ENG 520 Entrepreneurial Business Fundamentals for Engineers and Scientists
Venture Challenge homeworks
To reinforce the principles taught in the lectures and through the case studies, we provide you with a weekly venture challenge.  This is a homework assignment that will help you think through the process, and will run parallel with the syllabus.   Select an opportunity that interests you (e.g. your research topic) and use it to practice the topics of each week’s lectures.  As we proceed in this course, we will be moving from value chain analysis, to strategy, finance, and marketing, and ultimately to new business design. 

Week 2.

The Value Creation Paradigm and the Value Chain
1. Describe the opportunity that attracts you and the industry sector that this pertains to (one paragraph)

2. Set up a value chain for your sector with at least five industry segments and their operating margins

3. Why is the segment with the highest operating margins able to capture the value?
4. Where does your opportunity fit in the value chain?
Week 4.

Strategy:  1. Porter’s Five Forces  - Business Environment 
1. Who are the suppliers and customers for your segment?

2. What is the bargaining power of suppliers and customers?

3. What are the challenges / issues for this segment?

4. Could these challenges be the basis for a new approach?  A different solution?

5. Is it difficult for new companies with a similar solution to enter this industry?

6. What is the competitive environment in this segment?

7. Envision ways how you can shift the equilibrium of the balance of power?

Week 5.

Strategy: 3.  Market Needs (Mullins, Cooper)
1. What are the needs of customers in this segment?  How many can you list?

2. Aggregate these needs into several different personas (see Cooper article).  

a. What is the major need of each persona, 

b. Their secondary needs?

3. What existing products services are available to these personas?

4. What effect do the existing products have on these personas?

5. Explain how the benefits of the existing products address the persona’s needs.

6. Are there personas whose needs are partially (or wholly) need unmet by current products?  What are these unmet needs?

Week 6.

Strategy: 2.  Teece Analysis – Optimum Business Vehicle
1. Brainstorm several new approaches to addressing the unmet needs of your personas (list several).

2. For two of these proposed solutions, describe what would be needed to create this solution and deliver it to the personas.

a. Break these into two lists: things that exist and things that don’t exist 

3. Of the things that exist, would you describe these assets as being 

a. Specialized (only a PhD in COE can do this, brand recognition, etc…) or 

b. Generic (off the shelf, broadly available, etc…)

4. Of the things that do not yet exist:

a. What would it take to create them?

b. If you could create them, could these assets be strong or weak?  Is it something that can be protected or enforced?  Can it be easily replicated by others without violating the patented technology, trademark (brand), trade secret or copyright?
5. Based on this analysis, how would you characterize your position in Teece?

Week 7

Entrepreneurial Finance
1. This homework will be handed out separately.

Week 8

Marketing
1. Describe the customer and target segment you have identified.

2. Describe a market research plan for your product or service

3. Describe the marketing mix for your product or service.

4. Based on what you know about the potential market, describe the product adoption process and its challenges (how would you overcome the chasm?)


5. From the table below, what would be your market strategy?

	Factor
	Differentiation
	Low Cost
	Customer Intimacy
	Niche

	Distinctive competitiveness
	Innovation and relationships
	Processes, logistics
	Innovation and processes
	Relationships

	Product differentiation
	High 
	Low
	Medium
	Medium

	Market segmentation
	Many segments
	Mass market
	Many segments
	One or two segments

	Examples
	Intel, Microsoft
	RadioShack, Wal-Mart
	Dell, Southwest Airlines
	Getty Images, Incyte


Week 10

New Business Design
1. What is your business hypothesis?  What? Who? Why? How?

2. What is your business model?  Sales? License? Subscription? Etc…
3. What is the differentiating enabling element of your business?

4. How can you create this enabling element?

Week 12

Global Trends
1. What would be the reasons to develop a global strategy?

2. Discuss the strategic and organizational advantages/disadvantages for your venture in a global market.

3. What form of entry would you consider (e.g. exporting, licensing, franchising, joint venture, wholly owned subsidiary?









