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INTERNATIONAL UNIVERSITY OF JAPAN 

Graduate School of International Management 

Academic Year: 2016/2017 

Term: Spring, 2017 

 Course   

Course code  

MGT 4530  

Course title  

Entrepreneurship Strategy 

Name of Instructor  Nora Sharkasi Credits: 2  

Instructor’s contact  

Information  

Office#  

324   

Office Hours  

By Appointment  

E-mail:  

Sharkasi@iuj.ac.jp  

Class Schedule   

Day / Time  
 Thursday 10:30 – 12:00 and 13:00 – 14:30  

  

Course 

Perspective  
The course moves between strategic and managerial issues and implementation issues, it mainly focuses on 

practical execution of a business idea. The course design is grounded in the belief that it is particularly 

dangerous to separate strategy from implementation, especially when entrepreneurship is the issue. This is 

because having a great idea is worth little or nothing if a firm/entrepreneur cannot figure out how to 

commercialize or monetize that idea. This course focuses on designing the implementing process of your market 

segment/s strategy in synergy with your value creation and capturing to develop a robust business model. The 

teams will have to deliver two major presentations, midterm and final. An expert from a business incubator will 

attend the presentations and discuss the projects with students. As a successful idea evolves into a business 

model, this course equips students with hands-on training on how to present a business idea and allocate 

resources needed to make the idea a reality. 

Entrepreneurship can include a variety of topics; here are three clarifications about the approach taken in 

this course. First, we will start with an orientation to be mentally prepared to think in terms of [what/how] 

simultaneously and to be introduced to the art and science of breaking down complex issue for easier 

implementation. Second, this course will approach entrepreneurship from a strategic perspective. As such, issues 

like value creation and delivery, value proposition, market research and industry analysis will be addressed. One 

of the most important issues to consider, at this stage, is formulating the Revenue/business Model. Third, this 

course will approach entrepreneurship from a practical perspective. In order to formulate a solid implementation 

plan, execution of business elements is prioritized based on the contribution to business activities, such as: 

operational, value creation and cash flow generation and must be executed within the strategic frame -the vision, 

mission and specified business identity-.  

Course  

Learning  

Objectives 

Upon completion of this course, students would be able to recognize the difference between a simple idea and 

a well-formed business, they will be able to develop a business project report that answers the following main 

questions:  

1. What is your Value Proposition?  

2. Who is your Customer/Client? Do you have a Market?  

3. What is your Business Identity/Branding? 

4. What is your Business/Revenue Model?  

mailto:Sharkasi@iuj.ac.jp
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5. What are the Elements/Resources required to evolve an idea into an implementable project?  

6. What is your Implementation Roadmap? 

Students will be trained to deliver presentations describing their business for the purpose of seeking investment, 

as well as work on a special topic discussion and case study analysis.  Because of time limitation, this course 

will not cover business development in detail, sales strategy, growing a business, business valuation or exit 

strategies. Students will be introduced to the aforementioned topics in other courses.  

Course  

Features 

The course includes lectures, case analysis, visiting experts/entrepreneurs, and project presentations. Students 

are encouraged to work in teams. In Week 1 students will select their team members and work with them on al 

assignments, in particular, the business project. Students who decide to work individually on a business project 

are required to join a team for case study, however, students are highly encouraged to work in teams.  

Business Project Report (Team or Individual work)  

The main goal of creating a business report is to encourage the process of researching and thinking about your 

business idea in a systematic way. To start imagining different scenarios and devise the processes needed to 

make the ideas a reality. It typically takes several weeks to complete a good implementation plan. Most of the 

time is spent in research and re-thinking your assumptions.  

A student can work individually on a project, though encouraged to work in teams. In week-1, students will 

form a team of 1-4 members and decide on their business idea. They are expected to start working on the 

business report as soon as possible to have it ready for submission in week 9 – before the final presentation.  

A hard copy of the report shall be submitted by the deadline in the instructor’s office, as well as a digital copy 

[preferably email, for size limitations please consult with the instructor in advance]. Regarding the format of 

the report, students are given the freedom to decide on the design, colors, themes, as well as content – This 

course attempts to foster creativity and independence. However, minimum acceptable expectations will be 

shared with the students throughout the course.  

In case of team work, each team member should submit a peer/self-evaluation report. The memos should be 

submitted to the instructor’s email separately within 2 hours of the final report’s deadline, and the content of 

the report shall be kept confidential.  

Project Presentations (Team Work or Individual – Consistent with the Business Report) 

Presentations are designed to help students experience real-life situations in the context of “Seeking Investment” 

for their business idea. For this purpose, an investment panel comprised of students, the instructor, and possibly 

a guest investor will be created. Students will present their business project to the investment panel twice; first 

in week 6 and again in week 10 to experience how their project and presentation skills evolve over time. The 

investor panel in the final project presentations in Week 10 will include a guest - business mentor or investor, 

possibly, Mr. Donald Soo.  

One-on-one Meetings  

Team meetings with the instructor could be scheduled on weekly basis. Meetings are optional, but in general 

they are necessary to oversee the progress of the business report. Students are encouraged to ask any questions 

relevant to the course content or assignments in the one-on-one meetings. The main purpose, however, is to 

share with the instructor the progress of the business project/report.  

Case Study Analysis (Team work) 

Case study analysis is very crucial to deepen students’ understanding of main concepts and business strategies, 

as well as encourage critical thinking and articulate alternative solutions. The instructor will share the case study 

questions a week or more in advance. Students are required to read the case study before class, and each team 

is required to submit a memo on the case study. Submission deadline is by 11:00 am a day before class, via 

email.  

Guests 
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Experts and entrepreneurs from Japan/worldwide will be invited to share their stories and insights. This will 

help create interactive communication between students and real-life examples. Mr. Donald Soo, a long-life 

investor and start-up mentor will be invited in the second session of the first day.  

Grading  

  
Grading Scheme   

The grading will be based on a weighted evaluation as follows:  

1. Class Participation                                          10%    

2. Case Study                                                      10% 

3. Progress Group presentations                         20% 

4. Midterm and                                                   20%  

5. Final presentations                                          20% 

6. Business Report                                              20%  

Class Participation (Individual Assessment)  

You will be graded on contribution to create a positive learning environment for this course. This includes 

enhancing the atmosphere and quality of classroom discussions. Some of the criteria for judging effective class 

participation include: 

1. Insightfulness (in analysis, observation, or questions) 

2. Constructiveness in the context of the class discussion flow 

3. The frequency of sharing opinions and insights   

 

Please plan to attend class on a regular basis and come to class prepared to participate fully. Please inform the 

instructor and your team members via email a day in advance or ASAP if you won’t be able to make it to class.  

Academic Honesty  

In fairness to students who put in an honest effort, students who break IUJ rules and regulations regarding 

academic honestly will be processed accordingly.  Please refer to the Students Handbook for “PLAGIARISM, 

CHEATING, AND MISBEHAVIOR”.   

Course 

Materials   
Lectures are carefully prepared from different sources and put together for students. Required readings will be 

announced and made accessible for students a week or more before class.  

For optional reading  

Entrepreneurship: Theory, Process, and Practice, 10th Edition, by Donald F. Kuratko   

Crossing the Chasm, Marketing and Selling High-Tech Products to Mainstream Customers, 3rd Edition, by 

Geoffrey A. Moore 

Technology Entrepreneurship: Creating, Capturing, and Protecting Value, 1st Edition, by Thomas N. Duening,  

Robert A. Hisrich , and Michael A. Lechter  

Fundamentals for Becoming a Successful Entrepreneur: From Business Idea to Launch and Management, by 

Malin Brannback and Alan Carsrud  

Case studies from Entrepreneurs Foundation: http://newentrepreneursfoundation.com/our-host-

companies/placement-case-studies/ 

More optional reading might be added.  

Case Studies:  

HOW, OR SHOULD, SE (DENMARK) FOSTER ENTREPRENEURSHIP? 

Daniel Isenberg, Apr 2015, Product #: BAB721-PDF-ENG 

GROUPON – MARKETING CHANNELS AND SALES PROMOTION 

Sunil Gupta; Ray Weaver; Dharmishta Rood, May 2011, Product #: 511094-PDF-ENG 

http://newentrepreneursfoundation.com/our-host-companies/placement-case-studies/
http://newentrepreneursfoundation.com/our-host-companies/placement-case-studies/
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CRAVIA: LAUNCHING HIGH GROWTH VENTURES IN THE MIDDLE EAST 

Lynda M. Applegate; Michael Norris, Nov, 2014, Product #: 315049-PDF-ENG 

Required Readings:   

ENTREPRENEURSHIP READING: EXPERIMENTING IN THE ENTREPRENEURIAL VENTURE 

Thomas R. Eisenmann; Eric Ries; Sarah Dillard, Jul, 2014, Product #: 8077-HTM-ENG (~$7.95) 

ENTREPRENEURSHIP READING: LAUNCHING GLOBAL VENTURES 

William R. Kerr, Jun, 2015, Product #: 5277-HTM-ENG (~$7.95)  

ENTREPRENEURSHIP READING: LEADING HIGH-GROWTH VENTURES 

Lynda M. Applegate, Jun, 2015, Product #: 8082-HTM-ENG (~$7.95)  

 

“Asian Models of Entrepreneurship from the Indian Union and Nepal to Japanese Archipelago – Context, Policy 

and Practice” for Leo-Paul Dana (Note: available in the library)  

Course 

Workload 

 

My expectation is that you will spend approximately seven to nine hours per week in total for this course. 

Your weekly schedule should plan for roughly: 

 Three hours in class 

 Three hours doing individual reading and [case preparation and/or presentations] 

 Three hours working on the business report and project presentations as well as one-on-one meetings with 

instructor  

Course 

Outline 

Week  Session Subjects Covered  Readings 

Week 

1 

1 

Apr 6 
Course Introduction  The syllabus, Introduction to Entrepreneurship Strategy  

2 

Apr 6 

Lecture: Business models; 

Entrepreneurship 

Can You Balance a One-Legged Stool?: 

Multidimensional Business Models 

John Mullins; Randy Komisar, Sep 8, 2009, Product #: 

5369BC-PDF-ENG 

Week 

2 

3 

Apr 13 
Group Presentations: Business Idea 

and Ecosystem (Market, Industry, 

business model) – 10 min/10 min Q&A  

Lecture 

ENTREPRENEURSHIP READING: SELLING AND 

MARKETING IN THE ENTREPRENEURIAL 

VENTURE 

Frank V. Cespedes, Product #: 8086-HTM-ENG 

4 

Apr 13 

Week 

3 

5 

Apr 20 
Case:  The SE case bridges several 

areas that are tied integrally to 

entrepreneurship and entrepreneurship 

ecosystems 

HOW, OR SHOULD, SE (DENMARK) FOSTER 

ENTREPRENEURSHIP? 

Daniel Isenberg, Apr 2015, Product #: BAB721-PDF-

ENG 

6 

Apr 20 

Week 

4 

7 

Apr 27 
Group Presentations: Business Idea 

and Ecosystem (Market, Industry, 

business model) – 20 min/10 min Q&A  

Lecture 

ENTREPRENEURSHIP READING: 

EXPERIMENTING IN THE ENTREPRENEURIAL 

VENTURE 
Thomas R. Eisenmann; Eric Ries; Sarah Dillard 

Jul, 2014, Product #: 8077-HTM-ENG 

8 

Apr 27 

Week 

5 

9 

May 4 

Mid Term Presentations: Improved version of Week 4 presentations, with estimation of capital 

needed 
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Week 

6 

11 

May 11 

Lecture: Identify differences in how 

well businesses are harnessing 

globalization.  

Show best practices for managing and 

running global ventures.  

ENTREPRENEURSHIP READING: LAUNCHING 

GLOBAL VENTURES 

William R. Kerr, Jun, 2015, Product #: 5277-HTM-

ENG 
12 

May 11 

Week 

7 

13 

May 18 Case: Budgeting; Customer 

profitability; Entrepreneurship; Growth; 

Marketing channels; Sales promotions 

GROUPON – MARKETING CHANNELS AND 

SALES PROMOTION 

Sunil Gupta; Ray Weaver; Dharmishta Rood 

May 2011, Product #: 511094-PDF-ENG 

14 

May 18 

Week 

8 

15 

May 25 

Group Presentations: lunching and 

Marketing strategy of your business 

idea 10-15 min 

Lecture: Growth strategies for Ventures  

ENTREPRENEURSHIP READING: LEADING 

HIGH-GROWTH VENTURES 

Lynda M. Applegate 

Jun, 2015, Product #: 8082-HTM-ENG 
16 

May 25 

Week 

9 

 

17 

Jun 1 

Case: Emerging markets; 

Entrepreneurship; Franchising 

 

Report Submission  

CRAVIA: LAUNCHING HIGH GROWTH 

VENTURES IN THE MIDDLE EAST 

Lynda M. Applegate; Michael Norris 

Nov, 2014, Product #: 315049-PDF-ENG 

Week 

10 

19 

Jun 8 
Final Presentation: Holistic explanation of the customer segments and marketing channels. 

Business model (value creation and capturing), differentiation/competitive advantage, launch 

strategy (main stream/niche), anticipated challenges at the launch, upscaling and implementation of 

future growth.  
20 

Jun 8 

 

 

 

 

 


