ENTRP/MNGT 321-003   FALL 2015
ENTREPRENEURSHIP & INNOVATION IN ORGANIZATIONS 

University of Nebraska-Lincoln (You are in the Huskers’ Zone!)
PROFESSOR: J. K. OSIRI, Ph.D.  

MEETING: CBA 342 (M/W, 12:30–1:45 p.m.) 
E-MAIL:  jkosiri@unl.edu   


   
OFFICE HOURS: CBA 209 (By appointment)

HOBBY: Ping-Pong - You may challenge me anytime
COURSE DESCRIPTION:
This course introduces students to the basic concepts of entrepreneurship, provides an overview of how the entrepreneurial process occurs, and explores its impact on society. This course is designed to teach entrepreneurship by mentoring and coaching students to practice entrepreneurship concepts. You will learn by: (1) participating in class discussions and exercises, (2) engaging in outside-classroom activities, (3) creating new ventures, and (4) communicating plans in written and oral forms. This course seeks to develop internally motivated business leaders with a knack to solve problems and an obsession to exploit opportunities. Throughout this course, you will make contacts with individuals in the real world, build extensive contacts, and start new ventures. A collision of this sort, where theory intersects practice, I believe will sharpen your entrepreneurial skills. You will learn to seek opportunities, minimize the required resources and develop entrepreneurial marketing plans. This course highlights the attributes of entrepreneurs and entrepreneurial teams, trains you to develop skills needed to distinguish ideas from opportunities and inventions from innovations, and instructs on how to harness resources to start an innovative venture. The course maintains that at the heart of the entrepreneurial process and of entrepreneurs are people, NOT dollars. 

COURSE LEARNING OBJECTIVES: 
1. Understand how winning entrepreneurs think, act, and perform.

2. Emulate and model entrepreneurial actions, attitudes, habits, and strategies relevant to innovate.

3. Be challenged to become an entrepreneur and innovator.
4. Develop extensive team and collaborative skills.

5. Exhibit ethical behavior and demonstrate global awareness.

6. Communicate effectively in written and oral forms.

7. Learn independently and be fulfilled by this experience. 

COURSE FORMAT:

I will do my best to offer a pleasant and congenial class environment where you feel comfortable asking questions that will help your understanding and mastery of the course materials. Please talk to me if you have concerns about the course. Entrepreneurship requires a great deal of focus, responsibility, and dedication. It is a high energy endeavor, both in preparation and execution. The semester has been broken up into four skill areas to help make the workload manageable for you. See the section on Workload for the assignments under each skill area. As your professor and coach, I believe that you need to practice and acquire the following skill sets to stand out in the job market:
1. Team skills

2. Networking skills

3. Social media skills

4. Communication (oral/written) skills

“What should exist? To me, that’s the most exciting question imaginable. What do we need that we don’t have? How can we realize our potential?” – Paul Allen (Co-Founder of Microsoft)

Practicing these four skill areas should lead to four major “tangible” outcomes, which are highlighted using bold fonts below. There will be in-class tests involving short answers and/or multiple choice questions to test your knowledge of the concepts; you will create a fledgling new venture by midterm; you will complete and present your entrepreneurial marketing plans after midterm, and before the semester is over, you would have also learned from entrepreneurs through our speaker series. Attending class is essential in order to pass this course because the instruction and mentoring you need will occur in the classroom. Be sure to inform your teammates if you are going to miss class and work out how you will complete your work with them. 

TEXT:   
You should obtain two e-books: (1) Unleashing Your Idea: Steps to a Successful Start and 
(2) Entrepreneurial Marketing: Creating a Customer Base, both by J. K. Osiri. Use them as guides in your new venture creation process. Both e-books available only at Amazon.com. For a supplemental (optional) reading, consider purchasing the latest edition of New Venture Creation: Entrepreneurship for the 21st Century by Stephen Spinelli, Jr. and Robert Adams.

OPPORTUNITIES AND EXPECTATIONS:
1. The Center for Entrepreneurship within the College of Business Administration organizes the annual 3-2-1 Quick Pitch competition as well as the annual EntrepreneuringDays@UNL event every fall and spring semesters, respectively. Why not use this course as an opportunity to leverage your business ideas and marketing plans and compete at these events? The Center awarded seven $1000 cash prizes in 2014’s Quick Pitch event and a total of nearly $75,000 to winners from the EntrepreneuringDays@UNL competition in April, 2014. 
2. Unless otherwise stated, all written assignments are to be submitted in class. Documents submitted outside class time or after the deadline will not be graded. This means that late assignments will automatically receive failing grades. Assignments should be formatted using the following specifications: Margins: 1 inch margins all around; Font: Times New Roman or Arial; Size: 11- or 12-point font; Spacing: Single. I always learn from students, so I look forward to your lessons, in the classroom and through your assignments.
3. Get a notebook for this course and bring it to every class session. You will use it to jot down ideas at home and in class and to take notes during team meetings. Date everything you write in this book as they may form the basis for valuable intellectual property down the road. Let’s enjoy this course together; after all, there is fun in “function.” Do you see it?

DISCLAIMER:

Because Entrepreneurship is one of my favorite courses (the other is Leadership in a Global Context), and because I believe that entrepreneurship is a powerful vehicle through which we can re-create our world, I tend to get a bit excited in class. I am aware of this and plan to apply restraints whenever I can, but please excuse me when these moments subdue me. I tend to do this with the very best minds.

“The thought manifests as the word; the word manifests as the deed; the deed develops into a habit, and habit hardens into character; so watch your thought and its ways with care, and let it spring from love, born out of concern for all beings….As the shadow follows the body, as we think, so we become.” – From a Collection of Wise Sayings. 

WORKLOAD:
(1) Team Building Skills – 10%

· Team contract (0%): In the past, students have considered pursuing their business ideas beyond the classroom. Without a team contract, it was difficult to assign roles, figure out who owns the business, and distribute equity. For that reason, I still require every team to create a team contract in the beginning of the semester. The team contract should include: the business idea, the originator(s) of the idea, the team leader(s) and roles of all team members, division of business ownership, tentative meeting times outside class, and how the team will communicate outside class. 
· Make money exercise (5%): The goal of this exercise is for each team to make as much money as possible. You will be handed an envelope containing seed money from me (your professor). If, and only if, you open the envelope, then you will have to complete the exercise within a specified time. Otherwise, there are no rules. Each team will submit a summary of their tactics, how much they made, and how they made (or raised) their money.
· General team evaluations (5%): About 2-4 times during the semester, each student will evaluate his or her team members. I will assign 5% to those who score 100% or greater on their general teams evaluations. Specific project team evaluations may also be implemented and used to adjust individual grades for group projects.
(2) Networking Skills – 20%

· Idea exploration (15%): This assignment requires your team to contact as many potential customers as possible (a minimum of 65 customers and 5 industry experts) and find out from them if they are willing to become your customers. Be sure to collect their EXACT responses. Your team should first come up with a list of questions to which you want answers, before proceeding to collect these customer feedback. 
· Speaker series (5%): Entrepreneurs will be invited to our class speaker series. You are to attend each talk, write down two questions for each speaker, AND ask at least two thoughtful questions to different speakers during the semester. 
(3) Social Media Skills – (30%)

· Twitter (10%): Your team will create a Twitter page for your business and generate 800 followers by the due date. You are encouraged to generate your first 50 followers in 3-5 days. 

· Facebook (10%): Your team will create a Facebook page for your business and generate 800 “likes” by the due date. 

· Business video (10%): Following the “STEPPS” guideline, which will be discussed, your team will create a promotional video for your business. Your video will be judged by your potential customers, experts, and/or qualified Internet users to mimic real world consumers.  
(4) Communication Skills – (40%)      
· Marketing plan (15%): Your team will submit a comprehensive marketing plan following a format that I will show you.

· Tests (15%): You will be tested on your knowledge of the concepts discussed in class as well as your retention of what you read. This test will gauge your listening skills and attentiveness.
Huskers’ Zone Contest (10%): You will make the case for the viability of your business concept using a PowerPoint presentation. Use your customer responses to support your case during your presentations.

“Ask me the biggest challenge that companies must solve in driving innovation in today’s business environment, and the answer is easy. The biggest challenge is developing our future leaders.” 
–Scott Carson (ex-President/CEO, Boeing)

GRADES:

Grades will be based on your performance on course requirements. The weights for grade components are as follows:

Assignment




Points
Team contract (0%) 



      0
Make money exercise (5%) 


  500

Team evaluations (5%)


  500

Speaker series (5%)



  500

Idea exploration (15%) 


1500
Twitter (10%)
 



1000
Facebook page (10%)



1000
Business video (10%) 


1000
Huskers’ Zone Contest (10%) 

1000
Marketing plan (15%) 


1500
Exams (15%)




1500



TOTAL



         10,000

*****There are no extra points in this course. Truly outstanding contribution is characterized by consistently attending class, arriving on time, contributing to discussions, and participating in all exercises and hands-on assignments, and team evaluations. 
The anticipated grading scale is provided below.  However, the professor reserves the right to adjust this scale as deemed necessary.

Letter grades will be determined per the following scale:

A+
= 98 –100
C+
= 77 – 79.9
F
= 59.9 and Below


A
= 93 – 97.9
C
= 73 – 76.9
A-
= 90 – 92.9
C-
= 70 – 72.9
B+
= 87 – 89.9
D+
= 67 – 69.9
B
= 83 – 86.9
D
= 63 – 66.9
B-
= 80 – 82.9
D-
= 60 – 62.9
ABOUT THE HUSKERS’ ZONE CONTEST
This class is dubbed Huskers’ Zone to connote the idea of the rugged, tumultuous, “no nonsense” path to entrepreneurial success. Furthermore, the approach to entrepreneurship in the course is real and pragmatic. The professor intends to do less lecturing and more coaching throughout the semester. There will be an in-class business contest (Huskers’ Zone Contest), where judges will be frank and will not mince words in their feedback to teams.  The Huskers’ Zone Contest is sort of modeled after the show, Shark Tank. Winners of the contest are in for a surprise! The professor came up with the idea on August 20th, 2013 and modified it on August 15, 2015 by incorporating “Huskers” for obvious reasons. We are Huskers!

A MESSAGE FROM A PAST STUDENT
Written on July 17th, 2013. 

If you haven’t had an Osiri class yet, prepare yourself. I took this course because I needed to graduate, but I wish I could take it three more times and offer it to every major. If you have a vision, this is where you’ll find the inspiration to pursue it. As for me, I’m a writer at heart, and I had a dusty old manuscript that has been finished for four years, yet had gone nowhere. My classmates and I started by creating a Facebook page and researching whether people even liked the story idea. Our research led to amazing networking, that networking led to a trip to New York to speak with publishers, that trip led to two separate manuscript requests from the biggest publishing houses in America, and those manuscript requests are securing an agent for me right now while the story itself is up for an award at the Pacific Northwest Writers Conference next week. No other class has ever impacted my life so greatly. Congratulations on being enrolled. – Halie Fewkes (Fall 2012). 
(Update: Halie received the first place award at the Northwest Writers Conference (PNWA) on July 27th, 2013. She reported on July 30th, 2013, “I can’t even believe the connections I made. I now have great ties with aspiring authors, published authors, editors, book-store owners, the PNWA board, and thirteen agents. I can’t believe it. I just can’t. This is actually happening!”) 
ACADEMIC INTEGRITY:

Per the UNL Student Code of Conduct: "The maintenance of academic honesty and integrity is a vital concern of the University community. Any student found guilty of academic dishonesty shall be subject to both academic and disciplinary sanctions. Academic dishonesty includes, but is not limited to, the following: Copying or attempting to copy from an academic test or examination of another student; using or attempting to use unauthorized materials, information, notes, study aids or other devices for an academic test, examination or exercise; engaging or attempting to engage the assistance of another individual in misrepresenting the academic performance of a student; or communicating information in an unauthorized manner to another person for an academic test, examination or exercise."

A. Academic dishonesty is defined as cheating on tests and assignments, plagiarism, misrepresentation, tampering with academic records and examinations, falsifying identity, aiding other students in academic dishonesty, and other behaviors in the student judicial code of conduct, section 4.2 (http.'/lstuafs.unf.edu/ja/code/three.shtml). 

B. The penalties for academic dishonesty will be severe, from an F on the test or assignment, or an F in the class, up to and including expulsion from the university. Faculty will report ALL cases of academic dishonesty to the Dean of Students at UNL, who will place a report in the student’s permanent file.

C. If you copy work from anyone else on a paper, the work must put it in quotes and the source cited. Otherwise, it is plagiarism. If plagiarism or other forms of academic dishonesty are found on a group work assignment, it is possible that every member of the group will be punished. It is to your advantage to check out anything that doesn't seem like the work of your group members or colleagues. Written assignments are subject to be checked on Safe Assignment for plagiarism.
GENERAL POLICIES:

You are expected to attend all classes and be punctual.  Poor attendance is likely to impair your ability to perform well in this course.  I value your participation, so please be in class and on time. I expect that all of us in this class conduct ourselves as responsible adults and exhibit at all times respect for others. Students are advised that the University of Nebraska-Lincoln’s policy of non-discrimination and non-harassment on the basis of race, gender, color, national origin, religion, ethnicity, sexual orientation, or disability will be observed. If you have concerns in this area, please contact me immediately or contact the Department Chair, Dr. Dennis Duchon.
CLASS SCHEDULE:

The following class schedule is tentative and subject to change. Any changes will be discussed or announced in class. You are responsible for making progress on your assignments in accordance with the dates below. Read the material BEFORE coming to class on the day it is to be discussed.
	Date
	Topic of Discussion
	In-class activity
	Assignments/ Activities

	M, 24-Aug
	Introductions
	“Entrepreneurial me”
	

	W, 26-Aug
	Review of syllabus
	
	

	M, 31-Aug
	Ideation 
	The Student Maid case
	Start reading Inertia & Ideation from Unleashing Your Idea: Steps to a Successful Start         
                                    

	W, 2-Sep
	What is an Entrepreneur? 
	Share  your ideas, form teams, and begin social media
	Complete your reading on Inertia & Ideation. Join Facebook group                                               

	M, 7-Sep
	Labor Day
	No Class
	

	W, 9-Sep
	Inertia & Ideation 
	Assign the Make Money Exercise
	Work on the Make Money Exercise. You will report back next week.


	M, 14-Sep

	Presentations on the Make Money Exercise

	Select the Winning team and Most Creative team
	Read Entrepreneurship and Starting 

	W, 16-Sep
	Make progress on your Facebook and Twitter engagement
	Submit your Team Contract in class today

	Work on your social media pages in class

	M, 21-Sep
	How Do Entrepreneurs Think?
	House of Cards Exercise
	Start reading Exploration and Examination from Entrepreneurial Marketing Creating a Customer Base


	W, 23-Sep
	Exam 1
	Exam will include all the concepts covered so far. 
	You will not be tested on the exercises.

	M, 28-Sep
	Idea Exploration & Examination 
	The Wallet Exercise
	Complete your reading on Exploration and Examination


	W, 30-Sep

	Designing your survey and interview questions

	Team discussions; examples of deliverables

	Contact 65 potential customers and 5 industry experts 


	M, 5-Oct
	Make progress on your Idea Exploration research
	Get more data; analyze data; compile results
	Read Exploitation and Expansion                                                

	W, 7-Oct
	Societal Impact and Types of entrepreneurship

	
	Wrap up data collection and begin testing your ideas 

	M, 12-Oct
	Implement Idea Examination
	Test your ideas
	Test your ideas

	W, 14-Oct
	Implement Idea Examination 
	Test your ideas
	Test your ideas

	M, 19-Oct - T, 20-Oct 
	Fall Break
	No Class
	Offices Open

	W, 21-Oct
	Implement Idea Examination
	Complete data analysis of Idea Examination report
	 

	Oct 22
-Oct 24
	AIB Conference 
	For Professor only
	

	M, 26-Oct
	Submit your Idea Exploration report in class today. Discuss Exploitation and Expansion
	Report should include list of people/businesses and their raw and analyzed feedback
	Complete your reading on Exploitation and Expansion                                                

	W, 28-Oct
	The Marketing Plan 
	Review of Exam 2
	

	M, 2-Nov
	Exam 2
	
	

	W, 4-Nov
	STEPPS video 
	
	Make progress on your STEPPS video

	M, 9-Nov
	Prepare for the Huskers’ Zone Contest  
	
	

	W, 11-Nov
	Huskers’ Zone Contest  Presentations
	
	

	M, 16-Nov
	Huskers’ Zone Contest  Presentations
	
	

	W, 18-Nov
	Huskers’ Zone Contest  Presentations
	
	

	M, 23-Nov
	Huskers’ Zone Contest  Presentations
	
	

	T, 24-Nov
	This is NOT a class period. It is a due date.

	
	Facebook, Twitter, and video due online 


	W, 25-Nov

	UNL Student Holiday  
	Offices Open

	R, 26-Nov- Su, 29-Nov

Thanksgiving Break. Closed!


	M, 30-Nov


	Speaker 1

	
	

	W, 2-Dec
	Speaker 2
	
	

	M, 7-Dec
	Speaker 3
	
	

	W, 9-Dec
	Speaker 4
	Marketing Plan due today
	

	Sa, 12-Dec
	
	Last Day of Classes

	

	14-18 Dec
	FINAL EXAMS
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I am grateful to Professor Stephen Spinelli (former Babson College faculty and President of Philadelphia University) and UNL professors who taught entrepreneurship and global leadership courses in 2014. I borrowed some of their ideas and syllabi materials. I am also a beneficiary of their teaching experiences. I thank Professor William (Bill) Rossi for suggesting two experiential exercises, which I incorporated in this course. Dr. Rossi is Associate Director at the Center for Entrepreneurship and Innovation (CEI) and CEI Faculty Fellow at The University of Florida, Gainesville. 
“The world is desperate for leaders that would dare innovate, that would fearlessly chart a new course in history…Go forth and conquer!” – J. K. Osiri (Husker Faculty)
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