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Course: 

Entrepreneurship, MSc Elective (#6614ZB010)
Semester:  

Semester I, 2012
Days and Times: 
Fridays, 9am-12noon




   
        EC: 
Room: 


E1.17
Instructor’s Name: 
dr. Chihmao Hsieh (pronounced ‘shay’)

Office Location:      REC E2.21
Office Phone:

020 525 4789





Office Hours: 

By appointment (I require


24 hours notice.)
Dashboard/most info:  
Please see http://mscelective.chsieh.com/index.html




-pw: “eship”

Questions / comments?
Please see http://mscelective.chsieh.com/contact.html
COURSE BACKGROUND

Objectives:  This course covers recent developments in the theory and practice of entrepreneurship. From a theory point of view, the course develops the perspective of entrepreneurship as a process of opportunity recognition-exploitation, a definition which has been generally accepted among entrepreneurship scholars and practitioners (Shane & Venkataraman, 2000). Using this perspective, students will gain an understanding of the issues and challenges of developing and commercializing business ideas.

Extended Description:  This 12-week course is given in 2 separate blocks.  It is partially driven by discussions fueled by Harvard Business School case studies, practitioner articles, as well as scholarly articles.  However, there is also an experiential component. 
Required Materials:  All reading material planned for the semester is provided in a coursepack (i.e. “reader”).  The material can also be found at http://mscelective.chsieh.com/schedule-and-readings-msc.html (pw: “eship”).
Instructional Methods:  Homework, case-study, discussion, and class presentations. 
COURSE GRADING
The course grade is based on the following deliverables:
Grading for Block #1:

- 5-minute final pitches (team), and Q&A  





20%

- 360-degree peer feedback (individual)  





20%

- 6-8 page Business Proposal, Sections 1.0-3.3 only (team)



20%
- Homework (individual), 5 times






40%

Grading for Block #2:

- 5-minute final pitches (team), and Q&A  





19%

- 360-degree peer feedback (individual)  





20%

- 12-15 page Business Proposal, Sections 1.0-6.4 (team)




19%
- Homework (individual), 6 times






42%

Peer feedback and all individual homeworks are due via Qualtrics.  Business Proposals are due via email, to c.m.hsieh@uva.nl.
Final pitches.  These should each be 5 minutes long. For Block #1, the pitch should relate to the consumer problem, pain, need, or want; and also the nature of the proposed product or service. The expectation is that your team should have enough technical savvy  to manage the creation of the product/service if not fully controlling its development and progress.  For Block #2, the pitch should summarize the issues covered by the Block #1 pitch, and then also cover (at least) marketing strategy. 

You are welcome to use Powerpoint or Prezi or any other presentation software.  The entire class is invited to watch all presentations.  Please email your .ppt file (or Prezi zipfile) to my email address listed above. Please see the grading format on p.10 of this syllabus.  
360-degree peer evaluations.  Please see p.6 of this syllabus.
Business Proposal (Block #1).  A team business proposal covering Sections 1.0-3.3 is expected from each team, and it should be between 6-8 pages, excluding title page, table of contents, and appendices.  Please see p. 7-9 of this syllabus for details.
Business Proposal (Block #2).  A team business proposal covering Sections 1.0-6.4 is expected from each team, and it should be between 12-15 pages, excluding title page, table of contents, and appendices.  Please see p. 7-9 of this syllabus for details.

Optional: Short paper.  Instead of submitting a business plan, individuals on a team may choose to write individual short papers.  This option involves writing a 1200-2000 word original paper* that (a) describes and (b) assesses your team's venture, and then (c) makes prescriptions specifically for your venture by using concepts or lessons learned from the cases and/or academic readings.  I expect that your paper’s introductory paragraphs should correspond to some kind of abstract or basic message.  In other words, what does your paper attempt to show and prove to your reader?
In addition to using the class readings associated with your topic of choice, please also include additional references.  Exploring the Business Source Premier Database is highly recommended.  At least two of your additional references must be within the last 5 years.  To access Business Source Premier, please visit uva.nl → Studenten → Bibliotheek → Databases → Blader in de A/Z lijst → “Business Source Premier”.

Please use 2.54cm margins all around, 11 or 12-pt Times New Roman.  The grading system for the short paper can be found on p. 12.  

*  Cover page, appendices, and bibliography do not count towards the word count.  Teams choosing the Business Proposal option for Block #1 must also choose the Business Proposal option for Block #2.
Schedule and readings**
Week #1 (September 7th)
Welcome, refresher of mainstream business, and introduction to fundamental entrepreneurship assumptions

In-class exercise: Trend combination
Submit Homework for Week #2.
                                                                      -----------------

Please read for Week #2 (September 14th): The structure of entrepreneurial opportunity
        - "How entrepreneurs connect the dots." Academy of Management Perspectives (2006).
        - "IDEO product development."  Harvard Business Case (2000/2007).
        - "Discovery of entrepreneurial opportunities." (Shane, 2003: ch 3)

 HYPERLINK "http://docs.google.com/viewer?a=v&pid=explorer&chrome=true&srcid=0B-Iav_oOTw6fMTZiMGM3YmEtNzUyOC00MTljLWEzZmEtZTZkMmQ3MzZlMmE1&hl=en&authkey=COCH3_UK" \o "" \t "_blank" .

In-class exercise: Trend combination
Submit your Homework for Week #3.

(Note: Teams are due via email by September 15th at midnight.  If you’re not on a team by this date, I will assign you to a team on September 16th.)
                                                                      -----------------

Please read for Week #3 (September 21st): Creativity, team formation issues, and organizing        
        - "Creativity and the role of the leader." Harvard Business Review (2008)

 HYPERLINK "http://docs.google.com/viewer?a=v&pid=explorer&chrome=true&srcid=0B-Iav_oOTw6fZTk5OTBjNzAtY2I5Zi00OGQ2LTlkMDktYmY0OGEzYTJlMzYw&hl=en&authkey=CJGj6HQ" \o "" \t "_blank" .
        - “Opportunity discovery, problem solving, and the theory of the entrepreneurial firm

 HYPERLINK "http://onlinelibrary.wiley.com/doi/10.1111/j.1467-6486.2007.00725.x/abstract;jsessionid=6DFACB97402439BBEBDFF0F64BC6EC89.d01t02" \o "" ." Journal of 
          Management Studies (2007). (Do your best.  It's OK to skip the stuff about the hazards.)
        - "How to kill a team's creativity?" Harvard Business Review (2002).

Be ready to discuss: What are your own experiences with creativity?  How can you establish a more creative venture?
Submit your Homework for Week #4.
                                                                      -----------------

Please read for Week #4 (September 28th): Resource acquisition--Negotiation skills of the entrepreneur
        - "Negotiation: Interdependence." (Lewicki et al., 1994: chapter 2)
        - "Negotiation: Strategy and tactics of distributive bargaining." (Lewicki et al., 1994: chapter 3)

In-class exercise: Role playing a negotiation exercise (TBA)
Submit your Homework for Week #5.
                                                                      -----------------

Week #5 (October 5th): Elements of a good pitch

In-class activity: Mid-term pitches (5 minutes, each followed by 10+ minute Q&A)
Submit your Homework for Week #6.
                                                                      -----------------

Please read for Week #6 (October 12th): Resource acquisition--Steal, lie... and tell stories?
        - "Should entrepreneurs lie?" Harvard Business Review (2010).
        - "Drug dealing and legitimate self-employment." Journal of Labor Economics (2002).
        - "

 HYPERLINK "https://docs.google.com/viewer?a=v&pid=explorer&chrome=true&srcid=0B-Iav_oOTw6fNDg0MWU0OTktY2M4My00YTA3LTljNWUtZmEyOGE5NTljNzJm&hl=en_US" \o "" \t "_blank" Ethical considerations of the legitimacy lie." Entrepreneurship Theory & Practice (2009).
        - "Storytelling that moves people." Harvard Business Review (2003).
        - "United Breaks Guitars." Harvard Business Case (2011).

Please prepare your team pitches.
                                                                      -----------------

Exam (October 26th): Team pitches (of opportunity identification), with class discussion
Submit your Homework for Week #7.

(Semester-ending goal: Identify a valuable opportunity, and suggest a possible product/service solution.  6-8 page business proposal describing the problem, solution, and target market.)
                                                                      -----------------

Please read for Week #7 (November 2nd): Risk and uncertainty
        - "Cognitive biases, risk perception, and venture formation: How individuals decide to start 
          companies." Journal of Business Venturing (1999).
        - "Disciplined entrepreneurship.

 HYPERLINK "http://docs.google.com/viewer?a=v&pid=explorer&chrome=true&srcid=0B-Iav_oOTw6fODVjZDk2N2UtNzhiMC00OGIzLWI4Y2YtMzJkZTRiMDZkNjc1&hl=en&authkey=CPnviZ8P" \o "" \t "_blank" " Sloan Management Review (2004).
        - "Sittercity."  Harvard Business Case

 HYPERLINK "http://docs.google.com/viewer?a=v&pid=explorer&chrome=true&srcid=0B-Iav_oOTw6fNzgxYzc1YzgtNWM2Zi00NDAxLTg2NjAtZDY3ZjNjODRmMjE2&hl=en&authkey=COaWuPUN" \o "" \t "_blank"  (2009).
        - "Teaching with case studies." Stanford University Newsletter on Teaching (1994)

In-class activity: Discussing the case
Submit your Homework for Week #8.
                                                                      -----------------

Please read for Week #8 (November 9th): Capture of value
        - "Appropriating the returns from industrial research and development." Brookings Papers on 
          Economic Activity (1987).  Please read only pp 783-813.
        - "The value captor's process."  Harvard Business Review (2007).
        - "ttools."  Kellogg 

 HYPERLINK "http://docs.google.com/viewer?a=v&pid=explorer&chrome=true&srcid=0B-Iav_oOTw6fN2UxNjQzZGEtMzAwMS00ZmVmLWFiNDktZGE2MjI2OTFjZDFm&hl=en&authkey=CNiDyrII" \o "" \t "_blank" Business Case (2006).

Be prepared to discuss: How might your team protect the value that you’ve created?
Submit your Homework for Week #9.
                                                                      -----------------

Please read for Week #9 (November 16th): Entrepreneurship & Marketing
        - “RouteMobiel” (tentatively includes guest appearance by the founders)
        - "Discover your products' hidden potential." Harvard Business Review (1996).
        - "Turn customer input into innovation." Harvard Business Review (2002).

In-class activity: Discussing the case
Be prepared to discuss: How can you apply these marketing issues/principles to your own venture?
Submit your Homework for Week #10.
                                                                      -----------------

Please read for Week #10 (November 23rd): Entrepreneurial failure: who fails, and who almost fails
        - "

 HYPERLINK "https://docs.google.com/open?id=0B-Iav_oOTw6fa3UxOVd2M3JPbjg" \o "" \t "_blank" Dangers of felling like a fake." Harvard Business Review (2005).
        - "Keeping Google Googley." Harvard Business Case (2009).
        - "The fallacy of 'only the strong survive': The effects of extrinsic motivation on the 
          persistence 

 HYPERLINK "http://docs.google.com/viewer?a=v&pid=explorer&chrome=true&srcid=0B-Iav_oOTw6fYjMyZmUyNTUtZTlhNy00NDBjLWE2ZTYtNWM4ZWRmODY1YmE3&hl=en&authkey=CJTpjIcK" \o "" \t "_blank" decisions for under-performing firms." Journal of Business Venturing (2008).

In-class activity: Discussing the case
Submit your Homework for Week #11.
                                                                      -----------------

Please read for Week #11 (November 30th): Social entrepreneurship--the emergence of for-benefit enterprises
        - "Homeless World Cup."

 HYPERLINK "https://docs.google.com/open?id=0B-Iav_oOTw6feHNVNTJheEhRN0E" \o "" \t "_blank"  Stanford Business Case (2010).
        - "The for-benefit enterprise." Harvard Business Review (2011).
        - "A new approach to funding social enterprises." Harvard Business Review (2012).

Be prepared to discuss: How can your team venture be innovatively adjusted to represent a social entrepreneurship venture?
Submit your Homework for Week #12.
                                                                      -----------------

Please read for Week #12 (December 7th): Global entrepreneurship-the importance of international networks
        - "Defining International Entrepreneurship." Entrepreneurship Theory and Practice (2005).
        - "The global entrepreneur." Harvard Business Review (2008).
        - "International transferability of the firm's advantages." California Management Review (1998).

In-class activity: How can your team's venture be globally expanded most effectively and efficiently?
Please prepare for final Team Pitches.
                                                                      -----------------

Exam (December 21st): Team pitches (Opportunity ID and marketing analysis)
(Semester-ending goal: Talk to customers, talk to suppliers/vendors, talk to potential business partners.)

360-degree peer evaluations. These will be administered via Qualtrics at the end of the semester.  The tentative form can be found below.  Be careful if you try to make ‘deals’ with fellow teammates.  If you and a fellow teammate agree upfront to give each other perfect peer evaluation scores, you encounter some risk that your teammate will shirk or ‘free ride’ on your efforts, in which case the team-based portion of your grade is in jeopardy.  Be careful what and when you promise, if at all!
Quantity of effort:

Please grade each yourself and your teammates from 0-100%, with respect to the amount of time and attention they provided in response to your team's presentation or final document creation needs.  Do not use fractions or decimals.  
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Quality of effort:

Please grade each yourself and your teammates from 0-100%, with respect to the amount of seriousness in effort and quality of results they provided in response to your presentation or final document creation needs.  Do not use fractions or decimals.
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Team member A ____%

Team member B ____%

Team member C ____%

Team member D (you) ____%

Team member E ____%


Professionalism:

Please grade each yourself and your teammates from 0-100%, with respect to the amount of professionalism as exemplified in behavior they provided in response to your team's presentation or final document creation needs. Do not use fractions or decimals.

[image: image3.emf]Score that you give this individual

Team member A ____%

Team member B ____%

Team member C ____%

Team member D (you) ____%

Team member E ____%


Business Proposal. The Business Proposal is expected to describe a business venture encompassing a market size big enough to support the team’s hypothetical salaries.  For the format use the one below. As you can see in the Appendix, we expect the Business Proposal to reflect any of your team’s survey data collection efforts or organizational decisions and actions.  Just because we call this a Business Proposal certainly does not mean that it is based strictly on thought or theorizing. 

Business Proposal’s expected format and grading structure

The ability to write effective documents is important when pursuing a Business Venture, because you often must effectively describe and persuade when obtaining funding from others, or when selling your business venture to others (e.g. when you exit).  Importantly, the Business Proposal must be concrete and specific about your product, market, business model, and plans.  Finally, the Business Proposal represents an informal contract upon which all your team members agree.  Blind assertions must be avoided!  
When you collaborate to put the Business Proposal together, consider assigning responsibilities to minimize the costs of coordination and communication.  To aid in collaboration, you may consider using MS Word’s tracking capability or Adobe’s document management capabilities.

The Business Proposal should be written in 11 or 12 pt Times New Roman, single-spaced, 2.54cm margins all around.  The specific format and grading structure is found below:

1.0    
Executive Summary

1.1 The Problem (What is the consumer or industrial pain or need that we’ve identified?  Or perhaps there is a condition or incongruity that we’ve identified, and from that incongruity we can identify a problem?)

1.2 Our Solution (What are the candidate solutions to the problem?)

1.3 Value Proposition or Business Model (i.e. What is the structure of the revenue-generating mechanisms?  For example, is it a one-time fee, or a subscription model?  Do consumers pay after products or services are rendered, or before?)

1.4 Keys to Success (What are the most important decisions or actions that must be addressed or implemented, respectively, in order to maximize profit?)
2.0 Line of Products or Services

2.1 Features of each product or service offered (just description) – Different from performance measures or objectives (i.e. comfort or education(al), respectively)

2.2 Price points (i.e. What are the specific prices of the different lines of your product or service?)
3.0 Market and industry analysis (i.e. Can value be generated or captured at all?)
3.1 Target market (How are we segmenting the market?  Which market are we selecting?  We should still be focusing as much as possible on consumer problems, pains, or needs here.  If you cite a survey, we expect to see some data from that survey in an appendix, especially if it is your own survey.)
3.2 Industry analysis (Generally speaking, who are the suppliers and competitors?  What are the substitute products and services?  How likely will suppliers be able to capture the value that we’re attempting to capture?  What is the extent of the expected rivalry from competitors, and those offering substitute products or services?)
3.3 Concluding statement (e.g. “Given our basic target market and the industry analysis, we perceive a market of € XX in revenue per month, from sale of our kind of product or service.)

4.0 Our strategy (What strategy will we take or what resources do/will we have to capture that value?)
4.1 Product or service design considerations (Why did we choose the specific tangible features that we described above in 2.1?  Why did we choose the specific price points?  What was the rationale?)

4.2 Partner/supplier/vendor agreements (Virtually all business ventures will require agreements with outside parties: Are these agreements based on formal contracts or informal handshakes?)

4.3 Marketing and sales strategy (i.e. getting consumers to buy: pre-sale)

4.4 Distribution strategy (i.e. delivering products or services to consumers via different channels: post-sale; of course, the notion of pre/post-sale depends on the business model)
4.5 Service strategy (Will our team offer service or support after consumers have used/enjoyed the product or service?  If ‘no,’ can omit this sub-section.)
4.6 (optional) Source of competitive edge (In the long-run, how might our team be able to ultimately generate a sustainable competitive advantage?)

5.0 Organizational summary (i.e. What does our team look like?)
5.1 Organizational structure (e.g. splitting up venture in terms of Roles of the team, outlining knowledge and abilities of individual team members, and how those all align -- Ideally, someone can read those paragraphs and deduce that there will be no confusion whatsoever which responsibility is assigned to which officer.)
5.2 Compensation scheme (i.e. sales commissions?)
5.3 Coordination and Decision-making Rules & Policies (e.g. there likely arise situations where the decisions made by one team member will impact the performance of decisions made by other members.  In such cases, how will decisions be made?  Will officers be left to coordinate themselves?  Or will they send up their choices to a CEO, who then mandates which choices are made?  The point is that Section 5.1 is supposed to clearly describe, lay out, and assign decision-making responsibilities to team members.  But what does the organization do when those decisions conflict and lead to suboptimal performance?  That's what you need to address in 5.3.)
5.4 Statement regarding Company ownership
(How would your team decide who gets what share of the company (i.e. which officer deserves a greater amount of the profit generated by the company, or a greater amount of a hypothetical sale of the company)?  Maybe you decide that each officer gets 25% ownership of the company.  But alternatively, maybe some of an officer's tasks are more crucial than the tasks of other officers?  If so, then maybe there are differences in the percentage of ownership?  Or maybe you decide that some tasks take more time than others?  Or you decide that some skills are rarer than others, and that is why some officers get a greater amount of ownership?
Some of this will be completely hypothetical, but we still want to have a basic sense of it.)
6.0 Financial Plan

6.1 Start-up Funding

6.2 Break-even analysis

6.3 Projected Cash Flow (by month, for 2-3 years)

6.4 MBV Spreadsheet

7.0 Contingency plan (What are the major changes in the external environment that may arise in the future that might prevent your team from making a profit, if funded?  What will you do if those difficulties arise?)
8.0 Expansion plan (What steps should be considered or taken in order to replicate the Business Model outside of our current target (i.e. geographic) market?  Should the same business model be used?  Can this business venture be franchised?  If so, what are the considerations that must be made?)
9.0 Bibliography (optional)
10.0 Appendices

Grading: (Passing = 6.0; Good = 7.0; Very good = 8.0; Excellent = 9.0; Outstanding = 10.0)

GRADING SYSTEM FOR CLASS PRESENTATIONS
[image: image4.emf]Emerging Developing Advanced

50% 80% 100%

1. Topic knowledge 

(8 points)

Team does not have grasp of information; 

shows inability to answer or neutralize 

questions and concerns about the venture.  

Team depends too much on notes.

Team has a partial grasp of the information.  

Team is at ease with expected answers to all 

questions but fails to elaborate.

Team has a clear grasp of information.  Team 

demonstrates full knowledge by answering all 

questions with explanations and/or elaboration.

2. Organization (8 

points)

The structure of the presentation is illogical, 

and main points are difficult to identify.  

Transitions within the presentation are not 

smooth or absent.  The audience understand the 

presentation because they are too distracted by 

the lack of logic.

Main ideas are evident, but they do not flow 

smoothly.  Transitions may be awkward.  

Audience has some difficulty understanding 

the presentation because the sequence of 

information in unclear.

Ideas are clearly organized, developed, and 

supported to deliver the main message. The 

presentation's beginning gets the attention of 

the audience. The ending is satisfying and 

serves to persuade the audience.

3. Language use (6 

points)

Language choices may be limited, full of slang, 

too complex, or too dull.  The language is 

overly technical for the audience.

Language used is mostly respectful or 

inoffensive.  Word choices are not particularly 

vivid or precise.

Language is familiar to the audience, 

appropriate for the setting, and free of bias. 

Language choices are vivid and precise.

4. Delivery 

(nonverbal 

effectiveness) (8 

points)

The delivery detracts from the message; eye 

contact is limited; the presenter looks at the 

floor, mumbles, or speaks inaudibly.  

Articulation and pronunciation are sloppy.  

Audience members have difficulty hearing the 

presentation.  The order or speaking roles of 

team members does not make sense, given the 

titles, knowledge, or experience of each 

member.

Delivery generally effective.  The order or 

speaking roles of team members makes sense, 

even though team members exhibit some 

confusion during the presentation.

Delivery is extemporaneous and natural.  

Posture, eye contact, smooth gestures, facial 

expressions, volume, pace indicate confidence 

and willingness to communicate. Vocal tone 

and delivery style are consistent with the 

message.  Audience members can hear the 

presentation.  Order and speaking roles make 

sense, showing a competent organizational 

structure.


GRADING SYSTEM FOR CLASS PRESENTATIONS

OPPORTUNITY IDENTIFICATION

How has the team done in identifying and specifying a compelling consumer problem, pain, or need; and then matching it with a thoughtfully designed product or service?
10 (Outstanding)

9 (Superior)

8 (Very good)

7 (Adequate)

6 (Needs significant adjustment)

4 (A likely source of failure)

1 (Not addressed)

COMMERCIALIZATION PLAN / BUSINESS MODEL
(not used in Block #1)
How has the team done in envisioning a feasible and effective business model with the most appropriate revenue-generating mechanisms?  (For example, is the team pricing the product or service effectively?  Is the team generating revenue from the appropriate types of stakeholders?)
10 (Outstanding)

9 (Superior)

8 (Very good)

7 (Adequate)

6 (Needs significant adjustment)

4 (A likely source of failure)

1 (Not addressed)

CREATIVITY
How has the team done in creating and developing a creative venture? Specifically, does the venture exhibit novelty, in other words identifying a new consumer problem/pain/need or solving it in a new way? And if so, does the venture exhibit timely appropriateness, in other words current trends support the emergence of the venture today and in the Dutch market, as opposed to the past or elsewhere?
10 (Highly novel; both timely and appropriate)

9 (Highly novel; either timely or appropriate but not both)

8 (Highly novel; neither timely nor appropriate)

7 (Somewhat novel; both timely and appropriate)

6 (Somewhat novel; either timely or appropriate but not both)

4 (Somewhat novel; neither timely nor appropriate)

1 (Not novel, timely, or appropriate)
DELIVERY EFFECTIVENESS

How has the team done in giving a clear, well-organized, persuasive, and professional presentation?

10 (Outstanding)

9 (Superior)

8 (Very good)

7 (Adequate)

6 (Needs significant adjustment)

4 (Largely ineffective)

1 (Completely ineffective)

GRADING SYSTEM FOR OPTIONAL SHORT PAPER

[image: image5.emf]Exceeds Standard (100%) Meets Standard (85%) Nearly Meets Standard (70%) Does Not Meet Standard (40%) No evidence (0%) Score

Introduction (15%) The introduction is engaging, states 

the main idea and previews the 

structure of the paper.

The introduction states the 

main topic and previews the 

structure of the paper.

The introduction states the 

main topic but does not 

adequately preview the 

structure of the paper.

There is no clear introduction 

or main topic and the structure 

of the paper is missing.

Absent, no evidence

Reflect application of learning 

(30%)

Shows great depth of knowledge and 

learning, reveals feelings and 

thoughts, abstract ideas reflected 

through use of specific details.

Relates learning with research 

and project, personal and 

general reflections included, 

uses concrete language.

Does not go deeply into the 

reflection of learning, 

generalizations and limited 

insight, uses some detail.

Little or no explanation or 

reflection on learning, no or 

few details to support 

reflection.

Shows no evidence of 

learning or reflection.

Organization-Structural 

Development of the Idea (20%)

Writer demonstrates logical and subtle 

sequencing of ideas through well-

developed paragraphs; transitions are 

used to enhance organization.

Paragraph development present 

but not perfected.

Logical organization; 

organization of ideas not fully 

developed.

Obviously illogical 

organization; organization of 

ideas not developed.

No evidence of structure or 

organization.

Conclusion (13%) The conclusion is engaging and 

restates personal learning.

The conclusion restates the 

learning.

The conclusion does not 

adequately restate the learning.

Incomplete and/or unfocused. Absent

Mechanics (5%) No errors in punctuation, 

capitalization and spelling.

Almost no errors in 

punctuation, capitalization and 

spelling.

Many errors in punctuation, 

capitalization and spelling.

Numerous and distracting 

errors in punctuation, 

capitalization and spelling.

Usage (5%) No errors in sentence structure and 

word usage.

Almost no errors in sentence 

structure and word usage.

Many errors in sentence 

structure and word usage.

Numerous and distracting 

errors in sentence structure and 

word usage.

Citation (5%) All cited works, both text and visual, 

are done in a correct format with no 

errors.

Some cited works, both text 

and visual, are done in a correct 

format. Inconsistencies evident.

Absent

Bibliography (7 %) Done in a reasonably correct format 

with no errors. Includes more than 5 

major references (e.g. journal articles, 

books, but no more than two internet 

sites).  Includes at least 2 additional 

major references not discussed during 

class (and published in last 5 years).

Done in a reasonably correct 

format with few errors. 

Includes 5 major references 

(e.g. science journal articles, 

books, but no more than two 

internet sites).

Done in a reasonably correct 

format with some errors. 

Includes 4 major references 

(e.g. science journal articles, 

books, but no more than two 

internet sites).

Done in a reasonably correct 

format with many errors. 

Includes 3 major references 

(e.g. science journal articles, 

books, but no more than two 

internet sites).

Absent

Few cited works, both text and visual, are done in a correct 

format. (55%)


Syllabus










