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· CHAPTER 1

· Corporate entrepreneurship: From Highly conservative to highly entrepreneurial. = Entrepreneurial intensity.

· Four characteristics of successful entrepreneurs: 

· Passion for the business

· Product/customer focus

· Tenacity despite failure

· Execution intelligence

· Myths about entrepreneurs:

· 
Are born this way

· 
Are gamblers

· 
Are motivated primarily by money

· 
Should be young and energetic

· 3 types of Start-Up Firms

· 
Salary-substitute firms: Same level of income

· 
Lifestyle Firms: Pursue a lifestyle

· 
Entrepreneurial Firms: New prod. 

· Economic impact of entrepreneurial firms

· 
Innovation

· 
Impact on Society

· 
Impact on larger Firms

· 
Job creation

· Entrepreneurial process

· Deciding to become an entrepreneur

· Developing successful business idea

· Recognizing opportunities and generating Ideas

· Feasibility analysis

· Writing business plan

· Industry and competitor analysis

· Developing an effective business model

· Moving from an idea to entrepreneurial firm

· Preparing the proper ethical and legal foundation

· Assessing a new venture’s financial strength and viability

· Building a new venture team

· Getting financing or funding

· Manage and grow firm

· Unique marketing issues

· Importance of intellectual property

· Prepare & evaluate challenges of growth

· Strategies for growth

· Franchising

· CHAPTER 2

· Qualities of an opportunity

· Attractive

· Timely

· Durable

· Anchored in a prod., service or business that creates or adds value for it’s buyer/end user

· Identify Opportunity

· 
Observe environmental trends

· Economic

· Social

· Technological advances

· Political actions & regulatory change

· 
Solve problem

· 
Find gaps in marketplace

· Personal characteristics of the entrepreneur: Better at recognizing opportunities

· 
Prior experience

· 
Cognitive factors: Entrepreneurial alertness, Sixth sense

· 
Social Networks: Weak-tie = more opportunities

· 
Creativity: 5 steps to generate ideas

· Preparation

· Incubation

· Insight: Idea conceived, problem solved

· Evaluation

· Elaboration

· Personal characteristics of entrepreneur + Environmental trends ( Business / Service opportunity gap = New business product and service ideas

· Techniques for generating ideas

· 
Brainstorming

· 
Focus Groups: Discuss and Issue, with trained moderator

· 
Research

· 
Others: 

· Customer Advisory boards: Meet weekly to talk about issues

· Day-In-the-life research: Spend a day as a customer

· Establishing a focal point for Ideas: 1 person in charge of evaluating ideas

· Encouraging creativity at the Firm Level

· Protecting Ideas from being lost or stolen

· Put in tangible form

· Secured

· Avoid inadvertent or voluntary disclosure

· CHAPTER 3

· Feasibility Analysis

· Moving forward with a business venture depends on:

· Product/service feasibility:

· Desirability + Demand

· Take advantage of gap, trend?

· Do a concept test. 1 page description to get feedback

· Intentions survey

Conduct research, Library, Internet and on the field (Gumshoe = Detective)

· Industry/ Market

· Attractiveness

· Young / early in life cycle / fragmented / growing / Must have product / not crowded / high operating margins / not highly dependent on the historically low price of key raw materials

· Organizational 

· Management prowess (Passion & Understanding of the market) + Resource sufficiency (Focus most critical non-financial resources: Find 6 to 12)

· Affordable office space / Space to launch a service business / Availability of contract manufacturer + service providers / Key management employees / Key support personnel / Ability to obtain intellectual property protection / Ability to form business partnerships

· Financial

· Total start-up cash needed

· Financial performance of similar businesses

· Overall financial attractiveness of the proposed venture

· Steady & Rapid growth in sales during first 5 to 7 years in defined market niche / Recurring revenue / Ability to reasonably forecast income & expenses / Internally generate funds to sustain growth / Available exit opportunity for investors to convert equity to cash

· First screen analysis

· CHAPTER 5
Why is industry analysis important?


Determine if new venture is feasible in regard to the industry / market


Learn Ins and outs of the industry


To determine the target market

Key questions before pursuing the idea of starting a firm

1. Is the industry a realistic place for new venture to enter? (Accessibility)

2. Does the industry contain markets that are ripe for innovation or are underserved

3. Are there positions in the industry that avoid some of the negative attributes of the industry as a whole?

Is it Industry or the Firms that affect the performance the most?

· Firm-Level Factors: 

· Firm’s assets, products, culture, teamwork, reputation and other resources

· Industry-Level factors

· Threat of new entrants, rivalry, bargaining power of buyers, and related factors

· CONCLUSION: 
· From 8% to 30% of the variation in firm profitability is directly attributable to the industry

Assessing Industry Attractiveness


Study environmental & Business trends



Environmental: Economic / Social / Techno / Political / Regulatory



Business: Other trends that impact an industry

Porter’s 5 forces that determine industry profitability

· Threat of Substitutes

· Threat of New entrants:  
· Traditional Barriers to Entry

· Economies of Scale

· Product differentiation,

· Capital requirements

· Cost advantages independent to size (Bought land when was cheap)

· Access to distribution channels

· Government & Legal barriers

· Start-ups have to rely on non-traditional barrier to entry to discourage new entrants: Ex: World-class Management (Hard to replicate) Non-traditional barriers to entry:
· Strength of Management team

· First-Mover advantage

· Passion of the management team & employees

· Unique business model

· Internet domain name

· Inventing a new approach to an industry

· Rivalry 

· # And balance of competitors

· Degree of difference between products

· Growth rate of an Industry (Slow-growth has stronger competition)

· Level of fixed costs (High cost = Must sell more to break-even)

· Bargaining Power of Suppliers 

· Supplier concentration

· Switching costs

· Attractiveness of substitutes

· Threat of forward integration: If supplier’s able to enter the buyer’s industry

· Bargaining Power of Buyers

· Buyer group concentration: Few large buyers, Large number of suppliers

· Buyer’s costs: If the item is important, will be more willing to pay the price

· Degree of standardization of supplier’s products: If your product is similar or not from other’s

· Threat of backward integration: If the buyer can enter the supplier’s industry

Two application of Porter’s Model:

1. Attractiveness of an industry / Profitability: Look at overall level of threats

2. Potential success

a. Are there areas / position in which we can avoid or diminish the factors that suppress industry profitability?

b. Is there a superior business model that industry incumbents would find hard to duplicate?

Industry types & opportunities they offer

· Emerging: First-mover advantage

· Fragmented: Consolidation

· Mature (slow or no increase in demand): Process innovation & after-sale service innovation

· Declining: Leadership, Establishing niche market, pursuing a cost reduction strategy

· Global: Multi-domestic & Global strategies

Competitor Analysis: Understand the position or its major competitors & available opportunities. Competitive analysis grid = Tool for organizing the infos a firm’s collects about its competitors.

Types of competitors new ventures Face:

1. Direct competitors: Offering identical or similar products

2. Indirect: Offering close substitute

3. Future competitors: Other businesses that could become a direct / indirect competitor

Competitive intelligence: Info gathered by a firm to learn about its competitors. 

Should be done in a professional & ethical manner.

Ethical ways to obtain info:

· Attend conferences & Trade shows

· Purchase competitors’ products

· Study their web sites

· Set up Google & Yahoo! E-mail alerts

· Read industry-related documentation

· Talk to their customers 

Example of Competitive Grid analysis 

[image: image1.png]TABLE 5.5 CoMPETITIVE ANALYsIs GRID FOR ELEMENT BARS

Name Element Bars  PowerBar  Clif Bar Balance Bar  Larabar
Nutritional value. Advantage  Even Even Even Even

Taste Even Disadvantage  Even Even Disadvantage
Freshness Advantage  Disadvantage Disadvantage Disadvantage  Disadvantage
Price Disadvantage  Advantage  Advantage  Advantage  Advantage
Packaging Advantage  Even Even Even Even
Branding Disadvantage  Advantage  Advantage  Even Even
Customizable Advantage  Disadvantage Disadvantage Disadvantage  Disadvantage
Social consciousness/  Disadvantage  Disadvantage Advantage  Disadvantage Even

philanthropy





CHAPTER 6

A Business model should include: 

· How it compete

· Uses it resources

· Structure its relationships

· Interfaces with customers

· Create value to sustain itself based on the profits it generates

· Include all activities that define how a firm compete (Suppliers, customers, etc.)

Dell’s Business model vs Traditional model
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The importance of a Business model:

1. Ask about feasibility: Does this make sense?



2. How elements fit together: Working whole

3. Why network of participants is viable 

4. Articulates the company’s Core logic. To explain to stakeholders, employees, etc.

The Value Chain help to understand:


Identify ways to create additional value and if they can


Identify opportunities

Value chain must Pinpoint where effectiveness could be increased or where additional value can be added: 
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Fatal Flaws that can render a business model unattainable from the beginning

1. Misread of the customer

2. Utterly unsound economics

Four components of a Business Model
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Example of strategic assets: 

Plant / Equipment / Location / Brands / Patents / Customer Data / Highly qualified staff / Distinctive partnerships

Most common types of business partnerships:

Joint venture: Create a separate, jointly owned organization

Network

Consortia: Group of org. with similar needs. Create new entity to address those needs

Strategic Alliance: Establishes an exchange relationship. NO JOINT OWNERSHIP 

Trade association: (Typically non-profit) Collect & distribute info. Offer legal & technical advice. Furnish training and provide platform for collective lobbying

Customer Interface: the way firm interacts w/ cust hinges on how it chooses to compete

· 3 elements of a Co’s customer interface

· target customer

· fullfillment and support

· pricing model
