CHAPTER 1: Introduction to entrepreneurship

1. Explain entrepreneurship and discuss its importance.

Entrepreneurship is the art of turning an idea into a business. Entrepreneurs assemble and then integrate all the resources needed – the money, the people, the business model, the strategy – to transform an invention or an idea into a viable business.

2. Describe corporate entrepreneurship and its use in established firms.

It is the conceptualization of entrepreneurship at the firm level. All firms fall along a conceptual continuum that ranges from highly conservative to highly entrepreneurial. The position of a firm on this continuum is referred to as its entrepreneurial intensity. Entrepreneurial firms are PROACTIVE, INNOVATIVE ad RISK-TAKING.

3. Discuss three main reasons people decide to become entrepreneurs.
1. Desire to be their own boss
2. Desire to pursue their own ideas
3. Financial rewards.

4. Identify four main characteristics of successful entrepreneurs.
1. Passion for the business – belief of positive influence
2. Product/customer focus – entrepreneurs are craftspeople
3. Tenacity despite failure – ability to persevere through setbacks
4. Execution intelligence – making a good idea into a viable business

5. Explain five common myths regarding entrepreneurship.
1. Entrepreneurs are born, not made
2. Entrepreneurs are gamblers
3. Entrepreneurs are primarily motivated by money
4. Entrepreneurs should be young and energetic

6. Explain how entrepreneurial firms differ from salary-substitute and lifestyle firms.
1. Salary substitute firms: similar salary level to what they’d get with a conventional job.
2. Lifestyle firms: provide the opportunity to pursue a particular lifestyle and make a living at it.
3. Entrepreneurial firms: bring new products or services by seizing opportunities.

7. Discuss the changing demographics of entrepreneurs in the United States.
1. Substantial growth in businesses owned by women, minorities & senior entrepreneurs.
2. High interest in entrepreneurial careers amongst young people

8. Discuss the impact of entrepreneurial firms on economies and societies.
1. Innovation: creating something new
2. Job creation: small businesses are the creators of most new jobs
3. Impact on society: new products and services make life easier
4. Impact on larger firms: many create products and services that help larger firms efficiency

9. Identify ways in which large firms benefit from the presence of smaller entrepreneurial firms.
1. Many entrepreneurial firms build their entire business model around producing products and services that help larger firms efficiency and effectiveness

10. Explain the entrepreneurial process.
1. Deciding to become an entrepreneur.
2. Developing successful business ideas.
3. Moving from an idea to an entrepreneurial firm.
4. Managing and growing the entrepreneurial firm.

CHAPTER 2: Recognizing opportunities and generating ideas

1. Explain the difference between an opportunity and an idea.
1. Attractive
2. Timely
3. Durable
4. Adds value

2. Describe the three general approaches entrepreneurs use to identify opportunities.
1. Observing trends (they create opportunities)
2. Solving a problem
3. Finding gaps in the marketplace (often created when there is a need by a specific group of people but not worth it for large firms)


3. Identify the four environmental trends that are most instrumental in creating business opportunities. 
1. Economic forces: help determine good or bad areas for start-ups
2. Social trends: they alter how people and businesses behave
3. Technological advances: once a technology is created, products emerge to advance it
4. Political actions and regulatory changes: some businesses were created to help other companies comply with the law

4. List the personal characteristics that make some people better at recognizing business opportunities than others.
1. Prior experience: industry experience helps recognize opportunities and create a network in that same industry
2. Cognitive factors: ability to notice opportunities without deliberate search
3. Social networks: will be exposed to more opportunities (weak-tie relationships lead to more new business ideas because strong-tie relationships tend to reinforce insights)
4. Creativity: opportunity recognition may be a creative process

5. Identify the five steps in the creative process.
1. Preparation
2. Incubation
3. Insight
4. Evaluation
5. Elaboration

6. Describe the purpose of brainstorming and its use as an idea generator.
1. Technique used to generate a large amount of ideas and solutions to problems quickly
2. Some rules include no criticism and session should move quickly

7. Describe how to use library and Internet research to generate new business ideas.
1. Browse through several issues can spark new ideas
2. Libraries have access to search engines that would cost you otherwise
3. Target searches can lead you to articles supporting your new idea

8. Explain the purpose of maintaining an idea bank.

9. Describe three steps for protecting ideas from being lost or stolen.
1. Idea should be put in tangible form with date
2. The idea should be secures, often overlooked
3. Avoid disclosure in a manner that forfeits the right to claim exclusive rights to it

CHAPTER 3: Feasibility analysis

1. Explain what a feasibility analysis is and why it’s important.
1. Process of determining if a business idea is viable
2. Preliminary evaluation to see if the idea is worth pursuing
2. Discuss the proper time to complete a feasibility analysis when developing an entrepreneurial venture.
1. Proper time is early in thinking through the prospects of the business
2. Screening ideas before a lot of resources are spent on them

3. Describe the purpose of a product/service feasibility analysis and the two primary issues that a proposed business should consider in this area.
1. Purpose: assessment of the overall appeal of the product/service being proposed
1. Product/service desirability
2. Product/service demand

4. Explain a concept statement and its components.
1. One-page description of the business distributed to people who are asked to provide feedback on the potential of the business idea

5. Describe the purpose of a buying intentions survey and how it’s administered.
1. Instrument used to gauge customer interest in a product service
2. Includes the concept statement and a survey attached

6. Explain the importance of library, Internet, and gumshoe research.
1. Reference librarians can often point you toward resources to help you investigate a new business idea
2. You can find important information on the viability of the product or service

7. Describe the purpose of industry/market feasibility analysis and the two primary issues to consider in this area.
1. Assessment of overall appeal of the industry and the target market for the proposed business idea
1. Industry attractiveness
2. Target market attractiveness

8. Discuss the characteristics of an attractive industry.
1. Early in life cycle
2. Growing rather than shrinking
3. Fragmented rather than concentrated (App store and Google play)

9. Describe the purpose of organizational feasibility analysis and list the two primary issues to consider in this area.
1. Conducted to determine whether a proposed business idea has sufficient management expertise, competence and resources for successful launch
1. Management Prowess: evaluate ability of management team to satisfy launch (passion and expertise)
2. Resource efficiency assessment of whether an entrepreneur has enough resources to launch proposed venture

10. Explain the importance of financial feasibility analysis and list the most critical issues to consider in this area.
1. Preliminary financial assessment
1. Total start-up cash needed
2. Financial performance of similar businesses
3. Overall financial attractiveness of the proposed venture

CHAPTER 5: Industry and Competitor Analysis

1. Explain the purpose of an industry analysis.
1. Business research that focuses on the potential of an industry
2. A new venture is feasible in regard to the industry and market in which it will compete
3. Helps determine if the target market identified during feasibility analysis is favorable for the firm

2. Identify the five competitive forces that determine industry profitability.
1. Framework for understanding the structure of an industry
2. Composed of five forces that determine industry profitability
1. Threat of substitutes (consumers will opt out if price is too high)
1. Coffee shops offer amenities such as a place to socialize, they don’t just sell coffee
2. Threat of new entrants
1. Profitable industry = magnet to new entrants
3. Rivalry among existing firms
1. Level of competition is a major determinant of profitability
2. Factors determining intensity of rivalry
1. Number and balance of competitors
2. Degree of difference between products
3. Growth rate of an industry
4. Level of fixed costs
4. Bargaining power of suppliers
1. Supplier concentration
2. Switching costs (if switching costs are high, firm won’t)
3. Attractiveness of substitutes (supplier power increases if there are no other attractive substitutes)
4. Threat of forward integration (if supplier enters buyer industry)
5. Bargaining power of buyers
1. By demanding price concessions or increased quality
2. Buyer group concentration
3. Threat of backward integrations

3. Explain the role of “barriers to entry” in creating disincentives for firms to enter an industry.
1. Firms create barriers to entry to keep # of new entrant low
1. Economies of scale (creating cost disadvantage)
2. Product differentiation
3. Capital requirements

4. Identify the nontraditional barriers to entry that are especially associated with entrepreneurial firms.
1. Non-traditional barriers to entry
1. Strength of management team
2. First-mover advantage
3. Unique business model

5. List the four industry-related questions to ask before pursuing the idea for a firm.
1. Is the industry a realistic place for the new venture?
2. Are there areas in which we can avoid or diminish the factors that suppress industry profitability?
3. Is there a unique position in the industry that avoids or diminishes the factors that suppress industry profitability?
4. Is there a superior business model that industry incumbents would find hard to duplicate?

6. Identify the five primary industry types and the opportunities they offer.
1. Emerging industries – first-mover advantage
2. Fragmented industries – consolidation
3. Mature industries – process innovation and after-sale service innovation
4. Declining industries – establishing a niche market and pursuing a cost reduction strategy
5. Global industries – multi domestic and global strategies

7. Explain the purpose of a competitor analysis.
1. Detailed analysis of a firm’s competition
2. Helps a firm understand the positions of its major competitors and available opportunities
3. A competitive analysis grid is a tool for organizing information collected

8. Identify the three groups of competitors a new firm will face.
1. Direct competitors – identical or similar products
2. Indirect competitors – close substitute products
3. Future competitors – not yet direct or indirect but could be at any time

9. Describe ways a firm can ethically obtain information about its competitors.
1. Attending conferences and trade-shows
2. Competitor product and website
3. Interrogate their customers

10. Describe the reasons for completing a competitive analysis grid.
1. Helps a firm see how it stacks up against its competitors, provide ideas for markets to pursue, and identify its primary sources of competitive advantage

CHAPTER 6: Developing an effective business model

1. Describe a business model.
1. A firm’s business model is its plan or diagram for how it competes, uses its resources, structures its relationships, interfaces with customers, and creates value to sustain itself on the basis of the profits it generates.
2. Includes all activities that define how a firm competes in the marketplace

2. Discuss the importance of having a clearly articulated business model.
1. A business model continually asks itself if it makes sense
2. Focuses on how well elements of a business fit together
3. Articulates the company’s core logic to all stakeholders

3. Discuss the concept of the value chain.
1. String of activities that moves a product from raw materials to end user
2. Helps identify ways to create additional value by pinpointing where it can be made more effective

4. Identify a business model’s two potential fatal flaws.
1. A complete misread of the customers
2. Utterly unsound economics

5. Identify a business model’s four major components.
1. Core strategy (business mission, scope and differentiation)
2. Strategic resources (core competencies and strategic assets)
3. Partnership network (suppliers, partners and other key relationships)
4. Customer interface (target customer, support and pricing structure)

6. Define the term core competency and describe its importance.
1. Resource or capability that serves as a source of a firm’s competitive advantage (Dell’s supply chain management)

7. Explain the concept of supply chain management.
1. It includes the movement and storage of raw materials, work-in-process inventory, and finished goods from point of origin to point of consumption.

8. Explain the concept of fulfillment and support.
1. Describes the way a firm’s product or service reaches its customers.
2. Refers to the channels a company uses and what level of customer support it provides.

CHAPTER 9: Building a new venture team

1. Identify the primary elements of a new-venture team.
1. Group of founders, key employees, and advisors that move a new venture from an idea to a fully functional firm

2. Explain the term liabilities of newness.
1. Partly responsible for the high failure rate
2. Employees can’t adjust fast enough to their new roles

3. Discuss the difference between heterogeneous and homogenous founding teams.
1. Heterogeneous teams tend to be more creative

4. What is a “skills profile”?
1. A skills profile is a chart that depicts the most important skills that are needed and where skill gaps exist in a firm.

5. Describe a board of directors and explain the difference between inside directors and outside directors.
1. Corporations are legally required to have a board of directors
2. [bookmark: _GoBack]It is a panel of individuals who are elected by a corporation’s shareholders to oversee the management of the firm
3. Inside director: also an officer of the firm
4. Outside director: not employed by the firm

6. Identify the two primary ways in which the nonemployee members of a start-up’s new-venture team help the firm.
1. Provide guidance (and support to the firm’s managers)
2. Lend legitimacy (bringing credibility to the firm)

7. Discuss the purpose of forming an advisory board.
1. Provides council and advice on an ongoing basis
2. They possess no legal responsibility
3. Can be established for general purposes or can be set up for specific issues
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