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Entrepreneurial resources,
145–151

financial, 150
imagination, 151
infrastructure, 151
knowledge, 150–151
physical, 149–150
people, 146–149
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management and, 32
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business plan and, 155
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closing the sale and, 126
executive summary and, 156, 

162
franchising and, 162
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start-ups and, 206
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rivalry and, 76

power of buyers, 74–75
power of suppliers, 75
substitutes, 75–76
threat of new entrants, 75

Value Chain of, 123

Power of Zero:
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reciprocal links and, 99

repeat purchases and, 102
search page ads, 99–100
viral marketing and, 100
weblogs, traffic and, 101

virtual business design and,
96–97

Y

Yahoo, 80, 98–99, 101–102
Yellow Pages, competitor sleuthing

and, 81
Youtube.com, 104

Z

ZipCar, 113–114

I N D E X
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