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New Business Launch
Mgmt. 510, Section 4, CRN: 82519
Classroom SBA 390 Downtown

Monday & Wednesday 5:15-9:40PM

July 21-August 13
School of Business Administration

Portland State University

Summer 2008
Instructors:

(1) Professor Melissa M. Appleyard

Office Hours: By Appointment (send an email for an appointment), Office SBA 633

T: 503-725-9581

F: 503-725-5850

E: MelissaA@sba.pdx.edu
(2) William (Bill) Newman

Managing Director

Northwest Technology Ventures, LP

E: whn@nwtechventures.com 

(3) Wilfred (Wilf) Pinfold

Technology Director, Systems Technology Management

Intel Corporation

E: wilfred.pinfold@intel.com 

· Course Description

Successful entrepreneurs can bring ideas to market through multiple paths—both through start-ups and new lines of business in established firms.  By drawing on real-world experiences of entrepreneurs and "intrapreneurs" in a variety of business sectors spanning new products and services, this course will deepen the analytical skills and managerial tools required to effectively launch a new business.  By working closely with a local entrepreneur, intrapreneur, or on their own start-up for the course project, students will gain first-hand knowledge of the challenges encountered when getting a new venture off the ground.

· Cases and Readings:  
Should be available for purchase at least one week before the start of the course at Smart Copy (location: 1915 SW 6th near Hot Lips Pizza; phone: 503-227-6137)
· Course Objectives

· To develop approaches to entrepreneurship both in startup settings and in established-company contexts;

· To understand the process of bringing new ideas to market.  This process typically involves business model creation, a financing plan, a staffing plan with succession planning, a ramp-to-market plan, a marketing plan, etc.;

· To foster an interactive classroom environment with leading entrepreneurs and commercialization specialists from the region to assist in the development of professional networks.
· Important Notes:  
This class will be taught in a dynamic case-method format.  All students are expected to attend and contribute to the discussion in every class session.  Please do not surf the Internet, search content databases, etc., for material about the companies and situations that we will be analyzing, so everyone will have prepared the same material ahead of the class session.  If you happen to have deep personal knowledge about the topic or company to be covered in a given class session, please disclose that information in your Short write-up.

The use of laptops will not be allowed during class sessions in order to maximize the quality of classroom discussions and engagement with course guests.  The only exception will be for students who rely on their laptops for note taking.

Course Grading: 

Preparation and Analysis of Readings:


15%
½  page Short write-ups before class (see below for details)

35%
Contributions during the class discussions—every student is expected to contribute in EVERY class session
 Class Project: 

50% 
Written deliverables + presentation in the last class session (details will be provided during the first class session) + peer evaluations

The ½  page Short write-up based on the readings for the day will be due by Noon on the day of class. They should be posted to the course’s Blackboard site.  Late submissions will not be accepted.

The purpose of these Short write-ups is to have you step back and formulate a summary view of the material, which will allow the class to respond to your ideas and experiences.  The postings either can be a collection of bullet points or in paragraph form.  They should include:   

1)  What was the most useful knowledge that you took away from the reading? [2-3 sentences]
2)  What is your recommendation?  [1-2 sentences] (If there is not a clear decision point, provide your opinion on how the issues were handled and what you would have done differently.)  Please explain the reasoning framework you used to reach your recommendation. [2-3 sentences]
3)  (If available) Observations drawn from your professional experience that would assist the class in understanding the issues raised by the reading.

Instructions for posting the Short write-ups:

A)   Go to the Blackboard site for the course

B)   <add in additional instructions once site has been constructed>
Again, your Short write-up is in addition to your extensive preparation of the assignment questions for each class, which will form the basis of our class discussion.  You do not have to hand in your analysis of the assignment questions, but please print out your Short write-up and your answers to the assignment questions to be ready to discuss both in class. 

Additional Information on Student Access to Blackboard:

Students registered under the CRN for this course will be automatically added to the Blackboard site. Each student needs an ODIN account to be added to the course. The students' Blackboard ID will be the same as their ODIN username and their password will be the last four digits of their PSU Student ID number. They will log into this course by going to http://www.psuonline.pdx.edu.

· The Development of Competencies

Innovation and leadership are focal areas of the MBA+ at PSU.  This course’s content lends itself to the development of competencies in both focal areas.  We encourage you to discuss any particular competencies that you would like to work on during this course with the instructors.

· Class Discussion Contributions

A central part in developing your competencies will be active and thoughtful contributions to the class discussion.  Your contributions will be critical to your learning and the learning of your classmates.  EVERYONE is expected to participate in each class session.  We usually will ask for volunteers, but we also cold call people throughout the class session.  

In evaluating class contributions, we consider both quality and the frequency of contribution, but we weigh quality more heavily.  In assessing quality, we consider the following dimensions:

· Does the comment reflect creative thinking, perhaps by tying together multiple viewpoints or tying back to material covered previously in the class session or in the course?

· Is the student taking risks?

· Is the student creatively trying to experiment with the course material?

· Does the comment simply repeat facts from the case, or does it provide analysis that adds to our understanding of the case and its broader implications?

· Does the comment fit well into the flow of the discussion?  Is it linked to the comments of others and is the student engaging directly with other students in the class?

· Does the comment trigger others to enter the analysis?

· Does the comment link the case material effectively to companion reading if assigned for the class session?

· Is the comment presented in a clear, compelling manner or is it confusing, repetitive or contradictory?

· Is the comment delivered in a respectful, constructive tone?

In making our overall assessment of class participation, the overarching criterion is “How significantly did this student’s contributions add to the learning of the class as a whole?”
· Materials  

The cases and companion readings will be available in a course pack at Smart Copy (location: 1915 SW 6th near Hot Lips Pizza; phone: 503-227-6137)
	Week
	Topic and Guest(s)
	Case/Readings

	1.

Monday 

July 21
	The Founding and Growth of an Entrepreneurial Venture

	Case: kate spade, HBS [9-800-002]
Reading: 1) “Note on Business Model Analysis for the Entrepreneur,” HBS [9-802-048]

 2) The Course Syllabus (posted to Blackboard)



	
	Assignment Questions

1. What was kate spade’s strategy (that is, be able to articulate “what” is their primary revenue engine and “how” they distinguish themselves from competitors)?

a. Do a fishbone diagram* for the company’s revenues.

b. Do a fishbone diagram* for the company’s costs.

c. Sketch what the cumulate cash flow diagram* looks like for one of their product lines.

*See the “Note on Business Model Analysis” to understand these diagrams.

2. Given the company’s strategy, if you were assigned to plan the product launch for a new kate spade product, what would your plan entail?  Choose a new product category and address design concept, marketing strategy, distribution, etc.

3. If you were one of the founders, which of the 4 options is the most attractive?  Provide a detailed analysis by considering kate spade’s strategy, its financial performance, the terms of the proposed deal, and the vision of the founders.

4. How might the founders’ vision trap them into choosing an option that a more objective decision-maker would walk away from?
Guests: Entre/Intrapreneurs to present possible course projects.  Note, students who have their own entre/intrapreneurial ideas should prepare a handout outlining a team project.  They will be asked to distribute the handout and walk through it.

	2.

Wednesday 

July 23
	Entrepreneurship through Acquisition


	
Case: Assuming Control at Altex Aviation (A), HBS [9-183-058] 

Reading: 1) Roberts, “The Legal Forms of Organization” HBS [9-898-245]

2) Choosing a Name, Splitting Pie, Forming and Working with the Board <these are excerpts from The Entrepreneur’s Guide to Business Law and instructions for obtaining them will be provided in the prior class>


	
	Assignment Questions

***By Wednesday, July 23 at noon, please email the instructors with your top 2 choices for the class project if you have not done so already—thanks***
1. Along which dimensions did Altex meet or violate Frank and Ted’s acquisition objectives?

2. What are Altex’s most critical problems at the time of the acquisition?

a. Running out of cash was one problem that concerned Frank and Ted.  

i. As a start to understanding this issue, examine income right before purchase.  Ex 2 provides net income for each department for the four months prior to purchase.  Multiply by three to reach an annualized figure for each and then add them together to determine how much Altex as losing on an annual basis.

3. To what extent did Altex need a new control system?

4. Evaluate the company’s performance.

5. What is Altex’s profit engine?  What should its profit engine be in the future?
Guest:

	3.

Monday 

July 28
	Intrapreneurship in Action


	
Case: Procter & Gamble 2000 (A): The SpinBrush and Innovation at P&G

Readings:  1) Garvin and Levesque, “Meeting the Challenge of Corporate Entrepreneurship,” HBS [R0610G]

2) Huston and Sakkab, “Connect and Develop: Inside Procter & Gamble’s New Model for Innovation,” Harvard Business Review


	
	Assignment Questions

Guest: 

	4.

Wednesday 

July 30
	Pitching to VCs
	Case: Zipcar: Refining the Business Model, HBS [9-803-096] 

Readings: 1) Stevenson and Roberts, “New Venture Financing,” HBS [9-802-131]

2) Zider, “How Venture Capital Works,” Harvard Business Review reprint [# 98611]

3) Applegate & Saltrick, “Developing an Elevator Pitch for a New Venture,” HBS [9-802-222]



	
	Assignment Questions

1. Assess the “POCD” for Zipcar:  Are the right people in place?; What is the size of the opportunity?;  What elements in the context support the company’s business plan?  What deals have they entered into at the time of the case?  Are the terms of those deals attractive?

2. <For this question, please see spreadsheet in Blackboard course website> Analyze how the business is going (September data) vs. their May plan.  Refer to the fishbone spreadsheet for May, calculate the September numbers and compare.  Where do you see divergence?  Are changes to the business model warranted?

3. Given the information in “New Venture Financing” and “How Venture Capital Works” and how their business is going vs. the initial plan, what kind of financing should they go after?

4. Considering your answers to questions 2 and 3, prepare an elevator pitch for the potential investors.  In addition to using the lessons found in the “Developing an Elevator Pitch” reading, a streamlined way to approach the elevator pitch is to cover the following items:

a. For / Who / The / Is an / That / Unlike / Our

b. Here is an example:

For electronics industry manufacturers who annually experience over $40 billion in loses due to static discharge, the PolyTronics conductive plastic is an advanced material that inexpensively and completely eliminates damage from static electricity. Unlike currently used, expensive static discharge equipment, our product is an integral part of the assembly that continually drains static charge from the product assembly. 
(Source: Randy Dipner & Mark Henry, PBC Inc.)

Guest:

	5.

Monday 

August 4
	To Sell or Not to Sell


	
Case: Nantucket Nectars, HBS [9-898-171] 

Reading: 1) Lerner and Willinge, “A Note on Valuation in Private Equity Settings,” HBS [9-297-050]

 

	
	Assignment Questions

1. Through 1996, assess the success of Nantucket Nectars.  Make use of the financial data and the qualitative information in the case.

2. What has been Nantucket Nectars’s strategy?  How competitive is the new age beverage market?

3. What should Nantucket Nectars do—remain independent, go public, or go up for sale?

4. If they were to sell, what should the price be?  Estimate the price based on comparables in terms of the P/E multiples from Ex 10 and the revenue multiple from Ex 11.  Compare these valuations with the discounted cash flow valuations found in Ex 13.  

5. Of the potential buyers in Ex 9, who would you recommend?  Why?

Guest:

	6.

Wednesday
August 6
	Value Creation, Exit, and Stakeholders’ Interests


	Case: Teleswitch (A), HBS [9-898-207]
Reading: 1) Langeler, “Exit, Stage Right” found at: 

http://www.ovp.com/Resources/Category/0001/0001/57/HTA-Exit.pdf 


	
	Assignment Questions

1. Evaluate Teleswitch’s progress to date and its decision to go public.  See the attached sample Term Sheet from Bill Newman to give you a sense of how previous investors in Teleswitch might view an IPO versus other liquidity options.

2. Evaluation Teleswitch’s approach to choosing an underwriter and their management of the IPO process.

3. What price did each of the banks recommend for Teleswitch?  How did they arrive at these estimates?  As Goodman, which approach are you most comfortable with?

4. What should Goodman do at this juncture with respect to the choice of an underwriter and the company’s financing options?  

Guest:

	7.

Monday 

August 11
	Solving an Entrepreneurial Issue in Real-Time

	Case: Live Case with a local entrepreneur 

Reading: 1) TBA



	
	Assignment Questions

Guest: 

	8.

Wednesday
August 13

	Student teams will make their final presentations.


Course Project: 

Students will work with an entrepreneur or on their own entrepreneurial venture. Details about the deliverables will be presented in the first class session.

Career Planning Resources:  SBA Career Services helps business students develop the skills they need to manage their careers.  If you are interested in an internship, need career counseling, or would like to participate in other career development programs including the Mentor Program, Mock Interviews, and Workshops on resume writing and other topics, visit the Graduate or Undergraduate Career Services office on the 2nd floor of the SBA.  Alternatively, go to the website at http://www.careersrvs.sba.pdx.edu/. 
Instructor Bios
Melissa M. Appleyard, Portland State University

Melissa Appleyard joined the faculty of Portland State University’s School of Business Administration in 2003, as one of the first Ames Professors in the Management of Innovation and Technology.  Her research focuses on how knowledge creation and diffusion catalyze economic growth and business longevity in technology-intensive industries.  Over the past decade, she has concentrated on the global semiconductor industry’s ability to achieve perpetual innovation in design, process integration, and manufacturing.  

Prof. Appleyard serves as a research fellow of the Alfred P. Sloan Foundation’s Competitive Semiconductor Manufacturing Center at UC Berkeley.  One of her research projects explored the unprecedented cooperation across semiconductor firms—including fierce rivals—in the development of next generation lithography systems that pattern silicon wafers on a nanoscale.  She is a co-principal investigator on the NSF Partnerships for Innovation grant called Oregon’s Lab2Market Initiative, which targets the commercialization of technologies from the State of Oregon.  Through a grant from the Alfred P. Sloan Foundation, she also is investigated the “expertise networks” cultivated by engineers at leading companies.  Recently, she has started a new research project on the management of interdisciplinary innovation on the technology frontier.  

Prof. Appleyard’s work has been published in leading academic journals such as California Management Review, Industrial Relations, the Journal of Product Innovation Management, and the Strategic Management Journal.  She has worked with a variety of business organizations on research projects and has written or supervised over fifteen business cases for MBA and executive courses.  Prior to joining the faculty of Portland State University, she was a faculty member of the University of Virginia’s Darden Graduate School of Business Administration and was a visiting faculty member at the Tuck School of Business at Dartmouth.  Her undergraduate B.A. degree is in Economics/ International Area Studies from UCLA, and she completed her Ph.D. in Economics at UC Berkeley in 1997.

William (Bill) Newman, Northwest Technology Ventures, LP

With his partner Gordon Hoffman, Bill Newman is a managing director at Northwest Technology Ventures, an $14 million Oregon seed fund focused on technology-based startups arising out of the research sector in both the life sciences and technology. Representative investments include Ambric, which is developing a novel semiconductor architecture; Receptor Biologix, developing receptor antagonists applicable to a wide variety of diseases, and Artielle Immunotherapeutics, which has an immunomodulatory platform based on recombinant receptor ligands. 

Bill earned a Ph.D. in mechanical engineering and applied mathematics prior to starting his career as a university researcher at the Massachusetts Institute of Technology, where he served as principal investigator on NIH-funded research and directed a joint program with the Harvard Medical School to develop and evaluate technology for the treatment of cancer. He also earned an MBA from MIT. He left MIT to found a start-up based on his research, and subsequently entered the venture industry to focus on early-stage investments.

Wilfred (Wilf) Pinfold, Intel

Dr. Wilfred Pinfold is the General Manager of Integrated Analytic Solutions a new business within Intel Corporation. Prior to starting this new business Dr Pinfold ran Strategy and Business Planning for Intel’s largest product group DEG, helped form the Systems Technology Labs in 2003, spent four years in Microprocessor Research, was Director of Marketing for Intel's supercomputer systems division, account manager for IBM, Compaq, AT&T and Lucent in the communications products group, and technical assistant to the Vice President of Desktop Products Group.

Prior to joining Intel in 1992 Dr. Pinfold was the Vice President of product development at Meiko Scientific Corporation. Meiko manufactured supercomputer systems with primary customers in the government and defense community. He also held positions as a Naval Architect and design engineer in both the shipbuilding and offshore industry. Since 1998 Dr. Pinfold has held a seat on the board of directors of DCS Corporation a provider of technical products and services to industry and government. DCS offers the expertise of 400 engineers and technical specialists in providing systems development and consulting services. DCS has offices located throughout the continental United States.

Wilfred Pinfold received his Ph.D. in Computational Fluid Dynamics from the University of Strathclyde, Glasgow. He held the North Sea lecturer ship at Glasgow University where he taught Naval Architecture and Aerodynamics and conducted post-doctoral work into the bi-directional buckling of thin shells. He is a member of RINA, SNAME, and ASNE as well of being both C.Eng in Britain and P.E. in Virginia. In 1999, he attended the Stanford Executive Program.
Supplemental Reading
These references are not required reading for the course, but we include them for those who may be interested.

Entrepreneurship

Kawasaki, Guy (2004). The Art of the Start: The Time-Tested, Battle-Hardened Guide for Anyone Starting Anything, New York, NY: Portfolio, the Penguin Group.
Intrapreneurship

Block, Zenas and Ian C. MacMillan (1993).  Corporate Venture: Creating New Businesses within the Firm, Boston: Harvard Business School Press.

Jolly, Vijay K. (1997).  Commercializing New Technologies, Boston: Harvard School Press.

Pinchot, Giffort and Ron Pellman (1999).  Intrapreneuring in Action, San Francisco: Berrett-Koehler Publishers, Inc.

Legal Issues

Bagley, Constance E. and Craig E. Dauchy (2003).  The Entrepreneur’s Guide to Business Law, 2nd Edition, South-Western/West: Thomson.

Business Plan Overview

Stutely, Richard (2002).  The Definitive Business Plan, 2nd Edition, London: Pearson Education.

For Fun

Wolff, Michael (1998).  Burn Rate, New York: Simon & Schuster.
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