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	Session

Date
	Topic
	Module and Description
	Reading/Cases
	Lecture/Guest


	1/

Mar 30
	Introduction

	A Perspective on Entrepreneuring
	Dr. John’s Products, Ltd.


	Entrepreneurship

	2/

Apr 1
	Finding a Business


	Start or Buy?
	Valuation Techniques

The DAG Group
	Buying a Going Business 

Managing Risk and Reward

	3/

Apr 6
	Evolving Ideas
	Selecting a Strategy


	R&R 
	Entire Business Cycle

Bob Reiss

	4/

Apr 8
	Capital Structure
	Income Statement Workshop
	Valuation Techniques

Clarion Optical Co.
	Impact of Financing Alternatives

	5/

Apr 13
	More on Capital Structure


	Cash flow
	How to Write a Great Business Plan

Clarion Optical Co. (con’t)


	How to Write a Great Business Plan



	6/

Apr 15
	Product Development 
	Target Market

Elements of a Deal
	Heather Evans
	

	7/

Apr 20
	Product Pricing
	Target Markets and Introductory Pricing 
	Joint Juice 


	Linking Strategy and Pricing

	8/

Apr 22
	Distribution
	Selling in a Corporate Environment 


	InPart
Note on Pricing
	Distributors



	9/

Apr 27
	Direct Selling


	Understanding the Buyer’s Needs Making a Sales Pitch
	Deaver Brown and Cross River, Inc.

Selling as a Systematic Process

Deaver Brown Video (BBoard)


	Personal selling

Bonnie Levin

	10/

Apr 29
	Intellectual Property
	Who Owns the Idea?
	The Legal Protection of 

Intellectual Property

Beta Golf
	Rights and Obligations of Employees

 

	Session

Date
	Topic
	Module and Description
	Reading/Cases
	Lecture/Guest

	11/

May 4
	Product launch
	Obtaining the first customer
	Marcia Radosevitch and 

Health Payment Review: 1989 (A)
	Plan Reviews: May 5-7

Performance Based Pricing



	12/

May 6
	Featured Speaker
	
	IE Distinguished Alumni Speaker 


	Kathleen Flaherty



	13/

May 11
	Planning
	Selecting Advisors

	DigitalThink: Startup
	When and how to select advisors

	14/

May 13
	Making it Work
	Analyzing versus Operating 


	Hiring Without Firing

Explo Leisure Products

	Team Selection



	15/

May 18
	No class

	Teams work on business plans


	
	

	16/

May 20
	Guest Speaker from Ford


	Intrepreneurship


	
	Richard Gilbert



	17/

May 25
	Harvesting


	Sell or IPO


	Negotiation Analysis: An Introduction

Grand Junction


	IPO Process

Howard Charney

	18/

May 27
	Venture Capitalists

	How VC’s Think
	A Note on the Venture Capital Industry
	Plan Reviews: May 27-28

History of VC

Jim White

	19/

Jun  1
	Team Building
	Identifying, Selecting and Motivating Your Associates While Managing Growth
	Managing Transitions in the Growing Enterprise

Iggy’s Bread of the World
	Managing the Growing Venture

Threshhold Company

	20/

Jun 3
	Course Summary
	Learning Points
	
	

	
	FINAL EXAM 
	Presentations by Groups
	
	


Contact Information

PLEASE NOTE:   Classrooms change - Tuesday L211 and Thursday LR4

Instructor:       William J. White

Phone:
(847) 491-3680 

Office:
          Tech D231

Fax: 
(847) 491-7928

Email: 
           white@iems.nwu.edu
Office Hours:  Tuesday and Thursday Morning


TA:                Amit Bhandari





Office:            Tech. C223




Email:
          amitb@northwestern.edu
Office Hours: Monday and Wednesday 4:30-6:30

1.   Course Description and Objectives

 The goal of the course is to provide you with an understanding of the environment of the entrepreneur. At the same time we will look at the concept of Intrapreneuring (the entrepreneur inside the corporation). Through a series of cases the excitement and complexity of a new business becomes apparent.  The work and the tasks faced by the entrepreneur are similar to those encountered in other management roles. There is, however, one essential ingredient that usually is quite different. The entrepreneur must work with an extremely limited set of resources.  However the offset to this situation is the flexibility and speed with which the entrepreneur may act.

The goal is for you to know:

· How to evaluate new ideas.    

· How to value a business entity. 

· Understanding sources of capital and the capital owner’s motivations.

· The elements of marketing a new product or service.

· How effective leaders start and build teams.

· The issues involved in a rapidly growing a new enterprise.  
· The considerations involved in liquifying the value in a business.

· How you can think like an Intrapreneur in a corporation.

2. Required Texts 

A case pack containing all required materials is available at Norris.

3. Readings and Assignments

The course assignments are designed to engage you in the situation, to teach you to appreciate how entrepreneurs think and what makes them different.  The reading load is heavy but you should find that each case presents an interesting “mystery” or a “puzzle” to be solved while you are learning about a company and an industry. 

I expect that you will be taking four courses and that you will spend approximately ten hours per week in total for this course.  Your weekly schedule should plan for: 

· three hours in class,

· three hours doing individual reading,

· two and half hours on homework preparations and 

· one and half hours on your business plan.

Your time would be more efficiently managed if you read all assigned readings before analyzing the case.

You will typically need to prepare a case for each session. I expect you to discuss your analysis of the case with your classmates.  I encourage you to use the discussion section of BlackBoard and/or your project group. You should be knowledgeable enough to talk about the issues in the case and your ideas for addressing them if called on in class.

4. Class Contribution

We sometimes utilize small group discussions in class to provide you with an opportunity to exchange your thoughts and ideas with a cluster of students sitting around you. Because part of your grade is based on class contribution I want you to use the same seat for each class.  It will be good for your group and will help me get to know you.

I will expect you to be willing to share some of your observations, experiences and thoughts with your classmates. Generally, I will ask for volunteers, but on occasion, I will simply ask you for your opinion. No one will be embarrassed and I will work to create an environment where we can learn from one another.  One of the great things about case situations is that there is no right answer. Your ideas are based on how you see the situation.

Although activity is important, the quality and impact of your comments are much more valuable in my grading scheme.  My evaluation of your class contribution will be based on the substance and insight of your comments.  If you feel uncomfortable with being called on in a particular class please let me know in advance.

Additionally, contribution credits will be given for comments e-mailed to me when you believe you did not have a chance to raise a point in class (or you may raise points that you thought about after class). 

5. Homework

 You will be required to submit written answers to questions related to problems in most cases during the quarter.  I expect to assign everyone one question to answer on a case and sometimes there will be one additional question that I will want everyone to answer. Your

written submissions should be in “bullet” point format and no more than one-half page in length for each question. Shorter is better. Submit them in your BlackBoard dropbox.

6.  Team Project
You can form your own team that will work together to prepare a business plan for the start-up of a new company.  Your team should have three members.

You are to find the idea for your project. The ideas should come from the engineering school, the medical school or the research program at Evanston Northwestern Healthcare. Think of the discovery as a scavenger hunt. I will give you a list of faculty members who have interesting technological ideas that may have commercial possibilities. You should feel free to find additional faculty members who have other ideas. You are then to use your best powers of persuasion to convince them that you and your team will do an excellent job of analyzing their innovation and developing a business plan.

Choosing and obtaining approval of the business idea must be completed by the end of second week of classes.

The final report will be a complete business plan for the innovation you have selected. The plan is due on the day the presentations are made.  

You will have the opportunity to review and critique many business plans throughout the course.  Therefore you will be able to determine for yourself what an effective plan should look like.  In addition, I have most of last year’s plans on reserve in the Mudd library for your review.

Each group will meet with me two times during the quarter.  The purpose of the meetings is for you to brief me on the progress on your project.  At these meetings we will jointly agree on the steps needed to complete the plan.  These meetings are very important and will be integral to your grade.

7.   Grading

There will be no midterm or final exam. 

The grade you receive for the course is intended to certify your demonstrated proficiency in the course material. Proficiency will be estimated by measuring your performance on (1) class contribution and email comments, (2) business plan reviews, (3) homework, and (4) the team project.  Your course grade will be based on the following weighting:

1.  Class contribution/email comments

10%


2.  Interim Business Plan reviews

15%

3.  Homework




35%


4.  Comprehensive team project


40%
  

I need to add this information: “Your written work may be electronically tested for plagiarized content.” 

. . . . . . . . .ENJOY THE CLASS!
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