Global Entrepreneurship ModulePRIVATE 

Dr. Robinson, robinson@sc.edu, 777-5961, Office 779
This module is intended to introduce you to the emerging management challenge facing "managers" in 21st century business organizations.   The very word "manager" is becoming antiquated as a result of the emerging global economy that demands entrepreneurship, leadership, change agents, coaching, and other skills from people that accept the challenge of guiding business excellence.  After a brief look at how "management" was traditionally defined, studied and exercised, we will focus your attention on one basic proposition:  The emerging global economy is rewarding organizations and business persons that are able to respond fast, creatively, and aggressively to new or redefined market needs.  Rather than rewarding "bigness" as it is rapidly becoming huge, the global economy is proving to be an arena where entrepreneurship and entrepreneurial leaders are the model for success.  So the proposition we will examine is entrepreneurship and your need to prepare to be one or work with many.  
07/30  
The Global Paradox; The Flat World; Forces Driving Global Entrepreneurship.  GENT Objectives;  Set up your business proposition teams. IMBA/JD Chad Hardaway & 2008IMBA Entrepreneurs Chad Sands & John Busch. 
7/31, 8/1 and 8/4 if needed,  1:45pm – meeting w/ Chad H. & USC-IP Creators / Partners in Rm. 535
08/06  
Entrepreneurial Building Blocks      
[Handout provides background reading]


1.  Vision of a Profitable Opportunity  
3. Resources

5. Bus. Plan


2.  Management team


4. Focus


08/07  
Entrepreneurial Building Blocks  cont’d;   Dr. Dwight Gardner, MSB Librarian     


>>Email your team’s ½ page Business Proposition Summary & contact info to drR.    
08/07
Business Proposition Team meetings with drR in afternoon .. schedule to come. 

08/08
Business Proposition Team meetings with drR in afternoon .. schedule to come. 
08/11
Business Proposition Team meetings with drR in afternoon .. schedule to come. 
08/12  
The Global Trade Atlas; A visit with Don Brasher – classic 21st century global entrepreneur.



A Profitable Opportunity built on vision, focus, value and ethics.

08/14
First Team Peer Evaluation due to drR by 5pm.  

08/15
Building Blocks cont’d; Discuss the Wendy’s case. 


Madwise 2008IMBA Entrepreneurs Shaun Abraham and Anandhakumar Deekaram.   

08/21
Venture Capital:  A Primer.    A visit with Robert Fletcher, Venture Capitalist.

08/26
Business Proposition Team meetings with drR  .. schedule to come. 
08/27
Business Proposition Team meetings with drR  .. schedule to come. 
08/28
Intellectual Property.  A visit with Dale Hogue, International IP Counsel.  Lumpkin Aud., 1:45pm  
09/02
>> 4 PM--Your 5-page proposition due via email to drR .. as MSWord & Excel attachments

09/02
>> 6PM drR will notify you of the four propositions you are assigned to evaluate and rank.  

Copies of all propositions will be posted on blackboard so you can download your four. 
09/03
BusProposition team presentations start promptly at 1:30pm .. Lumpkin Auditorium 8th flr.

09/04
>> Ranking [1st,2nd, 3rd]; & Point Allocation due via special evaluation form provided in Class Blackboard site by 3pm.  and ½ – 1 page summaries of the strengths/weaknesses you see in your 4 propositions due via website evaluation form or as an email attachment to drR by noon on Monday, 9/08.  
09/05
IMBA Global Entrepreneurs Greg Golden, Whit Kelly, and Aimee/Greg Talbot; Business Proposition Awards

09/08
Noon: ½ -1 pg. prop. evals due if not turned in earlier - Email to drR.;  2nd Team Peer Eval Due by 5pm. 

Global Entrepreneurship Module
MANAGER AS ENTREPRENEUR

OBJECTIVES

1. To alert you to a global entrepreneurial revolution.
2. To nurture your interest in entrepreneurship;
     & encourage use of your IMBA time to act on it.

3. ID 5 risk reducers successful entrepreneurs employ. 
4. To introduce you to the Global Trade Atlas.

5.  To hear from experts in global trade, IP, & VCapital.

6.  To hear from 8 IMBA/MIBS Global Entrepreneurs. 

7.  To give you back my share of your money$$$$.  

 GENT Business Proposition Assignment

1. drR will form teams of ~4 [TBA] people on the first day of class.   Assume that an entrepreneurial alumnus is willing to give you up to $50k  to start, supplemented by what you can raise via four credit cards, to start a business venture.  You can also assume an additional 2nd/3rd year investment of up to $150k, if you venture has significant growth potential.   Your team assignment for the GENT module is as follows:

a. Each member of your team is to conceive of their idea for a business venture / product or service offering that they think has merit.   USC-IP will also be available for you to consider as a team.
b. The team must, by 8/07th or sooner, listen to and consider each idea; then choose one which will become the group’s most realistic and promising venture idea.  Alternatively, you can choose one of the USC IP options provided by IMBA/JD Chad Hardaway, or other IP source. Once chosen, email drR a brief [≤½ page] description of your chosen venture idea; a business name; and the names of your team members and their email addresses and phone numbers.

c. During the remainder of the module, the team should develop the idea into a presentable business proposition which is to be typed and emailed to drR before 4pm on Tuesday, 9/02.  

d. The team will prepare and make a brief, 5 minute presentation to the class attempting to sell the class on the logic of the proposed venture during the September 3rd class session.

e. The typed presentation is limited to four, double spaced, typed pages and a 5th page that would be/have an excel spreadsheet with financial information on it.  The financial information should include a yearly P&L projection for the first three years of the venture; and a 3 year cash flow projection on a quarterly basis.  The backside of the 5th page excel sheet [or a 6th page] should list all underlying assumptions.  Include a separate cover page with each group member’s name on it. 

f. The typed four pages should explain what you will sell, who will buy it, why they will buy it and how.  It should offer reasons why they will buy given other options; their numbers, etc.  Sources of competitive advantage linked to founder’s/team experience, cost structure, or other particular strategies, tactics, barriers, alliances, etc. are welcomed.  Previous examples will be available.
g. Your class presentation should be succinct, to the point, to explain your venture and the key reasons it is compelling; in 5 minutes.  We will allow for 3 minutes of Q&A after you present.
2.  Each class member will then be given four of these “business propositions” randomly selected across both sections to evaluate and rank [best, second best, third best].   You will be provided copies of each Proposition via Blackboard, 9/02 at ~ 6pm.  After reading the propositions and listening to their presentations on 9/03, you are required to enter your rankings/ratings via the website in Blackboard or via email before 3pm on Thursday, 9/04.  

You will also complete a typed, ½ - 1-page evaluation/critique of each proposition you were assigned to evaluate that will be shared, anonymously, with the proposition proposers.  You can do this via Blackboard in the comments section when entering your rankings or via email to drR.    
3. Rankings and point allocations will be tabulated and the five highest rated propositions will receive cash awards = to U.S. $500, $250, $125, $75 and $50 awards, respectively.  The ten highest rated propositions will qualify their team for a grade of “A” in GENT, subject, of course, to peer evaluations and appropriate classroom behavior.   Propositions below that cut-off rating will receive a grade based on the rankings/rating points allocated by reviewing classmates, and additional review by drRobinson. 

 ~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~
8/15 Class Assignment:  Read the Wendy’s case prior to class on 8/15; Consider the following questions:
A.  Explain Wendy's initial mission or key idea.  What did Wendy’s sell?  To Whom?  Why did they buy it or did Wendy’s founders feel sure that they would?    
B.   What two key operational strategies did Wendy's used to make this vision or idea a reality?  
C. What is your evaluation of changes Wendy's made to its initial entrepreneurial strategy after its 1st 10 years?
GUIDELINES FOR CONDUCTING YOUR EVALUATION

OF THE FOUR GENT BUSINESS PROPOSITIONS

ASSIGNED TO YOU TO EVALUATE
1. Go to Blackboard for this class.
2. Click on the folder containing a list that shows your four propositions to evaluate beside your S-ID#

3. Be sure to plan to attend the class session on 9/03 to hear your four propositions presented.

4. Print yourself a hard copy of each proposition [in another Bb folder] to read before those presentations.

5. Read and compare them.  You are asked to comparatively evaluate the four propositions and rank order your top three propositions as best, second best, and third best.  Use criteria like the following:

· Clarity and comprehensiveness in the presentation of the proposition

· Overall business potential of the proposed business

· Ability of the proposition to answer key class concepts about a new venture’s success

· Which proposition[s] you evaluated would you invest in if you were an angel investor

6. Enter your rank ordering by clicking onto the link provided on Blackboard.  Place the Proposition number you rate first in the First box; the proposition number of the proposition you rate second in the Second box; and third rated proposition’s number in the third box.  Secondly, divide and allocate the 350 points across your four propositions reflecting your relative evaluation of all four [total points allocated should equal 350].  Then, click on “submit” to automatically send your evaluation to drR. THIS MUST BE DONE BY 3pm on Thursday, 9/04, AT THE LATEST.  You must also provide a summary of your evaluations – strengths and weaknesses – of each proposition ~~ ½ to 1 page per proposition ~~ either when you do the ranking, or via email by 8am on 9/08.  There is a place for comments when you enter your rankings where you can write in, or cut and paste this evaluation, and send it with your ranking if you can do it then.
7. The top five highest rated propositions will be recognized and presented with appropriate awards on Friday, September 5th at the final, special class session.
============================================================= 

OPTIONAL EXTRA CREDIT

The GLOBAL TRADE ATLAS Exercise

1. This OPTIONAL assignment is to allow you to experiment with the Global Trade Atlas.
2. The assignment is to answer the questions on the next page using the Global Trade Atlas.

3. This assignment will be graded as extra credit [up to 2 points] toward your grade in the GENT.

4. This assignment is due to Dr. Robinson by 9/06 via email or by sliding it under his office door. 
~You can complete it sooner if you wish; doing it before 08/12 can make that class session more valuable.~
5. To complete this assignment, you will need to use the Global Trade Atlas.  It is available at www.GTIS.com/GTA  via any computer used on the USC campus courtesy of drRobinson.

Global Entrepreneurship OPTIONAL Activity
Global Trade Atlas OPTIONAL Extra Credit Exercise

YOUR NAME? ________________________________     Stu.ID#: _________________   section: _______  

Step 1:  Choose a product or a country in which you have a significant interest in as a business opportunity or a place where you would like to pursue a business opportunity some day [check & identify your choice]:

___  Product: _________________________   with Harmonized Code #:  __________________

or

___  Country:  ____________________________

Step 2 – Product:  If you chose a product, then answer these questions:

A. What were the three largest import markets [countries] for this product in 2007 or 2008 YTD?

______________________, _____________________, and ______________________  

B. What are the three fastest growing import markets [countries] this year to date?

______________________, _____________________, and ______________________  

C. What were the three largest exporting countries for this product in 2007 or 2008 YTD?

______________________, _____________________, and ______________________  

D. What are the three fastest growing exporting countries this year to date?

______________________, _____________________, and ______________________  

Step 2 – Country:  If you chose a country, then answer these questions:

E. What were the three largest imports into this country in 2007 or 2008 YTD?

______________________, _____________________, and ______________________  

F. What are the three fastest growing imports into this country this year to date?

______________________, _____________________, and ______________________  

G. What were the three largest exports by this country in 2007 or 2008 YTD?

______________________, _____________________, and ______________________  

H. What are the three fastest growing exports for this  year to date?

______________________, _____________________, and ______________________  

Step 3:  How do your findings change, if any, as you examine the harmonized code at refined breakdown levels?  ___________________________________________________________________________  

__________________________________________________________________________________  

Step 4:  What opportunities might be worth checking out based on your examination?  ____________ 

__________________________________________________________________________________ 

Dr. Richard Robinson 
robinson@sc.edu

Dr. Robinson teaches and works with students in the MSB-IMBA program that are interested in pursuing an entrepreneurial career path at some point in their future.   He has taught at the MSB since 1980.  Dr. Robinson took a leave of absence to become president of a hazwaste management company which was built and sold to Laidlaw Environmental a few years later. He currently is a board member and partner in Interactive Data Visualization [www.idvinc.com] with two very talented software engineers and he works with the USC Technology Incubator and the USC College of Engineering. Dr. Robinson was a co-op student [pulp and paper industry] at Ga. Tech. after which he received his masters degree at UGA and then worked in a closely held lodging and restaurant franchise group.  He finished his PhD at UGA in 1980.     
Chad Hardaway [803-777-4031]
hardaway@mailbox.sc.edu 
Chad serves as Director of the USC Intellectual Property / Technology Transfer office.  Chad is also a key player in the Innovista Initiative pursued by USC in conjunction with the City of Columbia and other major companies seeking to create a technology-based, entrepreneurial setting in the University / downtown / Congaree River area.  Chad is a JD/MBA graduate from USC.

Dr. Dwight Gardner 

gardnerd@gwm.sc.edu 
Dr. Gardner is the Head Librarian for the Spring Business Library located in the Moore School of Business.  He is an excellent source for print and online business research resources.  
Don Brasher

Founder and President, Global Trade Information Services, Inc.

don@gtis.com
Don began his work relationship with trade data working for the U.S. Dept. of Commerce International Trade Division entering trade data while a graduate student at American University in Washington, D.C.  Don graduated from Liberty College in Virginia and did graduate work at both American University and the University of Delaware.    Along the way Don has created and sold three trade-data related companies.

Don started GTIS on a “shoestring” in 1993 upon returning to Columbia, SC.  His vision and his passion has been to make accurate, current trade data available comprehensively and inexpensively to decision makers .. users of trade data .. in an easy, readily accessible and universal manner.   GTIS has become the global standard in the very focused market niche for trade data and Don/GTIS is used by every major government and an rapidly increasing number of global companies worldwide.   As you will see, he has a passion for the usefulness of accurate trade data in enabling better global trade and global business decision-making.
Robert T. Fletcher
rfletcher@cotesworth.com
Principal

Robert Fletcher is creating his 2nd SC-based venture fund.  An electrical engineering from Clemson and a MBA from Harvard Business School, Robert’s pre-VC work experiences include large public companies and small startups, high tech and manufacturing, product development and business development.   A principal in the Columbia-based Trelys Fund, Robert spawned several southeastern technology companies including Ometric, which subsequently received an $8.5 million investment from Silicon Valley VC legend Sequoia Capital.  
Robert began his career in his hometown of Hartsville, SC, at packaging giant Sonoco, where he served in corporate engineering. He went on to serve in operations at one of the company's British manufacturing plants and in business development in Boston. At a startup in Washington state, he helped lead the development of a robotics design firm. At Mynd in Columbia, SC, he served as Assistant to the CEO, working in all areas of corporate development and assisting in the ultimate sale of the company to CSC. Following the sale of Mynd, Robert joined BlueCross BlueShield of South Carolina, also in Columbia, working in corporate planning and technology licensing.

Dale Hogue, Intellectual Property Attorney

dale@hoguelaw.com  
Dale C. Hogue, Sr. is an experienced patent attorney with international experience in all aspects of patent and intellectual property disputes, patent and trademark procurement and licensing. Dale has counseled IP owners on worldwide strategy, portfolio acquisitions and management of IP assets. He has been lead counsel on several patent, trademark, trade dress, copyright and trades secret lawsuits. He has been an expert in ADR on licensing matters. He has sold and licensed IP and advised on numerous technology transactions including university technology licenses. His technology expertise is in high-tech, electronics, software, financial systems, medical devices, automotive, aeronautics and telecom.   Dale received his J.D. Degree from Georgetown Law Center and a B.S. in  Engineering Science, Industrial Management, from Washington University, St. Louis, Missouri.

Chad Sands 
IMBA2008 Chinese Track graduate

chad_sands@moore.sc.edu 

Chad is currently founder and CEO of NexGenEn, LLC.  After finishing a BSBA at the University of Nebraska, Chad was a project executive and software consultant for 5 years with Cerner Corporation.  He worked with Synthesis Energy Systems in Shanghi on his internship, and started NexGenEn during this last year in the IMBA.  
John Busch
IMBA2008 Arabic Track

john_busch@moore.sc.edu 

John was a Delta Airline pilot from 1997 until 2005 and a Fighter Wing Pilot / Commander with the SC Air National Guard since 1990.  A College of Charleston graduate, John was an Arabic Track graduate of the IMBA2008 and has pursued the start of two different technology business ventures during his last year in the IMBA.  One, involving an arrangement with USC to use exising equipment and add additional equipment that does specialized gene sequencing analysis; a second company that would license Collexis software [see www.collexis.com], known as “Google on steroids,” for a specialized niche application in the psychology/counseling field.  
Anandhakumar Deekaram, 
IMBA2008 Spanish Track

deekaram@gmail.com 

An IT consultant with TATA Consultancy Services since graduating from India’s Bharathiar University,  Anand became a Darla Moore Fellow and Spanish Track graduate of the IMBA2008.  Anand teamed up with Shaun Abraham in the Global Entrepreneurship module business proposition competition with the two spending the last two years launching Madwise, LLC .. now an incubator company, a winner at the Oregon Business Plan competition, the New Ideas Carolina competition, and recently selected for funding by the SCLaunch program.   
Shaun Abraham 
IMBA2008 Global Track

Abraham@madwise.com 

Shaun is a 2008IMBA graduate and partner with Anand Deekaram as described above.  Shaun is an engineering graduate from Univ. of South Florida; had his own company since 1998; and operated Choice Hotel properties.  Shaun conducted a lean systems project for Delphi in Shanghi, China on his IMBA internship.  

Greg Golden 
greg@amazonprod.com 

Greg is a MIBS2000 graduate, Portuguese track.  A GE engineer for 6+ years after graduating from Ga. Tech,  Greg developed the plan for his business, Amazon Produce, while on internship in Brazil, and launched the company upon graduation.  It is now the largest supplier of Brazilian mangos to North America.
Whit Kelly 
Whitwell.c.kelly@salemvent.com 

Whit is a MBA2000 graduate of the Moore School, where he worked on plans to develop and expand his Virginia-based family business, Salem Vent Co.  He has expanded that business in numerous ways, including becoming a supplier of parts to numerous North American vent and mechanical companies which have been sourced in China in partnership with a MIBS2000 Chinese Track classmate, Mike Bellamy, who along with Greg and Whit set up his own business assisting US companies in China as a part of his internship and his focus the last year in the MIBS program 
Aimee and Greg Talbot, 
aimeetalbot@yahoo.com  

Aimee, MIBS2001 French Track, and Greg,  JD/MIBS1998 German Track, were working in Germany [Aimee - Corus as Global Mktg Mgr.; and Greg - Terex as Plant Controller] when they decided to pursue Eurolux as their own business, a business idea they had worked on in drR’s class  prior to Aimee’s graduation.   The concept shifted from cars to furniture, and ultimately led to one and then both leaving their jobs to start and grow the company from a Newberry, SC base.  Earlier this year, www.Eurolux.com was named the SC Rural business of the year and is steadily growing both in its Newberry location and via its impressive web presence.
GLOBAL ENTREPRENEURSHIP
Business Proposition Team 

PEER EVALUATION FORM

Each group should complete ONE of these forms AS A GROUP two times.   You should meet, discuss your group’s work, and allocate percentages as the example on the back illustrates.    Complete and return this group form to my office on 8/14; & a second time on 9/8.

STEP 1:  Determine the total number of  “percentage points” available to your team  …

How many people are in your team? …………………. 

 _________

Multiply that number  by 100




    X     100








-----------------------------------

The result equals to total # of percentage points

you have available to distribute among team members  ……..  
               Percentage Points*

                                                                                                   ============

*see the example on the back of this page

STEP 2:  List all team members:



STEP 3:  ALLOCATE







Percentage Points* to 

Reflect each person’s 

contribution 

[see example on back]

_________________________________   

……………………

__________  

_________________________________   

……………………

__________  

_________________________________   

……………………

__________  

_________________________________  

……………………

__________  

_________________________________   

……………………

__________  










+ ___________________ 







TOTAL ………………..







[should equal above “*” total]
 ================== 

COMMENTS ABOUT PEER PERFORMANCE:

FACTORS TO CONSIDER:

1. On time for all group meetings, stayed for the duration, and was really “into” the project assignment!

2. Coordinated his/her schedule with the group so that meetings were easy to schedule.

3. Met the task deadlines that were set up by the group.

4. Contributed useful ideas, analysis and critique of others’ ideas.

5. Exercised leadership where needed; was cooperative and a team player.

6. Overall quality of her/his work on the project.

7. Overall quantity of work on the project.

8. Kept the group organized, cohesive, and progressing toward completion of goals.

9. Strong contributor in getting organized to get started; in setting deadlines; in completing the written assignment[s] and any presentations also required.

10. Gave and received feedback constructively.

EXAMPLE  OF HOW THE PERCENTAGE POINTS WILL BE ALLOCATED AND USED:

4 people on the team          ………………………………. 

4







     X   100







           400 percentage points*
GRADE ON Proposition:  87  B+

Percentage 

Points

multiplied by
Grade [87]
Final Grade

Person A
  90

X [times]

 87

=  78.3   C+

Person B
115

X

87

= 100.5  A+

Person C
  95

X

87

= 82.7    B

Person D
100

X

87

= 87.0   B+



-----

TOTAL

400*
GLOBAL ENTREPRENEURSHIP

Business Proposition 
Individual PEER EVALUATION FORM

Each team member should complete this form two times.   Complete and return this form to my office on 8/14; & a second time on 9/8. You should do this individually, after having discussed your group’s work and done the group evaluation.  Please be sure to explain your assessments where they differ significantly from what your group form will say.  

STEP 1:  Determine the total number of  “percentage points” available to your team  …

How many people are in your team? …………………. 

 _________

Multiply that number  by 100




    X     100








-----------------------------------

The result equals to total # of percentage points

you have available to distribute among team members  ……..  
               Percentage Points*

                                                                                                   ============

*see the example on the back of your group evaluation form

STEP 2:  List all team members:



STEP 3:  ALLOCATE







Percentage Points* to 

Reflect each person’s 

contribution 

[see example on group form]

_________________________________   

……………………

__________  

_________________________________   

……………………

__________  

_________________________________   

……………………

__________  

_________________________________  

……………………

__________  

_________________________________   

……………………

__________  










+ ___________________ 







TOTAL ………………..







[should equal above “*” total]
 ================== 

COMMENTS ABOUT PEER PERFORMANCE:




8/15th Wendy’s CASE ANALYSIS WORKSHEET

 VISION OF A PROFITABLE OPPORTUNITY



_______
Food________

__________________



WHAT:

WHO:

WHY:




FUNCTIONAL STRATEGIES

Product


Price


Promotion


Place

Operational

Store Location

Financial

Logistics/Purchasing

HRM


Sales


_____________

________________


RESOURCES



FOCUS



TEAM:

Cash




Market




Experience

Capital




Time




Focus

Costs




Synergy




F.Flaws
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2

