MKT 372

Marketing for Entrepreneurs

Fall 2011 Unique # 05075
CBA 4.304
TTh 9:30-11:00
John Highbarger

john.highbarger@mccombs.utexas.edu

CBA 6.432K

Office Hours: TTh 12:30
Cell # 512-633-8576

TA:
Marie Leung

Marie.leung@utexas.edu.com

Course Objectives:

1. To practice entrepreneurial problem solving using all business disciplines

2. To identify means to create a successful marketing program on a limited budget

3. To gain experience using analytics and forecasts to determine business direction

4. To improve skills in oral communication and plan development

Assigned Materials


“The Long Tail” 


“Guerrilla Marketing”


“The Innovation Secrets of Steve Jobs”

All books are available at the Co-Op, from Amazon, other book stores, or on the Kindle.
Grading

· Team Project                        




20%

· Class Participation
(includes smaller projects)

30%

· Final Proposal     (Proposal package & Presentations)
50%

Class participation grades will be determined based upon: quality and insight of participation, quantity of participation, and class attendance.  Failure to attend and participate in the discussions will result in bad things happening to your grade.  Class participation is not about being right or wrong; it is about showing thought and insight and applying what you have learned.  Class participation will include the results of smaller projects.


The Final Proposal Package will consist of: (1) the business plan, (2) a plan presentation, and (3) the “elevator speech”.  The details of each of these will be discussed in class.  Everyone will present their elevator speech to their team.  Students will be chosen at random to present their full presentation to the entire class.    Grading will be based on the presentation presented in class (if chosen) and upon the written material.  The grading is based on quality of effort, effective analysis, creativity, realism, and quality of presentation.  This grading is, by nature, subjective.  The real value is going through the process and not in the grade received.


Each graded item will be given a number grade from 0 to the maximum for each specific task (20, 30 or 50).  The final grade will be determined by adding the individual grades together, then applying the normal grading scale: 90+=”A”, 88-89=”B+”,
 82-88=”B”, etc.

Course Schedule

1. Introduction  8/25
a. Discussion of class functioning and objectives

b. How it all fits together

c. Meeting class members

2. Why do you want to be an entrepreneur?  8/30
a. Discussion of expectations of students concerning entrepreneurs

b. Specific reasons for becoming an entrepreneur

c. What’s it all about

d. Rules for success

e. Common misconceptions

3.    The Proposal Package    9/1
      a.   The proposal document

      b.   The proposal presentation

      c.   The “elevator speech”

d.   Team selection

4.   Business Differentiation Concept   9/6
a. The need for business differentiation

b. How to differentiate the business

c. Team Selection

5.    The Long Tail    9/8
a. Discussion of implications of  “The Long Tail”

6.    Innovation   9/13


a.   Discussion of the book “The Innovation Secrets of Steve Jobs”


b.   Implications of the book to entrepreneurs


c.   Implications of the book to big businesses.

7.    Developing a Unique Offering    9/15
a.   Different approaches to differentiating offerings

b.   Team assignment for Class #8 – differentiation examples
8.    Team Presentation of Unique Offering    9/20

a.   Teams present their unique offerings.


b.   Assignment for class #9-- Proposed Business Concept

9.    Business Concept Review    9/22

a.   Each student presents their business concept to their team


b.   Team members discuss and make recommendations.

10.    “The Guerrilla Approach to Marketing”    9/27

a.   What is guerrilla marketing and how is it different from other marketing?


b.   Mini-media marketing


c.   Maxi-media marketing.

11.    Electronic Marketing    9/29

a.   Discussion of the role of technology in marketing


b.   How does technology help business be successful?


c.   Current Technologies and their effect on marketing


d.   The future of technology in marketing.

12.   The Marketing Plan    10/4

a.   Description of a differentiated marketing plan


b.   How to develop a marketing plan on a limited budget


c.   Team assignment for class #14.

13.   Independent Study   10/6

14.   Marketing Plan Review    10/11

a.   Each student presents tehir marketing plan ideas to their team

b.   Question and answers.

15.    The Business Model    10/13
a.   Team reviews of Proposed Business Concepts

b.   Designing a business from a concept

c.   Assignment for class #16 -- proposed business model.

16.    Business Model Review     10/18
a. Each student presents their business model to their team

b. Team members discuss and make recommendations.

17.   The Business Development Plan     10/20
a.    Developing a business development plan

b.    Assignments for class #18 – proposed business development plan

18.    Business Development Plan Review    10/27
a.   Each student presents their business development plan to their team

b.   Team members discuss and make recommendations.
19.   Financial Planning & Capital Acquisition    11/1
a.   Decomposing information needs

b.   Gathering meaningful information

c.   Determining capital requirements

d.   Capital sources

e.   Reasonable expectations

20.   Team New Business Reviews   11/3

a.   Each team presents the results of their review of a new buisness

21.   Starting, Buying, Franchising a Business    11/8
a.   Issues related to starting a business

b.   Comparison to issues related to buying a business

c.   Comparison to issues related to franchising a business

22.   Proposal Packages Due    11/10

a.   Elevator speech presentation to team

b.   Proposal Packages Due.

23.   Individual Presentations    11/15

a.   Selected team members present presentations to class

24.   Individual Presentations     11/17

a.   Selected team members present presentations to class

25.   Independent Study   11/22

26.   Thanksgiving   11/24

27.   Individual Presentations    11/29

a.   Selected team members present presentations to class 
28.  Summary and Discussion     12/1
a.   Discussion of lessons learned and advice on application in the future.

b.   Closing comments.


IMPORTANT DATES:


One Page Business Concept


9/22


Team Presentations



11/3


All Proposal Packages Due


11/10


Individual Presentations


11/15, 11/17, 11/29

Students with disabilities may request appropriate academic accommodations from the Division of Diversity and Community Engagement, Services for Students with Disabilities, 471-6259.
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