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ENTR 187 – 03 Entrepreneurship

Course Schedule:  Tuesday 6:00 – 8:50pm, Library 3021
Disclaimer: This syllabus and the schedule of readings, assignments, and activities may be changed by the instructor in order to maximize student learning needs and meet the objectives of the courses.

 I. Instructor Information
Instructor:   

 Dr. Lindle Hatton
Contact Information: Office TAH 2012. hattonl@csus.edu . 916-278-6503. 
Office Hours:  
   
Tuesday 4:00 – 6:00 pm, online, or by appointment
SacCT: 

  
SacCT 9.1


Email access is essential in communicating with the instructor and your peers. Please activate your CSUS e-mail account and log on to the SacCT course regularly. 
II. Academic Learning Resources
Textbook: Required
Entrepreneurship: Theory/Process/Practice, Donald Kuratko, 10th  edition, South-Western, Cengage, 2017.  ISBN: 9781305576247. 
Suggested Reading: Wall Street Journal, Fortune, Fast Company, and Inc.

Other: 

· Students must access syllabus and various other course materials through my faculty homepage @ http://www.csus.edu/indiv/h/hattonl.  

· CBA Tutoring Center – TAH 3067.  Contact the Office of Student Engagement (TAH 1040) for tutoring schedules.

· University Reading and Writing Center (URWC) - provides encouraging, focused, and non-judgmental one-to-one tutorials in reading and writing for any undergraduate or graduate student at CSUS. hhttp://www.csus.edu/writingcenter/
· The Peer and Academic Resource Center (PARC) - major services include Supplemental Instruction; Supplemental Instruction Plus, Workshops & Individual Tutorials; and Peer Led Advising for college Experiences.  http://www.csus.edu/parc/
III. Instructional Design

Course Description: Objective is to lead students through all steps necessary in starting a business: analyzing personal and business goals, researching the market, developing a marketing plan, determining land, building, equipment, supplies, inventory, people needed, determining cash flow and pro forma financial statements, and money needed. The output of all this will be a professional business plan and financial package ready to submit to prospective investors.
Course Objective:

To develop practical awareness relative to defining, planning, financing, marketing, and managing a new business.  The course will culminate with a feasibility plan you prepare for presentation. There will be multiple assessments both at the individual and team level.  The class works best when there is synergy and a high degree of acceptance for the course rigor and objectives. Although everyone desires an ‘A’ you must earn the ‘A’.  All assessments are designed to achieve a ‘B’. The course is based on entrepreneurialism and creativity. Each student will demonstrate through their efforts and ability the added-value for the higher grade. Entrepreneurialism is the key to economic empowerment that drives the US economy. I encourage you to use the class as an environment for innovative thinking to stimulate your mind that will drive your economic engine to success. 

Course Learning Outcomes:
At the end of this course, students should have strengthened their abilities to:

1. Identify and assess business opportunities.

2. Understand many of the risks, rewards and challenges facing entrepreneurs and risk mitigation strategies.

3. Grow the value of products and services through creativity and understanding consumer needs and behavior.

4. Understand traditional and newer business models and how to develop a business model for a new venture.

5. Understand the interdependent business functional areas and processes necessary to build a new venture. 

6. Understand the diverse human, technical and financial resources necessary for an organization to succeed. 

7. Identify and comply with local, state, federal and international regulations.

8. Understand funding options for both for-profit and nonprofit organizations.

9. Understand the importance of ethics and social responsibility in both contributing to a better society and increasing the equity of an organization. 

10. Write and pitch a basic but comprehensive business plan. 
CBA Program Learning Objectives: 
Goal 1 Fundamental Business Knowledge
Competence based on fundamental business knowledge.

1.1 Demonstrate understanding of fundamental business theories, concepts, and skills.

1.2 Ability to analyze business information in performing business related tasks.

Goal 2 Integrative Business Competence
Business competence integrated with other business knowledge areas and ethical responsibility.

2.1 Ability to identify factors contributing to a managerial problem from a variety of business perspectives. 

2.2 Enumerate the costs and benefits that potential solutions will have on the interdependent stakeholders of a firm.

Goal 3 Effective Business Communication 
Business communication utilizing contemporary and classic communication techniques and methods.

3.1 Convey information in a variety of business settings.

3.2 Evaluate the efficacy of business communications. 

Goal 4 Applied Business Capability 

Ability to translate knowledge of business and management into practice.

4.1 Create effective business solutions that are both ethically sound and socially responsible.

4.2 Generate innovative and effective solutions for problem solving and decision making.

Prerequisites:

See the current catalog for prerequisites at: http://catalog.csus.edu/courses/2014-16/entr/ 

IV. CBA Program and Course Level Alignment and Assessment
All coursework parallels all aspects of CBA program goals: 

Lectures, coursework and tests are designed to address student learning objectives. Individual multiple choice tests will assess knowledge of terminology and concepts. (Goal 1 Fundamental Business Knowledge).

The Business Plan, researched, written, and presented in teams, will require application of this business knowledge to create a realistic plan for an original business concept. Both the quality of the plan and the effectiveness of the written and verbal communication of the plan will be key areas of assessment. (Goal 2 Integrative Business Competence; Goal 3 Effective Business Communication; Goal 4 Applied Business Capability) 

Summary of Assessment Strategy
Detailed instructions and grading rubrics will be provided via SacCT. Assessment of the plan will be based on completeness, research support, feasibility, demonstration of differentiation vs existing products, level of difficulty, and the quality of the communication. Class participation, which will include critiquing the work of peers, will also be assessed via survey and tracking participation during discussion.

V. Coursework and Grading Criteria
Overview:

Instruction will consist of a combination of lectures, class exercises, examples from business press, cases, guest speakers, and videos. Come to class prepared, having read the assigned text.  The course is designed as an interactive class; participation is expected and assessed. 
Course Assignments:
The key course assignments are outlined below. Additional detailed instructions for all assignments and grading rubrics will be discussed in class and posted on SacCT.
Course Requirements:
1.
Feasibility Plan:  The Feasibility Plan is the major term project.  You will work in teams on this project.  Based on the work done throughout the semester and in the two (2) team 
assignments, you will write and present a feasibility plan for your business venture. ALL NAMES OF TEAM MEMBERS SHOULD BE ARRANGED IN ALPHABETICAL ORDER.

1. Feasibility Plan Pitch:  Each team will overview their Feasibility Plan in five (5) minutes maximum to the class and other interested parties. The Pitch should highlight the key elements of the plan that is intended to excite the reader to know more about the venture. The Pitch is not designed to overview the entire plan, but merely to highlight the key elements of the business venture concept.

2.  Individual Elevator Pitch (IEP): Prepare a showcase about a business concept. The showcase can be a well-structured, science-fair type poster that is an elevator pitch. The poster should be in a tri-fold format. A handout should also be developed for submission to the instructor as part of the assignment for grade assessment.  The IEP should highlight the Business Model for the idea.  A Business Model describes the rationale how a venture creates, delivers, and captures value. The process of business model construction is part of business strategy.  The Business Model should include the following points:

1. Creating Value – describe the method of creating value.

2. Delivering Value – how does the venture deliver value to the customer or end user?

3. Capturing Value – how does the venture generate income and make a profit? 

Reference the Business Model description contained in another section in this syllabus. 
4. Start A Business:  Assume you are starting a new business venture and you are undecided between two states, California and Nevada.  Assume you want the business structure to be either an ‘S’ Corporation or an ‘LLC’.  Research all the state and local registration requirements and costs for both states associated with starting the business venture.  Reference the minimum required details that are further outlined in a later section of this syllabus

5. Assignments:  There will be two (2) assignments performed in teams that collectively will establish the basis for the Feasibility Plan for the venture.  The components for the two assignments are attached to the syllabus. ALL NAMES OF TEAM MEMBERS SHOULD BE ARRANGED IN ALPHABETICAL ORDER ON ALL TEAM ASSIGNMENTS.
6.

Exam:  There will be one exam given during the semester.

7.
Class Participation:  As entrepreneurship is more of an applied than an analytical
management skill class participation is an important part of the learning in this class. You 
are expected to attend class, be present on time, and participate in class discussions 
regarding practical aspects of entrepreneurship and venture creation. Each class session will have a value of 0-5-6 points. 0 for non-attendance, 5 for attendance but no qualitative participation, and 6 for attendance and qualitative participation. The 1-point differential is subjective assessment by the instructor.   In addition, each student is expected to read the syllabus, write a statement verifying they have read and understand the terms and conditions of the syllabus, and agree to accept the terms and conditions outlined unless otherwise edited by the instructor. These statements must be received no later than the third week of the semester to receive participation credit.

8.
Peer Evaluation:  Each team will be responsible for determining and allocating work 
assignments to the individual team members.  It is expected that each member of the team 
will cooperate and contribute his or her share to the team’s overall effort. If any   individual is not contributing to the team’s project, then they may be excused from the team with a majority vote by team members.  The team member must be informed of the final decision and the instructor copied on the email.  Each member of the team will be given an opportunity to confidentially evaluate the other members of the team. Individual grades for team assignments and project will be adjusted in accordance with the results of these peer evaluations.  Individual evaluations scoring less than 75% of the total possible will result in team project grades being adjusted to reflect the evaluation score.
9. Firing freeriding team members
i) Each team reserves the right to vote off any free rider/underperforming member contingent upon group consensus up to 24 hours before the due date. The member being voted off will then have the opportunity to complete the plan on his/her own, prepare a presentation and present it to the instructor in his office. 
The team must submit to the instructor a one-page memorandum stating your intention to vote off a team member and explaining the decision with supporting evidence. This memo must be submitted within 24 hours prior to the due date for any of the group projects. 

ii) To avoid unfortunate events, please communicate with your group and contribute diligently to team projects. Please also keep me posted on any concern you may have as issues emerge.

Grading:




Feasibility Plan





100 Points




Feasibility Plan Pitch




100 Points




Assignments (2 @ 100 Points Each)

200 Points




Start A Business





100 Points




Individual Elevator Pitch (IEP)


100 Points




Class Participation




100 Points




Exam 






100 Points





TOTAL



          800 Points
Grades: 



750 – 800


A




720 – 749


A-




700 – 719


B+




660 – 699


B




640 – 659


B-





620 – 639


C+




580 – 619


C




560 – 579


C-




540 – 559


D+




500 – 539


D




480 – 499


D-




Below 480


F

VI. Weekly Outline: the schedule of readings, assignments, and activities may be changed by the instructor in order to maximize student learning needs and meet the objectives of the course. 
	Date
	Topic
	Assignment

	8/30
	Introduction and The Development of Entrepreneurship
	Chapter 1

	9/6
	Entrepreneurial Mind-Set in Individuals


	Chapter 2



	9/13
	Organizational Entrepreneurship and Innovation
	Chapter 3 & 5

DUE: IEPs

	9/20
	Entrepreneurial Ethics 


	Chapter 4

	9/27
	Entrepreneurial Ventures
	Chapter 6

Internet Work: SAB

	10/4
	Assessing Entrepreneurial Opportunities
	Chapter 9

DUE: SAB

	10/11
	Business Plan Development


	Chapter 12



	10/18
	EXAM (CHAPTERS 1-6, and 12)

Legal Challenges

	Chapter 7

	10/25
	Sources of Capital
	Chapter 8



	11/1
	Marketing Challenges


	Chapter 10

DUE: Team Assignment # 1

	11/8
	Financial Preparation


	Chapter 11



	11/15
	Venture Valuations
	Chapter 14

DUE: Team Assignment # 2

	11/22
	Feasibility Review
	

	11/29
	Financial Assessment and Feasibility Review


	

	12/6
	Feasibility Presentations
	DUE: Feasibility Pitch and Feasibility Plan

	12/12-16
	FINALS


	


VII. Course Time commitment 
	Contact Hours and Assignments 
	Contact Hours 

	Face-to-face Lectures
	
	45 hours 

(3 unit course)

	Out of Class
	Homework Assignments 
	6-9+ hours per week (varies by depth of project students choose. Assessment considers level of difficulty and time requirements.)

	
	Reading Assignments 
	

	
	Exams
	

	
	
	

	
	
	

	Total Hours per Week
	9-12+ hours /week


VIII. Sacramento State Academic Honesty Policy and Regulations
excerpt “Definitions of Academic Dishonesty” http://www.csus.edu/umanual/student/STU-0100.htm
Cheating. At Sacramento State, cheating is the act of obtaining or attempting to obtain credit for academic work through the use of any dishonest, deceptive, or fraudulent means. Cheating at Sacramento State includes but is not limited to:

· Copying, in part or in whole, from another’s test or other evaluation instrument.

· Using crib notes, "cheat sheets," or any other device, including electronic devices not permitted by the instructor as an aid in writing an examination.

· Submitting work previously graded in another course unless doing so has been approved by the course instructor or by department policy.

· Submitting work simultaneously presented in more than one course, unless doing so has been approved by the respective course instructors or by the department policies of the respective departments.

· Altering or interfering with grading or grading instructions.

· Sitting for an examination by a surrogate, or as a surrogate.

· Any other act committed by a student in the course of his or her academic work that defrauds or misrepresents, including aiding or abetting in any of the actions defined above.

 

Plagiarism. Plagiarism, as a form of cheating, is the use of distinctive ideas or works belonging to another person without providing adequate acknowledgement of that person’s contribution. Regardless of the means of appropriation, incorporation of another’s work into one’s own requires adequate identification and acknowledgement. Plagiarism is doubly unethical because it deprives the author of rightful credit and gives credit to someone who has not earned it. Acknowledgement is not necessary when the material used is common knowledge. Plagiarism at Sacramento State includes but is not limited to:

· The act of incorporating into one’s own work the ideas, words, sentences, paragraphs, or parts thereof, or the specific substance of another’s work without giving appropriate credit thereby representing the product as entirely one's own. Examples include not only word-for-word copying, but also the "mosaic" (i.e., interspersing a few of one’s own words while, in essence, copying another’s work), the paraphrase (i.e., rewriting another’s work while still using the other’s fundamental idea or theory); fabrication (i.e., inventing or counterfeiting sources), ghost-writing (i.e., submitting another’s work as one’s own) and failure to include quotation marks on material that is otherwise acknowledged; and

· Representing as one’s own another’s artistic or scholarly works such as musical compositions, computer programs, photographs, paintings, drawing, sculptures, or similar works.

Penalties for Cheating or Unethical Conduct

The penalty for cheating or unethical conduct will be a failing grade on the related assignment or test. The student’s conduct will also be reported to college administration. 

IX. Accommodations for Students with Disabilities

Services to Students with Disabilities (SSWD) http://www.csus.edu/sswd/  offers a wide range of support services and accommodations for students in order to ensure students with disabilities have equal access and opportunity to pursue their educational goals. 
Services and accommodations are provided to students with visual, hearing, mobility impairments, specific learning disabilities, psychiatric disorders, and/or other types of disabilities. Students must submit medical or professional documentation prior to meeting with a counselor for a needs assessment and accommodation plan.  

X. Other Information

Add/Drop Policy

There is often more demand for this class than space. Students who do not attend two class sessions during the first two weeks may be dropped to make room for those waiting to add the class. Note the university policy:

“Instructors have the authority to administratively remove any student who, during the first two weeks of instruction, fails to attend any two class meetings (for courses that meet two or more times a week) or one class meeting (for courses that meet once a week).”  http://aaweb.csus.edu/catalog/current/First%20100%20Pages/registration.html#Drop
Classroom Etiquette:

1) Be on time. If you must leave early, please sit near the exit for the least disruption. Do not arrive late and walk in the front of the class during a presentation by guests or peers.
2)    Students should behave in a considerate, respectful, and professional manner. Please do not distract others by carrying on conversations or viewing material not related to class on electronic devices.  If, at any time, these courtesy guidelines are being challenged, violating students may be asked to leave the classroom.
3) No late assignments will be accepted, nor is there make-up work. There is no provision for Extra Credit.
3)    Disruptive Behavior

Refer to the University's policy on student disruptive behavior. http://www.csus.edu/umanual/student/STU-0112.htm  Note that a disruptive student is defined as a student who engages in classroom behavior that interferes with the process of teaching and learning. 

A student exhibiting disruptive behavior will be asked to cease that behavior. If the behavior continues, the student will be asked to leave or will be removed from the classroom, the behavior will be reported to the student conduct officer (CSU/CBA administration), and any credit that would have been awarded for an in-class assignment or exercise will be denied. If the behavior is repeated in a subsequent class the student may be unenrolled from the class. 
4)    Laptop/Cell Phone Policies

Laptops may be used during class sessions for access to class-related material and note-taking only. Use of computer in class for matters not related to the class will be considered inappropriate, and the privilege of using a laptop in class will be revoked. 

Cell phones and other similar devices should be turned off. 

BUSINESS MODEL DESCRIPTION

In the simplest terms, a company's business model is the method it uses to make money. Different types of business models suit different types of businesses. A business model is the way that a company sells products to its customers. It describes how a business creates, delivers, and captures value. 
What type of business model should you adopt?

A business model defines how the enterprise delivers value to customers, gets them to pay for that value, and converts those payments to profit.

There are four basic types of business model that any for-profit business will fall into:

1. Manufacturer

A manufacturer takes raw materials and creates a product, or assembles premade components into a product (eg car manufacturers). Dell Computers is considered a manufacturer because it assembles its computers from parts made by other companies.  A manufacturer may sell its products directly to its customers, or it can outsource sales to another company.

2. Distributor

A distributor is any business that purchases products directly from a manufacturer for resale either to retail outlets, or directly to the public. For example, a car dealership would purchase vehicles directly from the manufacturer and sell them to the general public. Wal-Mart Department Stores qualifies as a distributor because it purchases product directly from the manufacturer. Not all department stores have that kind of purchasing power. 

3. Retailer

A retailer purchases product from a distributor or wholesaler, and then sells those products to the general public or to corporate end users. Most department stores, with exception of larger chains such as Wal-Mart, are considered retail outlets.  A retailer usually has a physical location, but may also be an online retailer such as Amazon or Kalahari.

4. Franchise

A franchise can be a manufacturer, distributor or retailer, depending on what type of franchise you purchase.  Here the franchisee adopts the business model of that franchise

Under these four types of business, there are various other ways of structuring your business model.

· A company that integrates a physical and an online presence. An example would be a retailer who allows customers to order products online, but lets them pick up their order at their nearest store.

· A company that deals with customers directly via the internet without engaging an intermediary.

· Direct selling to consumers making use of product demonstrations in the person’s home, for example. There are several cosmetic and jewelry companies that use this model in SA.

· The Freemium business model works by offering a basic Web service or product, for free, while charging a premium for advanced or special features.

· Online auctions, which are held over the internet.

The IEP exercise should highlight the Business Model for your idea. The Business Model should include the following points:

1. Creating Value – describe the method of creating value.

2. Delivering Value – how does the venture deliver value to the customer or end user? 
3. Capturing Value – how does the venture generate income and make a profit? 
START A BUSINESS (SAB)
Assume you are starting a new business venture and you are undecided between two states, California and Nevada. What a grand opportunity.  What are the steps you must complete to actually activate your business? Complete the following steps to demonstrate your knowledge of starting a business:

1. Identify the appropriate state and local (city and/or county) offices in each state to register your business.

2. What licenses are required and the costs?

3. What are the associated costs for the legal structure of the business venture with the state and local offices?

4. Where do you file the fictitious name certificate and the cost? Identify the newspaper to run the notice? Cost?

5. What is the time duration/lag before your business will actually be activated and recognized as a legal, legitimate business venture?
6. What other potential legal issues or concerns should you be prepared to address based upon your findings?

You should prepare your report in a narrative summary using headings. The structure of the report is important for clarity and understanding to the reader. DO NOT just answer questions. The report should be 3-5 pages in length with font size 12 and 1.5-line spacing.  Use headings to best frame your narrative. Include a Reference page to show the sources for your information.
ASSIGNMENT #1
Prepare a description of your business venture containing the following items.  Your report should be in a written, narrative format with section headings and subheadings as appropriate. The business venture should have a name.
1.
Describe the business you are planning to start.  Your description should include 
product/service, the customer, and the technology employed.  Identify the SIC/NAICS 
codes for the industry. 
2.
Describe the opportunity that you believe the business exploits.  In other words, why do 
you think it is a great business idea?  Identify the proprietary rights/IP protection 
associated with the business concept.

3.
Describe the product/service you intend to offer. Also include an analysis describing the 


uniqueness of the product/service.  Clearly explain the distinctive competence associated 


with the product/service. What place in the distribution channel are you planning to 


operate?
4.
Estimate how much money it would cost to actually get this business started.  The estimate 
will be very rough, but try to make an educated guess.  Describe how the capital will be 
used, i.e. asset acquisition, working capital, etc. 
5.  
Identify the key location you most desire to position your business venture. Give specific 


details of its location, advantages, accesses, and possible limitations.

ASSIGNMENT #2
Follow on with your business venture identified in Assignment #1 and complete the following items. The name of the venture should be included.
1.
Perform an analysis of the industry and market for the new venture.  The DEC framework should be useful in completing the analysis. Use outside sources for data, such as the library, computer databases, and industry experts. Industry analysis should be comprehensive. The marketing challenges also should be included.
2.
Perform an analysis of the competitors for your new venture.  Your profile on key 

competitors should be comprehensive. Key elements about your competition include: 

location, size, number of stores, sales, employees, key financial metrics, business strategy, 


and other critical information.
3.
Develop the financial analysis for your business venture.  The two (2) most critical financial statements should include a pro forma Income Statement (3 years) and a statement of Cash Flow (3 years).  A Balance Sheet (year 1) and Sources and Uses of Funds Statement are great additions that add value.  A break-even analysis will demonstrate where the venture moves from survival to growth. 
4.
Identify key expertise required in the executive management team. Who are they and what is their expertise? If expertise is not present describe the strategy to obtain it.
5.
Prepare a milestone schedule identifying all critical events and corresponding dates that 
your business venture will need to complete in bringing the venture to fruition.
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