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Course Description and Objectives
The key objectives of the course are:
· To provide a clear understanding and useful frameworks for entrepreneurial growth strategies, particularly in dynamic environments.  We will address for-profit, not-for-profit, family-owned, public and global entities and their unique issues, especially during growth stages.
· To investigate the specific needs and options for development of critical business processes to support growth, such as product and service development, customer relationships, sales and marketing, alliance development, operations, outsourcing, structure, systems and talent.

· To explore and discuss real-world approaches to growth utilizing case studies from various industries and perspectives.  Students will explore concepts by actively participating in class discussions and individual case study write-ups.
Course Grading

The overall grade in the course will be based on demonstrating competence in four distinct areas:
1. Class Participation




20%
2. Case Studies (4) 10% each


40%

3. Midterm Exam




20%
4. Final Exam





20%
1. Case Study Write-Ups








40%
Throughout this course, we will be utilizing business case studies to illustrate and analyze specific concepts highlighted in the readings.  Case studies enhance our strategic skills by applying concepts to real-life scenarios.  I have selected 10 cases for the course, with five class discussions scheduled before the mid-term and five after the mid-term.  My expectation is that you will read and make notes on all of the cases assigned prior to the class session so that you can participate fully.  In addition, you will be submitting four (4) case write-ups with                                         Suggested format will be described in the first class session.  The case study should be no more than 3 pages in length and will be graded on both content and professional appearance.  Content should reflect application of the course content with specific emphasis on analysis of the problems and recommended solutions.
2. Participation









20%
20% of your grade will be dependent upon the quality of your in-class participation.  All reading assignments and case studies must be completed before the class in order to contribute at the required level. I will evaluate you on both the quality and the quantity of your contributions.  
3. Mid-Term and Final Exams   






40%
The Mid-term (March 3) and Final exam (May 5) will focus on the material in the readings, case studies and lectures in the course.  They will be closed notes and will contain short answer, multiple choice, and mini-case analysis questions.  

Makeup examinations must be requested in writing and must be the direct result of a medical or work-related issue.  Do not take the course unless you can sit for the exams on the dates indicated. 
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Course Schedule
	Date
	Topics
	Readings/Cases

	Thursday, Jan 22
Session #1
	· Course Overview and Introduction

· Start-Up Strategies
· Four Actions Framework

· Value Curves
	“Note on Developing Start-Up Strategies,” Bhide, 1993, HBR Reprint 394067
“Blue Ocean Strategy : Analytical Tools and Frameworks,” Kim and Mauborgne, HBR Reprint 1629BC

	Thursday, Jan 29 
Session #2
	· Entrepreneurial Growth Opportunities
· Context, Content and Process
	“The Five Stages of Small Business Growth”, Churchill and Lewis, 1983, HBR Reprint 83301
Case 1 : Joint Juice

	Thursday, Feb 5
Session #3
	· Strategies and Structures for Managing Growth
· Mergers, Acquisitions

· Franchising
	“Achieving Profitable Growth and Market Value”, Heskett and Hammermesh, 2004, HBR 804157
“Managing Transitions in the Growing Enterprise” Roberts, 1993, HBR 393107
Case 2 : Noodles and Company

	Thursday, Feb 12
Session #4
	· Growing the Family Business
· Skill Recruitment & Development


	“Strategy as Simple Rules”, Eisenhardt and Sull, 2001, HBR Reprint R0101G
“Definitions and Typologies of the Family Business,” Davis, 2001, HBR Reprint 802007
Case 3 : Hancock Land and Lumber


	Thursday, 

Feb 19
Session #5

	· Sales Channel Development
	Case 4: Honest Tea

	Thursday, 

Feb 26
Session #6
	· Market Launches
	Case 5 : 

	Thursday, 

March 5
	· Mid-Term Examination
	Last day to turn in first-half Case Studies (2)

	Monday, 

March 10
Session #8
	· Review Mid-Term

· Implementation Levers for Growth

· Structure, Process and People 

	“Control in an Age of Empowerment”, 1995, Simons, HBR Reprint 95211

“The Challenge of Growth,” 1993,  Roberts, HBR Reprint 393106



	Monday, 

March 24
Session #9

	· Innovation Research and Development

· Intellectual Property Management
	“How to Capture Value From Innovation: Shaping Intellectual Property and Industry Architecture”, California Management Review, 2007, Pisano and Teece, HBR Reprint CMR 390
Case 6 : CVD vs. Markham


	Monday, 

March 31
Session #10
	· Marketing Growth Strategy

· Value Innovation

· High-Growth Marketing Best Practices

	“MarketBusting : Strategies for Exceptional Business Growth,” 2005, McGrath and MacMillan, HBR R0503E

“Value Innovation : The Strategic Logic of High Growth,” 1997,Kim and Mauborgne, HBR R0407P
Case 7 : Facebook, HBR Reprint E220

	Monday, 

Apr 7

Session #11
	· Operations Growth Strategy
· Outsourcing and Partnering 

	“When Is Virtual Virtuous?,” Chesbrough and Teece, HBR Reprint R0208
Case 8 : OXO International


	Monday, 

Apr 14

Session #12
	· Non-Profit Growth
· International Entrepreneurship
	 “Social Enterprise.  Private Initiatives for the Common Good”,1994, Dees, HBR Reprint 395116

“2007 Global Report on High Growth Entrepreneurship” Executive Summary, p.5            www.gemconsortium.org
Case 9 : Endeavor



	Monday, 

Apr 21
Session #13

	· Infrastructure for Growth


	“Enterprise Growth : The Challenge to Management,” 2005, Entrepreneur’s Toolkit, HBR 5405BC 
Case 10 : Nanogene Technologies, Inc

	Monday, Apr 28
Session #14

	· Managing in Uncertainty
· Course Review

· Open Topics Discussion
	Last day to turn-in second half Case Studies (2)

	Monday, May 5


	· Final Exam
	


5

