Ch. 1: Entrepreneur

1. Entrepreneurship? 
- The process by which individuals pursue opportunities without regard to resources they currently control for the purpose of exploiting future goods & services

· Corporate entrepreneurship is innovative, proactive and risk-taking
· Entrepreneurial intensity: range between highly conservative to highly entrepreneurial

2. Three primary reasons people become entrepreneurs? 
- Desire to be own boss
- Desire to pursue own ideas 
- Financial Rewards 

3. Characteristics of successful entrepreneurs?
- Passion, product/customer focus, tenacity despite failure and execution intelligence

· Persuasive, creative, self-starter, decisive, visionary, etc. are common traits

4. Five common myths about entrepreneurs? 
- Entrepreneurs are born not made 
- Entrepreneurs are gamblers
- Only motivated by money
- Must be young and energetic 
- Love the spotlight 

5. Types of start-up firms:
- Salary-substitute firms
- Lifestyle firms
- Entrepreneurial firms (new products/services)

6. 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


Ch. 2: Opportunity Recognition

1. Opportunity? 
- Favorable set of circumstances that creates a need for a new product, service or business 

2. Characteristics that facilitate opportunity recognition? 
- Prior experience, cognitive factors (6th sense), social networks (strong tie vs weak) and creativity (preparation, incubation, insight, evaluation and elaboration)

3. Ways to identify an opportunity?
- Observing trends: economic forces, social forces, technological advances and political change
- Solving a problem
- Gaps in the marketplace (often created when a product or service is needed by a specific group of people but doesn’t represent a large enough market to be of interest to mainstream retailers or manufacturers)       Internally stimulated

· Opportunity gap is the difference between what’s available and what’s possible      Externally stimulated

4. Four essential qualities of an opportunity?
- Attractive
- Timely
- Durable
- Adds value for its buyer 

5. Techniques for generating ideas?
- Brainstorming, focus groups and research 


Ch. 3: Feasibility Analysis

1. Feasibility analysis?
- Process of determining whether a business idea is viable (completed with primary and secondary research) 
2. Forms of feasibility analysis?
- Product/service (desirability: questions + concept test (one-pager) and demand) 
- Industry/market attractiveness 
- Organizational (management prowess and resource sufficiency)
- Financial (start-up cash needed, financial performance of similar business and overall financial attractiveness)


Ch. 5: Industry and Competitor Analysis

1. Three questions before pursuing idea?
- Is the industry accessible?
- Does the industry contain markets that are ripe for innovation?
- Are there positions in the industry that will avoid some of the negative attributes of the industry as a whole?

2. Porters Five Forces? 
- Threats of new entrants (traditional: economies of scale, product differentiation, etc., non-traditional: strength of management team, first-mover, etc.)
- Supplier power
- Buyer power 
- Threat of substitutes (eyeglasses vs laser surgery)
- Competitive Rivalry 

3. Industry types (and the opportunities they offer)?
- Emerging industries (first-mover)
- Fragmented industries (consolidation)
- Mature industries (innovation)
- Declining industries (establishing a niche market)
- Global industries (multi-domestic)

4. Competitor analysis?
- Direct competitors
- Indirect competitors
- Future competitors


Ch. 4: Business Models

1.  Business models?
- Standard
- Disruptive

2. Barringer/Ireland business model?
- Core strategy (business mission, basis of differentiation, target market and product/market scope)
- Resources (core competencies and key assets (physical, intellectual, financial and human))
- Financials (revenue streams, cost structure and funding)
- Operations (production, selling channels and key partners)


Ch. 10: Financing

1. Three reasons new ventures need financing? 
- Cash flow challenges (inventory, training of employees & advertising) 
- Capital Investments 
- Lengthy product development cycles 

2. Four ways to raise money? 
- Personal financing (personal funds, friends & family and bootstrapping (cost-efficient techniques))
- Debt 
- Equity
- Creative Sources 

3. How to prepare for equity financing?
- Determine how much you need
- Determine the most appropriate type of financing or funding
- Develop a strategy for engaging potential investors (elevator pitch)

4. Sources of equity funding?
- Business angels
- Venture capital
- IPO

5. Other sources of financing?
- Crowdfunding
- Leasing
- Grants
- Strategic partners


Ch. 20: Intellectual Property

1. Four key forms of intellectual property?
- Patents (utility, design, business method and plant) (excludes others from making, using or selling your invention. It must have utility, must be different from what has come before and must not be obvious to a person of ordinary skill in the field). Valid for 20 years
- Trademarks (words, numbers & letters, designs & logos, sounds, fragrances, shapes, colors, trade dress (restaurant layout), service mark, certification mark (100% Napa Valley). Valid for 15 years
- Copyrights (literary works, musical compositions, computer software, dramatic works, choreographic work and graphic works). Valid for life
- Industrial designs (must be original). Valid for 10 years

2. Four mistakes in protecting intellectual property?
- Not properly identifying all of their intellectual property
- Not fully recognizing the value of their intellectual property
- Not legally protecting the intellectual property that needs protecting
- Not using their intellectual property as part of their overall plan for success

3. Two reasons to conduct intellectual property audit?
- To determine if intellectual property is being properly protected
- To justify valuation

· Trade secrets are also important, but internally protected


Ch. 13: Preparing for Growth
1. How to prepare for growth?
- Appreciate the nature of business growth (not all businesses have the potential to be aggressive growth firms)
- Stay committed to a core strategy
- Plan for growth

2. Reasons for growth?
- Economies of scale (increased production will decrease cogs)
- Economies of scope
- Market leadership
- Influence, power and survivability
- Accommodate the growth of key customers
- Attract and retain talented employees

3. Managing growth?
[image: ]
- Introduction: determine strengths and core capabilities, test different concepts
- Early growth: increasing sales, increased formalization of policies and procedures
- Continuous growth: toughest decisions, will often develop related products and services
- Maturity: focus on efficiently managing existing products, look for new opportunities (ex. Licensing deals, acquisition or partnering)
- Decline: avoidance of this stage depends on the strength of its leadership

4. Challenges of growth?
- Entrepreneurial services (recognition of new market, product and service opportunity)           requires increase in    Managerial services (administration of the routine functions)              to accomplish               Firm growth
- Managerial capacity: adverse selection (time to integrate new employees) and moral hazard (new employees not as motivated as owner)
- Day-to-day challenges: cash flow management, price stability (serve a different market than competitors and serve it well or start business with differentiated product and defined target market to avoid price competitions), quality control and capital constraints


Ch. 14: Strategies for Firm Growth

1. Internal growth strategies?
- New product development (find a niche and fill it, develop products that add value, get quality and pricing right, focus on a specific target market (think of the early adapters) and conduct ongoing feasibility analysis)
- Other product-related strategies (improving an existing product or service, increasing market efforts, extending product lines and geographic expansion)
- Internal expansion (internationally (issues): management/organizational (commitment, experience and interference), product/distribution (regulations) and financial/risk management (new funds and foreign currency)) 

2. Advantages of internal growth?
[bookmark: _GoBack]- Even-paced growth
- Provides maximum control
- Preserves organizational culture
- Encourages internal entrepreneurship

3. Disadvantages of internal growth?
- Slow form of growth
- Need to develop new resources
- High cost if failed

4. External growth strategies?
- Mergers and acquisitions (expanding its product line, gaining access to distribution channels and achieving competitive economies of scale)
- Licensing (technology licensing (utility patent) and merchandise/character licensing (think about reputation))
- Strategic alliances (partnership to achieve common goal) and joint ventures (separate jointly owner organization):  boost innovation and foreign sales with technological or marketing alliances
- Franchising

5. Advantages of external growth?
- Reducing competition (turning them into partners)
- Gaining access to proletary product or services
- Obtaining access to technical expertise
- Economies of scale

6. Disadvantages of external growth?
- Incompatibility of top management
- Clash of corporate cultures
- Operational problems
- Increased business complexity
- Antitrust implications


Family Business

1. Advantages of family business? 
- Strong motivation of family members to see business succeed
- Developing firm-specific knowledge among family members
- Focus on the long run
- Reduced cost of control
- Ability to use family theme in promotions
- Shared social networks among family members
- Preservation of the firm’s reputation based on maintenance of high standards 

· Cultural configuration: Total culture of a family firm, consisting of the firm’s business, family, and governance patterns

2. Disadvantages of family business?
- Families tend to be stable, while businesses, especially those competing in the global economy often face instability
- Family seeks to perpetuate traditions, while the business must innovate to prosper
- A business must deal with differences in competence and merit
- A family is characterized by unity and cooperation, but a business grows through diversity and competition
- For families, loyalty usually trumps opportunity, but businesses are regularly challenged by opportunities that arise for both the company and its employees 

3. Family councils?
- An organized group of family members who gather periodically to discuss family-related business issues
- Function as the organization and strategic planning arm of a family
- Family members discuss values, policies and directions for the future
· Important to set up to handle disputes. Help ensure successors meet competency and social criteria

4. Family business constitutions?
- Statement of principles intended to guide a family firm through times of crisis and change. It reduces conflict concerning ownership, performance, and compensation. It can be amended as needed.

5. 4 elements of the succession process?
- Ground rules and 1st steps: succession planning, shared vision, communication and identifying candidates
- Nurturing and development: identify and breach gaps, formal education and development
- Selection: design of process and selection of management team
- Transition: phase-out, successor evaluation and transfer of capital

6. 4 contexts that affect the succession process?
- Industry (how has the industry evolved)
- Family (councils to handle disputes)
- Family Owned Business (board of directors, formalization)
- Social (culture norms)


Social Entrepreneurship

1. Three components of social entrepreneurship? 
- Identifying a stable but inherently unjust equilibrium that causes the exclusion, marginalization or suffering of a segment of humanity 

2. Primary difference between social entrepreneurs and traditional entrepreneurs?
- The denomination of the rewards sought 

3. Difference between a social enterprise, social activism and a social service provider?
- Social entrepreneur: takes direct action and generates new and sustained equilibrium
- Social activist: influences others to generate a new and sustained equilibrium 
- Social service provider: takes direct action to improve the outcomes of current equilibrium 


Ch. 8: Assessing Financial Viability

1. Financial objectives of a firm?
- Profitability
- Liquidity (ability to meet short-term obligations)
- Efficiency (how the firm utilizes its assets)
- Stability (debt-to-equity ratio)

2. Process of financial management?
- Preparation of historic financial statements
- Preparation of forecasts (sales: based on industry average or its records, production capacity and demand. expenses: percent-of-sales)
- Preparation of pro-forma financial statements
- Ongoing analysis of financial results (ratios of liquidity, profitability, amount of debt and return to owners)

3. Ratios?
- Return on assets = net income/average total assets
- Return on equity = net income/average shareholders’ equity
- Profit margin = net income/net sales
- Current ratio = current assets/current liabilities
- Quick ratio = quick assets/current liabilities
- Debt ratio = total debts/total assets
- Debt to equity ratio = total liabilities/owner’s equity
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