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OBJECTIVES:  An idea is not necessarily an opportunity. This course will help you develop and systematically apply the entrepreneurial way of thinking to create, evaluate and exploit opportunities. The material in this course applies to new or innovative business ventures, in new or existing firms small or large firms. It is relevant for start-up and early stage entrepreneurs, entrepreneurial managers, large established firms or institutions and relevant stakeholders.
Upon completion of this course, you will have the ability to:
· Understand the nature of an entrepreneurial orientation

· Recognize and evaluate opportunities.

· Evaluate and determine how successful entrepreneurs and investors create and build value for themselves and others.

· Assess the skills and needs of the entrepreneurial team.

· Analyze the financial and other resource needs of the venture and develop strategies to obtain the necessary resources.
· Develop strategies to start, manage, grow, and end the new venture. 
· Determine critical tasks to be accomplished, the hurdles to be overcome during start-up and early growth. 

· Identify the future consequences of decisions made by entrepreneurs at each point in time, including options that are precluded or preserved. 

REQUIRED TEXT AND ARTICLES:  Timmons and Spinelli (2007), New Venture Creation: Entrepreneurship for the 21st Century, 7th Edition, Boston, McGraw-Hill Irwin.  The publisher is introducing the 8th edition in September and is no longer printing the 7th edition.  The publisher will print copies for us but the best way is to get copies on-line from other vendors.  The first four chapters of the 7th edition are on e-reserve.  Additional material will be posted on Moodle or will be available electronically.
COURSE OVERVIEW:  We will use a diverse mix of methods and activities in this class.  Lectures are only one facet of this course.  With the exception of the first class, you are expected to read the assigned chapters, cases, and articles before you come to class and to spend some time thinking about the material.  As I do not lecture “straight from the book,” reading the chapter beforehand is important and will help you better understand the material presented in the lecture and will help you to participate in the class discussions.  Other key elements are described below.
Section A: Consulting Projects and Business Plans (40 points) - I have lined up several possible projects for the course.  At this point, I envision that we will form groups of 3-5 people assigned to each project or subtask or a project.  Each student in the group will be required to submit a team assessment form. The actual number of projects we will undertake will be a function of the final enrollment in the class and individual interest.  Some of the candidates include projects for  
· A marketing consulting firm that works with larger companies to help transform their culture from a product and production focus to market and customer focused organizations.  The company has developed many proprietary training programs and software, much of which can be web-based.  Though the actual project(s) will be determined through discussions with the client, the initial thinking is to examine whether there are viable potential markets for SMEs (small and medium sized enterprises) and/or individual entrepreneurs that could be delivered via the web.  If so, who are the best targets, how should the products/services be positioned, and what is needed to make it happen?  The project scope will be determined by the number of people who want to work on the project and their skills and, again, discussions with the client.

· A local firm that sells apparel and footwear to convenience stores and mass market outlets.  Revenues last year were approximately $1.5 million.  The owners of the company want to grow their business in new and socially conscious way and are looking to establish custom sustainable clothing programs that involve  “organic clothing” with non-toxic environmentally friendly inks and other aspects of corporate social responsibility.  At this point, the firm is predominantly sales agents for other companies.  The owners would continue this function (hard to let go of a business that makes money) and are looking at taking on design of the new products, contracting the manufacturing function and taking title of the products.  Initially the new venture is targeted to local organizations, e.g., the Big Sur Land Trust is working with the client; however, the programs would expand to include national organizations. The project examines the feasibility of the idea, financial and other resource requirements, and what needs to be done to make it work.    
· A marketing firm in Salinas that essentially operates as an out-sourced marketing department for firms that do not have an internal marketing department.  It has nine full-time employees and revenues of more than $1.5 Million.  Given the downturn in the economy, the firm is examining how to redefine what it does and how they it does it.  Possible areas of exploration include internal reorganization; evaluating new and existing clients, profitability and potential; and developing specific plans to attract new clients. 
· The Monterey Jazz Festival (MJF) is the longest continuous running jazz festivals in the world (see http://www.montereyjazzfestival.org/2008/index.php).  Over the past six years, we have conducted several projects for the MJF who invariably uses our work.  This year we will be examining how to green the festival and make it more environmentally friendly.  
In addition, I have a couple of other projects on the “back burner” if there is a need given class size.  I am also open to other ideas if you have a client.  We will discuss the projects in much more detail, in class, including the requirements for each project.  Remember, the clients are real people who will use the results of your project as key inputs for their actions.  It is important that the work is professional quality.  
Section B: Cases, Participation and Take-Home Final (60 points)
Analysis and Discussion of Cases in Class (30 points) – We will have several case discussions in class. Teams of students will be formed, most probably around four students per team.  We will discuss team formation in class.  Each team will have lead responsibility for the case, involving a short presentation of the key issues in the case and answering the pre-assigned case questions. No written report is due. 
Presentation (10 points): The presentation approach may be different from what you typically have experienced in other classes.  In the “real world,” for example, in a meeting with entrepreneurs and venture capitalists, the audience (e.g., the venture capitalists) will interrupt the presentation, ask questions, challenge assumptions, etc.  We will follow this model.  Active participation is expected from all students.
Evaluation criteria include:

· Identification of key issues and alternate strategies and actions. 
· Analysis of alternative strategies/ actions and defense of selected option includes sophistication, coherence of and support for arguments, integration of other course material and numerical, where appropriate.  
· General presentation skills.

· You are welcome to come discuss your case with me before you present it.  If you choose to meet with me, you must read the case thoroughly and discuss it as a group before our meeting.  
Participation in case discussions (20 points): You might notice that this is twice the value of your case presentation. This grade will be based on quality, not just the quantity of participation.  
· High quality frequent participation in all cases will yield 18-20 points.  
· High quality frequent participation in most cases will yield 16-17 points.  
· Infrequent but good participation in the cases will result in 13-15 points. 
· Little or no participation or low quality participation will yield 0-12 points.  
If you are absent frequently and do not participate, it is possible to get zero points. The positive side of this approach is that you will have a wonderful opportunity to show how much you know and to shine brightly.  The dark side is that you will be penalized if you do not actively participate.  Evaluation is based on quantity of participation and quality of participation.  Determinants of quality includes relevance of comments to the discussion,  support for comments from case or other course materials, quantitative support and sophistication and sharpness of point (rather than “rambling” comments).  
Take-home Final:  A final case or business plan will be assigned for each student to complete as an individual assignment.  The case will be posted on Moodle on Friday, 11/25, and is to be submitted by the beginning of class on Wednesday, 12/7. This case can be considered as a take-home exam and is worth 30 percent of your grade.  (Note, collaboration on the final case will result in an ‘F’ grade for the course and referral to a grievance committee.)  Specific questions, format, and grading criteria will be assigned later in the term.
ASSESSMENT:  

As described above, the assessments are:

Section A. 
Consulting project

40 points

Section B.  
Case discussion and analysis
30 points

Take-home case


30 points



Total


100 points
Important: you must receive a minimum grade of B in both Sections A and B of the course to receive a B for the course.  
OTHER ISSUES:
I welcome participation. Be passionate about your opportunity to learn --- it is an important part of your life.

Attendance is required.  Please come to class on time.  Excessive absences and/or lateness can result in your grade being reduced.  

Please read articles and cases before the class in which they will be discussed, it really helps the discussion.

We may sometimes need to make a shift in the course, perhaps, to accommodate projects or additional outside speakers --- you are responsible for all assignments whether or not you were in class when they were assigned or when due.  

IM660:  ENTREPRENEURSHIP – TENTATIVE CLASS SCHEDULE

(Please note: as we are dealing with real clients, workload issues and outside speakers  we may need to be flexible)

	Date
	Topic
	Readings 

	9/3 W
	Course Overview
	Ch 1 (first four chapters are on e-reserve)

	9/8 M
	The Entrepreneurial Process
	Ch 2. How to Write a Great Business Plan, Sahlman, HBR July-August 1997 (EBSCO database)

	9/11 W
	Kurt and John Bauer Case
	Ch 3, case is pp 98-113. Skim Kropp et al article, read section on entrepreneurial orientation more carefully, available at http://www.amsreview.org/articles/kropp07-2005.pdf  

	9/15 M
	Opportunities – Think of an idea that you think might be a good business opportunity. Prepare a two minute description of the idea to present in class
	Ch 4.  First chapter of The New Business Road Test: What Entrepreneurs and Executives Should Do Before Writing a Business Plan. You can download the first chapter for free from www.london.edu/faculty/jwmullins; Read Kropp, et al,. book chapter on adaptive strategy  (will be posted)

	9/17 W
	Securities Online, Inc Case
	Chapter 4, pp. 142-162. First group will present.

	9/22 M
	Development and Evaluation of ideas using Quick Screen in Ch 5.
	Ch 5.  The Questions Every Entrepreneur Must Answer, Bhide, HBR, November-December 1996* (If needed, this and subsequent chapters will be put on e-reserve until book issue is resolved.)

	9/24 W
	Roxanne Quimby Case
	Ch. 2, pp. 69-78. Second group will present

	9/29 M
	Entrepreneurial Manager and Team
	Ch 7 & 8 

	10/1 W
	Hindman and Company Case
	Will be posted on Moodle.  Third group will present

	10/6 M
	Meet the Entrepreneurs 1
	Potential Clients will come to class

	10/8 W
	Meet the Entrepreneurs 2
	Potential Clients will come to class – You will send me your project preference by Thursday noon (we will discuss in class) 

	10/13 M
	First group meetings – No Class
	Each team will meet to hammer out a preliminary statement of work and email to client as basis for discussion.  You will also schedule to meet with your client to discuss the project.

	10/15 W
	Project Meetings
	Each group will present its statement of work and we will discuss the projects in class

	10/20 M
	Entrepreneurial Orientation and success
	Kropp et al, International Marketing Review article, will be posted on Moodle.  Ch. TBA  

	10/22 W
	Bridge Capital Investors Case
	Will be posted on Moodle. Fourth group will present

	10/27 M
	Possible Guest Speaker
	Kropp et al chapter on cross-cultural influences on entrepreneurship finance.  Ch. TBA

	10/29 W
	Jiffy Lube International Case
	Will be posted on Moodle. Sixth group will present

	11/3 M
11/5 W
	Project Work
	No class scheduled – this time is reserved for you to work on the projects

	11/10 M
	Obtaining Venture  & Debt Capital
	Ch. TBA

	11/12 W
	Quick Lube Franchise Corp
	In class exercise on the case – you must be prepared to participate

	11/17 M
	Franchising
	Read  Mike Bellobuono case, we will discuss in class

	11/19 W
	Newland Medical Technologies Case
	Read Newland Medical Technologies, we will discuss in class as well as other matters 

	11/24 M
11/26 W
	Project Work
	You will meet with me and “dry run” your presentations.  Meetings with each group will be scheduled.

	11/28 F
	Take-Home Case
	Will be posted on Moodle

	12/1 M
12/3W
	Presentations to Clients
	Everyone should be at all of the presentations.

	12/8 M
	Social Entrepreneurship
	TBA

	12/10 W
	Last Class – Wrap-up
	Take-home case due at beginning of class


� A typical MBA class lasts 80 to 90 minutes, depending upon the class and the instructor which results in 40 to 45 hours of class time.  This course is more front-end loaded, to provide you with more time to conduct the class projects.  This is described in more detail in the syllabus and class schedule sections.





