Syllabus – GSM 601
Business Plans and Proposals
SUMMER 2008
Dr. Teresa Nelson
Office:  
Room 41, 409 Commonwealth Ave
E-mail:  
teresa.nelson@simmons.edu  (best way to reach me)

Website:  

" 

www.simmons.edu/management/nelson  


Phone: 
617.521.3867

Office Hrs:
by appointment 

TEXTBOOKS REQUIRED:

· Entrepreneurship, 7th Edition, Hisrich, Peters and Shepherd (same as GSM 600)

· Marketing Management, 12th Edition, Kotler and Keller (SOM Marketing Management Course)

· The Bootstrapper’s Bible (available on the homepage of the elearning course site) 
Choose one or two:

· The Handbook of Financing Growth Strategies and Capital Structure, Marks, Robbins, Fernandez and Fundhouser, 2005, ISBN 0-471-42957-0
· Raising Entrepreneurial Capital, Vinturella and Erickson, 2004, ISBN 0-12-722351-7 (includes debt) 
· Raising Venture Capital for the Serious Entrepreneur, Berkery, ISBN 978-0071496025 

· Angel Financing for Entrepreneurs: Early Stage Funding for Long Term Success, Preston, 2007, ISBN 978-0-7879-8750-3
· Term Sheets & Valuations: A Line by Line Look at the Intricacies of Term Sheets and Valuations, Wilmerding, 2004, ISBN 1-58762-068-5
· How to Raise Capital, Timmons, Spinelli and Zacharakis, 2005, ISBN 0-07-141288-3 (small business)
WEBCT –Plan regular visits (at least bi-weekly) to the website for updates, Q&A, and announcements. 

TEXTBOOKS RECOMMENDED:

· Supplier Evaluation & Performance Excellence, by Sherry Gordon, 2008, ISBN-10: 1932159800 
· The Entrepreneur's Guide to Business Law, Bagley and Dauchy, 2007, ISBN-10: 0324204930 
· Bootstrap: Lessons Learned Building a Successful Company from Scratch, Hess, 2001, ISBN-10 0-9711873-0-4

· Blue Ocean Strategy, Kim and Mauborgne, 2005, ISBN 1-59139-619-0
· Go Big or Go Home, Schroter, 2005, ISBN 1-59971-274-1

· Rules for Revolutionaries: The Capitalist Manifesto for Creating and Marketing New Products and Services, Kawasaki, 2000, ISBN 0-88730-996-8

· Doing Business in Emerging Markets, Cavusgil, Ghauri, and Agarwal, 2002, ISBN 0-7619-1374-2
· How She Does It: How Women Entrepreneurs are Changing the Rules of Business Success, Heffernan, 2007, ISBN 978-0-670-03823-7
COURSE VISION AND LEARNING OBJECTIVES 


This course is designed to accompany you through your process of developing and presenting an investor quality business plan. You will receive structure, feedback, camaraderie, and access to experts to facilitate your preparation and presentation of a comprehensive and convincing document. Please reconcile yourself now to being constantly on the spot to explain/discuss your business in its myriad expressions. 
Most importantly, note that the real value in preparing a business plan is your engagement as founder entrepreneur in designing the business model for implementation to accomplish your organizational performance goals. The clarity and ambition of your choices, depth of research, and chutzpah in soliciting and managing feedback are the best predictors of your success in accomplishing course learning objectives. 

In order to accomplish writing a business plan in 8-9 weeks you will have to work aggressively from day one. You are in charge. Fulfill you vision. 

During this process you will have the opportunity to: 
1. Prepare a useful business plan 

2. Hone your skills in presenting your business plan to evaluators 

3. Determine what needs to be in a business plan and why

4. Acquire new skills and knowledge in marketing, finance, technology, team building and strategy 

5. Continue to refine your professional entrepreneurial career objectives

6. Benefit from the experience, learning and point of view of your classmates 
7. Learn from the host of experts who will graciously share their expertise 
8. Build your professional business network 

COURSE REQUIREMENTS 


Course requirements are active participation individually and within your study group, and the preparation of an individual business plan and deliverables along the way. The final grade will be determined in the following fashion: 

   POINTS/1200
Plan for the Plan 





100

Business Plan 





600
Business Plan Presentation  



150
Interim Deliverables




200
Class Participation  




150
DESCRIPTION OF ASSIGNMENTS 

              

Plan for the Plan
In order to accomplish writing a business plan in 8-9 weeks you will have to work aggressively from day one. One of the first helpful orders of business is to schedule what you need to do, when you need to do it, and what are the toughest questions you will need to address. Your Plan for the Plan is due as soon as you can submit it. 
Business Plan
Your work will be graded based on clarity and sophistication of thought, rigor in design and presentation, and success of the document to communicate your vision and objectives. Feedback from outside evaluators will be sought by the professor. The final product should be a professionally prepared document with narrative and exhibits. It must be contained in a single document in WORD format (not pdf). It must be available on the due date so that evaluators can review before presentations day. 
Business Plan Presentation

You will be given opportunities to present your business plan orally. The goal is to be succinct, polished, and convincing in presentation and in response to questions and answers. Grading on this assignment will come from professional evaluators with professor design and oversight. 
Course Buddies

You should pair/triple up with another member of class and schedule 1.5 hour sessions each week to discuss your progress, problems, triumphs. Everyone needs someone to help them stay on track and stay motivated. This counts as actual class time, so each person should post their committed buddy meeting schedule for the semester to elearning asap. 

Interim Deliverables

Assignment: Every Sunday Night Posting to E-Learning by Midnight. See Table 7.2 of Text. See chart below. 
Class Participation 

Our group relies on everyone to participate with their full talent and attention. Class attendance is mandatory given the building nature of this course. Class engagement is also mandatory. Everyone needs everyone’s best efforts. 
ASSIGNMENT RULES


Late Assignment Policy
The best way to get a B, C or F grade is to not try. The second best way is to turn things in late. 

Late assignments will be penalized at the rate of 10% per day, or portion thereof. This is the fairest way I know to allow late assignments while acknowledging and rewarding the effort of those who submit their assignments in a timely manner.  

Think carefully about what you write and write well. Presentation hint: in my experience too many people spend every minute on the written document and not enough on their presentation strategy and delivery.  
OTHER INFORMATION


Communication

You are welcome to contact me by e-mail any time during the week and to visit me during office hours.  Please note: e-mail is the best and fastest way to reach me as I check my mail regularly, and I am rarely sitting in my office. Please note: there will be a number of weeks when we do not have class that I will be out of the country and not very accessible. I will let you know when these are and be on email as I can. 
Academic Integrity

Academic integrity is a cornerstone of the intellectual life of a university. Consistent with Simmons School of Management policy, violations of academic integrity will be considered a serious offense subject to failure in the course and School dismissal. 

COURSE SCHEDULE: changes likely – flexibility needed.  See elearning for course schedule. 

	 
	Goal: Production of an investor ready business plan of 20-25 pages (plus appendix); all projections to 3 years. Text: page 210 

	Due Dates
	Assignment: Every Sunday Night Posting to E-Learning by Midnight. See Table 7.2 of Text 

	11-May
	Entrepreneur Concept Paper (1-2 pages): About you, your idea, what, where, when, why. What kind of assistance you are looking for. For wide distribution. Your photo in upper left corner. 

	11-May
	BP 1. Company Name. Goals for the venture (profit, mission, jobs, innovation), mission and mantra, growth aspirations; complete product/service description; brand description and aspirations. 

	18-May
	 BP 2. Industry Analysis PLUS plan for market research. Plan for the Plan.  

	25-May
	BP 3. Operations Plan including month to month detail of schedule of activities

	1-Jun
	BP 4. Production Plan including WEB PLAN; TECHNOLOGY PLAN 

	8-Jun
	BP 5: Sales Forecast pricing strategy PLUS cash flow projections

	15-Jun
	BP 6: Organizational Plan

	22-Jun
	BP 7: Financial Plan 

	29-Jun
	BP 8: Marketing Plan 

	6-Jul
	BP 9: Assessment of Risks; Executive Summary; The Ask 

	13-Jul
	Business Plan Due for Review. Solicit feedback.  

	20-Jul
	Business Plan with Revisions Due for Distribution to Coaches 

	27-Jul
	Silverman Business Plan Competition Application 
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