Chaminade University of Honolulu


Course: ENT 301 Entrepreneurship







Instructor(s):

Debbie Hallof

Class Meetings:

Fall 2003, Tuesday, 2-4:50pm

Contact Info: 

Debbie Hallof

Mailing address: P.O. Box 4407, Honolulu, Hawaii 96812

Phone: 255-7591 

Fax: 946-7500 

E-mail: hallof@att.net

Office hours: By appointment

Course Description:

The course examines the process of identifying and assessing possible new business opportunities, getting a new venture started, growing the business initiative, harvesting it and beginning again. 

General Purpose of the Course: 

This course is an introductory, multi-dimensional, exploration of the key elements of business as viewed through an entrepreneurial perspective. The general goal is to examine both the personal and business aspects of entrepreneurship. A situational and experiential approach provides the opportunity to experience some of the various challenges and frustrations as well as the accomplishments and sense of fulfillment of starting, owning and operating your own business.

Course Objectives: When you have completed this course you should be able to:

( Identify how entrepreneurs find ideas for business concepts

( Identify the possible entry strategies for starting or expanding business ventures

( Rate a business concept against the model business to assess strengths and limitations

( Explain the benefits for the different forms of business planning

( Build an infrastructure of outside support or management team for a business initiative

( Understand the five legal structures for forming a business

( Identify sources of information needed to research the industry and market of a business and determine what the collected information means

( Identify the customers of a business and define target markets

( Set pricing for products and services

( Identify different methods to sell products and services to customers

( Determine start-up costs and projections and how to use business financials statements and tools to make business decisions

( Identify different money sources for business development

Course Requirements:


( 2 individual exercises

( 1 group exercise


( 1 group case


( 1 quiz (individual)


( 2 exams (individual)


( Attendance and participation in class discussions and activities

Grading: 

Note that with group exercises/cases everyone in the group will receive the same grade for the work submitted. A portion of the grade for the two group submissions will be based on a peer review. The proportion that each of the above contributes to your grade is as follows:

2 Exercises- individual (50 each)
100 points

Quiz




  50

Case study – group


  50

2 exams (100 each)


200

Exercise – group


  50

Attendance and participation
  50






_________




TOTAL
 500 points

450 - 500 points = A

400 - 449 points = B

350 - 399 points = C

300 – 349 points = D

( 300 points = F

Course Atmosphere:

This is a participatory class!!! We will all learn from the sharing of different views and perspectives. A variety of learning approaches have been integrated into this class to better facilitate the learning of the key points of the course. 

( Systems thinking, strategic thinking, critical thinking and creativity skills will be developed and reinforced through activities and exercises that will be conducted in class. 

( Group discussions will explore the key elements of the assigned reading each week that should be read prior to class.

( Integration and application of key learning points to starting and managing real small business situations are explored through situational studies and small group activities conducted in the class. Teams will be established for the purpose of completing particular group assignments.

( Developing discernment, assessing perspective and clarifying an opinion and position will be explored through written case studies completed on both an individual and team basis. 

Text: 

Required:

FastTrac Entrepreneurial Set  - Includes: Planning and Growing a Business Venture textbook, Venture Planning Workbook and Business Mentor CD-ROM.

Selected Readings: Upon occasion additional reading or reference materials will be recommended and either provided, placed in the library on reserve or recommended as optional.

Course Schedule:

The course schedule provided below is meant to be used as a guideline. While we will try to adhere to it as closely as possible, there may be particular topics that may take a bit more time and others that may be added or changed. The flexibility allows us to flow with the classes’ interests and best meet your needs.

You are responsible for learning all the information in the outline

Course Schedule


	Topic
	Class Preparation

(To be read prior to class)
	Class Activity
	Assignment
	

	Session 1

Tues 8/26/03
	Introductions and Overview

Business in the Context of Economic and Political Systems

The Business Environment
	Introduction
	Speaker – John Webster
	

	Session 2

Tues 9/02/03
	Forms of Business Organization 

Business Social Responsibility

Managing with Integrity
	Chapter 12, 26
	Speaker – John Webster
	

	Session 3

Tues 9/09/03
	Entrepreneurial Characteristics

Planning for Success
	Chapters 2, 3, 8
	Video

Assessment activity
	Entrepreneur interview exercise due in session 5

	Session 4

Tues 9/16/03
	Business Opportunities 

Entry Strategies
	Chapter 4, 5

Optional Chapters 6, 7
	Trends and new business ideas activity
	

	Session 5

Tues 9/23/03
	Concept Development

Quiz


	Chapter 9
	Present interviews

Quiz
	Entrepreneur interview exercise due

	Session 6

Tues 9/30/03
	Model Business

Building the Team


	Chapter 10, 11
	Assessment activity

Organizational structure activity
	

	Session 7

Tues 10/07/03
	Legal Issues: Proprietary Rights, Contracts, Government Regulations
	Chapter 13,14

Optional Chapter 15
	Contract/lease review activity
	Individual case study due in session 11

	Session 8

Tues10/14/03
	Mid term exam


	
	Mid term exam
	

	Session 9

Tues 10/21/03
	The Marketing Process: The Hypothesis

The Marketing Process: Market Research


	Chapter 17
	Guest speaker
	Competitive analysis group exercise due in session 12


	Session 10

Tues 10/28/03
	The Marketing Process: Market Research
	
	Focus group activity

Competition analysis activity
	

	Session 11

Tues 11/04/03
	The Marketing Process: Market Analysis

Pricing
	Chapter 18, 19 Situational Case Study handout
	Customer profile activity

Situational review

Pricing products activity

Pricing services activity

	Group case study due in session 14

	Tues 11/11/03
	Veterans Day – No Class


	
	
	

	Session 12

Tues 11/18/03
	The Marketing Process: Marketing Vehicles and Market Penetration


	Chapter 20 Situational Study handout
	Video

Situational review
	Competitive analysis group exercise due

	Session 13

Tues 11/25/03
	Performance Measures and Monitoring

Financials: Budgets, Assumptions, and Projections
	Chapter 21, 22, 23 Situational Study handout
	Performance measurement activity

Financial ratios activity

Break-even activity

Cash flow activity
	

	Session 14

Tues 12/02/03
	Money Sources

Managing Growth and Exit Strategies
	Chapters 24, 25 Situational Study handout
	Situational review
	Group case study due



	EXAM 

Tues

12/09/03
	Final Exam

2:00 – 4:00
	
	
	


