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The Ivey  Casebooks 
Series is a co-
publishing 
partnership between 
SAGE Publications 
and the Richard Ivey 
School of Business at 
The University of 
Western Ontario. Due 
to their popularity 
more than 60 
countries,  
approximately 200 
new cases are added  
to the Ivey School of 
Business library each  
year.  Each of the 
casebooks comes  
equipped with 
instructor resources 
on CD-ROM 
available  upon 
request. These 
affordable collections  
will not only help 
students  connect  to 
real-world  situations,  
but will benefit 
corporations  seeking  
continued  education  
in the field as well. 
 

 
Cases in Entrepreneurship: The Venture Creation Process is the first book to be based  upon 
a cognitive  framework  of entrepreneurship. These cases are compatible with courses  in 
Entrepreneurship, and New Venture Management at the undergraduate and MBA level  in 
schools  of business.   The instructor's resources on CD-ROM includes  detailed  6-10 page  
casenotes for each  case, preparation questions  for students  to review  before  class,  discussion  
questions, and suggested further readings. 
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EXAMPLE DETAILS 
Part I   
The Venture Creation Process 
Chapter 1 – Searching 

• The Searching Process 

 
Chapter 2 – Screening  

• The Screening Process 
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Figure 1.2 Searching (Idea Formulation) 
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Figure 2.1 Idea Screening 
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Chapter 3 – Planning/ Financing  

• The Planning/ Financing Process 

 
 

 
 

 

Figure 3.2 Planning/ Financing – Product/ Service Level 
 
LEVEL 1: Plan/Produce Product/Service 

Determine Target Market 
 
 Collect demographics 
 Segment 
 Sizes 
 Needs/wants 

Determine Product Concept 
 
 Concept description 
 Description of target market 
 Technical assessment 
 Design 
 Value statement 
 Value creation strategy 
 Product positioning 

(different/superior) 
 NBB assessment 
 Sustainable advantages 

Determine Competitive 
Positioning 

 
 Differentiation/low cost 
 Pricing strategy 

 Given this new 
information, is the market 
attractive to enter? 

 Can the venture attain 
sufficient market share? 

 Does this venture have 
the capability to satisfy 
these wants and needs? 

 

 Does this meet the needs 
of the target market? 

 Will consumers want this 
more than their money (is 
there sufficient NBB)? 

 Is there a sustainable 
advantage? 

 

 Are consumers willing to 
pay the price I need them 
to pay? 

 Will consumers be able to 
differentiate this offering? 

 Can the venture compete 
as the low-cost provider? 
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Figure 3.5 Planning/ Financing – Venture Level 
 
LEVEL 2: Venture-Level Planning & Financing 
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Chapter 4 – Setup  

• The Setup Process 

 
Chapter 5 – Startup  

• The Startup Process 

 

Figure 4.1 Setup 
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 Input control systems 
(managing inputs to 
operations) 
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 Alliances with suppliers (if 
warranted 

 Make-or-buy decisions 
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 Output control systems  
 Payment structure with 

buyers 
 Alliances with buyers (if 

warranted) 
 Marketing plan 

Operating Structure 
 

 Strategic vision/mission 
 Organizational structure 
 Payment system 
 Receiving and issuing to 

external entities 
 Internal payment 

systems (payroll) 
 Operating procedures 
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Form Entity 
 

 Business licenses as needed 
 Business insurance 
 Form legal entity (if warranted) 
 Establish company bank account 
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 Location 
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 Furnish, design for work flow 
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Figure 5.1 Start-up 
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(if warranted) 

Implement marketing plan 
 
 Pricing strategy/discounts 
 Advertising 
 Communication 

Sell internally  
(hired staff) 

Sell externally 
(contracted entities) 

Use output control systems to measure selling 
performance: 
 
 Inventory turnover (what is selling) 
 Consumer demographic (who is buying) 
 Product/service attributes & consumer needs/wants  

(why they are buying) 
 Timing of sales (when they are 

buying<@151>seasonal) 
 Online purchases, phone orders, in-store purchases 

(where they are buying from) 
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system 
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Redefine operating 
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Develop cost controls 
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 Holdup: suppliers 
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inefficiency 
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 Purchase orders 
(production & selling) 

 Customer information 
 Sales receipts (invoices) 
 Accounting software: 
 Measuring performance 
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Product concept change 


