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	Entrepreneurship (ENT) 3100 – Applications of Entrepreneurship
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	Dr. Scott Morris                    
Assistant Teaching Professor                                                           
Director, Entrepreneurship & Innovation Center
https://www.linkedin.com/in/scott-morris-dba-b560951/ 

Email: ScottMorris@umsl.edu 
Appointments welcome: https://calendly.com/scottmorrisllc/30min




Course Description & Learning Outcomes
This course focuses on applying and analyzing processes of entrepreneurship as they relate to successfully launching and scaling new ventures in both startup AND existing organizations. By focusing on a single, real-world entrepreneurial opportunity in a topical industry, students will learn about developing a growth mindset, creating and finding opportunities, ideation, design thinking, business and revenue model development, market experimentation, bootstrapping, sources of financing, and early-stage venture marketing strategies.

As an Upper Division Business Requirement for all BSBA and BSAcc students, ENT 3100 is designed to accommodate students with or without previous entrepreneurship coursework and/or experience. In this way, case study is an important component in your learning. 

Throughout the semester, students are expected to finish an investor presentation for a selected company. You will be assigned to a group.  Your group is expected to collect financial and strategic information about the company through our library databases.  To stay on task, your team should set weekly goals.  You may send me slides for review and comment during the semester to improve your final product.  

You and you alone are responsible for meeting the deadlines and completing the assignments.  The goal is to put you in a real-world, corporate environment where there is minimal hand-holding and high expectation. You will develop presentation skills and learn how to hold yourself and others accountable in a professional and healthy manner.  Upon completion of the course, students should be capable of:
· Describing what it means when you decide to become an entrepreneur
· Developing successful business ideas
· Turning an idea into an actual business
· Managing and growing an entrepreneurial business 
· Conducting an investor pitch
· Working as a team and relying on others

Communication with your Professor
I am thrilled to be your professor for ENT 3100. Your best resources are the Syllabus and Canvas. Please check both resources before asking a question; often, the answer is available. Feel free to email anytime. When you email, include your NAME, SECTION, and DETAILS of REQUEST. I will do my best to respond within 24 hours. When I email you, please respond within 48 hours.





Required Text & Online Discussion

Material Details
· Title: Entrepreneurship: Successfully Launching New Ventures 6E
· Author: Barringer
· Content Type: MyLab
· AutoAccess Student Cost: $97.49
· Use this code:  HCSMND-GRILL-RANCH-DRIBS-RETOT-CHASE
· Need Help?  https://support.pearson.com/getsupport/s/contactsupport   

[bookmark: _Hlk37084329]AutoAccess Details:
· The above material information will display for students on the bookstore website. 
· Students will receive an email providing AutoAccess details beginning on August 8, 2024.
· Student accounts will be billed for the required AutoAccess material beginning August 8, 2024.  
· Students can opt out before the deadline and will be refunded/billed accordingly. 
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This course is part of our AutoAccess program designed to reduce the cost of course materials for students.  You will be able to access the digital content for this course through Canvas on the first day of class automatically.

Your student account will be charged for the cost of the digital course material. We have helped save students over $54 million by providing digital content over the last 9 years.

The lowest cost content has been sourced.  If you choose to opt out of the content, please do so promptly to receive a refund. You will be sent an AutoAccess Welcome Email that will provide charge amounts, the opt-out DEADLINE DATE and any additional information needed for your AutoAccess course(s).

If you have any questions please contact the Triton Store 314-516-5763, email autoaccess@umsl.edu or visit autoaccess.umsltritonstore.com. 

Help with Canvas:
For technical help email ET@MO staff by emailing canvas@missouri.edu if you uploaded the wrong homework or have technical problems. Use these guidelines unless a template is provided in the assignment overview on Canvas.

About the Instructor
Teaching is the fulfillment of a long-time goal to have two careers.  I spent 30 years in my first career dedicated to helping various employers grow and implement scaling strategies. During my tenure, three employers more than doubled revenue and one quadrupled revenue. My experiences are in Corporate Strategy, Corporate Development, Mergers and Acquisition, Marketing, and Division President roles. I served in various B2B and B2C industries including software, manufactured components, specialty chemicals, and technology.  I worked for four private equity-owned businesses, assisted in the sale of three companies, and have been part of two IPOs. My final role was SVP of Global Corporate Development & Strategy, with a focus on mergers and acquisitions, at Xplor Technologies.  Prior to Xplor, I was EVP of Strategy & Marketing at Bull Moose Industries and served as a Division President at Filtration Group Corporation.  I also led the turnaround of Solutia Inc.’s film division as VP / General Manager where I started an electronic components business that grew from $0 to over $50 million in revenue in 3 years.  Additionally, I started an International Sales and Marketing team for a specialty surfactant manufacturer in Indianapolis and spent six years in New York City in Strategy and Business Development creating three new business groups while working for a Japanese company.

I have a BA from DePauw University and an MBA from Indiana University Kelley School of Business and a DBA from University of Missouri St. Louis.
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Course Expectations
What I expect:
Work at your own pace, but the most successful students will complete all of the assigned readings, videos, and other materials while also taking the time to pause and reflect on assignments. I expect to see improvement in your work over the semester with clear evidence of deeper understanding and application of the tools we will learn from one assignment to the next. Projects are team based, so I further expect everyone to be a good teammate which means completing your assignments in full and on time without prompting from your teammates.

Research has shown that the best teams are diverse. We achieve more together by fostering enriching work environments and cultivating a safe and conducive environment for high-quality work. We work better together and do our best when respected and valued.  As members of the university community, we are committed to creating a welcoming environment and valuing the unique contributions from individuals with diverse backgrounds, experiences and perspectives. This encourages intellectual pluralism and enables us to achieve the excellence that we seek in learning, research and engagement. We, together, make our university a better place to work, learn and innovate.  Your perspectives are not only welcome, but crucial!  Please watch these videos to understand more about why diversity is so important:  https://www.youtube.com/watch?v=VJ7zS4JeO4Y

What to expect from me?
I will be prepared and ready to engage students in thoughtful conversations about business, strategy, or your projects as needed. I will post all supplemental materials and assignments at the beginning of the semester and respond to emails within 24 hours (Monday - Friday) and provide timely feedback on homework and help build a learning community.
Your weekly routine
Every week, log in to Canvas and review the course syllabus. Complete all that is assigned in full and on time.

Assignments
Detailed assignment information is on Canvas under the Assignment link.
Unless otherwise indicated, all assignments are due by 11:59:59 pm (CT) on the date indicated. Late Work Policy: an automatic deduction of 25% for the first 24 hours and 50% for submission within 48 hours. If you have circumstances (death in the family, medical emergency) that affect your ability to complete the homework, please contact your Teaching Assistant and professor before the due date. Make sure to test the technology and upload the submission before the deadline.

Also, ensure you have uploaded the CORRECT assignment. If you mistakenly uploaded the wrong assignment, you cannot submit the correct assignment after the due date. Always check that your submission is the correct assignment and uploaded successfully before the deadline.

 Submitting Your Work	 All course homework must be submitted as a Word (.doc or .docx) document or PowerPoint (.ppt or .pptx) document in the assignment link. Submit your assignments through the corresponding Canvas Assignment link (accessible via Assignment on the Course Navigation Menu) by the date/time specified and using the naming convention provided (e.g., Case1_Team1.doc). Submit 1 file per team.  Submit early to ensure your submission works. In an emergency (death in the family, medical emergency, or other situation out of your control), homework can be submitted via email to me before the deadline.
Revisions: If you did not complete the first submission, you cannot submit revisions.  Any revisions must be emailed to me directly and not submitted via Canvas.





You are expected to complete Quizzes individually.  All other assignments should be completed as a team.  
Assignment and Point Breakdown

	Item
	Points
	Due Date

	Complete Individually
	
	

	Complete 15 Chapter Quizzes   (25 points each; drop lowest 3 scores)
Module 1
1. Chapter 2
2. Chapter 6
Module 2
3. Chapter 5
4. Chapter 3
Module 3
5. Chapter 11
6. Chapter 4
7. Chapter 14
Module 4
8. Chapter 8
9. Chapter 10
10. Chapter 13
Other Best Practices
11. Chapters 1, 7, 9, 12 & 15
	300 

	

1. January 27
2. February 3

3. February 10
4. February 17

5. February 24
6. March 3
7. March 10

8. March 17
9. March 24
10. April 7

11. May 5

	5 In Class Quizzes (30 points Each)
· TAM/SAM Chart
· Product Roadmap
· Strategic Imperative Chart
· Bridge Chart
· Risk & Opportunity Chart
	150
	TBD


	Complete as a Team
	
	

	Investor Pitch Assignment
Industry Analysis Draft
Market Analysis Draft
Value Creation Thesis Draft
Implementation (Operations & Marketing) Draft
Financial Analysis Draft
[bookmark: _Hlk155276580]Create a PowerPoint presentation and deliver a 20 minute presentation
	
20
20
20
20
20
300
	
February 24
February 24
March 17
March 17
April 14
April 21

	Peer Evaluation for team projects Check In
Peer Evaluation for team projects FINAL EVALUATION
	---
150
	March 3
April 28

	Total
	1,000
	

	EXTRA CREDIT OPPORTUNITY
	
	

	Concept Competition 
Compete in the Student Concept Competition 
	
25
	
April 9



Grading Rubrics and Instructions for Team Assignments are at the end of this document
*All assignments are due by 11:59 pm (CT) unless otherwise indicated. If you have circumstances (death in the family, medical emergency) that affect your ability to complete the homework, don't hesitate to contact your Teaching Assistant at least two days before the due date.**Grades may be contested for 5 (business) days after grades post. After five days, grades may not be challenged and will not be modified**


Course Design
Module 1:	
Learning Objectives:  By the end of this module, students will understand the importance of team construct, team accountability, and generating business ideas. Students will be able to write an investor presentation introduction and company description. Students will also be able to dispel common myths regarding entrepreneurs and startups as well as find data for industries or businesses of interest.

Read:	Chapters 2 & 6
Due:		Chapter 2 and 6 Quizzes
Project:	Write Executive Summary and Company Description

Module 2:	
Learning Objectives:  By the end of this module, students will be able to examine external factors in the form of a 5 Forces and Environmental Factor analysis. Students will also be able to examine a specific market and break it into its component parts in the form of a TAM/SAM chart explaining the calculations and assumptions behind the segment sizes. To conduct this analysis, students will be capable of finding the requisite data sources and making logical assumptions that allow for extrapolation of market level data.

Read:	Chapters 5 & 3
Due:		Chapter 5 and 3 Quizzes
Project:	Write Industry Analysis and Market Analysis
 
Module 3:	
Learning Objectives:  Upon completion of this module, students will be capable of identifying operational and marketing strategies that take advantage of opportunities or mitigate risks identified in Industry and Market analyses. Students will be able to create a Capital Plan roadmap, Product Roadmap, complete a Harvey Ball Analysis of their business' 4Ps compared to competitors' 4Ps, and draft a Value Creation Thesis that includes a Company Purpose, Strategic Imperatives necessary to deliver on the Purpose, the Goals and KPI required to achieve the Strategic Imperatives.

Read:	Chapters 11, 4, & 14
Due:		Chapter 11, 4, & 14 Quizzes
Project:	Write Strategy & Implementation Plan: Operations Plan, Marketing Plan, and Value Creation Thesis

Module 4:	
Learning Objectives:  Upon completion of this module, students will be able to forecast expected revenue gains and losses associated with the Strategic Imperatives and Goals associated with the Value Creation Thesis. They will be able to show these benefits and losses in the form of Bridge Charts and Risk and Opportunity Charts while explaining the calculations and assumptions associated with each segment. Students will then be able to quantify the funding needed to execute the Strategic Imperatives and Goals in the form of a Sources and Uses Chart that can be used to explain to investors how much money is needed to be raised and how the money will be spent.

Read:	Chapters 8, 10, & 13
Due:		Chapter 8, 10, & 13 Quizzes
Project:	Write Financial Outlook including Bridge, Risk & Opportunity, and Sources & Uses charts


Investor Pitch Presentations Rubric & Grading Sheet
Your first step in this assignment is to select the startup you’d like to write the business plan on. There are two entrepreneurial start-ups featured in the cases at the end of Chapter 6—Birchbox (Case 6.1) and d.light (Case 6.2). Birchbox is an online monthly subscription service that sends its subscribers a box each month that contains samples of makeup, skincare products, perfumes, organic based products, and various other cosmetics. d.light is a leader in developing solar-powered products intended for people in the developing world that do not have reliable access to electricity.
Your job is to imagine that you were part of the executive team of either Birchbox or d.light. You, along with your co-executives now have a thriving business and you need to convince a new group of investors to give you growth capital to reach the next stage of success.  Convince them you know the business, have created great ideas for the next stage of growth, and show them how you will use their investment to grow the business!  To equip yourself to write a growth plan for Birchbox or d.light, learn as much as you can about the company you choose. Reread the case at the end of Chapter 6. Look at the company’s Web site, Facebook page, Instagram account, blog (d.light has an active blog), and other material. Try to find out as much as you can about how the company started and how it has progressed over time.
For this assignment, you will be creating an abbreviated version of the Business Plan Outline provided in Chapter 6 of the textbook (see Table 6.2). You’ll be completing the assignment in eight parts. Each part will be featured at the end of the chapter of the book that best matches that part
As you complete each section of the plan, focus on the key factors that the founders of Birchbox or d.light would have concentrated on when they wrote the business plan for their start-up. Remember, as you complete the following parts of the business plan, you are imagining that you were part of the founding team of either Birchbox or d.light when the company was started, and that you were actively involved in writing the company’s business plan. There may be information needed in the business plan that you cannot readily find, as it pertains specifically to Birchbox or d.light. In such cases use your business knowledge, your general familiarity with Birchbox or d.light, and your imagination to speculate on what Birchbox or d.light would have put in their businesses plans in those situations.
If you get stuck on any part, refer to Chapter 6, which is titled “Writing a Business Plan.” Each of the eight parts of the business plan you’ll be writing is further explained in Chapter 6. Chapter 3, titled Feasibility Analysis, is also useful. It provides tools and suggestions for how to conduct research to vet the viability of a business idea.
Make sure to sequence your slides in the format shown below.  In person classes will present during class time.  Asynchronous classes will use Zoom, Teams, or Panopto, create a 20 minute video presenting your slides.  Pretend your presentation is being given to potential investors.  Convince the investors to give you financing for your business. 
 20 minutes is not much time!  You may have more slides than you are able to present in this amount of time.  This is no problem!  Present the most important slides and put the others in an appendix so the audience can read those later. You will need to practice presenting in order to make sure everyone knows their slides and can get through each page in the allotted time without rushing!  Make sure that each team member does something in the presentation.
I have created a section on Canvas that contains videos of a few presentations that may help.  Some presentations are from teams in a Strategy class I taught.  These students did what is called a case study.  Their case studies are not the same as your assignment here, but you might learn something about slide formatting, presentation style, etc by watching these videos.  I also uploaded a few lectures that I did.  Again - the point is not to teach you that material, but perhaps you can learn something about formatting, presentation style, etc from this video as well.
Slides with a lot of writing will not be easy for the audience to follow and will not be easy for the presenter to clear.  Use short, simple bullet points and rely on charts and graphics to tell the story.  Make sure to label all charts and graphics well to increase audience understanding.
 Your slides should contain each of these components in the order shown below.  Make sure to read the rubric for each section on Canvas under the Assignments tab.
1. Executive Summary
2. Company Description
3. Industry Analysis:  This section sets up the recommendations that you will make later.  Talk about the Forces and Factors that create the opportunities or risk mitigating strategies that you will talk about in sections 5 and 6.  
· Include a 5 Forces chart using a 5 Forces model template
· Include an Environmental Factors slide(s) and discuss the external factors effecting the business
4. Market Analysis:  
· Create a TAM/SAM chart
· Make sure to include bullet points on the TAM/SAM chart that explain how you calculated or what assumptions you used to create the section sizes
· Reiterate any key findings from the Industry analysis that apply or are important to the TAM/SAM chart findings
5. Strategy & Implementation Plan
· Operations Plan:
· What is the business doing now in terms of Operations and what changes will be needed?  Use data from your Industry and Market analysis to explain why you will make these changes.  
· Use a Capital Plan Roadmap to show the timing and sequencing of these steps.  
· Marketing Plan
· What is the business doing now in terms of Product offering and Marketing and what change will be needed?  Use data from your Industry and Market analysis to explain why you will make these changes
· Use a Product Roadmap to show the timing and sequencing of any new products, new channels or new commercial strategies.  Use data from your Industry and Market analysis to explain why you will make these changes.
· Create a Harvey Ball chart to show how your 4 Ps compare to your competitors’.
· Create a Value Creation Thesis that describes the new strategies (Strategic Imperatives) you will pursue.  What are the exact Goals and KPI for these strategies?
· Will you need to hire more people?  Show this in a personnel plan.
6. Financial outlook:  
· Use a Bridge Chart and risk and opportunity chart to show the outlook of your plan.  The segments of your bridge should be your Strategic Imperatives or Goals.  How much new revenue are each of these expected to generate?  How much cost is associated with each of these new plans?  Make sure to include bullet points on your bridge chart that explain your math and assumptions for the value of each of your segments.
· Use a Risk and Opportunity chart to show the potential upside, downside and budget associated with each of your Strategic Imperatives or Goals.  Make sure to include bullet points on your bridge chart that explain your math and assumptions for the value of each of your segments.
7. The Ask + Sources & Uses:  Show the investors how much money you need to execute your strategy and how you will use the funds.
8. Appendix (if necessary)  
The project is worth 300 points.








Peer Evaluation Instructions

In real life, you will have good teammates and bad ones.  How you manage teammates is a critical skill for you to acquire, so we will practice these skills in this class.  If there are complaints about a teammate not performing you should (1) address the issue with the teammate directly, but respectfully and then if behavior does not improve, (2) let me know and let the teammate know you have informed me.  If you contact me, you should document the issues with this teammate specifically, and give your proposed resolution.  Yes, if the team unanimously agrees, you may ask me if you can ‘fire’ a teammate.  If I agree, this teammate will be removed from your team and have to complete the case on their own and that teammate will receive a ZERO for the Peer Evaluation.  Any ‘firings’ must be done by mid-semester.  A large percentage of your grade will be based on how your teammates evaluate you.  So, it is in your best interest to be a good teammate and hold others accountable for being the same.  

Working as a team and managing others are critical skills in the business world.  A lot of the work in this class is team based.  You may divide the work in whatever way you feel is best, but I do ask that you hold each of your teammates accountable for doing their share and completing tasks professionally and on time.  On Canvas, you will find an evaluation form.  Complete this form by the end of the semester.  Your score will be your teammates’ participation grade for the class.  Watch the Peer Evaluation video and review the template provided on Canvas.

· No teammate should be surprised by your evaluation score of them
· Escalation process: 
1. If there are issues with a teammate, address the teammate directly as a group and document the concerns in an email to the underperformer with copy to me, 
2. If the issues continue, notify me and I will speak to the individual
3. If the issues still persist, the group may unanimously vote to ‘fire’ the individual who will then complete the assignment on their own
4. A ‘fired’ teammate will receive a ZERO for their Peer Evaluation score













Use of AI
In all academic work, the ideas and contributions of others must be appropriately acknowledged. AI tools, including ChatGPT, are permitted in this course for certain assignments, and specific instructions will be included with each assignment. Identify any writing, text, or media AI generates when submitting work. Students should indicate how AI tools informed their process and the final product, including how AI-generated citations were validated. Failure to properly acknowledge the AI-generated contributions will be treated as academic misconduct.

Students with Disabilities
If you anticipate barriers related to the format or requirements of this course, if you have emergency medical information to share with me, or if you need to make arrangements in case the building must be evacuated, please let me know as soon as possible. If disability-related accommodations are necessary (for example, a note-taker, extended time on exams, captioning), please establish an accommodation plan with the Disability Center (http://disabilitycenter.missouri.edu), S5 Memorial Union, 573- 882-4696, and then notify me of your eligibility for reasonable accommodations. For other MU resources for persons with disabilities, click "Disability Resources" on the MU homepage.
Statement of Academic Dishonesty
Academic integrity is fundamental to the activities and principles of a university. All academic community members must be confident that each person's work has been responsibly and honorably acquired, developed, and presented. Any effort to gain an advantage not given to all students is dishonest, whether or not the effort is successful. The academic community regards breaches of academic integrity rules as serious matters. Sanctions for such a breach may include academic penalties from the instructor, including failing the course for any violation, to disciplinary sanctions ranging from probation to expulsion. Consult the course instructor when you doubt plagiarism, paraphrasing, quoting, collaboration, or any other form of cheating.
The Writing Center
The Writing Center, located in the Student Success Center, offers writing support to all students at the University of Missouri. Tutors come from all majors and are familiar with various writing styles and formats. Although tutors are not editors, they can help with any stage of the writing process, from initial brainstorming to major structural revisions, to putting the finishing touches on a final draft. For more information on how to make an appointment or to submit your essay to the Online Writery, visit the Writing Center website at writingcenter.missouri.edu or call 573-882-2496.
Mental Health
The University of Missouri is committed to supporting student well-being through an integrated care network with a wide range of services to help students succeed. The MU Counseling Center offers professional mental health care and can help you find the best approach to treatment based on your needs. Call to make an appointment at 573-882-6601. Any student in crisis may call or go to the MU Counseling Center between 8:00 – 5:00 M-F. After-hours phone support is available at 573-882-6601.
Visit our website at https://wellbeing.missouri.edu to take an online mental health screening, learn about workshops and resources that can help you thrive, or learn how to support a friend. Download Sanvello, a phone app that teaches skills and strategies to help you maintain good mental health. Log in with your Mizzou email to unlock all the tools available through Sanvello at no cost.
Intellectual Pluralism
The University community welcomes intellectual diversity and respects student rights. Students who have questions or concerns regarding the atmosphere in this class (including respect for diverse opinions) may contact the departmental chair or divisional director, the director of the Office of Students Rights and Responsibilities, the MU Equity Office, or equity@missouri.edu. All students will have the opportunity to submit an anonymous evaluation of the instructor(s) at the end of the course.
Course Recording
University of Missouri System Executive Order No. 38 lays out principles regarding the sanctity of classroom discussions at the university. The policy is described fully in section 200.015 of the Collected Rules and Regulations. In this class, students may not make audio or video recordings of course activity, except students permitted to record as an accommodation under section 240.040 of the Collected Rules. All other students who record and/or distribute audio or video recordings of class activity are subject to discipline following provisions of section 200.020 of the Collected Rules and Regulations of the University of Missouri about student conduct matters.
Students who are permitted to record cannot redistribute audio or video recordings of statements or comments from the course to individuals who are not students in the class without the express permission of the faculty member and of any students who are recorded. Students found to have violated this policy are subject to discipline following provisions of section 200.020 of the Collected Rules and Regulations of the University of Missouri about student conduct matters

Final Grade Point System
Final grades are not rounded to the nearest point or percentage. Do not ask or make that request.

	Grade
	%

	A
	> 94%

	A-
	 90% to 93.9

	B+
	87% to 89.9%

	B
	83% to 86.9%

	B-
	80% to 82.9%

	C+
	77% to 79.9%

	C
	73% to 76.9%

	C-
	70% to 72.9%

	D+
	67% to 69.9%

	D
	63% to 66.9%

	D-
	60% to 62.9%

	F
	< 60%



*Syllabus subject to change. All students will be notified of any changes through Canvas.


















image3.jpg
EAENEIESI)

@ pearson





image1.jpeg
Entrepreneurship and

“MSI. Innovation Center

University of Missouri—St. Louis





image2.jpeg




