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Rationale (1)
ÅEntrepreneurs use direct communications (face to face 

selling) with potential customers to make sales.
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ÅCommunications (selling) are a key skill for   
entrepreneurs.

ÅBut selling and negotiating are often not                             
in our syllabuses.

ÅMarketPlaceaddresses this problem. 



Rationale (2)
ÅEntrepreneurs (and most other people) 

learn by doing things, trying things, 
practising things. 

ÅOur business schools often rely on 
lectures, desk research, and other non-
experiential forms of teaching.

ÅMarketPlaceoffers an experiential 
approach to learning.


