ENT 526 Exam Notes

7 P’s are: People, Pain, Product, Placement, Pitch, Promotion, Plan, Proposal 

The Timmons Model: opportunities, teams, and resources are the three critical factors available to an entrepreneur and holds that success depends on the ability of the entrepreneur to balance these critical factors.

SWIPE Strategy: Steal with Integrity, Pride and Enthusiasm. 

Lean canvas model: 
1. Problem 
2. Solution 
3. Key metrics
4. Revenue Streams
5. Cost Structure
6. Value Proposition
7. Unfair advantage
8. Channels
9. Customer Segment  

10 D’s of entrepreneurship: 
1. Dream 
2. Doers 
3. Decisiveness 
4. Determination 
5. Dedication 
6. Devotion
7. Details 
8. Destiny 
9. Dollars
10. Distribute 

The Lean Start-up: Get out and talk to people and show them your product. Get an idea how they like it. Use feedback to modify it. 


The Blank Approach:
1. Customer Discovery: Goal is to Achieve Problem/Solution Fit
2. Customer Validation: Product/Market fit. Is there a market?
3. Customer Creation: drive demand
4. Company Building: Scale the company. 

Creating a Hypothesis: 
“I believe [target market] will [do this action / use this solution] for [this reason]”

Jack Welches 6 or 9 theory: let everyone know where they stand, fire bottom 10% promote the top 10%.

Internal Locus of control: Events in your life happen because of your beliefs and attitudes. 

Bootstrapping: starting a business from scratch and building it with minimum outside investment. 

What's it like to ask for investment? 
· must have completed, solid business plan
· be prepared for external scrutiny
· need a strong justification for every dollar 
· investors are in the business of making money

Accelerators vs. Incubators: 
Accelerators: Help established ideas grow by providing beneficial resources. 
Help find investors, mentorship, offer workspace, legal advice... etc. 
Incubators: company that helps new and startup companies to develop by providing services such as management training or office space. 

Crowdfunding: A little amount of money and lots of people= power of crowd funding. 

RRR= Revenue Return Rate



4 equations for funding: 
1. Post-Money Evaluation = [Pre-Money] + [Investment]. What the company is worth today after the investment has been made from the VC.
2. Pre-Money Evaluation = Venture Capital Investment/Venture Capital Fund Ownership Percentage.
What the company is worth today without the investment or financing from a venture capitalist.
3. Share Price = Pre-money Valuation/Number of Pre-money shares
4. New Shares Issued = Venture Capital Investment/Share Price

Angel Investors: 
· Experienced business people
· Invest between $10-$100k once or twice a year. 
· Favour Startups
· Looking for 10x return

Venture capital investors: 
· investment professionals
· act as agents for institutional investors
· primary area of investment is tech-based start ups
· invest in people, good opportunities, financial returns, solid business plan

Board of directors vs board of advisors
Both:
· provide guidance to senior management
· can fll holes in the Talent Triangle
· can facilitate client introductions
· generate “signal” to investors
But:
Board of Directors are elected by Shareholders and have
fiduciary responsibility and require insurance.
Board of Advisors are appointed by CEO and are advisory

Social Entrepreneurship: To create or apply economically viable models to achieve social or environmental values or change. 
· Agents of change
· Find new solution for problems 
· Take action 
· Bring inspiration, creativity, direct action
· Motivated by opportunity 
· Target a neglected population 
· They want society to profit, not their wallets. 

Philanthropy: Giving to achieve social benefit without expectation of financial/personal return.

Corporate social responsibility: Elaborate, standardized approach followed by many large business organizations to ensure all stakeholders are incorporated into corporate mission activities.

Basis of corporate social responsibility

Stakeholder Theory: instead of starting with a business and looking out into the world to see what ethical obligations are there, stakeholder theory starts in the world.

Sustainable Operations: meeting the needs of today without compromising the ability to meet the needs of tomorrow

Triple bottom line: measures a company's degree of social responsibility, its economic value and its environmental impact.

When is a start-up considered not a start-up?
· When it IPO’s
· When the main mission is scaling 
· When the focus is on business sustainability 

Pivoting: usually occurs when a company makes a fundamental change to their business after determining (usually through market research) that their product isn't meeting the needs of their intended market. 

“majority of companies, schools, governments never become great, in large part because good is good enough.”
Criteria for Greatness: 
· Returns: Three times the market
· Sustainability: over 15 years 
· Specific Pattern: great results preceded by a long period of average results


Level 5 Leadership: 
Level 1 - highly capable individual, responsible, mission and goal oriented, good AQ 
Level 2 - contributing team member, good communicator, adapts to other's styles 
Level 3 - competent manager – understands human nature, shares passion and motivates
Level 4 - effective leader - lets go, develops others, follows vision of the future   Level 5 - executive, leads change

The BUS theory: Good to great leaders began the transformation process by taking the right people on the bus.  

The Scottsdale paradox: Stay optimistic and let faith do its job. Confront your pessimistic thoughts and work on them. 

The Hedgehog Concept: understanding of what you can be best at. Not the goal to be the best. 
Find the intersection 
What can make you money
What are you passionate
about
What are you best at












The Fox Concept: Dart from an idea to an idea. 
[bookmark: _GoBack]

What is the difference between the scarcity-based system and the abundance-based system? 
Scarcity: Competition, rivalry, greed
Abundance: freedom, efficiency, sharing

The blue Ocean Strategy: 

· “Creating new market space and making the competition irrelevant”
· Looking for new customer segments or ways to serve needs for existing customers. 

Blue Ocean Process: 
1. Eliminate: eliminate factors your industry competes on. 
2. Raise: Raise the industry standards.
3. Reduce: What can you reduce below the standards
4. Create: What can you create that has never been offered before. 
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