INSTRUCTOR’S MANUAL – EXPLORING 3.0
CHAPTER 2
ENTREPRENEURSHIP
INTRODUCTORY SCENARIO: THE CHALLENGES OF STARTING A BUSINESS

An innovative idea, the ability to run a business, and willingness to bear risk can make you a successful entrepreneur. Mary and Rick Jurmain became entrepreneurs when they started their company, Baby Think It Over. Their great business idea came to them while watching a TV program about teenage pregnancy. To simulate the challenge of caring for an infant, teens on the program were assigned to tend baby-size sacks of flour. Rick remarked that trundling around a sack of flour wasn’t exactly a true-to-life experience.  Mary suggested that her husband—a between-jobs aerospace engineer—build a better baby, and within a couple of weeks, a prototype was born. Rick’s brainchild was a bouncing 6.5-pound bundle of vinyl-covered joy with an internal computer to simulate infant crying at realistic, random intervals. He also designed a drug-affected model to simulate tremors from withdrawal, and each model monitored itself for neglect or ill treatment. The company that started in the Jurmain’s garage, moved to Wisconsin where it was re-christened to BTIO Educational Products Inc. to reflect its expanded product line. By 1998, almost forty thousand simulators had been babysat by more than a million teenagers in nine countries. In 2003, the name of the Jurmains’ company was changed once again, this time to Realityworks Inc. The change, explains the company Web site, reflects its decision “to focus on what the company does best, providing realistic learning experiences.”

1. WHAT IS AN ENTREPRENEUR?
Define entrepreneurship.

Describe the three characteristics of entrepreneurial activity.

Identify five potential advantages to starting your own business.

Explain the differences among three types of start-up firms.

1.1—How did the Jurmains become entrepreneurs? 

· They came up with an innovative way of improving an existing product. Rick and Mary Jurmain were trained as engineers so they had the knowledge to build the simulator. Mary had a good head for business so she had the ability to set up and run the business.

· They were willing to take a risk. Part of their motivation was that Rick was unemployed and they needed to bring in an income.

1.2—Who is an entrepreneur? 
An entrepreneur is someone who identifies a business opportunity and assumes the risk of creating and running a business to take advantage of it. [Note: this definition ties in the factors that allowed the Jurmains to become entrepreneurs: innovative product, ability to run a business, willingness to take a risk.
1.3—What is the nature of entrepreneurship?

Entrepreneurial activity has the following characteristics:

· Innovation–applying a new technique or technology, opening a new market, or developing a new form of organization.
· Running a business–a business combines resources to produce goods or services. An entrepreneur sets up a business to make a profit.
· Risk-taking–the outcome of the entrepreneurial venture can’t be known. Entrepreneurs, therefore, are always working under a certain degree of uncertainty.
1.3.1—This chapter will help you find answers to some of these questions:
· Should I start a business?

· What are the advantages and disadvantages of starting a business?

· How do I come up with a business idea?

· Should I build a business from scratch, buy an existing business, or invest in a franchise?

· How do I go about planning a business?

· What steps are involved in developing a business plan?

· Where would I find help in getting my business started and operating it through the start-up phase?

· How can I increase the likelihood that I’ll succeed?

1.4—Why do people start their own business and become entrepreneurs? 


The most common reasons for starting a business are:

· To be their own bosses

· To accommodate a desired lifestyle

· To achieve financial independence

· To enjoy creative freedom

· To use their skills and knowledge
1.5—What questions might you ask yourself if you want to assess whether becoming an entrepreneur is for you?

· Am I a self-starter?

· How well do I get along with different personalities?

· How good am I at making decisions?

· Do I have the physical and emotional stamina?

· How well do I plan and organize?

· Is my drive strong enough?

· How will my business affect my family?
1.5.1—What fears do people have that keep them from becoming entrepreneurs?
· Money (they are afraid they will not be able to fund the business)

· Security (they like the security of a job that provides a steady income)

· Competition (they have an idea but cannot distinguish it from similar ideas)

· Lack of ideas (they don’t have any ideas at all)

1.5.2—IN-CLASS ACTIVITY

Yes, But Is It Ethical?
Cases and Problems: Ethics Angle: Term Papers for Sale

Description: How about starting an online business selling term papers? Sounds like a good idea, but is it ethical?
	1.5.2—Appropriate In-Class Use

	Discussion
	Team Activity
	Class Time
	Assign Ahead

	√
	
	20 minutesminutes
	Not necessary necessary


1.5.3—In-Class Activity
Entrepreneurial Attributes

Question: End-of-Section Questions and Solutions #1
Overview of Question: Referring to the attributes discussed in the text, use the following table to indicate the extent to which each attribute characterizes you. Do you have what it takes to be a successful entrepreneur?
	Attributes of Entrepreneurs
	Doesn’t sound like me
	Sounds like me to a certain extent
	Sounds a lot like me

	Are creative
	
	
	

	Are passionate about what they’re doing
	
	
	

	Are risk taking optimists
	
	
	

	Work long hours to reach desired goals
	
	
	

	Take pride in what they are doing
	
	
	

	Get satisfaction from something they enjoy
	
	
	

	Have flexibility to adjust to changing conditions
	
	
	


	1.5.3—Appropriate In-Class Use

	Discussion
	Team Activity
	Class Time
	Assign Ahead

	√
	
	15 minutes
	Not necessary


1.6—Entrepreneurs vs. Small Business Owners 

Most entrepreneurial ventures begin as small businesses, but not all small business owners are entrepreneurs. Here are the important distinctions between entrepreneurs and small business owners who start lifestyle businesses:
	Entrepreneurs
	Small Business Owners

	
	

	Start business to create new or
	Salary Substitute Firm

	improved products
	Start business to provide income similar to what they would make 

	
	working for a company

	Plan to grow and expand
	Typically offer common products such as retail merchandise, pizza

	
	

	Examples: Google, MySpace,
	Lifestyle Firm

	Apple
	Aren’t innovators

	
	Start business to pursue a particular lifestyle

	
	Have no plans to grow or expand

	
	Examples of businesses: surf shop, rock climbing excursions


2. IMPORTANCE OF SMALL BUSINESS TO THE U.S ECONOMY

Define a small business.

Explain the importance of small businesses to the U.S. economy.

Explain why small businesses tend to foster innovation more effectively than large businesses.

Describe some of the ways in which small companies work with big companies. 

2.1—What is a small business? 
The Small Business Administration (SBA) recently redefined a small business as one that:

· Is independently owned and operated
· Is organized for profit
· Is not dominant in its field
· Is of a certain size that varies by industry  
· Manufacturing company is small if the number of employees ranges from 500 to 1,500
· Service firm is small if its revenues do not exceed $2.5-$38.5 million
2.1.1—Some examples of “big” businesses that started “small”:
· Microsoft

· Wal-Mart

· Apple Computer

· Dell Computer

· eBay 

· Google

· Amazon.com

· Facebook

2.2—Why are small businesses important to the U.S. economy? 
There are 4 main reasons why small businesses are important to the U.S. economy:

· They create jobs.
More than three‑fourths of all new jobs are created by small businesses. 

· They spark innovation.
Examples: Airplane, PC, soft contact lenses 
Small businesses are innovative because they foster: 

· Environments that attract talent
· Faster decision making
· Focused research
· Compensation packages that reward top performers
[Big business tries to spark innovation by trimming some organizational fat. Some even have separate work units in which individuals are given the freedom to focus on new products.]

· They provide opportunities to achieve financial success, including opportunities for women and minorities. 

· They support big businesses by providing services and distributing products. 
2.2.1—In-Class Activity

Small Businesses and the U.S. Economy

Question: End-of-Section Questions and Solutions #2
Description: What would be the effect on the U.S. economy if a substantial portion of small businesses closed? How would these closings affect workers, consumers, and other businesses?

	2.2.1—Appropriate In-Class Use

	Discussion
	Team Activity
	Class Time
	Assign Ahead

	√
	
	10 minutes
	Not necessary


3. WHAT INDUSTRIES ARE SMALL BUSINESSES IN?

Describe the goods-producing and service-producing sectors of an economy.
Identify the industries in which small businesses are concentrated.

3.1—In which sector do we find most small businesses—goods producing or service? 
The goods producing sector includes all businesses that produce tangible goods—they are generally involved in manufacturing, construction, agriculture.

The service-producing sector includes businesses that provide services, including retail, transportation, insurance, real estate, health care, advertising, and accounting.

80% of businesses are in the service sector; 20% are in the goods-producing sector.

Service producing companies are in these areas: 
· Accommodations and food services
· Professional and technical services

· Retail and wholesale

· Real estate
· Health care

· Other

Good producing companies are in these areas:
· Construction

· Manufacturing

· Other
Entrepreneurs are turning increasingly to the Internet as a venue for start-up ventures.  Many of these Internet entrepreneurs have become very wealthy. For example, Mark Zuckerburg, founder of Facebook is worth more than $54 billion.

3.1.1—IN-CLASS ACTIVITY

What Small Businesses Do You Patronize?

Question: End-of-Section Questions and Solutions #3
Description: What small service-producing businesses do you patronize frequently? With what small goods-producing firms do you do business regularly?

	3.1.1—Appropriate In-Class Use

	Discussion
	Team Activity
	Class Time
	Assign Ahead

	√
	√
	10 minutes
	Not necessary


4. ADVANTAGES AND DISADVANTAGES OF BUSINESS OWNERSHIP

Summarize the advantages and disadvantages of business ownership.

4.1—What are the advantages and disadvantages of starting a business? 

4.1.1—Teaching Tip: You can ask this as a general question or you can ask students if any of them or their parents run their own businesses. Ask those who say yes to identify some of the advantages and disadvantages that they or their parents have encountered. (Students are typically quite willing to share this information.)

Advantages:

· Independence—you’re your own boss.
· Lifestyle—flexibility to work when you want and, sometimes, where you want.
· Financial rewards—you might be more successful financially by running your own business than by working for someone else.
· Learning opportunities (students often omit this item)

· Creative freedom and personal satisfaction—you get to work at something you. Enjoy.
Disadvantages:

· Financial risk—you might earn a living but not necessarily much more (compare the long hours with no guaranty of financial success).
· High stress level—you’ll have a lot to worry about.
· Huge time commitment 

· Undesirable duties—when you first start a business, you might have to do just about everything that needs to be done, including some unpleasant tasks, such as firing people (students don’t usually mention this drawback).
4.1.2—In-Class Activity

Advantages and Disadvantages of Small Business Ownership

Question: End-of-Section Questions and Solutions #4
Description: Identify 5 advantages of small business ownership and then rank them according to their importance to you. What factors generally discourage people from starting small businesses? Which of these factors might discourage you from starting a business?

	4.1.2—Appropriate In-Class Use

	Discussion
	Team Activity
	Class Time
	Assign Ahead

	√
	√
	10 minutes
	Not necessary


4.1.3—In-Class Activity

Should You Drop Out of School and Start a Business?

Question: End-of-Section Questions and Solutions #5
Overview of Question: Because you’re convinced that the best way to get rich quick is to work for yourself, you’re thinking about starting your own business. You have an idea, $100,000 that you just inherited, and a location—Palo Alto, CA (the best place in the U.S. to get rich). Should you drop out of college and start your own business? What financial risks should you consider? What are your chances of succeeding? Will you in fact make more money running your own business than working for someone else?

	4.1.3—Appropriate In-Class Use

	Discussion
	Team Activity
	Class Time
	Assign

Ahead

	√
	√
	15 minutes
	Not necessary


5. STARTING A BUSINESS
Explain what it takes to start a business. Evaluate the advantages and disadvantages of small business ownership options—starting a business from scratch; buying an existing business; or obtaining a franchise.

5.1—Let’s say that you have the talent and determination to launch a business. What decisions do you need to make when starting out? 

You should consider 6 questions:

· What’s your great business idea? Is it feasible?

· What type of business is right for you (manufacturer, retailer, wholesaler, professional‑services provider)?

· Should you start a business that’s similar to others or innovate (come up with a new product or a way to do something better)?

· Should you start a completely new business, buy an existing business, or buy a franchise (we’ll expand on these options later)?

· Do you want to start the business by yourself or with others?

· What legal form of organization do you want to use: sole proprietorship, partnership, and corporation (again, we’ll expand on these options later)?

5.1.1—In-Class Activity

Which Business Option Would You Pick?

Question: End-of-Section Questions and Solutions #6
Description: If business ownership interests you, you can start a business, buy an existing business, or obtain a franchise. Evaluate the advantages and disadvantages of each option. Which option do you find most appealing and why? Describe the business you would probably start.

	5.1.1—Appropriate In-Class Use

	Discussion
	Team Activity
	Class Time
	Assign

Ahead

	√
	√
	15 minutes
	Not necessary


5.2—So you want to start a business. How do you come up with a great business idea? 

5.2.1—Teaching Tip: Alert the students to the fact that the following concepts are extremely important:

· The key to coming up with a great business idea is giving customers something they want—or, more importantly, filling an unmet need.

· The purpose of starting a business is to satisfy customers.

· In coming up with a business idea, don’t ask, “What do I want to sell?” but rather “What does my customer want to buy?”
5.2.2—So once again: How do you come up with a great business idea? 

5.2.3—Teaching Tip: Ask students to generate a list of idea sources. Here are some mentioned in the text:

· Rely on past experiences (perhaps as a customer).

· Think about your hobbies or other interests (that’s what Nike’s Phil Knight did—he was a runner who wanted to serve the needs of runners).

· Consider your past experience in an industry (that’s what Wal‑Mart’s Sam Walton did—he worked in retail and wanted to open his own store to sell goods at low prices).

5.3—Phil Knight decided to start Nike from scratch. What other options are there for starting a business? What are the advantages and disadvantages of each? 
Let’s focus on 3 options:

1. Start from scratch (as Knight did)

Advantages

· You can build your business your way.

· You select everything—product, location, employees.

Disadvantage

· It’s your riskiest option—your idea is unproven.

2. Buy an existing business



Advantages

· You get a proven product or service, customers, location, employees, suppliers.

· It’s easier to predict your likelihood of success.



Disadvantages

· It’s tough to decide how much to pay for the business.

· The business could have existing drawbacks (disappointed customers, upset employees, a location that’s going downhill, and a former owner who can compete with you).

3. Get a franchise

What’s a franchise?
A franchise grants the buyer of a franchise (the franchisee) the right to use its brand name and sell its products. Example: McDonald’s
Franchising has become an extremely popular way to do business. A new franchise opens every 8 minutes in the United States, where 1 of 12 businesses is now a franchise. 

Advantages
· You get a known brand (and a ready-to-go business).

· You get lots of help in starting and running your business.

· You get help in advertising.

· You get ongoing support.

· Your investment is safer—the business is proven and customers often know the product.

Disadvantages 

· Cost—franchises are expensive to buy and run.

· You must pay a franchise fee to get a franchise.

· You must pay a royalty fee to keep running the business.

· You must buy the franchiser’s stuff (food and other products, etc.).

· You must abide by the franchiser’s rules.

· The franchiser may fail to perform as promised.
5.3.1—IN-CLASS ACTIVITY

A Subway Franchise

Cases and Problems: Learning on the Web: Would You Like to Own a Sub Shop?

Description: Subway began in 1965, when 17-year-old Fred DeLuca opened a tiny sandwich shop hoping to put himself through college. Go to Subway’s Web site and learn about franchise opportunities. Examine the pros and cons of buying a franchise and decide whether you’d be interested in buying a Subway franchise.

	5.3.1—Appropriate In-Class Use

	Discussion
	Team

Activity
	Class

Time
	Assign

Ahead

	√
	
	15 minutes
	Recommended: Students need to go online


5.3.2—In-Class Activity

1-800-GOT-JUNK?

Question: End-of-Section Questions and Solutions #7
Description: How would you like to spend your summer collecting trash in a used pickup? Doesn’t sound very appealing, does it? Would you quit college to do it full time? Probably not. But that’s exactly what Brian Scudamore did. And he got very rich doing it. His summer job turned into the company known as 1-800-GOT-JUNK, one of the fastest-growing franchises in the United States and Canada. Check out the company’s Web site and decide whether you’d buy a 1-800-GOT-JUNK franchise. Present your conclusions to the class.

	5.3.2—Appropriate In-Class Use

	Discussion
	Team

Activity
	Class

Time
	Assign

Ahead

	√
	
	20 minutes
	Recommended: Students need to go online.


6. THE BUSINESS PLAN 
Discuss the importance of planning for your business and identify the key sections of a business plan.

6.1—What’s the most important step in the process of starting a business?

Creating a business plan: A document that identifies the goals of your proposed company and explains how they’ll be achieved it is a blueprint for your proposed company 

[Note: There’s an expanded discussion of the business plan later in this chapter.]

6.1.1—What’s the purpose of a business plan?

Basically, a business plan serves 3 purposes:

· It shows how your business will be built.

· It shows how you intend to make it successful.

· It shows how your business will be financed.

6.2—How does a business plan tell the story of your proposed business? 

It tells the story of your business concept by describing the following items:

· The qualifications of your management team

· Your legal form of business ownership

· The goods and services that you’ll provide

· Your customers and competitors

· Your product development, production, and marketing activities

· Your projected profits and borrowing needs

6.2.1—Teaching Tip: The Shelf Life of a Business Plan

Remind students that a business plan is helpful beyond the start-up phase—that it can be an ongoing guide to operating your business and a yardstick to measure its performance.

6.3—What are the benefits of a business plan? 

The process of preparing a business plan:

· Forces you to think critically about your business.

· Reduces your risk of failure.

· Makes you analyze your business concept and the industry in which you’ll operate.

· Forces you to make strategic decisions in the areas of management, staffing, production, marketing, and finance. 

· Persuades investors and lenders to give you money.

6.4—What do investors and lenders look for in a business concept?

· Investors—quality of the business concept and the ability of management to make the venture successful.
· Bankers—ability of the business to generate cash to repay its loans.
6.5—What are the sections of a business plan?

We’ve divided the business plan into 11 sections:

· Executive Summary 

The most important part: Written after the rest of it’s completed, it provides an overview of the plan.

· Description of Proposed Business 

Provides a brief description of your company, explaining the following items:

· What the business will do

· What products it will provide

· What’s unique about it

· Who its customers are

· How it will sell its products

· Where it will be located

· Industry Analysis 

Introduces the industry in which the firm will be competing, including the following items:

· Players in the industry

· Size (in terms of total sales)

· Outlook (whether it’s growing or shrinking)

· Expected future influences on the industry

· Mission Statement and Core Values 

Presents 2 statements:

· Mission Statement—purpose or mission of the company.
· Core Values—fundamental beliefs about what is and isn’t appropriate in conducting the company’s activities.
· Management Plan 

This furnishes information about the qualifications of a management team, especially its ability to turn a business concept into a profitable venture.

It also describes the proposed legal form of the organization: sole proprietorship, partnership, or corporation. Additionally, it describes the company’s organizational structure–the relationship among individuals within the company.

· Goods, Services and the Production Process

Describes the goods and services that the company will provide; also explains why they’re better than those offered by the competition and how they’ll fulfill an unmet need. Indicates how the firm plans to obtain or make its products; will vary depending on whether it’s a service provider, retailer, or manufacturer.

· Marketing 

Focuses on 4 marketing-related areas:

· Target market

· Pricing

· Distribution

· Promotion

It also addresses e-commerce.

· Global Issues 

Describes any involvement in international markets and identifies global challenges and approaches for overcoming them.
· Financial Plan 

Presents financial projections covering the following items:

· Expected sales

· Costs

· Profits

· Cash needed for start‑up and operations

· Sources of funding

· Appendices 

Covers supplemental information, such as management‑team résumés and detailed financial statements.
6.5.1—In-Class Activity

Where Does It Go in the Business Plan?

Question: End-of-Section Questions and Solutions #8
Overview of Question: You’re given 12 pieces of information about a proposed business to sell chocolate chip cookies to college students. Using the format described in the chapter, put these various pieces of information into the relevant section of a business plan.

	6.5.1—Appropriate In-Class Use

	Discussion
	Team Activity
	Class

Time
	Assign Ahead

	√
	√
	15 minutes
	Not necessary


6.5.2—BUSINESS PLAN PROJECT
The business plan project begins in this chapter. The document entitled “Introducing Your Business Plan” provides an overview of the project and presents a suggested format for the plan itself. The format is similar to the one introduced in this chapter. The first assignment is described in the document entitled “Group Report: Your Great Business Idea.” Each team is asked to submit a written report identifying its great business idea and explaining why it selected this idea for further development.

7. HOW TO SUCCEED IN MANAGING A BUSINESS

Discuss ways to succeed in managing a business and explain why some businesses fail.

Identify sources of small business assistance from the SBA.

7.1—Game Playing: Getting Ahead in the Race to Success

Divide your students into teams. Ask each team to assume that its members have just become owners of the Indianapolis Motor Speedway. This automobile‑racing track is the largest sports facility in the world and can seat 250,000 people in the stands and another 400,000 in the infield. Ask each team to draw up a list of things that the team could do, as the owners of the business, to ensure the raceway’s continued success. Ask some teams to present their lists to the class. [Note: Don’t let students use their books for this exercise.]

Lists will probably reflect the one presented in the text: 
· Know your business: Successful business owners know what they’re doing.

· Know the basics of business management: You can start a business on the basis of a great idea, but to run it, you need to understand the functional areas of business—accounting, finance, management, marketing, production.

· Have the proper attitude: If you own it, you are the business; you must have a passion for your work.

· Get adequate funding: You can have a tremendous business idea, a talented management team, and a brilliant marketing strategy, but if you run out of cash, your career as a business owner could be very brief.

· Manage your money effectively: Pay attention to cash flow—money coming in and money going out.

· Manage your time efficiently: You can’t do everything, so develop some time‑management skills and learn to delegate.

· Know how to manage people: Hiring, keeping, and managing good people are crucial to the success of any business.

· Satisfy your customers: Commit yourself to satisfying—even exceeding—customer needs.

· Know how to compete: Find your niche in the market and keep an eye on your competitors.

7.2—Why Do Businesses Fail?

· Bad business idea. Like any idea, a business idea can be flawed, either in the conception or the execution.
· Cash problems. Too many new businesses are underfunded.
· Managerial inexperience or incompetence. Many new business owners have no experience in running a business, and many have limited management skills.
· Lack of customer focus. Some owners fail to make the most of a small business’s advantage in providing special attention to customers.
· Inability to handle growth. When a company grows, some owners fail to delegate work or to build an organizational structure that can handle increases in volume.

7.2.1—Game Playing: Prescriptions for Failure

In 30 seconds, match up the business scenarios in the left‑hand column with one of the common reasons for businesses failure in the right‑hand column: 
	Business Scenarios
	Reasons for Failure

	1. A recycling plant powered by people riding bikes
	Lack of customer focus (4)

	2. A casino with $1,000 in start up cash
	Cash problems (2)

	3. A nursing home headed by a geologist
	Bad business idea (1)

	4. A washing machine repair shop refuses to schedule days on which repairs will be made
	Inability to handle growth (5)

	5. A restaurant that’s tripled in size but refuses to add any waitresses
	Managerial inexperience or incompetence (3)


7.3—If you’re struggling to start or run your own business, what can the Small Business Administration (SBA) do to help?

The SBA offers assistance in the following areas:

· Assistance in developing a business plan, starting a business, obtaining financing, and managing an organization. 
· Financial assistance through loan‑guarantee programs. 

· Training and assistance with business problems through Small Business Development Centers.
· Teams of retired executives to furnish business advice through the Service Corps of Retired Executives (SCORE).
7.3.1—In-Class Activity

Business on a Budget

Question: End-of-Section Questions and Solutions #9
Overview of Question: Prior to class, read the article entitled “Business on a Budget,” and then select a business of interest to you that can be started for $20 or less. Be prepared to make a brief presentation to the class in which you identify the business you’ve selected and indicate all of the following: (a) why the businesses interests you; (b) what you should do to ensure its success; (c) where you’d go for any needed business assistance.
	7.3.1—Appropriate In-Class Use

	

	Discussion
	Team Activity
	Class Time
	Assign Ahead

	√
	√
	15 minutes
	Not necessary


7.3.2—In-Class Activity

Why Businesses Fail

Question:  End-of-Section Questions and Solutions #10
Description: Why do some businesses succeed while others fail? Identify three factors that you believe to be the most critical to business success. Why did you select these factors? Identify three factors that you believe to be primarily responsible for business failures, and indicate why you selected these factors.

	7.3.2—Appropriate In-Class Use

	Discussion
	Team Activity
	Class Time
	Assign Ahead

	√
	√
	15 minutes
	Not necessary


COMPREHENSIVE IN-CLASS ACTIVITIES

C1—Comprehensive In-Class Activity (see answers below)
Is Entrepreneurship for you?
Cases and Problems: Career Opportunities: Do You Want to Be an Entrepreneur?

Description: Go to the Wetfeet Web site and review the entrepreneur profiles. Select two entrepreneurs who interest you. Find out what they do, why they do it, and what qualities or experiences prepared them to start businesses. Decide if entrepreneurship is for you. Discuss your conclusions with the class.

	C1—Appropriate In-Class Use

	Discussion
	Team Activity
	Class Time
	Assign Ahead

	√
	
	20 minutes
	Recommended: Students must go first to the Wetfeet site.


C2—Comprehensive In-Class Activity (see answers below)
Are You a Team Player?
Cases and Problems: Team-Building Skills: Are You a Team Player?

Description: Knowing how to be an effective team member is a vital life-time skill, but it takes time and effort to learn how to work on a team. As a first step, assess whether you possess characteristics that will help you be a successful team member by taking a “Team Player” quiz available online. Then meet with your fellow team members and have the group come up with ground rules to increase the likelihood of your team achieving success.

	C2—Appropriate In-Class Use

	Discussion
	Team Activity
	Class Time
	Assign Ahead

	√
	√
	20 minutes
	Recommended:

Have students take online “Team Player” test prior to meeting with team.


END-OF-SECTION QUESTIONS AND SOLUTIONS

1. Entrepreneurial Attributes [In-Class activity]

Do you have what it takes to be an entrepreneur? To find out, review the attributes mentioned in the text that can be used to characterize entrepreneurs. Next, use the following three-point scale to indicate the extent to which each of the attributes characterizes you: (1) doesn’t sound like me; (2) sounds like me to a certain extent; (3) sounds a lot like me. Based on your responses, do you think that you have the attributes of an entrepreneur? Do you think you could be a successful entrepreneur? Why or why not?

The following table organizes the attributes that the text uses to describe entrepreneurs in the section entitled “Why Become an Entrepreneur?” Students might set up a table to indicate the extent to which each attribute characterizes them or use some other format to summarize the same information.

	Attributes of Entrepreneurs
	(1)

Doesn’t sound like me
	(2)

Sounds like me to a certain extent
	(3)

Sounds a lot like me

	Are creative
	
	
	

	Are passionate about what they’re doing
	
	
	

	Are risk-taking optimists
	
	
	

	Work long hours to reach desired goals
	
	
	

	Take pride in what they’re doing
	
	
	

	Get satisfaction from doing something they enjoy
	
	
	

	Have flexibility to adjust to changing situations
	
	
	


The responses to the remaining questions—Do you think that you have the attributes of an entrepreneur? Do you think you could be a successful entrepreneur? Why or why not?—will vary by student.

2.
Small Business [In-Class activity]
How “small” is a small business? If a substantial portion of small businesses in the United States suddenly closed, what would be the impact on the U.S. economy? How would all these closings affect workers, consumers, and other businesses?

How “small” is a small business?
According to the Small Business Administration, a small business is one that is independently owned and operated, exerts little influence in its industry, and meets a size limitation based on its industry.
If a substantial portion of small businesses in the United States suddenly closed, what would be the impact on the U.S. economy?

Catastrophic. More than 28 million small businesses in the United States generate about 50% of our gross domestic product.

How would all these closings affect workers, consumers, and other businesses?

The effects would be dramatic and negative:

· Workers: With more than half of all U.S. adults either self-employed or working for businesses with fewer than 500 employees, job loss would be substantial. Job creation would be reduced significantly, as would opportunities for people (including women and minorities) to achieve financial success.
· Consumers: Because small businesses develop more patents per employee than large firms (1.7 per 100 employees vs. 26.5 per 100 employees during a recent four-year period) product innovation would suffer significantly.
· Other Businesses: With small businesses providing components and services and distributing their products, the economic activity of large organizations would be reduced substantially.

3.
What Small Businesses do you Patronize? [In-Class activity]
Why are most small businesses found in the service‑producing sector? Identify five small service‑producing businesses that you patronize frequently. What kinds of small businesses are found in the goods‑producing sector? What small goods‑producing firms do you do business with regularly?

Why are most small businesses found in the service-producing sector?

The service-producing sector includes all businesses that provide services but don’t make tangible goods. The high concentration of small businesses in the service-producing sector, which accounts for 62% of GDP, reflects the makeup of the overall U.S. economy.
Identify five small service-producing businesses that you patronize frequently.

Answers will vary. Students might cite retail, transportation (for example, airlines), health care, personal services (hairdressers, cleaners), communications (cable, DSL, telephone provider), restaurant, entertainment (movie theatres, concerts), and hotel operations.
What kinds of small businesses are found in the goods‑producing sector?

Students should exclude businesses requiring tremendous investments in property, plant, and equipment, such as automobile makers. The U.S. goods-producing sector, which accounts for only 38% of GDP, encompasses all businesses that produce tangible goods, including companies involved in manufacturing, construction, and agriculture.

What small goods‑producing firms do you do business with regularly?

Again, answers will vary. Students will have trouble identifying small businesses that produce goods. Many manufacturers are large and can’t be considered small businesses, and the line between a goods producer and a service provider can be vague. Possibilities include construction companies, local bakeries, and florists, companies making customized products such as T‑shirts or surfboards, games makers, poster manufacturers, and artists who create pictures or jewelry.

4.
The Advantages and Disadvantages of Small Business Ownership [In-Class activity]
First, identify five advantages of small‑business ownership. Next, rank these advantages according to their importance to you. Why did you rank them as you did? What factors discourage individuals from small-business ownership? Indicate which of these factors might discourage you from starting a business. Explain why.

Students might display answers by means of tables. Selected advantages and disadvantages will vary, as will rankings and the reasons behind them:

	Advantages of Small Business Ownership
	Ranking
	Reason for Ranking

	Independence
	
	

	Financial rewards
	
	

	Lifestyle
	
	

	Learning opportunities
	
	

	Creative freedom and personal satisfaction
	
	


	Disadvantages of Small Business Ownership
	Ranking
	Reason for Ranking

	Financial risk
	
	

	Stress
	
	

	Time commitment
	
	

	Undesirable duties
	
	

	Likelihood of failure
	
	


5.
Starting Your Own Business [In-Class activity]
Because you’re convinced that the best way to get rich is to work for yourself, you’re thinking about starting your own business. You have an idea and $100,000 that you just inherited from a great aunt. You even have a location: Palo Alto, California, which (according to a May 2004 Forbes magazine article by Betsy Schiffman) is the best place in the United States to get rich. But, there’s a downside: To move to California and start your own business, you’ll have to drop out of college. What financial risks should you consider in making your decision? What are your chances of succeeding with your plan? Are you willing to take the financial risk needed to start a business? Why or why not? Are you likely to make more money running your own business than working for someone else?

What financial risks should you consider in making your decision?

Students should recognize that the decision to drop out of college, move to California, and start a new business involves considerable financial risk. It takes a lot of money to start a business and guide it through the start-up phase (which can last for over a year). It will probably require committing most, if not all, of the inherited $100,000 and could still require going into debt. If things don’t go well, the financial loss can be substantial. In addition, there’s no guaranteed income, and there might be times, especially in the first few years, when the business doesn’t generate sufficient cash to support its owner. These risks should be weighed against the safe path of staying in college and holding onto the $100,000 for some future purpose.

What are your chances of succeeding with your plan?
Students should mention the high risk of failure for new businesses. One-third of small businesses with employees go under within the first two years, and by the five-year mark, it’s up to 50%. Reasons for failure include a bad business idea, cash problems, managerial incompetence or inexperience, lack of customer focus, and inability to handle growth.

Are you willing to take the financial risk needed to start a business? Why or why not?
Answers will vary. Perceiving the financial risk as too great, some students will opt to stay in school. In support of this “safe” option, they might point out that you can have the most brilliant idea, the best marketing approach, and a talented management team, but if you run out of cash, your entrepreneurial career will be short lived. Those who are willing to take the risk and start the business might mention some advantages of becoming an entrepreneur: being your own boss, achieving financial independence, enjoying creative freedom, using your skills and knowledge. They might also mention that entrepreneurs are risk-taking optimists who are willing to commit to long hours to achieve desired goals.

Are you likely to make more money running your own business than working for someone else?
Students should answer yes. Despite high financial risk, running your own business gives you a chance to make more money than if you were employed by someone else.

6. Starting a Business [In-Class activity]
If business ownership interests you, you can start a new business, buy an existing business, or obtain a franchise. Evaluate the advantages and disadvantages of each option. Which option do you find most appealing and why? Describe the business you would probably start.

Evaluate the advantages and disadvantages of business ownership options—starting a business, buying an existing business, or obtaining a franchise.

Student answers should reflect those in the following table:

	Ownership Option
	Advantages
	Disadvantages

	Starting a new business
	· You can start with a clean slate.

· You can build the business your way.
	· It’s your riskiest option.

· You have to set up the business yourself (come up with the idea, location, customer base, and employees).

· You have to build your own reputation and brand image.

	Buying an existing business
	· You have a proven product, existing customers and suppliers, a known location, and trained employees.

· It’s easier to predict your future success.
	· It’s difficult to determine the appropriate price that you should pay for the business.

· The business could have problems that you don’t know about (such as disappointed customers or a poor location).

· You might inherit employees that you yourself wouldn’t have hired.

· The previous owner might set up a competing business.

	Obtaining a franchise
	· You get a pre-packaged, ready-to-go business that’s proven successful elsewhere.

· You get help from franchiser in picking location, starting and operating the business, and advertising.

· You’re able to sell the franchiser’s goods or services.

· You’ll benefit from the franchiser’s brand recognition.
	· There’s a high initial investment plus a monthly royalty fee and advertising fees.

· You’ll have high operating costs.

· You must play by the franchiser’s rules (so you’re not entirely your own boss).

· You must buy your products from the franchiser.

· Franchisers don’t always do what they promise.


Which option do you find most appealing and why? Describe the business you would probably start.

Responses will vary.

7. 1-800-GOT-JUNK [[In-Class activity]

How would you like to spend your summer collecting trash in a used pickup? Doesn’t sound very appealing, does it? Would you quit college to do it full time? Probably not, but that’s exactly what Brian Scudamore did. And he got very rich doing it. His summer job turned into the company known as 1‑800‑GOT‑JUNK? one of the fastest‑growing franchises in the United States and Canada. Go to http://www.1800gotjunk.com to link to the 1‑800‑GOT‑JUNK? Web site and learn more about the company. After looking at the site, answer the following questions:

· What is the company’s business model? What does it do? Where does it do it?

· Are you the kind of person the company wants to attract as a franchise partner?

· How much would it cost you to buy a franchise? How much total capital would you need?

· What kinds of support and services would you receive from the company?

· Assuming that you had enough money, would you buy a franchise? Why or why not?

What is the company’s business model? What does it do? Where does it do 
it?

1-800-GOT-JUNK? was established in 1989 by Vancouver, BC, college student Brian Scudamore, who wanted to earn some money over the summer. His business concept entails picking up unwanted items, recycling those that can be recycled, and disposing of the rest. After three successful summers, he expanded by buying more trucks, hiring student drivers, and marketing his services. Eventually, he franchised his business concept, and his company, which operates in 48 of the top 50 metropolitan areas in North America, now focuses on helping its approximate 160 franchise partners grow.

Are you the kind of person the company wants to attract as a franchise partner?

The company looks for individuals who meet the following requirements: motivation to be successful, sales and marketing experience or aptitude in these areas, and leadership and management experience. You should be willing to commit full-time to the venture and be able to start right away.

How much would it cost you to buy a franchise? How much total capital would you need?

Following are cost estimates: franchise fee for one exclusive territory—$128,000; marketing package—$12,000; royalty rate—8% of revenues. The minimum capital requirement to get a franchise is $210,000.

What kinds of support and services would you receive from the company? 

The company provides training and other assistance that helps franchise partners get started and operate their franchises. It provides a centralized call center where customers can learn about services. It also provides marketing and public relations support.

Assuming that you had enough money, would you buy a franchise? Why or why not?

Answers will vary.
8.
Business Plan [In-Class activity]
Let’s start with three givens: (1) college students love chocolate chip cookies; (2) you have a special talent for baking cookies; and (3) you’re always broke. Given these three conditions, you’ve come up with the idea of starting an on‑campus business—selling chocolate chip cookies to fellow students. As a business major, you want to start out right by preparing a business plan. To get started, you identified a number of specifics about your proposed business. Now you need to put these various pieces of information into the relevant section of your business plan. Using the business plan format described in this chapter, indicate the section of the business plan into which you’d put each of the following pieces of information:

a. You’ll bake the cookies in the kitchen of a friend’s apartment.

b. You’ll charge $1 each or $10 a dozen.

c. Your purpose is to make the best cookies on campus and deliver them fresh. You value integrity, consideration of others, and quality.

d. Each cookie will have 10 chocolate chips and will be superior to those sold in nearby bakeries and other stores.

e. You expect sales of $6,000 for the first year.

f. Chocolate chip cookies are irresistible to college students. There’s a lot of competition from local bakeries, but your cookies will be superior and popular with college students. You’ll make them close to campus using only fresh ingredients and sell them for $1 each. Your management team is excellent. You’ll market your product by placing ads in the school paper. You expect first‑year sales of $6,000 and net income of $1,500. You estimate start‑up costs at $600.

g. You’ll place ads for your product in the college newspaper.

h. You’ll hire a vice president at a salary of $100 a week.

i. You can ship cookies anywhere in the United States and in Canada.

j. You need $600 in cash to start the business.

k. There are six bakeries within walking distance of the college.

l. You’ll bake nothing but cookies and sell them to college students. You’ll make them in an apartment near campus and deliver them fresh.

Using the business plan format described in this chapter, indicate the section of the business plan into which you’d place the pieces of information given in the above list.

Students might present their information in a chart similar to the one that follows:

	Section of Business Plan
	Letter
	Description of item

	1. Executive summary
	f
	Chocolate chip cookies are irresistible to college students. There’s a lot of competition from local bakeries, but your cookies will be superior and popular with college students. You’ll make them close to campus using only fresh ingredients and sell them for $1 each. Your management team is excellent. You’ll market your product by placing ads in the school paper. You expect first-year sales of $6,000 and net income of $1,500. You estimate start-up costs at $600.

	2. Description of proposed business
	l
	You’ll bake nothing but cookies and target only college students as customers. You’ll make cookies in an apartment near campus and deliver them fresh.

	3. Industry analysis
	k
	There are six bakeries within walking distance of the college.

	4. Mission statement and core values
	c
	Your purpose is to make the best cookies on campus and deliver them fresh. You value integrity, consideration of others, and quality.

	5. Management plan (management qualifications, organization structure, legal form of organization)
	h
	You’ll hire a president at a salary of $100 a week

	6. Description of goods and/or services
	d
	Each cookie will have 10 chocolate chips and will be superior to those sold in nearby bakeries and other stores.

	7. Development and production of products
	a
	You’ll bake the cookies in the kitchen of a friend’s apartment.

	8. Marketing (target market, pricing, distribution, promotion)
	b,

g
	You’ll charge $1 each or $10 a dozen and place ads in the college newspaper.

	9. Global issues
	i
	You can ship cookies anywhere in the United States and in Canada.

	10. Financial plan
	e,

j
	You expect sales of $6,000 for the first year and need $600 in cash to start the business.


9.
Business on a Budget [In-Class activity]
It’s the same old story: You want to start a small business but don’t have much money. Go to http://entrepreneurs.about.com/cs/businessideas/a/10startupideas.htm to link to the About.com Web site and read the article “Business on a Budget.” Identify some business that you can start for $20 or less (that’s right—$20 or less). Select one of these opportunities that interest you. Why did you select this business? Why does the idea interest you? What would you do to ensure the business was a success? If you needed assistance starting up or operating your business, where could you find help, and what type of assistance would be available?

Select a business opportunity that interests you (from the “Business on a Budget” article), indicate why you chose this opportunity, and state why the business idea interests you.
Answers will vary according to selected businesses.

What would you do to ensure that the business was a success?
Again, answers will vary according to selected businesses, but students will probably mention certain steps for increasing the likelihood of success: knowing your business and the basics of business management, having the proper attitude, getting adequate funding, managing your money and time effectively, knowing how to manage people and compete, satisfying your customers.

If you needed assistance starting up or operating your business, where could you find help, and what type of assistance would be available?

Again, student responses will vary, but answers might reflect the following table:

	Source of Help
	Type of Assistance Available

	Small Business Administration
	· Assistance in developing a business plan

· Advice on starting up a business

· Help obtaining financing from lenders and investors 

· SBA Loan guarantees 

· Management and technical-services training (through its Web site, online courses, and training programs)

	Small Business Development Centers (part of SBA; housed in 1000 colleges around the country)
	· Assistance with business problems

· Free training and technical information on small business management

	Service Corps of Retired Executives (SCORE).
	· One-on-one advice from a team of retired executives who work on a volunteer basis


10.
Business Success [In-Class activity]

Why do some businesses succeed while others fail? Identify three factors that you believe to be the most critical to business success. Why did you select these factors? Identify three factors that you believe to be primarily responsible for business failures, and indicate why you selected these factors.

Identify three factors that you believe to be the most critical to business success. Why did you select these factors?
Students will select different factors for different reasons. Critical success factors will probably include three from this group: great business idea, hard work, understanding your business and its industry, knowledge of basics of business management, positive attitude, adequate funding, effective money management, efficient time management, ability to manage people, commitment to satisfying or exceeding customer needs, knowing how to compete in the marketplace.

Identify three factors that you believe to be primarily responsible for business failures, and indicate why you selected these factors.

Again, students will select different factors for different reasons. Factors in failures will probably include three from this group: bad business idea, cash problems, managerial inexperience or incompetence, lack of customer focus, inability to handle growth.

END-OF-CHAPTER CASES/PROBLEMS AND SOLUTIONS

Learning on the Web [In-Class Activity]
Would You Like to Own a Sub Shop?

How would you like to own your own sandwich shop? You could start one on your own or buy one that’s already in business, but an easier way might be buying a franchise from Subway, the largest fast food franchise in the world (even bigger than McDonald’s). Subway began in 1965 when 17‑year‑old Fred DeLuca opened a tiny sandwich shop in Bridgeport, CT, hoping to put himself through college. As it turns out, his venture did much more than that. By 1974, DeLuca was franchising his business concept, and today, there are close to 45,000 Subway franchisees in more than 93 countries.

Go to http://www.subway.com to link to the Subway Web site and click on “Own a Franchise” to learn more about franchise opportunities with the company. After reviewing this information, answer the following questions:

1. What do you have to do to get a Subway franchise?

2. How much would it cost to open a Subway shop?

3. What training and support would you receive from Subway?

4. What advantages do you see in buying a Subway franchise rather than starting a business from scratch? What disadvantages do you see?

What do you have to do to get a Subway franchise?

Subway recommends the following three-step process:

1. Research the franchise online and by reviewing brochures distributed by the company; attend seminars or trade shows that promote the franchise; meet local Subway franchise owners.

2. Submit an Application for Additional Information, which requires you to provide personal information about yourself and your spouse, your educational and business background, and financial information and references.

3. Search for an appropriate location for your proposed outlet and apply for any needed financing through lending institutions.

How much would it cost to open a Subway shop?

(Note: Data as on 1.16.2018)

Total Investment: $116,000 - $263,000
Franchise Fee: $15,000
Ongoing Royalty Fee: 8%
What training and support would you receive from Subway?

Subway provides extensive help, including assistance in leasing, store design, and equipment ordering. It features easy-to-run operations and trains franchise partners to run restaurants efficiently. It also provides them with formulas and procedures for ordering, storing, preparing, and selling Subway products.

What advantages do you see in buying a Subway franchise rather than starting a business from scratch? How about disadvantages?

The advantages over starting a business from scratch include: (1) getting a pre-packaged, ready-to-go business that’s proven successful elsewhere; (2) getting help from Subway in picking a location, starting and operating the business, and advertising; (3) ability to sell Subway products and the benefit of brand recognition. Disadvantages include (1) high initial investment; (2) an agreement to buy only Subway ingredients; and (3) the willingness to play by Subway’s rules.

Career Opportunities [Comprehensive In-Class Activity]
Do You Want to Be an Entrepreneur?

Want to learn what it’s like to be an entrepreneur? To do this, why not explore the background, personality and accomplishments of one of the most famous, and unusual, entrepreneurs—Richard Branson—whose motto is “Screw It, Let’s Do It.” Read the following articles and watch the following video:

“Richard Branson Biography” (bio) www.biography.com/people/richard-branson-9224520#synopsis
“’Screw It, Just Do It’”: Exclusive Video Interview with Richard Branson (Entrepreneur) https://www.entrepreneur.com/video/271380
“After deadly crash, Richard Branson says space travel still worth risk” (Christine Mac-Due, Los Angeles Times) www.latimes.com/business/la-fi-virgin-galactic-branson-20141103-story.html
After reading the articles and watching the video, answer these questions:

1. How would you describe Branson’s personality?

Responses will vary but students will likely use some of these statements/adjectives in describing Branson: Successful entrepreneur; high confidence; daredevil who takes risks that others would never take (including risking his life); loves adventures; optimistic, passionate about his businesses and other initiatives; believes it is OK to mess things up–feels the problem is not messing thing up, it is in not trying.

2. How did he get started in business? What was his first business?

Branson had trouble in school and dropped out at age 16. At that point he started a youth culture magazine called Students. Three years later, he started a mail-order record company, named Virgin, to fund his magazine.

3. What advice does he give to those who have a business idea?

Screw it–just do it! He believes that trying, even if you fail, is the best thing to do.  Not trying is a mistake.

4. How successful has Branson been as an entrepreneur? Why has he been able    to achieve his remarkable success?
Again, answers will vary. If you measure success by wealth accumulation, Branson has been a very successful entrepreneur who is now worth 5.1 billion. If you measure success by enjoying your life and having fun, he wins again. He seems to go through life with a passion.

5. What challenges has he faced? How has he handled these challenges?

Perhaps his biggest challenge was to overcome the disappointment of the crash of one of his company’s–Virgin Galactic’s–spaceships killing its pilot. In his normal optimistic fashion, in an interview shortly after the crash, he said space travel is still “absolutely…worth the risk.” He did not abandon the space ship program, but instead continued to move forward.

6. Would you like to become an entrepreneur? Why or why not?

Answers on whether a student would or would not like to become an entrepreneur and why or why not will vary.

Ethics Angle [In-Class Activity]
Term Papers for Sale

You and some fellow classmates are sitting around over pizza one night when someone comes up with an idea for a business. All of you have old term papers and essays lying around, and a couple of you know how to set up a Web page. What if you combine these two assets and start a business selling term papers over the Internet? Over time, you could collect or buy additional inventory from other students, and since some of you are good at research and others are good writers, you could even offer “clients” the option of customized papers researched and written just for them. You figure that you can charge $15 for an “off‑the‑rack” paper, and for customized jobs, $10 per double-spaced page seems reasonable.

You all agree that idea is promising, and you and a partner volunteer to put together a business plan. You have no difficulty with the section describing your proposed business: You know what your business will do, what products it will offer, who your customers will be, how your products will be sold, and where you’ll be located. So far, so good!

Let’s pause at this point to consider the following questions:

1. Does selling term papers over the Internet make business sense? Is it a good business idea?

2. Could the venture be profitable?

Let’s continue and find out how the business plan proceeds:

Now, you’re ready for your section on industry analysis. The first question you need to answer is: Who are the players in the industry? To get some answers, you go online, log on to Google, and enter the search term “term papers for sale.” Much to your surprise, dozens of links to companies have beaten you to market. The first company you investigate claims that it has 250,000 papers in stock, plus a team of graduate students on hand to write papers for anyone who needs specialized work.

There’s also a statement that says, “Our term papers and essays are designed only to help students prepare their own work. Students using our term papers and essays are responsible for writing their own papers, and our work should be cited by these students.”

Going back to your business plan, you realize that you’re facing not only stiff competition but an issue which, so far, you and your partners have preferred to ignore: Is this an ethical business that you have in mind? It occurs to you that you could probably find the answer to this question in at least 1 of the 8,484 term papers on ethics available on your competitor’s Web site, but you decide that it would be more efficient to give the question some thoughts of your own.

Let’s pause again to state the question that you’re going to ask yourself:

1. Is the sole purpose of running a business to make a profit, or do you need to be concerned about what your products will be used for? Explain your reasoning.

2. Do you need to consider the ethics of what other people do with your product? Explain your reasoning.

When you report on the problem that you’ve uncovered, your would‑be partners are pretty discouraged, some by the prospect of competition and some by the nagging ethical issue. Just as you’re about to dissolve the partnership, one person speaks up: “How about selling software that lets faculty search to see if students have plagiarized material on the Web?”

“Sorry,” says someone else. “It’s already out there. Two students at Berkeley have software that compares papers to a hundred million Web pages.”

Student responses to both sets of questions will vary. Here are some issues that they might raise in response to the first set:

Does selling term papers over the Internet make business sense? Is it a good business idea?

In assessing whether selling term papers over the Internet is a good business idea, students might ask whether the service gives customers something they want—whether it fills an unmet need. Most will agree that it does.

Could the venture be profitable?

A business venture must do more than satisfy customer needs. To be viable, it should generate a profit and provide a reasonable return for its owners. Although students don’t have sufficient financial information to answer this question conclusively, most will probably contend that the venture could be profitable.
Here are some issues that students might raise in response to the second set of questions:

Is the sole purpose of running a business to make a profit, or do you need to be concerned about what your products will be used for? Explain your reasoning.

Students ought to conclude that businesses should do more than just make profits and that owners should be concerned about the uses to which their products are put. For example, selling illegal drugs is a business, but most students will agree that sellers should be concerned about the negative affects that drugs have on customers (and the rest of society).

Do you need to consider the ethics of what other people do with your product? Explain your reasoning.

Most students will acknowledge that Internet term‑paper buyers intend to turn them in as their own work (without referencing sources). Most will recognize that this stratagem is unethical. This line of reasoning ought to lead them to conclude that the proposed business—which is also unethical—should be shelved.

Team-Building Skills [Comprehensive In-Class activity]
Are You a Team Player?
Knowing how to be an effective team member is a vital lifetime skill. It will help you in your academic career, in the business world, and in non-work activities. It takes time and effort to learn how to work in a team. Part of the challenge is learning how to adjust your behavior to the needs of the group. Another part is learning how to motivate members of a group. A well‑functioning team allows members to combine knowledge and skills, and this reliance on diverse backgrounds and strengths often results in team decisions that are superior to those made by individuals working alone.

1.
Are You a Team Player?

As a first step, you should do a self-assessment to evaluate whether you possess characteristics that will help you be a successful team member. You can do this by taking a “Team Player” quiz available at the Quintessential Careers Web site. Go to https://www.livecareer.com/career/advice/jobs/team-player-quiz to link to this site. You’ll get feedback that helps you identify the characteristics you need to work on if you want to improve your teamwork skills.

2.
Working Together as a Team
Get together with three other students selected by your instructor and establish working guidelines for your team. Prepare a team report in which you identify the following:

a. Five things that team members can do to increase the likelihood of group success.

b. Five things that team members can do to jeopardize group success.

The first part of this problem asks each student to perform a self-assessment to evaluate whether he or she has the characteristics to be a good team member. After taking the survey, students receive an overall score (plus an interpretation) as well as an analysis of their responses to each question. The second part of the problem requires that the team work together to come up with five things that it can do to increase the likelihood of group success and five things that will jeopardize group success. If the same students work together again as a team, they should be encouraged to keep a copy of the results of this group activity and to refer back to it as they work together on the next activity.

The Global View 
Global Versions of Amazon
Jeff Bezos quit his lucrative Wall Street job in July of 1994 to start an online bookstore which he named “Amazon” after previously chosen names were dropped (such as Cadabra—shortened from Abracadabra but confused by some with cadaver–and relentless–which friends cautioned sounded a bit sinister. Twenty years after he set out on his entrepreneurial adventure, Amazon has become the world’s largest online retailer as well as a media, consumer electronics, and cloud computing giant. Amazon now boasts annual sales of $136 billion and Bezos has amassed a net worth of $98 billion.
What’s ahead for Amazon? Can its business model be exported to even more locations outside the United States? If you were in charge of global expansion for Amazon, what country would you enter next? What country would you avoid? To identify promising and not-so-promising foreign markets, go to the Amazon Wikipedia article (http://en.wikipedia.org/wiki/Amazon.com) and click on the “Website” section to obtain a list of counties in which Amazon has Web sites and other operations. Also go to http://news.bbc.co.uk/1/hi/country_profiles/default.stm to link to the Country Profiles Web site maintained by BBC News. Study the economic and political profiles of possible overseas locations, and answer the following questions:

1.  Why do you think Amazon has been able to expand its online retailing business so quickly in the United States? Cite some of the challenges that it still faces in this country. What challenges does it face in foreign countries?
Student responses will vary, but they’ll probably raise some of the following issues:
· Jeff Bezos, founder of Amazon, is an extremely talented entrepreneur and an excellent marketer. He anticipated the need for online sale of books, and grew this business into Amazon today.  He is constantly trying out new initiatives.

· Amazon was in the right place, at the right time. The company grew along with the use of the Internet.

· The genius of it was the idea of connecting with its customers. It brought customer-relations marketing to a high level.

· Bezos was able to convince sellers to offer their goods over its website.

Among the challenges faced by Amazon, students will likely include the following:
· The unprepared merchants-who are suddenly bombarded with sales.

· Customers doubting the validity of goods and low priced offers.
· Customers’ reluctance to buy online.

· To sustain its amazing growth, it has to continuously upgrade its strategies.
2.
If you were in charge of global expansion at Amazon, which country would you enter next? Why do you think the Amazon online retailing business concept will succeed in this country? What challenges will the country face there?

Answers will vary from country to country. In identifying reasons for success, students will probably cite large populations of people with Internet access and the desire and ability to buy its products. As for challenges, they’ll no doubt mention the same problems faced by U.S. users, particularly accessibility and safety issues.
3.
What country would you avoid? Why is it incompatible with the Amazon online retailing business concept?
Again, answers will vary from country to country. In identifying reasons to avoid certain countries, they might point to lack of Internet access or the presence of government regulations that would inhibit the use of such a site.
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