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Saturdays, D301, 9:00–11:50am

       FEMBA 298D  Winter 2003 

 Instructor:  Bill McKelvey

Strategic Management for Consultants

Purpose: This course is designed for students who anticipate accepting positions in the consulting industry, that is, graduates who will very quickly be thrust into CEO-level client discussions where the results of revenue, cost, market, and industry analyses are translated into new organizational approaches for carrying out altered strategic policies aimed at achieving sustained competitive advantage. It responds to needs of consulting firms to hire MBAs willing and able to bring state-of-the-art consulting approaches into the consulting firm, and attempts to get MBAs “beyond conventional ‘consulting’ wisdom” about strategic organizing. The course focuses on how consultants can best bring client managers up to speed on state-of-the-art strategy development and strategy implementation approaches likely to foster sustained competitive advantage, and how consultants should intervene to bring about state-of-the-art strategic management in client firms. Ten (plus) state-of-the-art consulting approaches are evaluated as to their relevance, practicality, and academic soundness. All approaches are considered in the context of CEO level consulting, corporate governance and change, as well as consulting firm applicability.



Weekly Topics
 


Consulting Approaches

1. 1/11

Strategy


Porter, “What is Strategy?” (HBR, Nov.-Dec. 1996)—Read this one before 1st class





   Besanko, Dranove and Shanley, Economics of Strategy (1999) (review this on your own)





   Review of Competitive Strategy; Firm-Effects Model, Complexity Model





   Transaction Cost Economics 
2. 1/18

Strategy Finding

Collis & Montgomery, Corporate Strategy: A Resource-Based Approach





   Slywotzky, Value Migration (1996) 





   Strategy Finding

3. 1/25

Creating Industries

Hamel & Prahalad, Competing For The Future (1994)





   Collins and Porras, Built to Last (1994)





   Core Competencies, Dynamic Capabilities,





   Staying in Front of Industry Evolution
4. 2/1

People


O’Reilly & Pfeffer, Hidden Value: How Great Companies Achieve Extraordinary 





   Results with Ordinary People (2000)





   Lawler, Rewarding Excellence; Pay Strategies for the New Economy (2000)





   Human and Social Capital 





   Informal Organization and the Social Agent
 2/8




NO CLASS

5. 2/15

Complexity

Pascale, Millemann, Gioja, Surfing the Edge of Chaos (2000)





   Kelly and Allison, The Complexity Advantage (1999)





   McKelvey, B. (2003). “Toward a Complexity Theory of Entrepreneurship,” J. of Business Venturing.





   Basic Complexity Theory
6. 2/22

Organizational Learning
Argote, Organizational Learning (1999)





   Krogh, Ichijo, Nonaka, Enabling Knowledge Creation (2000)





   Strategy Finding, Leadership, Complexity Theory, Leading Social Capital Growth





   Kinds of Knowledge: Generalization across time and across firms and industries
7. 3/1 

Knowledge Creation
von
Stacey, Complex Responsive Processes in Organizations (2001)





   Boisot, Knowledge Assets (1998)





   McKelvey, “MicroStrategy from MacroLeadership: Distributed Intelligence…,” (2001)





   Integrating across Argote, Nonaka, Boisot, Stacey, and McKelvey 
8. 3/8

Organizing

Ashkenas, et al., The Boundaryless Organization… revised & updated (19??)


Turnaround

   Tichy & Sherman, Control Your Destiny, 2nd ed. (1999) 


Leadership

   Slater, Get Better or Get Beaten: 29 Leadership Secrets from GE’s Jack Welch (2001)





   Ulrich et al., The GE Work-Out





   Lessons from Jack Welch at GE
9. 3/15

Alliances


Yoshino and Rangan, Strategic Alliances (1995)





Doz & Hamel, Alliance Advantage (1998)





   McKelvey, “Managing Coevolutionary Dynamics” (2002)





   Top-down vs. Bottom-up Management
10. 3/22

Change


Nadler, Champions of Change (1998)





   Kotter, Leading Change (1996)





   Leadership and Change


Notes

1. A book a week may seem like a lot of reading, but actually with a little guidance and practice you can get most of what you need to know out of these books in three hours, with a more focused second reading as necessary. I have selected books written for the executive audience by well known academics, so there actually is substance—as opposed to books written by consultants and free-lance authors, which are mostly “froth.”

2. The first half of each class will focus on the book of the day. Students will be assigned to present:  “Why you should use it!” and “This book is witch doctoring!” views of each book. Each class will start with the presentations of these two views for each book. Students are encouraged to practice their “consulting presentation” skills while doing these presentations—that means good solid substance with a tasteful amount of “showtime” to help get the message out and remembered. Those wishing to challenge the starting presentations will be highly valued—by me anyway!

3. Lectures, additional presentations, and discussion will fill out the second half of each class.

4. I assume that you come to the class motivated by hoped-for career success, interest in a timely and important subject matter, and getting value in return for the fee you have paid. Everyone starts with an “A.” It is possible that some will convince me they deserve an “A+” and others may convince me otherwise, with an appropriate grade to follow. The “Administration” wants me to give 50% Bs. You have to convince me otherwise.

5. Each student will be required to hand in a 10 page report in which he or she integrates the message of five books and spells out the implications of the message for his or her firm.

Class Activity: Class starts with a discussion of a consulting approach that focuses on a topic of current significance, as developed in a recent practitioner oriented book. In trying to get beyond sound-byte superficiality and naive out-of-date frameworks, the objective of each class discussion will be to:

1. Understand the nature of the topic in reasonable depth;

2. Consider, analyze, and discuss a variety of student inputs and perspectives; 

3. Synthesize academic and practitioner perspectives; 

4. Cover a range of diagnostic and solution approaches;

5. Boil the complexity down to a usable ‘take-away” framework and “percentage plays.”

Class Preparation and Hand-ins:

Each student must email to me: 
Three comments on:  
“Why this book would help my firm;” and
 



Three comments on:
“Why this book is witch doctoring.”
Due 8am Friday morning to:  bmckelve    or    mckelvey@anderson.ucla.edu    Please, no attachments.
I will focus much of the discussion around the reservation comments—so put some time into them, make them pointed, penetrating, thoughtful, indicative that you read the book, and sophisticated (as opposed to simple-minded complaints!). This is where my opinion of your competence starts.

Term Paper:  Each student needs to work up an outline of a proposed topic and then work out a “contract” with the instructor.

Final Grade based about 25% on classroom performance, 25% on email “hand-ins,” and 50% on the term paper.
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