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	New Venture Creation

MAN 385.22 (04465)

	
	Spring 2009 Syllabus for EMBA


Professor:

Rob Adams, Ph.D.
Classroom:

GSB 3.104
Time:

Thursdays, 5:30 PM – 9:30 PM
Office Hours:


Thursdays 3:00 – 5:30 PM, by phone or email anytime, and by appointment. Office is CBA 6.404A.
Contact:


Rob.Adams@mccombs.utexas.edu, 512-633-5955
Teaching Assistant:
Shalou Dhamija, shalou.dhamija@mba09.mccombs.utexas.edu
Administrative: 


Ann Whitt, Ann.Whitt@mccombs.utexas.edu, 512-232-6597
Course Objective: The academic goal is to develop the skills necessary for evaluating and creating a new venture, with the ability to communicate the endeavor effectively through written and verbal presentations. At the end of this course, you will be able to evaluate business opportunities as both an entrepreneur and an investor, within start-ups and established companies.

The business goal is to get you comfortable with building and evaluation of new product and business opportunities as both an entrepreneur and an operator within an established company. This course treats Entrepreneurship as a form of Strategy. In today’s competitive environment, size of company does not correspond to entrepreneurship. On the one hand, companies like Microsoft, Intel and Dell have kept excellent cultures of entrepreneurship despite decades of phenomenal growth. On the other, large companies usually find their most aggressive competitors to be start-ups. Regardless of the type of company you will work in, it is critical to have a strong working knowledge of entrepreneurial strategies.

My personal goal is for this to be the most valuable course of your graduate business education.

Course Description and Methodology: My goal for each student taking this class is to teach you as much about the new venture creation process as possible. Regardless of the line of work you pursue after earning your MBA, your ability to approach a business problem using an entrepreneurial skill set will always be valuable and differentiate you from your peers.

What frequently is the deciding factor for financing a venture, whether inside a large company, or in the private equity markets, is the entrepreneur’s ability to articulate what the business is about, why it will succeed, and ultimately, how it will produce enough of a profit to give the investor a return on their investment.

Your ability to do this has very little to do with the actual writing of the business plan. The best business plans and presentations are the documentation of well thought-out and thorough market validation, business model development, and financial projections passionately communicated and firmly grounded in facts. By performing these functions effectively, the writing and presenting of the business plan becomes a straight-forward, objective process.

This class is designed to give you the hands-on experience of developing all of these skills while producing a viable plan for a new venture. I strongly encourage you to think of this as an opportunity to develop a business plan for a venture you will likely pursue at some point in your career.

The format of this class will cover each of the major components you need to develop a viable business and review real business plans and presentations from previous Moot Corp® competitions using case based analysis. This will give you the theory and the practical application of the theory in a real world environment. 

This course is taught in a case format and can only be taken for a grade.

Relationship between Moot Corp and this Course: By completing this course, you will be eligible to compete in the Texas Moot Corp Semifinals Competition to be held in January, 2010. This is not a requirement, but I highly recommend it for anyone who is considering entrepreneurial or private equity pursuits. For those of you who are interested in doing this I offer an Advanced Venture Development Practicum, for credit, in the spring semester, where you can further prepare for the competition. You can also take the practicum to further refine work from this course, pursue another idea, or other projects related to advancing your business plan.
Required Text and Cases:

A Good Hard Kick in the Ass: Basic Training for Entrepreneurs, Rob Adams, Crown Business, 2002.

Website: Class website on Blackboard at http://courses.utexas.edu. This contains all electronic copies of the cases, class Powerpoints and lecture notes you will need for this class except for the text book. Please make sure your current email address is in Blackboard as this is frequently used as a form of communication.
Individual Class Preparation: This is a case based course, so the majority of effort will be dedicated to case review. During each class there will be a combination (outlined in the syllabus) of lectures, summarizing of readings, analysis of business plans using a case analysis format, reviewing of business plan presentations, and guest speakers. Your class participation and homework will be graded for each class, and this represents 40% of your course grade.

A written evaluation of the business plan(s) that are being covered (if any) will be due at the beginning of the class. If a case is being reviewed for a class, you need to submit a two page (no title pages, just two pages of written material), double spaced (12 point font, one inch margins, etc.), individually prepared analysis of the case. Assume the reader is familiar with the case, so there is no reason to repeat case facts. This summary can be as an investor or an entrepreneur and must include a definitive investment decision from the investor’s standpoint. Students should always be prepared to be called on randomly to provide summaries of the readings and business plans throughout the semester. 

Team Configuration: Business plans and final presentations respectively represent 30% of your grade and are done in a team format for a combined weighting of 60%. Experience has shown the optimal team size is 3-5 students, with a balance of skills; it is important you have all major operative areas of a company covered. Sales, marketing, finance, operations, R&D and manufacturing are the major categories that you should consider, with their weighting dependent on the type of venture you are pursuing. In the end you can have any size team you want, but when grading written and oral presentations all teams will be held to the same standards regardless of size. 

Use of Mentors: We will do our best to match you with an outside mentor that has domain knowledge in the category of business you are pursuing. We can typically match 80% of the teams with these mentors. You will be contacted mid-semester about the status of finding you a mentor. You are responsible for professionally managing your communications and relationship with this mentor and your ability to do this will be part of your business plan and presentation grade.
Grading Philosophy and the Importance of Class Participation: The grading for this class puts equal weighting, 30% each, on the written business plan and business plan presentation, which are team based efforts. This leaves the majority of your grade, 40%, on class participation. It is not unusual for a team to have a very strong business plan and presentation and still have a wide distribution of final grades for the individual team members.
Class participation will be graded for each student at each meeting, and will include your ability to summarize readings and business plans on a cold call basis, as well as your performance on the written evaluation. Class participation will be updated regularly and posted on Blackboard throughout the semester. Your personal performance will dictate your grade; you are responsible for taking the initiative if you need more guidance on how to participate or where you stand. You are welcome to speak with me or the TA at any time to get an update on your class participation grade.
Classroom Protocol: This class is run using the protocol of a board meeting. This means full respect for people’s input, while still challenging people in a professional manner. This also means if you have the floor, you are concise, present new or compelling material, and back your position up with facts versus opinions. 

Participating in a board meeting means arriving on time, being fully engaged, no use of laptops, no cell phone interruptions, and expectations of being asked to participate at any time. 

As in a board meeting, attendance is considered mandatory in all but the most major of life or business circumstances. With the majority of your grade coming from class participation, all classes are critical to the course content. If you do not attend a class, assuming both me and the TA receive 24 hours notice, you will be given a zero for class participation that day. You have the option of keeping that class participation score or submitting a 20 page, double spaced paper covering the material for that class before the next class meeting. This effort will be graded for your class participation and homework grade and is designed to represent the equivalent amount of work for preparing and participating in class.
A summary of the boardroom protocol is below;

1. Arrive on time and post your name card (no name card, no class participation grade)
2. Be prepared to open the case and summarize the readings
3. Listen respectfully

4. Build on previous points

5. Direct comments to your classmates

6. State your assumptions

7. Speak concisely

8. Articulate your argument systematically

9. Give evidence to support your claims
10. Participate wholeheartedly
11. No cell phones or laptops

Question I am always asked #1: How to Get an "A": If you do the readings and prepare to the point you have a well written two page summary of the salient points for each class’s reading and case, hand in graduate level responses to the assignments, and participate in class at a high level on a consistent basis you have a strong probability of getting an A. 
Question I am always asked #2: What if my idea ends up being a dud? Since we move at a very fast clip, you will not be penalized grade-wise if you pick an idea that in the end you feel is not something worth pursuing. The real key to start-ups is fast failures, so this is the environment to do this in. You will be graded on the quality and thoroughness of your plan, regardless of the viability of the idea.

Question I am always asked #3: What about the quality of the management team? Yes, management teams are typically the most important part of an investment decision. However, in a classroom environment you are limited to the class population you are working with. Because of this, you will not be penalized grade-wise on the quality of the management team.
Summary of Major Deliverables:
Assignment I: By Noon on Jan. 19, finalize your teams, and as a team assignment, submit the members of your team and identify one viable opportunity per team member to potentially pursue. Each of these opportunities needs to be reviewed in a maximum of two pages, double spaced. Include a description of the product or service, the size and growth rate of the market with source references, and analysis of competitors.

Assignment II: By Noon on Feb. 2, Executive Summary team assignment. Hand in a two page, double spaced Executive Summary of the opportunity your team will be pursuing.

Assignment III: In class on March 5, present your Opportunity Description team assignment. A team representative will give a five minute verbal summary of the team opportunity that you will be pursuing. This will be evaluated in either a Wisdom Cluster format or by your peers.
Assignment IV: By Noon on April 9, submit your Team Written Business Plan, with an electronic copy to myself, Ann Whitt and the TA. Provide a complete and detailed business plan for a growth-oriented, new business venture.  It should address all appropriate elements of a well-constructed business plan.  In the process, it should show the application of the course material. 
The plan must be limited to 20 pages (typed and double-spaced with 12 point font sizes and one inch margins) of text.  Spreadsheets and appropriate appendices can be added after the text portion of the plan, not exceeding an incremental 10 pages. Appendices should be included only if they are referenced in the written plan. The plan needs to be delivered in one Adobe Acrobat file so that the plan and attachments print out in a readable format all from one file. This is your final business plan and what the outside judges will receive. Based on respect for outside judges’ commitment to evaluating these plans, no extensions are ever granted as there is no slack time in this due date.

Assignment V: On April 16, deliver a formal presentation of your business plan to a panel of experienced business professionals for evaluation.  You will have 15 minutes to make your presentation. After your presentation, the judges will conduct a 15 minute question and answer session.  Each member of the team must participate in the oral presentation of the plan. The judges’ input will have a major impact on your team presentation grade. Your Powerpoint presentation does not need to be handed in.

Rob Adams, Ph.D.
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Session
Date

Topic




Assignment

1
Jan. 8

Course Introduction


Handout - Syllabus




Market Validation


Handout – Market Validation




Business Plan 1: UFL Case

Handout – UFL Case





Reading



Adams 1 & 2
Market Validation.ppt & .doc

Handout – Lecture Notes

Jan. 19

Assignment I



Email to Rob and Ann









By Noon

2

Jan. 22

Business Models







Business Plan II: uShip

Blackboard





Business Plan III: KidSmart

Blackboard





Reading



Adams 7 & 8

Business Model.ppt & .doc

Blackboard


Feb. 2

Assignment II



Email to Rob and Ann









By Noon



3

Feb. 5

Financials


Business Plan IV: Halsa Pharm
Blackboard
Business Plan V:  True Dimensions
Blackboard

Reading



Adams 4 & 6

Financials.ppt & .doc


Blackboard
4

Feb. 19
Overview of the Venture Business


Business Plan VI: Uship

Blackboard
Business Plan VII: Omega Sensors
Blackboard
Venture Business.ppt


Blackboard
5

March 5
Wisdom Cluster – Ron Kessler Group


Assignment III

6

March 19
Communications

Business Plan VIII:  MacuClear
Blackboard

Business Plan IX:  Phurnace Soft 
Blackboard

Reading



Adams 5




Communications.ppt & .doc

Blackboard

7

April 2 
Business Plan X: Style High 

Blackboard
Business Plan XI: NeuroLife

Blackboard

8

April 9

Assignment IV


Email to Rob and Ann









By Noon
9

April 16
Assignment V: Final Presentation






Class Wrap Up







Final Lecture
Biography of Robert J. Adams Jr, PhD
Phone: 512-633-5955
Email: rob.adams@mccombs.utexas.edu
Rob Adams is an active investor, author and consultant, and on the staff of the management department at the University of Texas at Austin's McCombs School of Management, where he is also the Director of Moot Corp.

Dr. Adams is an active angel investor and is affiliated with numerous venture funds, several of which he started. Prior to the venture business, he was a software operating executive. Throughout his venture and operating career he has been a founding investor in more than 30 companies, including Waveset (sold to Sun, NASDAQ: SUNW), Newgistics, and Troux.

Prior to his appointment at the University of Texas, Adams founded Tejas Venture Partners, the second venture fund he has started. Previously he was the founder of AV Labs, a successful early stage venture fund allied with Austin Ventures, starting it after being a partner with TL Ventures.  Before entering the venture business, he was a technology executive for 18 years.  He started his career with Lotus (NYSE: IBM), joining the company shortly after its public offering.  Adams was instrumental in the development and launch of both 1-2-3 for Macintosh and Lotus Notes.  He went on to be founder and CEO of Business Matters, a venture backed developer of financial modeling products and was an executive with Pervasive Software (NASDAQ: PVSW), a company he helped take public in 1997.

Adams holds a Bachelor of Science degree in engineering from Purdue University, a Masters of Business Administration from Babson College's Olin School of Management, and a Ph.D. in Management from Capella University.  He has taught at the MBA programs of The Acton School of Business, Babson College, University of Texas, and St. Edwards University.
He is a nationally recognized expert and speaker on entrepreneurship, company and product strategy, marketing and technology issues. He recently keynoted the Inc. 500 business conference and consults for companies such as BMC, Symantec and Mentor Graphics. He has been covered in Business Week, Forbes, Fortune, Money, The New York Times, The Wall Street Journal, Washington Post, on Bloomberg Radio, Public Television, and public radio’s nationally syndicated “Marketplace” program.  He is also the author of A Good Hard Kick in the Ass: Basic Training for Entrepreneurs (Random House/Crown, 2002), and is currently working on his next book, Market Advantage: The New Competitive Strategy.

Adams is on the advisory board of Austin's Community Development Corporation, an organization that provides loans and assistance to small businesses in low and moderate income areas. He is a Fellow at IC2, a University of Texas based foundation that runs the Austin Technology Incubator, on the board of Purdue Research Park, and a volunteer with Austin's Habitat for Humanity. He is an avid skier and marathoner. He was a collegiate rower and graduated from the Marine Corps' Officer Candidate School.
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