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SPECIFIC DATA FOR THE COURSE

Contribution to the profesional profile

The Objective of this course is to provide the students with the required knowledge and tools to create a
new business startup and to prepare a business plan.

The course will foster the entrepreneurial spirit of the group, will promote the ability to look for new ideas
and business opportunities, and will provide selected tools that could be used to analyze and assess the
probability of those ideas becoming actual businesses (thanks to techniques and approaches on generation,
valuation and implementation of new ideas that will evolve into actual business ideas and new business
opportunities).

The student will learn how to prepare a business plan and will understand how it can be a useful tool for
setting up a new business, as well as for procuring the required financing (debt, venture capital, etc.) for the
new venture.

Also, this course will allow each student to apply most disciplines covered during the degree and to approach
the business reality in a comprehensive manner. All that knowledge, reflections and tools will be integrated
in the development of a business plan (general concept and structure of the plan, marketing and sales plan,
production/operations plan, human resources and organizational design, financial plan, economic viability,

legal obligations and required steps to set up a new company).

Pre-requirements
None

General skills of the degree-course

CGO1. Ability to analyze and summarize

CGO02. Problem solving and decision making

CGO03. Ability to organize and plan

CGO04. Ability to manage information from a range of sources
CGO06. Oral and written communication in own language

CGO09. Interpersonal skills to listen and debate

CG11. Ability to criticize oneself and others

CG14. Ability to learn and work independently

CG15. Ability to adapt to change

CG16. Action and quality oriented

CG17. Ability to create and transmit ideas, projects and reports, solutions and problems

CG18. Initiative and entrepreneurial spirit

Specific skills of the course-area

CEOPT. Ability to plan and to develop a Business Plan.




CONTENTS AND MODULES

Contents

1.- Introduction

1.1. Entrepreneurship — Key aspects
1.2. The entrepreneurial process

2.- Analysis of the Business Opportunity

2.1. Generation of business ideas
2.2. Business Model
2.3. Viability assessment of the business idea

3.- The Business Plan

3.1. Definition of the opportunity and Value proposition
3.2. Marketing Plan

3.3. Operations Plan

3.4. Organization and human capital

3.5. Financial Plan

4.- Financing and launch of the new startup

4.1. Equity financing
4.2. External financing
4.3. Launch of the new business venture

TEACHING METHODOLOGY

General methodological aspects for the course

This course combines activities targeted to learning the methodology —and practicing— to develop a business
plan, with activities targeted to ensure a practical vision in the process of creating a new business startup and
to promote the entrepreneurial spirit of students, building upon the knowledge of the entrepreneurial and
overall business context.

In relation to the first aspects, the teaching methodology will be based on sessions in which the professors will
lecture on the topic, the preparation of exercises and business cases, and the involvement in the planned
workshops. In relation to the second type of activities, we will have the participation of entrepreneurs
specialized in the different areas required in a business plan; they will share their experience and points of
view in a session where the active participation and discussion from all students will be expected.

Classroom methodology: Activities

AF1. Lectures, expository nature. Sessions where the relevant topics are CG02, CG03, CGO04,
presented in a clear, structured and motivating manner. CG16, CEOPT




AF2. General sessions for content presentation. The professor will
present and explain the basic content, with the active participation of the
students; they should read the recommended materials, available in the
course portal, before the session. The session will include a discussion on
the most complex topics and those needed for a complete understanding of
the content. Also, there will be a special reference to the linkages of the key
messages during the sessions with external professionals, with the key
content of the course.

AF3. Resolution of exercises and cases. Exercises and resolution of
problems/cases, posted by the professor to the class, from a brief reading,
article, or any other type of data/information that could mean an intellectual
challenge for the students. In some cases, these exercises will be prepared
individually, before the actual classes, to be discussed then, in a participative
manner during the class.

AF4. Presentations in class. Presentation in front of the professor,
classmates and other potential guests, either individually or in groups, of
cases, exercises or other homework. The specific content, the structure and
organization, the clarity of messages, the collaboration in the case of group
exercises... will be assessed. These sessions will include the constructive
feedback and comments from classmates; this participation will be evaluated.

AF5. Seminars and workshops. Organized activities, with a pre-defined
timing and calendar, phases, objectives, expected outputs. They will be
based in materials selected from the actual market context (or adapted if
needed), to practice the resolution of actual problems, and the ability to react
to unexpected situations or developments. Typically worked in groups
(although it may not be the case at all times)

AF6. Interdisciplinar activities. Presentation sessions and workshops with
business professionals; they bring the business reality into the classroom,
and students learn from actual cases of startups. These sessions require the
students relating to concepts and disciplines studied throughout the degree.
To ensure the key messages are captured and how they relate to this course,
specific summaries will be requested, as well as references during the
general sessions for content presentation. At the end of these activities the
students will prepare “one minute papers” and/or summaries about the key
content discussed and its relation with the course objectives; they will be part
of the student valuation for the course.

AF7. Individual study, Reading and preparation. Individual study to understand and
become familiar with the content and tools required to launch a new business
startup and to properly prepare a business plan. Individual reading of texts (books,
specialized magazines, articles, press, reports, etc.) related to the topics covered.

AF8. Assignments, theoretical and/or practical. Investigation papers, theoretical
and/or practical, in most cases prepared individually. They will involve Reading
articles, magazines, internet news and posts, reports, etc. and then developing your
own personal reflections, going beyond the pure information compilation.

CGO01, CGO02, CGO3,
CG04, CGO9, CG11,
CG15, CG16, CG17,
CG18, CEOPT

CGO01, CG02, CGO3,
CG04, CGO06, CG09,
CG11, CG14, CG15,
CGl16, CG17, CG18,
CEOPT

CG01, CG02, CGO3,
CG04, CGO06, CGO09,
CG11, CG15, CG16,
CG17, CG18,
CEOPT

CGO01, CGO02, CGO3,
CG04, CGO06, CG09,
CG11, CG14, CG15,
CGl16, CG17, CG18,
CEOPT

CGO01, CG04, CGOe6,
CGO09, CG11, CG14,
CG16, CG17, CG18,
CEOPT

Non-classroom methodology: Activities.

CGO01, CG02, CGO3,
CG04, CG11, CG14,
CG15, CG16, CG17,
CG18, CEOPT

CGO01, CG02, CGO3,
CGO04, CGo6, CG11,
CG14, CG15, CG1s.,
CG17, CG18, CEOPT




AF9. Collaborative learning. Formation of work groups within the class that will CGO01, CG02, CGO3,

address some tasks. These tasks will require sharing information and resources to CG04, CG06, CGO9,
reach the common objective of the course, namely the preparation of a business CG11, CG14, CG15,
plan. The outputs of the group work will be presented in class during the CG16, CG17, CG18,
presentation sessions. CEOPT

SUMMARY OF THE WORKING HOURS FOR STUDENTS
CLASSROOM ACTIVITIES (HOURS)

Lectures Practical workshops Exercises and resolution Collaborative /
of cases / problems group assignments
15 15 14 16

NON-CLASSROOM ACTIVITIES (HOURS)

Individual and/or group study Autonomous work about practical Collaborative /
content (cases/problems) group assignments
24 10 60

ECTS: 6 (150 Hours)

EVALUATION AND GRADING CRITERIA!

Evaluation activities Criteria Weight

Attendance and active participation in class CG01, CG04, CGO9, CG11, 20%
CG15, CG17, CG18
(Lectures and general sessions for content presentation,

interdisciplinary activities with the presence of business
professionals)

Individual assignments CGO01, CG02, CG03, CGO4, 10%
CGO6, CG11, CG14, CG15,
(One minute papers and summaries, assighments, exercises, CG16, CG17, CG18, CEOPT

resolution of problems, in class outside the classroom or)

Group Work?2 CGO1, CGO02, CGO3, CGO4, 20%
CGO06, CGOY9, CG11, CG15,
(Workshops, reports and collaborative learning, public CG16, CG17, CG18, CEOPT

presentation in class of the group work).

Exam / Final ProjectBusiness Plan: Final report, written CG01, CG02, CGO3, CGO4, 50%0
CGO06, CGOY9, CG11, CG14,
- Individual resolution of exercises/problems/tests (10%) CG15, CG16, CG17, CG18,
- Group Business Plan: Final report, written (25%) CEOPT
- Business Plan: Oral presentation and defense of final
project (15%)




To pass the course in the ordinary period, a score of 5 or more should be obtained in each one of the
activities block that are considered for the overall grading.

Any deliverable not submitted in due time, within the deadlines defined for each activity (and stated in the
overall planning of the course), will not be considered.

e STUDENTS WITH A WAIVER FOR CLASS ATTENDANCE:

Those students with a waiver for class attendance will have to complete the activity “written final exam”;
their grade for this course will be based 100% on the evaluation of that activity

e EVALUATION FOR THE EXTRAORDINARY PERIOD - JULY:

1. Students not reaching a minimum score of “5” in all the activity blocks to be evaluated in this course
(active participation in class, individual assignments, group work, final business plan report, and oral
presentation of the business plan) will have to go to the extraordinary exams call in July.

2. Then, inthisJuly call, there will be an exam covering all the content of the course and they will prepare
an additional pragmatic work, defined by the professor, that will be presented

SUMMARY OF THE WORK PLAN AND TIMING

- Timin Submission
Activities g
date

Reading of recommended texts (articles, cases, book Before each lecture and general
chapters...) sessions for content

presentation
Preparation of exercises, One minute papers or Before each lecture or in class,
summaries after the sessions with business

professionals
Presentation of business ideas In class, week 3
Business Model presentation In class, week 7 Week 7
Presentation of Final Business Plan In class, weeks 12 - 13 Week 12
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Web pages

Available in the course web
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Other materials
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To prepare some sessions, the student will have to use databases for articles, data, academic literature;
these resources are available though we Comillas web.
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