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1 Staff Contact Details 

Dr. Martin Bliemel 

Lecturer in Strategy & Entrepreneurship 

School of Strategy & Entrepreneurship 

Level 5, Room 566 

Australian School of Business 

Telephone: 9385 5671 

E-mail: mbliemel@unsw.edu.au 

 

If you would like an appointment to see me, please e-mail for an appointment time, or see me 

immediately following course meeting times. 

2 Course Details 

2.1 Teaching Times and Locations 

Tuesdays: 12:00pm – 1:30pm, Biomedical Theatre D (Lecture) 

Tuesdays: 5:00pm – 6:30pm, Biomedical Theatre D (Workshops, Seminars, Guest speakers, 

Pitches) 

2.2 Units of Credit 

6 Credits 

2.3 Summary of Course  

The course provides you with an introduction to the concepts and skills necessary to 

successfully commercialise new products and services. Entrepreneurship is not just about 

starting a business. It is also about identifying good opportunities and then creating, 

communicating, and capturing value in those opportunities. This course will teach you the skills 

to analyse business opportunities, and articulate them as a compelling business description, and 

pitch to an audience of investors, customers, or business partners. To bring the real world into 

the classroom, guest entrepreneurs will come to class and share their experiences with you. 

2.4 Course Aims and Relationship to Other Courses 

The course has the aim of introducing postgraduate students to the process of starting a new 

venture or initiative in any industry. Course content is provided via lectures and guest speakers, 

with opportunities for students to practice presenting their business ideas. Learning outcomes 

are designed to build awareness and develop skills towards identifying and developing new 

businesses opportunities. The knowledge acquired can be used in starting a for-profit business, 

a non-profit organisation, or a new initiative within an established organisation.  The focus will 

be on starting an independent for-profit business.   

The course is an introductory course designed for undergraduate students of all faculties and 

has no prerequisites. It is jointly taught with STRE2010 “Innovation & Entrepreneurship”. As a 

result, there will be a diverse mix of students by faculty and level of experience; much like in 

industry. 

2.5 Student Learning Outcomes 

By the end of the course, students should be able to: 

1. Identify opportunities to design new organisations that solve problems or make lives 

better and, therefore, are likely to attract customers. 

2. Coordinate a team to develop and launch and manage the new venture. 

3. Communicate the value the new venture provides to customers. 

4. Estimate the size of the market opportunity for the new venture. 

5. Explain how to attract and retain the resources and talent required. 

mailto:mbliemel@unsw.edu.au
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6. Summarize the revenue model, operating budget and development costs of the new 

venture. 

7. Articulate which business metrics matter and how you expect to perform according to 

them. 

8. Present a convincing business pitch to prospective stakeholders. 

9. Identify sources of additional information, education, and advice for new organizations. 

2.5.1 Graduate Attributes 

The learning outcomes in this course contributes to students‟ development of the following 

Australian School of Business Graduate Attributes, which are the qualities, skills and 

understandings we want you to have by the completion of your degree. More information on 

the ASB Graduate Attributes and how they align with the UNSW Graduate Attributes (2010) is 

available on the ASB Graduate Attributes webpage (ASB>Learning and Teaching >Graduate 

Attributes). 

 

Course 

Learning 

Outcomes 

ASB Graduate Attributes 

1, 4, 5, 6, 8 1. Critical thinking and problem solving 

3, 5, 7 2. Communication 

2, 7 3. Teamwork and leadership 

1, 3 4. Social, ethical and global perspectives 

1, 3, 4, 6, 8 5. In-depth engagement with relevant disciplinary knowledge 

1, 2, 3, 5, 7 6. Professional skills 

 

3 Learning and Teaching Activities 

3.1 Approach to Learning and Teaching in the Course 

Starting a successful new venture requires (a) an idea about a product or service that customers 

or potential customers value and (b) the perseverance to build an organization around that idea.  

Some of (a) and some of (b) can be learned by reading and listening to others, but much of it 

can only be learned by acting on what you believe, dealing with inevitable obstacles, and 

finding ways of overcoming them.  Thus, learning in the course emphasizes that you must take 

actions, such as telling others about your new business idea, and be ready to analyse the results 

of those actions. You are encouraged, through this action- learning not to simply study 

entrepreneurs, but to be an entrepreneur.  

3.2 Learning Activities and Teaching Strategies 

Class meetings will involve lectures, workshops, and guest talks by entrepreneurs. The goal of 

the lectures is for students to understand theoretical concepts about innovation and 

entrepreneurship.  The goal of the workshops is to internalize the concepts and knowledge by 

taking action. The guest speakers will talk and answer questions about their experiences as 

entrepreneurs, lawyers, investors, and advisors.  Thus, students will be exposed to both the 

theory and the practice of entrepreneurship.  

Interdisciplinary teams of about five students will identify and design a new business that has 

potential to be actually launched.  Each team will write a description and make brief oral 

pitches of the business idea to a group of entrepreneurs, who will provide feedback on its 

quality. The course requires students to draw on multiple sources of information and to put 

theory into action by designing a business that is potentially commercially viable. Emphasis 
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will be placed on their ability to articulate the value the business provides to the customers, 

potential investors, founders and other stakeholders. 

4 Assessment 

4.1 Formal Requirements 

In order to pass this course, a student must: 

 achieve a composite mark of at least 50; and 

 make a satisfactory attempt at all assessment tasks (see below) 

Composite marks from 65 to 74 receive Credit; Composite marks from 75 to 84 receive 

Distinction; Composite marks 85 and higher receive High Distinction. 

4.2 Assessment Details 

The following table provides essential information about each assignment assessed in the 

course.  The paragraphs following the table provide additional information. Students should 

keep a copy of all work submitted for assessment. 

4.2.1 Assessed Assignment Dates 

Assignment Value Due Date Mode 

E-mail Mentor Details 5% Beginning of Week 3 Team 

Quiz I 25% Week 6 (in class) Individual 

Practice Business Pitch 10% Beginning of Week 7 Team 

Quiz II 20% Week 12 (in class) Individual 

Oral Business Pitch 20% Week 13 (in class) Team 

Written Business Description 20% End of Week 13 Team 

Peer evaluation My call Weeks 7 and 13 Individual 

 

4.2.2 E-mail Mentor Details 

New for this term: Last year‟s class had 3 weeks to select team members and were assigned 

mentors 4-5 weeks later. This year, team will be randomized, and teams must find their own 

mentors by week 3. This means there is more time to work as a team and to work with mentors. 

Last year‟s class only had 5-6 weeks with their mentors, whereas you will have 10-11. 

Your target mentors is someone in industry who has been an entrepreneur, founder or senior 

level manager for at least 3 years. By the beginning of class time in Week 3, one student in each 

team must e-mail me the name, email, phone number and a short bio (or URL to their 

professional profile, e.g. LinkedIn) of your team‟s mentor. I will contact the mentors to confirm 

their interest. 

The purpose of finding a mentor is to get you to talk about your ideas with „real‟ people, who 

are willing to help you. My expectation is that you contact the mentors about twice a week by 

email, by phone or ideally in person to talk about your business idea for this course. If you can, 

find someone in the same industry as your idea. 

Teams whose e-mail is late, incomplete, or inaccurate will be penalized. In the same email, 

please confirm your team members‟ preferred email addresses and team name. 

Learning outcomes addressed:  2 
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4.2.3 Quizzes 

The quizzes will be designed to test your knowledge of concepts and theoretical foundations.  

They provide an incentive to review the reading and lecture material that precedes them. Both 

quizzes will include multiple choice questions and questions designed to elicit short and logical 

answers.  Your lecturer will provide some sample questions prior to the quiz so you know how 

to prepare. Both quizzes will be completed in class. 

Learning outcomes addressed: 1, 4, 5, 6, 8 

4.2.4 Practice Business Pitch 

Teams will be asked to upload a 3 minute video of their pitch to youtube, email the URL to me, 

and post a copy of the link in the course website. These videos will be used for review by your 

peers, mentors and me. The videos also help show your mentors, friends, family, alumni and 

the public your accomplishments. 10 teams will be randomly selected to perform their 3 minute 

practice pitch in front of the class and a guest jury panel for additional feedback. Every team 

should be prepared to do their pitch live, and email me any slides at least 2 hours before the 

session. Grades will be based on the uploaded pitches. Use the guidelines in Kawasaki‟s book, 

the information below on Oral Business Pitch, and the lectures as a guide to the requirements of 

the Practice Pitch. Lots of rehearsal will greatly improve your presentation, and good use of 

visual aids will help you clearly articulate your idea. Watch your video to make sure you are 

satisfied with it before you upload it. 

On a scale of 1 (weak) to 5 (excellent) each of the following aspects of the presentation will be 

rated: 

1. Traction: Clear identification of the value your solution provides to your customers ,  

2. Viability: Identification and forecasting of financial and business metrics, and 

3. Realism: Why you have or can attract the resources required to make it happen. 

It is highly recommended that the content includes: 

(a) Clear identification of the problem to be solved, (b) The solution, (c) Customers 

identified, (d) Revenue model, (e) Plans for handling risks and competitors, (f) 

Marketing plan, (g) Operations plan, (h) Plans for building management team, and (i) 

Financial statements.  

Learning outcomes addressed: 1, 2, 3, 4, 5, 6, 7, 8 

4.2.5 Oral Business Pitch 

This assessment, like the Practice Business Pitch, will test your ability to design a viable new 

business and to communicate that design in a way that will attract investors, suppliers, 

employees, and customers.  In this assessment, the emphasis will be on your ability to 

communicate orally and to interact with an interested audience.  

All teams must make a live oral pitch of their business idea to the class and a group of judges 

(for example, entrepreneurs, investors, or business advisors).  Each team will have a strict limit 

of 3 minutes for presentation and up to 3 minutes to answer questions from judges.  All 

members of your team are not required to speak, but all should be available to answer 

questions. Dress professionally; research shows it makes a difference in how you are regarded.  

Lots of rehearsal will greatly improve your presentation, and good use of visual aids will help 

you clearly articulate your idea. 

As with the practice pitch, presentations will be graded by the jury on a scale of 1 (weak) to 5 

(excellent) each of the following aspects: 

1. Traction: Clear identification of the value your solution provides to your customers ,  

2. Viability: Identification and forecasting of financial and business metrics, and 

3. Realism: Why you have or can attract the resources required to make it happen. 
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It is highly recommended that the content includes: 

(a) Clear identification of the problem to be solved, (b) The solution, (c) Customers 

identified, (d) Revenue model, (e) Plans for handling risks and competitors, (f) 

Marketing plan, (g) Operations plan, (h) Plans for building management team, and (i) 

Financial statements. 

Learning objectives addressed: 1, 2, 3, 4, 5, 6, 7, 8 

4.2.6 Written Business Description 

This assessment will test students‟ abilities to design a viable new business and to communicate 

that design in a way that will attract investors, suppliers, employees, and customers. Your 

assignment should be submitted via e-mail to me by 5pm on the Friday of Week 13 (See Course 

Schedule at the end of this outline for specific dates). 

Each team must write a description of their business idea that is two to four pages long, with no 

cover page.  A brief statement on the first page should identify this course, the name of the 

business, and provided an e-mail contact for your team. The complete team should be identified 

in the appropriate section. Of the four pages, at least two pages will be a description of the 

business idea as outlined below.  The remaining two pages may be used for further description 

or appendices (or a mix of both). The appendices may contain graphics, abbreviated financial 

statements, financial assumptions, and references (nothing else). For the description, please use 

12 point Times New Roman font, A-4 paper dimensions, and margins no smaller than 2.5 cm.  

The paper should have an attractive appearance and clear content headings.  The content will be 

complex. So use simple sentences and clear language with as little jargon as possible.  

The content must include: 

(a) Clear identification of the problem to be solved, (b) The solution, (c) Customers 

identified, (d) Revenue model, (e) Plans for handling risks and competitors, (f) 

Marketing plan, (g) Operations plan, (h) Plans for building management team, and (i) 

Financial statements.  

Grading will also consider: 

(i) Use of language and visual aids. (j) Overall viability that the business can produce 

positive cash flow. 

The required reading and the lectures will provide additional information about the above 

topics. Teams are strongly encouraged to start work on this assignment early and e-mail drafts 

to me for feedback. 

Learning objectives addressed: 1, 2, 3, 4, 5, 6, 7, 8 

4.2.7 Peer Evaluation 

Part of the learning experience will involve your ability to work with your teammates.  Teams 

do better when the members cooperate and help each other, rather than insisting on having their 

own way.   Team friction almost always results in lower scores, no matter how smart you each 

may be.  Effective teams surface more observations, ideas, and tactics than ineffective 

teams.  Therefore, team organization should be a serious priority. In order for a team to do well, 

each member must be actively involved in the research, discussion, and preparation.  Failure to 

actively participate cheats both you and your other team members.  Thus, there is little 

tolerance for free riding.  It is primarily your responsibility to eliminate free riding.  The 

incentive alignment mechanism will be peer evaluations.  At my discretion, using the peer 

evaluations, individual members who have not contributed adequately to the team activities will 

have the final marks for team assignments adjusted to reflect their actual contribution level.  

Peer evaluations are due the same time as the practice business pitch (beginning of Week 7) and 

written business description (end of Week 13).  
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A peer evaluation form or access to a related online service will be provided by me.  You do 

not get to see each other‟s evaluations. Evaluations may be based on consideration of the 

following criteria:  

 Attendance at meetings,  

 Level of preparedness to participate in meetings,  

 Willingness to contribute to analysis, decisions, and presentation,  

 Timely delivery of contribution,  

 Quality of contribution, 

 Attendance and participation in presentation rehearsals, 

 Cooperative orientation, and  

 Leadership support provided.  

4.3 Late Submission 

Late submissions will not be accepted. 

4.3.1 Quality Assurance 

The ASB is actively monitoring student learning and quality of the student experience in all its 

programs. A random selection of completed assessment tasks may be used for quality 

assurance, such as to determine the extent to which program learning goals are being achieved. 

The information is required for accreditation purposes, and aggregated findings will be used to 

inform changes aimed at improving the quality of ASB programs. All material used for such 

processes will be treated as confidential and will not be related to course grades. 

5 Academic Honesty and Plagiarism 

The University regards plagiarism as a form of academic misconduct, and has very strict rules 

regarding plagiarism. For UNSW policies, penalties, and information to help you avoid 

plagiarism see: http://www.lc.unsw.edu.au/plagiarism/index.html as well as the guidelines in 

the online ELISE tutorial for all new UNSW students: 

http://info.library.unsw.edu.au/skills/tutorials/InfoSkills/index.htm. 

To see if you understand plagiarism, do this short quiz: 

http://www.lc.unsw.edu.au/plagiarism/plagquiz.html 

For information on how to acknowledge your sources and reference correctly, see: 

http://www.lc.unsw.edu.au/onlib/ref.html 

For the ASB Harvard Referencing Guide, see:  

http://wwwdocs.fce.unsw.edu.au/fce/EDU/harvard_ref_guide.pdf 

6 Course Resources 

 STRE2010 and STRE5607: Kawasaki, G., 2004. The Art of the Start. New York: Portfolio. 

– Available in the UNSW Bookshop (probably in Marketing area) 

 STRE5607 only: McKaskill, T., 2007. Masterclass for Entrepreneurs. Melbourne, VIC: 

Wilkinson Publishing. – Will be provided by the lecturer in charge  

Blackboard site for this course:  

 To be determined. Wikispaces is currently the most likely candidate. 

Recommended Internet sites: 

 www.cie.unsw.edu.au 

 www.ausindustry.gov.au 

 www.abs.gov.au 

http://www.lc.unsw.edu.au/plagiarism/index.html
http://info.library.unsw.edu.au/skills/tutorials/InfoSkills/index.htm
http://www.lc.unsw.edu.au/plagiarism/plagquiz.html
http://www.lc.unsw.edu.au/onlib/ref.html
http://wwwdocs.fce.unsw.edu.au/fce/EDU/harvard_ref_guide.pdf
http://www.ausindustry.gov.au/
http://www.abs.gov.au/
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 www.austrade.gov.au 

 www.business.nsw.gov.au 

 http://info.library.unsw.edu.au/web/services/services.html 

7 Course evaluation and development 

Each year feedback is sought from students and other stakeholders about the courses offered in 

the School and continual improvements are made based on this feedback. This course has only 

been offered once before at UNSW and was evaluated at the end of the semester using the 

CATEI Course and Teaching Evaluation and Improvement Process.  As a result of feedback, 

the assessments have been improved. The course design has also been influenced by 

experiences at other universities.  We will encourage you to use the CATEI Process (to be 

described in class later) at the end of the semester to evaluate the course. Improvements are also 

likely to be made in response to that feedback. 

8 Student responsibilities and conduct 

Students are expected to be familiar with and adhere to university policies in relation to class 

attendance and general conduct and behaviour, including maintaining a safe, respectful 

environment; and to understand their obligations in relation to workload, assessment and 

keeping informed.  

Information and policies on these topics can be found in the „A-Z Student Guide‟: 

https://my.unsw.edu.au/student/atoz/ABC.html. See, especially, information on „Attendance 

and Absence‟, „Academic Misconduct‟, „Assessment Information‟, „Examinations‟, „Special 

Consideration‟, „Student Responsibilities‟, „Workload‟ and policies such as „Occupational 

Health and Safety‟. 

8.1 Workload 

It is expected that you will spend at least ten hours per week studying this course. This time 

should be made up of reading, research, working on exercises and problems, and attending 

classes. In periods where you need to complete assignments or prepare for examinations, the 

workload may be greater. 

Over-commitment has been a cause of failure for many students. You should take the required 

workload into account when planning how to balance study with employment and other 

activities.  

8.2 Attendance 

Your regular and punctual attendance at lectures and seminars is expected in this course. 

University regulations indicate that if students attend less than eighty per cent of scheduled 

classes they may be refused final assessment.  

8.3 Special Consideration and Supplementary Examinations 

This course does not have centrally administered examinations. Therefore, the usual special 

considerations for supplementary examinations do not apply directly and have been adapted to 

the assignments and quizzes.  

You must submit all assignments and attend all examinations scheduled for your course. You 

should seek assistance early if you suffer illness or misadventure which affects your course 

progress.  

8.3.1 General Information on Special Consideration: 

 For assessments worth 20% or more, all applications for special consideration must be made 

to the lecturer-in-charge (not Student Central) and be lodged within 3 working days of the 

assessment to which it refers; 

http://www.austrade.gov.au/
http://www.business.nsw.gov.au/
http://info.library.unsw.edu.au/web/services/services.html
https://my.unsw.edu.au/student/atoz/ABC.html
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 Applying for special consideration does not automatically mean that you will be granted a 

supplementary exam; 

 Special consideration requests do not allow lecturers-in-charge to award students additional 

marks. 

 ASB Policy on requests for Special Consideration: 

 The policy of the School of Strategy & Entrepreneurship is that the lecturer-in-charge will 

need to be satisfied on each of the following before supporting a request for special 

consideration: 

 Does the medical certificate contain all relevant information? For a medical certificate to be 

accepted, the degree of illness, and impact on the student, must be stated by the medical 

practitioner (severe, moderate, mild). A certificate without this will not be valid. 

 Has the student performed satisfactorily in the other assessment items? Satisfactory 

performance would require at least 50% in each assessment item specified in the Course 

Outline and meeting the obligation to have attended 80% of tutorials. 

 Does the student have a history of previous applications for special consideration? A history 

of previous applications may preclude a student from being granted special consideration. 

You must submit all assignments and attend all examinations scheduled for your course. You 

should seek assistance early if you suffer illness or misadventure which affects your course 

progress. For advice on UNSW policies and procedures for granting special consideration and 

supplementary exams, see:  

„UNSW Policy and Process for Special Consideration‟: 

https://my.unsw.edu.au/student/atoz/SpecialConsideration.html 

The „ASB Policy and Process for Special Consideration and Supplementary Exams in 

Undergraduate Courses‟ is available at: 

http://wwwdocs.fce.unsw.edu.au/fce/current/StudentSuppExamProcedure.pdf 

Further information for undergraduate students is on the ASB website (see 

http://www.asb.unsw.edu.au/currentstudents/resources/forms/Pages/default.aspx). 

Please note, these policies apply for courses with centrally administered examinations, not in-

class quizzes, and have been adapted here to fit this course‟s structure. 

8.4 General Conduct and Behaviour 

You are expected to conduct yourself with consideration and respect for the needs of your 

fellow students and teaching staff.  Conduct which unduly disrupts or interferes with a class, 

such as ringing or talking on mobile phones, is not acceptable and students may be asked to 

leave the class. More information on student conduct is available at: www.my.unsw.edu.au 

8.5 Occupational Health and Safety  

UNSW Policy requires each person to work safely and responsibly, in order to avoid personal 

injury and to protect the safety of others. For more information, see 

https://my.unsw.edu.au/student/atoz/OccupationalHealth.html. 

8.6 Keeping Informed 

You should take note of all announcements made in lectures, tutorials or on the course web site.  

From time to time, the University will send important announcements to your university e-mail 

address without providing you with a paper copy.  You will be deemed to have received this 

information. It is also your responsibility to keep the University informed of all changes to your 

contact details. 

9 Additional Student Resources and Support  

The University and the ASB provide a wide range of support services for students, including: 

https://my.unsw.edu.au/student/atoz/SpecialConsideration.html
http://wwwdocs.fce.unsw.edu.au/fce/current/StudentSuppExamProcedure.pdf
http://www.asb.unsw.edu.au/currentstudents/resources/forms/Pages/default.aspx
http://www.my.unsw.edu.au/
https://my.unsw.edu.au/student/atoz/OccupationalHealth.html
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ASB Education Development Unit (EDU) (www.business.unsw.edu.au/edu) 

Academic writing, study skills and maths support specifically for ASB students. Services 

include workshops, online and printed resources, and individual consultations. EDU Office: 

Room GO7, Ground Floor, ASB Building (opposite Student Centre); Ph: 9385 5584; Email: 

edu@unsw.edu.au 

UNSW Learning Centre (www.lc.unsw.edu.au) 

Academic skills support services, including workshops and resources, for all UNSW students.  

See website for details. 

 Library training and search support services: http://info.library.unsw.edu.au  

 UNSW IT Service Desk: Technical support for problems logging in to websites, 

downloading documents etc. Library, Level 2; Ph: 9385 1333. Website:  

www.its.unsw.edu.au/support/support_home.html 

 UNSW Counselling Service (http://www.counselling.unsw.edu.au) Free, confidential 

service for problems of a personal or academic nature; and workshops on study issues such 

as  „Coping With Stress‟ and „Procrastination‟. Office:  Level 2, Quadrangle East Wing ;  

Ph: 9385 5418 

 Student Equity & Disabilities Unit (http://www.studentequity.unsw.edu.au) Advice 

regarding equity and diversity issues, and support for students who have a disability or 

disadvantage that interferes with their learning. Office: Ground Floor, John Goodsell 

Building; Ph: 9385 4734   

10 Course Schedule 

The course will include a number of opportunities to interact with external speakers. The 

speakers will be entrepreneurs from various industries, lawyers, investors, advisors, and others.  

Because speakers‟ schedules change, the schedule below is tentative and will likely change.  

The general order of the topics, however, will be as shown below.  

There used to be a paranoia notice here saying don‟t share your ideas outside the classroom and 

don‟t rip each other off. Guess again. Please share your ideas with anyone else who will listen 

and give you feedback. Feel free to talk about your classmates‟ pitches, too, so you can 

compare feedback about their pitches and yours. At the end of the day, it‟s not the idea that 

matters, it‟s how well it was articulated, implemented and executed. Your idea can be ripped 

off, but your passion for your idea is unique and rare. 

If it‟s a great idea, chances are others will have it, too: 

“Sometimes, great ideas seem to be everywhere at once. Newton and Leibniz 

independently developed the fundamentals of calculus, creating controversy at the turn 

of the 18th century; Darwin and Wallace rolled out the theory of evolution in separate 

papers in 1858. In October 2003, when Mark Zuckerberg sat down in his dorm at 

Harvard, drunk and alone, the idea of using the Web to connect people seemed as 

pervasive as iPods on the campus quad.”  

(http://www.rollingstone.com/culture/news/the-battle-for-facebook-20100915) 

 

 

http://www.business.unsw.edu.au/edu
mailto:edu@unsw.edu.au
http://www.lc.unsw.edu.au/
http://info.library.unsw.edu.au/
http://www.its.unsw.edu.au/support/support_home.html
http://www.counselling.unsw.edu.au/
http://www.studentequity.unsw.edu.au/
http://www.rollingstone.com/culture/news/the-battle-for-facebook-20100915
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10.1 STRE5607 Course schedule 

Week 1 Tue 1 Mar 1200-1330 Chapter 1, Starting 

 " 1700-1830 Workshop: Idea generation, networking, finding mentors 

Week 2 Tue 8 Mar 1200-1330 Chapter 2, Positioning 

 " 1700-1830 Guest Speaker – TBA 

Week 3 Tue 15 Mar 1200-1330 Chapter 3, Pitching; Due: Identify mentors 

 " 1700-1830 Workshop: “Add-on” and pitching 

Week 4 Tue 22 Mar 1200-1330 Chapter 4, Writing a business plan; Financials 

 " 1700-1830 Guest Speaker – TBA 

Week 5 Tue 29 Mar 1200-1330 Chapter 5, Bootstrapping; Financials 

 " 1700-1830 Workshop: Business metrics, cold-calling and manual testing 

Week 6 Tue 5 Apr 1200-1330 Quiz I  

 " 1700-1830 Guest Speaker – TBA 

Week 7 Tue 12 Apr 1200-1330 Chapter 6, Recruiting & team-building; Peer evaluation 

 " 1700-1830 Practice Pitches 

Week 8 Tue 19 Apr 1200-1330 Chapter 7, Raising Capital 

 " 1700-1830 Guest Speaker – TBA 

=Break= Tue 26 Apr 1200-1330 === No class; Mid-semester break === 

 " 1700-1830 “ 

Week 9 Tue 3 May 1200-1330 Chapter 8, Partnering 

 " 1700-1830 Guest Speaker – TBA 

Week 10 Tue 10 May 1200-1330 Chapter 9, Branding 

 " 1700-1830 Workshop: Be a VC. Pick (apart) other pitches 

Week 11 Tue 17 May 1200-1330 Chapter 10, Rainmaking 

 " 1700-1830 Guest Speaker – TBA 

Week 12 Tue 24 May 1200-1330 Chapter 11, Being a Mensch and Risk analysis 

 " 1700-1830 Quiz II  

Week 13 Tue 31 May 1200-1330 Final pitches; Peer evaluation 

 " 1700-1830 Final pitches 

Week 13 Fri 3 Jun 17:00 Due: Written Business Descriptions 

 


