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Course Description and Objectives

COURSE DESCRIPTION AND STRUCTURE

This course will require active participation in class. Please be prepared and committed to engage in class. If you do not enjoy
contributing in class, this might not be the right course for you.

This course will provide students with an opportunity to explore being a CEO, owner, and/or entrepreneur of an emerging small or
medium enterprise. The course will examine operational, organizational and financial issues that are prevalent in developing small and
medium businesses. Cases will examine startups, acquired companies, family businesses and sponsored businesses (private equity
owned). Not-for-profits will also be considered. The course will focus on the developing and adolescent stages of the business — beyond
start up and prior to maturity or exit. The size of the businesses will roughly be $2m to $100m in annual revenue. Students will discover
that organizations of this size can be resource constrained, lack infrastructure and will require innovative and creative solutions and
strategies to grow and create value.

The general nature of the course will give students a complete view of the enterprise and an understanding of what choices can be
made to grow the enterprise, improve the enterprise, finance the business and create value. Students will be required to assess the
current situation of the enterprise and its leader, diagnose the challenges and opportunities and make specific recommendations and
action plans with quantitative and qualitative support. Students will learn new skills and concepts while analyzing the cases and will also
draw upon the Core foundation. The course will provide students with an opportunity to understand what it is like to lead, run, grow
and manage a smaller organization and how this might fit as a career choice.

The course will generally consist of three modules. The first will focus on leaders fixing and repairing troubled enterprises. The second
will center on growing and developing the business. The final module will explore the leader and CEQ’s role in the business and the
leader’s development and style.
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Course Goals

AT THE COURSE CONCLUSION STUDENTS WILL:

Have new quantitative and qualitative analytical tools and skills which will help them lead and grow a successful small
and medium business

Have sharpened skills and tools that were introduced in the SOM Core and other elective courses

Have discovered frameworks, models and lenses which will assist in analyzing complex organizational opportunities,
challenges and problems

Have developed pattern recognition that helps drive success in a small and medium enterprise

Be able to accurately diagnose an organizational situation and develop risk-adjusted, actionable and tenable solutions
for the challenge at hand

Feel confident to be able to get in the arena and lead

Be better prepared to be a successful and effective leader in business and society
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Course Material Demographics

COURSE DEMOGRAPHICS

This course attempts to introduce students to a wide variety of course material and case protagonists that is diverse and representative
of Yale SOM student demographics and interests. Cases and protagonists are selected to help students identify with the protagonist and
be able to envision themselves as a leader and CEO. While the cases selected are not accurately indicative of the student population at
Yale SOM, the mix is evolving towards a better balance.

The charts below depict the case content mix on five dimensions.

Gender Mix Geographic Mix Representation Mix

&

m Domestic = International m Represented = Under-represented

m Female = Male

@
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Grading Policy

DELIVERABLES

m Class attendance
and participation

= Midterm case
analysis

= Final Project

Assignments

* While all class participation is positive and

encouraged, the best comments will orient
around insightful qualitative and mathematical
analysis and commentary that probes into the
case material and complexities — as compared to
recalling case facts.

Class assignments are due prior to class and
should reflect mathematical and/or qualitative
analysis. Assignments will help you prepare for
class participation.

In addition to class assignments, there is a short
survey due before every class. This helps gauge
the class reaction to the case material and helps
the instructor better facilitate this discussion.
Your responses to the surveys may be used in
‘warm’ calls during the class. Please complete the
survey prior to class, ideally before 8:00 AM ET on
the day of class.

* Midterm Case Analysis

Please prepare a written case study analysis: on BrightStar Care: The Evolution of a
Leadership Team (HBS 9-417-020).

The written analysis should use the tools and techniques discussed in class and the
assigned readings.

This assignment will be graded anonymously. Please do not include your name on the
submission or in the file name. Please save your file as “LSME Midterm_SID#” and include
your nine-digit SID number within the document. Note that your SID number is distinct
from your NetID. Please reach out to the TAs with any questions.

Your case analysis must be submitted before the class session when the case will be
discussed (please submit using Canvas by Nov 13 at 8:00AM ET). For a sample of a
successfully written case analysis, please click here case analysis sample.

Please read Some Thoughts and Helpful Hints for Preparing Midterm and Final
Submissions in My Courses

* Final Project

For the final deliverable, students will submit an additional case analysis (Sugar Bow| HBS
9-913-537). All final deliverables should use the tools and techniques discussed in class
and in the assigned readings. (Please submit using Canvas by Friday, Dec 13 at 8:00 AM
ET). There are no prompts for the final deliverable. Please use the tools and concepts
explored in class, in other classes and your personal experiences to analyze the case.
This assignment will be graded anonymously. Please do not include your name on the
submission or in the file name. Please save your file as “LSME Final_SID#” and include
your nine-digit SID number within the document or slide deck. Note that your SID
number is distinct from your NetlD. Please reach out to the TAs with any questions.

For more details on how written projects will be graded, please see the rubric at the end
of the syllabus.

Late assignments will not be given credit unless circumstances are approved by AASL
Please see the Yale SOM Grading Policy at http://portal.som.yale.edu/page/grading-

policy
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Grading and Policies

Classroom Participation

The basis for high-quality classroom participation is diligent preparation. Students should expect to spend several hours reading, assessing, and
analyzing each week’s materials on their own, and are encouraged to conduct further analysis in study groups prior to each class. Each session
focused on a case study will begin with a student opening the class, typically with his or her own assessment of the case. Throughout the rest
of the class, students will be asked to support or challenge the initial opening, as the Instructor facilitates a case discussion. Class participation
is an important part of this class. The more you contribute, the more you and your classmates will get out of the class and the more
stimulating the class will be for us all. So, active participation is strongly encouraged with a significant portion of your grade earned through
class participation. Please be prepared for the Instructor to ‘cold call’ on you in class. If you are not prepared to be called on, please turn your
name card upside down and the Instructor will not cold call (please limit your upside-down option to one session in the course). Please see
the participation rubric at the end of the syllabus.

There is a survey associated with each class. Please complete the survey prior to each class.

If possible, we will avoid using the back row(s) of the classroom. Following the third class, we will have assigned seating for the remainder of
the course.

Individual or Group Class Preparation (Non-Graded)

Each session poses a series of questions regarding the readings for the class. To aid in class discussion, each student should prepare notes that
includes appropriate analysis prior to class.

Yale SOM Policies

Please see the Yale School of Management Bulletin at http://www.yale.edu/printer/bulletin/htmlfiles/som/rights-and-responsibilities-of-
students.html for Rights and Responsibilities of students and for information on requesting a course recording.

Laptop/Device Policy
Usage not allowed without the express permission of the instructor.
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Academic Integrity, Plagiarism and Chatbots

Academic Integrity (From the Yale University Poorvu Center https://poorvucenteryale.edu/academicintegritystatements)

Academic integrity is a core university value that ensures respect for the academic reputation of the University, its students, faculty and staff,
and the degrees it confers. The University expects that students will conduct themselves in an honest and ethical manner and respect the
intellectual work of others. Please ask about my expectations regarding permissible or encouraged forms of student collaboration if they are
unclear.

Any work that you submit at any stage of the writing process— thesis, outline, draft, bibliography, final submission, presentations, blog posts,
and more—must be your own; in addition, any words, ideas, or data that you borrow from other people and include in your work must be
properly documented. Failure to do either of these things is plagiarism. | seek to protect the rights and intellectual property of all students,
writers, and scholars by insisting that individual students act with integrity.

Academic integrity requires that students at Yale acknowledge all of the sources that inform their coursework. Most commonly, this means (a)
citing the sources of any text or data that you include in papers and projects, and (b) only collaborating with other students in ways that are
explicitly endorsed by the assignment. Yale’s dedication to academic integrity flows from our two primary commitments: supporting research
and educating students to contribute to ongoing scholarship. A safe and ethical climate for research demands that previous authors and artists
receive credit for their work. And learning requires that you do your own work. Conventions for acknowledging sources vary across disciplines,
and instructors should instruct you in the forms they expect; they should also delineate which forms of collaboration among students are
permitted. But ultimately it is the student’s responsibility to act with integrity, and the burden is on you to ask questions if anything about
course policies is unclear.

A Word About Plagiarism (From the Yale University Poorvu Center https://poorvucenteryale.edu/writing/wr-instructor-resources/addressing-
academic-integrity-and-plagiarism/sample-plagiarism-warnings-syllabi)

You must document all of your source material. If you take any text from somebody else, you must make it clear the text is being quoted and
where the text comes from. You must also cite any sources from which you obtain numbers, ideas, or other material. If you have any questions
about what does or does not constitute plagiarism, ask! Plagiarism is a serious offense and will not be treated lightly. Fortunately, it is also easy
to avoid and if you are the least bit careful about giving credit where credit is due you should not run into any problems.

Chabots
Collaboration with ChatGPT or other Al composition software is not permitted in this course.
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Detailed Outline of Class Sessions (1 of7)
Fix It Module

SESSION 1: MANUFACTURING CHALLENGES
AND CHANGE

Reading:

Union Corrugating Company (HBS 9-803-065)

A New CEOs Checklist for Quickly Understanding and Leading a Business
Leading Change: Why Transformation Efforts Fail (HBR R0701)

The 3 Challenges Every New CEO Faces (HO4RAE)

A Primer on How to Get the Most Out of My Courses

Assignment:

Please submit math calculating the sales breakeven dollar volume for UCC and

the impact of the steel price reduction on profit.

Questions:

Did Lauri Union make a wise decision to take over Union Corrugating Company

(UCC)? Why or why not?

Assess some of the challenges facing UCC. Which concern you the most and
why?

Does Lauri’'s MBA project define the necessary action plan for a successful
turnaround? What, if anything, is missing?

How do you think Lauri did in her first six months of her new job? What did
she do well, and poorly? What did she miss?

What should Lauri do about UCC’s delivery policy?

What should Lauri do with Coates?

What is the sales breakeven volume (in dollars) for UCC before the steel price
reduction? Do the math.

What is the P&L impact of the steel price reduction Lauri negotiated? Do the
math.

Survey:

Session 1

SESSION 2: COST CONTROLS IN A PREMIUM
SERVICE ENVIRONMENT

Reading:

Raiser Senior Services (HBS 9-603-013)

When a New Manager Takes Charge (HBR RO701K)

When You've Got to Cut Costs Now (HBR R1005E)

Here’s What Happens When 3G Capital Buys Your Company
How to Cut Costs Strategically

Student Worksheet

Questions:

How can Jennifer impact revenue? Where can she raise prices? Where can
she implement new charges and fess? Please calculate the impact of these
opportunities.

How can Jennifer Raiser control costs without diluting the service experience
residents at the Stratford have come to expect?

What areas of the cost structure should Jennifer focus on?

How can Jennifer manage healthcare costs as the average resident age
increases and residents expect premium staffing levels?

What should Jennifer do with dining operations?

Was the 20% price increase fair and ethical?

How important is cost management and controls when operating a small
business? What are some techniques and strategies to do this well?

What is the Raiser business model —how do they actually make money? How
would you change the Raiser P&L to more accurately reflect the financial
performance?

Survey:

Session 2
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Detailed Outline of Class Sessions (20f7)

SESSION 3: A SMALL BUSINESS
TURNAROUND

Reading:

* Lyric Dinner Theater (HBS9-813-043)

* A Primer on Breakeven Analysis

* Cash Management Practices in Small Companies (HBR 9-699-047)

* New Managers Need a Philosophy About How They'll Lead (HO2CAY)
* The Five Rules Every New CEO Should Follow (HOOGED)

Assignments:

* Please submit math for the last 5 bullet points in the questions below.

* Please draft bullet points on what Deborah should say to her board as the path to move
forward. Be prepared to role play in class.

Questions:

* Describe some of the challenges Deborah faced as she entered her new role?

*  What should Rivka focus on as her top priorities as a new CEOQ?

*  What should Rivka do about sales and revenue management?

* How do you assess Rivka’s proposed thoughts on changes in the production area (page
9)?

* How would you address the accounting and information control systems?

*  What do you think about hiring Mike Johnson?

*  What are show expenses for YTD 2010 per show?

*  What are show and general expenses for YTD 2010 per show?

*  What is the contribution margin per attendee for YTD 20107?

* How many attendees are needed to breakeven on show expenses?

* How many attendees are needed to breakeven on show and general expenses?

* What should Deborah tell her Board the right way to move forward is? (Be prepared to
role play this in class)

Survey:

* Session 3

SESSION 4: FINANCING GROWTH IN A
SMALL BUSINESS

Reading:

e Gilbert Lumber Company (HBS 9-315-137)

¢ Cash Management Principles in a Small Business

¢ Solving the Puzzle of the Cash Flow Statement (BH013)

* Ratios: Learning What the Numbers are Really Telling You (page 157-222 Financial
Intelligence)

* Part Four Cash is King (page 125 to 154 Financial Intelligence)

¢ Taking-control-cash-flow-ebook

¢ Early payment discount Big returns for your business

¢ How Fast Can Your Company Afford to Grow?

¢ Student Worksheet

Assignment:
* Please submit math for the last bullet point prompt and the 4 subset prompts (below).

Questions:
* Why does Gilbert, a profitable company, need bank debt to finance its business?
* How would you assess Palmer Gilbert’s decision to not take trade discounts?
* How should Palmer Gilbert think about his capital availability?
* Should Palmer grow as fast as he is able to or not?
* What size loan do you think Gilbert needs and why?
* How should a small business CEO think about growth? Is all growth good?
* To successfully analyze this case:
— Perform financial and ratio analysis on 2011 to 2013 statements — Observe trends
— Create a pro forma Sources and Uses: look at changes in position from 2011 to
2013 — Where is cash coming from, and where is cash being consumed? What
does this tell you?
— Create a pro forma P&L and BS for 2014 make assumptions based on your
financial and ratio analysis of 2011 to 2013
— Back into the bank debt required for Gilbert (assume Gilbert will take trade
discounts)
Survey:
e Session 4
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Detailed Outline of Class Sessions 3 of7)

Grow It Module
SESSION 5: A CAPEX CHOICE

Reading:

¢ Red Hen Baking Company (HBS 9-916-526)

* How to Calculate and Really Understand Return on Investment (page 197 to
222 in Financial Intelligence)

¢ How Fast Should Your Company Grow? (HBR 84108)

* On the Nature of CEQO Time Allocation in an SME

Questions:

* Should George relocate Red Hen from Duxbury to Middlesex? Why or why
not? What are the qualitative and quantitative reasons?

* What financial analysis should George do to evaluate the decision?

* How do you feel about George going into the café business as part of the
potential move? What are the pros and cons of this opportunity and for
whom?

* Please prepare three financial analyses to better understand the move
decision. (Forecast out to 2012 — look at unlevered cash flows) 1) No move,
low growth. 2) Move, low growth. 3) Move, high growth. You will have to
make certain estimates and assumptions (just like George)

* When you are the sole owner of a business what impacts your decision making
and why?

Survey:
* Session 5

SESSION 6: IS EMPLOYEE OWNERSHIP
THE ANSWER

Reading:

King Arthur Flour (HBS 9-407-012)

Note on ESOPs (HBS 9-201-034)

How Well Is Employee Ownership Working? (HBR 87511)

Exploring Open-Book Management in a Search Fund—Acquired Small Business
On the Nature of CEO Communication Patterns in a Small Business (optional)
The Great Game of Business

Jack Stack on the Great Game of Business (watch as much as you choose)

The Case for Employee Ownership Project-Equity (background and optional)

Questions:

Describe how culture fits into the King Arthur strategy.

Would you want to work at King Arthur? Why?

How did Voigt create an environment where employees were engaged?
What do you think about open book management?

Can employee engagement work without an ESOP? Does an ESOP ensure
employee engagement?

Describe the pros and cons of an ESOP structure?

Does ESOP ownership scale?

How should Voigt move King Arthur forward? What should his strategy be,
and what are some of the risks in his choices?

Survey:

Session 6

If you would like to know where you are on your participation grade at
the midpoint, please see one of the TAs

@
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Detailed Outline of Class Sessions (of7)

SESSION 7: ARE ALL CUSTOMERS EQUAL?

Reading:

* Zeswitz Music (HBS 9-215-034)

* Managing Major Accounts (HBS 9-590-046)
*  Will This Customer Sink Your Stock

* Seven Surprises for New CEOs (R0410C)

Questions:

* How is Randy using his time?

* Does Randy have his priorities queued up appropriately? What would you
focus on if you were Randy?

* Who are Randy’s customers?

* Please calculate payback period and IRR for renting a violin and an oboe. Do
the math.

* Who are Randy’s best customers? Why?

* What should Randy’s pricing strategy be and why?

* How should a CEO think about pricing?

* Inyour case analysis, assume violins cost Zeswitz $150, retail for $900, and
rent for S35 per month after the initial 4-month trial of $40 in total.
Additionally, oboes cost Zeswitz $1,500, retail for $2,300, and rent for $45 per
month after the initial 4-month trial of $65 in total.

Survey:
* Session 7

SESSION 8: DEVELOPING THE RIGHT TEAM
FOR THE RIGHT STAGE (MIDTERM SUBMISSION)

Reading:

Brightstar Care: The Evolution of a Leadership Team (HBS 9-417-020)

Strategic Choices Need to Be Made Simultaneously, Not Sequentially

Evolution and Revolution as Organizations Grow (HBR 98308)

Note on Leadership (TCG329)

Some Thoughts and Helpful Hints for Preparing Midterm and Final Submissions
in My Courses

Optional: Undercover Boss Covers $47,000 Franchise Fee to Employee and
Undercover Boss Pays Off 6 Months of Mortgage for Deserving Employee

Questions:

What has made BrightStar successful?

What has made Shelly Sun successful?

Describe what Shelly Sun has done well and not well in her journey. Has
gender played a role in any way?

Describe the evolution of BrightStar through stages. How did Sun evolve and
change for each stage?

What are the industry dynamics and characteristics that have impacted
BrightStar to date, and how might these impact BrighStar moving forward?
What should Shelly Sun’s game plan be moving forward?

How much do you think BrightStar is worth? Enterprise value and equity value

Survey:

Session 8

@
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https://na01.safelinks.protection.outlook.com/?url=https%3A%2F%2Fyoutu.be%2F-ecnmzyghi4&data=05%7C01%7C%7C1d77af59391b46b367ea08db40eb8058%7C84df9e7fe9f640afb435aaaaaaaaaaaa%7C1%7C0%7C638175152429926315%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C3000%7C%7C%7C&sdata=Z4JlsnCsx1XIGQnY8ovhnwt4hpHWYjdIGvSTAZ80wcc%3D&reserved=0
http://yale.qualtrics.com/jfe/form/SV_0PYdYGHz7G6ZPHD
https://hbsp.harvard.edu/tu/5bedc9bc
https://hbsp.harvard.edu/tu/7d0013d6
https://hbsp.harvard.edu/tu/7d0013d6
https://hbsp.harvard.edu/tu/f5ecb800
https://yaleedu-my.sharepoint.com/:b:/g/personal/adam_wasserstein_yale_edu/EfcjGRzjRPxDu-cPikXzMjQBzNz2_9285XV8GqQC84Y2mA?e=dCaGOf
https://hbsp.harvard.edu/tu/24123c13
http://yale.qualtrics.com/jfe/form/SV_5alMt23CK6eZ8ZT

Detailed Outline of Class Sessions (s of7)

SESSION 9: AN INVESTMENT DECISION
IN SALES

Reading:

* Chem-Ecol

* Managing Selling and the Salesperson (HBS 9-590-043)

* How to Calculate and Really Understand Return on Investment (page 197 to
222 in Financial Intelligence)

e Optional: Selling as a Systematic Process (HBS 9-395-091)

e Optional: The Evolution of Selling (UV5775)

* Student Worksheet

Assighment:
* Please submit your quantitative estimate of Dahra’s decisions around the sales
team changes. You will need to make estimates!

Questions:
* How should Dahra think about growing and filling the unused capacity?
* Assess Dahra’s changes to the sales program:
— Doubling the team from 4 to 8
— Shifting compensation form partial commission to full commission
— Treating new and legacy customers equally
* Estimate the cost of adding a sales manager and 4 sales people
* Estimate the incremental sales to break even on the sales investment
* What sales growth rate does that imply?
* How much should Dahra grow? Why?
* Assess the sales manager candidates.
* Who should Dahra hire as the sales manager and why?

Survey:
* Session 9

SESSION 10: A MEDICAL FACTORY

Reading:

* Shouldice Hospital Limited (HBS 9-805-002)

* The Execution Trap (HBR R1007D)

* Joel Peterson video (optional)

e Working at a Small Business as a Post-MBA Career Choice (optional)

Assighment:
* Please submit math estimating revenue and profit for Shouldice

Questions:

* What makes Shouldice unique? Is it successful, if so, what accounts for its
success? What could go wrong?

* Should Dr. Shouldice pursue an expansion strategy? What are the risks of
doing so?

* If you decided to pursue growth, how would you go about doing it? Detail
specifically, how capacity, in numbers would increase, and what incremental
revenue would be.

* Assess whether Shouldice is about strategy, execution or a balance.

* Assess how Shouldice’s series of systems and process come together to drive
operational success, customer outcomes and financial performance.

* Estimate revenue and profit for Shouldice using some facts, hints and data in
the case.

* How should Dr. Shouldice and Mrs. Urquhart communicate to the medical staff
that they are considering doing operations on Saturdays? (Be prepared to role
play in class).

Survey:
* Session 10
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https://yaleedu-my.sharepoint.com/:b:/g/personal/adam_wasserstein_yale_edu/EXMJo6FmVXZHsZcmtQb0h2IBZp89i4auVG-dWnY9TP_MRA?e=KhHFGc
https://hbsp.harvard.edu/tu/1330614b
https://hbsp.harvard.edu/tu/16c64afb
https://hbsp.harvard.edu/tu/fbfd24cc
https://yaleedu-my.sharepoint.com/:x:/g/personal/adam_wasserstein_yale_edu/Ee1PfA3VyXxKtDgxtNtL7kYBO2-MGE6H9oPKz7LrPnsInA?e=nmpcfW
http://yale.qualtrics.com/jfe/form/SV_3CPPmze4pqnS6Jn
https://hbsp.harvard.edu/tu/14de9a42
https://hbsp.harvard.edu/tu/c37a8a88
https://yaleedu-my.sharepoint.com/:v:/g/personal/adam_wasserstein_yale_edu/EVZ-lWnWNPVBojEHAo7ul-4BKik_uUJ-G0vdksyEtPBz8w?nav=eyJyZWZlcnJhbEluZm8iOnsicmVmZXJyYWxBcHAiOiJPbmVEcml2ZUZvckJ1c2luZXNzIiwicmVmZXJyYWxBcHBQbGF0Zm9ybSI6IldlYiIsInJlZmVycmFsTW9kZSI6InZpZXciLCJyZWZlcnJhbFZpZXciOiJNeUZpbGVzTGlua0NvcHkifX0&e=gF1Chp
https://yaleedu-my.sharepoint.com/:b:/g/personal/adam_wasserstein_yale_edu/ESoV5LkU9SZIoHDl45a54dMB7ULduj4bZatwzt56BKqk3A
http://yale.qualtrics.com/jfe/form/SV_8eLTMzxzRhKiZc9

Detailed Outline of Class Sessions (of7)

The Entrepreneur in the Arena Module

SESSION 11: YOUR SPOUSE IS YOUR
PARTNER

Reading:

Elasto Therm: The Next Step (HBS 9-813-030)

Elasto Therm: Worksheet

* Should Couples Go into Business Together? (HBR HOOWXP)
e It's My Turn (HBR 1310K)

Questions:

How did the Bursteins’ backgrounds prepare them for ETI?

How did their experiences at previous companies shape their strategy and
philosophies?

What do you think about the ownership structure at ETI, and how did that fit
with the Bursteins’ strategy?

How do you view the change in roles in Nate and Julia’s lives? What personal
and professional risks exist in this swap?

Can job sharing at the CEO level work?

How did the Bursteins react to the recession? What impacts do you think their
reactions would have on the business (financially, operationally, culturally)?
Should Nate and Julia focus on organic growth and if so, how should it be
structured? Or, should acquisitions be the emphasis and if so, which
candidates?

Survey:
¢ Session 11 survey

SESSION 12: IT’S THE CULTURE
THAT COUNTS

Reading:

Integrated Packaging Corp.: Struggling to Do the Right Thing (A)(HBS 9-307-

064)
Integrated Packaging Corp.: Struggling to Do the Right Thing (B)(HBS 9-307-

065)
Integrated Packaging Corp.: Struggling to Do the Right Thing (C)(HBS 9-307-

066)
Note on Organizational Culture (Stanford OB-69)

What Is an Organization's Culture? (HBS 9-399-104)

Culture-Strategy-Execution (UV7629)

Questions:

What risks did Fuller face when purchasing the NJ plant from Jefferson
Smurfit?

Assess Fuller’s approach to turnaround the NJ plant. What were the key
underpinnings? Do you agree with the approach, what would you do
differently?

How would you describe and assess the culture at IPC? Do you like the culture?
Why or why not?

Should Wilson and Fuller purchase the Detroit business? Why or why not?
If you chose to purchase the Detroit business, how would you value it?

In the B case, what went wrong in Detroit?

How can Fuller scale IPC?

Survey:

Session 12
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https://hbsp.harvard.edu/tu/cf635ff1
https://hbsp.harvard.edu/tu/a08d89a3
https://hbsp.harvard.edu/tu/f81a11c6
https://hbsp.harvard.edu/tu/a6aec7ef
https://hbsp.harvard.edu/tu/0b1ca81b
https://hbsp.harvard.edu/tu/a707d2cd
http://yale.qualtrics.com/jfe/form/SV_4HF53lfKzFA8T9H
https://hbsp.harvard.edu/tu/819dfbb5
https://yaleedu-my.sharepoint.com/:x:/g/personal/adam_wasserstein_yale_edu/ESXvXJLx42RFtTkjD-FzJrgBRESktYTxrTrnEoCAz0iC7g?e=HHkSTb
https://hbsp.harvard.edu/tu/98e3dab7
https://hbsp.harvard.edu/tu/c4a4e0a4
http://yale.qualtrics.com/jfe/form/SV_d7sz3ipCXD12sjb

Detailed Outline of Class Sessions (7of7)

SESSION 13: LEADING AND DRIVING
CHANGE IN A SOCIAL SERVICE CONTEXT

Reading:

Jody Leleck at Broad Acres (HBS 9-810-042)

Exploring the CEQ’s Leadership Role in a Search Fund—Acquired Small Business
Six Basics for General Managers (HBR 89411)

Level 5 Leadership (HBR 5831)

Profiles in Entrepreneurial Excellence — A Holistic Approach

Servant Leadership

Assignment:

Please submit bullet points for what Jody should say to Weast to get the
permanent principal role.

Questions:

If you were Jody Leleck, would you want to lead Broad Acres?

What should Jody communicate to Jerry Weast to sell herself in order to win
the job? Be prepared to role play this in class.

If you were Jerry Weast, would you select Jody to do the restructuring?

How do you assess Jody’s performance to date as principal (use the Six Basics
reading as a framework)?

Does her performance to date indicate that she is the right person for the job?
What similarities and differences exist in leading and driving change in a not-
for-profit and a more traditional for-profit organization?

If Jody is offered the opportunity to do the restructuring, what should her
game plan be and what should her top priorities be? What risks exist in your
proposed course of action?

Survey:

Session 13

FINAL SUBMISSION

Reading:

Sugar Bowl (HBS 9-913-537)
Some Thoughts and Helpful Hints for Preparing Midterm and Final Submissions

in My Courses
A Value-Creation Journey

Intentionally no prompts (when you are a CEO, there are no prompts)
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https://hbsp.harvard.edu/tu/e540d747
https://yaleedu-my.sharepoint.com/:b:/g/personal/adam_wasserstein_yale_edu/EU3bXJh1UUxIo2cbe4u-MW8BHb9ngbvLEb8ujaiaU2Qumg
https://hbsp.harvard.edu/tu/82d34b2c
https://hbsp.harvard.edu/tu/b45a8241
https://yaleedu-my.sharepoint.com/:b:/g/personal/adam_wasserstein_yale_edu/ET6TKYPH3e5FuhRdLUmvFewB26xIADSfYoq_k_SMrlgVnw
https://yaleedu-my.sharepoint.com/:b:/g/personal/adam_wasserstein_yale_edu/EdoLOXpDp2xGn7rEe-ADHeEB4ZvgTwk9nKwi5nFrXNbypQ?e=7sKNfq
http://yale.qualtrics.com/jfe/form/SV_74d1xoI4YjMUF1j
https://hbsp.harvard.edu/tu/f8de9301
https://yaleedu-my.sharepoint.com/:b:/g/personal/adam_wasserstein_yale_edu/EWgCmTHivDpEmlaNajE9KvUBnNz4E4FJMYpaf7zABp80UQ
https://yaleedu-my.sharepoint.com/:b:/g/personal/adam_wasserstein_yale_edu/EWgCmTHivDpEmlaNajE9KvUBnNz4E4FJMYpaf7zABp80UQ
https://yaleedu-my.sharepoint.com/:b:/g/personal/adam_wasserstein_yale_edu/EbBDOho6YnlKk8_oNkC0bfIBY0pdT_32vG5_QTUgyxXdxQ

Faculty Biography

A. J. Wasserstein is the Eugene F. Williams, Jr.,, Senior Lecturer in the Practice of Management at the Yale School of
Management. His research, writing, and teaching concentrates on search funds, entrepreneurship, programmatic
acquisitions, and small businesses.

Additionally, he is a private investor with a long-term orientation, interested in lower middle market businesses and philanthropic
organizations where he can be positively impactful by using his experiences, time, and capital. Mr. Wasserstein was the president of
Onesource Water, the third-largest bottleless water service business in the US. Onesource Water was sold to Water Logic, a UK-based strategic
acquirer, in 2016. Previously, A. J. was the founder and CEO of ArchivesOne, the third largest records management company in the US.
ArchivesOne was sold to Iron Mountain (NYSE: IRM) after 17 years of operation.

A. J. was the recipient of the Faculty Teaching Excellence Award for outstanding teaching in elective courses at the Yale School of Management
in 2022 and 2024. The US Small Business Administration has recognized A. J. as the Small Business Person of the Year in Connecticut. A. J.
wrote a book on young adulthood that was a gift to his three children. The book’s title is What Matters Most: A Young Adult’s Roadmap to Life.

The instructor reserves the right to modify and/or change the syllabus as needed during the course.
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Grading Policy for Written Midterm and Final Submission

COURSE NUMBER: MGT 674
COURSE TITLE : LEADING SMALL AND MEDIUM SIZED ENTERPRISES

Assignment Description:

Students will submit written analyses of case studies. The written analysis should use the tools and techniques discussed in class and in the
assigned readings. The case analysis must be submitted prior to the class session when the case will be discussed. These four to five-page
papers should begin with a clear and concise recommendation and follow with succinct supporting analysis. There is no need to summarize
the case and the tone should be more professional and businesslike than academic.

Rubric

v'+ (14-16 points) Clear and concise recommendation followed with succinct supporting analysis. Provides both quantitative AND qualitative
analysis that goes above and beyond the case facts. Case facts are only repeated as necessary to make the recommendation
clear or prove a particular point. Multiple angles are considered with the risks and potential rewards associated with option
each clearly articulated.

v" (10-13 points) A recommendation is provided followed with some supporting analysis. Provides either quantitative or qualitative analysis that
goes above and beyond the case facts. Includes some unnecessary repetition of case facts. Limited options are presented and
risks/rewards are not always clearly articulated.

v'- (5-9 points) Assignment turned in late or simply restates case facts without a clear recommendation. Quantitative and/or qualitative
analysis of the case is limited and/or does not follow a clear logical structure.

Fail (0 Points) Assignment not turned in or submitted in violation of the honor code.
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Grading Policy for Attendance and Class Participation

COURSE NUMBER: MGT 674
COURSE TITLE : LEADING SMALL AND MEDIUM SIZED ENTERPRISES

Class Participation:

The basis for high-quality classroom participation is diligent preparation. Students should expect to spend several hours reading, assessing, and
analyzing each week’s materials on their own, and are encouraged to conduct further analysis in study groups prior to each class. Each session
focused on a case study will begin with a student opening the class, typically with his or her own assessment of the case. Throughout the rest
of the class, students will be asked to support or challenge the initial opening, as the Instructor facilitates a case discussion. Class participation
is an important part of this class. The more you contribute, the more you and your classmates will get out of the class and the more
stimulating the class will be for us all. So, active participation is strongly encouraged with a significant portion of your grade earned through
class participation. Please be prepared for the Instructor to ‘cold call’ on you in class. If you are not prepared to be called on, please turn your
name card upside down and the Instructor will not cold call (please limit your upside-down option to one session in the course).

Rubric

v+ (3 points) Student is thoroughly prepared for class and meaningfully involved throughout the class session in a reflective and deep way.
Preparation is outstanding and complete. Student has attempted and worked through the mathematical components of the
case. Student offers innovative perspectives and ideas using case data. Student relates analysis to other components of the
course and synthesizes course material into comments. Student is respectful of other comments in class when disagreeing or
confronting another student’s ideas.

v' (2 points) Student is consistently involved in the class conversation and volunteers and responds to being called on. Preparation is good
and there is some clear analysis and interpretation of case facts. Student uses tools and techniques explored in class. Student
agrees with or refutes other students’ comments in a respectful and analytical way. Support is fact and data based

v'- (1 points) Student responds with case and reading facts when called on or voluntarily offers case or reading facts on an infrequent basis

0 (0 Points) Student is not in class
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