FRANKLIN P. PERDUE SCHOOL OF BUSINESS

Spring 2014
BUAD 695: Project Consulting 

 Tues 6:00 PM- 7:45 PM
362 Perdue Hall
Course Description 

This is a hands-on course designed to help MBA students to develop the skills necessary to effectively serve as a consultant. Using principles and techniques learned in the MBA curriculum, student teams work with organizations to analyze problems and opportunities, devise solutions, and present recommendations. Each student will be a member of a team that will serve as consultants under faculty supervision to an organization for the entire school year. Students will learn to apply their technical and functional expertise to solving “real-world” problems while developing critical consulting skills such as client communication, team dynamics, critical thinking, and problem solving.
Course Pre-requisite    
Admission to the MBA program.  

Course Objectives 

Students will develop:

1) An understanding of the consulting process and a logical and systematic process for identifying the problems of an organization
2) The ability to create value for a consulting client. The solutions can take the form of new methods, processes, approaches, systems, products and/or services
3) Skills in establishing relationships and building trust with fellow team members and a client; presenting findings and recommendations
Instructor 

Dr. Stephen B. Adams
Associate Professor of Management

Office: Room 324, Perdue Hall

Office Hours: Tuesday 10:00-11:00, 1:45-2:45, 5:00-6:00
Thursday 9:30-11:00
and by appointment
(410) 677-5058   sbadams@salisbury.edu

Professor Adams holds degrees from the University of California at Davis (A.B.), the University of Michigan (M.B.A.), and Johns Hopkins University (Ph.D.). He is the author of Mr. Kaiser Goes to Washington: The Rise of a Government Entrepreneur and, with Orville R. Butler, Manufacturing the Future: A History of Western Electric. He has worked in corporate finance for Silicon Valley firms in various stages of development, and in valuation, consulting for firms in electronics, telecommunications, chemicals, broadcasting, and sports, including extensive work with firm founders. He is a principal with the consulting firm BHG.

Class Operation 

The role of the instructor is to serve as a facilitator and resource for the team and the client, to provide structure for the consulting process, to monitor progress of the teams, and to grade their performance. The course will proceed as follows:
1. Assignment 
The instructor assigns students to teams and a client. Each team researches the industry and company, drafts a 3-4 page analysis of the client’s competitive situation, then makes a list of questions for first client meeting (including requests for information).
2. Initial Meeting

Student team and instructor meet with client to determine organization needs.
3. Engagement Letter 
Student team drafts and engagement letter, which acts as a contract. The letter should specify the expectations for the team, delineate the timeline (including milestones) for the completion of the project, identify the methods of data collection and what data is needed.  See sample attached as Appendix.
4. Interviews
Team members conduct interviews as needed with client representatives, customers, or key stakeholders.
5. Progress Reports 
Provide periodic updates to the client on the team’s efforts based on the timeline established in the engagement letter.
6. Written Report 
The written report delineates the nature of the project, provides background research related to the project, an assessment of the current organization as it relates to the project’s area of interest, illustrates the team’s research and provides final recommendations of the team to the organization.
7. Client Presentations 
The client presentations summarize the findings and recommendations and allow the client an opportunity to question the team’s methods and results.  It also affords team members an opportunity to improve their presentation skills. 
8. Peer Reviews
Students will evaluate their peers based on teamwork, adaptability, workmanship and effort.  The evaluations will be an important factor, along with feedback from the client, in the grade assigned by the professor.
9. Reflection Papers
Each student will each write a 5-6 page paper in two parts

A) First, regarding the project and relationship with the client:

I) How would you characterize your relations with the client? 

II) How do you think your project will fit into the organization’s goals?
III) What do you expect to result from implementation of your results? Or, what are the reasons for non-implementation?
IV) What is your prognosis for the client and their organization?
B) Second, regarding more general lessons:

I) What did you learn about the consulting process from this project?

II) What did you learn about yourself?

Journals

Consultants keep track of their time. You will each detail your meetings and activities involving the client and project:

Meetings (M) include discussions of the project with team, instructor or client.

Activities (A) include any efforts you perform alone, such as research or analysis.

Sample Individual Journal

	Date
	Beginning Time
	Duration

(hours)
	M/A
	Description

	10/11
	Noon
	2.5
	M
	Participants: Team, instructor, and client. 

Client provided detailed marketing budget. 

	11/30
	4:00 p.m.
	0.5
	A
	Prepared Power Point presentation


Class Policies and Resources
Attendance
 
Class will meet as needed. Since you are expected to learn from each other with class discussion, attendance and participation are therefore required.  
Withdrawal from Class

Should you decide to drop or withdraw from this course or withdraw from the University, you must comply with the official procedures (confer with the Office of the Registrar) or receive a grade of “F” for this course.

Confidentiality
In this course, you will be privy to information about your client and about the client of your classmates. Success of this class relies on the free flow of that information, and on the comfort the client feels that such information will go no further.
The Perdue School of Business Code of Conduct
 
All students are expected to conduct themselves in a manner consistent with the principles and guidelines as outlined in the Franklin P Perdue School of Business “Business Student Code of Professionalism.” This document may be found at:

   MACROBUTTON HtmlResAnchor http://www.salisbury.edu/perdue/Student_Professional_Development/Code _of_Conduct.htm

Academic Integrity/Plagiarism
 
Because of the University’s commitment to academic integrity, plagiarism or cheating on course work or on examinations will result in penalties that may include a grade of “F” for the specific exam or course work and a grade of “F” for the entire course.  Plagiarism is the unacknowledged use of other people’s ideas and words as outlined in the Salisbury University Student Handbook (see:    MACROBUTTON HtmlResAnchor http://www.salisbury.edu/students/handbook/
) under the “Policy on Student Academic Integrity.”  

Appendix 
 Sample Engagement Letter


(Date)

(Name) (Last Name) 
(Company)  
(Street Address) 
City) (STATE) (Zip)

Dear (Salutation) (Last Name):

We are pleased to serve as business advisors for __(Company) ___________.  We look forward to providing you with the high quality services you expect from your professional service providers.

As your business advisors, we will perform the following:


[Insert scope of work, a tentative schedule, and description of deliverables]

Our commitment to delivering superior service means that we strive to demonstrate initiative, anticipate problems, propose solutions, and communicate effectively with you and other members of management throughout the period of engagement.  In addition, during our work with you we will be alert for opportunities to bring insightful and constructive suggestions for improving management information, operating and accounting procedures and controls as appropriate.  . 

Should you have questions about this agreement, please let us know.   If you find the arrangements acceptable, please acknowledge your agreement to the understanding by signing and returning to us the enclosed copy.

Again, it is our pleasure to work with you and your organization.  

Very truly yours,

 



(Date)
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