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Course Overview

Both the Entrepreneurship Course (Fall Term) and EFBP prepare students to start and nurture their own business.  The preponderance of courses at the graduate level in economics, finance and business prepare students to participate successfully in large enterprises and organizations.  And indeed most students begin their careers with these groups.  However, history shows that many students (perhaps as many as half) at some point in their careers will turn to participating in an entrepreneurial endeavor.  These courses attempt to develop the attitudes, skills and knowledge that will support that activity.

There are two primary routes for successful ventures.  The first route involves less formally planned and resource intensive ventures.  This is sometimes referred to as the “bootstrap approach”.  While they may turn out to be significant enterprises (Hewlett Packard and Microsoft come to mind) the bulk do not become household words.  Nonetheless, they can lead to significant, rewarding work and a meaningful lifestyle.  And in total they contribute significantly to the economy.

The second involves careful market research, well thought out business plans, extensive financial plans, full management teams and significant venture capital or other outside resources.  The subsequent “Business Plan Ventures” tend to be of significant size and complexity.  Successful start-ups following this route decorate the headlines of the business press.  

The Entrepreneurial Finance & Business Plans course will teach students to think critically about the issues, ideas and approaches of successful Business Plan Ventures.  They will explore in detail this process through a team based step-by-step development of a detailed Business Plan and the presentation of this plan to a panel of Professional Investors (Venture Capitalists).
The course will go through the process and look at the tools and components of a Business Plan for a new venture.  Each year more than one half million new ventures are created in the U.S.  Most fail.  Studies show that developing and executing a business plan can increase the probability of having a successful venture.

LEARNING GOALS 

STUDENTS WILL:

1. LEARN THE ANALYTICAL STEPS THAT CHANGE A RAW IDEA INTO A TRUE BUSINESS OPPORTUNITY.  


2. LEARN THE VALUE CREATED FOR SPECIFIC CUSTOMERS OR MARKET SEGMENTS.  THEN LEARN TO SPECIFICALLY MEASURE THE SIZE AND CHARACTERISTICS OF THE MARKET OPPORTUNITY.

3. LEARN PRICING STRATEGIES THAT KEY INTO THE VALUE CHAIN ENHANCING THE OPPORTUNITY.

4. LEARN HOW TO FORMULATE STRATEGIES THAT MAXIMIZE THE VALUES DEFINED EARLIER AND MINIMIZE POTENTIAL COMPETATIVE THREATS.

5. LEARN  STAGING FINANCING METHODS  AND HOW EACH FITS INTO PROFESSIONAL INVESTOR BUSINESS MODELS.

Course Relationships

These courses are meant to cover two different methods of creating a successful venture.  The course work of each can stand alone.  But students taking both will develop skills and appreciation of the similarities and differences in successful models of each venture method.

Course Requirements

The Entrepreneurial Finance & Business Plan course will use a team method of learning as well as readings in selected texts and cases.  Early in the course, teams will be formed which will develop ideas for a venture.  They then create a real world business plan based on this idea.  Teams present portions of their plan to the class for analysis and discussion.  Regular preparation and contribution to class discussions is critical for both individual and group learning.  We can each learn a great deal from another point of view and experiences.  And we learn more by participating in the debate than by passive listening.  To encourage preparation and participation, each class session will start with the cold calling on a team at random.  When the plan is completed, it will be submitted and then presented to a “Panel of Professional Investors”. Each team is responsible for organizing, presenting and defending the plan to a group of individuals who are “real world VCs”.   

Course Limits

This course will be limited to 30 students.  IBS Graduate Students, Other Graduate Students and Seniors will be given preference in that order.

Grading

One third of the course grade will be based on a student’s contribution to class discussion.  One third of the grade will be based on the quality of the written business plan.  One third of the grade will be based on the presentation and defense of the plan to the VCs.

If a student has a documented disability on record at Brandeis University and wish to have a reasonable accommodation made for you in this class please contact me immediately.

Honesty

You are expected to be honest in all of your academic work.  Instances of alleged dishonesty will be forwarded to the Office of Campus Life for possible referral to the Student Judicial System.  Potential sanctions include Failure in the Course and Suspension from the University.  If you have any questions about my expectations, please ask.

Appointments

Prof. Reed is available for individual student meetings at mutually agreeable times and locations.  If you need an appointment:

Email creedjr40@comcast.net 

Or call 617-571-4873. 

List of Materials

TEXTS

Business Plans that Win $$$$, Rich, Stanley R. and Gumpert, David E.  1987.  New York; Harper Rowe; ISBN 0-06-091391-6

Harvard Business Review on Entrepreneurship, Bhide, Sahlman, et al, 1999.  Boston; Harvard Business School Press; ISBN 0-87584-910-5

NOTE; THIS IS NOW OUT OF PRINT
A MINI COURSE PACK HAS BEEN CREATED AT HBS PUBLISHING TO REPLICATE IT.  SEE REFERENCE BELOW

COURSE PACK FOR BUS 231
BUS 231 =  Coursepack link: http://cb.hbsp.harvard.edu/cb/access/17645827
Pre-Start Analysis - 386-075

Questions Every Entrepreneur Must Answer - 96603

How Entrepreneurs Craft Strategies That Work - 94202

Note on Acquiring Bank Credit - 391-010
Note on Attracting Stakeholders - 389-139

Valuation Techniques - 384-185
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JAN 13 - CL 1 


Read 
Rich & Gumpert Pp. 1-23, 44-64.

Questions Every Entrepreneur Must Answer - 96603
(HBS Coursepack)

Form into a two or three person team.  


Decide on two ideas for new ventures. 

JAN 20 - CL 2
Be prepared to present each idea to the class and explain why it should succeed.

NOTE: Assignment for Class 4- Individually prepare a two page report (max) on the key marketing aspects of a real life successful venture.  Only direct contact or phone contact research is acceptable.  Simply reviewing a company’s web site or an “Amazon search” is not!  (This is an individual, not team assignment!)

JAN 27 - CL 3

NOTE: This class will be "taught" by Evangelos Simoudis, Managing Partner of Trident Capital, Palo Alto, CA.  He will talk about the "role" of Venture Capital and how it works.  Prior to his life as a VC, Evangelos had started two companies, the latter, Customer Analytics (one of the initial companies in customer relationship software) was a significant success.

Read
R&G - Pp. 65-105

How Entrepreneurs Craft Strategies That Work - 94202


Pre Start Analysis (HBS 386-075)

Pick one of your venture ideas for a Business Plan. 


Outline the “Business Concept” of this venture.     

Turn in ONE PAGE WRITTEN SUMMARY at the beginning of class.

FEB 3 - CL 4 

Individually, present to the class the “Marketing Plan of a Successful Venture” chosen for your individual report.


Turn in the report (two pages maximum) at the end of class

FEB 10 - CL 5   

Each team will present the Marketing Plan of their venture idea in outline to the class and answer questions.  

Turn in the Marketing Plan outline at the end of class.

Mid term recess – no class Feb 17th  

FEB 24 - CL 6  


Read 
R&G  Pp.106-125.

Prepare to present an outline of your Product Development or Service Development plan and the Operations Plan.


Turn in Development and Operations Plans outline at end of class.

MAR 3 - CL 7 


Read R&G Pp. 125-145.


Determine the Management Team and current “holes”


Prepare an outline of how to fill “key holes” at major milestones.


Present this outline to the class.


Turn in Management Team Plan outline at end of class.


Also turn in “rewritten” Executive Summary of the venture plan.
MAR 10 - CL 8 


Read
R&G - Pp.146-170


Note on Acquiring Bank Credit - 391-010


Note on Attracting Stakeholders - 389-139



Valuation Techniques - 384-185

Prepare an outline draft of your financial plan.  


Be prepared to present this to the class. 


Turn in the outline of Financial Plan at the end of class.
MAR 17 - CL 9 

Create an 7 slide PP draft presentation of your business.  

 
Turn in “rewritten” Executive Summary of the venture plan.
MAR 24 - CL 10 


Read 
R&G - Pp. 171-210



Bhide et.al. – Pp.175-204.


Turn in your finished Business Plan.

Be prepared to present to the class your source for the necessary funds 

and its price.  

MAR 31, APR 14 - CLASS 11 & 12 

Formal Presentations of the Business Plans to a Panel of VC’s.

Note:  Attendance of all students is required on both presentation dates, regardless of which date your presentation is on!!

APR 7,  NO CLASS - PASSOVER & SPRING RECESS
APR 21 - CL 13- LAST CLASS 


Course Review


Return of Business Plans


