How to Run a Start-up Clinic for Aspiring Entrepreneurs at Your University
By Ryan Allis, President of the Carolina Entrepreneurship Club at UNC-Chapel Hill
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How to Run a Start-up Clinic for Aspiring Entrepreneurs at Your University

By Ryan Allis, President of the Carolina Entrepreneurship Club at UNC-Chapel Hill
Introduction

On April 15, 2003 the Center for Entrepreneurship & Technology Venturing (CETV) and the Carolina Entrepreneurship Club at UNC’s Kenan-Flagler Business School hosted the first ever CETV Start-up Clinic. At the event, six early-stage businesses run by UNC students were presented to a coaching panel that included two successful entrepreneurs, a start-up attorney, a business professor, and a venture capitalist.
Each company was given five minutes to present their company. This was followed by a ten minute feedback session during which the coaches gave advice and probed into the business model of each company. Approximately sixty persons were in the audience which included undergraduate and graduate students, alumni, faculty, staff, and community members. Following the event, we held a catered reception that gave students, the coaches, and the audience time to network and connect.
Being the President-Elect of the Carolina Entrepreneurship Club and a research assistant for CETV, I had the pleasure of organizing and running the event. In the end, it turned out to be a dynamic and valuable event for both the presenters and the audience. We hope the idea will be copied at other schools and to this end have prepared this guide to assist either faculty members or students at other universities who would like to host a start-up clinic at their own university. 
If you have additional questions feel free to contact me at allisr@kenan-flagler.unc.edu. 

Warm regards,

Ryan P. Allis, President

Carolina Entrepreneurship Club

http://www.cecunc.org 
Steps to Prepare for a Start-up Clinic

	Time Before
	Action

	6 Weeks
	Set up a page of information on the web site of your entrepreneurship club. 

	
	Create a form on your web site through which persons can RSVP for the event. You can see an example at www.cetv.unc.edu/clinic/clinic.html. We used IntelliContact Pro email list management software (www.intellicontact.com) to collect the names and email addresses of persons who reserved their place.

	
	Reserve a room in your business school. We ended up having sixty attendees. Make sure the room will be big enough for you.

	
	Create an application in Word. Ask for company name, presenter name, school status (undergrad, graduate, alumnus, faculty, other) and an information sheet on the company that includes products/services, revenue and pricing model, company state, whether they are seeking funding, marketing plan, target market, and their objective(s) in presenting. Be sure to include the due date (about three weeks later) and the email to return it to on the application. 

	
	Distribute application via email to all business school students, faculty, staff and other contacts you have three weeks before it is due (make sure you obtain permission to do this from your school if you do not have it already). In the email also invite people who would like to attend to RSVP through the form on your web site. (APPENDIX A)

	4 Weeks
	Send email reminder about application one week before it is due to all business school students, faculty, staff, and other contacts you have. In the email also invite people who would like to attend to RSVP through the form on your web site.

	3 Weeks
	Send email reminder about application one day before it is due to all business school students, faculty, staff, and other contacts you have. In the email also invite people who would like to attend to RSVP through the form on your web site.

	
	Review all applications. Select the companies. If you have many applications and cannot choose, contact the companies to find out more about them. Choose companies that can present an interesting ‘case study’ for the audience and coaches and either already have the business running or have a developed business idea. We found five to be the right number for a two hour event. This may change for you depending on if you have that many applications and the stages your companies are at (and thus how much time they will require). 

	
	Send a congratulations email to companies. In the email, inform them of the presentation and attire guidelines, and ask them to confirm they can indeed present. Ask them to create a PowerPoint presentation and send it to you at least three days prior to event. (APPENDIX B, APPENDIX C)

	
	Begin to contact potential coaches and ask them if they would like to be a coach the clinic. You can ask area entrepreneurs, business professors, start-up attorneys, and venture capitalists. Team up with a professor or director of your entrepreneurship program and leverage their contacts. We found five coaches to be the right number. We had two adjunct professors, one venture capitalist, and two successful entrepreneurs on our coaching panel. If you can, try to find at least one coach who is familiar which each industry being presented. For example, if a company is going to start a record label, bring in a successful entrepreneur from the music industry. (APPENDIX D)

	2 Weeks
	If you have the budget for it, call your local caterer and schedule a reception after the event. The networking that will be done there will be very valuable. Our reception provided food for about fifty people and ended up costing around $400. You can save some money by buying deli and veggie platters and drinks yourself from the grocery store. Be sure to find a volunteer to do this and set things up if you go this route.

	
	Send email message out to all business school students, faculty, staff, and other contacts you have inviting them to attend event. Ask them to RSVP via your online form. (APPEDNIX E)

	
	Contact your A/V department and ask them to schedule someone to videotape the event for you.

	
	Schedule a twenty minute meeting with each company for the next week. 

	
	Create a flyer for the event and post copies on your campus. (APPENDIX F)

	
	Using the original information sheet from the company, create summary sheets for each company (APPENDIX G). Send the summary sheets to the companies to check for accuracy. 

	
	Determine what needs you will have for volunteers and solicit assistance as needed. We needed help posting flyers, timing, printing name tags, and manning the desk at the entry.

	4 Days
	Send the summary sheets to your coaches so they can be familiar with each company before the event.

	
	Send coaching guidelines to the coaches. (APPENDIX H)

	3 Days
	Hold a twenty minute practice session for each team at which you and a few other persons critique their presentation, ensure they are within their time limit, and coach them on how to take feedback.

	
	Send press release to your school newspaper and members of local print and television media. Invite them to attend the event.

	2 Days
	Ask the presenters and members of the entrepreneurship club to make announcements in their classes about the clinic.

	
	Call each coach and each presenter to confirm they will be in attendance at the event. Also call the caterer and A/V person and any other critical volunteers to confirm their attendance. 

	1 Day 
	Send a final email message to all business school students, faculty, staff, and other contacts you have inviting them to attend event. Ask them to RSVP via your online form.

	
	Send an email to all those who have RSVP’d reminding them about the event. (APPENDIX I)

	
	Print out the summary sheets and create a folder for each coach with them.

	
	Create and print out a brochure for the event. In brochure include the schedule, a summary of each business, a short bio on each coach, and a note on how the event will run. (APPENDIX J)

	
	Create and print out a survey for the audience, coaches, and presenters. (APPENDIX K). 

	
	Find or purchase a stop watch.

	
	Print out name tags for all attendees, presenters, and coaches.

	Three Hours
	Check that the projector, computer, and internet connection are working in your room. Check on microphones if you are using any.

	One Hour
	Put up arrow signs directing people to the right room.

	45 Minutes
	Set up a table outside the room with name tags, brochures, and surveys.

	35 Minutes
	Have teams arrive. Make sure their presentations work.

	30 Minutes
	Have A/V person arrive and set up.

	25 Minutes
	Have media arrive and welcome them.

	
	Have coaches arrive.


What to do During and After the Clinic

	Time
	Action

	+ 5 Mins
	Begin event with a welcome, overview of entrepreneurship at your school, explanation of how the event will run, and an introduction of the coaches.

	During presentations
	Have someone type up a summary of the advice given by the coaches.

	Between each presenter
	Thank the previous group and introduce the next presenter

	At end of event
	Remind everyone to fill out their surveys and invite them to the reception.

	At reception
	Talk to attendees, presenters, and coaches and get their feedback on what was good and what can be done better.

	+1 Day
	Send thank you notes to all coaches, presenters, and volunteers. 

	
	Email the coach advice summaries to the participants.

	
	Send thank you notes to the members of the media who covered the event.

	
	Read through all surveys and talk to attendees. Then create a summary of how to improve the next clinic (APPENDIX L).


APPENDIX A: Email Soliciting Applications

Subject: Start-up Clinic for Aspiring Entrepreneurs

CETV Announces Start-Up Clinic for Aspiring Entrepreneurs

What: CETV Start-Up Clinic

When: April 15, 2003, 6:00 - 8:30pm

Where: McColl Room 2575, Kenan-Flagler Business School

Why: Gain feedback on and exposure for your business or business idea from experienced entrepreneurs, attorneys, venture capitalists, and faculty members. Or watch and learn from others as they go through the process.

On April 15 from 6:00 to 8:30pm, the UNC Kenan-Flagler Business School's Center for Entrepreneurship and Technology Venturing will host the first-ever CETV Start-Up Clinic in McColl 2575 at the Kenan-Flagler Business School. The Clinic will allow UNC students, faculty, and/or alumni with businesses or business ideas to present to and receive feedback from experienced coaches including successful entrepreneurs, venture capitalists, attorneys, and business faculty. Each presenter or presenting team will discuss their business for three minutes and then have approximately twelve minutes each for feedback from the coaching panel. During the feedback session, coaches may ask questions about the company, provide advice on an issue or problem the business is encountering, give feedback on the business model or strategy, and field questions from the presenters. A reception will follow the event, and we expect this event to evoke a rich exchange of ideas and entrepreneurial energy. 

We are presently looking for persons or teams with early-stage businesses or simply developed business ideas who would like to participate in the Clinic. An application to present is attached to this email and can be found online at http://www.cetv.unc.edu/clinic/start-up-application.pdf. Applications are due in by April 1 at 2pm.

If you are an aspiring entrepreneur, you can also attend as an observer in order to learn from others.

RSVP TO ATTEND at http://www.cetv.unc.edu/clinic/clinic.html 

APPLY TO PRESENT via attached application

The clinic is sponsored by the Center for Entrepreneurship and Technology Venturing <http://www.cetv.unc.edu>, the Office of Technology Development <http://research.unc.edu/otd/> , and the Carolina Entrepreneurship Club <http://www.cecunc.org/> . This is the first of what we hope will become regular clinics as part of the Carolina Launch Program.

Please forward this message to others you think may be interested. 

Thanks,

Jeff Reid

Executive Director

Center for Entrepreneurship and Technology Venturing

Kenan Institute for Private Enterprise

Kenan-Flagler Business School

University of North Carolina at Chapel Hill

www.cetv.unc.edu 

p (919) 962-2031

jr@unc.edu 

APPENDIX B: Congratulations Email for Companies

[NAME]

Congratulations. You have been selected to present your company [COMPANY] at the CETV Start-up Clinic. Please arrive in McColl 2575 no later than 5:15pm on April 15. Upon arrival, we will review with you how the event will run and make sure everyone is ready to present.

You are scheduled to present [POSITION], at approximately [TIME]. Please prepare a four (4) minute presentation. We suggest using a 3-5 slide PowerPoint presentation. Please review the attached presentation guidelines to create your presentation. Please email the presentation to allisr@kenan-flagler.unc.edu before noon on April 15 and also bring it with you on a CD or floppy.
After your presentation, there will be a twelve (12) minute feedback and exchange session during which the four coaches will provide feedback on your presentation and business idea, ask you follow-up questions, and address the questions and issues you identify on your summary sheet and in your presentation. After finishing your presentation, please allow the coaches to speak first in asking you questions. After that, the time is meant to be an exchange. Feel free to ask questions of the coaches. And please do not be content with an answer until you fully understand it and what is suggested. Do ask follow-up questions.

Finally, we ask you show enthusiasm and be excited during both the presentation and the feedback session. We hope this will be a very dynamic and valuable event for both yourself and the audience. In addition to the coaches and other presenters, we expect about forty persons in the audience and a few members of the press to be present. For attire, please wear either a suit or khakis and a dress shirt with tie.

A reception will be held after the event, at 8:00pm, in the Loudermilk Foyer outside the Koury Auditorium.

Thank you very much for being willing to do this. We hope you get a lot of out it! If you have any questions or concerns please do not hesitate to contact me at allisr@kenan-flagler.unc.edu or at (919) 260-2576.

Warm regards,

Ryan P. Allis, research assistant

Center for Entrepreneurship & Technology Venturing

Kenan Institute of Private Enterprise

http://www.cetv.unc.edu

Campus Box #3440,
The Kenan Center, UNC-Chapel Hill
Chapel Hill, NC 27599-3440

APPENDIX C: Presentation Guidelines
Please prepare a four (4) minute presentation on your company or business idea. 

Within your presentation, please include:

1. Your Name

2. Name of Company

3. One sentence overview of what the company does

4. Current state: Incorporated? Idea? Revenue producing? Profitable? 

5. Goals: Trying to raise funding? How much? Trying to incorporate? Want to have IPO in five years? Want to get to $100K in sales? Want to sell for $50M? Lifestyle or high-potential business?

6. Who is on the team? Anyone besides you working on company?

7. Describe product/service or show demo/prototype

8. Target Market: Consumers, businesses? What segments?

9. Brief overview of financial projections: how long until break-even? Profitability? Revenue goals? Where is cash coming from?

10. Distribution and marketing strategy overview

11. Why you feel company will succeed? Any competitive advantages or unique selling propositions?

12. What problems and issues are you encountering? Need to select entity? Founders issues? Marketing problems? Raising funding? Can’t get sales going? Finding customers? Legal issues? Building a team? Selling online? Obtaining merchant account? Building alliances? Other?

13. Important: End by stating the questions you have for the coaches (or general areas of concern you have and would like to talk about).

APPENDIX D: Coach Solicitation Email
[NAME]

Jeff Reid has asked me to contact you to see if you would like to be one of the four coaches for the CETV Start-up Clinic.


The clinic will be held this upcoming Tuesday, April 15 from 6:00pm until 8:00pm in McColl Building room 2575. It is a clinic for UNC students who are start-up entrepreneurs with either early stage businesses or developed business ideas. Teams from six companies will be presenting, including:
· MainBrain, Inc. - Aaron Houghton & Erik Severinghaus - School administration  software

· GMA Entertainment – Greg Freemam – Record and clothing label

· Alpha V - Ronald A. DiFelice, Ph.D. – Power for Micro-Electro-Mechanical Systems

· VenturePresentation - Bill Tuller - VC Presentation Documents

· IntelliContact Corporation – Aaron Houghton, Ryan Allis – Email marketing software

· UNM Solutions, LLC – Jacques Vetil – Telecommunications network management solutions       

Each team will present their business or business idea for four (4) minutes. During their presentation each team will provide an overview of the business and explain the product/service, state of company, target market, team members, company goals, issues and concerns they have. Coaches will also be provided with a summary sheet for each company which will list the questions or issues the presenter would like help on.
       
Directly following this presentation, there will be a feedback session in which coaches can ask questions of the presenter(s), offer advice and feedback, and address the issues highlighted in the company summary sheet. This session is meant to be a dynamic exchange between both the presenter and coaches and will last twelve (12) minutes.
In addition to the coaches and other presenters, we expect about forty persons in the audience and a few members of the press to be present. A reception will be held after the event, at 8:00pm, in the Loudermilk Foyer outside the Koury Auditorium. Overall, the clinic should be a valuable learning event for both the presenters and audience. We plan to do two per semester starting with the 2003-2004 school year.


If you would be willing to be a coach at this event we would be much obliged. Please contact me at your earliest convenience so that we may know you availability. I can be reached at (919) 260-2576 or via allisr@kenan-flagler.unc.edu.

Warm regards,
Ryan P. Allis, research assistant
Center for Entrepreneurship & Technology Venturing
Kenan Institute of Private Enterprise
http://www.cetv.unc.edu
Campus Box #3440,
The Kenan Center, UNC-Chapel Hill
Chapel Hill, NC 27599-3440

APPENDIX E: Marketing Email

Subject: CETV Start-Up Clinic for Aspiring Entrepreneurs 


RSVP at: http://www.cetv.unc.edu/clinic/clinic.html 

What: CETV Start-Up Clinic 
When: Tomorrow, Tuesday, April 15, 2003, 6:00 - 8:00pm 
Where: McColl Room 2575, Kenan-Flagler Business School 
Why: Come watch UNC Students Present their Early-Stage Businesses or Developed Business Ideas to a Panel of Experienced Coaches including Successful Entrepreneurs, Venture Capitalists, Attorneys, and Business Professors. Food and drink will be provided at a reception will following the event at 8:00pm in Loudermilk Foyer outside Koury Auditorium. 

On April 15 from 6:00 to 8:00pm, the UNC Kenan-Flagler Business School's Center for Entrepreneurship and Technology Venturing will host the first-ever CETV Start-Up Clinic in McColl 2575 at the Kenan-Flagler Business School. The Clinic will allow UNC students and alumni with businesses or developed business ideas to present to and receive feedback from experienced coaches including successful entrepreneurs, venture capitalists, attorneys, and business faculty. 

Each presenter or presenting team will discuss their business for four minutes and then have ten minutes each for feedback from the coaching panel. During the feedback session, coaches may ask questions about the company, provide advice on an issue or problem the business is encountering, give feedback on the business model or strategy, and field questions from the presenters. A reception will follow the event at 8pm in Loudermilk Foyer. We expect this event to evoke a rich exchange of ideas and entrepreneurial energy. We invite all UNC students, faculty, staff, alumni, and community members to attend. 

If you would like to attend, and you have not already, please RSVP immediately at http://www.cetv.unc.edu/clinic/clinic.html. 

Presenting Companies include: 

IntelliContact Corporation 
Ryan Allis, Aaron Houghton 
Email marketing software 

Alpha V, Inc. 
Ronald DiFelice, Ph.D 
Power for MEMS Devices 

GMA Entertainment 
Greg Freeman 
Record and clothing label 

Venture Presentation 
Bill Tuller 
VC Presentation Documents 

UNM Solutions, LLC 
Jacques Vetil 
Network Management Software 

MainBrain, Inc. 
Erik Severinghaus, Aaron Houghton 
School administration software 

Coaches will include Merrill Mason from Hutchison and Mason, PLLC; Colin Wahl, co-founder of InvestorForce; Randy Myer, KFBS Professor; Venture Capital investor Mike Preston, and John Cambier, Director of Business Development at MCNC 

The clinic is sponsored by the Center for Entrepreneurship and Technology Venturing (www.cetv.unc.edu) and the Carolina Entrepreneurship Club (www.cecunc.org). This is the first of what we hope will become regular clinics as part of the Carolina Launch Program. 

Please forward this message to others you think may be interested. 

Thanks, 
Jeff Reid 

APPENDIX F: Event Flyer
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	Company
	Presenters
	Industry/Market

	IntelliContact Corporation
	Ryan Allis, Aaron Houghton
	Email marketing software

	MainBrain, Inc.
	Erik Severinghaus, Aaron Houghton
	School administration software

	Alpha V, Inc.
	Ronald DiFelice, Ph.D
	Power for MEMS Devices

	GMA Entertainment
	Greg Freeman
	Record and clothing label

	Venture Presentation
	Bill Tuller
	VC Presentation Documents

	UMN Solutions, LLC
	Jacques Vetil
	Telecom Network Management Solutions


APPENDIX G: Sample Company Summary Sheet
COMPANY SUMMARY: Alpha V, Inc.

	Product:
	Power sources for Micro-Electro-Mechanical Systems

	Company State:
	Incorporated. Completing research and refining product.

	Funding:
	Seeking $3M in equity capital by 3Q 2004 

	Company Goals:
	Cash flow positive by Q4 2005. Open R&D Facility in California. IPO or acquisition by 2007

	Market:
	MEMS/Micro-device industry


Management
Ronald DiFelice, Ph.D
Ron holds a Ph.D in Chemistry from Virginia Tech University and is a first year MBA student at Kenan-Flagler.

Summary

Alpha V, Inc. is a research and development company focused on designing effective alpha voltaic power sources for the Micro-Electro-Mechanical Systems (MEMS) industry. MEMS are micro-machines, typically no larger than the thickness of a human hair. Until now, a lightweight, long-lasting, and robust power source has not existed for these micro devices, and there is currently a large, unmet demand among MEMS manufacturers for on-board power sources. Through a novel proprietary process, a thin film power source (battery) can be economically applied onto MEMS devices and incorporated into the MEMS fabrication process. Additionally, Alpha V’s technology will actually create new applications for MEMS by enabling stand-alone devices.

Driven by recent innovations, pushed by legislation, and pulled by market demand, wireless Micro-Electro-Mechanical Systems will experience strong growth in upcoming years, according to an August, 2002 In-Stat/MDR market report.
 The worldwide MEMS industry is projected to have a Compound Annual Growth Rate (CAGR) of 20% over the next several years, reaching a $30 billion dollar market by 2007. The automobile, cellular, and industrial processing/condition monitoring markets will experience the bulk of this growth. 

The potential applications for MEMS span nearly every aspect of the economies of developed nations, with MEMS devices offering reduced size, increased reliability, and lower cost for a wide range of functions. An Ernst and Young report submitted in 1999 predicts that by the year 2010, there will be 10,000 connected micro-sensors for every person on the planet. A sea of miniature devices connected seamlessly will eventually unite sensing, computing, and digital communications, and much of this will be facilitated through the use of MEMS. Indeed, millions of MEMS will some day surround us performing a wide range of tasks. They will perform functions in automobiles, they will be embedded in the concrete foundations of roads and bridges to monitor road conditions, they will be implanted in structures high above the ground to monitor atmospheric conditions, and attached throughout the infrastructure of buildings to constantly monitor and adjust temperature, humidity, and light intensity.

Unfortunately, preventing this revolution is the lack of a suitable power source that is lightweight, long lasting, inexpensive, and completely scaled for MEMS. An additional problem is that for numerous potential applications, changing the battery on a MEMS device would be nearly impossible (i.e. if implanted within the foundations or walls of tall buildings). Therefore, many MEMS devices of the future will require an onboard power source, because a wired data acquisition infrastructure is simply too expensive and inflexible. Alpha V is developing the intellectual property for a viable power alternative. The company offers MEMS power solutions through a proprietary alpha voltaic power source that can be inexpensively incorporated into any MEMS device as a lightweight coating. These alpha voltaic batteries are extremely attractive for long-term applications because of their extensive lifetimes, which approach 100 years. Because MEMS technology has been somewhat stalled by the near-absence of power sources that can efficiently fuel micro-devices, Alpha V’s flagship products will literally create a new set of applications for MEMS that have never been possible. There are currently no power sources that can match the combination of features offered by Alpha V; therefore, the company is poised to become the dominant supplier of micro-power for the rapidly expanding MEMS market.

Issues to Be Addressed in Feedback Session
1. Please coach presentation – both style and content (What information was lacking from the presentation that needs to be there?)
2. What are the major weaknesses that would keep this idea from being funded?
3. Is it fundable? If not now, when?
4. Are the milestones reasonable?
5. How best to attract key management at an early stage?
6. Besides actually introducing the product, what is the best way to gauge the market interest?
7. Suggestions regarding pricing strategy and revenue streams.
8. How could this company minimize risk for investors?

APPENDIX H: Coaching Guidelines
April 15, 2003

Start-up Clinic Coach;

First, I thank you for being here. This letter will provide some guidelines for how the coaching process will work tonight.

For each company, there will be a four minute presentation directly followed by a ten minute feedback session. This feedback session is meant to be an exchange between the presenter(s) and coaching panel. Please feel free to ask questions that will help you better understand the business (marketing strategy, funding, core economics, IP, management background, goals, revenue model, product, etc.) and give feedback on the presentation itself. 

In the beginning of the session, assume the role of a potential investor attempting to determine through your questioning whether it will be a good investment. You can draw your questions from both the presentation, company summary sheet. In the last half of the session, shift into a coaching and advisory role, using your experiences and knowledge to address the concerns of the presenters and help them get to the next stage in their company. Let the presenter lead the questioning and discussion if he or she wishes during this part.

 

Also, on the bottom of each summary sheet are a few questions that the presenters have identified as issues they'd like to discuss with the coaching panel. If you have any thoughts or expertise in any of these areas feel free to bring them up for discussion. We will be designating a lead coach for each company who will initiate the questioning, hold the session together, and ensure the presenter's questions are answered.

 

Please be prepared for great variation in the stages of the companies and experience of the presenters. Two of the companies are seeking investment capital, but most are not. Three of the companies have already been incorporated, three have not. There are four undergraduate teams, one MBA presenting, and one alumnus presenting. Please do be prepared to modify the sophistication and the depth of your questions and responses accordingly. 

Our goal today is to help the companies, while providing a dynamic learning event for the audience. We hope the success of tonight will set a precedent for future clinics. On behalf of the Carolina Entrepreneurship Club and the Center for Entrepreneurship & Technology Venturing, I thank you.

Regards,

Ryan Allis, President

Carolina Entrepreneurship Club
APPENDIX I: Email to RSVP’d Attendees
[fname] [lname]; 

We wish to thank you for reserving your place at the CETV Start-up Clinic. As a reminder, the clinic will be held tomorrow, Tuesday, April 15 from 6-8pm in McColl 2575 at UNC's Kenan-Flagler Business School. 

Food and drink will be provided at a reception after the event at 8pm in the Loudermilk Foyer outside Koury Auditorium. 

We look forward to seeing you there. If you have any questions or need additional directions, please do not hesitate to contact me at allisr@kenan-flagler.unc.edu. 

Warm regards, 
Ryan P. Allis, Vice-President 
Carolina Entrepreneurship Club 
http://www.cecunc.org
APPENDIX J: Clinic Brochure (printed landscape, two sides.
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CAROLINA LAUNCH PROGRAM
CETV Start-up Clinic

April 15, 2003
6pm – 8pm
Sponsored by the Center for Entrepreneurship & Technology Venturing and the Carolina Entrepreneurship Club

Brochure Inside Left

Welcome to the first-ever CETV Start-up Clinic. During the next two hours you will see presentations by four UNC undergraduates, one UNC MBA student, and one UNC MBA alumnus. Each presenter or presenting team will discuss their business for four minutes and then have ten minutes each for feedback from the coaching panel. During the feedback session, coaches may ask questions about the company, provide advice on an issue or problem the business is encountering, give feedback on the business model or strategy, and field questions from the presenters.
We expect this event to evoke a rich exchange of ideas and entrepreneurial energy. We thank you for attending and hope you will enjoy it. Directly following the event, we invite you to a reception in Loudermilk Foyer outside Koury Auditorium.
SCHEDULE

6:05 – Welcome - Jeff Reid

6:10 – Event Overview - Ryan Allis

6:15 – Main Brain School

6:32 – Alpha V, Inc.

6:49 – IntelliContact Corporation

7:06 – VenturePresentation

7:23 – UNM Solutions, LLC

7:40 – GMA Entertainment

7:55 – Survey & Clinic Wrap-up

8:00 – Reception in Loudermilk Foyer

Moderator: Ryan Allis

Brochure Inside Right

COMPANY SUMMARIES

MainBrain School – Erik Severinghaus, Aaron Houghton

School administration software for public and private K-12 schools

Alpha V, Inc – Ronald DiFelice, Ph.D

Provider of power sources for Micro-Electro-Mechanical-Systems (MEMS)

IntelliContact Corporation – Ryan Allis, Aaron Houghton

Web-based email list management and marketing software

VenturePresentation – Bill Tuller 
Provider of documents that assist entrepreneurs in presenting to Venture Capitalists

UNM Solutions, LLC – Jacques Vetil
Network management software for the telecommunications industry

GMA Entertainment – Greg Freeman 
Kentucky-based Record label, clothing retailer, and entertainment company
COACHES

Merrill Mason 

Partner with Hutchison & Mason, PLLC a Raleigh-based law firm specializing in life sciences and technology firms.

Colin Wahl

Adjunct Professor at Kenan-Flagler and Founder of InvestorForce.

Randy Myer
Adjunct Professor at Kenan-Flagler
John Cambier 
Director of Business Development at MCNC 
Mike Preston 

Venture Capital Investor

APPENDIX K: Audience Survey

1. What did you think of the clinic? What did you like? 

________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

2. How can we make future clinics better?

________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

2. Audience Choice Award: Based on the presentations and discussions which companies would you invest in?

[ ] MainBrain School


[ ] VenturePresentation

[ ] Alpha V, Inc.



[ ] UNM Solutions, LLC

[ ] IntelliContact Corporation

[ ] GMA Entertainment

3. Are there any companies you would like more information on or would like to get involved with?

[ ] Yes 
[ ] No    If yes, which? ________________________________________

If yes, please provide email address ______________________________________
APPENDIX L: How to Improve Our Next Clinic

Preparation for Event

1. Practice Session. Schedule twenty minute practice session at CETV with each team a few days before at which they give presentation to Jeff and few others and are critiqued on it, making sure they hit all points and are within time frame and are presenting the business in a manner where the audience will understand (UNM example). Also give them the following advice on how to take feedback.

a. In the Q&A session with coaches, try to keep your answers short. (Chinese guy talking for four minutes in Q&A session). The purpose is to receive feedback, not defend idea or talk for minutes on end.

b. Be sure to network after the event. Talk to the coaches and audience members. Be prepared for people to seek you out. This is where the real value comes from.

c. Have business cards ready.

d. The coaches do not have complete information. If you think they’re wrong you don’t have to prove it. Just take their advice for what it is worth. There is no competition.

2. More Prep Time. Get the applications in 4 weeks in advance.

3. Market Applications Better. Send out two KFBS-wide notices requesting applications. One three weeks before due. One one week before due.

4. Fewer Companies. Have four or five companies, not six.

5. More Info for Audience. Create a summary sheet (separate from the brochure) for the audience with

a. Name of company

b. Names of presenters

c. Objective of company in presenting

d. What they sell 

e. Target market

f. Pricing  (how they make their money)

g. Any intellectual property? If so, what?

h. Company State (Incorporated? Customers? Revenues? Profits?

i. Are they looking to raise money? If so, how much and through what avenues?

6. Specialty Coaches. Find specialty coaches for each company with experience in same industry or with same issues.

7. Additional Feedback. Ask the specialty coaches to spend a few minutes with his or her company at the reception and give them additional feedback.

8. Arrival Times. Have coaches arrive at 5:40. Have presenters arrive at 5:25

9. Market More. Get more CEC people. Paint CUBE. Post flyers on campus. Informational Email UNC-wide. Get on McColl Café TV Announcements. Send out invite to Raleigh people. Distribute through CED network. Distribute to Duke network. Create buzz among MBAs and BSBAs earlier. Have people make announcements in classes. Send press release to News & Observer in advance. Have DTH people write story.

10. Send out Press Release. Send out a press release to the News & Observer, Herald Sun, DTH, and local television three days before event.
11. Provide Entrepreneurship Info. Have CETV Newsletter available at event.

12. Change Venue. Hold in 2nd floor of Kenan Center so we can fit 100 people.

13. Change Coaching Guidelines. Remove ‘potential investor’ from coaching guidelines. Emphasize coaching role and to only ask questions if need to ask them to give advice.

14. Standardize Presentations. Make sure each company uses PowerPoint and talks about everything on their summary sheet (see #5 above). Then can use last 2 or 3 minutes for product demo if they wish.

The Event Itself

1. Audience Involvement. Add in five minutes for audience questions

6 minute Presentation

5 minutes for Audience Questions

10 minutes for coach questions and advice

2. Audience Involvement. Have entrepreneurship quizzes in between each presenter and give out CETV prizes (t-shirts, etc.)

3. Record of Advice. Have someone type up the advice from the coaches and email a copy to each company.
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