
BUSM 568, Winter 2005

 ENTREPRENEURIAL MARKETING:

How to Successfully market New Startups without a Marketing Budget 

This course is designed to help students understand the key marketing issues and problems facing start-up companies.  The course will focus on helping students learn how entrepreneurs craft successful marketing strategies.   The course will be particularly helpful for those students who are planning to start their own companies or are in the process of taking a young company to the next level.

PROFESSORS


 Gary Rhoads
622 TNRB      gary_rhoads@byu.edu
422-2198

READING MATERIALS



The Art of Start by Guy Kawasaki

Crafting Successful Entrepreneurial Marketing Tactics:  A Litmus Test for Success by Rhoads, Swenson, and Williams.  The book is the result of a five-year study that compares and contrasts why successful start-up companies succeed in their marketing strategies and why others don’t.  The major premise of the book is that the traditional marketing strategies and tactics of Fortune 500 companies simply don’t work for start-up companies. Therefore, to avoid making costly mistakes, you must follow the laws of entrepreneurial marketing.  In short, the book tackles the myths and misconceptions of how entrepreneurs successfully market their products and services.  It identifies why many start-up companies fail in their first 2 years of business because they spend millions of dollars on traditional marketing tactics that simply don’t work.  Currently, the findings of the book are presented in 35 metaphors (e.g., Law of Gut over Matter, Law of Reputations, Law of the Puffer Fish, and Law of Evolution), just to name a few.  Each Law explains a marketing principle in a logical and entertaining way of why start-up companies succeed using the law and how the violation of this law results in serious consequences

Course Objectives

The principal aim of the course is to develop students' skills in areas related to:

· Becoming an entrepreneurial marketing consultant for start-up companies

· Learning how to market to investors

· Developing and introducing new products and formulating marketing tactics for start-up companies.  

· Managing limited marketing resources to influence customers and trade behavior

Course Requirements and Evaluation

The grading system is intended to reflect student effort, performance, and accomplishment.  Grades will be based on the following criteria:

Case:  Surgery.com (Group case)


100 points

Group Book Report


100 points

Law Review:  (Individual)


100 points

Case: Erox Corporation (Individual) 


100 points

Class Participation (Individual)



50 points

Marketing Tactics Report (Group)



150 points

Total




600 points

Class Participation: Everyone Prepares

Congratulations!  Everyone begins the semester with 40 points (80%)!  From now on, points can be added (or deducted) at the discretion of the instructor for significant contributions--that is, memorable discussion (or lack thereof).  Remember that it is difficult to participate when you are absent.  Because class participation is critical for this pedagogical approach, any absence will affect your grade.  In addition, at the end of the semester, your peers will evaluate your participation and attendance.  Points will be added or subtracted based on the peer evaluation. For each case, each team and individual must be prepared to present and defend their analysis of the case. At random, individual students and/or teams will be asked to participate. 
Preparation for Case Discussions

Before class, prepare a PowerPoint summary of your analysis.  Use short sentences and bullet points to outline your analysis. The analysis will include:

1.
Problems/Opportunities.  Identify and define the real problem (opportunity) inhibiting (enabling) better performance.  Don’t summarize all the case facts.  Simply identify the “root causes.”

2.
Analysis.  Evaluate possible solutions to major and minor problems.

Qualitative Analysis of Alternatives.  Assess alternatives in light of (a) company objectives, (b) company strengths and weaknesses, (c) competitive marketing environment, and (d) the selected target market, nature of customers, and their behavior.

Quantitative Analysis of Alternatives.  When applicable, assess alternatives in light of (a) demand measurement and forecasting, (b) break-even analysis, and (c) sensitivity analysis.

3.
Entrepreneurial Marketing.  Formulate an action-oriented marketing tactics that will enable the start-up to overcome stated problems or capitalize on stated opportunities.  Describe how the various tactics will be implemented.  State the expected impact of your overall strategy.  This is an assessment of what the performance impact will be if the tactics are implemented successfully.

Marketing Book Report (Group project)

Each group will select a current entrepreneurial marketing text and develop a 30 minute insightful book presentation for the class. The presentation will discuss the marketing tactics (target market(s) and product, price, promotion, and distribution strategy) advocated for successful start-ups.  Remember to integrate the best practices or laws of entrepreneurial marketing.   Did you discover any other tactics or laws we should focus on?

Marketing Tactics Report (Group project)

At the end of the term (April 7 & 14), each group will present and hand in their PowerPoint Presentation (15-25 slides) on entrepreneurial marketing tactics for their selected start-up venture.  The presentation will discuss the marketing tactics along with their target market(s) and their associated costs).  Remember to focus on the successful laws of entrepreneurial marketing. 

Law Review (individual project)

At the end of the term, each student will hand in a 3 to 6 page paper defending or refuting an entrepreneurial marketing law assigned to each student.   The paper will include the following:  (1) Definition and name of the law, (2 ) Benefit statement of the importance of  the law, (3) Examples of start-up companies using the law and their results, (4) Empirical support for or against the Law—provide references from texts, newspapers, internet, books, and from personal interviews.  The assignment is your final exam due April 19th.   You can earn extra points if you can identify and describe an entrepreneurial law that is not discussed in class.

BYU Policy Statements

Preventing Sexual Harassment

Title IX of the Education Amendments of 1972 prohibits sex discrimination against any participant in an educational program or activity that receives federal funds.  The act is intended to eliminate sex discrimination in education.  Title IX covers discrimination in programs, admissions, activities, and student-to-student sexual harassment.  BYU's policy against sexual harassment extends not only to employees of the university, but to students as well.  If you encounter unlawful sexual harassment or gender based discrimination, please talk to your professor; contact the Equal Employment Office at 378-5895 or 367-5689 (24-hours); or contact the Honor Code Office at 378-2847.

Students With Disabilities

Brigham Young University is committed to providing a working and learning atmosphere which reasonably accommodates qualified persons with disabilities.  If you have any disability which may impair your ability to complete this course successfully, please contact the Services for Students with Disabilities Office (378-2767), Reasonable academic accommodations are reviewed for all students who have qualified documented disabilities.  Services are coordinated with the student and instructor by the SSD Office.  If you need assistance or if you feel you have been unlawfully discriminated against on the basis of disability, you may seek resolution through established grievance policy and procedures.  You should contact the Equal Employment Office at 378-5895, D-285 ASB

CLASS SCHEDULE

	DATE
	TOPIC
	
PREPARATION & ASSIGNMENTS

	Friday

Jan 13
	Introduction: Marketing and Entrepreneurship
	Review Syllabus, create teams for book review and project Assign entrepreneurial marketing laws

Readings:  

· The Questions Every Entrepreneur Must Answer 

· The Top Ten Lies of Entrepreneurs

Share Your ideas

	Friday

Jan 20
	Recognizing Opportunity 

Creativity and Innovation

Idea Generation

Laws of Entrepreneurial Marketing:

Creating and Finding Opportunities
	The Art of the Start, Chapters 1-4

Readings:  

· Blue Ocean Strategy

· Creativity and Innovation in Organizations

Book Review:  Blue Ocean Strategy:  How to Create Uncontested Market Space and Make Competition Irrelevant

Case:  Idea Village

	Friday

Jan 27
	Crafting Successful Internet Marketing Strategies


	Guest Speaker:  Robert Stevens
In class exercise:  Internet Marketing Strategy

Book Review:  Blink

	Friday

Feb 3
	Bootstrapping—Marketing to Friends, Family and Investors.

Laws of Entrepreneurial Marketing: Multiplier Effect


	The Art of the Start, Chapters 5-7

Readings:

· How Entrepreneurs Craft Strategies that Work

· Venture Capital Negotiations:  VC versus the Entrepreneur

Guest Speaker:  Dave McGinn

Book Review:  Why Not

	Friday

Feb 10
	Laws of Entrepreneurial Marketing: Customers and Partners


	Reading:  The Road Well Traveled (Condensed)

*Case:  Erox Corporation:  Leverage Marketing

Book Review:  The Tipping Point



	Friday

Feb 17
	Creating Buzz

Laws of Entrepreneurial Marketing: Marketing Tactics
	Reading: The Buzz of Buzz

Book Review:  The Anatomy of Buzz

In class case exercise:  Brew Ha Ha



	Friday  

Feb 24
	Lessons Learned the Hard Way about Entrepreneurial Marketing
	In Class Exercise: Utahcars.com, Utahbest.com 

Book Review:  The Pursuit of Wow



	Friday

March 3


	Examining Strategic Partners  (Law of the Puffer Fish)
	The Art of the Start, Chapter 8

In class Exercise: Zdart.com

Case:  Myteam.com

Book Review:  Selling the Dream



	Friday 

March 10


	Laws of Entrepreneurial Marketing: Marketing Tactics
	The Art of the Start, Chapters 9-10

Case:  Juice Guys

Book Review: Purple Cow

	Friday 

March 17


	Marketing Tactics for High Tech Start-ups—Crossing the Chasm
	In class exercise:  Allegiance Technologies, Direct1.com

Book Review: Built To Last

	Friday 

March 24


	Review of Entrepreneurial Marketing Tactics
	*Case:   Surgery.com  (download from blackboard--Group Case)

Book Review:  Seeing what’s Next:  Using Theories of Innovation to Predict Industry Change



	Friday 

March 31


	Lest We Forget

The Dark Side of Entrepreneurial Marketing
	The Art of the Start, Chapter 11

Reading: The Parable of the Sadhu



	Friday

April 7


	Marketing Tactics for Entrepreneurial Ventures
	Crafting Marketing Strategies for Your Selected Venture:  Group Presentations



	Friday 

April 14


	Marketing Tactics for Entrepreneurial Ventures
	Crafting Marketing Strategies for Your Selected Venture:  Group Presentations




Final:  Law Review due April 19th by 5:00 p.m.
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