1. Please read MINI-CASE: Time Hayden's Last Vacation on page 154 - 155 of the textbook and discuss for following questions:
 
A. People talk about entrepreneurs depending on luck. Tim only saw Terry Leobel that one time.  Their conversation was one of the factors leading Tim to decide to go full-time, starting his business as “Vivid Sky” with the initial product, “SkyBOX”.  Was it luck on Tim’s part?  Was there anything Tim could have done to improve his luck?
 
B. Tim had concentrated on mastering the business and technology angles of the SkyBOX, but was slightly taken aback when asked about how his personal life would change if he went into entrepreneurship full-time.  If you were contemplating a full-time entrepreneurial career, what are some of the personal considerations you think might be important?

C. Why would Tim’s employer’s plan to change business directions make becoming a full-time entrepreneur more attractive?

D. Tim felt he needed to go full time to take the SkyBOX “to the next level.”  Can you think of ways he could have continued building up the SkyBOX while sticking with a part-time approach?  What would have been the downfalls? 
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2. Please read: Focus on Small Business: Joe Fisher, Zoë Scharf, and the Strategy behind Greetabl on page 193 – 194 of the textbook and discuss the following questions:
 
A. Did Joe start with the idea for his business or with the goal of starting a business?


B. What was the role of the IBISWorld industry analysis in the creation of Greetabl?


C. What kind of strategy did Joe and Zoë plan for Greetabl?
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EXPERIENTIAL EXERCISES

1. Search for art fairs in your area using Google Maps. In the search box type “art fair” (leave off the quotes when you type) and
the city and state you are checking on. When you look at the results, try the links for category searches to see if you get a
narrower set.

2. Check the kind of licensing you need for a part-time business in your state. Go to www.sba.gov/starting-business/business-lic
enses-permits. Note that there are several different types of permits, licenses, and certifications needed from nearly every
level of government. So start by looking at “Federal licenses and permits.” See what requirements (if any), your type of firm
has. Then click on “State licenses and permits” and select your state. The SBA site has links to the state office in charge of
business licensing.

3. Research pricing your product or service electronically. Go to eBay.com (if you are selling a product) or Upwork.com (if you
are selling a service) and enter the term for your product or service. From the resulting list, note the offerings that most
closely match yours and check the prices posted. If possible, look for recent sales or contracts for your offering to see what
people paid for the goods or services.

4. Create your own first-pass customer base. List family members; friends; people you know from religious, fraternal, civic, and
school organizations; and people who provide you goods and services. Look at the list again and select five people who you
think are most likely to know the kind of person you would imagine would make your best customer.

5. Create a to-do list for the upcoming week using the technique described in the chapter. Prioritize your tasks using the 1-2-3
method, and use the list for a week. Ask yourself if you felt having the list helped you remember better what you had to do
and if it helped you better decide what to do and when to do it.

6. Do a Google search for “pop-up business guides.” See if you can find a guide for your city or state. If not, what kind of help
do you find?
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TIM HAYDEN'S LAST VACATION

In the four years since missing St. Louis Cardinal Mark McGuire’s 70th home run in St. Louis's Busch Stadium in 1998, Tim
Hayden had been toying with the idea of creating some sort of electronic device to let people attending a sports event enjoy
the same sort of video and informational graphics that people who watch the game at home enjoyed. He even figured out
the technology needed. He would use a PDA with Wi-Fi capabilties, “hardened” through its construction and tough case to
be able to withstand liquids and the kind of rough handling you would expect among spectators at a sporting event. He
would call it SkyBOX. In his spare time, he pursued the SkyBOX idea with sports managers, advertisers, computer people,
and with everyone he met.

A tech-savvy marketing manager by trade, Tim knew what the user interface would look like. Having no budget for his part-
time business, he had to talk friends into putting together a flash graphic of what his service would look like. He had also
thought about how he could make money with SkyBOX, and how he could get the major sports leagues to support the
product.

Meanwhile, he continued his day job as the director of marketing and sales for a local advertising firm. He knew to make
SkyBOX work he would need to leave his employer, but he wasn't sure how to decide. He was making good money and
liked his work, but he was also likely to get moved from straight salary to more of a commission basis to help grow the
business. He had a girlfriend. A lifelong St. Louisan, he had an active social life with his friends. He was close to his family,
and they lived nearby.

The moment of truth came during a vacation Tim and his parents took in the summer of 2002 to visit family in ~ “page 155
Florida. Trading introductions around a pool, the man to Tim's right turned out to be the entrepreneur who founded

the multimillion-dollar Val-Pak mailer business, Terry Loebel. Hearing about SkyBOX from Tim, Terry was relentless: “What's
your business model?” “What's in it for the league and teams?” *Are you the right person to carry this off?” Under the hot
sun, beers in hand, Tim and Terry went back and forth. In the end, Terry gave Tim a look that said, “You done good kid” A
lttle while later, Terry left.

For the rest of the afternoon, Tim kept thinking, I did it. | really did iti" He held his own and showed off his business well
enough to impress a very successful entrepreneur. He knew his business, and he knew his stuff. Maybe he was ready to go
for it full ime,

Over dinner, he mentioned his experience to his parents—a corporate entrepreneur and a self-employed HR consultant.

Suddenly a raft of questions hit him he wasn't prepared for, questions like “What will you live on?" and “What about your

girlfriend?” With a lot more difficuty than that afternoon, Tim started answering questions. As he got more into it, he felt

maybe he was on top of the personal dimension of the prospect of going full time.

1. People talk about entrepreneurs depending on luck. Tim saw Terry Loebel only that one time. Their conversation was one
of the factors leading Tim to decide to go full time, starting his business as “Vivid Sky” with the initial product, *SkyBOX."
Was it luck on Tim's part? Was there anything Tim was doing to improve his luck?

2.Tim had concentrated on mastering the business and technology angles of the SkyBOX, but was slightly taken aback
when asked about how his personal life would change if he went into entrepreneurship full time. If you were
contemplating a full-time entrepreneurial career, what are some of the personal considerations you think might be
important?

3. Why would Tim's employer's plan to change business directions make becoming a full-time entrepreneur more attractive?

4.Tim felt he needed to o full time to take the SkyBOX “to the next level” Can you think of ways he could have continued
building up the SkyBOX while sticking with a part-time approach? What would have been the downfalls?
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+ Joe Fischer and Zoe Scharf took time to understand the industry they were planning to go into as wellas their market
How did this thorough analysi lead to their success in a market dominated by big companies?

Focus on Small Business: Joe Fischer, Zoé Scharf, and the Strategy Behind Greetabl*

*We help people make people smile” —Zo& Scharf, Greetabl cofounder

For most of his 20s and early 30s, Joe Fischer found himseff in recurring situations—a friend’s wedding for example. He
found he had s need for something that would make i it of money stand out rom the pife of physical reeting caras,
onine e-caids, and Social media wsies i fiend was going to get. He'magined a small box with beautiul Gesigns and
places you can wiite your message, into which he could put his git.

Joe started shopping craft stores for tools and materials to make box prototypes and started looking into the greeting card

industry. He found IBISWorid's report on the greeting card industy 2 It reported that small new specialty gresting card
companies were taking share away from Hallmark and American Greetings, as were digital card companies.

Joe imagined his distinctive competence. As he put it, “Relationships matter, and how we celebrate important events in our
Toved ones” lives matters too. Our fondest memories didn't occur in the digital world, and neither should our best friends’
celebrations.” The BISWord eport argued there were opportunites for grecing card mantfacturers whose products were
innovative, high-quality, and customizable. That was the opportunity he would pursue.

Joe had been working by himself on the idea, even to the point of cutting out the corner of a used Honey Nut Cheerios box
1o make a prototype of the gift box he imagined. Knowing this, around this time friends connected him to Zoe Scharf, a
graphic designer. Together they built on Joe's initial idea and the industry research he found to create the original Greetabl,
an attractive box in the $5-$7 range, which could contain a present or gift card, and gave the buyer room to write personal
messages to the recipient. You wolild order them online or get them in gift shops. Yo would fill in the custom messages.
fold it together, and send the Greetabl in its own mailing box. Together Joe and Zoe launched Greetabl and the prodct,
Joming ofher sinal niche start-ups challenging gianis Hallmaik and Américan Greetings, whose combined revenues were
over $4 billion.

The first version of Greetabl made it to market as a customizable gift box. You could order it online or buy it in gift, PazToT
card, and specialty siores, il twith your git e out your messaie on ine box, and mail or give it fo the e
recipient. Customer response was good, but founders Joe and Zo¢ felt t could be better, 5o they talked to customers, They
found out purchasers didn't want 16 take their boxes to the post office to get the right postage. They found out some buyers
had trouble putting the box together, and many wanted help on what o put into the box.

So, they revamped Greetabl to be a one-stop shop that was entirely online. Joe and Zo&'s second version of Greetabl
would handle everything including writing the message and mailing. They were expanding thei offerings, adding services
to the products they launched. and finding more ways s diferentiate themselves fiom thé big card companes and their
niche competiors.

See the Greetabl video at www.youtube.com/watch?time_continue=40&v=CoWlJ41y8Bk.

DISCUSSION QUESTIONS

1. Did Joe start with the idea for his business or with the goal of starting a business?
2. What was the role of the IBISWorld industry analysis in the creation of Greetabl?
3. What kind of strategy did Joe and Zoé plan for Greetabl?




