
TO:   Randy Smith, Vice Provost for Academic Programs 
FROM:  Jennifer Schlueter, Faculty Fellow for Curriculum, Graduate School 
DATE:  16 June 2018 
RE: Proposal to create a Certificate in Business Leadership 
 
 
The Fisher College of Business is proposing a new Graduate Certificate in Business Leadership. 
This Certificate is developed with and for Honda R&D Americas, Inc. selected associates. The 
Certificate is designed to supplement previous degrees and further professional preparations 
for higher levels of ability in current roles and for advancement to new levels of leadership.    
  
The proposal was received by the Graduate School on 1 April 2018. It was reviewed by the 
combined GS/CAA Curriculum subcommittee, chaired by Faculty Fellow Jennifer Schlueter, in 19 
April 2018. Revisions were requested and were received on 1 May 2018. These revisions were 
electronically reviewed by the subcommittee, and, after a few final revisions, it was forwarded 
on to the Graduate Council on 11 May 2018. It was approved by the Graduate Council, via 
electronic vote, on 5 June 2018. 
 
 
 



 
 
 
Graduate Certificate in Business Leadership (for Honda R&D Americas) 
 
Proposal Revisions cover sheet 
 
 

1. Throughout proposal, please clarify the meaning of “term” in relation to the specific 
number of days or weeks for the proposed certificate program. The semester 
terminology may be better matched as per proposal page 14. 
 

Good suggestion: The terminology has been standardized and the word “semester” is 
used throughout the revised proposal. 

2. Proposal page 2: please clarify the specific number of credits that will be eligible for 
transfer to the degree program if a non-degree student who completes the certificate 
then opts to apply to the degree program and to use some of the course credit from the 
certificate program toward the degree program requirements. 
 

This detail has been added to the Executive Summary of the program that appears on 
page 1 (and this is referenced on page 2 under Evidence of Need.) 

3. Curriculum map graphic: consider consolidating the individual course-level maps into a 
single curriculum map for ease of review of the entire certificate program map. 
 

This has been done, and the single curriculum map appears on page 4. 
4. Proposal page 10 and elsewhere throughout: In addition to administrative and technical 

structure and process, a Graduate Studies Committee (GSC) oversees the program. 
Please add some description of the GSC for the certificate program in relation to GSC 
functions in the Graduate School Handbook, particularly in regard to section 14.1 on 
General Responsibilities. Also describe the roles of the graduate faculty advisors of 
students in relation to the certificate program.  
 

The description of the GSC has been added on page 10, along with a description of the 
roles of the graduate faculty advisors. 

5. Proposal page 14: What occurs if a student becomes out-of-sequence with the 
concentrated/executive format for the required coursework? 
 

This has been detailed and included on page 10 — along with the impact and rules 
regarding payment of fees. This will be detailed for the client in the third-party contract 
(MOU.) 

6. When do students begin the planning and work on their capstone projects? How is the 
capstone work feasibly incorporated into the plan of study which uses 3-day intensive 
coursework sessions? What is the process for supervision and mentoring of students for 
the development of their capstone projects? 
 

Details on the Capstone Project plans and the student’s work has been added to the 
summary of that 2nd semester course appearing on page 7. 
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EXECUTIVE SUMMARY 
 

This proposal is for a custom Graduate Certificate developed with and for Honda R&D 
Americas, Inc. (HRA), and would be open exclusively to their selected associates. The Graduate 
Certificate is designed to supplement previous degrees and further professional preparation for 
those selected associates, that they might both have higher levels of efficacy in current roles, and 
also advance to new levels of leadership. 

This program will allow Honda and The Ohio State University Fisher College of Business to 
work together on associate development, a goal the College and The University have sought to 
accomplish for many years. Presuming this program’s success, the Graduate Certificate will 
provide the basis for much more OSU/Honda engagement in the future. Honda’s desire is that 
this program would start in August, 2018, and our hope is that it can be approved for that 
timeframe. 

This graduate-level, for credit, non-degree program has been designed to meet development 
needs that were identified by HRA for their emerging leaders – specifically in the areas of 
business acumen and principled leadership. Honda provided Executive Education with 
confidential internal studies that provided the basis for this program’s development. 

The program curriculum will consist of thirteen (13) credit hours, and six (6) courses drawn 
from the Ohio State course catalog: Professional Business Communications Skills (2CR), 
Negotiations (2CR), Leadership Legacy (2CR), Strategy Formulation & Implementation (3CR), 
Finance I (3CR). The syllabi for these courses are included in the appendix. The second semester 
of this program will also include a Special Projects course (1CR) for their Capstone Project 
during which the students will apply and document learning in the Strategy Formulation and 
Implementation and Finance I courses through their jobs at Honda. 

Per the Graduate School guidelines, each student has the opportunity to apply credits earned in a 
Graduate Certificate program to another graduate-level program of study at the Ohio State 
University. The Graduate School currently has a limit of 50% of the total credit hours earned in 
a Graduate Certificate program (earned when in a non-degree status) that can be applied toward 
a graduate degree program. As such, up to six (6) credit hours from this Graduate Certificate in 
Business Leadership program can be applied to another graduate program, subject to the 
approval of that graduate program’s director/committee. 

This program is an integral part of the overall professional development program designed and 
driven by the Organization Development team at HRA. 
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EVIDENCE OF NEED 
 

A number of changes and occurrences – within the organization, and across the global 
marketplace – have led to a corporate initiative inside HRA that is focused on growing the 
capabilities and contributions of the HRA associates. This initiative is important to Honda as 
they seek to increase their competitive advantage and success in a rapidly changing business 
environment. This effort is equally important to the HRA associates as they work to advance in 
their responsibilities and their careers. 

The Organization Development team at Honda R&D has done a great deal of work to better 
understand their HRA associates, and to plot a development path for them professionally and 
personally. 

Assessments, surveys and extensive analysis uncovered the most salient needs and development 
opportunities for the HRA associates, who mostly come from the engineering discipline. What’s 
more, these professional growth areas that were identified align with the key elements of the 
Honda Leadership Model. This corporate model embodies four dimensions: 

Ø Logic & Reasoning 
Ø Results Focus 
Ø Personal, and 
Ø Human Skills 

 
Honda subsequently determined that fulfilling these development needs for their associates 
should include an educational program focused on building specific business knowledge and 
professional skills in the areas of leadership, strategy, finance, communications, and negotiation. 
They further determined that strategy and finance should have practical application in the 
workplace, as these are issues that their associates deal with daily. 

No existing credit-bearing program has been identified by HRA and Fisher Executive Education 
that can meet HRA’s requirements. Non-credit-bearing offerings do not meet the needs of 
HRA, as their internal funding model is not designed to support them. These needs and the 
requirement of a credit-bearing model led to the collaboration with Fisher Executive Education 
to develop a custom Graduate Certificate program that will allow HRA associates to build their 
knowledge and skills, strengthen their contributions, and become better leaders within the 
organization. Further, this program will allow participants to transfer their credits directly into 
Fisher College of Business graduate programs (within the limits described in the Executive 
Summary on page 1) should they be interested in earning additional graduate degrees. This is a 
benefit to the students, as they will have a clear path to a higher degree, and also a benefit to the 
Fisher College in the form of a new pipeline of prospective students for the graduate programs. 

The Honda Leadership Model is included in the appendix.  
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EDUCATIONAL GOALS & CURRICULUM OF PROPOSED CERTIFICATE 
 

A great deal of work was done by the Honda R&D leadership team to assess the HRA 
associates, and where the best opportunities for growth may lie for them as people and 
professionals, and for Honda and its customers. 

A number of competency goals emerged that clustered around the areas of leadership, strategic 
vision, creative thinking, and developing others. These competencies are interrelated, and 
typically evident in HRA leaders that are most effective at driving the organization’s success  
and growth. They include: 

Ø Vision 
Ø Strategic Mindset 
Ø Develops and Empowers People 
Ø Advanced Planning and Foresight 
Ø Delegates 
Ø Dynamic and Engaging Leader 
Ø Cultivates Innovation and Creativity 

 
Those seven competencies were combined with HRA’s five business acumen goals for the 
program, which are: 

Ø Strategy & Execution 
Ø Building Strategic Agility 
Ø Decision Making 
Ø Financial Management 
Ø Effective Communications 

 
  

Business Acumen Learning Objectives  
(based on HRA internal assessments) 

• Build skills in strategy development, and leading 
effective execution of strategy 

• Develop strategic agility to proactively adjust 
and adapt to business and market changes 

• Develop skills in effective decision-making 
• Build professional competence and confidence  

in financial management 
• Build an understanding the role and power of 

effective communications and negotiations 
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Program Curriculum, and the Curriculum Map Model 

Executive Education organized HRA’s goals into a curriculum map format, as illustrated below, to 
evaluate potential courses for the program and to ensure that the competencies (left/yellow) and 
business acumen goals (top/blue) were well covered through the curriculum. Bars are filled in to 
delineate which competencies and business acumen goals are covered by each course, and 
additional course notes are provided in the text box. 

 

Honda R&D - Content Map

5/7/18 Paul C. Velasco Page 1 of 1
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PROFESSIONAL BUSINESS COMMUNICATION 
SKILLS  (BUSMHR 7629 – 2CR)

Vision

Strategic Mindset

Develops & Empowers People

Advanced Planning & Foresight

Delegates

Dynamic & Engaging Leader

Cultivates Innovation & Creativity

NEGOTIATIONS  (BUSMHR 7244 – 2CR)

Vision

Strategic Mindset

Develops & Empowers People

Advanced Planning & Foresight

Delegates

Dynamic & Engaging Leader

Cultivates Innovation & Creativity

LEADERSHIP LEGACY  (MBA 6204 – 2CR)

Vision

Strategic Mindset

Develops & Empowers People

Advanced Planning & Foresight

Delegates

Dynamic & Engaging Leader

Cultivates Innovation & Creativity

STRATEGY FORMULATION & 
IMPLEMENTATION  (MBA 6293 – 3CR)

Vision

Strategic Mindset

Develops & Empowers People

Advanced Planning & Foresight

Delegates

Dynamic & Engaging Leader

Cultivates Innovation & Creativity

FINANCE I  (MBA 6221 – 3CR)

Vision

Strategic Mindset

Develops & Empowers People

Advanced Planning & Foresight

Delegates

Dynamic & Engaging Leader

Cultivates Innovation & Creativity

CAPSTONE PROJECT  (BUSMHR 7800 – 1CR)

Vision

Strategic Mindset

Develops & Empowers People

Advanced Planning & Foresight

Delegates

Dynamic & Engaging Leader

Cultivates Innovation & Creativity

The Capstone Project will be developed through continued discussions with Honda R&D. 

Faculty coaches will guide the participants in the research, preparation and presentation of 

a plan to apply the graduate certificate material learned throughout the program to their 

instructors, and to executives from Honda, for the improvement of the organization's 

effectiveness.

Strategy Formulation & Implementation covers two topic areas: Strategy Formulation develops an 

understanding of why some firms perform better than others, explores the capability to assess systems 

and industries effectively, and to understand the impact of strategic choices in systems. It also 

introduces Strategic Thinking, helping the students become more aware of the information that they 

need to make effective decisions, and to develop intellectual curiosity. Developing resource-based 

analysis and strategic decision-making acumen is a priority. Implmentation enables leaders to address 

the development of firm-specific capabilities, and the process through which decisions are analyzed and 

made to ensure that strategy is implemented as intended.

Every business has to make investment and financing decisions in order to maximize value 

and returns. This course introduces the concepts of financial analysis and discusses the 

financial implications of managerial decisions. The course takes an applied, user-based 

approach, with a course structure that encourages participants to apply learnings in real-

world situations.  Participants will be encouraged to present financial findings to an 

audience and defend their decision making.

“Admired leaders” achieve based on the quality of their results and their ability to cultivate 

followership and get things done. This course covers the role of communication in 

developing effective (admired) leader skills, including communication theories, 

perspectives, and most important—behaviors—that contribute to cultivating loyalty and 

driving results. Students will finish the course with a sound understanding of how 

leadership communication works, and with the ability to use communication to improve 

how they lead in all spheres of their personal and professional lives.

This course explores the major concepts and theories of the psychology of bargaining and 

negotiation, and the dynamics of interpersonal and intergroup conflict and its resolution. 

The class experience includes specific and direct feedback on how the students make 

decisions; structure conversations and questions in a persuasive manner; claim/create 

value; and influence their teams. It also aids students in developing the sophistication to 

analyze bargaining and conflict relationships, and to learn how to negotiate more 

effectively.

This course helps students explore and identify strategies and actions that enable them to 

be more effective leaders throughout their careers, as well as be more productive members 

of results-focused teams. It develops understanding of the behavior of people in 

organizations, as well as each student's own leadership effectiveness as a pivotal factor to 

career success. It develops the capacity to perform and achieve results along with, and 

through, other people—as a colleague, team member, or as a leader.
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The research and subsequent collaboration with HRA led to a set of courses that provides the 
knowledge and skills necessary to grow their associates into the next generation of leaders at 
HRA.  The proposed curriculum is comprised of five (5) core courses plus one (1) capstone 
project planned for the 2nd semester of study. In total, the Graduate Certificate proposed by The 
Ohio State University, Fisher College of Business will consist of a total of 13 Credit Hours (CR).  

The total, planned time commitment by students includes: 

Ø 136 total classroom hours for the 5 core courses 
Ø One-on-one meetings with faculty as required for the 1 capstone project 
Ø 225–270 hours of self-study, team work and independent study/capstone project 

engagement.  
 

The selected courses and key topics are summarized below. These six courses make up the full, 
required curriculum – there are no electives. Complete syllabi are provided in the Appendix. 

1ST SEMESTER: PROFESSIONAL BUSINESS COMMUNICATION SKILLS  

(BUSMHR 7629 – 2CR) 

Content 

Ø Strategic Communications 
• Developing objectives 
• Audience analysis 
• Presentation skills 
• Engendering trust 

Ø Crucial Conversations  
Ø Crucial Accountability  

Format 

Ø Mixed lecture and communication practice/reflection 
Ø 24 hours classroom instruction  
Ø ~40 hours self-study and team work  

1ST SEMESTER: NEGOTIATIONS (BUSMHR 7244 – 2CR) 

Content 

Ø Psychology of bargaining 
Ø Interpersonal/Intergroup dynamics 
Ø Relationship analysis and mitigation  
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Format 

Ø Mixed lecture, case discussions and role-play 
Ø 24 hours classroom instruction  
Ø ~40 hours self-study and team work  

1ST SEMESTER: LEADERSHIP LEGACY (MBA 6204 – 2CR) 

Content 

Ø Understand intangibles in value creation 
• Vision 
• Teams 
• Leadership 

Ø Evaluate and improve personal (leadership) effectiveness 
Ø Critically evaluate, establish and plan leadership goals  

Format 

Ø Mixed lecture, case discussions and presentations 
Ø 24 hours classroom instruction  
Ø ~40 hours self-study and team work  
Ø A Fisher College of Business Signature Course Experience 

2ND SEMESTER: STRATEGY FORMULATION & IMPLEMENTATION (MBA 6293 – 3CR) 

Content 

Ø Strategy & Execution 
• Develop models (RBA / VRIO / Others) 
• Develop capacity to assess systems and industries 
• Understand impact of strategic choices in systems 

Ø Foresight  
• Scan and identify emerging opportunities and threats 
• Develop responses to serve changing needs 
• Focus on developing resilient and agile strategies  

Ø Strategic Agility 

Format 

Ø Primarily case-method instruction 
Ø 32 hours classroom instruction  
Ø ~60 hours self-study and team work 
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2ND SEMESTER: FINANCE I (MBA 6221 – 3CR) 

Content 

Ø Fundamentals of financial economics  
• Time value of money, discounting procedures, calculating present values 
• The role of risk 

Ø Increasing the value of the firm 
• Evaluating and selecting investment projects 
• The connection between risk and return 
• Determining value by estimating cash flows  

Ø Practical application of the learning 

Format 

Ø Lecture and case method instruction 
Ø 32 hours of classroom instruction 
Ø ~60 hours self-study and team work 

2ND SEMESTER: CAPSTONE PROJECT (1CR) 

Content 

Ø Guided Capstone Project – this project utilizes the content from the Strategy 
Formulation & Implementation and Finance I course to apply the learnings in a 
meaningful way to Honda R&D. 

Format, and Timing within the program’s “executive format” 

Ø The capstone projects will be conducted during the second semester of the program, 
January – April, 2019.  While this timespan mirrors the traditional spring semester, it is 
also formulated to meet the needs and desires of the corporate client.  The capstone 
projects will be managed through a regular cadence of assignments and periodic reviews 
over a 14-week period with specific assignments/check-ins due roughly every 3 weeks. 
The final project report–outs are delivered during the final day of the semester.  

Ø Either a single aggregate coach/mentor (who is also a Graduate Faculty member) will be 
assigned to all groups, or several different faculty members will each serve as 
coach/mentor and advisor.   

Ø The faculty teaching in this program have extensive experience with capstone projects 
and will ensure that consistent assignments and work are completed, as well as reviewed 
with a grade being assigned for this one-credit portion of the certificate program. 
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PROPOSED PROGRAM STRUCTURE AND ANTICIPATED DATES 

The program utilizes an “executive format” similar to the Fisher College’s Executive MBA and 
MBOE programs. This provides flexibility for working professionals while maintaining 
appropriate contact and engagement hours for each course. 

The following dates have been selected by HRA to meet their education policies and funding 
mechanisms (tied to their fiscal year) and to work within other HRA calendar constraints. 
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ADMINISTRATIVE ARRANGEMENT FOR THE PROPOSED PROGRAM 
 

This graduate-level, for credit, non-degree program will be a third-party contract program 
between HRA and Fisher College of Business. The program has been designed to meet those 
specific needs identified by HRA for their emerging leaders.  

In keeping with the guidelines governing 
Graduate Certificate programs, the courses 
have been selected from the Ohio State 
course catalog, and will be taught by Ohio 
State faculty. 

The program design and schedule has been 
aligned with the specifications and 
requirements of the Honda tuition 
reimbursement benefit, allowing those 
monies to fund the program. 

The courses will be taught on the Fisher 
campus, with one exception (due to a 
football weekend.) That one session will be taught at the James A. Rhodes Conference Center, 
the Ohio State learning facility recently opened at the Transportation Research Center near the 
HRA headquarters. 

Fisher's executive education department has collaborated with HRA on all aspects of the design 
and delivery for this program. This Fisher team has the required resources and experience to 
implement the plan. This team currently handles all administrative responsibilities—including 
recruiting, admissions, course enrollment, logistics, graduation, and student management/affairs-
for the Fisher Executive MBA; Master of Business Operational Excellence (MBOE); and the 
BRIGHT New Leaders for Ohio Schools MBA program. 

Fisher's executive education team is already working closely with ODEE, and will execute an 
MOU defining the respective roles and responsibilities to ensure the success of this program for 
all concerned. The executive education team has a close working relationship with ODEE based 
on past third-party contract admissions into our existing degree programs.  

A third-party contract between HRA and Fisher will be executed that will adhere to the 
guidelines for third-party Graduate Certificate programs, and will specify all relevant details of 
the program and agreement. This, too, is a regular responsibility for the executive education 
team for its clients and programs, working in collaboration with OSU Legal. 

 

Academic Third -Party Contract Courses are credit courses  
for undergraduate or graduate credit that are offered to a 
restricted population which is determined by the academic 
department and/or program offering the course.  

There is a Memorandum of Understanding agreement between 
an enrollment unit (college) and/or academic department and 
ODEE - Student Services, Contractual Outreach. There is a 
contract or grant between the academic unit and a third party 
such as a private business or governmental agency.  

The enrollment population for these courses often involves 
professionals from businesses/corporations, government 
agencies, elementary and secondary schools, medical 
professions, or other specific group of individuals (students). 
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Graduate Studies Committee (GSC) Oversight 

A Graduate Studies Committee for this Graduate Certificate in Business Leadership program 
will be formed consisting of two members of the Fisher College of Business Executive 
Education committee, plus one member of the college Graduate Faculty with teaching duties in 
the program.  The two members from the Executive Education committee are selected to 
support the non-traditional role of this program as being offered to a third-party corporate 
client.  The three graduate faculty will provide guidance on admission, advising, course content 
and other required components as outlined in the Graduate School Handbook, Section 14.1 

Student Participation and Progress within the Executive Format of the Program 

Thirty (30) days prior to each scheduled semester of courses, HRA will provide a final roster of 
students who will participate in the program during that semester, and the total fees for that 
semester will be calculated and invoiced to Honda in accordance with the third-party contract. 

If an enrolled student decides not to participate in the first or the second semester of the 
program, they may drop out of the program by providing written notice five (5) days before the 
semester begins. In this instance, the full amount of that student’s tuition for that semester (less 
any non-refundable amounts for course materials) can be refunded to Honda. This assumes that 
the 20–student minimum is still met, otherwise no refund will be issued. 

If a student chooses to drop the coursework or discontinue after a semester begins, no refund of 
tuition will be granted for that semester. 

If a student is enrolled and participates in the first semester of the program, they are not required 
to enroll and participate in the second semester of the program, although no Graduate 
Certificate can be issued without satisfactory completion of all coursework. 

If a student completes the first semester of the program, and they choose not to participate in 
the second semester that immediately follows, they will be permitted to enroll in a subsequent 
offering of those same second–semester courses to complete their program of study. The 
student must complete the full course of study within thirty-six (36) months of their start date. 
Note: This assumes that subsequent cohorts of the Honda Graduate Certificate in Business 
Leadership program are offered each year, and available for enrollment. Otherwise, there will be 
no opportunity for that student to earn this specific Graduate Certificate from Ohio State.  

In the event that a student is unable to complete the full curriculum for the Honda Graduate 
Certificate in Business Leadership program, they are permitted to apply any credits earned to any 
other academic program offered by Ohio State pursuant to the policies, rules and fee schedule of 
the university and that selected program.  
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PROSPECTIVE ENROLLMENT 
 

Prospective enrollment for the Graduate Certificate in Business Leadership (Honda R&D 
Americas) is established by the contract between the Fisher College of Business at The Ohio 
State University and Honda R&D, and is expected to be between 20 and 30 students for the first 
offering of the program. Presuming that the program is successful, HRA intends to maintain at 
least that level of enrollment for several years. In addition, the American Honda Motor Co., Inc. 
is evaluating this program or a derivative offering for potential expansion to a greater 
population. 

Eligibility 

Honda R&D Americas understands the requirements for admission in to a graduate level 
program at The Ohio State University, and candidates for this program will be appropriately 
qualified. All prospective participants will be pre-screened by Honda, and then go through a 
standard admissions process with OSU requirements. Expectations are similar to the existing 
EMBA and MBOE degree programs, and include: 

Ø Undergraduate 4-year degree from an accredited university, 
Ø 3.0 minimum GPA for applicants (or may be subject to additional screening, such as 

GMAT or GRE testing), 
Ø Resume, 
Ø Letter(s) of Recommendation, and 
Ø Responses to essay questions. 
 

HRA understands that OSU is under no obligation to accept a candidate despite HRA pre-
screening, and that HRA must propose sufficient pre-screened candidates to meet the 
contracted minimum enrollment of 20 participants in this program.   
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BUDGET 

FINANCIAL MODEL 

OVERVIEW 

HRA is using their existing tuition reimbursement budget in order to fund this program without 
allocating new monies. In order to access tuition reimbursement, courses must provide academic 
credit on a transcript, and students must earn a B or better in all courses. The program must also 
occur over two HRA fiscal cycles (calendar year) in order to access enough funds to compensate 
OSU for this program. This makes timing of the program start date in August a critical issue.  

Students will be personally responsible to Honda for any courses in which they do not earn 
proper credit.  

Being a third-party contract program, Ohio State Fisher will be paid full tuition for the number 
of students enrolled at the beginning of each semester (minimum 20 students) regardless of 
student attendance/completion, or their performance in the course.  

Tuition & Program Revenue 
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FCOB APPROVAL 
 

This program has been reviewed by the Fisher College of Business MBA Policy Committee, and 
credits earned through the Graduate Certificate in Business Leadership will be approved for 
application to the Working Professional MBA program, subject to the standard limits 
determined by The Graduate School. The Fisher College of Business Dean’s Office has also 
approved this program, as noted below. 
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APPENDICES 

 

STUDENT	ADVISING	SHEET	

 

GRADUATION DEADLINE  
A student pursuing a graduate certificate program must submit the Application for Certificate 
Completion form to the Graduate School no later than the third Friday of  the semester (or third 
Friday of  summer term) in which completion from the student's certificate program is expected. 
https://gradsch.osu.edu/handbook/8-2-special-graduate-programs-graduate-certificate-programs 
Graduate Certificate recipients, if  not part of  a larger degree program, will not participate in the 
commencement ceremony nor appear in the commencement bulletin. 
It is your responsibility as a student to know the published policies governing the curriculum you are 
pursuing, as well as the regulations and procedures of  the college and the university. For potential 
updates visit fisher.osu.edu or contact your academic advisor. 

CORE REQUIREMENTS:
Course # Title HRS
BUSMHR
7629

Professional Business 
Communication Skills 2

BUSMHR
7244 Negotiations 2

BUSMHR
6204 Leadership Legacy 2

MBA  
6293

Strategy Formulation and 
Implementation 3

MBA  
6221 Finance I 3

BUSMHR 
7800 Capstone Project 1

The program consists of  a core curriculum of  
required courses, totaling 13 credit hours, that 
were chosen based on the needs identified by 
Honda R&D following associate assessments/
analysis, and a review of  business requirements.  
The program utilizes an executive format,  
similar to the Fisher College’s Executive MBA 
and MBOE programs. This provides flexibility 
for working professionals while maintaining 
appropriate contact and engagement hours for 
each course. 
All students in the cohort will attend all of  the 
courses in lockstep on following dates that were 
selected by HRA to meet educational and funding 
goals, and to work within other HRA calendar 
constraints.

HONDA: Graduate Certificate in Business Leadership

1st semester three courses: Business Communications Skills; Negotiations; Leadership Legacy 

August 16–18, 2018 October 4–6, 2018 (football weekend) December 13–15 2018

2nd semester three courses: Strategy Formulation and Implementation; Finance I; Capstone Projects 

January 10–12, 2019 February 28–March 2, 2019 April 11–13, 2019

Thursday Friday Saturday

Strategy and  
Implementation Finance I Strategy and  

Implementation

Finance I Strategy and  
Implementation Finance I

Thursday Friday Saturday

Finance I Strategy and  
Implementation Finance I

Strategy and  
Implementation Finance I Strategy and  

Implementation

Thursday Friday Saturday

Strategy and  
Implementation Finance I

Finance I Strategy and  
Implementation

Capstone  
Projects  

Report-Outs

Thursday Friday Saturday

Business 
Communications 

Skills
Negotiations Leadership 

Legacy

Thursday Friday Saturday

Business 
Communications 

Skills
Negotiations Leadership 

Legacy

Thursday Friday Saturday

Business 
Communications 

Skills
Negotiations Leadership 

Legacy
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PROGRAM TIMETABLE 

 

 

HONDA LEADERSHIP MODEL 

 

 
 
 
 

Honda R&D GRADUATE CERTIFICATE

4-20-18  v2

2018 March April May June July August

5 12 19 26 2 9 16 23 30 7 14 21 28 4 11 18 25 2 9 16 23 30 6 13 20 27

Go Forward

Program Dates—Finalized

Core Courses—Finalized

Faculty recruitment & commitment

Academic Approval (university)

Final Pricing  

MOU–w/ HRA

MOU–w/ ODEE

Recruiting—HRA X X

Admissions—ODEE

Enrollments—ODEE

Kick-Off—at HRA & online

Pre-Work for students

Session #1   August 16–18, 2018
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COURSE SYLLABI 

The courses selected for this program were chosen from the existing Ohio State course catalog.  
 
Syllabi for those existing courses are included here for reference. The faculty recruited to teach the 
courses in this program may differ from those listed on these syllabi. 

 

 

 
 
 
 
 
 

 



 
 

 
PROFESSIONAL BUSINESS COMMUNICATION SKILLS 

(BUSMHR 7629 – 2 CR) 
Instructor: Mark Sullivan 

 
 
Syllabus 
 
Course Topics and Goals 
 

Making a difference in a fast, high-change environment often involves addressing contrasting opinion and 
performance differences in a skilled, constructive and, sometimes courageous manner. Research 
indicates that almost 85% of all leaders derail due to an inability to recognize or successfully address 
conflict in a timely, well-practiced manner. Conversely, high performing leaders who consistently deliver 
superior results, do so with a capacity to collaboratively access and transform prickly, challenging issues 
into common areas of agreement and commitment. Further they are able to deliver tough messages, 
dramatically change expectations and challenge dysfunctional behavior in a constructive manner.  

This fast-moving, research-grounded, experiential-based course focuses on further building relational 
(people-to-people) engagement muscles to conduct “straight talk,” in big and small ways, when it really 
counts. The underlying principles further builds a capacity to hold people accountable, while increasing 
commitment and performance. It drives and sustains impact and competitive advantage at the leader, 
team and organizational level.  

The primary thrust of the work is based on the award-winning New York Times Best-Seller “Crucial 
Conversations” -- a perennial favorite found in signature Fortune 500 executive education programs. 
Included will be strategically-crafted applied research that further reinforces high performing practices and 
models in a series of real-world circumstances. That is, video shorts, role plays, audio case analysis, in-
class exercises, discussion debriefs will provide opportunities to further enrich knowledge and capability 
to facilitate accountable, high performing work environments...for real!  

As a special note, Crucial Conversations is the first course of it’s kind in an American Business School. 
This class offers a premier leadership development experience that may further provide a transformative 
experience for it’s participants. Specifically, this course offers ways to deepen and leverage wisdom, 
judgment, knowledge, reflection and action to more skillfully engage in tough conversations for 
meaningful and sustainable results.  

Beware, this is a course like no other. It is quickly recognized as being highly interactive with engaging 
role plays providing “under-the-skin” stretch experiences for a variety of tough settings at work, home and 
elsewhere. It has been regularly referred to as a game- changer in transforming, influencing relationships 
up, down and across organizations in an everyday-kind-of-way.  

 

  



REQUIRED MATERIALS: 

Crucial Conversations: Tools for Talking When Stakes Are High; Patterson, K. & McMillan, R & Grenny, J 
& Switzler, A.        McGraw-Hill Education, Second Edition, 2012. 

 

Crucial Conversations Participant Toolkit (4.3/Fourth Edition) Patterson, K. & McMillan, R & Grenny, J & 
Switzler, A. (2012) Provo, Utah: VitalSmarts Item Number: Red-2 Day-PTK-v4. 

 

COURSE EXPECTATIONS:  

Each of us is responsible for the success of this class. I have designed the course to maximize learning in 
an accelerated short form. I am committed to facilitating a positive, high impact, immersive learning 
environment in the classroom. However, what you get out of the course is ultimately up to you.  

It includes a highly interactive set of experiences, where much of the learning is in the “doing”. It is unlike 
most other courses as it is skill-based rather than knowledge-based. It is an experiential encounter. It is 
more about linking and leveraging what you say, think, feel and do for impact; and less about what 
knowledge you create or memorize for intellectual utility (e.g. planning, analysis, etc.). Therefore, regular 
attendance is critical. Keep up with the readings. Engage in regular introspection and apply the course 
material to your own experiences. Come ready for class; engage, observe, experiment, ask questions of 
any kind.  

Be respectful and supportive of the different skill levels and efforts within the role plays and discussion 
scenarios. Approach differences from a strength-based perspective. So first consider “what do I see 
happening that is effective”; “what is working well”. Developmental gaps will be considered after real and 
legitimate strengths are highlighted.  

As an aside, and as you can appreciate, only course-related screen activity is accepted. No IMing, no 
surfing the web, no text messaging, etc. If you come in late to class be sure that you do so in a way that 
does not distract your peers. Also, audio or video recording of classes are not permitted without instructor 
permission. Moreover, posting of course materials on the web is not permitted.  

Any student with special accommodation needs due to a disability should speak to me within the first 
week of the course. Students with special needs are responsible for making me aware of their situation.  

Remember, this course is for your benefit and development and you will get the most out of the course 
(and ultimately be most successful) by making it relevant to your own life situation. If we both do our 
parts, this course will make a difference for you and be a positive learning experience for all of us.  

GRADING:  

Grades  

This course moves at a quick pace. The course is streamlined, specifically focusing on the foundational, 
“must-know” concepts. Yet, do not under-estimate the intensity or the level of effort required to partake in 
this course.  

If you are concerned about your class performance, contact me as soon as those concerns arise. I will try 
to help you improve your performance but you must take the initiative to do so. In addition, there may 
possibly be an opportunity to earn extra credit by participating in research. If an extra credit opportunity 
arises, I will announce it in class and provide additional details.  



A straight 100 point scale will be used to determine your grade based on the total points you earn during 
the course (see below).  

Individual Participation 70% (70 points) Includes attendance, active engagement, and observable 
contribution adding to self, team and class knowledge/skills. An optional make-up assignment is offered 
for any one missing hours from this very short course.  

Team Content Assessment Exercise 30% Consists of a content review exercise in a team setting where 
individuals demonstrate understanding and application of key principles in the Crucial Conversations and 
Crucial Accountability modules of the course.   

 

ACADEMIC INTEGRITY:  

The Ohio State University and the Committee on Academic Misconduct (COAM) expect that all students 
have read and understand the University’s Code of Student Conduct, and that all students will complete 
all academic and scholarly assignments with fairness and honesty. Students must recognize that failure 
to follow the rules and guidelines established in the University’s Code of Student Conduct and this 
syllabus may constitute “Academic Misconduct.”  

 

 

 

 

 

 

 

 

  



 

 

 

Session #1:  

Quick Intro: Course Overview, Syllabus, Strategies and Opportunity Discussion  

 

Part I, Session Topic:                                 
Appreciating Strengths, Getting Unstuck, Recognizing Intentions  

Read: Ch. 1, “What’s a Crucial Conversation…and Who Cares?”; and Ch. 2, “Mastering Crucial 
Conversations…the Power of Dialogue!”  

 

The first session is about deepening the awareness of what is working well and what is not; and how to 
quickly explore below the water-line intentions and motives that are creating relational roadblocks. Topics 
include:  

��Taking inventory of what makes each of us successful; the “secret sauce”.                                                                           
��In Conversation: Common themes of the challenges that get in the way.                                                                                   
��The visible and invisible barriers: Silence-Violence  Continuum.                                          ��Getting 
“unstuck”: beyond an either-or, “fools-choice” scenario. Finding a shared pool of meaning and purpose    
��Mining for ground truth in the moment: Unbundling with CPR/Content-Pattern-Relationship. 

 

Part II, Session Topic:                                                                            
Start With Heart: Aligning Motives and Intentions 

Read: Ch. 3, “Start with Heart: How to Stay Focused on What You Really Want 

 

The second session is about getting clear about outcomes and behaviors supporting such aspirational 
interests. It is about “Working on Me First”. This is often a most challenging arena as it is looking into the 
mirror with a purpose of calibrating our own private intentions with public acts. 

v Suspending judgment of others while not excusing actions and outcomes. 
v Reviewing your style under stress. 
v Left-Hand/Right-Hand Exercise: Reflecting on what was thought and felt but not said versus what 

was actually said. 
v Moving toward healthy motives for self, others, the relationship, and the organization. 
v Prototyping healthy practices in a toxic environment. 

 

  COURSE OUTLINE and ASSIGNED READING 



 

Session #2:  

 

Part I, Session Topic: 
“Master My Stories” (Mental Models That Matter) – How to Stay in Dialogue When You’re Angry, 
Scared, or Hurt  

Read: Ch. 6, “Master My Stories” 

The first session of Day II is about further working intentionally with our (mental) frameworks that explain 
our view of the “What and Why” things are happening with people we are engaged with in crucial 
moments. Areas we address include: 

 

v Recognizing triggers, patterns and pictures evoked with our most difficult people. 
v Exploring “The Path to Action” -- What we see, think, feel, do in that order. 
v Watching the “Downward Spiral” and what to do about it. 
v Building skills toward the “Upward Spiral”. 

o Separating facts from stories 
o Watching for three clever stories 

§ Victim stories 
§ Villain stories 
§ Helpless stories 

o Telling the rest of the story: Recognizing, rationalizing and repositioning the under-belly 
for a better way   

v Getting real and really ready 

 

Part II, Session Topic:  
State My Path: Advocating a Way Forward With Strong 2-Way Dialogue 

Read: Ch. 7, “State My Path: How To Speak Persuasively, Not Abrasively” 

This Day II second session is about ways to openly share differing opinions, stories and tough messages 
in a means that encourages others to respond constructively. This is a process of moving from 
demonizing and debating to dialogue…a point of jointly building a rich pool of shared meaning. Areas 
addressed include five steps summarized as “State My Path”. 

v Share your facts 
v Tell your story 
v Ask for others’ path 
v Talk tentatively 
v Encourage testing 

  



Session #3:    

Part I, Session Topic:  
Learn To Look: Determining When Conversation Has Gone From Casual to Crucial 

Read: Ch. 4, “Learn to Look: How to Notice When Safety is At Risk” 

This Day 3, Part I session focuses on recognizing when trouble has emerged and how to re-position for a 
constructive stance. This includes exploring the other party’s response: silence or violence; and issues 
around individual or group safety. Recognizing behaviors and intentions when a more silent posture is 
present can be determined when there is: masking, avoiding and withdrawing. Conversely, forms of 
violence can be viewed in controlling, labelling or attacking behaviors.  

 

Part II, Session Topic: 
Make It Safe I: Creating Mutual Respect & Purpose 

Read: Ch. 5, “Make It Safe: How to Make It Safe To Talk About Almost Anything”  

Moving to healthy, productive dialogue involves softening the social space – making it safe to “let go” of 
comfortable old ways of thinking and doing and testing new assumptions or questionable intentions. 
Encourages everyone to openly explore competing realties and multiple truths. Inviting participants to 
understand and even embrace the pain and promise of unstated or misunderstood wants and needs. 
Topics include:    

v  Creating an environment of mutual respect and mutual purpose   

v  Supporting ways to give and get a sincere apology    

v  Developing a capacity to contrast a set of opposing actions to clarify or address misunderstood 
intentions  

 

Session #4:  

Part I: Session Topic: 
Make It Safe II: Re-doubling Efforts With Continued Combination of Mutual Respect and Candor  

 

Day IV, Part I session focuses on building from the preceding work on violations of respect and/or trust. 
Patience, persistence and flexible approaches are sometime required to re-join difference and (emotional) 
distance in a genuine and generative manner. Continued role plays and exercises focus on: 

v Different ways to seek mutual purpose 
v Recognizing the purpose behind the strategy 
v Inventing a mutual purpose 
v Brainstorming new strategies 

 

  



Part II: Session Topic: 
Explore Other’s Path & Move To Action 

Read: Ch. 8, “Explore Other’s Paths: How to Listen When Others Blow Up or Clam Up”;                                                                                                             
Read Ch. 9, “Move to Action: How To Turn Crucial Conversations into Action and Results” 

This ssession focuses in two areas. The first is to get closure on tough or challenging moments. Intense 
or stressful engagement will sometimes respectfully require thoughtful, deeper probing or priming (the 
pump) to solicit any final, deep seated feelings and opinions that are hidden due to fear, frustration or 
residual trust issues. This effort involves AAPP skills which are: 

v Ask to get things rolling 
v Mirror to confirm feelings 
v Paraphrase to acknowledge the story 
v Prime when you’re getting nowhere 

 

The final section focuses on turning crucial conversations into action and results. It can help to think of 
this lesson and the initial session, Get Unstuck (in Day 1, morning), as bookends to the Crucial 
Conversation process. In Get Unstuck, we link the ability to hold crucial conversations to improved 
results. In Move to Action, we make the points that how we end the conversation is as important as how 
we begin, and that our crucial conversations will only lead to better results if they lead to new actions. 
Topics include:  

  

v Testing for shared understanding; and level of commitment to change views and  actions   
 

v Explore readiness to commit beyond the words while acknowledging reservations   
 

v Document or agree who does what, how and by when   
 

v Establish specific ways to follow-up or reinforce new behavior, position or practices   

 

A Team-Based “Content” Test will be conducted at the end of last session. While the course is 
experiential in nature, the test merely confirms what you exhibited and or practiced in the many role plays, 
dialogue and learning partner sessions. 

 

Faculty: Dr. Mark Sullivan, an organizational psychologist, nationally recognized thought-leader and 
core-faculty member of the OSU Fisher College of Business, brings 38 years of industry, professional 
services and executive educational expertise. He has held C-level, cross-industry leadership positions as 
a Fortune 50 consulting partner; lead business negotiator and Pacific Rim expatriate for a G-1000 airline 
conglomerate; manager of a $1B product portfolio and business incubator; Dow 30 chief learning officer; 
chief talent officer; and advisor/coach to a broad range of senior executives. His motivational speaking 
and consulting engagements include NASA, U.S. State Department, CIA, Russian Military Defense, 
Accenture, McKinsey, Honeywell, Battelle, United Airlines and Harvard Business School.  

* The Professor reserves the right to make changes to the readings and/or topics as needed. In the event 
that this is done, there will be an announcement made to review any changes in class and via Carmen.  



 
COURSE REQUIREMENTS AND SCHEDULE: 

PERSUASION AND NEGOTIATION 

Tanya Menon, Ph.D. 

Associate Professor 
Fisher College, Ohio State University 

Website: http://fisher.osu.edu/departments/management-and-hr/faculty/tanya-menon/ 

Menon.53@osu.edu 

Please feel free to email to set up an appointment. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Required honor code statement for all Fisher syllabi: There is a zero tolerance policy on honor 
code violations at the Fisher College of Business. I’m required to report such behaviors to our 
deans, and it can result in immediate failure in the course and disciplinary action. If you are aware 
of others who are violating the honor code, you are also required to report it to me.    

 

 



 
Course Objectives  

Some of the most frustrating situations for managers are those that involve persuading and 
negotiating with difficult people. This class zeroes in on some of the critical incidents that can 
emerge in your interactions with colleagues, bosses, and teammates that require you to 
simultaneously claim value for yourself and enlarge the pie so that others can benefit too.     

You’ll receive specific and direct feedback on how you make decisions, structure conversations 
and questions in a persuasive manner, claim/create value, and influence your teams.  You’ll see 
how your skills in these areas compare to others in the class. The goal of the course is to allow 
you to think about yourself in these situations, and to identify strategies to help you work 
through these potentially frustrating traps so you can ultimately face them with strength, comfort, 
and knowledge. 

Another goal is to not just think of yourself as a negotiator and persuader but also a manager 
and leader. Your job as a manager and leader is to create an environment where great 
communications happen: where people learn from each other, ask the right questions, and 
create value in the process.  We’ll try to understand this process in the 16 hours we have 
together. 

Course materials.  I realize that this is nearing the end of your EMBA so I’ve relaxed the reading 
requirements.  The only required reading in this course will be your cases. You are responsible 
for preparing these cases prior to class. 

There are three optional background readings for this class to deepen your understanding of the 
concepts we will be learning about.  It would be nice if you could read these prior to class, but I 
will not test you on these books or require you to repeat them in essays/discussions. 

1. Negotiations background.  Fisher and Ury: Getting to Yes.  The classic background on 
negotiations; excellent reading material during your China trip.  It doesn’t take that long and it’s 
a great book.  

2. Persuasion background. Cialdini: Influence.  The classic principles of persuasion, also 
excellent reading for your China trip. If you don’t have time to read it prior to/during class, please 
watch this short summary of the book on youtube prior to the December class: 

https://www.youtube.com/watch?v=cFdCzN7RYbw   

3. My book with Leigh Thompson, Stop Spending, Start Managing.   The book is on 
managerial problem solving at work, and chapters of the book mirror the topics/concepts we will 
cover in class from decision making to persuasion and team design. While the course won’t 
regurgitate the book, the ideas I teach are often articulated in the book and so the lecture 
content/discussions are clearer. This book is best read after the course if you need specific 
refreshers on our discussions.   

Course grading. 

No one enjoys grading, professors included, and particularly grading senior execs who are 
nearing the end of their MBA program. 

For this course, the goals in grading are a) to ensure a fair grading process and b) better tie the 
assessment portion of the course to learnings you can retain and use as you wrap up the EMBA 

https://email.osu.edu/owa/redir.aspx?C=mrGMkuqSoCaycPCci-sRViem81fGVfGO2CtDLUKwhvWzCGOthxzVCA..&URL=https%3a%2f%2fwww.youtube.com%2fwatch%3fv%3dcFdCzN7RYbw


 
program.  And I hope to facilitate a process by which you can integrate the knowledge and learn 
from each other’s experiences.  

There will be two requirements in this class:  

Participation. I don’t grade on quantity of verbiage, some of my most quiet students have gotten 
the highest course grades in the past. I expect you to attend class, prepare for and participate in 
the exercises and discussions and respect the basic ground rules of the class.  If you do so, 
you’ll receive full credit for participation.  

I have two ground rules I would ask for your respect on:  

1. When participating in the exercises, you may not: a) Search for the case solutions 
online, b) Share confidential information in your roles with your partners, c) Discuss case 
solutions with people in other classes, or d) Share information about exam questions to 
others.  Each of these behaviors is cheating, and undermines your own and others’ 
learning and represents an honor code violation.   

2. Laptops, smartphones, and other electronic devices: When people are surfing on 
laptops/smart phones throughout the class, it undermines the intellectual climate in the 
classroom and it’s truly impossible to teach and have great discussions. With my MBA 
core, I fully ban these behaviors and reduce participation grades on that basis.  With 
respect to my senior executives, I prefer to handle this issue through mutual respect we 
have towards each other as professionals.  I respect your need to be responsive, but if 
you need to be online for an extended period in class please inform me ahead of time.  If 
have to attend to specific work issues during class, you can always let me know and you 
can excuse yourself from class to deal with it.  Likewise, please have sympathy and 
respect for your poor professor who is trying her best to teach/entertain you while you 
have many more exciting options such as Youtube, Facebook, and Match.com at your 
fingertips. 

Essays.  There are three essays for this class detailed after the course schedule below.  These 
essays are due on Sunday, January 21st, by 5 p.m. on Canvas. I will not accept any essays that 
are submitted past the deadline. While these essays are designed to help you learn/apply ideas 
at work (not stress you out), they will be graded pass or fail, depending on whether they reflect 
appropriate thought and effort. I will contact you personally if that is the case.  As you can see, 
I’m not grading based on your English writing skills nor do I expect the final product to arrive 
with a bow on it. But I do expect thoughtful and professional reflection, analysis, and application. 

If you don’t follow the basic ground rules of our class or complete the required essay, “group 
collaboration analysis” you will fail the course. 

If you only complete the required essay and fulfill basic class participation, you will receive a B+. 

If you additionally complete a second essay, you will receive an A-.  

If you additionally complete a third essay, you will receive an A. 

Last year, I selected the best essays from each person and compiled it into a brief book to share 
knowledge.  We can do it again if you are interested/comfortable with sharing your thoughts. 

 



 

  

Session Case 
prep for 
class 

Class Topics 

Session 1: 
12/8  

The Wise 
Decision 
maker 

Clayton 
vs. 
Madsen 

New 
recruit 

This session involves a distributive negotiation exercise. While it’s 
the most basic case, it’s hard because it involves a lawsuit and 
you’ll face decision making under ambiguity and pressure. The 
lecture offers in-depth view of decision sciences, and the 
challenges of being both fast and accurate in your decisions.  You 
will receive concrete feedback on your decision making style. 

Session 2: 

12/9  

(first part) 

The Value 
Creator 

 

(second 
part) 

The Conflict 
Manager 

Rooftop 
Deck 

This session considers how you manage two (often conflicting) 
roles in negotiation: both claiming and creating value. The best 
negotiators can compete and cooperate simultaneously.  You will 
receive concrete feedback on your ability to navigate both roles. 

 

 

 

We’ll then consider the challenges when emotions get high in 
negotiations. 

 

Session 3: 

1/6 

Persuasive 
influencer 

and 

The critical 
questioner 

Bullard 
Houses 

 

 

This session considers the two sides of negotiation: Giving 
information to others (in a persuasive way) and getting information 
from them. 

We’ll begin with persuasion theory: how you structure 
conversations, ask questions, and use words to reframe your 
message    

The case requires you to both persuade and learn from others.  
We will show how you can get better at asking precise questions 
that get the answers you need.  You will receive concrete feedback 
on your approach as a persuader. 

Session 4:   

1/6 

The synergy 
creator 

Exercises 
distributed 
in class 

 

  

We consider a final exercise in which you’ll be able to analyze how 
your core groups have worked this year. We’ll see how you 
communicate /influence within groups and how to capture the 
value you may be missing in groups and teams. 

Course wrap up. 



 

 

Essays 

Integrating class learnings. (One page; write in bullet point format, or one page ppt). This exercise 
will require you to integrate your learnings across each of our Dec/Jan classes.   

Think about either a past or an upcoming workplace negotiation/persuasion situation:.   

1) If you are selecting a past situation, think about how you could have improved your outcome.  
Draw specific insights from the case studies we did which could have allowed you to create a 
superior outcome.   
                                                                    OR 

2) If you are selecting a future situation, think about how you could prepare for it.   Draw 
specific insights from the case studies we did to create a preparation worksheet that you can 
use to plan for future negotiations.   

The EMBA Cheatsheat.  We’re often in situations where data and information are being thrown at 
us, but we have less time to stop, take a break, and put it all together. An MBA program is no 
different.   

Now that you’re on the last lap of the program, I’d like to prompt you to do that conceptual 
integration.  Please don’t write this assignment in prose—instead, create a single page that 
diagrams your mental model of what you’ve gathered in the program (at a high level), and how it fits 
with your core expertise. So, at the center, you may be a finance person, but think about the courses 
(or better yet—ideas, insights, topics, themes) you’ve encountered in EMBA, and visualize how they 
fit together.  Please do it on Powerpoint, Word, or if you do it by hand and scan it, make sure it is 
high quality so it’s easily shareable.  We’ll discuss KJ method as a way to start modeling the 
information into a unified conceptual knowledge structure: 

http://opim.wharton.upenn.edu/~ulrich/documents/ulrich-KJdiagrams.pdf 

Group collaboration analysis (1000 words max, pls single space).  Please write this essay, one 
per core group.  This is a required essay and if you do not complete it, you will not pass this course.  
You may use bullet points, I’m not interested in your writing skills but in prompting your thoughtful 
reflections. 

Groups can be value creating or highly frustrating depending on the processes within them.   Since 
much of your work in the EMBA program has been accomplished in your core groups, take this 
opportunity as a group to reflect back on your group’s behavior over the past year.  What did you 
learn and what would you share for future EMBA cohorts or others leading teams?  (I might share 
with future EMBA cohorts, if okay with you)  Please identify: 

1) An example of a situation where your group lost value.  What happened so that you 
communicated/performed inefficiently?  

2) An example of a situation where your group created value.  What happened so that you 
communicated/performed effectively? How did you design a situation that was likely to 
succeed and how might you replicate these dynamics on future teams you lead?   

3) If you’ve not covered it in the previous answers, were there issues you wished you’d talked 
about within the group, but never did? Use this last question to prompt that discussion, briefly 
describe the issue, and how the conversation went. 

http://opim.wharton.upenn.edu/%7Eulrich/documents/ulrich-KJdiagrams.pdf


 
 

 
Leadership Legacy 
(MBA 6204 – 2CR) 

Instructor: Tony Rucci 
 
Course Description 
 
This course will have a decidedly ‘practical’ and personal focus.  That is, to help participants explore 
and identify strategies and actions that enable them to be more effective leaders in organizations 
throughout their careers, as well as be more productive members of results-focused teams. 
 
While technical and professional skills are a necessary foundation for success in one’s chosen 
occupation, it is increasingly apparent that understanding the behavior of people in 
organizations, as well as your own leadership effectiveness are the pivotal factors to success 
over the course of your career.  Throughout your career, in any type of organization (business 
or otherwise), you will be asked to perform and achieve results along with and through other 
people – either as a colleague and team member, or as a leader. This course will examine what 
we know about effective team performance, as well as what we know about leadership 
practices that drive high performance organizations.   
 
 
Course Objectives 
 
The objectives of this course are to create a class room experience and provide readings and 
assignments that allow each participant to: 
 

1. Understand the critical role of intangibles in the value creation chain: vision, teams and 
leadership. 

 
2. Critically evaluate their personal team member effectiveness and establish goals to 

improve their effectiveness in teams. 
 

3. Critically evaluate their personal leadership effectiveness and goals, establish a personal 
leadership legacy goal, and set actionable plans to improve their leadership effectiveness. 

 
4. Learn from the personal experiences of their classmates and enjoy the learning 

experience. 
 

 
Course Schedule and Reading List 
 
Session 1 The critical importance of intangibles in the value creation chain 
  1.Article: “The problem of corporate purpose”, Stout Brookings Institute #48 June 2012 
  2.Case/Article: “How HP lost its way” Fortune May 12, 2012 
  3.Article: “Building your company’s vision”, Collins & Porras, HBR, 1996. (#96501) 
 
   Optional/reference article: “Putting the service profit chain to work”, Heskett, et al, HBR,  
                2008 (#R0807L) 

                             Optional/reference article: “Sharpening the intangibles edge”, Lev, HBR, 2004    
   (#R0406H)   
   Optional/reference article: “The employee-customer-profit chain at Sears”.  Rucci, Kirn   
   & Quinn, HBR, 1998 (#3537)  
   Optional/reference article: “Make your values mean something”, Lencioni, HBR, 2002   
   (#R0207J)  
    

               Homework assignment: submit ratings for your cohort team by TBD (logistics and web 
                       site will be previewed at course overview) 



 
 
Session 2 Team Effectiveness  
  4.Article: “Competent jerks, lovable fools and the formation of social networks”,  
   Casciaro et al, HBR 2005 (#R0506E) 
                                5.Case:  “The Army Crew Team”, Snook & Posner, HBS case, 2004 (#403131) 
    

               Video: Shackleton’s Antarctic Adventure (will be shown in class)   
 
 Mid-term prospectus will be distributed and discussed in class        

 
Session 3  Leadership I: Leadership & Emotional Intelligence 
  6.Article: “What makes a leader”, Goleman, HBR, 2004. (#R0401H) 
  7.Article: “Personal values and professional responsibilities”, Badarocco, HBS  
                                              Press, 2004 (#9-304-070)  
  8.Article: “Discovering your authentic leadership”, George et al, HBR 2007 (#R0702H) 

             True North chapters: Life story: Introduction & ch. 1 & ch. 3 
             True North chapters: Personal values:  ch. 2 & ch. 5 

                                             
  Optional/reference article: “Leadership that gets results”, Goleman, HBR 2000     

 (#R00204)  
  Optional/reference article: “Leadership run amok: the destructive power of 
  overachievers”, Fontaine HBR 2006 (#4486)  
 
    Homework: Prepare Life story to present at next class session 
_______________________________________________________________________________________________ 
 
Session 4   Leadership II: Your Leadership Legacy 
  9..Article: “Manage your work, manage your life” Groysberg & Abrahams, HBR 2014 
                        (#R1403C)                                            
  10..Case:  “A day in the life of Alex Sander : Life in the fast lane at Landon Care  
      Products”, HBS Case, 2008. (#2177)  

 
                                           True North chapters: Motivations:  ch. 6 & ch. 9 
   True North chapters: Self-awareness: ch. 4 
   True North chapters: Leading an integrated life: ch. 7 & ch. 8 
 
                  Survey feedback reports: individual team member feedback reports distributed in class 
 
 
Next Session       Mid-term papers due: Team effectiveness assessment 
_________________________________________________________________________________________ 
 
Session 5  Leadership III: Principled leadership and Legacy presentations Group I 
  11. Case:  “Beech Nut Nutrition Corp”, HBS Case, 2003, (#392084) 
 12. Article: ““The buck stops (and starts) at business schools”, Podolny,    

 HBR 2009 (#R0906C) 
 
                                           Optional/reference article: How business schools lost their way”, Bennis & O’Toole, HBR  
                             2005 (#R0505F)                                                    
 
                           Individual class presentations: Leadership legacy statements (Group I) 
____________________________________________________________________________________________ 
 
Session 6  Leadership IV:  Leading a meaningful life and Legacy presentations Group II      
  13. “Success built to last: creating a life that matters”. Porras, et al, Rotman   
   magazine, 2007 (#ROT048) 
                                            
                                           Optional/reference article: “How will you measure your life?”, Christenson, HBR 2010 
     (#R1007B)  
 
                    Individual class presentations: Leadership legacy statements (Group II)   
 
      Final paper assignment prospectus will be distributed and discussed in class                          

 
TBD Final papers due:  Leadership legacy and EQ self-assessment 
 
  
 



Books and Readings Required 
 
Discovering Your True North. George, B., Wiley & Sons, 2015. ISBN#: 978-1-119-08294 
 
Articles and cases course packet:  All other articles and cases listed in the above course schedule will 
be provided in a course packet from OSU’s executive education group. 
 
 
Course Requirements and Grading 
The course will include a mix of class discussions, guest speakers, video presentations, cases, class 
presentations, assigned articles, two texts and two written assignments. 
 
Grades will be based on the following criteria: 
     Points  Weight toward final grade 
 Mid-term paper: 100  pts.  50% (due by TBD) 
 Final paper:  100   pts. 50% (due by TBD) 
 Class participation:       ---  (see below)____________ 
           Total points:  200 pts.            100% 
    
 
 
A.Mid-term paper.  Your mid-term paper will have three parts.  First, you will identify a  
“team”, of any kind, that you have personally been a part of that you feel demonstrated  
either exceptionally good or exceptionally poor performance and analyze that team  
against the model and criteria discussed in class. The second portion of your paper will be a 
discussion of your cohort team’s survey results. The third portion of your paper  
will be a discussion of your own personal team effectiveness, as reflected in your  
survey results, along with a discussion of what one or two actions you will be taking  
to improve on your team effectiveness in the future.  The paper will be worth 100 
points:  20 points for the team analysis; 20 points for the discussion of your cohort team’s  
survey results; 50 points for the discussion of your individual survey results; and 10 points  
for your action plan for improvement. This paper should be 6-7 pages in length. A more  
detailed prospectus for this assignment will be distributed in class, and the prospectus will 
be the “official” requirements for the paper. 
 
B.Final paper.   Your final paper will have two sections. First, will be a self-assessment against  
the Goleman EQ criteria. Section two will be a statement of your personal leadership legacy  
as well as your  reflections against the True North “diary template”. The paper will be  
worth a total of 100 points: 25 points for the Goleman self-assessment; 75 points for section  
two: 5 points for a clear statement of your leadership legacy, 20 points for a discussion of the  
“operative themes” in your statement and why, and 50 points for a detailed discussion of your  
True North “diary template” (life story, values, motivations, self-assessment, and life balance).   
This paper should be 6-8 pages in length. A more detailed prospectus for this assignment will 
be distributed in class, and that prospectus will be the “official” requirements for the paper. 
 
In addition, each student will be asked to make a five-six minute presentation  
on their leadership legacy statement during one of the final two class sessions. These 
presentations will not be assigned point values, but will be part of the consideration on  
class participation as discussed below.  
  
C.Class contribution.  Contributing to class discussions is expected and encouraged for a  
number of reasons, including the value of learning from one another’s wide variety of life  
perspectives and experiences. Class contribution will not be ‘scored’ per se, but rather be 
evaluated by the instructor on an ongoing basis over the course of the module, as well as  
your final leadership legacy presentation. The focus will be on quality of participation, not  
frequency or quantity. Class participation will ultimately be evaluated as “exceptional”,  
“met expectations” or “short of expectations”. Your  class participation must be exceptional  
or at least meets expectations in order to earn an “A” letter grade in the course, irrespective 



of your total course points. Class participation that is short of expectations will mean that  
no positive discretion in letter grade earned will be applied. 
 
 
Course Policy Statements 
 
Diversity.  This course should practice what it preaches in it’s month-to-month conduct.  We will, as a 
group and as individuals hold ourselves and each other accountable for demonstrating an openness to 
and appreciation for the ideas and opinions of others.  This means being conspicuously respectful 
of each other on all occasions and in all of our class transactions. This includes NOT surfing the 
web or reviewing e-mail during class time. 
 
Disability.  We are committed to making every effort to provide each student with a meaningful 
learning opportunity.  If there are any obstacles that could prevent you from learning effectively, please 
set an appointment with me so that we can jointly figure out how to circumvent those obstacles. In 
addition, you should feel free to work with the Office of Executive Education in making any 
arrangements necessary. 
 
Assignments and attendance.  Assignments are due on the dates indicated.  And since class 
participation is a part of the grading consideration, attendance matters.  Having said that, I am fully 
aware of the demands on your lives as people and executives.  I know there will be the occasional 
family or work emergency. I will be extremely understanding about such issues, as long as you make 
the effort to keep me informed, preferably in advance. Please don’t exploit this privilege. 
 
Academic Code of Conduct.  Central to any institution that aspires to excellence, academic integrity 
is a fundamental expectation we have for all of our students and faculty.  Please be sure to review 
the University’s Code of Student Conduct (Sect. 3335-23-04).  I will hold all students accountable for 
the standards outlined in the code, which also means I have a responsibility to confront and remediate 
actions determined to be outside the spirit and letter of the code.  Just as important, students have the 
right to expect, and should hold their instructors accountable to, an equally high standard of personal 
and professional ethical conduct. 
 
Enjoyment.  I teach at the MBA level because I enjoy it !  Yes, believe it or not.  I encourage you to 
enjoy it, as well.  A sense of humor doesn’t hurt, either. 
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STRATEGY FORMULATION AND IMPLEMENTATION 

(MBA 6293 - 3CR) 
Instructor: Jay Anand 

 
Course Description 
 
Course Objectives: 
This course focuses on the competitive strategy of the firm, examining issues central to 

its long- and short-term competitive position. Students are placed in the role of key 

decision makers and asked to address questions related to the creation or reinforcement 

of competitive advantage. The initial focus is on industry analysis and competitive 

advantage as it derives from the firm's strategic investments. Later we also look at how 

strategy differs in global contexts and the logic of resource allocation in a diversified firm 

to enhance competitive advantage in each market. We continue by addressing the 

development of firm-specific capabilities, including the role of knowledge that contributes 

to a firm’s competitive advantage.  We also examine the process through which strategic 

decisions are made and implemented.  

 

Preparation for the Course: 
The requirements for this course will combine reading, analysis, and assignments with 

opportunities to apply basic concepts and analytic approaches to a series of actual 

businesses and other organizations.  The course will combine a mix of cases, 

lecture/discussion, exercises/role plays, and videos, and group project. Your basic 

objective is to develop your own understanding and management skills. Our primary 

objective is to stimulate this process. Specifically, the course will attempt to help you 

develop your knowledge and skills in the application of advanced frameworks, concepts, 

and methods for making strategic and organizational choices at the business level.  

 

A large proportion of our time will be spent discussing business cases. The case-study 

method brings a “real world” approach to business education in at least two important 

ways. First, case discussions generate a dynamic process of vigorous questioning and 

responding, examination and debate among students and discussion leader. Because 

strategy issues are often characterized by ambiguity, complexity or uncertainty, this 
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course enables each class participant to add to one another’s points of view, and form a 

larger picture of the matter, as in a multi piece puzzle. Each participant also has a chance 

to question others’ knowledge pieces, while defending her / his own, in ways that help 

stretch each knowledge piece up to their boundaries, and test their validities before they 

are accepted into the main picture. The best analogy for one to appreciate the advantages 

of this learning method for a concealed-matter subject such as strategy is the famous 

Indian tale of the six blind men and the elephant.1 The challenge here, however, is that all 

students must prepare in advance of class, and then deliver their own share of knowledge 

in group.  

 

Second, the Fisher degree and is about more than just acquiring a toolbox of analytical 

skills. In this regard, the case method trains students to think as administrators (rather 

than as scholars), so that they: (1) see a problem looking for solutions rather than a 

concept looking for applications, (2) focus on defining and prioritizing a maze of tangled 

problems and determining which one(s) to attack with the limited time available, (3) 

appreciate differing agendas and points of view, and (4) take action, not just report 

findings. The case method helps students to refine their skills as insightful questioners, 

rather than just good answer-finders.  In this model of learning, it is the journey more than 

the destination that matters. You will eventually find that the practice of strategic thinking 

is sometimes more about asking the right questions than it is about knowing the right 

answers. Just as in management, there is no formula that you can follow for every case. 

Nevertheless, over the course of the semester, students gradually build on the 

combination of theory and analysis, judgment and experience to develop for themselves 

the ideas that the teacher seeks to communicate. As Walter Wriston once said, “Good 

judgment comes from experience.  Experience comes from bad judgment.” As in the “real 

world,” the case method replicates the trial-and-error experience of seasoned managers, 

                                                
1 In this tale, six blind men were asked to determine what an elephant looked like by feeling 
different parts of the elephant's body. The blind man who feels a leg says the elephant is like a 
pillar; the one who feels the tail says the elephant is like a rope; the one who feels the trunk says 
the elephant is like a tree branch; the one who feels the ear says the elephant is like a hand fan; 
the one who feels the belly says the elephant is like a wall; and the one who feels the tusk says 
the elephant is like a solid pipe. A 7th wise man helped them “see” the elephant by explaining to 
them: "All of you are right. The reason every one of you is telling it differently is because each 
one of you touched the different part of the elephant. So, actually the elephant has all the features 
you mentioned” 
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thereby deepening judgment.  It also does so in the low risk environment of the classroom 

where career casualties are not at stake. 

 

Third, by linking analysis with individual action taking, the case method encourages moral 

awareness by requiring students to take a stand. The give-and-take of case discussion 

often brings to the surface subtle ethical dilemmas that might otherwise be missed. The 

case method helps students learn to assess and embrace the tradeoffs among different 

stakeholders’ interests. The case method requires students to use all of their knowledge, 

skills and experience to respond in real time to the questions raised in class and to 

effectively communicate their ideas to their classmates and help to lead them to a greater 

shared understanding of the problem at hand. Thus, the students become the ‘owners’, 

the ‘doers’, and the ‘teachers’ of strategy. These new roles you are expected to undertake 

are not without a good cause. Research has shown that low engagement learning 

methods (e.g. listening to lectures, reading) have a low retention rate, often in the range 

of 5% to 15%. Mid level engagement methods (e.g. audio visual, demonstration, and 

discussion) have a higher retention rate, often in the range of 25% to 55%. High 

engagement methods on the other hand (e.g. practice by doing, teaching others) have the 

highest retention rate of all, in the order of 80 to 95%. Therefore, it is clear that this learning 

method will help you not only understand the matter of strategy, but develop skills 

associated with its practice, in a way that help you retain the knowledge so as to later be 

able to deliver in practice.  

 

While our applications will emphasize exercise of judgment, by no means is this course 

“theory free.”  We will learn to break down complex problems into manageable analytical 

issues to which we can apply a rigorous set of theoretical tools. The analytical approaches 

in our “strategy tool kit” will be covered in the required readings prior to each case. These 

readings have been carefully selected to convey often complex topics in a concise, 

understandable manner. Since these readings articulate much of the theoretical content 

of the course, they will be crucial to your comprehension of our course concepts. It is 

extremely important that you read, study (and preferably discuss with each other) this 

material when assigned so that you will be able to apply it to our case discussions.  

 

Case discussions are intended to present dilemmas as they are encountered by 

managers, so it is important to deal with the cases as you find them (i.e., no “Monday 
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morning quarterbacking” based on knowledge of what happened after the time frame of 

the case).  In case discussions, the present tense should be interpreted as referring to the 

time frame of the case or its end. Please do not prepare for the class discussion by 
seeking out additional or more recent data on the firms or industries in the case. 
 
Evaluation: 
The following will be the weights for evaluation: 

Class Contribution: 20% 

Group Project: 25% 

Individual Assignments: 30%  

Final Exam: 25% 

 
Class Contribution 
 
Class contribution scores are based on the impact you have on the class discussion, not 

on the amount of time or frequency of participation. Please note that it is class contribution 

rather than participation that will be graded. In order to have an impact on the class 

discussion, it is important to be a good listener as well as to make persuasive arguments.  

 

Managers must often “sell” their ideas to others in order to get their acceptance and 

support. In this course, the classroom provides a laboratory in which you can test your 

ability to convince your peers of the appropriateness of your approach to complex 

management problems. Furthermore, it tests your ability to carefully listen to others’ 

perspectives and understand why they may reach a different conclusion. Before you can 

effectively sell your ideas to others, you must understand what is motivating them, what 

issues they feel are important, and what assumptions they are making that may be 

different from your own.  

 

Most of your learning will occur in preparation for and participating in the case discussions. 

To enhance your preparation and learning, I strongly encourage you to form study groups 

to discuss the cases prior to class. To guide you in your preparation, this syllabus includes 

discussion questions for each case. 
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Group Project  
An important part of the course is the completion of a group project, which is to be done 

in your designated groups. The project, which will involve the strategic analysis of firms, 

will give you the opportunity to apply the methodologies, skills, and techniques you learn 

to real-world business contexts. In addition, the project is designed to help develop skills 

in unearthing and evaluating business information from multiple sources. Therefore, the 

group project helps in developing critical and integrative thinking.  The completed projects 

are due TBD, in electronic format. Possible topics for the projects include (this is an 

illustrative list): 

 

§ A study of the strategy involved when a company has gained or lost competitive 

advantage 

§ Competitive interaction and strategic moves by various selected players in an industry 

§ Entry strategies by multinational firms into various local markets 

§ Increase or decrease in corporate scope of firms  

 
Individual assignments 
 
Individual assignments consist of your answering any 2 sets of the case ‘discussion 

questions’ proposed in the syllabus. Each assignment is to be turned in prior to class in 3-

5 PowerPoint slides. The two individual assignments carry equal weight.  

 

If you need any clarification, please be sure to ask the instructor before the case 

discussion. 

 

Course interims and sessions: 
Below are details of the interims into which the course is roughly divided and the specific 

cases and readings each session will cover. Use the discussion questions with each day's 

assignment as a guide to case preparation. However, all the questions may or may not be 

discussed during the class session. 
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INTERIM 1:  
 
Session 1:  The Industry and its Implications for Strategy and Performance 
Issues: What is the concept of strategy? What is an attractive industry? How do you 

evaluate the attractiveness of an industry? What are the sources of strength for a firm's 

competitive advantage in an industry? 

 

Case: The Cola Wars Continue: Coke v. Pepsi in the 21st Century 

Reading: Michael Porter, How Competitive Forces Shape Strategy (2008), HBR 

 
Questions for Discussion: 
1) Why has the soft drink industry been so profitable? 

2) Compare and analyze the economics of the concentrate business to the bottling 

business 

3) Can Coke and Pepsi sustain their profits in future?  

 

 

Session 2: Creating Competitive Advantage 
 
Issues: How can an individual company build its advantage over rivals? What alternative 

competitive positions can it adopt and what are the tradeoffs associated with each choice? 
 

Case: Mini case – to be given in class 

Reading:  Creating Competitive Advantage, HBS Note, 798062 

Questions: to be given in class 

 
Sustaining Competitive Advantage 
 

Issues: Achieving competitive advantage is useful but sustaining the advantage you have 

created is critically important? What challenges do companies face in sustaining the 

advantage they have created and what are its implications for their performance? 

 

Case:  Apple Inc., 2008 

Reading: Barney, 1995.  Looking inside for competitive Advantage, Academy of 
Management  
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               Executive, 9(4): 49-61. 
 

Questions for Discussion: 
1) Why did Apple generally perform well prior to 1991?  

2) What led to the deterioration in Apple’s performance from 1992-1997? 

3) Has Steve Jobs put the company back on the path to prosperity after reassuming 

leadership of Apple in 1997? 

 

INTERIM 2:  
 
Session 1: Strategies for Corporate Growth  
Issues: What is strategy in a multi-business firm? How is this distinct from business level 

strategy? Why do firms diversify? What are some of the factors they should consider 

when they diversify into new businesses?  

 

Case: Gillette’s Energy Drain (A): The Acquisition of Duracell  

Readings: Choosing Corporate and Global Scope, HBS Note 9707496 

 
Questions for Discussion: 
 

1) If you were James Kilt, the CEO of Gillette, what strategic actions would you take 

to turn Duracell around? 

2) What are the impacts of Duracell’s introduction of Ultra on the nature of 

competition in the battery industry? 

3) What could Gillette have done differently in 1996 that would have had a more 

positive impact on company and industry profitability? 

4) Why was Gillette unable to achieve the same success in batteries that it had 

been able to achieve in shaving products? 

 
Session 2: Creating Growth and Competitive Advantage through Diversification  
 
Issues: Even the best of companies find it difficult to sustain the advantage and success 

because they are unable to transform themselves in the face of change. How can 
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companies potentially create durable growth opportunities by pursuing innovation and 

diversification?  

 

Case: Cisco Systems: New Millennium-New Acquisition Strategy? (INSEAD, 2010) 

Read: The Acquisition of Technology is the Acquisition of People (Stanford, 2001) 
 
Questions: 

1. Cisco is one of the best examples of a firm that has managed to survive and thrive 

despite many transitions in its business. It has successfully used acquisitions to 

establish a dominating position in new market spaces. Identify what you believe are 

the most important elements (criteria, processes, specific actions etc.) of Cisco’s 

approach to selecting and integrating acquisitions.  

2. How did Cisco create a competitive advantage with its acquisition strategy in the 1990s 

and in 2000s? Of these stages in the evolution of Cisco’s acquisition strategy, in which 

stage do you think Cisco was able to create the most value?  

  

 

INTERIM 3: 
 
Session 1: Effective Strategy Execution & Organizational Change 
Issues: Having a good strategy is a necessary but not sufficient condition for success.  

Companies also need to create an organization that is capable of executing the strategy 

they have.  What challenges do they face in this regard and what issues do they need to 

address in building or changing an organization that is capable of executing the strategy?   

 

Case: Haier Group; INSEAD case 300-129-1 

Readings: Note on Organizational Culture (Stanford OB-69)  

 
Questions for Discussion: 

1. What are Haier’s key resources and capabilities? 

2. Why are the workers in Haier’s new plant against changing to the new conditions? 

3. What should Haier’s managers do being confronted with a strike and some 

violence? 
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Case: Sabena Belgian World Airlines (A) and Weytjen’s First Assignment 

Readings: Leading Change (HBR 9-488-037) 

 
Questions for Discussion: 

1. What personal, business and environmental factors would influence Erik 

Weytjens’ decisions and actions on his job? In what way? 

2. What is your assessment of the situation at Sabena catering? 

3. What actions should Weytjens take to resolve the problems in dishwashing? 

 

 



 
 

 
FINANCE 1  

(MBA 6221 – 3 CR) 
Instructor: TBD 

 
 
Syllabus 
 
Course Topics and Goals 
 
The objective of this course is to use important topics in corporate finance (e.g., capital 
budgeting) to illustrate the fundamentals of financial economics. We start with a discussion of the 
time value of money and the discounting procedures for calculating present values. In doing so, 
we set the stage for the basic valuation of stocks and bonds. Our understanding of valuation is 
further refined when we next analyze the role of risk in the determination of discount rates. The 
fundamental issue that we want to understand is what determines the value of future cash flows, 
whether they are cash flows an investor receives from owning a security (such as stock or bond), 
or cash flows a firm receives from investing in a project. Even financing is viewed from this cash 
flow perspective. This requires a thorough knowledge of what is meant by "risk," and how risk is 
priced in the capital markets - that is, the connection between risk and return. With this 
understanding in hand, we can examine how corporate managers should evaluate and select 
investment projects in order to increase the value of the firm. To determine their value, we must 
estimate the cash flows the project will produce and the risk of those cash flows. Similarly, we 
review financing decisions. Mergers and acquisitions are also discussed from a valuation 
perspective, although only in passing. 
 
All the conceptual issues discussed in the course are brought together in practical settings 
through discussions of selected cases and application to one specific firm (preferably the one you 
work for). 
 
Text Material 
 
Required: 
 
Principles of Corporate Finance by Richard A. Brealey, Stewart C. Myers, and Franklin Allen 
(McGraw-Hill Irwin, 11th edition, 2014). This is a valuable purchase because it is a 
comprehensive reference source for corporate finance (going beyond the topics covered in this 
course). 
 
 
Packet of two cases: 
 
Harris Seafood Case on capital budgeting,  
The Marriott Corporation Case on cost of capital   
  
On-line manual created by the instructor for basics of valuation. This self-study document is 
specifically designed for the learning format used in this program. This remains a work-in-
progress and your comments (and even catching typos) will be highly appreciated. 
 
You are expected to read some business newspaper, such as the Wall Street Journal (preferred) 
or Financial Times. Current market developments will be frequently raised during the course to 
illustrate concepts presented in the course. 
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Course Outline  
 
Only those portions of chapters that are covered in class will be tested in the quiz or exams. 
 
Introduction (Ch. 1): Market Efficiency and a value-based approach (Ch. 13) 
Present value and the opportunity cost of capital (Ch. 2, 3)  
Value of stocks (Ch. 4)  
Evaluating investment projects: the net present value rule and competitors (Ch.5)  
Applying the net present value rule (Ch. 6)  
Risk and return: portfolio theory and the Capital Asset Pricing Model (Ch. 7, 8, 9)  
Estimating discount rates for investment projects (Ch. 10)  
Capital Structure -- financing with debt and equity (Ch. 17, 18, and limited 19)  
Mergers and Acquisitions (Ch. 31)  
 
 
Evaluation and Grading 
 
Your grade will be based on a quiz, two exams and two group assignments (cases). There are a 
total of 100 points, as follows: 
 
Quiz 1    10 (Chapters 1, 2, 3, 4), Valuation 
Quiz 2    20 (Chapters 5-10) w/ Capital Budgeting emphasis 
Market Efficiency (Stock Plot)  10 (Chapter 13) 
Harris Seafood Case  10 (Case) 
Marriott Corporation Case 10 (Case) 
Final Review: Report  40 (Comprehensive, Apply Chapters 1-10, 13, 17-19, 31)  
Total    100 
   
It is typical to be awarded full points for the Harris and Marriott cases as long as full effort is 
exhibited.  The idea is to generate engaging class discussion.  However, you can lose points if 
your submission or class case presentation is weak! 
 
I will also give a few "extra credit" points to those students who make exceptional contributions to 
the course by their class participation. These points may raise your grade by one grade level, e.g. 
A- to A, or B to B+. Participation in weekly chats will be specially noted for this item. A dramatic 
improvement in performance, as the course progresses, may also lead to a better grade than that 
suggested purely by the total points scored in the course. 
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Homework  
 
1. Selected end-of-chapter "Practice Questions" and "Challenge questions"  
2. Analyses of cases  
3. Weekly off-campus chat discussions on topics posted by the instructor  
4. View videos  
 
The above items are further described below. Note that only item (2), your case analyses, will be 
collected. Yet, working through all the assigned problems, (1), and actively participating in chat 
discussions, (3), will be important to your success in the course. Finally, there will be periodic 
video viewing, which will consist of comments by the instructor on what to focus on during interim 
periods. 
               
                Assigned end-of-chapter "Problem Sets" and "Challenge Questions”  

(Additional problem sets will be handed out in class) 
 
Chapter 1: - - 
Chapter 2: - - 
Chapter 3 : Practice Questions Nos. 1, 2, 5 
Chapter 4: Practice Questions: Nos. 16, 17, 19, 20, 21, 22 
Chapter 5: Practice Questions:  Nos. 12, 13,  
Chapter 6: Practice Questions:  Nos. 8, 9,  
Chapter 7: Practice Questions:  Nos. 16, 18 
Chapter 8: Practice Questions: Nos. 5, 6 
Chapter 9 - - 
Chapter 17: Practice Questions: Nos. 9, 11, 12, 13 
Chapter 18 : - -  
Chapter 19 - -  
Chapter 31: - - 
 
Answers to end-of-chapter problems will not be collected. 
 
 
We will also go through sample and past exams.  
 
 
Case Analyses  
 
The second component of the homework is a group assignment, consisting of case analyses. 
Each group will be asked to write up to three typed pages of analysis on each of the two cases (a 
reasonable number of exhibits can be attached: max four). Guidelines for case analyses are 
provided below.  
 
Assignment 1: Harris Seafood Case (Harvard Business School 9-281-054) 
Assignment 2: Marriott Corporation Case (Harvard Business School 9-289-047) 
  
 
Guidelines for Case Write-ups 
 
Please write no more than three typed pages of text for each of your analyses of the two 
assigned cases. Also, four or less exhibits are allowed. The primary purpose of the case write-
ups is to prepare you to participate in the in-class discussions of the cases. These are group 
assignments, and you are expected to use your pre-existing groups. Each member will receive 
the same score, unless a compelling case is made otherwise (by other group members about the 
special positive or negative inputs of a particular member).  
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Harris Seafood Case 
 
The purpose of this case is to illustrate proper capital budgeting analysis. You are expected to 
identify the project, and assign appropriate incremental cash flows. Treatment of individual items 
of the cash flow equation is important. Also, consider the question of the discount rate that should 
be used for this project, given the risk of the shrimp business and inflation assumptions. Discuss 
the financing possibilities raised in the case. What is the value of the proposed project? Detailed 
instructions are provided in Interim 2. 
 
 
Marriott Corporation Case 
 

• How does Marriott use its cost of capital?  
• What is the weighted average cost of capital for Marriott?  
• What type of investments would you value using Marriott's WACC?  
• If Marriott uses a single cost of capital for all its divisions, what will happen to the 

company over time?  
• How does the cost of capital differ across the lodging, restaurant, and contract services 

division?  
Detailed instructions are provided in Interim 3. 
 
 
Weekly discussion topics 
 
Note that in weeks leading up to in-class classes there are fewer days to participate in message 
board discussions. Also, discussions conclude on Saturdays, so that the instructor can review the 
discussion on Sundays for any summative comments if applicable. 
 
Session 1 
 
"Shareholder value-maximization can not possibly work. It ignores other stakeholders. It can run 
counter to the behavioral motives that drive many stakeholders. For example, managers are 
looking to maximize their own welfare." 
 
Session 2 
 
"It is no good just telling me to maximize my stock price. I can easily take a short-term view and 
maximize today's price. What I would prefer is to keep it on a gentle rising trend." 
 
Session 3 
 
"It is sometimes argued that the NPV criterion is appropriate for corporations, but it is not good for 
governments. First, governments must consider the time preferences of the community as a 
whole rather than those of a few individual wealthy individuals. Second, governments must have 
longer horizons than individuals, because governments are guardians of future generations." 
 
Session 4 
 
"You know that far away cash flows are riskier - so much can happen between now and then. 
Thus, using the same discount rate for far away cash flows as for nearby cash flows does not 
make sense." 
 
Session 5 
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"Internet stocks of the late 90’s were the nemesis of extant finance theory. You just can not 
rationalize the prices of dot-com firms at the time with the theories we have. The recent Great 
Recession is more evidence against market efficiency" 
 
Session 6 
 
"EVA is far better than NPV. Or, is it?" 
 
Session 7 
 
"Most firms practice some sort of rationing in their capital budgeting process. This is contrary to 
proper positive NPV-driven capital budgeting. They are simply throwing away value." 
 
Session 8 
 
"Since the cost of debt capital is lower than that of equity, we should try to issue debt rather than 
equity. Firms seem to be following this rule, since they show a preference for debt issuance over 
equity! 
 
Session 9 
 
"There are all sorts of risks in addition to beta risk. There's the risk that we'll have a downturn in 
demand, there's the risk that my best manager will drop dead, or there's the risk of a hike in steel 
prices. You've got to take these things into account." 
 
Session 10 
 
“The investment decision for a project is unrelated to the financial health of the firm as a whole 
(e.g., the potential for bankruptcy for the firm, or its cost of capital).” 
 
 
 
Other notable dates  
 
Market Efficiency Assignment: 
Stock price plot plus discussion of related news. 
 
Quiz 1:  
Quiz will be available on the website. 
 
Quiz 2:  
Quiz will be available on the website. 
 
Two cases:  
 
Prepare during Interims 2 and 3 for presentation by your team in-class. 
The Harris Seafood Capital Budgeting Case  
The Marriott Cost of Capital Case 
 
Final Exam:  
 
Individual take-home exam. 



From: Schwalbe, Martin G.  
Sent: Thursday, April 12, 2018 12:49 PM 
To: Smith, Randy <smith.70@osu.edu> 
Cc: Reed, Katie <reed.901@osu.edu> 
Subject: Re: Graduate Certificate Program for Honda 
 
Dear Dr. Smith, 
 
I wanted to update you on our progress. As you have probably seen, we uploaded our proposal to 
curriculum@osu.edu earlier this week. We also notified the offices of Graduate Admissions and 
the Registrar that this program is in the works. 
 
Two questions: 
 
Do you need anything else from us at this point? 
 
Can you provide any information on the expected timing of the approval process as it moves 
through the committees? We are working with Honda and ODEE on all elements of the 
development timeline, and information on these approval dates would be helpful.  
 
Thank you again for your help and guidance on this. 
 
Warm regards, 
Marty 
__________________________ 
 
 
 
 
On Feb 15, 2018, at 4:50 PM, Schwalbe, Martin G. <schwalbe.6@osu.edu> wrote: 
 
Dear Dr. Smith, 
 
Our team at Fisher has been working with Honda for several years to add executive development 
to the deep relationship OSU has with Honda. Despite a mutual desire to work together, we were 
always held back by Honda’s budgeting process.  
  
We are now on the edge of a breakthrough, using the Graduate Certificate format. A Graduate 
Certificate program will allow Ohio State to develop Honda R&D Americas (HRA) leaders by 
utilizing the Honda tuition reimbursement benefit that Honda has already budgeted for every 
employee. The structure of the program will have 7 of the 13 total credit hours completed this 
calendar year, with the remaining 6 credit hours completed during the first half of 2019. That 
scheduling aligns with the tuition reimbursement requirements inside Honda, and is key to 
making the program a reality. 
  
The team at Honda R&D is eager to begin recruiting and selection for the pilot cohort, and 
Honda would like the program to begin this June.  

mailto:smith.70@osu.edu
mailto:reed.901@osu.edu
mailto:curriculum@osu.edu
mailto:schwalbe.6@osu.edu


  
We have constructed the program design using the third-party contract model—working with the 
Office of Distance Education and eLearning—and we have drawn on existing courses and 
faculty from Fisher. The curriculum has been reviewed by the Fisher MBA Policy committee 
and our Dean’s office. 
  
We have completed a draft of the proposal that will soon be submitted 
through curriculum.osu.edu for approval. This draft is in the hands of our Dean’s office so they 
may draft the Dean’s letter for the proposal, and a copy of that proposal draft is attached for you 
as well. 
  
The other exciting part of the Graduate Certificate approach (utilizing tuition reimbursement) is 
how it broadens opportunities to share OSU’s knowledge. The leadership from Honda Mfg. of 
America and Honda North America has expressed interest in this pilot effort for 
potential broader rollout. Also, JP Morgan Chase seeks to start a Graduate Certificate program 
this fall, and Nationwide and others have also started discussions. 
  
Paul Velasco (Executive Director, Executive Education) and I were hoping schedule a short 
meeting with you to get any advice or guidance that you might offer related to the university 
approval process, and to answer any questions. Can we work with Katie to get this scheduled? 
  
Thank you! 
Marty 
________________________________________________ 
Marty Schwalbe  
Director of Growth and Learning 
The Ohio State University 
Fisher College of Business Executive Education 
110G Pfahl Hall, 280 W. Woodruff Ave, Columbus, OH 43210 
614.292.0268 office  614.668.0027 mobile 
schwalbe.6@osu.edu   fisher.osu.edu 
linkedin.com/in/martyschwalbe 
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