BA133 – Strategy First – Course Syllabus – 3/3/2010

Western Carolina University

College of Business

BA133 Strategy First 

Syllabus Spring 2010   
Tuesday & Thursday

2:05pm-3:20pm

BA133 INSTRUCTIONAL TEAM:


Dr. Christopher Pratt, Professor, Business Administration

Dr. Stephen Miller, Assistant Professor, Economics

Dr. Joseph Long, Instructor, Business Administration and Law

Dr. Gary Jones, Professor, Business Administration

Prof. Dan Ostergaard, Associate Professor, Global Management & Strategy
Kelly Schoon and Jessica Wisniewski also provide assistance to BA133
Classes meet in the Classrooms listed below unless specified as meeting in the assigned Auditorium.
Section 01 – Classroom: FO307 – Pratt

Office FO104H
cgpratt@wcu.edu

227-3498

Section 02 – Classroom: FO304 – Miller

Office FO224D
smiller@wcu.edu

227-3731

Section 03 – Classroom: FO329 – Jones

Office FO209
gjones@wcu.edu

227-2642
Office Hours: After class or by appointment.  Students may also email questions.

I. Purpose
Whether you realize it or not, every student enrolled in this course is in the preliminary stages of competing in the global marketplace.  As future leaders of both the public and private sectors, understanding business strategy will develop additional tools for you with which to frame challenges and decisions made by individuals and organizations.  Understanding how businesses function and the role played by business decision-makers will provide insight that you will use for the rest of your life.  Likewise, developing an understanding of how the private sector affects both local and global economies as well as overall quality of life are all important concepts leaders must possess.  WCU’s College of Business develops leaders that are ready to compete in the global marketplace and this course is an important first step.  

The primary tasks in this course are for students to:
1) learn to work together in business teams,

2) learn how businesses function

3) build a plan for new business, 

4) execute your business plan,

5) solve problems and improve the quality of life of our community,
6) while demonstrating competitive advantage and sustainability 

7) and to ensure the survival of your new business in the global market.

II. Course Aims and Objectives:

By the end of this course, successful students will be able to: 
1. Describe how to apply general business principles to solve real-world problems.

2. Recognize and analyze interrelationships between various principles of business.

3. Think creatively about their future careers and future entrepreneurial ventures.

4. Recognize ethical challenges facing business owners, managers and employees and develop strategies to overcome same.

5. Identify ways to create, build and sustain wealth.

6. Develop a basic business plan.

7. Present and market their business plan in small groups.

8. Apply their business plan on a small scale.
III. Course Materials

There are required readings for BA133.  The required readings can be found in the BA133 Digital Course Pack on WebCat.  Other readings, assignments, quizzes, exercises and activities will be handed out in class or emailed to you during the semester as needed.  Students will also be expected to use http://www.facebook.com/ and to create a website for your team business project.  Students may also use http://www.ning.com/ .

http://paws.wcu.edu/gjones/BA133/BA133_CoursePak_TOC.htm
IV. Course Calendar:

	WK 1
	Tues

Jan.

12
	Classroom

BA133 Survey

Course Intro & Syllabus Review
Virgin Gallactica using Qs 1-11, p. 9

http://www.virgingalactic.com/ click on [Flash Version] then [Videos] then [Short Introduction to Virgin Atlantic] video.  
Assignment:  Play Hotshots Game at least twice, print and turn in results of two (2) games on Thursday. Hotshots Game - http://disney.go.com/hotshot/hsb2/index.html
READ: Global Market and the New Economy

	Thur

Jan.

14
	Auditorium

Anomalies  > Opportunities > Strategy > Execution
Turn in two Hot shots printouts and review

Assignment:  Each student is to identify an Anomaly and the Opportunity that it presents and bring to class on Tuesday/Wednesday. These Anomalies will be used to determine team project topics (which you may lead).

	WK

2


	Tues

19
	Classroom

 Writing Assignment


	Thur

Jan.

21
	Classroom
Review in class and vote on WebCat for Anomalies and Opportunities submitted by students to create team project topics. Votes due on: Tuesday.



	WK

3


	Tues

Jan.

26
	Classroom

TEAMS: INTRODUCTIONS & ORIENTATION
Turn in Team Members Contact Information Exchange
Assignment: 5 Restaurants w/photos

 “Where is Anomaly?” Due Thursday.


	Thur

Jan.

28
	Auditorium 

“I, Pencil” Demonstration  (read)
http://www.econlib.org/library/Essays/rdPncl1.html
Assignment: Web Search to find a cool, innovative product or service to be used as your Business Case answering Business Questions 1-11 on page 8 of the syllabus.  Due Tuesday.
READ: Design Think

http://www.massivechange.com/
READ: Big Belly Solar - http://www.bigbellysolar.com/
READ: “New Battery Could Recharge in Seconds”

http://www.wired.com/wiredscience/2009/03/superbattery/
READ: The World’s Most Influential Companies - http://www.businessweek.com/magazine/content/08_51/b4113043336126.htm


	WK

4
	Tues

Feb.

2
	Auditorium

SWOT Analysis

READ: SWOT for Your Business - http://en.wikipedia.org/wiki/SWOT_analysis
READ:
http://www.quickmba.com/strategy/swot/
SWOT Lecture (Jones)
	Thur

Feb.

4
	Classroom
SWOT Analysis
Team Assignment:  Teams create a SWOT Analysis of their Team’s Business. Due on Tuesday.

READ: “Strategic Management” (Wikipedia article):
http://en.wikipedia.org/wiki/Business_strategy
READ: SBA Online Training - How to Write a Business Plan - http://app1.sba.gov/training/sbabp/index.htm


	WK

5
	Tues

Feb.

9
	Auditorium 
Review Course Content, Your 

Business Progress Check, and 

Prepare for EXAM 1
Fifth Week Grades Due
	Thur

Feb.

11
	Classroom 
EXAM 1 (15%) – Covering all of semester material to date.



	WK

6


	Tues

Feb.16
	Auditorium 

STRATEGY - Marketing – Meeting Needs & Keeping Attention
Marketing Lecture (Prof. Long)
Assignment: Each Team creates a Facebook page for their Team business.
READ: Julie Murphy, GSUSA’s Senior Director of Strategy and a key player in the execution of the Core Business Strategy - http://www.girlscouts.org/strategy/
READ: BCG MATRIX - http://www.netmba.com/strategy/matrix/bcg/
READ: Viral Marketing

http://www.vision.com/insight/strategies_for_viral_mktg.pdf
	Thur

Feb.

18
	Classroom
CUSTOMERS, COMPETITION and PRICING 

(ala Hotshots) Cost, Value, Price

READ: “The Art of Alliances” http://www.entrepreneur.com/money/straighttalk/article199974.html
READ: Strategic Execution

http://www.vision.com/insight/strategy_execution_sep08.pdf
READ: What do you think of this marketing strategy? 

http://www.pomegranatephone.com/
READ: Strategy as Simple Rules -

http://www.dallascap.com/pdfs/StrategyasSimpleRules.pdf


	WK

7
	Tues

Feb.

23
	No Tuesday Class – Advising Day
	Thur

Feb.

25
	Classroom

Business is All About . . . Adding Value – The Exchange Game
Management & Personnel

READ:  Developing Business Leaders for the 21st Century
READ: Project Management - http://en.wikipedia.org/wiki/Project_management


	WK

8
	Tues

Mar.

2
	Auditorium 
Cash Flow, Expenses & Earnings
Assignment:  What will you need to run the business, what will it cost, what will you sell to pay for what you need and make a profit.

Assignment:  Create Balance Sheet Portion of Business Plan for your Business (DUE Oct 26)

READ:

Beginners' Guide to Financial Statements
www.sec.gov/investor/pubs/begfinstmtguide.htm
READ:

Beginners' Guide to Financial Statements
www.sec.gov/investor/pubs/begfinstmtguide.htm

	Thur

Mar

4
	No Classes Thursday – Mid-Term Break


	WK

9
	Tues

Mar.

9
	Classroom 

EXAM 2 (15%) – Covering all of semester material to date.  
READ: Presentations - http://totalcommunicator.com/vol3_1/expert2.html 

READ: Performance Appraisals - http://en.wikipedia.org/wiki/Performance_appraisal

	Thur

Mar.

11
	Classroom
XYZ Sample Presentation
Performance Appraisal Discussion
Finalize Presentations

READ: PowerPoint - 

· http://www.youtube.com/watch?v=cagxPlVqrtM ,
·  http://www.youtube.com/watch?v=3cusnmxkISU 
· http://office.microsoft.com/training/training.aspx?AssetID=RC011298761033&ofcresset=1 ,

· And http://presentationsoft.about.com/od/powerpoint101/a/begin_guide.htm


	WK

10
	Tues

Mar.

16
	Classroom 
EXECUTE YOUR BUSINESS PLAN & DEMONSTRATE 


	Thur

Mar.

18
	Classroom 
EXECUTE YOUR BUSINESS PLAN & DEMONSTRATE 

CREATE TEAM BUSINESS WEBSITE

Last Day to Withdraw “W” is March 18.


	WK

11
	Tues

Mar.

23
	Classroom 
EXECUTE YOUR BUSINESS PLAN & DEMONSTRATE 


	Thur

Mar.

25
	Classroom

REQUIRED INDIVIDUAL TEAM MEETINGS WITH INSTRUCTOR TO REVIEW PRESENTATIONS AND PROVIDE FEEDBACK

LAST DATE TO TURN IN DRAFT BUSINESS PLAN FOR UNGRADED REVIEW

	
	Tues

Mar.

30 
	No Classes – Spring Break
	Thur

Apr.

1
	No Classes – Spring Break

	WK

12
	Tues

Apr.

6
	Classroom 

EXECUTE YOUR BUSINESS PLAN & DEMONSTRATE
DRAFT PAPERS RETURNED TO TEAMS WHO SUBMIT THEM FOR UNGRADED REVIEW

	Thur

Apr.

8
	Classroom 

EXECUTE YOUR BUSINESS PL`AN & DEMONSTRATE

	WK

13
	Tues

Apr.

13
	Classroom 
EXECUTE YOUR BUSINESS PLAN & DEMONSTRATE
	Thur

Apr.15
	Classroom 
EXECUTE YOUR BUSINESS PLAN & DEMONSTRATE

	WK

14
	Tues

Apr.

20
	 Classroom 
Formal Verbal Classroom Team Presentations DUE (15%) – first two teams and written Business reports DUE (10%)
	Thur

Apr.

22
	Classroom 
Formal Verbal Classroom Team Presentations DUE (15%) – next two teams and written Business reports DUE (10%)
Last Day for MH, L, or Admin Withdraw is April 22

	WK

15
	Tues

Apr.

27
	Classroom 
Formal Verbal Classroom Team Presentations DUE (15%) – last three teams and written Business reports due (10%)
	Thur

Apr.

29
	Classroom - LAST CLASS

PERFORMANCE APPRAISAL 10%

WRITTEN 5% AND VERBAL 5%

All teams and written PA reports due 
Team 1 by Team 7, 2x6, 3x5, 4x3, 5x4, 6x1, 7x2 

Assignment: Individual Student Journals Due

	WK

16
	May

3-7
	Classroom

FINAL EXAM (15%) – Covering all of semester material to date. 
	
	


V. Faculty Expectations of Students/Course Policies

· Statement on Accommodations for students with disabilities

Accommodations for Students with Disabilities: Western Carolina University is committed to providing equal educational opportunities for students with documented disabilities.  Students who require disability services or reasonable accommodations must identify themselves as having a disability and provide current diagnostic documentation to Disability Services.  All information is confidential.  Please contact Disability Services for more information at (828) 227-2716, lalexis@wcu.edu or 144 Killian Annex, http://www.wcu.edu/12789.asp
· Statement on Academic Integrity (including plagiarism)

Academic dishonesty, including both plagiarism and cheating on exams, or in any way presenting another’s work as your own, will not be tolerated. The first incident will result in a grade of zero for the assignment or exam in question and the second incident will result in an automatic grade of “F” for the course. All incidents will also be documented and put on file with WCU’s Judicial Affairs office.

· Attendance Policy 

Attendance will be taken in each class. Missing class is no excuse for incomplete or late work. Since there are several in-class assignments, regular attendance is crucial to success in the class. If you miss an in-class exercise due to an unexcused absence, you cannot get credit. No absence will be considered “excused” without sufficient documentation. A handwritten note or email, for example, may not be sufficient. If you have any questions, you should contact me. Homework assignments may be sent via email.

Other Policies: 

· Late assignments will not be accepted. All make-up exams will be given on the last day of class. Class participation, judged both in terms of quantity and quality, will be considered in the case of borderline grades. 

In-Class Expectations: 

· Cell phones and other electronic devices must be off or silent during class. Also, no text messaging, sending email, etc. during class.

· You may bring a beverage to a classroom, however please take with you or throw away your cup or can and when we meet in the auditorium or a computer lab or at the CAT, drinks are not allowed in those classrooms.  Please do not bring food to class.
VI. Grading Procedures: 

	
	Percentage of Grade 

Or number of points

	First Exam
	15% 

	Second Exam
	15% 

	Final Exam
	15% 

	Written Business Plan
	10% 

	Formal Verbal Classroom Presentation
	15%

	Team Feedback/Performance Appraisal
	10%

	Assignments/In-class exercises
	20%

	
	                 100%


1. All Exams are closed-book and closed-note.

2. Assignments and in-class exercises: see the schedule above for due dates. You will be required to complete a number of assignments throughout the semester. Many are in-class, and thus attendance is crucial. The reward for good attendance is the opportunity (not the right) to do well on these assignments.

3. The team project will require you to work in small groups, first to complete a written business plan, then to execute it and then to present your plan to the class. Further, your ability to market your business and your individual contribution to the group will be assessed by the teaching team and through the group feedback of your classmates.

Letter grades will be assigned according to the following:
	Percentage Grade
	Letter grade

	97-100
	A+

	92-96
	A

	89-91
	A-

	87-88
	B+

	82-86
	B

	79-81
	B-

	77-78
	C+

	72-76
	C

	69-71
	C-

	67-68
	D+

	62-66
	D

	60-61
	D-

	59 and below
	F


BA133 TEAM BUSINESS PROJECT
The primary tasks in this course are for students: 1) to learn to work together in business teams, 2) learn how businesses function, 3) build a plan for new business, 4) execute your business plan, 5) solve problems and improve the quality of life, 6) while demonstrating competitive advantage and sustainability 7) to ensure the survival of your new business in the global market.

Part I: Written Team Business Report: 10%

Part II: Formal Verbal Classroom Presentation: 15%

Part III: Written (5%) and Verbal Performance (5%) Appraisal: 10% 

Total:
 35% of Course Grade



Following the guidelines provided below each team will identify a:

· current anomaly which has not yet been addressed and the concomitant market opportunity your new business will address

· product or service the business will sell to address this market opportunity

· strategy your business will utilize to create a sustainable business in the competitive global market

· and create a website to market your business product or service.

Teams should organize themselves to learn from each other, assign responsibilities for the various elements of a business plan and meet together as a team regularly and follow up on individual assignments independently.  Work together as a team and be sure each student contributes to the development and delivery of the presentation, written business plan and performance appraisal. Evaluation will include the cohesiveness and continuity of the team work and how much each person adds or detracts from the overall effort. 

WRITTEN TEAM BUSINESS REPORT (10%)

Each team presentation will be accompanied by a written business plan addressing the assigned points and illustrating the use of the assigned materials. Each Team should turn in a copy of their business plan to the Professor and to the team appraising their performance.   Papers should also be emailed the Professor in MS Word.
The written proposal is not a script. It should be well written single spaced with properly cited references and a bibliography in MS WORD.  Use the Spelling and Grammar checker in MSWORD.  The plans need to be written in a logical, easy to read format with clear transitions. Citations must be provided for all references to work which is not either your original thought or common knowledge.  Please use appropriate headings and sub-headings to aid in the organization of the paper, and the readers understanding.  Please do not use fancy covers or binders and avoid blank sheets of paper. 

Papers may be turned in at least one week early in draft form for ungraded review, in order to allow corrections and improvement in the final version. Students who chose this option must turn in both copies, the first draft and the final draft together for their grade. 

In addition to the assigned materials, teams are encouraged to use other related and reliable sources.  All materials and sources must be cited.  Points will be deducted for failure to follow directions.

FORMAL VERBAL CLASSROOM TEAM PRESENTATION - (15%)

Each team will make a Formal Verbal Team Presentation in class on an assigned date, to the rest of the class who will represent potential investors, customers and employees.

Teams will be expected to create an electronic presentation (using MS Powerpoint or a similar program) as part of this formal verbal presentation.  Also, students will be expected to present in business attire.  Presentations will be filmed for follow-on instruction from the professor and for the use of the students to watch and learn from themselves. 
PERFORMANCE APPRAISAL - (10%) 

Individual Student Journals (due at the end of the semester)

Over the course of the semester, each student will record in their Journals: 

1) date and enter dates of team meetings and personal contributions to team project, and 
2) observations/evaluations (content, organization, delivery) of other group presentations.
Each team will also deliver a written (5%) and verbal (5%) performance appraisal of another group's presentations. The written appraisals will be done in memo form and should be both specific and constructive - what was done well AND how could the Team and its members improve in the future. 

Each team and each team member will be evaluated on their completion of the project including:  Accomplishments, Productivity, Teamwork, Participation, Initiative, etc.  
Team work is important. It is crucial to your success in this course. Participation, creativity, teamwork, cooperation, collaboration, contribution, mutual support and encouragement are musts - get involved, study and practice important new skills and elements of business.

Performance Appraisal Team Assignments:

Performing Team X Appraising Team

Team 1 by Team 7, 2x6, 3x5, 4x3, 5x4, 6x1, 7x2
BA 13301 TEAM BUSINESS REPORT

I. THE COVER SHEET

This is a simple cover for the proposal that identifies the product or service your business provides; name and address of the business; name, email addresses of the owners; team number and date of the proposal.

II. EXECUTIVE SUMMARY

The Executive Summary spells out the purpose of this proposal.  It should include a very brief summary of the business as an introduction, then the basic points of the financing proposal.  This section is about one page and is usually written last, after the main business plan has been prepared.  

III. TABLE OF CONTENTS

This is a separate page listing all main headings of your business plan with the page number on which it is located.  This will make it easier to locate the various sections.  It is also written near the end of the process.

IV. DESCRIPTION OF THE BUSINESS

The description of the business should enable a reader to become familiar with the business and gain a detailed understanding of the product or service that will be provided.  Remember to explain what the product or service does for customers as successful businesses are customer driven. The goals and objectives of the enterprise should be indicated.  Some of the key questions that need to be addressed are:
1. What is the anomaly and market opportunity the business will address?

2. What is the product or service the business will sell to address this market opportunity?

3. What strategy will you utilize to create a sustainable business in the competitive global market?

4. What are the business objectives: how many, where, when, and so on

5. What type of business is this enterprise (retail or wholesale merchandising, service or manufacturing, etc.)?  

6. What are the industry trends and expectations?

7. What is the planned schedule of operation?  (Hours the business is open, days of the week, production schedule, and special seasonal considerations.)

8. Describe materials and supply sources, methods of production, merchandising strategy or how orders are received.

9. What will be special / unique about your product / business?

10. What are the sales trends for products like yours?

11. How can you make sales more profitable?

V. MARKET INFORMATION AND STRATEGY

This section summarizes the results of your market research, providing the basis for why you believe there is a market niche for your enterprise.  You should describe the people who need your service or product.  Who is your target market—the customers most likely to patronize your store or purchase your products or service?  This section should also deal with how you are going to sell your product—your marketing strategy.  How have you identified potential customers?  How will you contact them?

Some of the questions that should be covered are:

CUSTOMERS
1. Who are your potential customers?

2. What are the demographic and psychographic characteristics of the customers?

3. What is the purchasing power of the target customers?

4. Who is your market (prospective customers)?  What motivates them to buy?  Do they have the interest and money needed?

5. What is the present size of the market?  Define the market area you have targeted.  How many potential customers are there?  What is the average amount purchased per year?  What is the growth potential?

6. What share of the market is your objective?

7. How will you attract this market?

COMPETITION
Competition should be recognized and analyzed to understand their strengths and weaknesses and how this may affect your share of the market.  Most small businesses will not create additional demand for a particular good or service; rather obtain sales by attracting customers from existing businesses in the same market.  Be honest in your analysis and do not neglect consideration of indirect competition—alternative uses of the customers’ limited dollars.  You should clarify why you believe “there are compelling reasons why potential customers would choose to spend their money at your business instead of elsewhere.”

Some key questions that should be asked are:
2. Who are the five closest competitors?  Where are they located in relation to you?  Are there potential new competitors?
3. How are customers needs/wants are currently being met by the competition?
4. How is their business, are sales growing; steady; decreasing?

5. What market share do they currently have?

6. What are their strengths/weaknesses and resources?  How do you compare to them on these same factors?

7. How will competitors react to your entry into the market?

8. What have you learned from their operation?

9. What are the critical competitive characteristics—especially how your product compares in the following factors:
Performance


Service
Reliability


Styling
Availability


Convenience
Durability


Quality
Price



Merchandising

10. What is the competitive advantage of your product?

11. How will you produce your product or service faster, cheaper or more effectively than others?

Examples include: low cost leader, highest quality provider, first mover advantage, or patented technology.

PRICING
This section explains how much it will cost to produce your product and how much you are going to charge.  The price derived will be an assumption to use in the financial section of the business plan.

What does it cost to produce?  What is the value of your product? What will you charge?

Pricing is developed from three factors:

Costs: 



For example, how much does it cost to produce this ice cream cone? 

i. What are the factors that contribute to the cost to produce your product?
ii. What are salaries and employment agreements for key staff to assure that you have a team that is on hand and qualified to implement the plan?

iii. Are there contracts for professional services (accountant, legal, engineering, etc) with whom and the fees charged?

Competitors: 

What do your competitors charge for a “regular scoop of ice cream in a waffle cone”?

Customers: 

How much are customers willing to spend?  What are the attributes of these brands of ice cream? Why do customers buy them?

STRATEGY

1. What is your market strategy addressing?




Product:  packaging, style, design




Price:  value added vs. selling price




Place:  channels of distribution/delivery




Promotion:  media used to generate awareness
2. What are the planned sales methods, pricing policy, terms of sale, method of distribution and customer service considerations?  What do you know about the purchasing decision for this business?

3. Is your market seasonal or cyclical?  Are there other factors or influences effecting sales?

4. Are there unique market considerations and how will you address these concerns?

5. What is your advertising plan?  Include the costs to produce, media placements and frequency.

VI. MANAGEMENT AND PERSONNEL
A description of management may be an important section of the proposal in order to obtain financing from a bank or outside investors.  It is imperative to show that the people planning to operate the business have the specific skills and competence needed to make the business a success.  You should demonstrate that you have a clear understanding of all the skills/expertise needed to operate this business.  If you are weak in particular areas, you can show the steps taken to acquire the necessary expertise.  Areas that need to be covered in the management section are:

1. Management expertise:  personal history of the principals, stressing any related work experience or training.
2. Key Personnel:  listing of duties and responsibilities to show understanding of what is involved in managing this business?  Who is to be responsible?  What is the organization chart?

3. What skills and expertise do you have, or can acquire by learning or hiring all required skills.

4. Other resources available to the business (consultants).

Besides management, it is important to indicate the personnel needed to operate the business, related to the planned level of production or hours of operation.  Questions to be addressed are:

      1.
Present and future manpower requirements – number of employees by job title.

      2.
What skills are needed and whether qualified workers are readily available.

      3.
Plans for recruiting, hiring and training, if appropriate.

      4.
Hours (full or part-time) and wages/compensation plan

VII.  STRATEGIC ANALYSIS

The SWOT Analysis of your intended business is presented here.  

What are the internal Strengths and Weaknesses of your business and what are the external Opportunities and Threats posed by the environment in which your business will operate?

· Strengths: attributes of the organization that are helpful to achieving the objective

· Weaknesses: attributes of the organization that are harmful to achieving the objective

· Opportunities: external conditions that are helpful to achieving the objective

· Threats: external conditions which could do damage to the business's performance

Identification of SWOTs is essential in order to ensure all necessary steps have been planned and to assure potential stakeholders that their investment in your business is justified.

By asking and answering each of the following four questions, the SWOTs can provide valuable inputs to the creative generation of possible strategies

· How can we Use and Capitalize on each Strength? 

· How can we Improve each Weakness? 

· How can we Exploit and Benefit from each Opportunity? 

· How can we Mitigate each Threat? 

VIII. FINANCIALS

The financials section should be based on the pricing model and clearly demonstrate:
1. What funds are needed for the planned business start-up?

2. What are the intended uses of these funds?

3. What collateral is available to secure the loan to start the business?
IX. CONCLUSIONS, WHAT WE LEARNED
The following is the Performance Appraisal form to be used during Formal Classroom Team Presentations.

BA133 TEAM PRESENTATION PERFORMANCE APPRAISAL - (10%) 

Each team will deliver a written (5%) and verbal (5%) performance appraisal of another group's presentations. The written appraisals will be done in memo form and should be both specific and constructive - what was done well AND how could the Team and its members improve in the future. 

Presenting Team#: __ Organization: _________________________ Date: ____ Appraising Team#: __               

RATINGS: A=Outstanding, B=Well Done, C=Done, D=Minimally Done, F=Not Done
I. THE COVER SHEET
II. EXECUTIVE SUMMARY

III. DESCRIPTION OF THE BUSINESS

a. What is the anomaly and market opportunity the business will address?

b. What is the product or service the business will sell to address this market opportunity?

c. What strategy will you utilize to create a sustainable business in the competitive global market?

d. What are the business objectives: how many, where, when, and so on?

IV. MARKET INFORMATION AND STRATEGY

a. Customers?

b. Competition?

c. Pricing?

d. Strategy

V. MANAGEMENT AND PERSONEL

b. Management expertise:  personal history of the principals, stressing any related work experience or training.

c. Key Personnel:  listing of duties and responsibilities to show understanding of what is involved in managing this business?  Who is to be responsible?  What is the organization chart?

d. What skills and expertise do you have, or can acquire by learning or hiring all required skills.

e. Other resources available to the business (consultants).

VI. STRATEGIC ANALYSIS

a. Strengths?

b. Weaknesses?

c. Opportunities?

d. Threats?

VII. FINANCIALS

a. What funds are needed for the planned business start-up?

b. What are the intended uses of these funds?

c. What collateral is available to secure the loan to start the business?

VIII. CONCLUSIONS, WHAT WE LEARNED
IX. PARTICIPATION/CONTRIBUTION/INTERACTION:
a. by each team member
b. among team members
c. with appraising team
X. MATERIALS

a. Sources cited
b. Website
c. Formal Verbal Classroom Team Presentation
d. PowerPoint, Handouts, Charts, etc with copies for Professor and Appraising Team
e. Papers should also be email to the Professor and to the Appraising Team
XI. OVERALL - THOROUGH, INTERESTING AND INSIGHTFUL: 
ADDITIONAL RESOURCES:

Entrepreneurship / Small Business / The Business Plan
Open Directory - Business: Small Business: Associations
Regional Economic Development links
NC Business ServiCenter
NC Community Assistance
NC Rural Resource Guide
Small Business and Technology Development Center
Asheville SCORE
NGA, Encouraging Entrepreneurship
Quicken, Small Business Center
Quicken, Business Plan
U Chicago, Business Plan Links
PWC, Business Plan
Business Plan Archive  (LOC & University of Maryland)

Business Plan Outline (PWC New Zealand)
Sample Business Plans (About.com)
Small Business Administration
Center for Business Planning
Entrepreneur, Business Plans
Business Plan Archive
My Own Business, Business Plan (a course, but with a very good outline)
Bplans.com (a commercial site, but nevertheless helpful)
LINKS TO MARKETING / BRANDING ARTICLES

Message in What We Buy

http://www.nytimes.com/2009/05/19/science/19tier.html?_r=2&em
What Does Your Credit Card Company Know About You

http://www.nytimes.com/2009/05/17/magazine/17credit-t.html?_r=1&hp
Cluetrain Manifesto

http://www.cluetrain.com/
Data Explosion Remakes Retailing

http://www.nytimes.com/2010/01/03/business/03unboxed.html?hpw
WCU Branding and Marketing Initiative

http://www.wcu.edu/5227.asp
STATEMENT OF MUTUAL RESPONSIBILITIES AND EXPECTATIONS

http://paws.wcu.edu/gjones/101_Mutual_Expectations_Respons.pdf
The Business Presentation
Eight Tips for a Good Presentation
Good general discussion on a half-dozen points to keep in mind
Some pointers from University of Northern Iowa 
Presentations Magazine
FACULTY BIOGRAPHIES

PROFESSOR:  Dr. Christopher Pratt is the Associate Dean for Academic Affairs in the College of Business.  He is also a former Dean at Columbia University and Director at MIT, Seton Hall University and Bradley University.  He taught for 20 years in the AACSB accredited Management Department, and the APA accredited Psychology and Counseling Psychology departments and as a Lecturer at MIT in the ASEE accredited Integrated Studies Program.  He has served as the Chairman of New Generations of Global Entrepreneurs and as a Senior Consultant to the US Department State where he was  seconded to the Organization for Security and Co-operation in Europe (OSCE) Mission in Kosovo (OMiK), Department of Democratization, and the United Nations (UNMiK) to work with the government Ministries of Kosovo, the American and Kosovo Chambers of Commerce and corporations to help rebuild the University of Prishtinë/Priština following the war and leading up to Kosovo’s independence.  He has worked successfully representing various institutions in Singapore, Vietnam, Malaysia, Thailand, Poland, Macedonia, Spain, France, Germany, Iceland, Norway, Sweden, Finland, Russia, Scotland, Ireland, Wales, England and Kosovo.  He designed and implemented a unique international economic development and internship program focused on economically challenged and emerging urban centers such as Glasgow, Scotland and Warsaw, Poland.  In collaboration with international economic development agencies and universities this program builds global entrepreneurial, enterprise leadership, and citizenship knowledge, skills and capacity, and facilitates short and long-term community and economic development through working together on solving real-world business problems, stimulating new entrepreneurial activity and initiatives, and creating a more entrepreneurial and economically vibrant culture in both the for-profit and not-for-profit sectors.  

PROFESSOR:  Dr. Stephen Miller is an Assistant Professor of Economics at Western Carolina University. He received his Ph.D. from George Mason University and his B.A. from Towson University. Dr. Miller teaches undergraduate students in Business Administration and Economics; he also teaches in Western's MBA program. His research focuses on the political economy of democracy and voter behavior. A native of St. Louis, Missouri, he lives in Sylva with his wife, Beth and their three children: Lucy, Chris, and Gabe. His interests include motorcycling, hiking, and baseball; he is also a beginner at whitewater kayaking. 
PROFESSOR: Dr. Joseph M. Long, a North Carolina native, received his undergraduate degrees in both English and Philosophy from Wingate University.  He received his law degree from the University of Mississippi in 2004.  Immediately following law school, Dr. Long clerked for the Honorable Joseph H. Loper, III and, after a year, moved into private practice where he was involved in multiple aspects of business law and litigation.  While practicing law, Dr. Long began teaching as an adjunct professor at Lenoir-Rhyne College.  He moved full-time into the higher education field in 2008.  Dr. Long is licensed to practice law in the state of North Carolina.
PROFESSOR: Dr. Gary H. Jones earned a Master’s degree in Public Relations and a doctorate in Communication Theory and Research from the Annenberg School, University of Southern California, Los Angeles. Before attending graduate school Professor Jones worked in state, county, and city government, as well as the retail sector.  Research interests include student perception of the credibility of Web-based sources, student civic engagement, and the positioning of economic and ecological sustainability in higher education curricula.  Dr. Jones, Department of Business Administration and Law, has served on local and state UNC faculty governance bodies, and currently teaches business communication courses in at Western Carolina University. 
PROFESSOR: Mr. Dan J. Ostergaard served in the United States Coast Guard as a seagoing officer for more than 13 years.  After 9-11, he was asked to be Governor Jeb Bush¹s Homeland Security and Criminal Justice Liaison in Washington, D.C. working with the new Office of Homeland Security at the White House, the U.S. Congress, and the Florida Department of Law Enforcement (FDLE). Thereafter, he was asked by the White House to serve as a senior administration official in the U.S. Department of Homeland Security where he was a senior advisor to Secretary Tom Ridge and then to Secretary Michael Chertoff. He led the Homeland Security Advisory Council and was involved with strategic policy development involving international and private sector policy. He left government service in 2006 to start Pelorus Enterprises, an international business development company. He was elected to a part-time municipal office in Washington, D.C. in November 2006. He holds two Masters Degrees: a Masters in Public Administration from Harvard University¹s John F. Kennedy School of Government (where he was also the student body President) and a Master of Arts in National Security and Strategic Studies from the U.S. Naval War College.  He is a native of Jackson County, North Carolina, and he and his family have a small family farm near Asheville where they currently raise heritage breeds of cattle, chickens, rabbits, donkeys and honey bees.
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