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BUS 315  Entrepreneurship
Spring semester 2009 

	The aim and the short course description

	The objective of the course is to introduce the entrepreneurship concept to the students and to build the skills necessary to create a successfull business plan.


	Learning outcomes 

	Creation and presentation of a successfull business plan.

	Target group: 2nd and 3rd year bachelor students
	

	Scope of the course 
(1 AP = 1,5 ECTS)
	4 CP (6 ECTS)

	Auditory work:  56 hours
	Independent work:  102 hr

	Learning Group

Day-time; Evening
	

	Evaluation type:  Examination/Business plan presentation
	

	Instructor

	Name:
	Vaiva Kiaupaite-Grushniene

	Contact info.: 
	Vaiva.Grushniene@audentes.eu

	Degree:
	MBA

	Office hours:
	Tueday/Thursday 10:30-11:30 or by appointement

	Prerequisites

	Principles of Management


	Course program (topics, lecture or session time)

	Entrepreneurship Concept

Company description

Industry and market analysis

Competition, marketing and sales

Managment and Operations

Capitalization, structure, development, risks, contingencies

Financial projections

Executive summary and conclusions

(for more detailed outline and dates please review Tentative Course Outline)

	Description of the independent work (topics, approximate scope)

	Objective of the course is for the students to create a successfull business plan, using the theoretical framework provided in the class.  Thus paralelly to each topic covered in class, students need to apply the obtained theoretical knowledge to their own business plan.


	Textbooks and reference books

	Obligatory: 

	Study materials on university site and in-class handouts


	Additional references and study materials:

	www.QuickMBA.com (Sample Business Plan Ouline)

www.sba.gov  (Writing a good business plan)

www.bplans.com (The Business Planning Experts)


	Assessment and course requirements (minimum requirements on attendance, esseys, papers, tests etc to be allowed to enter the exam)

	The entire course grade will consist of creating a well-designed and well-thought out business plan.

The grade is derived  as follows:

1) Final Business plan – 70%

2) Presentation – 10%

3) In-class assignments – 20%

Policies

1) Attendance is expected

2) Reading must be done before the class

3) Late assignments are accepted ONLY if the instructor has been notified before the due date and has given the approval.  Does not apply to the deadline for a final business plan submission.
4) Academic honesty policies will be strictly enforced.


Tentative Course Outline
	27.01

29.01
	Course Introduction and Entrepreneurship concept

Company description



	03.02

05.02
	Industry Analysis,  
Due: short description of the business idea chosen


	10.02

12.02
	Market Analysis

	17.02

19.02
	Competition
Marketing and Sales



	24.02

26.02
	Estonian Independence Day, No class

Individual/group work, No class



	03.03

05.03
	Management and Organization Operations: 
Due: written summary of industry analysis and marketing issues
Operations



	10.03

12.03
	Capitalization and structure

Development and Milestones



	17.03

19.03
	Reading week

	24.03

26.03
	Risk and Contingencies

	31.03

02.04
	Presentations of the Business Plan  (without financial data)


	07.04

09.04
	Financial Projections Theoretical Overview

	14.04

16.04
	Financial Projections Application to the Business plan

	21.04

23.04
	Financial Projections Application to the Business plan

	28.04

30.04
	Executive Summary and Conclusions

	05.05

07.05
	Review of the course, finishing up of outstanding issues
Business Plan due


	12.05

14.05
	Reading week

	19.05/21.05

26.05/28.05
	Final Examination – Business Plan presentation


BUS 315 Entrepreneurship
Spring 2009
BUSINESS PLAN OUTLINE

Title Page

Name of the company, date, contact information, etc.

Table of Contents

Executive Summary


Business Concept


Company


Market Potential


Management Team


Distinct Competencies


Required Funding and its Use


Exit Strategy

Main Sections

I. Company Description
Mission Statement

Summary of the Activity to date

Current Stage of Development

Competencies

Product or Service

Description

Benefits to customer

Difference from current offerings

Objectives

Keys to success

Location and Facilities

II. Industry analysis

Entry Barriers

Supply and Distribution

Technological Factors

Seasonality

Economic Influences

Regulatory issues

III. Market analysis

Definition of Overall Market

Market Size and Growth

Market Trends

Market Segments

Targeted Segments

Customer Characteristics

Customer Needs

Purchasing Decision Process

Product Positioning

IV. Competition

Profiles of primary Competitors

Competitors Products/Services and Market Share

Competitive Evaluation of Product

Distinct Competitive Advantage

Competitive Weakness 

Future Competitors

V. Marketing and sales

Products offered

Pricing

Distribution 

Promotion

Advertising and Publicity

Trade Shows 

Partnerships

Discounts and Incentives

Sales Force

Sales Forecasts

VI. Operations

Product Development
Development Team

Development Cost

Development Risk

Manufcturing (if applicable)

Production processes

Production Equipment

Quality Assurance

Administration

Key Suppliers

Product/Service Delivery

Customer Service and Support

Human Resource Plan

Facilities

VII. Managment and organization

Management Team

Open Positions

Board of Directors

Key Personnel

Organizational Chart

VIII. Capitalization and structure

Legal Structure of Company

Present Equity Positions

Deal Structure

Exit Strategy

IX. Development and milestones

Time may be specified on a relative scale rather than specific calendar dates.

Milstones may include some or all of the following:

Financing commitments

Product Development Milestones

Prototype

Testing

Launch

Signing of Significant Contracts

Achieving break-even performance

Expansion

Additional funding

Any other significant milestones

X. Risk and Contingencies

Some common risks include:

Increased competition

Loss of key employee

Supplier’s failure to meet deadlines

Regulatory changes

Change in business conditions

XI. Financial Projections

Assumptions (Start date, commissions, tax rates, average inventory, sales forecasts, etc.)

Financial Statements (Balance Sheet, Income Statement, Cash Flow Statement)

Break-even analysis

Key Ratio projections (Quick ratio, current ratio, D/E, D/A, ROE, ROA, working capital)
Financial Resources

Financial Strategy

XII. Sumary and Conclusions

XIII. Appendices

May include:

Management Resumes

Competitive Analysis

Sales Projections

Any other supporting documents
Source: http://www.quickmba.com/entre/bplan/
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