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	Required Reading

	· Text:     Frank T. Rothaermel, Strategic Management: Concepts.  Either 1st or 2nd edition (ISBN-13 9780077324452 or ISBN-13: 978-0077645069)


	· Cases:  
· Two readings need to be purchased here: https://cb.hbsp.harvard.edu/cbmp/access/43442945  
· Other readings will be in the D2L site.


	· Capstone Student Handbook: Each student is required to review the Handbook in the D2L course website

	

	Course Overview

	· Effective strategies lead organizations to stand out.  A pillar of Portland State University’s strategy is to develop students who can apply interdisciplinary learning to real world issues and become leaders of change.  PSU’s University Studies program has frequently received international recognition for a distinguished undergraduate experience.

	· The University Studies capstone course contributes to this strategic pillar by enhancing the lives of PSU seniors through service learning with partners in the community.



	· The Business Strategy Capstone course is designed to provide an integrative experience along two dimensions: 

· 1) as a culminating experience for the University Studies program at PSU; and 

· 2) as a way for business students from different functions to combine their knowledge and work together in the field with a community client on pressing strategic issues. 


	Course Objectives

	In this course, we will rely on business strategy frameworks to thoroughly analyze the client’s strategic issues and formulate recommendations.  The strategy content and the client project have been selected so our students can experience the key goals of the University Studies Program (appreciation of the diversity of the human experience, communication, critical thinking, and social/ethical responsibility) while having a meaningful impact on the community.



	5 Primary Goals of the Business Strategy Capstone Course

	1. Make a difference in the community.   This means being “all in” to serve your client, striving to produce recommendations for superior future performance. 

	

	2. Appreciate human diversity.  In this course, we will focus on diversity issues that are central to business success: embracing cultural differences, addressing the needs of varied stakeholders, and working through differences across team members.

	

	3. Understand social and ethical responsibilities.   Businesses confront profound social and ethical issues in their pursuit of corporate social responsibility.  Both through case analyses and the client work, you will need to weigh the social, environmental, and economic implications of your recommendations.

	

	4. Engage in effective communication.  Throughout your career, effective communication will be fundamental to your success, so we will practice both written and oral, and individual and team communication.

	

	5. Hone critical thinking skills.  Your client project will require you to thoroughly understand the client’s problem, analyze pertinent data, and formulate recommendations.  Working with a client will make this process very real and exciting.  


	Course Conduct  

	This class will be taught in a dynamic case-method format.  Everyone will be expected to attend every class, contribute to class discussions, and visit the Client’s operations.  For case days, do not search the internet to see “what happened” after the time of the case, because this could limit your thinking as to possible outcomes.

Laptop and other digital device use during lecture is prohibited, unless you are using the device to take notes or access course material.  [If taking notes, please see the instructor and post your notes in D2L in the Discussion area for the particular week.]  On the days where we have client work, definitely have a laptop within your group for note taking.  

Cell phones, tablets, laptops, etc., should be silenced and put away during class.  If you routinely engage in texting, surfing or other device use during lecture, it sends a strong signal to the professor about your limited engagement in the class and your participation grade will be lowered to reflect this.

	


	Course Grading

	Client Project:                                                                                       <See Appendix 1>

	              30% 
Final Client Report with Strategic Recommendations

	              25%
Client Presentations**   [Note: passion, practice, and pictures are essential!]

	**[5% PESTEL+6 Forces; 5% VRIO+SW; 5% Financials; 10% Final Presentation to Client]

	Preparation and Analysis of Readings:

	
10%
Short write-ups posted to D2L                                      <See Appendix 2>

	             15%
Essay on Critical Thinking                                            <See Appendix 3> 

	
20%
Attendance + Contributions in-class                            <See Appendix 4>

	Please send your instructor an email before class if you have to miss class

	Regarding Attendance + Contributions: Everyone is required to talk through a green and yellow feedback card to at least 1 team following a presentation, and:
Grade of A: requires no unexcused absences and makes high quality contributions in every class;

	Grade of B: requires no unexcused absences and participates often; 

	Grade of C: requires no unexcused absences and participates occasionally;

	Grade of D (or less):  has one or more unexcused absence and/or does not participate.


	Readings and Assignments 

(bring answers to assignment questions to class for discussion)  

	(1) Cases and Readings: Instructions for downloading on p.1 of syllabus.

	(2) Frank T. Rothaermel, Strategic Management: Concepts.


	Week
	Topic
	Case/Readings

	1.

Mar 30 
	Introduction to the Client Organizations this term

Readings: Syllabus and Materials for course project in D2L

Project Assignment: Read: 

(1) in D2L: The client information;

(2) in D2L: The Syllabus; 

(3) in D2L: The SBA Capstone Student Handbook

(4) Materials on the Business Capstone website: http://www.pdx.edu/sba/senior-capstone   
Course Goal:  Inquiry and Critical Thinking

Course Goal:  Communication
(1)  Bring your questions about the syllabus and client project


	* Don’t forget short write-ups are due by 9pm on Thursdays your first is due **Thursday Mar 31. Directions in Appendix 2.

	1.

Apr 1

	What is Strategy? and Meet the Clients
Client: Guest speaker: senior manager from client organization

Text: 

Chapter 1. What Is Strategy and Why Is It Important? 
[FOCUS on “What is Competitive Advantage,” “Industry vs. Firm Effects in Determining Performance,” and “The AFI Framework” sections]
Chapter 2. The Strategic Management Process 
[FOCUS on “Vision, Mission, and Values” particularly the difference between Product-Oriented and Customer-Oriented approaches, “Scenario Planning,” and “Strategy as Planned Emergence: Top-Down and Bottom-Up.”]
Videos: 

Business Model Canvas overview: https://www.youtube.com/watch?v=QoAOzMTLP5s
Business Model Canvas example at Grameen Intel:

http://youtu.be/3MnUCnzAf0s 
Readings:  
in D2L: The client information;

in D2L: The Business Model Canvas.xls
Course Goal:  Community Contribution
Course Goal:  Inquiry and Critical Thinking
Work on Client Project

(1)  Prepare questions for all clients related to their project overview.

(2)  Research all of the clients online (their websites; competitor websites; etc.)

(3)  Please take notes on the overview provided by the senior manager from the client.  The person will describe the pressing strategic issue that you will address as part of your business plan and strategic recommendation deliverables.  

Assignment Question tied to textbook reading and videos

(4)  If you can find the following information online: analyze the clients’ visions and missions.  How do the strategies followed by the client organizations appear to be influenced by their vision/mission?  

(5)  Sketch out the Business Model Canvas for each of the clients from what you found online.
(6)  For each client, what are the primary strengths and weaknesses in their Business Model Canvas?
[At end of class, you will specify your preferences regarding the clients.  The instructor will assign you to a client team to strive for functional diversity.]


	2.

Apr 6

	Team Formation and Scope of Work Deliverables
Readings:

in D2L: Groups are Fun and Not Fun.pdf
in D2L: Creating Cultural Connections.pdf
in D2L: “PSU Capstone_Communication Tools.doc” and “Bicultural Design Model.doc” by Valerie White 
in D2L: Scope of Work samples
Project: 

Instructor will email team assignments before this class session
Bring your Business Model Canvas for your client from previous class
Course Goal:  Diversity of Human Experience

Course Goal:  Communication
Course Goal:  Community Contribution
Get to know Team and Start working on Scope of Work (SOW) 

(1) What from the “Groups are Fun and Not Fun” reading did you experience in a prior dysfunctional team; in a prior excellent team?
(2) Consider the roles on pp. 53-54.  Add in the “Client Liaison” role—the person who communicates with the client about the project.  Choose 2 roles you would like to play on your team during the term.  In class, compare with your team to make sure all roles are covered. <fine to switch roles during term: just get team agreement> 
(3) Complete Exercise 5.1 in “Creating Culture Connections” and bring to class.  Read the Communication Tools and Bicultural Design Model documents and think through how your cultural perspective influences your expectations of how your team should function during the project.
(4) Examine the Business Model Canvas that you created for your client previously: Bring your ideas as to the most important deliverables for your client.
(5) Read through the sample Scopes of Work and be prepared to work on yours in class.
[Note: in the next week or so, try to go out with your team to do something fun like bowling or to play video games.  Having fun does wonders for team cohesion.]


	* Don’t forget short write-ups are due by 9pm on Thursdays

	2.

Apr 8

	Scope of Work and Research Sources (ideas from Business Librarian)
Readings: in D2L: Materials about client and course project 

Project: Complete Scope of Work (SOW) with team *before class*
Course Goal:  Community Contribution
Course Goal:  Inquiry and Critical Thinking
Work on Client Project

(1)  Before class, develop your client’s scope of work (follow sample) with your team. Next to each deliverable, make sure to note the team member(s) responsible for its completion.

(2)  Each team will present their Scope of Work for feedback from the class.  Each team member will talk through the bullet points that s/he will take the lead on.
[Note: there is a lot of reading 2 classes from now, so start soon.]



	3.

Apr 13

	Client Input on Scope of Work (SOW)
FIELD DAY: no class: meet with client or others in client’s ecosystem this week

Project Assignment: With your team, meet with your client (preferably at their operations) to finalize Scope of Work.  Start to walk through financial statements: (1) from last few years, and (2) for future years (you will create a 5-year pro forma income statement, balance sheet and cash flow later in course, so start to sketch out now).

Search data sources at the client’s level to understand key performance metrics and industry-level data (from competitors; Portland metro statistics; customer segment data; etc.) that would influence outcomes for your client.
Course Goal:  Community Contribution

Course Goal:  Inquiry and Critical Thinking
Course Goal:  Communication
Work on Client Project

(1)  Research important trend data *at the level of the client* critical to address your Scope of Work.

(2)  Outline key performance metrics given the scope of work.

(3)  Start to create last year’s financials for client and sketch financials for recommendations.
(4)  Sign final Scope of Work to hand to professor in next class.  Post final Scope of Work both to D2L and to Client’s Google Drive folder.



	* Don’t forget short write-ups are due by 9pm on Thursdays

	3.

Apr 15

	Evaluating Environmental Opportunities and Threats; Business Model Development; Design Thinking to help Identify Opportunities
Text: Chapter 3. External Analysis: Industry Structure, Competitive Forces, and Strategic Groups 

Reading: 
in D2L:  Suri and Hendrix, “Developing Design Sensibilities,” Rotman Magazine, Spring 2010: 58-63.

Course goal:  Diversity of Human Experience
Course goal:  Critical Thinking
Assignment Questions

(1) Examine your team’s Scope of Work.  What data and information are the most important for addressing the Scope of Work and developing recommendations for your client?

(2) Categorize the data and information as elements of PESTEL or the 6 Forces.

(3) Find the most pertinent data sources for those elements and bring to class to share with your team.
(4) Drawing on the “Developing Design Sensibilities” article, to what degree do the clients’ products or services meet both the functional and emotional needs of the customer?


	4.

Apr 20

	Evaluating Client’s External Environment: TEAM PRESENTATION
Project: Employ PESTEL or the “6 forces” elements to analyze the most pertinent external data for your client.  Analyze the biggest threats and the greatest opportunities.  Develop early recommendations.
Course Goal:  Community Contribution

Course Goal:  Inquiry and Critical Thinking
Course Goal:  Communication
Work on Client Project

(1)  Each team will prepare their PESTEL and 6 forces analysis in a PPT slide deck (before class post to D2Lin the week’s Discussion Folder and the client’s Google Drive folder; bring 3 hard copies of the notes page for your presentation to class), the primary threats and opportunities, and their recommendation to the Client.

· Examine your Scope of Work, and determine which 5 data series (or other research like regulatory details, certification requirements, etc.) are needed to inform your deliverables.  Use data at the *level of the client*. (Include citations to the data and research.  If you present high-level, general data, you will be marked down.)  

· Organize and present the data or research in the PESTEL and/or “6 Forces” framework as most appropriate (note, you only will present the 5 most pertinent dimensions given the 5 data series you choose.

· Summarize the biggest threats and opportunities given your analysis of the data/research.

· Present your early recommendations given these analyses.

(All team members should present for approx. 3 minutes each; note, this is a graded presentation.)


	
	This grading rubric will be used for this presentation:
Criteria

Superior
(90% to 100%)

Good

(80% to 89%)

Underdeveloped  (70% to79%)

Unacceptable
(69% or below)

5 data series (or other pertinent research) at the level of the client used to construct PESTEL and/or 

6 Forces Dimensions
The 5 data series (or other research) were all at the level of the client; The data informed the most pertinent dimensions of PESTEL and/or  6 Forces  
Not all of the 5 data series (or other research) were at the level of the client;  the dimensions of PESTEL and/or     6 Forces selected had loose ties to the data
Limited data/research presented and did not inform the dimensions of PESTEL and/or the 6 Forces selected
Either data/ research were deficient or PESTEL and/or  6 Forces frameworks were neglected
Biggest Threats and Opportunities drawn from PESTEL and/or
6 Forces analysis, early recommendations outlined
Threats and Opportunities convincingly developed from PESTEL and/or  6 Forces analysis; early recommendations consistent w/data
Threats and Opportunities presented but connection to PESTEL and/or  6 Forces not thorough; early recommendations did not flow from data
Limited development of Threats and Opportunities and few—if any—ties to PESTEL and/or   6 Forces analysis; limited thought behind early recommendations
Missed the mark: Threats and Opportunities not developed 
Presentation: professional, clear w/images, well researched, practiced, uncluttered slides, passionate
Whole team went for it: Well prepared with research, great flow, clear slides with images, engaged audience
Good overall, but needed more depth and polish
Needed more practice, some slides hard to understand, heart not really in it
Team did not work together to construct a coherent and smooth-flowing presentation


	* Don’t forget short write-ups are due by 9pm on Thursdays: This is the last post!

	4.

Apr 22

	Evaluating a Firm’s Internal Strengths and Weaknesses
Text: Chapter 4. Internal Analysis: Resources, Capabilities, and Activities [Read the chapter except Do Not spend time on “The Dynamic Capabilities Perspective” or “The Value Chain and Activity Systems” sections.]
“Case”: “Note on Business Model Analysis for the Entrepreneur,” HBS [9-802-048] <buy from Harvard Business School Publishing website; instructions on p.1 of syllabus above>
Course Goal:  Community Contribution
Course Goal:  Inquiry and Critical Thinking
Assignment Questions

(1)  Analyze the Strengths and Weaknesses of your client.  Assess whether the organization’s capabilities are Valuable, Rare, Inimitable, and supported by the Organization (VRIO).  

(2)  Drawing on the “Note on Business Model Analysis” reading, think of one new business model for your client (either based on a new revenue model or a new cost driver).
(3)  Pick the best business model (your team will decide what “best” means).  Which 2-3 core competencies are needed to make that business model successful?  Identify 5 resources/ capabilities that underlie those core competencies.  How would your client make them VRIO?


	5.

Apr 27

	Business-level Strategy

Text: Chapter 6. Business Strategy: Differentiation, Cost Leadership, and Integration
Reading: in D2L: Chesbrough, Henry W. and Melissa M. Appleyard (2007). “Open Innovation and Strategy.” California Management Review, 50(1): 57-76. [NOTE: the OSS business models in this paper and the value chain considerations will not likely apply directly to your client, but are meant to open up your mind as to what is possible when contemplating business model options.]

Course Goal:  Critical Thinking
Assignment Questions

(1) Understand the drivers of a differentiation, cost leadership, and integration strategy.

(2) Which strategy does each client in the course pursue?
(3) Analyze your client’s business-level strategy.  What are the greatest flaws?  

(5) Develop 1-2 alternative business models for your client.  Consider your client’s Business Model Canvas you developed prior and where value is created and can be captured along the whole value chain as discussed in the reading.  Be prepared to present the most promising business model to the class.
(4) Re-examine your client’s Business Model Canvas.  Where are the greatest challenges and opportunities?  What is going to lead to sustained competitive advantage?



	

	5.

Apr 29

	SWOT Analysis of Client’s Strategic Issue: TEAM PRESENTATION

Project: In the context of the Client’s Scope of Work, evaluate the core competencies and underlying resources/capabilities the Client needs to be successful.
Course Goal:  Community Contribution

Course Goal:  Inquiry and Critical Thinking
Work on Client Project

With team create a PPT slide deck (before class post to D2L and the client’s Google Drive folder; bring 3 hard copies of the notes page for your presentation to class):

1) Review your Scope of Work and determine the 2-3 core competencies your client must develop to achieve your deliverables. 
2) Create a slide that lists: a) the Business-Level strategy you are recommending to your client; b) the deliverables you are focused on; c) the 2-3 core competencies central to achieving those deliverables. 
3) Create a slide for each core competence and then list the underlying resources and capabilities that are required to develop that core competence (you should identify 5 resources/capabilities; so if you have 2 core competencies that you are examining, then you will have, say, 3 key resources/capabilities for one of them, and 2 key resources/capabilities for the other). 

4) For each of the 5 resources/capabilities, create a slide that examines what would the steps be for the client to develop this needed resource/capability to become VRIO.  Use screenshots for example to illustrate best practices.
5) Create a slide of the SWOT matrix (see McDonald’s example from last class), with the 2-3 core competencies as the Strength(s) and the Opportunities and Threats from last week at the top.  In the middle should be the anticipated strategic recommendations for drawing on the Strengths to pursue the Opportunities or overcome the Threats.

[Note, for the final report, you will be estimating the costs of developing those core competencies and estimating the payoffs of deploying them in your pro forma income statement.]

6) Benchmark your SWOT matrix against one key competitor and assess if in fact your client will be able to attain a competitive advantage in your budding recommendation vs. the competitor. 

(All team members should present; note, this is a graded presentation.)

In a future class, you will be asked to calculate how your recommendations will affect the Client’s financials.  Therefore, it is recommended to sketch the financial effects out as your complete your SW.

  Each team member should download and study the sample Final Report and financials from D2L if they have not done so already, and understand the Breakeven, Profit and Loss, and pro forma Income statement from the sample Business Plan.  Using the Client’s data, start work on the Income statement.


	
	This grading rubric will be used for this presentation:
Criteria

Superior
(90% to 100%)

Good

(80% to 89%)

Underdeveloped  (70% to79%)

Unacceptable
(69% or below)

Deliverables( 

2-3  core competencies(
5 resources or capabilities( clients has or needs( why VRIO; 

SWOT with the S=1-2 core competencies, and O & T = previous presentation with recommendations in middle 
All steps well done; recommendations in SWOT well-reasoned
Completed the steps but needed more depth; recommendations in SWOT needed more justification   
Cursory attempt at steps and recommendations
Neither steps completed nor clear recommendations crafted
Client’s SWOT matrix vs. one key competitor’s: will your recommendations lead to competitive advantage?
Thorough comparison of SWOTs and convincing analysis of recommendations 
SWOTs compared and recommendations assessed relative to competitor, but needed more depth
Comparison of SWOTs not clear and justification of recommendations incomplete
Neither SWOT comparison nor recommendation assessment completed 
Presentation: professional, clear with images, well researched, practiced, uncluttered slides, passionate
Whole team went for it: Well prepared with research, great flow, clear slides w/images, engaged audience
Good overall, but needed more depth and polish
Needed more practice, some slides hard to understand, heart not really in it
Team did not work together to construct a coherent and smooth-flowing presentation


	6.

May 4

	What is Performance?
Text: Chapter 5.  Competitive Advantage and Firm Performance 
Case: Chemalite, Inc., HBS [9-177-078<buy from Harvard Business School Publishing website; instructions on p.1 of syllabus above>

Reading (skim it):  in D2L: “How to read financials_Merrill Lynch.pdf” 
Course Goal:  Critical Thinking
Assignment Questions
(1) Which performance metric from Chapter 5 is most appropriate for each client?  Why?

(2) Which performance metric do you favor for assessing performance?

(3) With your team, develop Chemalite’s Balance Sheet for its first 6 months.  [Note, people might have different ideas about the appropriate entries.  Just form a quick consensus.]

(4) With your team, walk through the transactions of the second 6 months in the Balance Sheet, Income Statement and Cash Flow statement.  [Again, do not spend too much time on the entries; just walk through possible approaches to them.]
(5) Make sure everyone on the team is comfortable with these financial statements.


	NO POST DUE

	6.

May 6

	Preparation for Financial Presentation: We will view examples of the financial presentation

Course Goal:  Social and Ethical Responsibility
· Bring Scope of Work

· Bring initial outline of financials for client (prepare before class)
· Bring list of most critical assumptions for financials


	
	

	7.

May 11

	Client’s Financials and Remaining issues

FIELD DAY: no class
Project: Visit Client’s operations or someone in Client’s ecosystem and talk with Client about financials and any other remaining issues.

Course Goal:  Community Contribution

Course Goal:  Inquiry and Critical Thinking
Course Goal:  Communication



	
	NO POST DUE

	7.

May 13

	Evaluating Client’s Financial Position: TEAM PRESENTATION

Project: With your team, complete the list of start-up costs (if applicable), Balance Sheet (if useful), Cash Flow, and pro-forma Income Statement for the next 5 years, as well as the Breakeven analysis, using the Client’s data.  
Course Goal:  Community Contribution

Course Goal:  Inquiry and Critical Thinking
Course Goal:  Communication
Work on Client Project

With team create a PPT slide deck (before class post to D2L and the client’s Google Drive folder; bring 3 hard copies of the notes page for your presentation to class):
(1) Create a PPT slide deck to show how your emerging recommendations play out in the financials.  What are the key implications and most important assumptions?
(2) Present your client’s start-up costs (as applicable), financial statements, and breakeven analysis.  

(3) Note, it is recommended that you create monthly entries for the first year in the income statement and cash flow statement, and then annual entries for the subsequent 4 years. 
(4) Do not present whole spreadsheets; rather, excerpt key sections and summarize the key data series in charts and graphs.
(All team members should present; note, this is a graded presentation.)


	
	This grading rubric will be used for this presentation:
Criteria

Superior
(90% to 100%)

Good

(80% to 89%)

Underdeveloped  (70% to79%)

Unacceptable
(69% or below)

Captured financial implications of recommendations in a clear and compelling way: told a story with the data; explained most important assumptions
Financial implications of all key recommendations analyzed thoroughly; most important assumptions explained
Decent coverage of implications of recommendations  and a good start on the analysis; some assumptions explained 
Touched on most  implications of recommendations but very little analysis and not clear on critical assumptions
Limited treatment of implications of recommendations and assumptions
Appropriate financials presented (depends on client but generally 5 years of pro forma income statement, cash flow, breakeven analysis)

All pertinent financials presented 
The majority of pertinent financials presented
Only a start on the most pertinent financials
Missed the mark: hardly any financials presented 
Presentation: professional, clear w/images, well researched, practiced, uncluttered slides, passionate
Whole team went for it: Well prepared with research, great flow, clear slides w/images, engaged audience
Good overall, but needed more depth and polish
Needed more practice, some slides hard to understand, heart not really in it
Team did not work together to construct a coherent and smooth-flowing presentation


	8.

May 18

	Corporate Strategy: Diversification
Text: Chapter 8. Corporate Strategy: Vertical Integration and Diversification 

[FOCUS on “What is Corporate-Level Strategy” and “Leveraging Core Competencies for Corporate Diversification.”]
Chapter 9. Corporate Strategy: Mergers & Acquisitions, Strategic Alliances 

[FOCUS on “Why Do Firms Enter Strategic Alliances?”]
Case: In D2L: Grameen Intel Social Business: Technology Solutions at the Base of the Pyramid, Portland State University

Reports:  
Update on MDGs: (skim the first 11 pages) http://www.un.org/millenniumgoals/2015_MDG_Report/pdf/MDG%202015%20rev%20(July%201).pdf  
Next phase: (spend 10-15 minutes checking out these sites)

 https://sustainabledevelopment.un.org/post2015/transformingourworld ; https://sustainabledevelopment.un.org/sdgs 
Course Goal:  Appreciation of Human Diversity 
Course Goal:  Social and Ethical Responsibility 
Course Goal:  Inquiry and Critical Thinking
Course Goal:  Communication

Assignment Questions

(1)
Grameen Intel seeks to address additional Millennium Development Goals (MDG) through the introduction of new products or services. You’ve been tasked by Kazi Huque with selecting one of the other MDGs for Grameen Intel to address and creating a new product or service to help them achieve that goal. 

As an individual, prepare a 5-minute PPT presentation *before class* to be combined with others in class that includes the following (your prep for this class should be no more than 2 hours reading; 1 hour on the ppt):

1.
Select an MDG that is not currently served by Grameen Intel products or services but is relevant to development progress in Bangladesh. Explain:

(a) why this development challenge should be prioritized by Grameen Intel;

(b) what progress has been made towards meeting that MDG or challenge to date, and

(c) what barriers remain to making more progress on this challenge. 
Include analysis of relevant information about Bangladesh’s economy and development using CIA Factbook https://www.cia.gov/library/publications/the-world-factbook/geos/bg.html and the World Bank’s DataBank http://databank.worldbank.org/data/home.aspx databases. (Note: CIA and World Bank data may be different and you can indicate any discrepancies.)
2.
Design and describe a new Grameen Intel product or service to address that MDG. The product / service should build on Grameen Intel’s existing core competencies and technological capabilities.
3.
Create a new Business Model Canvas for Grameen Intel that illustrates the model for your proposed product / service (recall the video from early in the course).
Be prepared to answer questions from the professor and other students. The class will vote on a winning concept.


	8.

May 20
	Community impact and Working with Diversity
Course Goal:  Community Contribution
Course Goal:  Appreciation of Human Diversity 
Course Goal:  Inquiry and Critical Thinking
Course Goal:  Communication

Project: 

· Reflect on the impact your Client has/will have on the surrounding community and beyond.  
· *Before class*, draw out a “community impact mind map” for: (1) your client and (2) one of the other clients, and bring the two maps to class.  Consider everyone who is directly or indirectly benefiting from the Client’s operations.  Here are some examples of mind maps: 

http://maddisonpublicrelations.files.wordpress.com/2013/05/new-mind-map_1l9dj42p.jpg 
http://www.scotland.gov.uk/publications/2011/10/04142122/5
http://www.midtnmusic.com/why-do-i-need-a-website/ (page down to “your website” mind map)

http://johngerber.world.edu/2012/07/01/mindmap/ (search on “Waltham” to see the mind map for Waltham Fields Community Farm.)

· In class, you will combine your mind maps.
· Refer back to reading “Creating Culture Connections” from early in the term.  Before class, write up a few sentences for each of the five bullets in Step 1 from Exercise 5.2 “I and We and You and Us and Them”.  Bring your reflections to class to share.

[Note: Course Goals Essay due next week.]

	
	11:00pm Wednesday, May 25:  Course Goals Essay due into *dropbox section in D2L*; make sure to attach your file.



	9.

May 25
	Final Report and Presentation Review

Project: 

· In class, teams will work on final report, final presentation, and any remaining issues.  Professor will check in with each team.
· See Artside Up! samples of final presentation and final report in D2L.


	
	

	9.

May 27
	Walk through of Final Presentation with Professor
Course Goals:  Community Contribution, Inquiry and Critical Thinking, Communication


	
	

	10.

Jun 1
	Run through of Final Presentations
All Teams: Draft of the final report must be sent to the client by 5pm today for review & comment before finalizing the report next week

Course Goals:  Community Contribution, Inquiry and Critical Thinking, Communication


	
	


	10.

Jun 3
	Final Presentation to Clients (business attire)
For teams presenting:
· Post Final Presentation to D2L and the client’s Google Drive folder *before the start of class*
· Bring 3 hard copies of notes portion of presentation to class.
Course Goals:  Community Contribution, Inquiry and Critical Thinking, Communication
This grading rubric will be used for the final presentation:

Criteria

Superior
(90% to 100%)

Good

(80% to 89%)

Underdeveloped  (70% to79%)

Unacceptable
(69% or below)

All recommendations were clear and compelling, using research and appropriate frameworks from class
Presented all recommendations so understandable to client; research thorough;  analysis was comprehensive and convincing; used frameworks as appropriate
Solid treatment of recommendations with research-grounded analysis
Touched on most  recommendations but limited analysis and not grounded in research or frameworks
Recommendations not clear and limited justification for recommendations
All key areas of Scope of Work addressed
Thorough coverage of Scope of Work  
Most pertinent areas of Scope of Work touched on
Only a few areas of the Scope of Work addressed
Missed the mark: did not address the Scope of Work
Presentation: professional, clear w/images, well researched, practiced, uncluttered slides, passionate, whole team involved, and Q&A effective
Whole team went for it: Well prepared with research, great flow, clear slides w/images, engaged client, great job on Q&A 
Good overall, but needed more depth and polish, Q&A could have been more decisive
Needed more practice, some slides hard to understand, heart not really in it, stumbled during Q&A
Team did not work together to construct a coherent and smooth-flowing presentation


	
	

	11.

TBA

(Jun 8 likely)
	Final Presentation to Clients (business attire)

Final Project Due for All Teams
For teams presenting:
· Post Final Presentation to D2L and the client’s Google Drive folder *before the start of class*

· Bring 3 hard copies of notes portion of presentation to class

For all teams:

· Post Final Project to D2L and the client’s Google Drive folder *before the start of class*

· Bring 3 hard copies of Final Project to class
· Bring hard copy of completed Team Member Evaluation form 
Course Goals:  Community Contribution, Inquiry and Critical Thinking, Communication



	Admittance to this course: If you miss class sessions 1 and 2, you cannot take this course.  

	

	Academic Honesty: Students will uphold the honor code in all work associated to this course. All work must be original and non-original work should be appropriately referenced.  Copying material from the internet or any other source without proper citation is considered plagiarism and cheating and will receive a failing grade.  For more information regarding PSU’s policies on behavior and academic honesty, please see: http://www.pdx.edu/dos/psu-student-code-conduct


For your information from the Undergraduate Programs Office:

Undergraduate Programs Office and Services
 
The School of Business Administration provides Career & Academic Advisors to assist students in making the most of their collegiate experience.  Career & Academic Advisors are trained to provide counsel in a wide range of issues.  From selecting a business major and planning out classes to creating a job search strategy and writing resumes, Career & Academic Advisors are here to help students with all of their academic & career related questions.  Business students are assigned an academic & career advisor who will assist them from orientation to graduation.

All SBA advisors are available by appointment, which must be scheduled in advance.  Students can make an academic & career advising appointment throughout the year by visiting room 240 or calling 503-725-3712.  Drop-in peer advising hours are available as well.  Drop-in hours are held regularly throughout the week and are designed to help answer routine or simple questions.  For more information about SBA advising and drop-in hours, please visit the School of Business website at www.pdx.edu/sba and click on Undergraduate, then Student Resources.  Students with concerns about courses or the advising services provided by the Undergraduate Programs Office can contact the Director of the Undergraduate Programs Office via email at beckys@pdx.edu.  

Office of the Dean of Undergraduate Programs 
The Associate Dean of Undergraduate Programs oversees the execution of all undergraduate degrees and certificates in the School of Business.  Appointments are available for students with confidential/sensitive issues related to their studies at Portland State.  Please visit the front desk staff in suite SBA 650.
For information on food assistance and other resources please visit: http://www.pdx.edu/studentaffairs/CISFS 
Appendix 1

	Client Project:  Business Plan and Strategic Recommendation

	

	Working with an interdisciplinary team, you will develop a business plan (OR RELATED DELIVERABLE) for the external Client around a pressing strategic issue identified by the Client.  After the second class session, you will be assigned a team with members who typically represent a cross-section of the business majors.  

	

	The team will produce a written report and a final presentation that make clear recommendations depending on the Client’s scope of work.  

	

	Project Deliverables:

	· See weekly assignments above.  Draft of the final report due to client in week 10.

	

	· The final written report should be approximately 20-25 pages, NOT including charts, graphs, resumes, tables, or outlines—please put those after the text, but explain them in the text.  Reports should be typed and organized using subheadings for easy reference. 11 point Arial font, single spaced with sub headings (see sample report).

	

	· Make sure to cite all data and sources for quotes, chart data, etc.  Follow the convention of: (Last name of source, date) in the text and use citation examples in BA495 library resource page for full citations in endnotes.
· Concepts from the course should be incorporated into all project deliverables as appropriate.
· Some of the richest recommendations come through primary research.  Each team is expected to contact at least 3 organizations central to the scope of work.  Please incorporate content into report and cite in the bibliography.

	

	Deliverables during Finals Week

	1) The final PowerPoint presentation needs to be posted to D2L before the presentation to the client.  Also please bring 2 hard copies, 1 for the instructor and 1 for the client.

	

	2) Before the start of the designated final exam time, post the final report to D2L.  Also please bring 2 hard copies, 1 for the instructor and 1 for the client.

	

	3) Also post the final presentation and final report and any helpful spreadsheets to the client’s Google Drive folder.


	Business Plan Components

	Typical elements of a Business Plan are as follows.  (NOTE THAT YOUR FINAL REPORT MAY HAVE VERY DIFFERENT ELEMENTS DEPENDING ON THE CLIENT’S SCOPE OF WORK.)

	I. INTRODUCTION:

	· Cover Page – The cover page should clearly state all members of your group alphabetically, the client’s organization, and the date. Please do not go to the time and expense of “fancy” binding and coverings, the report needs to be stapled in the upper left-hand corner with the cover page on top.

	· Table of Contents – Sections of the report and page numbers. The appendix must be ordered in the sequence referred by the narrative. Your first appendix will be the management plan – organizational chart (appendix A), through your last required appendix.

	· Executive Summary – Provide brief summaries of each area covered in the body of your plan with the primary recommendations (try to keep to one page). The purpose is to provide a quick overview for easy reference and to create interest and “excitement” for the reader to continue into the specifics of the report. The executive summary should be written after the body of the report is completed. Each paragraph should have an associated subheading in the report (i.e., match exactly the Scope of Work).  Each paragraph is similar to a “journal abstract” and should be an informative summary of the critical recommendations of each section.

· State the overall key strategy problem or issue/opportunity that the client is facing.

· One-paragraph summaries of each area covered in the body of your plan with the primary recommendations: Company Description, Management, Marketing, Financial, and Strategic (again, try to keep to one page).
· Lastly, you state your overall recommendation for the client and that the rest of the analysis serves to support this recommendation. 



	II. BODY:  (* below means: include if appropriate and create a chart in an appendix in addition to the FULL narrative)

	· Overview of client’s primary issues addressed in the report (approx. 1/2 - 2/3 of a page).  Also include a brief history of the client’s organization.

	

	· Company Description and Management Plan:

	· Vision, Mission, Strategy 

	· Organizational Structure *

	· Human Resources (Wages and Benefits)*

	· Production Process* (PERT-program evaluation and review technique-diagram of process or schedule that is repetitious for the Client’s organization – example: restaurant – daily schedule, remodeler – job schedule, financial planner – client meeting etc.)

	· Facility Layout* (if you are suggesting a change to their current operations)

	

	· Industry Analysis and Market Feasibility:  Based on the External and Internal presentations in class.

	· Target Markets Focusing on Client’s Strategic Issue (RESEARCH – should have 5 –10 “cited” sources)

· Primary issues in External Environment and resultant Threats and Opportunities (only include dimensions from PESTEL and 5 Forces + Complements that are pertinent)

· Go beyond static analysis. If there are cycles in the industry or key events that affected some competitors more than others, note these.

	· Business-level Strategy

· Industry size, projected growth, possible sales growth

· Industry structure and pertinent strategic group for client

· Competitor Analysis 

· Analyze top competitors relative to client (include: how does the client’s SWOT compare with their top competitor)

· Primary issues from Internal Analysis (which resources/capabilities does the client has/needs that would provide truly VRIO and lead to strengths for sustained competitive advantage)

	

	· Marketing, Operations, and Sales Plan

	· Product/Service Characteristics (description) & Pricing Strategy

· Status of product/service

· Primary risks in market entry and expansion 

	· Promotional Plan (Promotional mix and budget)

· Market segmentation and buyer behavior

· Marketing collateral: website content, brochures, social media strategy, etc.

	· Operations

· Procedures, location, facilities, equipment

	· Distribution

	

	· Financial Plan:  Based on Financial Analyses presented in class. Possible helpful resources: http://www.score.org/resources/business-plans-financial-statements-template-gallery 

	      **create charts that highlight the financial issues where the key elements and projections are explained in the text.

	· Feasibility: How much money does the Client need and how do you propose to get it?  Overall how will this client be successful and why (last part of this section written – include breakeven and costs)

	· Projection of anticipated costs at start up** (research – cite your sources: e.g., costco.com and catalogues)

	· Pro Forma Income Statement, Balance Sheet, Cash Flow for first 5 years, with monthly income statement and cash flow broken out in first year**

	· Break even projections** (refer to text and www.JavaCalc.com)

	· Scenario(s).

	

	· Conclusion:

	· Strategic Recommendations – What should the client do and why regarding its pressing strategic issues?  

	· Short term (one year or less), intermediate (2 - 5 years) and long range (5+ years) goals. These are GOALS – Small, Achievable, Measurable and Specific.

· Conclude along the lines of: “Considering the alternatives presented in this report, the consulting team recommends the following strategies be pursued: (provide a bulleted list of your key recommendations).”

	· If your team identified additional strategic issues that the Client should address in the near term, present your analysis.  

	· Also present your analysis of Corporate-level strategy opportunities regarding Vertical Integration, Diversification, Strategic Alliances, Networks, Acquisitions, and Geographic Expansion over the next 5 years if not in the scope of work but your team identified attractive opportunities in any of these areas.

	

	· ADDITIONAL ATTACHMENTS:

	· Appendices – All charts, tables, graphs, etc.  

	· Bibliography (can be either in the form of EndNotes so numbered as appeared in text or alphabetical).  I will expect at least five DIFFERENT secondary sources to be utilized, credited, and cited in your report. DIFFERENT means five various sources (i.e. all web sites count as only ONE source).  Possible sources include Internet, competitor information, brochures, personal interviews, marketing collateral, periodicals, newspapers, and books (one or more of each type – often students have a total of 5 or more sources within each “type” ). 

	[Acknowledgement:  This project was adapted from a course project developed by PSU Professor Brenda Eichelberger and includes content from Barringer, Bruce R. (2009). Preparing Effective Business Plans: An Entrepreneurial Approach, Upper Saddle River, NJ: Pearson/Prentice Hall.]


	Group Project Work & Handling of Any Group Conflicts


Team members will be collectively responsible for completing each of the Capstone assignments and the grades earned on the client project will be weighted by team evaluations.
I recommend that each team elect a “Team Leader” to direct the development of the various components of the project work, organize team meetings, help lead team discussion and communicate with the professor or client from time to time.  The role of Team Leader can be rotated every week, so all team members can play this role throughout the term.
Don’t be a free rider on the project.  Strong contributions to the project, showing a collaborative attitude, regular attendance both in class and at team meetings are essential for an optimal grade.  In situations where someone is consistently not sharing in the responsibilities of the project, or delivering poor quality and/or late work to the group members, it is essential that others on the team help the person understand what issues exist and have everyone on the team brainstorm possible solutions.  If I can be of any help in overcoming team-related issues, step 1 is for all of us to meet and sort things out. Step 2 is a follow on meeting to make sure things are better. 

Appendix 2
	Short write-ups: Synthesis of Readings  and  Course Goals

	 Course Goal:  Inquiry and Critical Thinking

	 Course Goal:  Communication

	

	The short write-ups are due by:

	· 9:00PM on Thursdays  Late submissions will not be accepted.

	

	Synthesis of the Readings for the day and Application

	In addition to preparing the assignment questions for the next class, please post short responses to the appropriate folder in the course’s D2L site.  

	

	The purpose of these postings is to have you step back and formulate a deep and succinct view of the material and how you are experiencing the 5 goals.

	(1) In a short paragraph (approx. 5 sentences), how does the reading in the book/assigned articles link to the case or one of the clients?  For example, link a major concept from the reading to the case.  If no case assigned, then apply a concept to one of the clients. Avoid listing concepts; rather: add value by analyzing the concept as it relates to the case or one of the clients.  What are the implications?

	(2) In a short paragraph (approx. 5 sentences), deeply reflect on how either a) the reading for the next class OR b) our discussions OR c) your client work over the previous week relates/related to 1-2 of the 5 Course Goals.  If you or your team encountered challenges pertaining to any of the goals, explain how you worked through them.

1) making a difference in the community; 
2) appreciation of the diversity of the human experience; 
3) social/ethical responsibility;
4) effective communication; and 
5) critical thinking. 


	Criteria

Superior
5 (100%)
Good

4 (94%)
Underdeveloped  3 (88%)
Unacceptable
2 (78%) or 1 (68%)
Part 1: Applied a concept from the reading in a compelling yet succinct way
Deep thinking exhibited in analysis of concept and its application to the client or case
Some value added to the concept; personal understanding explained and good application
One of the concepts touched on, but limited depth
Repeated a concept from the book or companion reading without adding value
Part 2: Addressed at least 1 of the 5 course goals in a compelling way; Provided specific, meaningful examples from the course

Meaningful, deep application of /reflection on at least one course goal; for example: how are you working through one of the course goals with your client or team?

At least one course goal analyzed but needed even greater depth
At least one course goal touched on, but virtually no depth

No deep thinking around at least one of the course goals



	Instructions for posting the Short write-ups:

	(1)   Go to the D2L site for the course

	(2)   Post in appropriate folder for the class session

	

	Again, your Short write-up is in addition to your extensive preparation of the assignment questions for each class for our class discussion.  You do not have to hand in your analysis of the assignment questions, but please print out your Short write-up and your answers to the assignment questions to be ready to discuss both in class. 

	

	Additional Information on Student Access to Desire2Learn:

	

	Students registered under the CRN for this course will be automatically added to the D2L site. Each student needs an ODIN account to be added to the course. The students' D2L ID will be the same as their ODIN username and their password will be the last four digits of their PSU Student ID number.


Appendix 3

	Essay 


Experience with Critical Thinking
4 pages, 1.5 spacing, 11 pt Arial font

(15% of the course grade)

Due: Submit into dropbox section of D2L. See syllabus for due date.
<Assignment to be distributed in class>

Appendix 4

	 Discussion Contributions

	 Course Goal:  Inquiry and Critical Thinking

	 Course Goal:  Communication

	

	A central part in developing your inquiry, critical thinking and communication skills will be active and thoughtful contributions to the class discussion.  Your contributions will be critical in refining your managerial and presentation skills, as well as to your learning and the learning of your classmates, so everyone is expected to participate in each class session.  I usually ask for volunteers, but I also cold call people throughout the class session.  

	

	In evaluating class contributions, I consider both quality and the frequency of contribution, but I weigh quality more heavily.  In assessing quality, I consider the following dimensions:

	

	· Is the student taking risks?

	· Is the student creatively trying to experiment with strategic thinking and visioning?

	· Does the comment simply repeat facts from the case, or does it provide analysis that adds to our understanding of the case and its broader implications?

	· Does the comment fit well into the flow of the discussion?  Is it linked to the comments of others?

	· Does the comment trigger others to enter the analysis?

	· Does the comment link the case material effectively to the material from the textbook and apply it to the client as appropriate?

	· Does the comment reflect creative thinking, perhaps by tying together multiple viewpoints or tying back to material covered previously in the course?

	· Is the comment presented in a clear, compelling manner or is it confusing, repetitive or contradictory?

	· Is the comment delivered in a respectful, constructive tone?

	

	In making my overall assessment of class participation, the overarching criterion is “How significantly did this student’s contributions add to the learning of the class as a whole?”
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Organizing Framework of the Strategic Management Process and Course Flow
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(Sources: Rothaermel textbook, Barney/Hesterly textbook; BA 495 syllabus.)





What is Strategy?


The Strategic Management Process


=Gaining & Sustaining Competitive Advantage


=Corporate-level vs. Business-level


=Business Models: What do you do to earn revenue? How distinguish yourself?


=Vision/Mission/Values


=Intended/Emergent/Scenarios
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