MBA 695

MINNESOTA STATE UNIVERSITY, MANKATO
Department of Management

MBA 695

Business Policy and Strategy
Section 01, W,   6:00pm – 9:45pm MH 209
Spring Semester 2011
Professor Tim Scott

Office: 249 Morris Hall

Web page:      www.business.mnsu.edu/tyrone
Office Hours: See my web page above
Office Phone: 389-2478

Home Phone: 345-8103 

Home E-mail:  tyrone@chartermi.net

Office E-mail:  Timothy.Scott@mnsu.edu  
Perquisites
If you are not graduating in December or May, you probably should not be in this course without permission.
Books and Software
A. Scott, Kaliski, and Anderson, Micromatic: A Strategic Management Simulation, Cengage, 2011Micr.  The simulation package is purchased directly through me (I’m part of Oak Tree Simulations).  Each student must purchase the simulation package in order to be part of a firm.  The cost is $40 and you will need your credit card to purchase.  You need to logon to www.oaktreesim.com/micromatic and follow the instructions for registration and payment through PayPal.  The complete registration instructions are on my web page.  The industry Validation Code is:  MBA 695 Spring 2011
B. Download set of readings and cases from McGraw Hill Create available  ISBN: 9781121042520   Title: MBA 695   www.mcgrawhillcreates.com/shop 
Course Objectives and Goals
A.
To develop an appreciation for and understanding of the nature of top management decision-making.  To become aware of what is involved in such decisions. To develop skills in forecasting the probable consequences of given decisions.

B.
To develop knowledge about goal setting, complex decision processes and plan formulation. To develop skill in establishing objectives, strategies, and policies compatible with the external environment and consistent with the internal capabilities of the firm over time. To develop skill in planning for or anticipating changes in the market and/or in the social-legal environment. To develop plans for acquisition and maintenance of internal resources.

C.
To develop skill in relating the operation of a particular department to the operation of the business as a whole.  To develop skills in the integration of the several parts of a business. 

D.
To develop and refine analytical skills required in decision-making. To be exposed to a variety of situations requiring various analytical techniques ranging from intuition to sophisticated models. To provide an opportunity for the student to attack problems outside the major area of interest or training.

E.
To develop knowledge of the more or less common and/or continuing problems of business enterprise. To identify those problems which can be attacked on the basis of experience because of their recurring nature. To become familiar with managerial heuristics for attacking problems.

F.
To develop written and oral presentation skills.

GENERAL NATURE OF COURSE WORK

This course is the last required course in the MBA sequence. It is a course in strategic management that involves setting direction for the firm and marshaling the resources necessary to achieve the established goals. The course consists of a number of cases and a business simulation in which I expect you to integrate his/her knowledge about various areas of business administration (e.g., Economics, Finance, Marketing, MIS, Operations, Accounting, Human Resources, and Management) and to effectively apply the tools and techniques developed in previous courses for the analysis and solutions for business problems.

POLICIES AND PROCEDURES

A.
Class Attendance. Class meetings are regarded as important business appointments. Prompt, regular attendance is required and will be considered in determining your course performance. 

B.
Late Reports. No assignments will be accepted after the time due without prior consent unless the circumstances responsible in my judgment are such that, prior consent could not have been obtained. 

C.
Course Grades
ETS Exam
   25 points

Case Papers,
 80 points
Exams and Quizzes
? points 

The Plan and Industry Analysis
100 points

1. Draft 1 
 10 points

2. Draft 2 
 10 points

3. Draft 3 
10 points

4. Draft 4 
 20 points

5. Final Draft 
 30 points

Team Simulation Finish 
25 points

Solo practice Exam
20 points

Solo Simulation Final Exam Assignment
25 points

Team Presentation
20 points

Peer Evaluation
40 points
Class participation and other *

*Extra-Credit Time Study Assignment worth up to 10 points with any points added in after I determine grades without the Time Study.  If additional Time Study points bring your total above a grade cutoff point, I will raise your grade. You get one chance to recite the Mudjokivis to the class for 5 additional extra-credit points. 

CASES

Most of the cases are designed to provide exposure to complex decision-making in a variety of settings. They will be used for class discussion and as written assignments. You are to be prepared to discuss each case. Where appropriate you will be expected to provide the calculations and/or analysis to support your arguments. See Report Specifications on my web page
MICROMATIC SOLO 

You will be using Micromatic Solo in three ways. First, you will use it to learn about the simulation rules and how to use the simulation software. In this practice mode you can experiment with the software as much as you wish.  Second, we will use Solo for examination purposes.  Finally, you have the option of earning extra credit with Solo.  In practice mode you would run Solo for eight to sixteen quarters.  The extra credit points earned are added to the final points at the end of the semester. If you finish the practice mode exam prior to the date indicated on the syllabus you can notify me by email (send me the Excel file) and I will record the extra credit points earned.  You can continue to play to try to earn a higher level of extra credit points.
WEDNESDAY NIGHT SCHEDULE 
W March 16 
Overview of course, course mechanics, name cards, information sheets, group formation, writing standards, e-mails, set up China game, etc.


Readings:

· A Guide to Case Analysis, (link on my webpage) or http://www.mhhe.com/business/management/thompson12e/student/olc/case_analysis.mhtml
· Scott, Kaliski, and Anderson, Micromatic: A Strategic Management Simulation, Oak Tree Simulations, 2011. http://oaktreesim.com/dev/ 
· e-book - Chapters 1-2

Solo Demos

Group formation


Photos

W March 23
Introduction to Competitive Micromatic Tournament Problem 


Micromatic quiz


Go over Micromatic Solo assignment

Trial Team Decisions?

Readings: e-book Chapters 1-2
Mystic Monk Coffee  2-page paper – Question 6 below
1. Has Father Daniel Mary established a future direction for the Carmelite Monks of Wyoming?  What is his vision for the monastery? What is his vision for Mystic Monk Coffee? What is the mission of the Carmelite Monks of Wyoming?

2. Does it appear that Father Daniel Mary has set definite objectives and performance targets for achieving his vision?

3. What is Father Prior’s strategy for achieving his vision?  What competitive advantage might Mystic Monk Coffee’s strategy produce?

4. Is Mystic Monk Coffee’s strategy a money-maker?  What is MMC’s business model?  What is your assessment of Mystic Monk Coffee’s customer value proposition? Its profit formula? Its resources that enable it to create and deliver value to customers?

5. Does the strategy qualify as a winning strategy?  Why or why not?

6. What recommendations would you make to Father Daniel Mary in terms of crafting and executing strategy for the monastery’s coffee operations?  Are changed needed in its long-term direction? Its objectives? Its strategy?  Its approach to strategy execution?  Explain your answer for Question 6 in 2 pages + exhibits.
W March 30
Q 1 decision due 


Q 2 decision due


Q 3 decision due

The Plan - 1st draft due

Readings e-book Chapters 3-4
W April 6
The Plan and Industry and Competitive analysis – send draft 2 as an attachment

Q 4 decision due


Q 5 decision due

Q 6 decision due

Making it Big 

1. What is your assessment of Cynthia Riggs’ performance as chief strategist of Making It Big? What overall grade would you give Cynthia Riggs for the job she has done as founder and CEO?

2. What are the key elements of Cynthia’s strategic vision for Making It Big? How has this vision evolved? 

3. What are the dominant business and economic characteristics of the plus-sized apparel market? 

4. Identify the key factors for success in the plus-size apparel market.

5. Which one of the five generic competitive strategies is Making It Big employing? Identify the key elements of MIB’s strategy.

6. What evidence indicates that the strategy is, or is not, working as well as it might? 

7. What does a SWOT analysis reveal about Making It Bag’s situation? Just how good of a situation is the company in?

8. What is your assessment of Making It Bag’s financial performance and financial condition? Is the company in good financial shape? Why or why not?

9. What major issues do you think Cynthia Riggs needs to address in positioning Making It Big for future growth?

Given MIB’s current situation, what recommendations would you make to Cynthia Riggs about improving MIB’s strategy? What resources does she need to develop or acquire? What actions do you think she should take to build the management team she needs to take her company to the next level? (3-page limit for recommendation)
W April 13 
Update of The Plan and Industry and Competitive Analysis - draft 3


Q 7 decision due 


Q 8 decision due 


Q 9 decision due
High Noon at Universal Pipe: Sell Out Or Risk Everything?

1. Is the PVC pipe manufacturing industry an easy industry to compete in? Why or why not?

2. Since this industry is a difficult one and the rivals are primarily aiming for market share why isn't it more consolidated? How is it possible for small competitors to survive?

3. Given that scale effects are limited and scope effects based on multi-plant ownership marginal why then did pipe manufacturers pursue market share with price reductions?

4. Why was the UPI’s acquisition in 1996 orchestrated by the Japanese owners unsuccessful? After all, (a) NIC was a leading vinyl siding manufacturer in Japan, (b) Kaneka had firsthand expertise in plastic products and PVC additives, and (c) the post-acquisition expansion strategy relied on this experience.

5. First aside: Is the $3 million offered by the private equity firm a fair price?

6. A second aside: Why do sudden price hikes by the resin suppliers result in a complete standstill of orders?

7. What are Dave Butler's options upon learning that UPI's owners want to sell the plant as quickly as possible? What are the ramifications and implications of each option?

8. Should Butler decide to acquire UPI what does he need to do before the all-decisive meeting with his Japanese bosses in Manhattan?

9. What should UPI’s post-acquisition strategy be?

10. What is your perception of CEOs ethics: Is Dave Butler representative of U.S. CEOs or does he belong to a minority?

W Apr 20 
The Plan and Industry and Competitive analysis (draft 4)



Q 10 decision due




Q 11 decision due


Q 12 decision due

W April 27
Micromatic Solo Final Exam  

You will turn in your plan before you start and will write an analysis in an individual e-mail message after you’ve finished the 8 quarters of play. Both submissions will be evaluated for satisfying performance for Rubrics 1 and 2.

The Plan and Industry and Competitive Analysis assignment due. (final draft)


What is your evaluation of the Micromatic industry, your company, and your competitive situation?  

Company Presentations and Awards

W May 4
Final Exam Day - The ETS MBA Exam
1

