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1. Course Description
Title of a course
Software Business Management
Pre-requisites

Bachelor degree in engineering / economics.

Course type

Compulsory

Abstract
This specification presents a detailed description of the educational purpose, curriculum, and assessment methods for the discipline “Software Business Management”. This course is delivered to students of Master’s program “System and Software Engineering”, Computer Science Faculty, HSE. The specification was developed in accordance with the following standards and regulatory documents:

· Master curriculum of MSc educational program “System and Software Engineering”, specialization “Software development management”, Moscow, HSE, 2018.

· Educational standards of the Federal State Autonomous Educational Institution for Higher Education " National Research University – The Higher School of Economics" (HSE).
The specification will be used as a source of information by:

· Students and potential students;

· Lecturers delivering lectures and conducting practical classes on the course or related disciplines;

· Professional and statutory regulatory bodies when carrying out accreditation.
2. Learning Objectives
Besides being an engineering discipline, software development is a $300+ billion industry and any software company is a part of it. Knowledge and skills required for managing a software company or a department within a software company significantly differs from knowledge and skills required for software engineering itself. This course provides mostly technology-focused students with an overview of the key aspects of software companies business.
3. Learning Outcomes

During the course, the students will:

· Study the basic terms, definitions and principles of software industry and business aspects of software companies;

· Acquire basic practical skills in different aspects of software business management: product management, marketing, sales, finance, and strategy.
4. Course Plan
The course length is 190 academic hours, including 18 hours of lectures, 22 hours of practice, 150 hours of self-study. Academic control forms are: quizzes, report, and final exam (oral). It is a part of specialized curricula unit, and it is delivered in modules 1 and 2 of the second academic year. Number of credits is 5. 
	No.
	Topic name 
	Course hours, Total
	Audience Hours
	Self-study

	
	
	
	Lectures 
	Practical studies
	

	1. 
	Introduction to the course, foundations of software business
	18.5
	1
	2
	15

	2. 
	Business models in software business
	18.5
	2
	2
	15

	3. 
	Product management for software products
	18.5
	2
	2
	15

	4. 
	Market research and software product marketing
	18.5
	2
	2
	15

	5. 
	Software products and solutions selling
	18.5
	2
	2
	15

	6. 
	Operations management for software companies
	18.5
	2
	2
	15

	7. 
	Financial management for software companies
	18.5
	2
	2
	15

	8. 
	People management and leadership for software companies
	18.5
	2
	2
	15

	9. 
	Organizational management for software company
	18.5
	2
	2
	15

	10. 
	Business strategy for software companies
	18.5
	1
	4
	15

	
	Total:
	190
	18
	22
	150


Topic 1: Introduction to the course, foundations of software business

Topic outline:
· Software business vs. software engineering

· How software companies are different

· What makes software companies different

· Course takeaways for students

Main references/books/reading:
· Michael A. Cusumano, The Business of Software. Free Press, 2004
· Martin Campbell-Kelly, From Airline Reservations to Sonic the Hedgehog: A History of the Software Industry. The MIT Press, 2003
Topic 2: Business models in software business
Topic outline:
· Business model canvas

· Product vs. services business model

· Two-sided markets

· Markets with network effects

· Product vs. Platform business model

· Software solutions ecosystem

· Infrastructure vs. business software

· Vertical vs. horizontal markets

· Zero-touch vs. solution model

· Consumer vs. enterprise software business

Main references/books/reading:
· Michael A. Cusumano, The Business of Software. Free Press, 2004
· Michael A. Cusumano, Staying Power: Six Enduring Principles for Managing Strategy and Innovation in an Uncertain World. Oxford University Press, 2010

· Alexander Osterwalder; Yves Pigneur, Business Model Generation: A Handbook for Visionaries, Game Changers, and Challengers. John Wiley and Sons, 2010
· Martin Campbell-Kelly, From Airline Reservations to Sonic the Hedgehog: A History of the Software Industry. The MIT Press, 2003

Topic 3: Product management for software products
Topic outline:

· Product management for a startup vs. established company

· Concept generation and concept testing

· Minimum Viable Product (MVP)
· Product roadmaps

· Business case for product features

· Psychology in product design

· Preference models

· Scenario-based requirements engineering

· Product licensing

· Product pricing
· Product management department role

· Product portfolio management
Main references/books/reading:
· Steve Blank, The Startup Owner’s Manual. K & S Ranch, 2012
· Nir Eyal, Hooked: How to Build Habit-Forming Products. Nir Eyal, 2013
· C. Merle Crawford; C. Anthony DiBenedetto, New Products Management. McGraw-Hill/Irwin, 2014
· Robert G. Cooper, Winning at New Products: Accelerating the Process from Idea to Launch. Basic Books, 2011
· Neil Davidson, Don't Just Roll The Dice - A usefully short guide to software pricing. Red gate books, 2009
Topic 4: Market research and software product marketing

Topic outline:

· Market research techniques
· Marketing personas and value proposition
· Storytelling
· Segmentation, targeting, positioning

· Marketing collateral

· Lead generation

· Crossing the chasm

· Online marketing, SEO, landing pages
Main references/books/reading:

· Geoffrey A. Moore, Crossing the Chasm, 3rd edition: Marketing and Selling High-Tech Products to Mainstream Customers. HarperBusiness, 2014
· Al Riesl Jack Trout, The 22 Immutable Laws of Marketing: Violate Them at Your Own Risk! HarperBusiness, 1994
· C. Merle Crawford; C. Anthony DiBenedetto, New Products Management. McGraw-Hill/Irwin, 2014
Topic 5: Software products and solution selling
Topic outline:

· Zero-touch sales vs. solution sales

· Greenfield vs. competitive sales
· Sales channels

· Buyer personas
· Buying process and sales process

· Sales funnel management

· Sales methods: inside sales, direct sales

· Sales qualification
Main references/books/reading:

· Michael A. Cusumano, The Business of Software. Free Press, 2004
· Jeff Thull. Mastering the Complex Sale: How to Compete and Win When the Stakes are High! By. Wiley, 2010
· Sandler’s practical sales course. 2009
Topic 6: Operations management for software companies
Topic outline:

· Strategy vs. execution

· Departmental vs. cross-departmental operations

· Internal services

· Project management vs. process management

· Professional services delivery

· Engineering management challenges

· Software project management methodologies

· Software development lifecycles
Main references/books/reading:

· Linda L. Brennan, The McGraw-Hill 36-Hour Course: Operations Management. McGraw-Hill, 2010
· Project Management Body of Knowledge (PMBOK) 4
· David Maister. Managing the Professional Service Firm. Free Press, 2007
Topic 7: Financial management for software companies
Topic outline:

· Investments

· Business case for start-up companies

· Private and public companies
· Company valuation

· SaaS company financial management

· Market size estimation

· Sales forecasting

Main references/books/reading:

· Richard A. Breales, Fundamentals of Corporate Finance. McGraw-Hill Higher Educatio, 2008
· Joshua Rosenbaum, Investment Banking: Valuation, Leveraged Buyouts, and Mergers & Acquisitions. John Wiley & Sons, 2013
· Barbara Minto, The Minto Pyramid Principle: Logic in Writing, Thinking, & Problem Solving. Minto Intl, 1996
Topic 8: People management and leadership for software companies
Topic outline:

· Tiger teams vs. “body shops”

· Motivation theories evolution

· Motivators vs. hygienic factors 

· Leadership styles

· Situational leadership
· What is a team

· Team dysfunctions and how to overcome them

Main references/books/reading:

· Patrick Lencioni, The Five Dysfunctions of a Team: A Leadership Fable. Jossey-Bass, 2002
· Frederick Herzberg;  Bernard Mausner, The Motivation to Work. Transaction Publishers, 1993
· Paul Hersey; Kenneth H. Blanchard; Dewey E. Johnson, Management of Organizational Behavior. Prentice Hall, 2012
Topic 9: Organizational management for software companies
Topic outline:

· Organizational structures

· Corporate lifecycle

· Organizational changes

· Corporate culture

· Knowledge management
Main references/books/reading:

· Ichak Adizes, Corporate Lifecycles: How and Why Corporations Grow and Die and What to Do About It.  Prentice Hall Press, 1990
· John P. Kotter, Leading Change. Harvard Business Review Press, 2012
· Ikujiro Nonaka; Hirotaka Takeuchi, The knowledge creating company: how Japanese companies create the dynamics of innovation. Oxford University Press, 1995
Topic 10: Business strategy for software companies
Topic outline:

· Corporate vs. functional strategies

· Strategy theories evolution

· SWOT analysis

· Michael Porters’ Five Forces

· Blue Ocean strategy

· Strategies by aggressiveness

Main references/books/reading:
· Michael Porter, Competitive Strategy. Free Press, 2008
· W. Chan Kim; Renee Mauborgne, Blue Ocean Strategy: How To Create Uncontested Market Space And Make The Competition Irrelevant. Harvard Business Review Press, 2004
· Walter Kiechel, The Lords of Strategy: The Secret Intellectual History of the New Corporate World. Harvard Business Review Press, 2010
· Michael McGrath, Product Strategy for High Technology Companies. McGraw-Hill, 2000
5. Reading list

Required:
1. Michael A. Cusumano, The Business of Software. Free Press, 2004
2. Geoffrey A. Moore, Crossing the Chasm, 3rd edition: Marketing and Selling High-Tech Products to Mainstream Customers. HarperBusiness, 2014
3. Steve Blank, The Startup Owner’s Manual. K & S Ranch, 2012
Optional:

1. Al Riesl Jack Trout, The 22 Immutable Laws of Marketing: Violate Them at Your Own Risk! HarperBusiness, 1994
2. Martin Campbell-Kelly, From Airline Reservations to Sonic the Hedgehog: A History of the Software Industry. The MIT Press, 2003
3. C. Merle Crawford; C. Anthony DiBenedetto, New Products Management. McGraw-Hill/Irwin, 2014
4. Grading system
	Type
	Form
	2 year

	
	
	1
	2
	3
	4

	Progress check
	Quizzes
	*
	*
	
	

	Progress check
	Report
	*
	*
	
	

	Final check
	Final exam
	
	*
	
	


Quizzes
Quizzes in the electronic form are covering all the core topics of the course. They are passed by students after each topic. Quiz contains about 10-20 multiple-choice answers. A maximum score for all Quizzes is 10.
Report
Report is presented by students and should show their ability to apply the knowledge they gained during the course to the selected topic. A maximum score for the Report is 10.
Final exam
Final exam is in the form of an oral exam where examiner poses a number of questions to the student in a spoken form. A maximum score of 10 can be achieved. 

Penalties

Should plagiarism be identified in the student’s Report, disciplinary measures are applied as appropriate per the HSE charter.
Overall score

Overall score is based on the Quizzes, Report, and Final exam score.
Overall score = (4 * Total score of all Quizzes + 2 * Report + 4 * Final exam score) / 10
Final exam score should be higher than 4 of 10 to get a positive final score.
Rounding
Rounding is applied to the overall score only. Total score is rounded up. Example: total score of 6.2 is rounded up to 6. While total score of 6.5 is rounded up to 7.
7. Guidelines for Knowledge Assessment
It is recommended to task students to apply the knowledge received during the course to an organisation in software business space: be it the company their work for or any other. Results of such analytics to be presented and discussed during classes.

Also, it is recommended to have a quiz each class to check that the key topics are well received and understood.

Quiz questions examples:

What stage of Gartner's hype cycle is it? "A potential technology breakthrough kicks things off. Early proof-of-concept stories and media interest trigger significant publicity. Often no usable products exist and commercial viability is unproven"

· Technology Trigger

· Peak of Inflated Expectations

· Trough of Disillusionment

· Slope of Enlightenment

· Plateau of Productivity

Median "Months to recover CAC" for SaaS business in US is about

· 1 hour

· 1 month

· 12 months

· 24 months

What CAC stands for is software finance?

Capital account convertibility

· Customer Acquisition Cost

· Contemporary Arts Centre
· Certified Acceptance Corporation

· Central Advisory Commission

What are the components of BANT qualification?

· Budget, Authority, Need, Timing

· Budget, Allocation, Need, Tolerance

· Balance, Authority, Need, Timing

· Balance, Allocation, Need, Tolerance

8. Methods of instruction
The course to be delivered in a form of lectures with open discussions of certain topics and quizzes after each lecture, and final oral exam.
9. Special Equipment and Software Support
Practical studies are conducted in a computerized laboratory equipped with an overhead projector. Every student has a PC with high-speed Internet connection.


