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ENTR 454 New Venture Formation 
CRN 31300 
Spring 2016 
SYLLABUS 

 
Class hours: Tuesdays and Thursdays, 2.00-3.15 pm, BSB 365 

Instructor: Dr. Annaleena Parhankangas, email: parhan1@uic.edu, 
Phone: 312-996-6233 

Office hours Tuesdays and Thursdays 11-11.30 am and by appointment; UH 2228 

Prerequisites ENTR 310 and FIN 300 and MGMT 340 and MKTG 360; or consent of the 

instructor 

 

Course Objectives and Teaching Methods 
 

This course covers the entrepreneurial process from conception to birth, early growth and harvesting of a 

new venture. It concentrates on how entrepreneurs search for opportunities, gather resources to convert 

opportunities into businesses, and grow their businesses. Students also learn how to evaluate business 

ideas and opportunities. They work in teams to write a business plan for a new venture that they would 

like to conceive. 

 

It has been said that the difference between managers and entrepreneurs is that managers are ‘resource 

driven’ whereas entrepreneurs are ‘opportunity driven.’  Within the broadest definition, entrepreneurs are 

found throughout the world of business, since any firm, if it is to survive and prosper, must have its share 

of entrepreneurial drive.  However, in this course, the focus is on entrepreneurs who found startup firms 

or start new ventures within existing corporations.  

 

Through lectures, case studies (both written and video), movies, online simulations, guest speakers, and 

group projects, the course simulates the experiences that entrepreneurs undergo in conceiving, launching, 

and operating a new business. The course enables students to evaluate an entrepreneurial career for 

themselves.  In so doing, it provides want-to-be entrepreneurs with a framework for selecting, funding, 

and starting their own new ventures.  

 

The learning goals of this course are summarized below: 

 

 to be able to explain the fundamental processes of starting a business 

 to be able to critically evaluate business ideas and develop realistic business plans  

 to be able to apply knowledge acquired during the course in real life situations 

 

 

 

 

mailto:parhan1@uic.edu
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Projects and Assignments 

 

Group Project 

 
The principal project for the semester is the development of a plan for a new business. Teams of 5 

students will write a business plan that is no longer than 30 pages of text, excluding the exhibits and 

references. The content of the business plan is described in the required text and in the lecture overheads 

that will be posted on black board. During the last two classes, each team will present their business plan. 

The deadlines for these submissions are listed in the course schedule shown below.  

 

Individual Assignments 
 

There are also several projects that are to be completed by students working individually. The mandatory 

individual projects include 

 

1)  Individual business idea pitch and written description (1-3 paragraphs) of your business idea: 

Early on during the course, each student will present an idea for a new business. Then the class 

will vote to select the most viable business ideas. The presenters of the winning proposals will be 

able to form a team of 4 students around their idea 

2)  Completion of a simulation exercise (Backbay Battery) 

 

In addition, the students must complete two out of the following four exercises 

 

1) Essay (approximately 4 pages) describing an entrepreneur and his/her new venture. You should 

discuss  

a. the life of the entrepreneur, 

b. his and her personal characteristics  

c. how these factors contributed to entrepreneurial success 

d. what was special about the business opportunity pursued by the entrepreneur. 

 

Case studies (The case study questions are posted on the black board) 

 

2) Tesla Motors 

3) IDEO Product Development 

4) Apple’s Core 

 

The deadlines of each assignment are listed in the detailed course schedule provided below. 

 

There will be NO mid-term or final exams for this course. 
 

Required Materials 
 

Required Books (available at major (online) bookstores): 

 

 Entrepreneurial New Venture Skills, R.N. Lussier, J. Corman and D. Kimball. (third edition), 

Routledge. ISBN-10: 041582530X; ISBN-13: 978-0415825306 

 

 

http://cb.hbsp.harvard.edu/cb/web/product_detail.seam?E=58819&R=906A34-PDF-ENG&conversationId=156743
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Required Articles are available in library reserve, accessible through Black Board under Some Required 

Readings 
 

 Amabile, T.M. 1997. Motivating Creativity in Organizations: On Doing What You Love and 

Loving What You Do. California Management Review, 40(1): 39-58. 

 Chesbrough, H.W.2007. Why Companies Should Have Open Business Models. MIT Sloan 

Management Review, Winter 2007: 22-28. 

 Ekvall, G. 1996. Organizational Climate for Creativity and Innovation. European Journal of 

Work and Organizational Psychology, 5(1): 105-123. 

 

Cases and Simulation Exercise  

 

The whole course package is available at  

https://cb.hbsp.harvard.edu/cbmp/access/43572457 

 

Even though you are not required to submit each case, you should read them through to be able to follow 

and participate in the classroom discussion. The individual cases and simulations can be downloaded at  

 

Tesla - Evaluating a Growth Company A209-PDF-ENG   

(https://cb.hbsp.harvard.edu/cbmp/access/43572314) 

 

Strategic Innovation Simulation: Back Bay Battery, 2656-HTM-ENG  

(https://cb.hbsp.harvard.edu/cbmp/access/43572368) 

 

IDEO Product Development, Prod #:600143-PDF-ENG  

(https://cb.hbsp.harvard.edu/cbmp/access/43572390) 

 

Apple’s Core 809063-PDF-ENG 

(https://cb.hbsp.harvard.edu/cbmp/access/43572422) 

 

Student Evaluation  
 

The final grade for the course will comprise the following: 

 

 (1) Classroom participation     15% 

 

 (2) Individual assignments     40% 

 

 (3) Team business plan:                    

  Final presentation      15% 

  Written plan      30% 

 

LATE ASSIGNMENTS, BUSINESS PLANS, ETC:  Assignments will be graded down by 10 percent 

each day that they are late. Assignments that you fail to turn in will earn 0 points. 

 

Classroom participation: This will be based on the quality and quantity of a student’s contribution to 

classroom discussion and projects, which include the individual pitch of a business idea and the 

completion of the simulation exercise. 

 

https://cb.hbsp.harvard.edu/cbmp/product/A209-PDF-ENG
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Essay describing an entrepreneur of your choice: Guidelines for this paper will be given in class.  Criteria 

for evaluation will include the quality of the content, application of themes from the readings and class 

discussions, and the thoroughness of the underlying research.  

 

Team business plan: Each team’s project will receive a grade based on the final presentation and the 

written business plan. Criteria for evaluating the project will include feasibility of the business 

opportunity, completeness and viability of the business plan, quality of underlying research and the 

quality of the final presentation. 

 

Everybody is expected to contribute to the team project equally. If you experience problems within your 

team that cannot be solved with reasonable effort, please inform the instructor well ahead of the end of 

the semester.  

 

Case analysis: Case analysis will be evaluated based on how well students address the pre-assigned case 

analysis questions (downloadable from the blackboard). Written case analyses are due on the day when 

the specific case will be discussed in class (please refer to the course schedule below).  

 

Simulation exercise: each student needs to complete this assignment . The completion of this exercise 

will count towards the participation and attendance points. 

 

Pitch for and write a brief description of a business idea: mandatory for each student. The pitch will 

count towards the participation and attendance points. 

 

Course Evaluations. As a final assignment, students will be expected to complete a confidential online 

course evaluation known as a SIT evaluation. These evaluations provide very important feedback to me 

and the college and will be used for course improvement. You will receive an email from the Office of 

Faculty Affairs inviting you to complete your course evaluations and will receive an email confirmation 

when you have completed each one. Please forward your confirmation email for this course to me 

(parhan1@uic.edu). The content of your feedback remains anonymous: the confirmation email only 

states that you have completed the course evaluation, but does not share its’ content with me. 

 

 

GRADING SCHEME 

 

A: 90-100 

B: 80-89 

C: 70-79 

D: 60-69 

F: under 60 

 

Academic Integrity 

This course and its associated coursework are being administered under the policies of the University of 

Illinois at Chicago (UIC) College of Business Administration Honor Code. All students are expected to 

respect and uphold the CBA Student Code of Ethics found on pages 8-9 of the UIC Business Student 

Handbook:  

http://catalog.uic.edu/ucat/colleges-depts/business-administration/#j4 

http://catalog.uic.edu/ucat/colleges-depts/business-administration/#j4
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In keeping with CBA policy, evidence of academic dishonesty may result in a failing grade for the 

course and disciplinary review by the University.  

Academic dishonesty includes, but is not limited to, cheating (giving or receiving aid), 

fabrication/falsification, plagiarism (including not accurately referencing source material), bribes, favors 

or threats, examination by proxy (taking an exam for someone else), grade tampering and submitting non-

original works authored by someone other than the student. Refer to the student handbook or Student 

Disciplinary Procedures for definitions and details:  

http://www.uic.edu/depts/dos/docs/Standards%20of%20Conduct.pdf and 

http://www.uic.edu/depts/dos/docs/Disciplinary%20Actions.pdf 

 
For a complete review of UIC policies regarding intellectual integrity and academic honesty, please visit:  

http://www.uic.edu/depts/dos/conductforstudents.shtml 

 

Accommodation for Students with Disabilities 

Concerning disabled students, the University of Illinois at Chicago is committed to maintaining a 

barrier-free environment so that individuals with disabilities can fully access programs, courses, 

services, and activities at UIC. Students with disabilities who require accommodations for full access 

and participation in UIC Programs must be registered with the Disability Resource Center (DRC). 

Please contact DRC at (312) 413-2183 (voice) or (312) 413- 0123 (TDD).  . More information may 

also be found at the DRC Website located at http://drc.uic.edu/. 

Students requesting accommodation must provide each instructor with a letter outlining the specific 

accommodations requested for a specific course. These letters are developed by the DRC in 

coordination with the student and presented to the instructor by the student prior to the start of each 

semester. 

 
Other information 

 

 Observe religious holidays or practices which will require you to be away at some point during 

the semester or which could affect your performance in class. 

http://www.uic.edu/depts/dos/docs/Standards%20of%20Conduct.pdf
http://www.uic.edu/depts/dos/docs/Disciplinary%20Actions.pdf
http://www.uic.edu/depts/dos/conductforstudents.shtml
http://drc.uic.edu/
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Tentative Class Schedule (Subject to Change) 
Date Topic Materials Assignments due 

Jan 12 & 14 What is Entrepreneurship? 

Introduction to Entrepreneurship and Entrepreneurial 

Opportunities 

Course book Chs 1-2  

Jan 19 & 21 How to identify business opportunities? 

An idea generation exercise 

How to Communicate Your Business Idea? 

Pitching Your Business Opportunity 

Course book Ch 2 Jan 21: Business 

opportunity pitch and 

description due 

(mandatory) 

Jan 26 & 28 How to Do Competitor and Market Research Using Library 

and Online Resources? 

 

Jan 26: PLEASE, NOTE WE WILL MEET AT RICHARD J. 

DALEY LIBRARY, IDEA COMMONS, FIRST FLOOR 

SOUTH 

 

How to Communicate Your Business Idea? 

Basic Components of a Business Plan 

Course book Ch 4-5  

Feb 2 & 4 Who Are Entrepreneurs? 

What Inspires Individuals to Recognize and Exploit 

Entrepreneurial Opportunities? 

 

Examples of Successful and Not So Successful Firms  

Course book Ch 3 Feb 4: Essay on your 

entrepreneur due 

(optional)* 

Feb 9 & 11 Meet a Real Life Entrepreneur 

Financing New Ventures 

Course book Ch 11  

Feb 16 & 18 Financing New Ventures continued 

How to Organize Your Venture 

Course book Ch 11 Feb 18: 

 Tesla Case Due 

(optional)* 

Feb 23 & 25 How to Harvest and Exit from Your Venture? 

What are the Basics of the Marketing and Operations Plan? 

Work in teams on your business plan 

Course book Chs 2, 5-8  

March 1 & 3 What is the Role of Ethics and Social Responsibility in 

Entrepreneurship? 

 March 3: First part of 

the business plan due 
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How to Manage Your Intellectual Property? (mandatory)** 

March 8 & 10 In Class Simulation Exercise  

 

How to Foster Entrepreneurial Culture 

 

Materials handed out in class March 8: In Class 

Simulation Exercise 

Due 

March 10: 

Ideo case study due 

(optional) 

March 15 & 17 Meet a Real Life Entrepreneur 

How to Build a Successful Management Team? 

  

March 29 & 31 Chicago as a Business Environment for Entrepreneurs: 

Resources and Challenges 

Meet a Real Life Entrepreneur 

 March 31: Apple’s 

Core due (optional)* 

April 5 & 7 Video Case Study: Entrepreneurship in Hostile Industries 

Meet a Real Life Entrepreneur 

  

 

April 12 & 14 How to Pitch Your Venture to Potential Investors 

Meet a Real Life Entrepreneur 

  

April 19 & 21 Meet a Real Life Entrepreneur 

Work in team in class on your business plan 

  

April 26 & 28 Final Presentations  April 26: second part 

of the business plan 

due; presentation on 

the designated 

presentation date 

(April 26 & 28) 

(mandatory) 

*  Please, complete 2 out of 4 elective assignments. 

** Please, submit the title page, executive summary, product or service description, company analysis, customer analysis, industry analysis and 

relevant appendices. 

*** Please, submit the competitor analysis, marketing plan, operations plan, management team, critical risks and relevant appendices 


