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BUS 302 – 001/002 
Entrepreneurship: Small Business Modelling & Feasibility 
 

 

Times/Dates: 2:30 – 3:45 p.m. Mondays and Wednesdays (Wed., Jan. 9 – Wed. April 10) 

Classroom: ED 558 

Course Site: Via your UR Courses account at http://www.uregina.ca/urcourses.  
 

 

Instructor:   Bruce Anderson 

Office: ED 512.2 

Telephone: (306) 337-2985 (office) or (306) 539-6311 (mobile) 

E-mail:  Bruce.Anderson@uregina.ca (Please use email through UR Courses) 

Office Hours:  Making an appointment ensures my availability. 

 
Please see the Instructor about any issues or concerns related to your success in the course, such as 

assignments / exams, preparation for classes and content, and grading. 

 

 
 

COURSE OUTLINE AND SCHEDULE 
 

 

 

COURSE DESCRIPTION 
 

This course explores small business as a career alternative and addresses the nature of entrepreneurship 

and the elements of start-up and management of a small business: opportunity identification, business 

model development, integration of marketing and operating strategies, feasibility analysis, venture 

finance, and other small business management issues, such as legal issues, forms, intellectual property, 

and exit strategies.  

 

Prerequisite: Completion of a minimum of 60 credit hours of university studies.*** *Note: Students may 

only receive credit for one of ADMN 302, BUS 302, and ENGG 436.* 

 

 

COURSE OVERVIEW  
 
This course introduces the concepts and practices of entrepreneurship within the context of small business 

and provides useful tools for the evaluation of market opportunities through the development of an 

operational business model. Although entrepreneurship is a career choice, the concepts, skills and tools 

provided through this course will also be useful in many organizations, both public and private. Students 

will learn, practice, demonstrate and be evaluated on specific entrepreneurial and small business 

management concepts, skills and competencies. The course is divided into three key areas:  

 

1. Alertness to, discovering and creating new opportunities,  

http://www.uregina.ca/urcourses
mailto:Bruce.Anderson@uregina.ca
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2. Evaluation of entrepreneurial opportunities to determine their market feasibility, and  

3. Consideration of elements of small business management before startup. 

 

 As this class features experiential learning, and team building techniques, students should be prepared to 

interact with their environment (both locally and globally), identify a potential opportunity, collect data 

on the opportunity (that may include collecting quantitative and qualitative market data using different 

techniques) and develop a business model. This business model will then be evaluated using specific tools 

delivered through this course and will culminate in the presentation of a feasibility analysis report. Case 

study methodology will be a prominent feature of this course, and students will be responsible for 

analyzing, problem solving and evaluating cases individually, competitively and in a team environment.  

 

A full business plan will not be developed as this is now part of BUS 402 – New Venture Creation. 

However, students will conduct a feasibility analysis of an opportunity through the development of a 

business model. This experience and tool will be useful in many other disciplines and majors. 

 

This course enables students to pursue other courses in the entrepreneurship. A new course BUS 403 – 

Small Business Consulting offers entrepreneurship majors and students from other majors, an opportunity 

for hands-on experience working with SMEs (Small and Medium-sized Enterprises). 

 

 

LEARNING OBJECTIVES 
 
Through lectures, case studies, group discussion, class exercises / projects, audio visual materials, 

extensive reading and interaction with local and global business markets, students will be able to: 

 

1. Understand concepts related to entrepreneurship and the entrepreneurial process; 

2. Assess the current environment for small business (through environmental scanning, the presentation 

of observed business opportunities, and discussion); 

3. Develop an alertness to economic opportunities by applying specific tools and techniques to help 

distinguish them from “good ideas”, that are well aligned with you or the Entrepreneurial Team; 

4. Define legal forms of business and concepts pertaining to intellectual property and be able to 

articulate a value proposition; 

5. Apply tools, frameworks and specific methodologies to define the industry and market so as to  

assess target market potential and the competitive environment; 

6. Develop ideas into opportunities by understanding the concept of the business model and how 

different concepts work together to create value for specific customers within a market; 

7. Evaluate a business concept / opportunity including assessing the impact / feasibility of the venture; 

8. Conduct financial analysis (using pro forma income statements, balance sheets, cash flow analysis, 

break even analysis, etc.) to determine the financial feasibility of a venture; 

9. Assess the merits of a start-up versus the purchase of an existing business or franchise; and 

10. Understand SME growth strategies, financing, management skills, and exit / succession strategy. 

 

 

RESOURCES 
  

Textbook: 
No textbook is required. This course is based upon critical readings, instructor-developed content and 

concepts / frameworks / tools that are available in the public domain or will be disseminated in class. 
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Required Readings: 
Readings and cases are posted on the UR Courses website, under the appropriate topics / themes. Some 

cases may also be provided to you via a handout in the class. Some readings and cases will have copyright 

fees, which are the responsibility of the student. Students will have the copyright fees added to their 

student account during the semester by Financial Services. Please note these fees are much less than the 

cost of a textbook and are expected to be about $25-50.  

 

The reading is extensive for every class. As the most readings and cases are made available to you 

electronically, feel free to bring your electronic device (i.e., laptop, tablet, or Smartphone) to class but 

restrict its use to class-related work.  

 
The Business Model Canvas (BMC) is used as a required tool. If you create a free account at 

www.strategyzer.com, you may access a variety of tools. If you don’t register, you may provide your 

email address and get a free BMC book at https://assets.strategyzer.com/assets/resources/business-model-

generation-book-preview-2010.pdf. There is also a complete version of the book on reserve at the Library 

and lots of examples of the BMC on the internet. 

 

Another required tool is The Bootstrapper’s Bible. It is available at:  

https://sethgodin.typepad.com/files/8.01.bootstrappersbible-1.pdf 

 

Other Resources: 
Many resources are available on the internet, in libraries, etc. Some examples are:  

 

 www.Strategyzer.com  (mentioned above) 

 Industry Canada: http://www.ic.gc.ca/eic/site/icgc.nsf/eng/home (See “Business” tab). 

 Futurpreneur Canada (for entrepreneurs under age 35) www.futurpreneur.ca 

 Square One Business Resource Centre. https://squareonesask.ca/ 

 Economic Development Regina https://economicdevelopmentregina.com/ 

 Saskatchewan Government  https://www.saskatchewan.ca/business/entrepreneurs-start-or-

exit-a-business/start-a-business/resources-for-starting-a-business 

 Ewing Marion Kauffman Foundation: www.entrepreneurship.org 

 

The Archer Library staff are a great resource. Specifically, a business librarian (Kate Cushon) is 

designated as a Resource for the Hill School of Business (and its students, regardless of home faculty). 

Also, Marilyn Andrews is very helpful with the Statistics Canada information you will need for research. 

 
 

BEING SUCCESSFUL IN THIS COURSE 
 

As this course has no textbook, students will rely heavily on other readings and case studies, class 

discussion, experiential (i.e., applied) exercises, and reflection to provide a close to real-life experience. 

Readings and course notes will be available in advance on UR Courses. Students are expected to use 

outside resources that involve doing quantitative and qualitative research. Effective numeracy, strong oral 

and written communication skills, and critical thinking capacity are needed. This is a highly integrative 

class and students will use extensive course content from prerequisite classes and their own experiences.  

 

Substantial pre-class work is needed for class and for active participation in class. As well, the case 

studies, projects, and exercises will require extensive time and energy. Please plan accordingly.  

http://www.strategyzer.com/
https://assets.strategyzer.com/assets/resources/business-model-generation-book-preview-2010.pdf
https://assets.strategyzer.com/assets/resources/business-model-generation-book-preview-2010.pdf
https://sethgodin.typepad.com/files/8.01.bootstrappersbible-1.pdf
http://www.strategyzer.com/
http://www.futurpreneur.ca/
https://squareonesask.ca/
https://economicdevelopmentregina.com/
https://www.saskatchewan.ca/business/entrepreneurs-start-or-exit-a-business/start-a-business/resources-for-starting-a-business
https://www.saskatchewan.ca/business/entrepreneurs-start-or-exit-a-business/start-a-business/resources-for-starting-a-business
http://www.entrepreneurship.org/
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The case study methodology will be a prominent feature of this course; students will be responsible for 

analyzing, problem-solving, and evaluating cases. A case analysis primer is available on the class website. 

 

Small group / class discussion will further enhance your learning and approach. You cannot do that unless 

you attend each class and are ready prior to the start of class. Also, in-class activities are part of the 

classroom experience, and are disrupted with late arrivals or absences. If you cannot attend or expect to 

be late, please advise me in advance.  

 

 

SPECIAL NEEDS 
 

If you have a special accommodation need, please contact the Centre for Student Accessibility at (306) 

585-4631, visit Room 251 (Riddell Centre) or e-mail: accessibility@uregina.ca. If you require an 

accommodation, please ensure the proper documents are provided by the Student Accessibility Office and 

discuss your needs with the instructor as early as possible.  

 
 

HARASSMENT POLICY 
 

The University of Regina promotes a learning, working and living environment that is respectful and free 

of harassment and discrimination. The University will neither tolerate nor condone any inappropriate or 

irresponsible conduct including any behavior, which creates an intimidating, hostile or offensive 

environment for study through the harassment of and /or discrimination towards an individual or group. 

The Respectful University Policy may be found at https://www.uregina.ca/policy/browse-policy/policy-

GOV-100-015.html.  Some situations that do not constitute harassment include, but are not limited to: 

 

 The correction, grading, assessment or appropriate criticism of any student's academic efforts, 

even if they are adverse or if the student does not agree.  

 Insistence on academic excellence or a reasonable quality of job performance.  

 The free academic study, discussion and debate of controversial topics in an academic 

environment, including topics that may be offensive to groups or individuals.  

 Practices required or permitted by law or contract; practices and procedures that are reasonable 

and bona fide in the circumstances.  

 The statement of any opinion by a person who has been legitimately asked to state their opinion.  

 Lively discussion of issues in the course of legitimate academic inquiry and scholarly research.  

 Light-hearted banter and joking that is welcomed by the recipient(s).  

 
If you have concerns about any conduct occurring in BUS 302, please discuss this with the instructor. 

You may also review the Respectful University Policy Procedures (Revised 2017) at www.uregina.ca or 

contact Coordinator, Respectful University Services (Room 251.14 Riddell Centre) at (306) 585-5400 or 

respect@uregina.ca. 

 

 

ACADEMIC MISCONDUCT AND PLAGIARISM 
 

You are encouraged to interact with and learn from other students in this class. However, you are 

expected to behave with integrity. This includes adhering to Section 6A – Student Code of Conduct and 

https://www.uregina.ca/policy/browse-policy/policy-GOV-100-015.html
https://www.uregina.ca/policy/browse-policy/policy-GOV-100-015.html
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Right to Appeal, contained in the 2018-19 Academic Calendar, and refraining from cheating and 

plagiarism. Copying others’ work or failing to properly cite the use of others’ work (not just citing quotes 

but citing ideas too) is plagiarism and it is not permitted. Plagiarism is a serious issue and students found 

to have plagiarized others’ work could receive a mark of zero and could face other more severe 

consequences. Ask the Instructor if you have any questions about using other people’s work or other 

issues that may lead to misconduct.   

 
 

GRADING 
 

Deliverable Mark Distribution 

1. Experiential Learning Tasks (3 in total)    

a. WordFuze presentation 5% - Due April 10 

b. Coffee Shop 1 – Financials 5% - Due March 11 

c. Coffee Shop 2 – Business Model 5% - Due March 20 

 

  5% 

  5% 

  5%          15% 

2. Case Hand-ins (minimum of 5)       10% 

3. In-class Assignment(s)– Due March 14        5% 

4. Feasibility Project 

a. Proposal Memo – Due February 11 

b. Research Plan – Due March 18 

c. Feasibility Report – Due April 8 

 

  7% 

  8% 

20%         35% 

5. Final Exam                   35% 

TOTAL     100% 

 

 

ASSIGNMENT DOCUMENTS  
 

Submission Requirements 
All assignments will be submitted electronically through UR Courses, before the specified time and due 

date. Only one submission will be submitted from each group. Late assignments are not accepted and will 

be assigned a mark of 0%.  

 

While each assigned task may have specific requirements, all written submissions will be typed  

- single-spaced with a 12 pt. font with margins of 2.5 cm (1”).  Also, note that readability is improved 

using only left justification of text; please don’t fully justify (i.e., don’t make it square on both sides) your 

text.  Page numbers and a table of contents should be used where appropriate. Your name(s) should also 

appear on all documents and be used as the file name. Please note that all assignments will be submitted 

electronically in a Microsoft Word format – saved in a .doc or .docx format.  No PDFs please.  

 

Proper grammar and effective writing skills are essential to your success in a work environment and in 

this class. Marks will be deducted for poor writing style, poor grammar, and spelling errors. You may 

seek free writing assistance from the Student Development Centre (www.uregina.ca/sdc) or via access to 

the Online Writing section on their web-site.  

 

Citations  
If you use others’ work and/or concepts, you must cite your information properly. This class will use the 

APA style of citations. Thus, footnote citations (e.g., text1) are not acceptable. The APA style is used to 

keep text readable and free of disruptions. The concept uses brief parentheses, such as (Author last name, 
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page number - if quotation) within a sentence to refer to an alphabetical biography. If there is more than 

one bibliography listing from the same author(s), you would also use a date (e.g., Author last name, 2013) 

reference. Many academic web-sites provide more specifics on the APA citation style, but examples are:  

 

1) Book – Single Author: Author (last name, first name). Book Title. Publisher City: Publisher 

name, Year.  

2) Book – Multiple Authors: Lead Author (last name, first name), and Next Author (Full Name 

– first name, last name). Book Title. Publisher City: Publisher, Year.  

3) Journal: Author (Last name, first name). “Title of Article”. Title of Journal Volume number 

(Year):  Page number(s).  

4)    Web-site: Author (Last name, first name). “Title of Web Page”. Title of the Site. Editor. Date 

and/or Version Number. Name of Sponsoring Institution. Date of Site Access. List <URL>. 

5)    Newspaper: Author (Last name, first name). “Title of Article”. Name of Newspaper. Date, 

edition: Page(s). 

6)   Magazine – no author listed. “Title”. Magazine. Date (day abbrev. Month year): Page(s).  

7)   Magazine - Author. “Article Title”. Magazine Title. Date (day abbrev. Month year): Page(s). 

8)   Chapter of Book (Different Author) – Author (Last name, first name). “Chapter Title”.  

 Book Title. Editor name(s). Publisher City: Publisher, Year. Page number(s). 

9)   Interview – Person interviewed (Last name, first name). Type of interview (personal,  

  telephone, etc.). Date (day, month, year). 

 

Refer to the University of Regina Library website for additional information on APA Style. 

 
 

COURSE DELIVERABLES 
 
1. Experiential Learning Exercises (15%):  

Three (3) experiential (practical) tasks will be assigned that get students immersed in the real-world. 

They require a minimum of one hour or so of your time to complete properly. 

   

a. WORDFUZE Game (5 Marks) - Due April 10: In groups of three, you will develop a 

compound word that has value and has the property of “sticky-ness”. It must be original and you 

must ensure it is not be found on the internet or in sources like Urban Dictionary. You will 

present your word and definition of the word to the class. During the semester, you will attempt 

to market that word, using innovative ways (e.g., social media, etc.) to create “sticky-ness”, and 

later present “evidence” that your word has “stuck”. A past example of a WordFuze was Swalker 

(“slow walker”). You will present the evidence to the entire class through a brief (maximum 

of two minutes) informal presentation and use any (ethical) means possible to convince 

the Instructor and your classmates, that your word has had the greatest impact (of any classmates) 

in your defined market. Note: The exercise stresses the importance of testing your value 

proposition thoroughly and the types and significance of evidence used when considering the 

strength of a value proposition.   

 

b. Coffee Shop Observation (5 Marks) - Due March 11: Individually, you will visit a local, 

independent (no national or international franchisees like Tim Horton’s, Starbuck’s, Robins, etc.) 

coffee shop of your choice and sit for at least one hour. Through basic observation and inquiry, 

you will figure out what is the cost and revenue structure for that business. We will discuss how 

to do this in class. Your deliverable will be a brief report and an attached income statement for 

one month of operations, projected from your observations and inquiry. You will show your 
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assumptions and calculations in your brief report, and summarize your observations. Note: The 

task will help to demonstrate the pros / cons of observational techniques.  

 

c. Building a Business Model (5 Marks) - Due March 20: Using the coffee shop (from the 2nd 

experiential task), you will develop a business model for that local coffee shop. You will apply 

course materials including the business model canvas and value proposition. In a 1-2 page report 

(with the business model canvas attached as an appendix – not counted in page total), you will 

summarize the existing competitive position (e.g., its competitive advantages, etc.) on the coffee 

shop and then suggest at least three (3) competitive advantages / innovations to improve the 

business model. Note: The report emphasizes application of your knowledge to improve a 

business’ viability. 

 

2. Case Hand-ins (10%):  
Case hand-ins are due by 12:00 noon on the day of the class in which the case is discussed 

Cases allow you to practice real-life decision making. For each case, you will read the case and 

prepare yourself for the in-class discussion, including reading the assigned course materials. You 

will also prepare a type-written response (maximum of 2 pages, single-spaced) to the case’s 

assigned questions, and submit your hand-in electronically through UR Courses, prior to the start 

of the class. You will not receive any personalized feedback on your hand-ins (but you can meet 

with the Instructor to discuss your work). Rather, you will be given one of three marks: 0.0 (no 

submission or poor effort), 1.0 (fair effort), or 2.0 (good to excellent effort). There are seven (7) 

cases assigned for hand-ins. You may pick any five (5) of seven to hand-in. 

 

3.  In-class Assignment (5%) – due March 4: 

       During a designated class, you will prepare and submit an individual assignment. The assignment 

will be open-book but done individually within class time. More information will be available in 

class. You can submit the assignment via UR Courses if you bring your own laptop / tablet (or it can 

be done in paper copy). 

 

5. Feasibility Project (35%): 

The purpose of a feasibility study is to determine if a business concept is viable. While a feasibility 

study has some of the same elements as a start-up business plan, it is not “selling” an opportunity but 

rather assessing its likelihood for success.  

For your feasibility project, you will have four (4) deliverables: 1) a proposal, 2) a research plan, 3) a 

feasibility report, and 4) an in-class presentation of your report. These phases will be done in teams of 

2-3 people. You must get permission from the Instructor, with an acceptable rationale, to do the 

feasibility project on your own. Please submit the group members’ names by Jan. 25 (class 3). 

 

If you have difficulty picking a topic, please bring your ideas and interests to the Instructor and we 

will discuss options and ideas. We occasionally have external groups that would benefit from student 

work on feasibility studies, and those will be identified in class. 

 

a. Proposal Memo: (Due February 11)  

To get permission to proceed to the research plan phase, your group will submit a memo 

outlining the proposed topic for your research project.  

 

The memo will include an outline of the business concept, full names of team members, a listing 

of the tasks to be completed by each person and deadlines, a description of the value proposition, 

an early market assessment, and a summary of interview(s) with 1-3 entrepreneurs (where you 
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will discuss your opportunity with them to gain some insight from an experienced third party).  If 

you require assistance identifying entrepreneurs, please contact the Instructor in advance. 

 

The Memo format is: 

 

MEMO 

  To:  Bruce Anderson 

  From: Your names of team members 

  Re: Subject 

  Date: Date submitted 

 

Start of body of memo (structure this as you see fit but aim for clarity, conciseness and 

articulation of the business concept). You will refer to an Appendix in the memo body. 

 

Note: The memo is a common business format and it has no signature block (e.g., no “Sincerely”, 

no name at bottom, and no signature). The header and body are aligned as shown above. 

 

The Appendix will summarize information from the entrepreneur interviews. Thus, it will include 

a summary of the feedback from the entrepreneurs, the industries / businesses that the 

entrepreneurs are working in. Each summary will be limited to one page.  

 

You must e-mail this memo (via UR Courses) to the Instructor on or before the due date. The 

Instructor will provide feedback and provide permission (or not) to proceed to the research plan. 

If permission is not granted, you will be required to revise and re-submit the memo.  

 

If you are speaking with anyone outside of the university (non-faculty), you must provide a 

signed release form with the signature of the person you contacted (available on UR Courses).  

 

You will be marked based on the following template: 

 

(1) Completion of the memo with all required information and in a proper, error-free format 

(1 mark) 
(2) Articulation of the value proposition (why this is a good business opportunity and not just 

a business idea…what value can you offer that someone will pay for and why?) 1 mark. 

(3) Market assessment strategy (a brief background of the nature of the market or industry 

that is relevant to your opportunity and what will be your data collection / market 

research plan) 1 mark. 

(4) Who are your customers and competitors (your initial assessment of who your customers 

and competitors might be and why) 2 marks. 

(5) Comments and feedback from an entrepreneur, business person or qualified business 

advisor on (1), (2), and (3) above and how you plan to utilize this feedback. 2 marks. 

 

The memo must contain all required information and be prepared in proper format, and without 

spelling or grammar errors. Marks will be deducted for errors. 

 

b. Research Plan: (due March 18)  

A feasibility study has a greater emphasis (than a business plan) on the critical analysis of the 

opportunity.  In other words, you are expected to collect sufficient and relevant data that will 

allow you to expertly analyze the strength of the opportunity, be able to point out flaws, and 

lastly, to make suggestions as to what changes could be made to strengthen the opportunity. You 
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will need to talk to potential customers, suppliers, competitors, and other industry people to 

understand your opportunity. This will help you assess if the business opportunity should be 

pursued (or not). 

 

As this course requires the student to interact with the local and global market / environment, the 

research plan will be a means of testing the feasibility of your business model. The research will 

consist of qualitative and quantitative research on your market opportunity. Entrepreneurs must 

quickly and inexpensively attempt to understand their target market and learn to ask a series of 

questions that will be helpful in determining the feasibility of a proposed business opportunity.  

 

As part of your research plan, you may choose to do one or more of the following: 

 

 A survey (minimum of 100 responses); this can be done using SurveyMonkey®, 

FluidSurveys™, or other e-survey tools (or using hard copy handouts) with sample 

populations drawn from Facebook, person to person, work groups, or friends, depending 

upon the opportunity and target market. 

 Semi-structured interviews with key informants (minimum of ten people). 

 A focus group: in person or online (e.g., Zoom) with minimum of ten participants. 

 Other primary research (as discussed with the course instructor). 

 

You will provide the methodology (process and questions used) and a summary of the results is a 

brief written report submitted via UR Courses to the Instructor. You will also show the questions 

that were asked. The Instructor will provide feedback and provide permission (or not) to proceed 

to the feasibility report phase. If permission is not granted, you will be required to revise and re-

submit the research plan report. This report will become an Appendix in your feasibility report, 

and you will be expected to refer to and use the data collected in your research. 

 

The course instructor (who is also an entrepreneur) will act as the primary mentor for you in this 

task.  The instructor will provide detailed feedback on your research strategies to provide you 

with a mentored learning approach to conducting inexpensive and valid data collection 

techniques.  

 

c. Feasibility Report: (due Thursday, April 8)  

The actual feasibility report document is the culmination of your planning, research, and business 

model development. It serves as a document that critically analyses whether or not you should 

proceed with the opportunity identified. There is no fixed length for the feasibility report, but it 

will likely be 10-15 pages, excluding Appendices. Do not drop a bunch of irrelevant information 

into the report; be precise and concise. Your feasibility study should use the following format: 

 

A. Title Page: Business name; full contact information of the team members. 

B. Executive Summary: 1-2 pages in length; generally one paragraph for each of sections 

(note: this section is written after the rest of the report is completed and should be a 

stand-alone summary of your entire report).  

 C. Table of Contents: with page numbers (use References tab in Word to build your  

  Table) 

D. Value Proposition: What is the Value Proposition (VP) – customer segment and market 

fit elements that solve a customer’s pain or gain.  What is your product service, who is 

your customer and what is the “stickiness” of the opportunity and its potential scalability? 

E. Proposed Company Description: Name of company & entrepreneur(s); ownership & 

legal structure; summary of proposed business – product/service, industry/target market, 
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management and operations, funds needed and used, and sales projections. Add the 

business model canvas (BMC) illustration of potential entrepreneurial opportunity in an 

Appendix. 

F. Competitive Advantage: Based on the management structure and capacity you have 

developed within your business model, what exactly is your competitive advantage (CA), 

for how long, the factors that limit its strengths, and dynamic management of the CA into 

the future? Continue your discussion of your CA through revenue models, gross margin 

models, operating models, working capital models and investment models. 

G. Internal feasibility: Based upon the information provided in d., e., and f., do you have 

all the pieces in place to realistically deliver? 

H. External feasibility: Porter’s Five Forces evaluation of the market, competition, barriers, 

and supplier and buyer power. 

I. Financial Feasibility: Provide the following: 1) revenue projections based on best, worst 

and average case scenarios 2) A pro forma income statement of the first year of 

operation, 3) a balance sheet of the first year of operation (focusing on investment needs, 

assets and long term financing if necessary) 4) a break-even analysis. 

J. Overall Assessment: Conduct a critical analysis E, F, G, H and I above. 

K. Conclusion: Make your recommendation as one of GO, NO GO, or PARTIAL GO (with 

potential changes to the BMC that you have identified as requiring change, strengthening 

and /or elimination). 

 

There are essentially two distinct parts of the report. First, you have to develop your business idea 

sufficiently so that it can be evaluated. Second, you need to critically evaluate what you have 

developed. You will not be marked on how “successful” your opportunity may be, but on how 

well you have developed it and more importantly, how well you have evaluated it (coming up 

with an evaluation that states the opportunity is feasible or not and why, or what changes might 

be needed in order to make the opportunity feasible). You will be assessed on realistic business 

opportunities so please don’t attempt to develop a poor opportunity, somehow believing that will 

help your feasibility study easier - it won’t! Thus, pick a business you might realistically consider 

launching and then follow a realistic process to see if you should pursue the opportunity.  

 

Remember to start early and allow sufficient time to collect your information and synthesize your 

ideas. The additional readings on UR Courses will be especially useful in completing the 

feasibility study. Also, while this is a practical or highly applied task, it is also an academic 

process. You will be required to source information you have collected and cite where that 

information has come from (using MLA style of citations). 

 

6. Final Exam (35%): 

 The format of the exam will be case-based. The final exam is comprehensive, covering all course 

content, including class discussions and material introduced in classes, as well as the skills developed. 

Please note that if you miss more than five (5) classes, you may not be eligible to write the final 

exam and you must pass the final exam to pass the course. If you cannot write the final exam for a 

medical or other legitimate reason, your final exam may be deferred. However, the Instructor cannot 

defer the final exam; please see the Associate Dean – Undergraduate Programs for permission.  
 
 

CLASS SCHEDULE 
 

The following is the planned schedule but note that some changes may occur: 
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DATE CLASS TOPICS AND READING ASSIGNMENTS* ASSIGNED TASK(S) 

Jan. 9 

Class 1 
Introduction and Course Overview 

Course Expectations  

 

What is Entrepreneurship and what is Entrepreneurial Process? 

Discussion of concepts, theory and environment for entrepreneurship.  

 

Small Business in Canada & Saskatchewan - Legal Forms,  

Contracts, and Risk Management  

Exercise(s) – Which structure to use?   

 

Case Analysis Process and Case Hand-ins 

Review: Course outline to 

ensure understanding 

 

Reading: Singh, Hill and 

Lumpkin paper 

 

 

 

 

 

Review: Case PowerPoint  

Jan. 14 

Class 2 
Business Ideas, Alertness, Opportunities, and Value Proposition  

Defining the Value Proposition 

 

Opportunity Identification Exercise (in-class) – Discussion of 

Opportunity Identification Exercise 

 

Exercise: understanding the difference between business ideas and 

entrepreneurial opportunities.  

 

The Innographer: The Super Hunch Worksheet – Introducing tools 

to help determine what business ideas may be profitable opportunities! 

 

 

 

Read: Business Model 

Canvas preview book(let) 

 

 

 

 

Review: Worksheets 

 

Jan. 16 

Class 3 
Class Exercise: Opportunity Identification Exercise  
(Discussion of students’ findings, usefulness of Sketch Pad and other 

tools, and our experiences as limitations to new opportunities)  

 

The Value Proposition (VP) 

Defining value proposition as key part of Business Model Canvas (BMC) 

 

Class exercise - Evaluation of Value Propositions 

 

Bring: Completed 

Opportunity Identification 

exercise 

 

Read: Blue Ocean Strategy 

(Kim and Mauborgne)  

 

Submit: Names of 3-person 

team for Projects 

Jan. 21 

Class 4 
Case 1:  The Entrepreneurs at Twitter: Building a Brand, A Social 

Tool, or a Tech Powerhouse? 
       Assigned Questions: 

1) Do users translate directly into dollars? 

2) How is Twitter trying to monetize their user base? 

3) What is Twitter's VP(s) and who are their customers?  

4) Has their Value Proposition changed over time?  How? 

 

Case Discussion and Videos 

What are ways you could enhance VP – customer segmentation and / 

or create new revenue? 

Read Case 1 – The 

Entrepreneurs at Twitter 

(See assigned questions but 

no submission) 
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DATE CLASS TOPICS AND READING ASSIGNMENTS* ASSIGNED TASK(S) 

Jan. 23 

Class 5 
Creating / discovering and selecting Opportunities (BMC – Key 

Initial Resources) 

Idea generation and opportunity recognition, skills, networks, and 

addressing the psychological issues of entrepreneurship) 

 

What is Feasibility Analysis? 

Discussion of Feasibility Projects 

Read: Sections 1 & 2 – The 

Bootstrapper’s Bible Pgs. 2-

54. 

 

 

 

Review: Feasibility PP  

Jan. 28 

Class 6 
Case 2: Shutout Solutions 

    Assigned Questions: 

1) What should be the key steps for the two entrepreneurs? 

2) Should the company focus on one product line? Why/why not? 

3) What would you consider in valuing the company if you were 

     able to invest? 

 

Exercise: Mini-Accounting Case  

 

Submit Hand-in: Case 2 – 

Shutout Solutions (See 

assigned questions)  

 

 

 

 

Read: Accounting Basics 

Complete: Dennis Exercise 

Jan. 30 

Class 7 
VP Canvas 

Class Exercise – L.O.L. Surprise Big Surprise 

Read: Value Proposition  

(www.strategizer.com) 

Feb. 4 

Class 8 
Experiential Exercise 1 – Creativity, Markets and Ideas that 

“Stick” 

Exercise that demonstrates the power of innovation and introduces the 

concepts of “market stickiness”: does your creativity feel and sound 

right?  Will it stick? 

 

Feb. 6 

Class 9 
Follow-up on WORDFUZE – Who stuck it?  

Presentations: Class Voting 

Linkage to branding and marketing 

Deliverable for Experiential Exercise 1 

 

Case 3: Zero, Brammo and the Electric Motorcycle Industry 
Assigned Questions: 

1) Why were different distribution channels used for Zero and 

Brammo? Do you agree? 

2) Would you invest?  Why or why not?  

 

Case Discussion 

Submit Hand-in: Case 3 – 

Zero, Brammo (See assigned 

questions)  

 

 

Feb. 11 

Class 10 
Business Models Continued 

 

Case 4: Netflix 

    Assigned Questions: 

1) How was Netflix’s business model different than its 

competitors? 

2) What competitive advantages existed for Netflix compared to 

Blockbuster and Wal-Mart? 

 

Financials: Statements and Forecasting 

 

Set-up Coffee-Shop Exercise 

 

 

Submit Hand-in: Case 4 – 

Netflix (See assigned 

questions)  

 

 

 

 

Read: Financial Statements. 
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DATE CLASS TOPICS AND READING ASSIGNMENTS* ASSIGNED TASK(S) 

Feb. 13 

Class 11 
Business Model Typologies and Change 

Discussion of different types of BM’s and examples of companies that 

are making changes to their BM in order to stay competitive. 

 

Discussion: Epic Meal Time model 

Read: Morris, et al. 2005: 

Business Models 

 

Feasibility Proposals due 

(Submitted via UR Courses) 

Feb. 18-

20 
No Class – Reading Week 

 

 

Feb. 25 

Class 12 
Industry, Market Analysis and How to do Basic Market Research  

An overview of some of the concepts, tools and methodologies for 

collecting data to vet your entrepreneurial opportunity. 

Concepts and tools: Porter’s 5 Forces, Industry Canada tools, 

Quantitative / Qualitative methods, etc. 

 

In-Class Exercises on Research 

 

Feb. 27 

Class 13 
Market Research  

Guest Speaker: Square One 

 

Mar. 4 

Class 14 
Competitive Advantage 

Using BMC into a specified market to analyze competitive advantage. 

In-class exercise 

 

Intellectual Property & Innovation 

Submit Task #2 – Coffee 

Shop financials 

 

Mar. 6 

Class 15 
Case 5:  Beanz Versus Starbucks: Personality in a Cup! 
      Assigned Questions:          

1) What is the state of competition and the economy and what 

impact will that have on Doug and Lori’s decision? 

2)  What are their options and what would you recommend? 

 

Case Discussion 

Submit Hand-in:  

Case 5 – Beanz Versus 

Starbucks (See assigned 

questions) 

 

Mar. 11 

Class 16 
Evaluating your Business Model  

Discussion on the interconnectivity of the BMC and how to merge it 

into a framework for analysis of feasibility using financials. 

 

Dashboards, Iteration, and the Business Model 

 

Financing New Ventures  

Figuring out the Financials 

 

Opportunity Evaluation and Break Even Analysis 
The how and why 

 

 

 

Mar. 13 

Class 17 
Case 6: Neechie Gear 

 Assigned Questions: 

1) What is Neechie Gear’s current business performance look 

like? 

2) What brand has more value – Neechie Gear’s social 

entrepreneurism or Netmaker’s personal brand, and why? 

 

Case Competition: In class 

Details will be discussed in class 

Submit Hand-in: Case 6 – 

Neechie Gear 

(See assigned questions) 
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DATE CLASS TOPICS AND READING ASSIGNMENTS* ASSIGNED TASK(S) 

Mar. 18 

Class 18 
Case 7: Forest City Tennis Club 

Will develop financials for Westlake Lanes case 

 

Results from Coffee Shop Field trip 

 

Setting up Task #3 – Coffee Shop business model 

Read: Section 4 – The 

Bootstrapper’s Bible 

 

Read Case 7 – Forest City 

(No submission required) 

 

Research plans due 

(submitted via UR Courses) 

Mar. 20 

Class 19 
In-class Assignment: Business Models Submit Task #3 – Coffee 

Shop 

 

Mar. 25 

Class 20 
Social Enterprise, Ethics and the Social Value Proposition  

 

Managing the Small Business and Organizational Capacity:  

Setting up an Effective Management Team,  Using Advisors and 

Professionals, Managing Human Resources 

 

Case 8: Tentree 
 Assigned Questions: 

1) Is the current business model sustainable? 

2) What are its success drivers? 

3) Could Tentree be successful as a not-for-profit? 

 

Case Discussion 

 

 

 

 

 

 

Submit Hand-in: Case 8 – 

Tentree (See assigned 

questions)  

 

Mar. 27 

Class 21 
Due Diligence, Buying a Business and What You Need to Know: 

Review of income statements, balance sheets, cash flow, etc. (You are 

expected to understand introductory accounting, please contact the 

Instructor if you require assistance) 

 

Case 9:  The Health Nut 
       Assigned Questions: 

1) What is the primary issue facing the entrepreneurs? 

2)  What is the current financial status and what caused that? 

3)  What are the options and what do you recommend? 

Read: Section 3 – The 

Bootstrapper’s Bible 

 

 

 

Submit Hand-in:  

Case 9 – Health Nut  

(See assigned questions) 

Apr. 1 

Class 22 
Visit to Conexus Business Incubator  

Apr. 3 

Class 23 
Growth strategies and the Business Model 

Discussion of franchising, professional management, and exit 

 

Apr. 8 

Class 24 
The Entrepreneur 

Discussion of role of entrepreneur in starting and growing business 

Guest Speaker: TBA 

Feasibility Reports due 

(submitted via UR Courses) 

Apr. 10 

Class 25 
WordFuze Presentations  

 

Review and Wrap-up  

Evaluation 

 

April 15 Final Exam – 2:00 – 5:00 p.m. Location: TBA. Details will be 

discussed later in the semester. 

 

 

 


