendor or develop an internal
solution.



This disciplined approach minimizes risks, aligns solutions with business goals, optimizes resource
utilization, and ultimately increases the likelihood of project success. In essence, the first responsible step is
strategic planning grounded in comprehensive understanding—setting the stage for effective execution
whether it involves external vendors or internal efforts.

---

Summary of Key Points:
- Fully understand and define the business need
- Conduct a needs analysis to identify root causes
- Assess internal capabilities and resource availability
- Develop clear objectives and success criteria
- Decide on internal development or external vendor engagement
- Prepare detailed requirements and market research if engaging vendors

By following this foundational process, companies ensure that subsequent actions—locating vendors or
filling the need internally—are purposeful, targeted, and aligned with overarching business strategies.

Frequently Asked Questions

What is the initial step a company should take after identifying a business
need?
The company should clearly define and analyze the specific requirements to understand the scope and
impact of the need.

Why is it important to prioritize the business need before locating a
vendor?
Prioritizing helps ensure the company focuses on the most critical needs first, enabling better resource
allocation and more targeted vendor selection.

How does conducting market research benefit the company's next steps
after identifying a need?
Market research provides insights into available solutions, vendors, and industry standards, guiding
informed decision-making.



Should a company develop a detailed requirement specification before
seeking vendors?
Yes, creating detailed specifications ensures that vendors understand the company's needs and can provide
suitable solutions.

What role does internal stakeholder consultation play after determining a
business need?
Engaging stakeholders helps gather diverse perspectives, align goals, and ensure that the solution addresses
all relevant concerns.

After understanding the business need, what is a recommended step
before filling or sourcing solutions?
The company should evaluate potential solutions, compare options, and assess feasibility to select the most
appropriate approach.

How can a company ensure that it chooses the right vendor after
identifying a business need?
By conducting due diligence, reviewing vendor credentials, requesting proposals, and assessing
compatibility with the company's requirements.

What is the significance of creating a strategic plan before filling the
business gap identified?
A strategic plan provides a structured approach to addressing the need, ensuring resources are effectively
utilized and objectives are met efficiently.

Additional Resources
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Business needs are the catalysts for organizational growth, technological upgrades, process improvements,
and strategic shifts. Once a company identifies a specific need—be it operational inefficiencies, outdated
technology, or market expansion opportunities—the crucial next step is to determine the most effective
way to address it. The initial response is often misunderstood or approached hastily, which can lead to
suboptimal solutions, wasted resources, or missed opportunities. This article delves into the fundamental



question: what should a company do first after recognizing a business need? Specifically, we analyze
whether the priority should be to locate a vendor or to fill the need internally, and explore the broader
strategic context that influences this decision.

---

Understanding the Business Need: The Foundation of Effective
Action

Before jumping into vendor selection or internal solutions, it’s vital for organizations to thoroughly
understand the nature, scope, and implications of the identified need.

1. Clarify the Business Need

- Define the problem or opportunity: Is it a process inefficiency? A technology gap? A customer service
issue? Precise identification ensures targeted solutions.
- Assess the impact: Understand how this need affects operations, revenue, customer satisfaction, or
competitive positioning.
- Set objectives: What does success look like? Reduced costs, improved quality, faster delivery, or increased
sales?

2. Conduct a Needs Analysis

- Gather data: Collect quantitative and qualitative data to validate the need.
- Engage stakeholders: Consult employees, customers, and partners to gain insights.
- Prioritize needs: Determine if this is a critical pain point or an enhancement opportunity.

3. Explore the Underlying Cause

Understanding whether the need is symptomatic or root-causal will influence whether to seek external
vendors or develop internal solutions.

---

Strategic Decision-Making: To Locate A Vendor or To Fill
Internally?

Once the need is clearly defined, companies face a strategic choice: should they locate a vendor to supply a



solution, or should they develop or implement a solution internally? This decision hinges on multiple
factors.

1. Factors Favoring Vendor Selection

- Specialized Expertise: Vendors often bring specialized knowledge and technology that internal teams lack.
- Cost and Time Efficiency: Outsourcing or purchasing solutions can be faster and more cost-effective than
building internally.
- Access to Innovation: Vendors tend to invest in continuous innovation, giving clients access to cutting-
edge solutions.
- Risk Mitigation: Vendors may assume some risks associated with deployment, support, and upgrades.

2. Factors Favoring Internal Filling

- Unique Business Knowledge: Internal teams understand organizational nuances and can tailor solutions
precisely.
- Control and Flexibility: Developing solutions in-house allows for greater control over features, timelines,
and modifications.
- Intellectual Property: Building internally preserves proprietary knowledge.
- Long-Term Cost Savings: While initial investments might be higher, internal solutions can be more
economical over time if managed properly.

---

Step-by-Step Approach: What Should a Company Do First?

The initial step after identifying a need is often overlooked but critically important in setting the stage for
effective resolution.

1. Conduct a Strategic Assessment

Objective: Determine whether to pursue external vendors or internal development.

Actions:

- Cost-Benefit Analysis: Quantify costs, benefits, risks, and strategic value of both options.
- Resource Evaluation: Assess current internal capabilities, skills, and capacity.
- Timeline Considerations: Is the need urgent? Vendor solutions may be quicker; internal development
might take longer.
- Alignment with Strategic Goals: Does the solution fit within the company's long-term vision?



2. Develop a Clear Specification or Requirements Document

Objective: Establish detailed, measurable requirements that guide vendor selection or internal
development.

Actions:

- Map out functional requirements.
- Identify technical specifications.
- Clarify constraints such as budget, time, and compliance.
- Include future scalability or integration needs.

3. Explore Market Options and Internal Capabilities

Objective: Gather intelligence on available solutions and assess internal readiness.

Actions:

- Market Research: Identify potential vendors, products, or services.
- Internal Review: Evaluate existing teams, tools, and resources.
- Benchmarking: Learn from industry best practices and competitors.

4. Stakeholder Engagement

Objective: Ensure buy-in and gather diverse perspectives.

Actions:

- Hold cross-departmental meetings.
- Involve key decision-makers, IT, finance, and operational teams.
- Communicate the rationale for the chosen approach.

5. Make an Informed Decision

Based on the collected data, analysis, and stakeholder input, determine whether to proceed with locating a
vendor or filling the need internally.

---

Implementing the Chosen Solution: The Next Steps



Once the initial decision is made, the company must carefully plan and execute the implementation.

1. If Locating a Vendor

- Vendor Selection Process: Issue RFPs, evaluate proposals, conduct demos, and perform due diligence.
- Negotiation: Clarify terms, SLAs, support, and costs.
- Deployment Planning: Coordinate timelines, integration, and change management.
- Monitoring and Evaluation: Track performance against KPIs and ensure vendor compliance.

2. If Filling Internally

- Project Planning: Define scope, milestones, and resource requirements.
- Team Allocation: Assign skilled personnel or consider training.
- Development & Testing: Build, customize, and rigorously test the solution.
- Change Management: Prepare staff for adoption and provide necessary training.

---

Conclusion: The First Step Sets the Stage for Success

The question of whether to locate a vendor or fill a business need internally is not merely a tactical choice
but a strategic decision that influences long-term organizational effectiveness. The first thing a company
should do after determining a business need is to thoroughly analyze and assess the situation—clarifying the
problem, understanding internal capabilities, evaluating market options, and aligning with strategic goals.
This foundational step ensures that subsequent actions—vendor selection or internal development—are
well-informed, targeted, and aligned with the company's overarching objectives.

By approaching the initial phase with diligence and strategic foresight, organizations can optimize
resources, minimize risks, and ultimately deliver solutions that contribute meaningfully to their growth
and competitiveness. Whether the resolution involves partnering with external vendors or leveraging
internal talent, the key to success lies in deliberate, informed decision-making rooted in a comprehensive
understanding of the business need.

---

In summary:

- The first step is thorough analysis and clarification of the business need.
- Followed by strategic assessment to decide between locating a vendor or filling the need internally.
- Developing clear requirements and conducting market and internal evaluations are essential before
making an informed decision.



- Proper planning and stakeholder engagement set the foundation for successful implementation.

By adopting this structured approach, companies can ensure that they respond to business needs efficiently,
effectively, and strategically—maximizing value and fostering sustainable growth.
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