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Introduction

The work environment will change drastically in this millennium. Twenty-first century entrepreneurs, if they are to succeed, must think differently and more creatively. Much of the current schooling process teaches students how to work inside a structured and oftentimes bureaucratic organization. It teaches certainty.

We envision learning environments that teach about uncertainty, helping students learn how to deal with ambiguity and how to manage chaos. Instead of reinforcing uniformity and conformity, we see the need to develop citizens who will be creative and original thinkers, who will "make jobs instead of take jobs." We want Americans to be prepared to compete effectively in tomorrow's diverse global economic environment. Thus, Entrepreneurs in Action! is a problem-based learning experience developed for cross-disciplinary, case- and web-based learning environments. The EIA model is developed from the following learning theories. 

Learning Theories

Every person has the potential for entrepreneurial thinking. From pre-school age, children show entrepreneurial tendencies. Too often, the formal schooling process moves them away from entrepreneurial thought, shutting them into intellectual "boxes." It is our job as educators to help break these walls down, and to assist in the growth of entrepreneurial thinking. Entrepreneurs in Action! was designed with that goal in mind. Using the "whole-part-whole" teaching model (See Figure 1), teachers can link learning with real-life applications (Clouse & Goodin, (2001a,b); Clouse, Goodin & Aniello, (2000); Clouse, Goodin & Helbig, (1999). 

Student projects progress from the local to a global scope and from simple to complex topics and ideas. One unique feature is the use of "Online Experts" to relate local real-world situations to traditional curricular goals. The program is offered at all educational levels and in multiple locations. Relating subject matter to the real needs of students has never been easy to do, and it seems that it is getting more difficult all the time. Changes such as the shift in demographics, the growth of populations with special needs, and overcrowding are just a few of the factors that prevent good teachers from connecting the needs of the individual child with the curriculum. On top of that, it seems that just when they think they have a handle on it, teachers are given a new program to implement. Increasingly, school systems are adopting more demanding curricula and expecting teachers to deliver the content in meaningful ways. Often, overwhelmed educators resort to a lecture/memorization model of teaching and learning in an effort to satisfy the requirements of the new programs (Donsky, 1999). Rather than solving the problem, such methods seem to make matters worse. In many cases, students are able to master the material for a test but show little ability to transfer that learning into other domains. How can we overcome this obstacle?

There is a body of research that suggests that one way to involve students in the kind of learning which transfers to other tasks is to employ teaching methods built around the concept of situated cognition. Authors Brown, Collins, and Duguid (1989) hold that students learn more effectively if they are presented materials in realistic contexts. In such scenarios, students can attack problems from a "global" perspective, actually using the tools of their cognitive "trade." Thus, students who learn to "think like a mathematician" are more likely to solve problems mathematically. How does it work?

The Cognition and Technology Group at Vanderbilt University (1990) argues that situated cognition goes hand in hand with a concept called "anchored instruction," in which problems are anchored (situated) in a videodisc-based problem-solving scenario, which is naturally interdisciplinary. One of the fundamental principles is the use of problem presentations that contain all the data necessary for a solution. By focusing on the holistic nature of the task, learners are able to employ a variety of problem-solving techniques that may be grounded in altogether different disciplines.

There are numerous examples of situated cognition in action, some of which are included as references in this project. One such is the Jasper Woodbury Series, which was produced by Vanderbilt University (CTGV, 1997). The goal of this work is to "help people understand the kinds of problems and opportunities that experts in various areas encounter, and to see how experts use knowledge as tools to identify, represent, and solve problems" (CTGV, 1997, p. 24). As a second goal, the authors state the desire to encourage viewing problems from "multiple points of view" in an effort to have students integrate knowledge from different domains.

The Entrepreneurs in Action! project is built along the same lines. It is targeted at students at many levels. Its goal is to help them to integrate multiple disciplines, such as math, science, and social studies skills through a contextual teaching method. Our intention is to present a problem scenario and to have our students react by solving the problem using the skills you are already teaching them and the clues provided in the story. Put simply, this is an opportunity for them to put their knowledge to a "real-life" test, or at least to that of a close simulation of the real world!

Certain prerequisite skills need to be in place prior to undertaking this project. For example, students need to be familiar with group projects, using computers for research and presentation, and must have the ability to create and present an idea to others.

Research Effort

Research in Curriculum Design


A major portion of our research work is designed to investigate ways in which entrepreneurship can be taught in various learning environments.  Our work is based on the following assumptions and learning theories, which we have developed.

Over the years our work has been based on a set of assumptions about how people learn and how schools prepare students to live in the real world.  Our assumptions have been that most of traditional schooling in America is built around systems of compliance and control.  This approach tends to stifle students' creative and entrepreneurial instincts.  Our research has been exploring a different approach to education, one that involves capturing the interest of the student through the use of problem- and project-based instruction delivered via the Internet.  We have chosen to call our program Entrepreneurs in Action!  This program seeks to involve students in an entrepreneurial problem at the outset and to promote learning of traditional subject areas as a part of the problem-solving activities that are undertaken.  This strategy is designed to teach students to think entrepreneurially by the use of local cases and/or scenarios.  Unlike many curriculum strategies that teach conformity, structured learning and unrelated learning, our strategies support creative and entrepreneurial thinking across the curriculum. 

We emphasize the whole-part-whole instructional strategy that we have developed in our research.  We provide a situation where students see the entire picture of the opportunity, break the opportunity into parts and then move back to a new whole as developed from his or her own research regarding the opportunity.  This approach involves seeing the big picture first, breaking it into parts (instructional units) and then putting it back together again into a new whole (See Figure 2). 

This instructional design supports the Clouse theory where the concept being taught is connected (hooked) to the framework of the learner.  Students learn and then apply new knowledge in situations that will reinforce their learning.  Termed "recursive design," this strategy supports long-term learning of important concepts versus short-term memorization learning (See Figure 3). 
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In addition to using our whole-part-whole concept and a recursive design, we also use just-in-time learning techniques from local community entrepreneurs.  By presenting curricular content just at the moment when the need for it arises, this feature addresses the issue of maintaining the relevance of the content being learned.  After students learn a new concept related to the case, they then use the concept in the learning process. We refer to this as “learn and apply” teaching.

In general, this means that students are asked to respond to a case developed for a local community.  Students are given the opportunity to think creatively about possible entrepreneurial uses of the case.  When students want more information about an issue, they can use the online support materials or send their e-mail questions to local online experts.  Experts and entrepreneurs are selected from the local community to provide expert information just at the time the students need to learn such information.  This is what we call "learning the parts." Once the students have the information they need, they then put together a new entrepreneurial "whole" for the case. Students are required to develop an entrepreneurial approach to the case and find ways to implement the entrepreneurial activity.

The fourth teaching method in The Entrepreneurs in Action! Project is the use of online experts.  Experts from the community are identified to serve each case as online experts. These professionals provide the students with a reality check as well as valuable information for developing solutions to the cases.  Online experts must agree to respond to questions from students via e-mail, telephone discussion, and at times personal interviews.

Process


Case studies have been developed around several issues related to innovation, creativity and entrepreneurial thinking. The cases are designed to encourage students to see opportunities that others often do not see.


Each case is designed for a particular learning group and contains a problem-based scenario, guiding questions, resources, online experts and an evaluation process. Learning strategies must be used to encourage students to look for entrepreneurial solutions while dealing with social and economic issues. Students will be introduced to the case and information about the process, including the use of computers for research and online experts. Students will be given the freedom to identify their own issues from the case and to develop a solution or a plan to help solve the issues. Students present the final product in a group presentation before a panel of the experts.

 The plan should include all elements shown in Figure 4. A presentation of this plan design, complete with descriptions of the associated elements, is available at http://entrepreneurship.vanderbilt.edu/curricul.htm. In addition, several resources are included in appendix form at the end of this manual.


Evaluation


The evaluation process is designed to support the work of the teacher in his/her regular classroom, as well as measuring the success of the Entrepreneurs in Action! program.

Assignment 1 - Students will write a two-page essay describing the issues in the scenario. This is an individual exercise. The essay will be analyzed for writing style, problem identification and creative vision for a solution to the issue.

Assignment 2 - Students will work in groups to discuss the essays and to discuss the issues and possible solutions. Students may combine ideas as they move to the next step. Students will conduct research on the ideas identified in their groups and develop a plan of attack. Students will write an individual daily journal about their group work. The journal will be analyzed to study trends in the thinking process.

Assignment 3 - Students will develop a group presentation about the issues and how they can be solved. Students will be assessed on the creativity and feasibility of the solution as well as on the presentation. Solutions should show innovation, creativity and entrepreneurship.

Product outcomes will be a PowerPoint (or similar) presentation and a written document, suitable for publication.  Final products should include the business plan concepts shown in Figure 3 and other relevant topics as deemed appropriate by each group.

Daily Schedule

Each case is designed as an interdisciplinary unit that may take as little as three weeks, depending upon the level of cooperation among teachers. It could be taught in a single classroom, i.e. engineering, but we recommend that other classes be involved such as business, liberal arts, political science, economics and other areas interested in the holistic approach to learning. Single-focused classes may engage other students to be involved in the process outside of the class. However, it is best if multiple students from several disciplines can be engaged in the process. 

The following timeline is offered as a general guideline for how to proceed with the unit, and may be altered to fit the needs of your situation and the problem being addressed.

Schedule of Events

Day # 
Student Activity

Time

Evaluation

Teacher Role(s)


1
Read Problem, Form Groups
1.5 hrs.

Daily Logs

Facilitator/Coach


Begin Group Work*

2-4
Group Work* 


1.5-2 hrs. 
Logs,


Facilitator/Instructor








Concept Maps

5-6
Presentation Preparation 
1.5-3 hrs.
Logs, Concept Maps
Facilitator/Instructor

7 
Presentations 


3-5 hrs 
Feedback Forms
Evaluator

* (Just in Time Learning Phase: Gather Data; Explore Business Plan Components; Watch Videotape; Problem-Solving; Access Online Resources.)
Resources

Every plan must contain certain features in order to be judged feasible. View these Business Plan Elements (FREE resource at http://entrepreneurship.vanderbilt.edu). You may also review this website for information about entrepreneurship development.

Online Experts

Each case has a number of Experts assigned to the case. The experts have the knowledge and skills necessary to help the students develop possible solutions.  All experts have agreed to supply information to each group seeking information in a timely manner. Experts are selected for their knowledge and interest in creativity and entrepreneurship. 

Links

Each case has it’s own website and support materials. Here are some websites on entrepreneurship that may be useful across cases.

Entrepreneurship Education Forum at Vanderbilt University http://entrepreneurship.vanderbilt.edu – The Entrepreneurship Education Forum website will give you a starting point for all of your research into entrepreneurship. Go to the home page and follow the button marked "links."

Websites Related to Business Start-Ups
Allbusiness.com  http://allbusiness.com/
One of the most comprehensive sites on the Web for small and growing businesses, this site offers over 2000 articles, “how-to’s,” forms, agreements, questions-and-answers, solutions, and services useful to those starting a new business venture.

Bloomberg.com – http://www.bloomberg.com
One of the leading sites for breaking financial news, investor tools and data, Bloomberg.com gives access to business information, including the latest data and analytical tools. 

Bplans.com – http://www.bplans.com
Bplans.com offers a large collection of free sample business plans online and helpful tools and know-how for managing a business. The site includes practical advice on planning, interactive tools, and a panel of experts available to answer specific questions.

The Business Forum Online – http://www.businessforum.com
This service springs from a weekly newspaper column addressing issues and questions of specific interest to entrepreneurs and emerging businesses. Each column focuses on the immediate consequences of the issue to the owner/manager of the emerging business.

MoreBusiness.com – http://www.morebusiness.com 

MoreBusiness.com, a comprehensive resource for small businesses, contains tips, articles, ideas, templates, worksheets, sample business plans, tools, financial benchmarks, sample contracts, and websites.

These business sites may offer some ideas and provide some review articles. Some sites may require a fee. You may wish to use the Library for paper copies of current and past articles.

Wall Street Journal- http://www.wsj.com/ 

Fortune- http://www.fortune.com/ 

Harvard Business Review- www.harvardbusinessreview.com/ 

Businessweek.com - http://businessweek.com/
The website of the weekly business magazine, this site offers news and related information for the entrepreneur. An archive of articles is also provided. Some services may require subscription.

Patent and Trademark Office – www.uspto.gov 

United States Patent and Trademark Office services
SBA Office of Advocacy – www.sba.gov/ADVO/stats
Economic Statistics and Research  

SBA Small Business Administration –  http://www.sba.gov/
SBA Support in starting, financing and managing a business

Small and Home Based Business Links –  www.bizoffice.com 

Provides support services for home-based companies.

Small Business Advancement National Center –  www.sbaer.uca.edu
Resources include newsletters, archives, SBA and other Government sites and related affiliates.

Strategic Business Planning Co. – www.bizplan.com 

The mission of the Strategic Business Planning Co. is to help organizations define their mission and achieve their objectives by developing business and strategic plans and by periodically conducting a comprehensive review of the environment in which they operate.

U.S. Business Advisor – www.business.gov
U.S. Business Advisor – a one-stop electronic link to the information and services government provides for the business community—Laws and regulations, forms and support services.

U.S. Census Bureau – www.census.gov
Resources include population census, economic data, Business surveys, and other related Bureau statistics. 

Dow Jones – http://www.dowjones.com
Latest financial information about stock market performance.

The Entrepreneur's Mind – www.benlore.com
The Entrepreneur's Mind is a Web-based resource that presents an array of real-life stories and advice from successful entrepreneurs and industry experts on the many different facets of entrepreneurship and emerging business.

Entrepreneur Magazine – www.entrepreneurmag.com
Provides solutions for growing businesses

Engineering Projects – www.engeniussolutions.com
The link entrepreneurs and engineers have been waiting for provides information about new products and ideas (some are student developed).
Creativity Websites

The following websites may be used to help stimulate creative thinking.

www.edwdebono.com - commercial website touting the benefits of de Bono’s workshops
http://www.cul.co.uk/creative/index.htm - index of articles regarding business creativity

www.creativity-engineering.com
http://www.enchantedmind.com
The creators of this site make the following statement: “Expanding your brain and mind will accelerate your creative potential. Everyone has natural creative talent. We can help you unfold and expand your creativity through simple fun techniques. This site was designed to help anyone, from age 5 to 105, develop their latent creativity and have fun in the process.”
www.creativitypool.com
www.creativeideasforyou.com
www.Brainstorming.co.uk
www.brainstorming.org
www.ccl.org
www.creativeeducationfoundation.org
 

Other topics may include the following search terms:  Lateral thinking, synectics, creative problem-solving, brainstorming.

 

Guiding Questions

Each case has a set of Guiding Questions. The professor may add more guiding questions in order to cater the case more directly to his/her course.

Instructor Notes

Learning Objectives

Each case will have its own discipline-specific learning objectives, and all cases will have learning objectives related to entrepreneurship. For example, learners will gain the following knowledge and skills from this project:

1. The learner will understand the composition of a basic business feasibility plan (Knowledge,

Comprehension).

2. The learner will understand how the parts of the business plan work together to form a workable plan of action (Application/Analysis).

3. The learner will judge the feasibility of a simple business plan (Evaluation).

4. The learner will appreciate the role that small business owners play in the development of a

community (Affective).
Product(s)

Phase One

Where Do I Stand? – Write a two-page essay describing issues connected with the problem(s) dealt with in the scenario above. List them as pros and cons in an argument for or against your proposed solution. In groups, discuss your ideas and decide on one idea or a combination of ideas that the group will work on as a group project.

Phase Two

Doing the Research – Building on Phase One, create a plan for your solution, being sure to address all of the issues you identified. Make sure that your solution is economically viable and community friendly.

Phase Three

Taking It Public – Present the plan to a group of community leaders for judging. The presentation should be creative, and may include such elements as artwork, video or audio production, posters, overhead transparencies, computer-based multi-media presentations, acting, music, etc. 

Assessment

LO#1. The learner will understand the composition of a basic business plan.

Business Plan Logbook (Empty Outline, Minute Paper Combination) – To be filled in after viewing the introductory video, and after each class session, this is both a formative and summative assessment and incorporates daily "talk-back." Each student will fill in the definitions of the business plan phase covered in their group activity for the day. There will be a section of journal in which they will also write any notes of observations that they make, questions that they generate, and responses from both teachers and online experts. At the end of the unit, each

student should have a completed logbook.

LO#2. The learner will understand how the parts of the business plan work together to form a workable plan of action.
Concept Map  – This exercise is somewhat like drawing a "web." Using figures (like circles and boxes) to represent concepts, and by connecting them with lines and arrows, the student begins to graphically represent understanding of complex relationships and influences (See Appendix B). This assessment has the advantage of appealing to those students who relate to the world better through the senses of vision and speech, and is both formative and summative in nature. As the unit progresses, each student group will create a concept map of the business plan's different parts. They will add to it as they reach understanding of how the many parts interact. 

LO#3. The learner will judge the efficacy of a simple business feasibility plan.

Class Modeling  – This reflects the culminating project, the development of a business feasibility plan. Two groups of evaluators are employed, volunteer experts (see the list of consultants for advice) and peers. Each will judge the worth of the group's business plan. The judges will fill out an evaluation form as the groups are giving their presentations, making recommendations for improvement, deciding whether these plans deserve to be pursued, and supporting their evaluations with reasons. Students will have their own feedback forms.

LO#4. The learner will appreciate the role that small business owners play in the development of a community (Affective).
Reflective Essay  – Before beginning the unit, students will write a one-half page summary on the role of small business in the community's development. The prompt for this paper will be a phrase based on the case scenario being used in the unit. At the end of the unit, they will write a two-page essay on a similar topic, and detailing their experiences with this project. 

Appendixes

Several appendixes are offered as suggestions, covering such topics as the following:

1. Discussions, Activities And Extensions
2. Developing A Mission Statement
3. Legal Forms For Your Company 
4. Business Plan Outline 
5. Business Plan Out Line Description
6. Business Plan Evaluation
7. Rubric
8. What Is Entrepreneurship Education?
instructors may want to use some or all of the support materials in the Appendices. These materials will also be placed on the website in order to be used by the students.
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APPENDIX A

Discussions, Activities and Extensions

Professors should help guide the students to see unusual opportunities to solve the case. Here are some possible topics and activities that you may choose to use during the course of the project:

1) Discuss the problem in a large group setting (set the context).

2) Group students and request that they assign roles to group members.

3) Have students address the leading questions.

4) Have students dream up ideas for possible solutions – brainstorm.

5) Steer students toward some type of business venture that is of interest to them.

6) Once some business idea has developed in the groups, teach students how to develop a business plan.

7) Show the video "The E in Me." Focus on qualities of entrepreneurship that related to solving the problem at hand.

8) For background information, have students look up websites to show in the case.

9) Using just-in-time teaching, have students work on developing the venture's name and mission statement.

10) Continuing, have students develop a description of the venture.

11) Develop a cost analysis for the venture.

12) Develop a management team (i.e. CEO, CFO, etc.). Teach the students what these are and have them identify with the title.)

13) If possible, have students make a decision about the type of legal entity their venture should be (i. e., sole proprietorship, partnership, corporation, non-profit corporation, etc.).

14) Have students understand their competition and local requirements.

15) Have students present their ideas using PowerPoint or other technology to the class at the end. Also, have a written document turned in as the final product (See Products).

Teach students a good format for the written feasibility plans. The plans will be reviewed and scored as a means of evaluation.

APPENDIX B

Developing A Mission Statement

The following is offered as a guide to developing a company mission statement. 

__________________________ [produces or provides] ________________________________

Name Of Company


Choose One


What You Do

for __________________________. Our market is ____________________________________ 


Your General Customer Type




Place
and our customers are ______________________________. The first priority of our company is 





Your Specific Customer Type
__________________________. We are better than our competitors because _______________


What Matters Most







What Makes
_______________________________________________________. Our [product or service] is

Your Company Better







        Choose One

_________________________________________________________. It is outstanding because 


Describe Your Product or Service
_____________________________________________________________________________.


What Makes Your Product Or Service Great
In providing our [product or service] our first goal is ___________________________________



          Choose One



Name of Most Important Goal
_____________________________________________________________________________.

We will reach this goal by ​_______________________________________________________.







Exactly How You Will Reach Your Goal

APPENDIX C

Legal Forms For Your Company

The type of legal form your company takes depends on the type of business you want to start. There are four general categories:

Sole Proprietorship -- You own it, you run it; if it succeeds, you win and if it fails, you lose.

Partnership -- You share everything with others, profits, losses, risks and rewards.

Corporation -- Stock is owned by many others. They finance the company. You have almost no

personal risk or reward (you generally are paid a salary by the company).

Limited Liability Company -- Many members share profits, and there is little risk to individuals.

As you look at this table, ask yourself this question: Who is responsible?

	
	Sole Proprietorship
	Partnership
	Corporation
	Limited Liability Company

	Profits
	You
	You & others
	Others
	You & others

	Losses
	You
	You & others
	Others
	You & others (limited)

	Risks
	You
	You & others
	Others
	You & others (limited)

	Rewards
	You
	You & others
	Others
	You & others


APPENDIX D

Business Plan Outline

Business Plan Checklist – Key Questions to Answer
I. Executive Summary

a. Why will the business succeed?

b. What do you want to start (or change)?

c. How much money is required?

d. What is the return on the investment?

e. Why is the venture a good risk?

II. Business Description

a. What type of business are you planning?

b. What products or services will you sell?

c. What type of opportunity is it (new, part-time, expansion, seasonal, year-round)?

d. Why does it promise to be successful?

e. What is the growth potential?

f. How is it unique?

III.  Marketing

a. Who are your potential customers?

b. How large is the market?

c. Who are your competitors?  How are their businesses positioned?

d. What market share do you anticipate?

e. How will you price your product or service?

f. What advertising and promotional strategies will you use?

IV. Research, Design and Development

a. Have you carefully described your design or development?

b. What technical assistance have you received?

c. What research needs do you anticipate?

d. Are the costs involved in research and design reasonable?

V.  Manufacturing

a. Where will be the business be located?  Why?

b. What steps are required to produce your product or service?

c. What are your needs for production (e.g., facilities and equipment)?

d. Who will be your suppliers?

e. What type of transportation is available?

f. What is the supply of available labor?

g. What will it cost to produce your product or service?

VI. Organization

a. Who will manage the business?

b. What qualifications do you have?

c. How many employees will you need?  What will they do?

d. How will you structure your organization?

e. What are your plans for employee salaries, wages and benefits?

f. What consultants or specialists will you need?   How will you use them?

g. What legal form of ownership will you choose?  Why?

h. What licenses and permits will you need?

VII. Critical Risks

a. What potential problems could arise?

b. How likely are they?

c. How do you plan to manage these potential problems?

VIII. Financial 

a. What is your total estimated business income for the first year?  Monthly for the first year?  Quarterly for the second and third years?

b. What will it cost you to open the business?

c. What will your personal monthly financial needs be?

d. What sales volume will you need in order to make a profit during the first three years?

e. What will be the break-even point?

f. What will be your projected assets, liabilities and net worth on the day before you expect to open?

g. What are your total financial needs?

h. What are your potential funding sources? How will you spend it?

i. How will the loans be secured?

IX. Milestone Schedule

a. What timing have you projected for this project?

b. How have you set your objectives?

c. Have you set up your deadlines for each stage of your venture?

d. Is there a relationship between events in this venture?

X. Appendix

XI. a.   Have you included all important documents, drawings, agreements, and references?

APPENDIX E

Business Plan Outline Description

Introduction

The purpose of the business plan is to provide potential business owner with a document that fulfills three major functions:

1. A document that outlines the business and its financial needs for use in approaching sources of funding for the business.  A bank, venture capitalist, or even friends and relatives will not provide funding for you unless they see a formal plan for the business.  (this is the major purpose of the plan in this course)

2. Creating the business plan is a planning process that forces you to think through the business, the ambiance within which it operates, and your particular strengths and weaknesses.  It helps prevent you from overlooking potential fatal flaws or missing outstanding potential opportunities, either by commission, or omission.  It should force you to discover and implement your "product plus", your reason for having a chance to survive and prosper in the industry you are entering.

3.  It is a "living", continuous planning and control document that should be constantly updated and used to review your progress with respect to your original plans, and to correct your course based upon new opportunities, unrealized targets and goals, and unexpected problems or difficulties.

Please understand that the following is meant only as a checklist that will tickle your mind, and formulate your thinking about your plan.  Include only what is appropriate, and understand that there may be areas of critical importance to your plan that are not included in this outline, but should be included in your business plan.

A. COVER PAGE - Your cover page should include the following basic information:

1. Firm name, address, phone number,

2. Principals of the firms, with full addresses and phone numbers (normally you would not put this on your business plan - for the purposes of this exercise you will do so, please).

3. A security acknowledgement and control number to be used as a protection mechanism that helps somewhat to prevent someone from stealing your idea.

B. TABLE OF CONTENTS

Please also include a table of tables or charts and an outline of the materials in your appendix as appropriate.  Generally speaking, it is a fine idea for you to put page numbers on your table of contents.  You would be surprised at how many people do not.

C. THE EXECUTIVE SUMMARY

The first major section of the business plan should be your executive summary.  It should be written after you have completed your complete business plan.  It should be a summary of the business and the plan, not an introduction!  You should summarize what the business is, giving its high points (clearly describe the product or service - use pictures or drawings here and throughout the report, if appropriate), why you are applying for this loan (purpose of the loan), and include the key plus factors and special opportunities for your business, including market potential, significant product features, key financial results expected - sell the business.  Show why the business will succeed.  Why is it a good risk?

The executive summary should be a succinct overview of the entire new venture business plan.  Be sure to impart some "romance" here - excite the reader to the entrepreneur's dream and vision.  The executive summary is to the business plan as the baited hook is to the fisherman.

This section should be two to three pages long, and very well written.  Most people will not bother to read your total plan.  They will read the executive summary to see if your concept is of interest to them, and within the scope of their lending criteria.  Thus, this initial executive summary is the "baited fishing hook" that just might initially catch the interest of a funding source.  Hopefully, the rest of the business plan will then "land" the financing you need. Please take special care in making this section is brief, exciting, and hard hitting, and make sure it presents your idea and plan in the most powerful way!

D. COMPANY DESCRIPTION

What business are you in?  Provide a specific description of your objectives.  Here you should provide a more detailed summary description of your business, your mission statement, your major products and services (just what is it, why would it be desired, and by whom, can it be legally protected), specifics of the industry, the special and unique features of your product or service and what you will do well that will insure success, and the special advantages or opportunities of the product in the marketplace (include the key success factors in this field, and information on such things as cyclical or seasonal aspects of the industry).  Describe the key strategic  and operational advantages of starting this firm now, and include any special historical aspects of the firm (special experience of the founders, etc.).  How is our business unique, and not just a "same old business."  You might also very briefly note the legal form of the business (proprietorship, partnership, S corporation, corporation, etc.)

Be sure you provide the reader (potential investor) with good reasons for believing that you will succeed.  Be extra careful to insure that it is clearly understood that your abilities, ideas and plans are directly fulfilling a read need in the marketplace.  What are your market and product pluses that make it compelling that you enter the market now?

E. MARKETING

Disregarding the obviously assumed importance of the financial section of this plan, the marketing section is, in most cases, the most important section of the plan.  While the financial section outlines what you need, money wise, and how you will use the funds, you will get no money for the idea if you don't show that your idea will work, and it will be a winner in the marketplace.  As appropriate (if something doesn't apply, don't include it just because it is mentioned in this outline), here are some areas that might be included in your plan:

1. MARKET ANALYSIS - MARKET RESEARCH

a. Special opportunities or advantages (how will it benefit the customer, what will it replace, etc.), how is product differentiated, etc.

b. Market size, trends, potential, saturation level (life cycle, etc.), chief characteristics

c. Your target market - niche, segment (this is a critical consideration).  Include an identification of your specific customers, and key customers, if any, who may account for a significant share of your sales (does the 80/20 rule apply?).  What industry are you in?  How and why do customers buy?  Who are the decision makers on buying?  Have you talked to customers?  How did they react?  Have you adapted to their needs and wants?

d. Your initial market share, eventual penetration

e. Product specifications, packaging, special selling features, etc., how will your customers apply your product or service to their needs?

2. COMPETITIVE ANALYSIS - provide a brief discussion here of who your major competitors are, what their strengths are (and special weaknesses that provide you with the opportunities), and be sure to include here how you expect them to respond to your entry into the market, and how you will neutralize or offset this entry.  How do you stack up to your competition, from both your firm's potential and that of your product or service?

3. ENTRY AND GROWTH STRATEGIES - Include projections of sales and market share, timing, profit discussion, etc.  What are the barriers to entry to you and others?

4. KEY MARKETING STRATEGIES - discuss strategies included in the 4 "P's" of marketing, but please do not make this an academic discussion

Product


Price

Promotion

Place/Distribution

5. SALES FORCE & SELLING STRATEGIES, SERVICE, PRODUCT SUPPORT, ETC.

6. SPECIAL TRADE TERMS, DISCOUNTS, COLLECTION STRATEGIES, ETC. as appropriate

F. TECHNOLOGY - PRODUCT DEVELOPMENT

Here you should discuss the developmental (R&D) issues of your product that are important, and that either create special problems, or give you a special "product plus").  Is your technology on the leading edge?  A new creation?  An innovation on an old product?  Are there any special risks, future development planned and needed?  Show the innovative and creative activity that will give you a special chance and opportunity in the market.  Have you done prototypes, small production runs, etc.?  You might also discuss the future here - where do you envision your firm going after the first year or few years?  How will you expand your line?  How will you not only maintain your market niche, but expand and grow?  Are there patent and copyrights?

G. MANUFACTURING - OPERATIONS

Depending on your type of business, you may not even discuss actual manufacturing here (such as, with a service business).  You will, however, consider issues such as the following:

1. Location

2. Facilities and capacity (consider such things as expansion ability, equipment requirements, space requirements, layout, etc.)

3. Any regulatory or environmental issues?

4. Supply sources?  Any critical considerations?  Transportation?

5. Quality and reliability issues - how "good" a product will you sell (remember, there is a clear tradeoff with cost and selling price - you just simply cannot have "the best product at the lowest price."  That is an oxymoron!

6. Inventory - inventory control

7. Labor supply - availability, cost, benefits costs, etc.

8. Production, manufacturing, sourcing, etc.  What steps are required to produce your product or service?  How is is made?  Where is it made?  Any critical parts?  Lead times?  Backup vendors?  

9. Make or buy decisions?

10. Do you have operating or production advantages over the competition?

H. MANAGEMENT OWNERSHIP

Please provide a brief description of the ownership and management of the firm.  Who are the investors/founders, stockholders, their share, their strengths (what they bring to the firm), etc.   What share?  Outside investors?  Who will manage the business, who is running the show?  Key people?  Hired managers?  Owners?  Will you use an advisory board (or outside advisors) to supplement the entrepreneurial team (accounting, legal, other areas where you have weaknesses)?  Provide resumes of founders in appendix (and please tab, or organize the appendix so items are easily found).  How will you attract key people and keep them?  How much money will the owners draw out of the business?  What is the compensation package? Deferred?  Initially, after break-even?  Be careful that you "suffer" sufficiently initially, and don't try to milk the business of profits too early to the detriment of those funding your business.

Will you have an "advisory" board of directors?

I. ORGANIZATION AND PERSONNEL

How many employees will you need?  What are their duties?  Who are your key and critical employees (quality, cost, availability)?  Labor pool?  Delegation of duties?  Organization of firm?  Compensation (incentives, vesting, if appropriate)?  Will you need any specialists or consultants?

J. FUNDS REQUIRED

You must clarify the amount of initial funding you need, and justify it.  Do not ask to too little.  The major single cause of failure in business is under-funding.  How much is needed?  

From what sources will you get it?  How will you use the money (revolving line of credit, working capital, equipment/facilities, inventory, selling/marketing expenses, etc.)?  Please understand, you must be at risk financially - outsiders will not fully finance your business.  

You must be a major stakeholder.  If the business folds, you must hurt financially, or you just simply will not get outside financing.  What security or collateral will you provide (if you own a house, you have to pledge it)?


     Someplace in this report, clearly show:

1. How much money do you need?

2. When?

3. For what use (be specific, identify large purchases, don't be afraid to ask for working capital)

4. When and how you will pay it off (if loans or debts).  Understand that financial sources want a way out, a way to harvest the investment.

K. FINANCIAL DATA

It is obvious that you must show here that the idea and proposal is viable.  You must discuss profit levels, ROI (don’t forget start-up costs), etc., but do not make it too complicated and "academic".  Just show the essentials and discuss them as appropriate. I require that you provide the following critically important statements:

1. PRO-FORMA INCOME STATEMENT

a) Monthly for the first year

b) Quarterly for the second year

c) Annually for the third to fifth years

2. PRO-FORMA BALANCE SHEET - Annual for years one to three

3. CASH FLOW

a) Monthly for first year.

b) Quarterly for years two and three.

4. BREAK-EVEN ANALYSIS

Show how long it will take to break-even.  Include brief discussion as well as 

analysis and any appropriate charts.

Be sure that you are realistic with these figures (no miracles allowed).  Please note that there is an ebb and flow to your expenses and income.  Nothing stays the same over five years.  Costs go up.  Be realistic.

As appropriate, you might want to discuss gross margins, comparisons to industry figures, some limited key ration analysis, cost control, or any other important issues or red flags to your business.  You must also discuss your key assumptions with these pro-forma forecasts, and how accurate you feel these assumptions will be (what risk).

One strategy you might want to use (your choice) that sometimes works is to show in detail (as above) what you think will realistically happen if all goes as you plan.  Then, in brief, (summarize key figures, do not replicate statements above), you might want to show a "best case" situation (if it really goes well), or a "worst case" analysis if there are serious problems (in this case, you might want to discuss how and when you will "bail out" and limit your losses, and those of your financial sources).

Finally, you might want to discuss how much additional funding might be needed if the plan's goals are missed - in short, plan ahead for "Murphy's Law."  Financial people don't like surprises.  Show them in advance what will happen financially in your worse case situation, and how you will cover this financial crisis as well as what additional funding you might need.

L. ADMINISTRATIVE CONSIDERATIONS

Consider such things as the name of the firm, logo, patents, trademarks, and other special proprietary issues, as necessary and appropriate to your project.

M. MAJOR MILESTONES

While you don't have to do a full Pert or Gantt analysis, if you don't feel it is appropriate, you should discuss when major milestones and "go/no-go" decisions will take place.  You may even put these in chart form, if this works well for you.  How will delays in development of the business be made up (so you don't miss a key season on opening day, etc.)

N. RISK ANALYSIS

Please identify and anticipate any potential killer risks to your firm.  How likely are they?  Consider economic, political, competitive, human, financial, regulatory risks, as appropriate.  Then be sure to show how you will neutralize and minimize them (you can never eliminate risks, you can't afford to).  Include here any contingency plans you have for your initial market penetration, and perhaps also include a discussion of the long run future.  What is your long-term vision for your firm?

O. APPENDIX

As needed and appropriate, include things like pictures and specs of products (also include in main body in limited form, as appropriate), resumes, lists of potential customers (particularly any letters of interest, or actual initial orders), key demographics, any critical legal documents (patents, etc.) and any key assumptions if not in main body discussion (and why you feel they are valid).  Please be sure you identify these appendix documents, and briefly discuss what they are, what they show, and why they are included.

CONCLUSION
Again, I remind you that the above is not all inclusive, nor should all of the above necessarily be included in your business plan.  If an area of consideration does not apply, do not include it.  In reverse, no doubt there will be many items you should include in your specific business plan that apply to your business that are not noted above.  If important, include it regardless of whether it is included in this partial outline.

Also, please note you are not required to follow the above format.  Use a format and order that fits your project and idea well.  Shuffle and mix, as appropriate, but be sure that if something should be considered, it is there!!!!

Make the main body of the report (excluding the appendix) no more than about 30 pages, and probably less (forty or less as an absolute maximum including the appendix).  Put a quality cover on the report, and use the capability of the computer to have excellent quality printing and graphics.  However, do not be too glitzy.  Be professional.  The quality of this business plan reflects and predicts to some degree the level of quality you will display in running your business.

If you make assumptions in this report, please be sure you defend their validity.

MAKE THIS PLAN A PORTRAIT OF YOU AND YOUR BUSINESS!
APPENDIX F

Business Plan Evaluation

PLAN NAME __________________________________________  TERM _____________

	

	CRITERIA

F

D

C-

C

C+

B-

B

B+

A-

A

A+

Cover Page, Contents

Executive Summary

Company Description

Market Analysis

Niche Identification

Competitive Analysis

Entry-Growth Strategies

Detailed Marketing  Strategies

Technology - Product Development

Operations

Organization/Management

Financial Discussion

Financials

Break-even

Risk Analysis

Major Milestones

Conclusion

Appendix

Professionalism of Plan

Quality Print/Graphics

Used current technology

All critical areas covered

No obvious fatal flaws

No spelling/grammar errors

Saleability of Plan

Feasibility of Plan




COMMENTS _______________________________________________________________________

_______________________________________________________________________

APPENDIX G

Rubric

Rationale for the Rubric
It should be noted that this rubric is not holistic, but analytic, in nature. That is, it is more specific than a rubric that would attempt to measure how a student may be doing in a particular course or class. The reason for this is that we are attempting to measure specific outcomes of the entrepreneurial curriculum, not an overall effect. To be precise, we wish to measure two things: 1) Content Knowledge and 2) Entrepreneurial Thinking. 

The problem with many educational programs is that they fail to be relevant to students’ lives. Even when teachers attempt to make the connection between learning and real-life application, all too often they are stymied by their own assessments, which tend to measure only content knowledge and not application. This rubric is designed to address that problem through a system of weighting. Four areas of the rubric assess creative thinking and problem-solving more than the others. The most obvious of these is “Entrepreneurial Thinking,” and it receives a weighting factor of two (2). The categories of “Market Research,” “Unifying Theme” and “Product or Service” contain elements of both content knowledge (such as identifying competitors, setting price and identifying a target market) and entrepreneurial thinking (such as vision/purpose, opportunity recognition and creativity/innovation). Therefore, they also receive weighting factors of two (2). These four rubric elements are weighted greater than the areas of the program that stress purely content knowledge. These elements, entitled “Industry Analysis” and “Financial,” receive a weighting factor of one (1). When taken together, one can see that “entrepreneurial thinking,” as a particular outcome of the Entrepreneurs in Action curriculum, receives a total weighting of twenty (20), while “content knowledge” receives a total weighting of twenty (20). That relationship is shown in table 1.
	Categories
	Maximum Points

	
	Content Knowledge
	Entrepreneurial Thinking

	Market Research
	4
	4

	Product or Service
	4
	4

	Industry Analysis
	4
	

	Unifying Theme
	4
	4

	Financial
	4
	

	Entrepreneurial Thinking
	
	8

	Total
	20
	20


Table 1.

Another feature of this rubric is that it will be possible for a student to score relatively poorly on content knowledge measures and still receive a fairly high “entrepreneurial” rating by scoring highly on the entrepreneurial portions of the scale. For example, if a student receives a score of one (1) in each of the content knowledge areas and receives a maximum rating in the entrepreneurial thinking areas, they will receive an overall score of thirty-four (34, or 85%) on the exercise. It may be argued that this aspect of the rubric more fairly measures the overall entrepreneurial tendencies of the student’s thinking, since many practicing entrepreneurs themselves have less than perfect understanding of the content knowledge areas. At the same time, this arrangement allows us as educators to see exactly where the student needs to focus attention in order to be more prepared.

	
	Level 0 - Beginner
	Level 1 - Novice
	Level 2 – Utilization
	Level 3 - Proficient
	Level 4 - Advanced

	Market Research (2)
	(0 pts)
Target market is not identified.
	(2 pts) Target Market identified, but lacks:

1) Wants or needs identified, 

2) Competition, 3) Plan for Advertising and Promotion, 4) Pricing Plan
	(4 pts) Target Market identified, plus 1 of:

1) Wants or needs identified, 

2) Competition, 3) Plan for Advertising and Promotion, 4) Pricing Plan
	(6 pts) Target Market identified, plus 2 of:

1) Wants or needs identified, 

2) Competition, 3) Plan for Advertising and Promotion, 4) Pricing Plan
	(8 pts) Target Market identified, plus 3 of: 

1) Wants or needs identified, 

2) Competition, 3) Plan for Advertising and Promotion, 4) Pricing Plan

	Product or Service (2)
	(0 pts)

Idea is not stated.
	(2 pts) Idea is vague, poorly stated and not developed. There is no evidence that the student combined knowledge in new ways or took a fresh or unexpected approach to the problem.


	(4 pts) Idea is present, but not clearly stated and not well developed. There is little evidence that the student combined knowledge in new ways or took a fresh or unexpected approach. 
	(6 pts) Idea is clearly stated but not well developed. There is some evidence of combining knowledge in new ways and approaching the problem from a fresh or unexpected point of view.
	(8 pts) Idea is clearly stated and well developed, with strong emphasis on combining knowledge in new ways and approaching the problem from a fresh or unexpected point of view.

	Industry Analysis (1)
	(0 pts)

Factors are not listed.
	(1 pt) The analysis of factors is barely mentioned, and omits a listing of special needs.
	(2 pts) The analysis of factors is present but weak, and includes 1 or more of the following special needs for this type of venture: 

1) equipment, 2) people 3) technology
	(3 pts) The analysis of factors is present but not complete, and includes 2 or more of the following special needs for this type of venture: 

1) equipment, 2) people 3) technology
	(4 pts) The analysis of factors is thorough, clearly explained, and includes each of the following special needs for this type of venture: 

1) equipment, 2) people 3) technology

	Unifying Theme    (2)
	(0 pts)

Purpose is not stated.
	(2 pt) Some effort is made to state a purpose, but it is vague and ambiguous. The essay lacks focus and does not include: 1) A Vision statement or 2) A Mission statement
	(4 pts) The purpose is presented, but is not clear and coherent, and not all parts of the essay support the purpose. The essay does not include: 1) A Vision statement or 2) A Mission statement
	(6 pts) The purpose is clear and coherent, but not all parts of the essay support the purpose. The essay includes one or more of: 1) A Vision statement and 2) A Mission statement
	(8 pts) The purpose is clear and coherent. All parts of the essay support the purpose. The essay includes: 1) A Vision statement and 2) A Mission statement

	Financial                  (1)
	(0 pts)

Costs are not stated.
	(1 pt) Description of costs is minimal, lacking major detail. It may mention, but does not explain, one or more of these: 1) Start-up costs, 2) Operational costs, and 3) Borrowing costs
	(2 pts) Description of costs is present but lacks sufficient detail. It includes one or more of: 1) Start-up costs, 2) Operational costs, and 3) Borrowing costs
	(3 pts) Description of costs is present, but is not thorough and complete. It needs more detail, but includes two or more of: 1) Start-up costs, 2) Operational costs, and 3) Borrowing costs.
	(4 pts) Description of costs is thorough and complete, and includes a well developed discussion of each of: 1) Start-up costs, 2) Operational costs, and 3) Borrowing costs

	Entrepreneurial Thinking (2)
	(0 pts)

Essay does not address the problem. 
	(2 pts) Essay lacks opportunity recognition, but includes one or more of the following: 

1) Creativity,

2) Innovation, 

3) Independent Thinking,

4) Risk/Reward,

5) Action Plan
	(4 pts) Essay does not persuade, has major flaws, but includes two or more of the following: 

1) Creativity,

2) Innovation, 

3) Independent Thinking,

4) Risk/Reward,

5) Action Plan
	(6 pts) Essay makes sense, but does not fully persuade. It includes three or more of the following: 

1) Creativity,

2) Innovation, 

3) Independent Thinking,

4) Risk/Reward,

5) Action Plan
	(8 pts) Essay is persuasive, complete and coherent. The solution includes well-developed: 

1) Creativity,

2) Innovation, 

3) Independent Thinking,

4) Risk/Reward,

5) Action Plan

	Total
	(0 pts)
	(10 pts)
	(20 pts)
	(30 pts)
	(40 pts)


Elements of the Analytical Rubric

Market Research

Students must address the wants or needs of a target market. Student work must include: 1) Prospective Customers, 2) Competition (direct or indirect), 3) Description of wants/needs, 4) Advertising and Promotion Plan, 5) Pricing Plan.

Product or Service
Student work must describe how their idea will fill a need or meet a want in the target market. The work should be characterized by the following: 1) Combining existing information in ways unusual or new to the student, and 2) Offering a fresh approach to solving a problem.

Industry Analysis
Student work should address factors related to a particular business area. These include: 1) An analysis of factors unique to a particular business, and 2) Special requirements for a particular type of venture, such as specialized equipment, people or technology. 

Unifying Theme
Student work must express the purpose of their venture. They must include: 1) A Vision Statement and 2) A Mission Statement. The explanation of the idea should be coherent, and all parts of the essay should contribute to the overall sense of purpose.

Financial
Student work must address: 1) Start-up costs, such as equipment, supplies, personnel, space requirements and technology, 2) Operational Costs, such as transportation, personnel and raw materials, and 3) Cash Requirements, such as borrowing, interest expense, and so forth.

Entrepreneurial Thinking
Overall, students should begin to see the big picture and to understand how entrepreneurship happens. Their work should display: 1) Creativity and Innovation in problem-solving, 2) Independent thinking, including a willingness to challenge boundaries or to consider a problem from a different perspective that what would be considered “conventional,” 3) An Action Orientation, or recognizing an opportunity and defining a plan for action, and 4) A Calculation of Risk and Reward.

Using the Rubric

	Student # _______________

Categories
	Levels

	
	0
	1
	2
	3
	4

	Market Research (2)
	
	
	
	
	

	Product or Service (2)
	
	
	
	
	

	Industry Analysis (1)
	
	
	
	
	

	Unifying Theme (2)
	
	
	
	
	

	Financial (1)
	
	
	
	
	

	Entrepreneurial Thinking (2)
	
	
	
	
	

	Total Score Per Level
	
	
	
	
	

	Total Score
	


In order to use the rubric, the rater will use the following form while referring to the master rubric. The rater will place a mark in the appropriate box. At the conclusion of the rating, the rater will total the score from each level and will place the total at the bottom of the form.

APPENDIX H

What is Entrepreneurship Education?
Entrepreneurship education is the process of providing individuals with concepts and skills to help them: 1) recognize opportunities that others have overlooked, and 2) have the insight and courage to act where others have hesitated.  It includes instruction in opportunity recognition, marshaling resources in the face of risk, and initiating a business venture.  It also includes instruction in business management processes such as business planning, capital development, marketing, and cash flow analysis.

We want to impact public school environments as well as collegiate level and adult education.  With the rapid advances in technology and our ever-changing world we feel that entrepreneurship education will help individuals meet the challenges that are before us.  In addition, we want to conduct research on new and innovative ventures that will likely have impact on twenty-first century living and will help develop research structures for new ventures.


We are interested in spreading the "E spirit" throughout this region and as much of the United States as we possibly can.  Figure 1 shows our overall conceptualization of our entrepreneurship spirit.  Our interest is in the area of interdisciplinary entrepreneurship programs, regional networks and forums, coalition development and entrepreneurship curriculum development.  
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