
5 FEEDBACK ON SELF ASSESSMENT ASSIGNMENT  

 

QUESTION 1 

By means of examples from the case study, show the characteristics displayed 

which are associated with an entrepreneurial individual.           (5) 

 

Students were expected to list and explain any five of the following sixteen points in 

page 223, as well as use practical examples from the case study. 

 Application 

1. Calculated risk taking 

 

They funded the original business with 

money they received for their wedding. 

  

2. Opportunity orientation  Saw an opportunity to invest in the Web 

as an outlet for the company. 

3. Creativity and innovativeness  the online loyalty program was an 

innovative way to keep customers at 

J&R, plan to bring JR.com in line with 

Web 2.0 concepts by populating the site 

with videos and introducing customer 

reviews.  

4. Team building  He and his staff managed to piece 

together a 

customized e-commerce application that 

could 

handle the 400,000 products that J&R 

sold.  

5. Commitment, Perseverance and 

      determination 

The upgrade process to a new version 

of the 

 InterWorld software at J&R was thrown 

off track as the dot-com bust brought 

about the demise of InterWorld.  Jason 

Friedman was forced to continue 

development of J&R’s online presence 



without support from the software 

vendor.  

6. Self-confidence and optimism  + application    

7. Achievement  motivation  

      Independence 

+ application    

8. Internal locus of control + application    

9. Integrity and reliability  + application    

10. Resourcefulness  + application    

11. Vision  + application    

12. High energy level/work  ethic + application    

13. Persistent problem solving + application    

14. Tolerance of failure  + application    

15. Tolerance of ambiguity + application    

  

 

(Mark allocation: One mark for imperative/point and one mark for application to case 

study.)  

 

QUESTION 2 

How would you measure J&R‟s entrepreneurial intensity? Substantiate your answer 

by giving examples from the case study.                

  (10) 

Students were expected to read page 377 to 380 and compare J&R’s Orientation on 

the following: 

Innovativeness  

- A high rate of new product/service introductions  – Invested in the web as 

an outlet, Blue Martini, Loyalty programs.  

- Product improvement or revisions they introduced at a given period.  

Pro-activeness  

- An emphasis on continuous improvement  - upgrade to a new version of the 

InterWorld software.  Rapid growth as a dominant goal  

Risk taking  

Risk taking by key executives in seizing and exploring chancy growth 



opportunities   and the development of J&R’s online presence without 

support from the software vendor.  

 

Students are free to express themselves as long as they are able to study J&R 

in terms of their EI. Study table 14-1 in page 379 to see how it can be 

measured. 

 

 

QUESTION 3 

 

By means of examples from the case study, briefly discuss whether Joe and 

Rachelle Friedman meet the characteristics of an entrepreneurial mindset.        

      (10) 

Characteristics of an entrepreneurial mindset 

Characteristic M Application M 

1. Passionately seek new opportunities  Jason Friedman lobbied his parents 
to invest in the Web as an outlet for 
the company, J&R InterWorld Corp., 
a highly regarded product of the first 
dot-com boom.  

 

2. Pursue opportunities with enormous 
    discipline 

 J&R selected Blue Martini as its new e-
commerce platform because Blue 
Martini functions well with J&R’s ERP 
software from a technical perspective.  
The two systems are able to exchange 
data easily; Blue Martini provides a 
better opportunity to share the 
strengths of J&R’s bricks-and –mortar 
channels online.  

 

3. Pursue only the very best opportunities 
and avoid exhausting themselves and 
their organisations by chasing after 
every option. 

 The Friedmans have resisted the 
advice of suppliers, such as record 
companies, who have told them the 
only way to survive and compete 
with big box stores was to become a 
chain.   

 

4. Focus on execution – specifically, 
adaptive execution.  

 Jason Friedman was forced to 
continue development of J&R’s 
online presence without support from 
the software vendor.   He and his 
staff managed to piece together a 
customized e-commerce application 
that could handle the 400,000 
products that J&R sold could handle 

 



the 400,000 products that J&R sold 
could handle the 400,000 products 
that J&R sold.  (only 1 mark 
allocated) 

5. They engage the energies of 
     everyone in their domain.  

 Jason Friedman has a team of 50 IT 
workers backing him up, he explored 
ways to ensure that the JR.com 
would remain as popular a 
destination online as the bricks-and-
mortar store was in the real world.  

 

 
This question is open for broader application by students (the application in the table 
is just a guideline). (Mark allocation: One mark for imperative/point and one mark for 
application to case study.)  

   
  

QUESTION 4 

 

How would strategic entrepreneurship apply at J&R?         (10) 

 

Refer to page 97 in Kuratko et al (2011). 

 

Strategic entrepreneurship involves simultaneous opportunity-seeking and 

advantage seeking behaviors.  The innovations that are the focal points of 

strategic entrepreneurship initiatives represent the means through which 

opportunity is capitalized upon.  

 

In May 2006, J&R unveiled an online loyalty program to encourage shoppers to 

visit JR.com directly rather than connect from a link on another site, such as a 

price comparison search engine.  The strategy intends to raise the number of 

unique visitors to the site. If successful, the loyalty program was to keep past 

customers from giving their business to other stores,  as well as entire new 

customers to join the J&R community.  Catalog shoppers are also eligible for 

loyalty rewards.  

The combination of Blue Martini J&R’s ERP software was a strategy aimed at 

achieving a greater competitive advantage over its chain store rivals.  

These innovations represent fundamental change to J&R’s past strategies. Jason 

Friedman has transformed J&R relative to where it was before. 

 



A maximum of 10 Marks are awarded for general application and quoting relevant 

issues in the case study. 

 

QUESTION 5 

 

Briefly discuss how J&R embraced the concept of innovation by quoting 

relevant cases in the case study.                                                               (7)                 

Refer to page 85 in Kuratko et al (2011). 

    

J&R selected Blue Martini as its new e-commerce platform because Blue Martini 

functions well with J&R’s ERP software from a technical perspective.  Blue Martini 

provides a better opportunity to share the strengths of J&R’s bricks-and –mortar 

channels online. Only one (1) mark for any of these introductory explanations 

 

New products - Over 35 years, the Friedmans expanded the business, adding 

records, office equipment, cameras, computers, movies, and games.  

New markets - Web as an outlet for the company 

Business model - 30 percent of J&R’s $400 million in revenue being generated by 

JR.com 

Capabilities - 50 IT workers backing Jason Friedman up, he explored ways to 

ensure that the JR.com would remain as popular a destination online as the 

bricks-and-mortar store was in the real world.   

(Mark allocation: One mark for introductory explanation, one for imperative/point 
and one mark for application to case study.) At least three points + application. (Total marks= 7) 

 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



QUESTION 6 

Why do you think J & R adopted an open innovation model? Discuss the reasons 

why. (8) 

 
Refer to page 108 in Kuratko et al (2011). 

Reason M Explanation M 

1. Importing n e w  i d e a s  i s  a  good 
w a y  t o  multiply the building blocks 
of innovation. 

 By a c c e s s i n g  e x t e r n a l  i n p u t s  t o  
i n n o v a t i o n  ( e.g. others’ technology 
that is available through licensing) firms 
can potentially offer more and better 
innovative outputs (e.g. new products). 

 

2. Exporting ideas is a good way to 
raise cash and keep talent. 

 A company’s innovative ideas, such as 
i t s  proprietary technology, can have 
market value that is exploitable through 
its sale to outside customers. Firms 
can avoid discouraging the people who 
generated those ideas. 

 

3. Exporting ideas gives companies a 
way to measure an innovation’s real 
value and to ascertain whether 
further investment is warranted. 

 Offers to sell internally developed 
innovative ideas to external markets can 
be litmus test for the true value of those 
ideas (which are often undervalued or 
overvalued). 

 

4. Exporting and importing ideas helps 
companies clarify what they do best. 

 Collaborative efforts, the purchase of 
innovations/inputs to innovations to 
others can reveal where a firm’s real 
bases for competitive advantage lie and, 
accordingly, how it should define its 
business. 

 

Total marks    8 

 
(Mark allocation: One mark for imperative/point and one mark for application to case 
study.)  

   
[TOTAL: 50 Marks] 

 


