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COURSE DESCRIPTION

This course focuses on the skills and knowledge useful for developing a new global business.  Using the perspective of a startup entrepreneur we will examine the key success factors in creating a new business which has an international market focus.

The course is organized around the creation of a venture which focuses on one or more non-US countries.  The elements of a feasibility study are used as a method to look at the opportunities and issues in developing a new venture.

COURSE OBJECTIVES
The course is designed to help develop skills needed to: 
· assess the viability of a new business concept or idea

· understand the issues involved in initiating a new venture in a non-US context

·  identify the critical assumptions underlying a new business concept and the milestones in implementing the business concept

· understand how entrepreneurs in different cultures and economies create, find, control, and use resources to build a growth-oriented venture

· develop skills in entrepreneurial management including opportunity recognition, market assessment, and feasibility analysis

· develop an understanding of your personal entrepreneurship strategy

FOCUS AREAS

The primary focus is the process of creating a new international venture. The emphasis is on technology and high growth markets. Many of the examples will focus on the information technology industry.  Additional focus areas: international development and entrepreneurship, conditions that support entrepreneurship in emerging economies, the dynamics of outsourcing.

METHODS

This course is designed as an applied experiential program. The major focus is on work outside of class in developing a term project focused on an area of interest. Class sessions provide knowledge and skill development to assist in the process. Class sessions involve presentations from outside experts, discussion of case studies, lectures, and class discussions.

READINGS

· Required:  coursepack available from Harvard Business School Publishing
http://cb.hbsp.harvard.edu/cb/access/16609448
· Selected readings and slides available on Canvas.

· Supplement: The Global Entrepreneur. James Foley.  Second Edition ISBN 0-9753153-0-7.  Jamric Press International  jamricpress@earthlink.net  Available from UMD Bookstore.                    (1st edition will work as well but are in limited supply).

TOPICAL OUTLINE

Introduction

Review of syllabus, goals of the course, assignments.

Fundamentals of a feasibility study. 

MODULE 1: DEVELOPING A FRAMEWORK FOR INTERNATIONAL ENTREPRENEURSHIP

I. FRAMEWORK FOR LEARNING ABOUT STARTUPS

Timmons model: opportunity, resources, capability

II. WHAT IS ENTREPRENEURSHIP IN AN INTERNATIONAL CONTEXT

“A combination of innovative, proactive, and risk-seeking behaviors that crosses or is compared across national borders and is intended to create value in business organizations”

III. COMPARING THE CLIMATE FOR ENTREPRENEURSHIP ACROSS COUNTRIES

Global Entrepreneurship Monitor framework- what factors have impact on international startups?
Core
1. Case: Thwate Consulting (University of South Africa 300-012-1)
Describes the startup of a business by a new college graduate. Details the inception, growth and sale in four years for $575 million.
· Read article: Emerging Giants: Building World-Class Companies in Emerging Markets Harvard Business Review October 2006
· The High-Intensity Entrepreneur Harvard Business Review
Entrepreneurs in the developing world are often more successful than their Western counterparts even though they are located in surprising places
· How to Start an Entrepreneurial Revolution Harvard Business Review June 2010
some of the most effective entrepreneurial practices come from remote parts of the planet. Using lessons learned in such countries as Rwanda, Chile, Iceland, Israel, and Colombia, nine principles for building a successful entrepreneurship ecosystem are important, including not emulating Silicon Valley and shaping the ecosystem around local conditions. 
Supplementary

· Read Global Entrepreneurship Monitor study. www.gemconsortium.org
·  Critique GEM study. Terjesen,  Acs, Audretsch, Handbook of Entrepreneurship Research, 2009
· A Test for the Fainthearted Harvard Business Review. May 2002  

What does it take to be an entrepreneur?
· The Entrepreneur’s Path to Global Expansion. W. Kuemmerle MIT SloanManagement Review, Winter 2005
· Oviatt, Ben, and McDougall,  Patricia  (1995) Toward A Theory of International Ventures.

Journal of International Business. 25(1): 45-64  (classic theory article).
MODULE 2: ACCESS TO CUSTOMERS & MARKETS

      ANALYZING WHICH CUSTOMER AND WHICH MARKETS TO FOCUS ON

Which Foreign Markets Will be Successful for Your Product?
· Developing Indicators Based on Previous Experience   

· Global Assessment- Market Selection Strategy  

Country versus Market Analysis 

Technology industries market assessment.
Core 
· Case: Endeavor: Determining A Growth Strategy (HBS-9-803-126-)
Describe the global expansion of entrepreneurship development program. The immediate questions is the decision on which market to enter next.  
Supplementary

· Distances Still Matter,  Harvard Business Review  September 2001.
· Hisirich R.D. ,”Selecting International Business Opportunities” International Entrepreneurship, SAGE 2009.
· James Foley,  The Global Entrepreneur. 

Ch 4:  Which Foreign Markets Will Be Successful for Your Product?  p. 37-49

Ch 7: Two Key Decisions before Going Global  p. 93-108
· International Market Selection for Small Enterprise: A Case Study of International Entrepreneurship. SAM Advanced Management Review. Winter 2004
· When You Shouldn't Go Global.  Harvard Business Review Dec. 1, 2008
· Country analysis: Economist Intelligence Unit. EIU Country Commerce (McKeldin database requires student ID)
IT Industry 

· OECD Information Technology Outlook 2010
· Software Industry Profile. Standard & Poors

MODULE 3: ACCESS TO MARKETING NETWORKS

A. Framework: What are Marketing Networks? 

Informal networks, organizational networks 

Entrepreneurial alliances

B. Market Entry- Exporting, Licensing, Direct Investment

Single Country Export Model

· Finding partners

· Structuring your market program

Multiple country model

Licensing & Direct Investment


C. Finding Your Partners for Direct Exporting

· Sales Agent or Distributor? 

· Agent or Distributor-Which Type? 

· Methods for Finding Overseas Agents or Distributors 

D. Direct Investment/ Strategic Alliances

Core
· Case: Elixir Technology  (Ivey 9B04A012)

Elixir Technology is a small software development company based in Singapore that develops data analysis and report generation software and provides technical training and consulting services. Elixir had successfully sold this software to corporate clients in Singapore, China and Japan. The CEO is contemplating entering a new market but must choose an entry strategy.

· Article: Strategies that Fit Emerging Markets, Harvard Business Review June 2005
Supplementary

· James Foley, The Global Entrepreneur. 

· Ch 8:  Finding Your Partners for Indirect Exporting

· Ch 9: Finding Your Partners for Direct Exporting

· Ch 23 Foreign Direct Investment
· Seven Rules of International Distribution. Harvard Business Review.  November 2000
· Guidelines for Negotiating Agreement between Sales Representatives and Manufactures. Electronic Representatives Association
· Outsourcing Field Sales. Manufacters Representatives Educational Foundation 
· Guide to Exporting. US Commerce Department
MODULE 4: REGULATORY & CULTURAL CONSIDERATIONS
Understanding the environment for doing business 

Impact of regulation and enforcement on starting and running a business

World Bank program on benchmarking business regulation

Measurements across 145 countries

· starting a business
· hiring and firing workers
· enforcing contracts
· getting credit
· closing a business
· registering property 

· protecting investors
Core: 
· Case: Challenges of Launching a Start-Up in China: Dorm99.com  (HBS 307075-PDF-ENG)
The case describes the experiences of two recent MBA graduates in launching an Internet startup in China. The case discusses the pluses and minuses of partnering with China's government ministries and the opportunities and challenges of entrepreneurship in China.

· Read: World Bank Study Doing Business   www.doingbusiness.org/
Supplementary
· Preventing know-how from walking out the door  in China: Protection of trade secrets 

Business Horizons Jul 15, 2012

· When Good Guanxi Turns Bad. Harvard Business Review Apr 1, 2004

· Bribe Payers Survey, Transparency International  http://www.transparency.org
· Why a Poor Governance Environment Does Not Deter Foreign Direct Investment: The Case of China and Its Implications for Investment Protection  Business Horizons July 2005
· Digital Piracy. OECD 2009 
MODULE 5: ACCESS TO RESOURCES-  Skilled Workforce

Recruiting, retaining, and motivating employees and partners

Understanding human capital

Methods to assess skills and efficiency of the workforce

Radical differences in global labor costs

Radical differences in the availability of skilled technical workers

Trends in global outsourcing and the impact on startups
Core 
Case: The Celtic Tiger Moves to the Beat of the Reggae Boyz

 (ECCH  805- 014-1 Nottingham University)

This case tells the story of an international start-up which acquired the first Jamaican GSM mobile phone license. The case covers entrepreneurial decision making, strategy development, operational set-up, organizational development and international human resource management. 

Supplementary
· The Battle for Female Talent in Emerging Markets  Harvard Business Review  May 1, 2010

· Smarter Offshoring Diane Farrell (McKinsey). Harvard Business Review  Jan 1, 2006

· Talent in Emerging Markets Harvard Business Review  November 2008
· Meauring Offshoring, OECD Economic Globalization Indicators 2010  
· Globalization of Innovation (Richard Florida),  Handbook of Entrepreneurship Research 2010
MODULE 6: ACCESS TO RESOURCES: MONEY

Methods of financing new ventures around the world

Role of angel and informal investors

Access to capital

Identifying investment sources

Methods of negotiating, valuing, and closing startup financing.

Core

· Case: NatuRi Corporation (Harvard 807027-PDF-ENG)
Describes the growth and financing issues of India based natural foods company made from the byproducts of rice bran oil production.. The firm has captured the attention of at least four potential investors,T the founders have a short period of time to decide whether or not to accept a Seed and Series A term sheet from a well known venture capital firm. Poses the question of how the company's financing should be structured and how much equity the founders should relinquish in exchange for the start-up capital.
· Global Entrepreneurship Monitor. – GEM  Financing Report http://www.gemconsortium.org/document.aspx?id=608
· Note: Angel Investing. Stanford 2012

Supplementary

· Seven Disciplines of Venturing in China. Sloan Management Review. Winter 2006

· Wright, M., Puthi, S. Lockett, A. International venture capital research International Journal of Management Reviews Volume 7 Issue 3 pp. 135–165. (2005)
· Capital Access Index-  Milken Institute  (Canvas or webdownload)
www.milkeninstitute.org/publications/publications.taf?cat=ResRep&function=detail&ID=38801238
· GEM Informal Financing Report
· Study of Informal Investing in 29 Nations.  Venture Capital 2003
MODULE 7: SOCIAL ENTREPRNEURSHIP

Guest speaker: 
· Tom Eliasz Program Manager for the World Bank InfoDev Mobile Innovation Program 
Core:
· The Meaning of Social Entrepreneurship”  Gregory Dees.   www.caseatduke.org/documents/dees_sedef.pdf
· Acumen Fund  Stanford Social Innovation Review Winter 2011
Case: Savajal: Water for All ( Harvard 211028-PDF-ENG)
The case describes a startup focused on providing potable water services to rural and urban India where the public infrastructure does not exist. The entrepreneur wrestles with the business model using SMS and RFID technology, franchising, and leasing to rapidly grow off-the-grid water purification business without subsidies. Using a franchising model that relies on seasoned local entrepreneurs, communication technology that monitors flows and quality, payment technology that takes cash out of the equation, and a "capital light" leasing model, the company hopes to create and share a new business model. If successful, the model can be copied by other social entrepreneurs with a market-based pricing scheme to provide other forms of infrastructure in emerging markets.

Supplementary

· The Process of Social Entrepreneurship: Creating Opportunities Worth of Serious Pursuit.
Aysey Guclu & J. Gregory Dees and Beth Battle Anderson, Center for the Advancement of Social Entrepreneurship, November, 2005  http://www.caseatduke.org/documents/seprocess.pdf
· Emerging Capital Market For Nonprofits Harvard Business ReviewOct. 2010
SYNTHESIS 

Presentation of term projects

Summary of course themes

________________________________________

Deliverables

Term project Options:

1) Option one: a feasibility study for a potential  new ventures
2) Option two: a term paper on a course relevant topic. Examples: venture capital in China, software piracy, licensing.
Description of term project. 

Identify the entrepreneurial idea and develop that idea into a concept statement with regard to a particular new venture opportunity being pursued. This should be a maximum of two pages. It should be sufficient to describe the concept, the potential customer, the distribution/market penetration approach, and where “the money is” in the concept. To be an effective entrepreneur it is important that you develop the skills at opportunity recognition and concept development. In an international context it is critical to understand the variables that make an idea viable in one national context and perhaps less viable in another. Include your team members (1 to 3 people) and questions (if any) about resource sources and approach.

Due before each class 

Prepare a 2 page written analysis of one case for each module.  Greater learning and a stronger grade will be achieved by citing material from both the cases and the readings.  
Term project oral presentation- last class. Present a summary of your term project to the class using Powerpoint slides. The goal is to inform the class about your approach and the issues you have identified that will impact your new venture. This is a work in progress presentation. The final paper is due two weeks later.
Term Project- Opportunity Analysis.  

Hand in a 10-15 page paper, which assesses the opportunity for a new venture including business viability considerations. Option two is a term paper on a course relevant topic. Examples: venture capital in China, software piracy, licensing. 
The University's Code of Academic Integrity is designed to ensure that the principles of academic honesty and integrity are upheld.  All students are expected to adhere to this Code.  The Smith School does not tolerate academic dishonesty.  All acts of academic dishonesty will be dealt with in accordance with the provisions of this code.  Please visit the following website for more information on the University's Code of

Academic Integrity: www.inform.umd.edu/CampusInfo/Departments/JPO/AcInteg/code_acinteg2a.html. If you have a documented disability or other special needs and wish to discuss appropriate academic accommodations, please contact me as soon as possible.

This course will adhere to the R.H. Smith School of Business MBA Grade Distribution Guidelines (revised April 28, 2009), which state that, “In MBA elective courses, the proportion of A-, A, and A+ grades lie between 50% and 70% in the event that no “C” or lower grades are given. This recommended target is across all sections of the core that a faculty member teaches. Otherwise stated, the Smith School recommends a class-average GPA of approximately 3.60 as a target.” These guidelines are included to help manage student expectations regarding course grading.
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