Operations, Management, and Finances Feedback           Name: ________________    Team Evaluated: ___________________


If the presentation did not address the questions below, please: 1) state the lack of clarity, 2) state assumptions that you’ll make to answer the question, AND then 3) answer the questions based on those assumptions.
1. Modules 2(Knowledge) and 5 (Stakeholders & Relationships). Early in the course, we discussed having the right type of knowledge is important in recognizing opportunities. We identified generic types of knowledge: knowledge of new ends (products or services), knowledge of markets, knowledge of ways to serve markets, and knowledge of customer problems. Part of the task for the team in presenting is to convince the audience that they are the right team, or that they have the right knowledge. With this in mind, please address the following questions:
a. What 2-4 specific types of knowledge are necessary to make this venture work?

b. Was the team successful in discussing their key knowledge? Explain and provide any recommendations?
c. Rate how effective the team was at convincing you as a listener that they have the right team. Give two suggestions for how to improve this part of their argument.
2. Module 4 – Organizing – Finances. Claims of financial performance need to be credible and attractive. If they are obviously inflated, and therefore not credible, investors will not believe them, or infer that the team does not have a good sense of the business model. If projections are not attractive, investors will not have interest. 
Did the teams’ financial projections seem to be credible?  Why or why not?
What TWO specific pieces of evidence were most helpful in establishing credibility in the financial projection estimates?
What THREE specific estimates seemed to not make as much sense?
What TWO pieces of information could the team obtain to make you believe that their estimates are more accurate?

3. Module 5 – Stakeholders and relationships. We discussed in class that a new venture is embedded in a larger ecosystem, not just a simplified representation showing competitor firms, suppliers, and buyers. A more inclusive view of the entire ecosystem would include: Resource providers, competitors, complementary organizations, beneficiaries & customers, opponents, affected or influential bystanders, political structures, geography, infrastructure, culture, and social fabric.
What are TWO major players in the new venture’s ecosystem that will indirectly affect their success without being buying or supplying specific resources to the new venture? 
What are TWO actions that the new venture team can take to garner the support of the TWO major players that mentioned above? (Name TWO actions for each of the TWO major players).

Any other suggestions for the team?

