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COURSE

OBIJECTIVES The objectives of the course are to:

1. Examine the entrepreneur as a phenomenon.

2. Explore how entreprencurs think, differ, and behave.

3. Experience the process and act of being entrepreneunal

4, Develop a working model of entrepreneursmp by creating a project whether a new

: venture or a refinement of an existing system or product.

5. Use technology to advice, counsel and coach students and entrepreneurs to enhance their
probability of a successful venture. Er

6. Integrate sustainability/ green concepts into all feasibility plans.

LEARNING

OBJECTIVES:

1. By sharpening your interview skills, understand the
entrepreneurs and their ventures. '
2. Develop and sharpen your perception of V1able busin
3. Learn how to apply environmental scanmng to understan
affecting entrepreneurial ventures. .
4. Learn how to sell your concept-and develop. support —persona
venture.
5. Learn how to integrate a comprehenswe marketmg strategy into a viable entrepreneurial
venture.
6. Explore and understand the mterrelatlonshlps among the various endogenous variables/

opportumtles g
1g the e genous variables

mnancial for your

organizational form and SWOT analy51s
7. Develop a comprehensive feasibility plan‘for your purpose venture.

COURSE Although the following is arranged in major substantive blocks, there may be
QUTLINE: overlap with class activities, assignments and discussions. Students are
encouraged to read the required text at their own speed, desire and interest.

SECTION 1
Thinking entrepreneurially

This section of the course will explore the process of thinking and behaving entrepreneurially.
Who are entrepreneurs —behaviors and characteristics? What motivates them? Where do they
exist in the general population and in organizations? When do they become entrepreneurs are
exhibit entrepreneurial tendencies? How do they create new ideas or products?

SECTION 2
Acting entreprencurially




This section of the course will explore the implementation of the entrepreneurial act itself,
including creating the new idea or product, securing resources- human, fiscal and material.
Among the topics of discussion will be the differences between a new venture start-up and an
internal entrepreneurial project.

SECTION 3
Implementing entrepreneurial actions

This section will explore the entrepreneur’s strategic plan for success. Attention will be given to
discussing environmental scanning and the various new venture start-up and internal strategies
employed by entrepreneurs.

ASSIGNMENTS

1. "The Interview"”
Students will select an entrepreneur. The purpose of this assi
motwat:on desires and characterlstlcs of entrepreneurs.

nt is to understand the
ilitate this process,

are encouraged to discuss their selections Wlth _the "t
interview. Class time will be allocated for students to
class. Note: students will turn the mtervxew b

grade. i e

2. "Elevator Pitch" B
Students will prepare and present to the class a brie «three-minute overview of their
idea/project for the semester. The purpose of this presentation is to stimulate ideas and
suggestions from both the class and the professor:on how to ensure the feasibility of cach
project concept. After the presentation, students will submit a two-page type written
summary of their project, which will also serve as the Executive Summary of their
business pian. (See Attachme_!l'.f_ B: Outline of In-Class Presentation) to the professor.

3. "Environmental Scan”

~Students will collect data—-i.e., articles from the Internet, periodicals, newspapers,
“journals, trade publlcatlons reports etc.--on current environmental factors, which could
impact upon their projects. Each section of the scan must have a three to four page (3to 4
pages) summary and including an annotated bibliography of at least fifteen different
references (See Attachment C: Outline of Environmental Scam). Scan A, Marketing,
can be used as part of the feasibility plan section.

4. "The Feasibility Plan"

Students will submit a feasibility plan [NOT A BUSINESS PLAN] of their
entrepreneurial idea or venture. Studenis may

(1) Offer a new project or service ready for market; _
(2) Others may examine existing systems and construct an alternative
which will be both unique and more efficient; and




NOTE:

(3) Finally some others may decide to start their own enterprise and as such,
formulate a complete feasibility plan, including sources of capital and an
analysis of the feasibility of the venture.

Students are encouraged to use all available resources to maximize efficiency and
minimize their costs, personal, as well as financial. Finally, the instructor will serve as a
guide offering general guidelines but refraining from becoming the "Expert.” The
instructor will attempt to provide examples of previous projects for student review.

Students should use the (1) Executive Summary as part of their final projects and (2)
Marketing section of the Scan as part of the feasibility plan. Students are directed to
follow the table of contents at end of the syllabus (See Attachment D: Outline of
Entrepreneurial Feasibility Plan). Note the plan should be typed in 12 pt font. Avoid
smaller print because of the difficulty in reading the report.: . _

Extra Credit e
Students can negotiate to complete an additional assignment with-the professor’s approval.
Students can earn a grade of 1-2 points on their grade for the course (i.e., 89+1 =90).

1. Entrepreneur Interview
2. Pitch George Solomon
In-Class Presentation pts.
Executive Summary pts
3.
Section A G 15 pts
Section B e 15 pts
4. Project Final R‘epor_t/Businééé;;Plan
In class presentation . 10 pts
Written Plan - 30 pts 40 pts.
TOTAL 100 pts

All assignments are due on the date specified in the course syllabus. Students
needing an extension MUST contact the professor no later than 24 hours prior
to due date. Extensions will be granted, at no grade penalty.

NO EXTESNSIONS WILL BE GRANTED FOR ALREADY AGREED TO
EXTENSIONS. YOUCAN ONLY ASK FOR AN EXTENSION UP TO TWO
ASSIGNMENTS NO MORE.

However, all work will be submitted on the last regularly scheduled class
unless an extension is granted. Extensions will be granted not fo exceed a set
number of days after the official end of classes for the final project. For the
interview, students will be granted an extension of 14 days from the date of
assignment and no extensions will be granted for the in-class presentation and




executive summary. Failure to comply with these requirements will result in
a loss of a letter grade per day per assignment.

ALL EXTENSIONS WILL REQUIRE THE STUDENTS TO SUBMIT
THEIR ASSIGNMENT TO MY MAILBOX IN FUNGER HALL SUITE 315
NO LATER THAN 5 PM ON THE DATE AGREED TO ME VIA EMAIL.

NOTE WELL -- students requesting an extension for the feasibility plan or
other assignments that will be turned in after the last class may receive a
grade of [I]. Once the final project/assignment is submitted, the professor
will submit the final grade. However, the grade report will show the
following I/then the new letter grade. :




DATE SESSION#
Chapters
01-12-09
01-19-09
01-26-09
2-02-09

2-09-09

2-16-09
2-23-09

3-02-09

3-09-09
3-16-09
3-23-09
3-30-09
4-06-09
41309

4-20-09
4-27-09

4-29-09

10
11

12

13

14

SCHEDULE OF CLASSES
MANAGEMENT 291: ENTREPRENEURSHIP
Spring 2009
Dr. George T. Solomon

SESSION TOPIC (5)

Course Overview, Who Are Entrepreneurs and
What is Entrepreneurship?

MARTIN LURTHER KING DAY

Characteristics of Entrepreneurs, Creativity and Tnnovation

Barringer & Ireland

Chapter 1 -

Building Blocks to Entrepreneurial Success, Social Entrepreneurship  Chapier 2

Opportunity Recognition and Is Your Idea a Business?
** INTERVIEWS ARE DUE **

Mind Mapping and Library Research for Completng a .
Feasibility Plan  ( en

The Role of Marketmg in Stir'ﬁiiéiéting
New Venture and Product Development

#* ENVIRONMENTAL SCAN A IS DUE **

SPRING BREAK

Legal, Tntellectual Property, Technology and

~Ofther Issues-Affecting Entrepreneurs

‘Getting Financing and Funding Start-Up Costs

+ ENVIRONMENTAL SCAN B IS BUE **

Financial Management [ssues Confronting Entrepreneurs

Entrepreneurial Leadership and Growth Strategies for an
Entrepreneurial venture. {Domestic and Global

Final Projects in Class Presentations
Final Projects in Class Presentations

Final Projects in Class Presentations {Make-Up Day)
** SEMESTER PROJECTS ARE ALL DUE**

Chapter 3

: Chapter 4

Cﬁapter 11

Chapter 6

Chapters &, 12

Chapter 10




ATTACHMENT A:
Survey of Entiepreneurs
The George Washington University

Prior to describing the data collected from the interview, please provide some background data to set the
stage. Also, where possible, get the entrepreneur's business card.

1. Where did the interview take place?
At the Entrepreneur's home

At the Entrepreneur's business
At a Restaurant

Ata [Fill in the blank]
2. What was your perception of the interviewee? [Check one]
I found this person inspiring " [ liked this pei‘éon
I formed No opinion - [ disliked this person
3. Do you believe this person's busihgsé ‘will succeed?
YES NO ___
Briefly, explain v |
4. Why did you ‘éhqoéé:‘:tﬁfsﬂpers_on to interview?
5. Whit characteristics does the interviewee possess that makes him/her an entrepreneur? Draw

analysis from the f@adiﬁgs and the literature

6. What did you learn from this person, this interview that you didn’t know before?
7. What kind of business is this person in? Give a brief -- no more than one paragraph -- description of
the business.




Entrepreneur Interview Schedule

L Introduction
Explain who you are and why you are doing this interview. Give enough of your own
background that the interviewee can feel that he or she knows something about your and is
comfortable with you. Be sure to tell the interviewee that everything he or she says will be held
in strict confidence and that no one but you will ever have access to your notes so that you are
the only person who will ever know that he or she made a particular comment.

H. Questions about entrepreneurship

1. What’s your definition of an entrepreneur?
2. Do you consider yourself an enirepreneur?
3. What is the best thing about being an entreprencur?

4. 'What is the worst thing about being an entrepreneur?

5. Do you encourage €

courage entrepreneurship in your organization?

AT

. “What would be your advice to a potential entrepreneur?

III. Questions about your own experience as an entrepreneur

1. 'What event do you consider as a major milestone in your life?
2. How did this event affect your decision to become an entrepreneur?
3. Why did you decide to go into your own business instead of someone else’s?

4. How has your education helped you in launching and growing your venture?




5. How has your lifestyle and personal life changed since your started your venture?

6. Are you enjoying what you're doing, that is, how are you having fun in your entrepreneurial
activities?

7. What sort of management style do you practice?

8. How do you approach the competition?

9. How do you define success?

10. What led to the success of your business?

11. To what degree do you think luck contributed to your:success?

12. What do you see as the future of your business? -

13. If you had to do it again, what would you'f.:_Change?. :::.fzi
14. If you had to do it again, what would you keép the sa:fxfie?
15. Do you have any plans for future Bg'éineségs?_ :

1. What sort of s;o_;ignai support did you get. from your family in your decision and your start-
up? S | 7

3. If there is someone you think of as your mentor, what type of relationship do you have with
this mentor? - ...

4. 'What is your perception of how others see you. personally and professionally?
5. How would you like others to see you?

6. Do you believe that people envy your freedom as your own boss in control of your own
success?

7. With what kind of people do you like to work?

8. With what sort of people do you like to socialize?




9. In your view, what is it like for those who work for you?

V. Strategic Orientation Strategy

Before you end ask the interviewee if he or she has any questions of you. Then ask whether there are any questions that the interview
thinks you should have asked, or whether there is anything else that he or she could tell you about him or herself as an entrepreneur
that would help you to better understand entrepreneurs and entrepreneurship. Be sure to reassure the interviewee that everything he or
she told you will be held in confidence and that no one but you will ever be able to attribute any specific comment to him or her.

Please ask the entrepreneur to complete the surveys below to help match their leadership style with the strategic orientation of their
company. The data collected will be analyzed by you as part of your write-up.

Survey One: Shows the degree of entrepreneurship orientation in the organization. The sca_l_é_ﬁi's divided into three parts: Risk-taking;
Innovation; and, Pro-Activity. i

Survey Two: Shows the organizational entreprencurship dimension in a Yes/No view.
About Your Organization: Matches survey one and two with organizational performance.

The survey analysis will be discussed in a follow-up chat discussion.
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Survey 1: Survey of Organizational Strategic Orientation
Instructions: The following questions are designed to determine what the entrepreneur believes are the business
practices of their company. Please circle the number that best reflects actual conditions in your company.

1. In general, my company favors...

A strong emphasis on the 1 2 3 4 5 A strong emphasis on R&D
marketing of tred and true technological leadership,
products or services and innovations

2. How many new lines of products or services has your company marketed during the past

3 years?
No new lines of products or 1 2 3 4 5 Very many new lines of
services products or services
Changes in product or 1 2 3 4 5 Changes in-product or
service lines have been service havensually
mostly of minor nature ' been quite dramiatic ©

3. In dealing with its competitors, my company...

Typically responds to 1 2 3 4 5 Typically initiates actions

actions which competitors i " to which competitors
initiate i then respond

Is very seldom the first 1 2 3 4 5 . Isveryoften the first
business to introduce new o - business to introduce new
products or services, : products or services,
administrative techniques, administrative techniques,
operating technologies, efc. opefatir;g technologies, etc.
Typically seeks to avoid 1 2 3 4 5 - Typically adopts a very
competitive clashes, ' competitive, “undo-the-
preferring a “live-and-let competitors”

live” posture : posture

4. In gemeral, my company have...

A strong proclivity for low 1 2 3 4 5 A strong proclivity for high
risk projects (with normal risk projects (with chances
and certain rates of return) of very high returns)

5. In general, I believe that...

Owing to the nature of the 2 3 4 5 Owing to the nature of the
environment, it is best to environment, bold, wide-
explore it gradually via ranging acts are necessary
cautious, incremental behavior to achieve the firm’s objectives

When confronted with decision-making situations involving uncertainty, my company has....

Typically adopts a “wait and P2 3 4 5 Typically adopts a bold, aggressive
see posture” in order to minimize posture in order to maximize the
the probability of making a probability of exploiting potential
costly decision. opportunities.

11




Survey Two: Organizational Orientations Inventory

Instruetions: Following are nine pairs of staterments (1-9) that may or may not describe your organization. Fut an
X on the right of the statement that is most accurate. You may feel that both statements apply, but you must select
the one that applies best for each statement. You might believe that neither one is an accurate description, but you
must still select the one that is feast inaccurate. Your responses cannot be scored unless you pick one statement

from each pair.

Number Statement Select Only
One for each
Statement
la. We concentrate on marketing our “tried and true” products and services.
1b. We concentrate on leadership in technological innovation and development.
2a. We take actions that our competitors find it necessary to respond to.
2b We respond effectively to our competitors’ actions.
3a. We seek out projects that offer relatively low risk and are likely to yield normal returns.
3b We seek out projects that may be risky but offer the potential of exceptionally high )
returns. ‘ : T
4a, We focus on developing and marketing new: products and Service limovations.
4b. We focus on strong marketing of our existing products and services.
Sa. We wait to see the effectiveness of new administrative procedures and operating
technologies before implementing them.
5b. We are often the first to implement new administrative procedures and operating
technolopies. : ' ]
6a. Our market environment calls for-bold action if we are’to attain our objectives.
ob. Our market environment leads us to act-cautiously to attain organizational objectives.
Ja. Most changes we make in products and services are carefully tested small improvements.
Th. We strive for product and service changes that result in important and significant
improvements. -
8a. We take a very active stance with fégard to our competitors, forcing them out of the
market if possible.
gb. We try to avoid open conflicts and clashes with our competitors, preferring to live and let
hive.
Qa. When we face uncertain situations we’ll usually hold off making a major decision, to
minimize the chances of major mistakes.
9b. ‘When we face uncertain situations we usually take quick, bold action in order to exploit

opportunities to the maximum.
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About Your Organization

Instructions: The following questions are designed to tell us about your organization and its performance in 2006.

Organization Type (check all that apply): service product
CEO gender: male female CEO age:
# of Employees:

1. Rate your organization’s 2006 performance:
Please circle the number that best reflects actual conditions in your company.

1 2 3 4 5
very below adequate above very
poor expectation ~ expectation good

2. Give an estimate on your organization’s growth in the 2006 yeafL::If negative growth indicate by adding a *-
“ sign. BT

A) Market share (percent)’

B) Size (percent)
C) Profitability {percent)
D) Capitalization (percent)

E) New Products (number)
The Results of the survey will bé_grﬁéiled to each stﬁt_l’e’nt to sha:r.'_e: with their entrepreneur if they wish.
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ATTACHMENT B:
EXECUTIVE SUMMARY

(2 Pages)
A. Mission Statement of Business/Venture
B. Brief Description of the Business’ Product and/or Service
C. Brief Overview of the Market Characteristics
D. Brief Overview of how you will differentiation your Product and/or Service
“What’s the Hook?”
E. State the “Value Proposition.” (How Wﬂl;igt succeed and grow and in most cases, generate

Sales, Profits or Success.

Use the results of this assignment as Section "1. Executive Summary" of the feasibility plan
project (See Attachment D: Outline of Business Plan).

14




ATTACHMENT C:
MANDTORY OUTLINE*
ENVIRONMENTAL SCANS

Title Page for each section

Section A. 7 Social/Market Factors (2-4 page summary) *

1. Target Market (Demographics)
ii. Social (Values, Lifestyles)
11i. Competition

Annotated Bibliography for each section (minimum 15 annotated bibliographies)
Title Page for each section

Section B

Part 1 Economic/Political Condition's:f-(254 page summary)

1. National
ii. State

iii. Local

Part I Technologv\fgidéﬁstrv Data ( 2-4..page summary)
i. . Trends |

Annotated Bibliography for each section (minimum 15 annotated bibliographies)

Note: *Failure to include all m-ahdatory sections will result in a grade lost

i Each section [A,iB} must have a 4 page summary of the data/scanned materials. Each section
should contain, at a minimum, 15 different annotated bibliographies of the source documents.

Use Section A for the marketing trends section of the feasibility plan. Section B is not
needed for the feasibility Plan

15




MANDTORY OUTLINE*
ATTACHMENT D:
ENTREPRENEURIAL FEASIBILITY PLAN

Table of Contents

Executive Summary (Use here the results from the "In-Class Presentation”)

A Statement of Purpose
B. Description of Business
C. Product/Service

Market Data (use Environmental Scan)

A Target Market Demographics)
B.  Social Values of the target market . .
C. Identify Competition and Explaln your: Competltlve Edge

Marketing Plan (Use class handout "Marketlng Check Llst" as.a ba51s to develop this
section). This section is critical to the overall success of your plan and will receive a
* great deal of attention by me.

A. Products and Services ' Focus on benefits versus features.
B. Product/Service Competitive Advantage(s) “What's the Hook?”
C. Promotional Strategy : . Cost Benefit Analysis

D. Pricing Strategy Cost of Goods/Services Sold and Margin

Implementation Plan

A Personnel/Management Team
' i. Management Team
ii,  Staff
B.  Operations

C. Legal Issues (i.e. Sub-Chapter S Corp.)
Critical Risks Assessment/Barriers to Entry (SWOT Analysis)

A. Strengths B. Weaknesses
C. Opportunities D. Threats

Growth Strategy. This section is very important. You must be able to explain how the
business/idea will grow and become profitable

Financial Plan [One year of data only]

16




A. Capital Formation Plan
i Sources and Applications of Funding
ii Capital Equipment List
iil. Start-Up Costs

B. Balance Sheet

C. Income Projections
1 One -Year Summary
il Detail By Month
i1 Notes of Explanation
E. Cash Flow Projections
i Detail By Month
ii Notes of Explanation -~

Exhibits and/or Supporting Documents
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