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Professional Experience

STREAMLINE BUSINESS SYSTEMS, Burrington, Rhode Island
Co-Owner and VP of Systems Pevelopmant (November 1980 to present)
Respaonsible for:
¢ Design and development of software programs and computer code.
¢- Customer technical support.
e Technical support of sales and marketing.

STRATUS COMPUTER, Marlborough, Massachusetts

neivefqme\.sseam:n?acqcc.ﬁ—cco.czgn:__ﬁ_.—eoﬁ
Responsible for: .

¢ UNIX development. ) -

¢ Designing yser interfuces. _
¢ Coordinating yser support services.

Education

Worcester Polytechnic Instityte, Worcester, Massachusetts .
Graduated with high distinction in May 1989—BS Electrical Englneering

References available upon request.

N SCOTT TOMPKINS

At the beginning of April 1987, two students walked into Professor Ron Ditchin's of-
fice at Bessemer College and introduced themselves. They were Scott Tompkins and
Rachel Waller. Scott’s friends had suggested that he should talk to Ron Ditchin about
his ideas for opening a travel agency on the Bessemer campus. Ron invited them to
share their ideus with him.

Over the next three weeks, Ron discyssed the new bysiness idea with Scott on
several gccasions. $cott’s enthysiasm seemed boundless. However, Scott’s futher and

-mother were somewhat less then enthusiastic. $cott’s father had expressed his con-

cerns In a letter to Ron (see Exhibit 2.1). After Ron read the letter, he wondered how
he should handle the situation. He also mused over his new sedate life as un acudemic.

BESSEMER COLLEGE

Bessemer College was an increasingly well-known western business school with ap-
proximately 1,500 undergraduates, 250 full-time MBA students, und 1,300 part-time
MPBA students. There were about 100 full-time facylty members. It was in Hillshor-
ough, Californiy, sbout 15 miles from San Francisco. Burrons rated it as highly com-
petitive. Students 3t Bessemer could mujor in entrepreneurial studies as well us
truditional subjects. Bessemer College had a worldwide repytation s a leading school
in entrepreneurship edycation und research. lts entreprenerial studies group hud five
full-time faculty wembers.

This cuse was prepured by Professor Willlum Bygrave. Copyright © 1987 Bubson College. All rights
reserved. Numes and locutions huve heen chunged. However, information relevant to cuse anulysis re-
mains unaltered.
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EXHIBIT 2.1 Robert Tompkins letter of concern.

- r

April 30, 1967
Professor Ronuld C. Ditchin

Besseiner Callege
Hillsborough, CA 82126

CONFIDENTIAL
Dear Professor Ditchin:

Thunk you for the interest, support, encourngement, und advice thut you have given Scott
in his pursuit of becoming an entrepreneur. ’

1 um very proud of Scott. He has grown from un average high school student to un out-
stunding college student who tuckles his studies with vigor. It wus not long ugo thut Scott hes-
jtuted to step into a librury. Now, he not only spends hours in the Bessemer library, but in the
seurch for datu on uny urea that interests him, he visits Stanford und Berkeley libraries.

. Scott got a job with Bear Steurns In Boston lust sununer that was eugerly sought by muny

other students. He did such a good job thut the manager of the Sun Fruncisco office of Beur
Steurns heurd ubout him and culled him to work purt time in the Sun Francisco office to set
up cost control systems for their office. : .

Last full, I suggested to Scott that it would be u good practical experience to try setting up
u small business. He worked un u program of providing client investinent unulysis for stock
brokers but dropped that after finding thut u few brokers were not receptive.

During u discussion ut home during the Christmas breuk, an on-campus travel ngency wus
suggested. Scott pursued this by tulking to you und other professors and found out ubout the
truvel ugency business plan put together by graduate students.

Scott cluims that you told him that the plun wus viable, that by pushing the administration,
they could get office spuce in Fenn Hull, that it wus possible for them to ruise venture capital
to finance the operation, und they should be uble to get some of Bessemer’s business by push-
ing Jerry Kyoto. Now, Scott Is ull fired up und totully committed. He put out u survey and
within two duys, he has received over 400 responses. Needless to say, he is excited. Then he
calls me this morning ull upset, He got « C in lust week’s Economics test. This business Is in-
terfering with his studies und that is u big problem.

I think it is greut to help und encouruge students to sturt businesses. Huwever, there
should be u policy to strictly limit the scope of uny such business s it should not interfere
witlh u student’s studies. Secondly, the emphasis on sturting u business should be first on gain-
ing the experience of creuting u viuble business plun und more iinportunt, the actual sturt-up
und operation of the business.

The extent of Scott's work on this project hus been to reud severul books und to conduct
the survey. He hus got the numes of several Bessemer ulumni in the truvel business in the Sun
Francisco urea. .

1 huve ruised the following questions und suggestions to which Scott responds that I um
negutive und not supportive:

1. Have you discussed your idea with any people in the travel business? (He hus never been
in u truvel agency.)

2. How ure you going to operute u full-fledged business und go to school? (He is going to bire
u full-time professional munuger to run the business.)

3. Why don't you limit the scope of the business to something you can reasonably hundle
while going to school, like sturting with only uirline tickets? (No unswer.)
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EXNIBIT 2.1 (Continued)

4. Why don't you tulk to Bessemer uluinni in the travel business about wS...:. opening a sutel-
lite operation on campus in ufl Tiliation with them? (No unswer.)

5. How ure you going to handle the finuncing of the business? (Venture capital.)

Scott is under the impression that you huve encouraged him to go full speed uhend und he
is sinart und determined und unrealistic and he will succeed, but now is not the time.

He is talking of staying at Bessemer for the summer, going to summer school, and working
on the plun. 1 usked where he wus going to get the money to puy for suminer school und hous-
ing? He doesw’t know. And how is he going to repluce the $3,500 that he can nike on his
suminer job thut is needed for school expenses? (No unswer.)

Enough of u rambling futher. What I would like you to do is speuk to Scott. Tell him that
we had u good discussion und as u result, you would advise him to go home for the suinmer,
work on the business plun, complete all the research (in purticulur, tulk to people in the truvel
business), und work ut Bear Stearns or ut a travel ugency in Boston. And tell him that he cun
ulways speuk to you on the phone if he wants to discuss the business plun und that he should
get some rest und relaxution during the suminer und return to school in the full with a clear
head, u tan, und u complete business plun.

Thunk you for your couperation.

Yours truly,

Robert Tompkins

Professor Ron Ditchin

Ron Ditchin joined Bessemer in the fall of 1985 us a visiting associate professor. A
brief biogruphical sketch is shown in Exhibit 2.2, As well as teaching three entrepre-
neurship courses each semester (a normaul teuching loud at Bessemer), Ron was also
the academic coordinator of the entrepreneurial studies program, the faculty advisor
to the Bessemer Entrepreneuriul Exchange, und an active scholar specializing in ven-
ture capital. After his first semester ot Bessemer, he was asked to stay, so he resigned
from Hayward College, where he hud been a tenure-track associate professor.

In his first 18 months at Besseiner, he published three articles in refereed jour-
nuls; he presented competitive papers at two national meetings; he presented two
invited review pupers; he was invited to join the Entrepreneurship Teaching Coin-
mittee of the Acndemy of Munagement; he published two book reviews; and he was a
reviewer of pupers submitted for the Academy of Management Annual Meeting.

Bessemer demanded excellent teaching and placed great importance on that
when considering faculty for promotion und tenure. Bused on student evaluations und
his annual review with the chairman of the department, Ron felt that students and
fellow fuculty were satisfied with his teaching. He also knew that his nume had been
one of those submitted by students for the “Teacher of the Year” award, but he had
not won it.

Ron, who hud a doctorate in applied muthewmatics, was enrolled in the DBA
progruin at Sun Francisco University. He had originully enrolled in u DBA program
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EXHIBIT 2.2 Resume.

RONALD C. DITCHIN

Ronakd C. Ditchin, BA (Husvard, 1859), MS, PhD (Brown, 1964), MBA (Sunta Clara, 1979)
is u visiting ossociute professor of management and ucademic coordinator of the entrepre-
neurship program st Bessemer College. His scholarly interests include eutrepreneyrship,
emerging technologies, venture cupital, und orgunizational change. His recent research has

- focused on the flows of venture cupital to highly innovative technologicsl compunies. In
1984, he und u purtner founded and started up the 1HS Duta Base Service.

Before he began his acudemic cureer in 1979, Dr. Ditchin did busic research on the structyre
of DNA molecules, founded u venture cupitul backed start-up, und menaged s division of 3
NYSE compuny. His compuny received s hi-tech uward for developing one of the hundred
mast significunt technical products that were Introduced in the Y.S.A. in 1976. He has mur-
keted technological products worldwide. He is the author of a textbook and several papers on
experimentul biophysics.

" His consulting includes strategic plonning for technology compunies. Among his recent
clients ure 3M, Hewlett-Puckard, Intel, Beckinan, and Syntex.

to learn the research methodologies of the socisl and business sciences. But he found
that Bessemer expected him to complete his DBA degree before it would grant him
tenure-track rather than visiting status. In January, he had passed his comprehensive
exams und was planning to write his dissertation over the summer of 1987.

SCOTT TQMPKINS: A TRAVEL AGENCY START-UP

Ron had never met Scott or Rachel before they wulked into his office. Scott and his
partner had come to Ron to seek advice ubout the possibility of becoming entrepre-
neurship majors. This was their sophomore year, so they would need to tuke their first
required entrepreneyrship course in the full if they wanted to earn majors in that
subject. Ron explained the requirements for the entrepreneurship mujor and encour-
aged them to consider it. He told them that in one of their required courses they
would have to write a business plan for a start-up company.

Scott told Ron that they wanted to start u truvel agency on cumpus. Ron asked
what had become his stundard opening question to students who told him they were
Eoing to open o new venture: What do you knew about ? In this case,
travel agencies.

“Well, we travel a lot. I live in Boston,” Scott responded.

_ “Has either of you ever worked in a travel agency? Ron usked.

“No.”

“Do your parents or a close friend have an agency, or do they work in the truvel
business?” Ron asked.

“No.”

Scott Tompkins: A Travel Agency Start-Up 17
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“Well, I'm not suying that you ulways need to have worked in a business before
you start 4 similur one, but we do know that approximately 80 percent of all busi-
nesses are started by people with experience in the same industry. . . . And by experi-
ence, I don’t mean as customers. For example, I see lots of students who want to sturt
u fast-food chain. I ulways ask them if they have worked in McDonuld's or 4 similur
restaurant. If they haven't—which is usually the case—I tell them to get a job in o
fast-food restaurant, and then come back to see me. Qne student actyally did that lust
semester. He was hired by the local McDonald's. He became friends with the re-
gional munager who is responsible for selecting new franchisees and helping them
open their restourants. In two months, he learned enough to write a plan for opening
his own fust-food restaurunt. Another student walked into this office and told me he
had this great ideu for v fast-food restaurant. [ asked him the sume question. He told
me he had worked in a Burger King. He had hated every minyte. He had quit ot the
end of his first day. He suid he couldn’t stand fast food. I told him to forget sbout be-
coming u fast-food entrepreneyr.”

“So you think we should work for a truvel ugent?” Scott asked.

“Definitely. Get a job with an agency in the Boston area this summer. Ask lots
of questions. Find out as muych as possible about all aspects of the business. Come
buck to see me in the full. I will be glad to help you write a business plan.”

“But this opportunity won't wait that long. And anyway, we have only two more
years ut Bessemer. We want to start this agency so that it is in place by the beginning
of the full semester,” Scott replied.

“1 think you should tulk to u cuuple of MBA students who wrote u business plun
for u cumpus travel agency. They were students in MG 501: Entrepreneurship. They
are gruduating next month so they will not actyally open the agency, but the nunbers
were quite encouruging. Here are their numes. Tell them that I suggested that they
tulk to you.” :

“Thanks. We will talk to them. Is there anything else we should do?" Scott said.

“Well, first of ull, get u job with a travel ugency this symmer. But you could
muke some preliminary inquiries. Tulk to Jerry Kyoto. He is head of all ydministrutive
mutters. He is one of the most powerful persons on this campus. He insists that we all
buy tickets for college travel from Hillsborough Valley Travel. He objects if we buy
them anywhere else, even thoygh it is better for Bessemer’s cush-flow when we buy
tickets on our personal credit cards. He could tell you how mych Bessemer spends
each year on official travel. What's more, Bessemer has offices on campys that can be
rented by for-profit businesses. You will need one of those. Jerry is in charge of them.
You will need some capital. Where will that come from? Telephone john Herbacek st
International Charter. His company is one of the lurgest charter travel businesses in
the United Stutes. He founded it when he was a few yeurs out of the Stanford MBA
progrum. He came to talk to our students last year. He was reully innovative in the
way he raised his initiul capitul. Tell him I suggested you should talk to him."

“Thanks very much for yoyr help. We will tulk to those MBA students und Jerry
Kyoto,” Scott suid.

“Q.K. Come and see me at any time. If I am not here cull me at home,” Ron
replied.
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Spring Fever

A couple of weeks luter, Ron bumped into Rachel on the campus.

“How are your plans for a travel agency going?” Ron greeted her.

“Scott and I are not getting ulong so well at the moment,” she replied.

“I'm sorry to hear that. I tell my students that a sure way of testing the strength
of u relationship is to sturt a business,” Ron suid with u smile.

As he walked away, Ron thought to himself, “That’s the end of another idea for
u student business. On this campus, they come and go fuster thun student romunces
during spring break.” So he was quite surprised when he received a call from Scott on
Friday, April 24, asking if he could come to the office to discuss his plans for the cam-
pus travel agency. .

“Could you wait until finul exams are over in about 10 days?” Ron asked.

Ron was extremely busy. He had a very intense 10-day period ubead of him. On

- Monday in Vancouver, he was addressing the Financial Research Foundation of

Canada on venture capital for high-tech start-ups. He was flying to Vancouver on
Sunday morning so that he could have lunch with the parents of an MBA student ut a
new restaurant that they had started six-months earlier. He was planning to return to
San Francisco on Monday night, and after he had taught his class on Tuesday, he was
flying to Boston for a three-duy reseurch conference on entrepreneurship at the Uni-
versity of Cape Cod, where he was presenting u paper. He had to prepare two pre-
sentations, one after-lunch talk, and review some drufts of students’ business pluns
before he left for Vancouver on Sunduy morning.

Scott continued, “This is really urgent. Jerry Kyoto was very discouraging. But
we are going shead anyway. We mnust see you toduy.”

“Q.K. Come on over. | can give you about 15 minutes at the most,” Ron
responded.

“Well,” Ron thought, “I suppose I can alwuys work on the plane and at the

airport.”

The Travel Agency

A few minutes later, Scott wulked into the office with another student. Scott greeted
Ron and said, “Professor Ditchin, I would like you to meet Mario Ricciardelli. He is

. going to be my partner in the travel agency.”

Scott began, “Since we talked, I have put in a lot of work on the travel agency. 1

. met with your MBA students. They are convinced there is enough business to support

u travel agency on the Bessemer campus. But they wouldn't let us see their business
plan. In addition, we have talked to some travel agencies about their helping us to set
up an office on the Bessemer campus. They have been helpful.”

He continued, “But Jerry Kyoto was very discouraging. He says there is no
available space that we can rent on campus.”

Ron said, “That’s funny. He was very encouraging when my MBA students
talked to him, I wonder what has changed his mind?”

“Well, he mentioned that he wants to have a travel agency on campus by next
January. We suspect he intends to work a deal with Hillsborough Valley Travel,” Scott
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replied. “He mentioned that there would be space in the new Student Center, which
is opening eurly in 1988. But we can'’t wait until then. We wunt to open our agency in
September.”

“How much capital will you need and where will you get it?” Ron asked.

“We don't think thut will be a problem. We ure planning to talk to a few people
who might be interested in investing. Do you know Andy Brown? He recently cume to
talk to the students. One of his customers invested $30,000 in his student business,”
Scott responded. “I'm going to stay in Sun Francisco for the summer to get this busi-
ness started. Will you be able to help me?”

“Well, I will help you as much as possible. I will be on campus during May and
parts of June. In July and August, I will be at my cottage in Carmel. 1 go there to
write, 1 usually visit the campus once every two or three weeks during those two
months.”

Ron said, “Have you got a summer job with a travel agency?”

“No, not yet, but we are planning to do so.”

“We ure surveying faculty, administrators, and students to determine how much
truvel business we will get from the campus. We would like you to fill out this draft
questionnaire and recommend any changes. We have already shown it to a statistics
professor.”

ROBERT TOMFPKINS: SOME FATHERLY ADVICE

On Tuesday ufternoon, April 28, Ron was working frantically in his office before he
left to catch u flight to Boston. He had to read u revised copy of a paper that had been

. accepted for publication and hud to be returned to the editor; speak with some stu-

dents ubout the druft copies of their business plans; pick up the slides from Media
Services and put them in the correct sequence for his talk to the research conference
at the University of Cupe Cod on Thursday; return about half-a-dozen phone calls;
call the SBA; und clear his desk of puperwork that had accumulated on Monday. He
hud been mildly aunoyed at lunch when, during a conversation between Ron and a
colleague, he had mentioned that he was leaving for Boston that night, and the un-
dergraduate dean hud commented, “another junket.”

He was with two seniors when his phone rung, “This is Robert Tompkins, Scott’s
futher. He is the student who you are encouraging to start a travel agency on cainpus.
I'was ut Bessemer this weekend. I visited your office on Monday, but you were not on
n..:,_w:u. I'left a message that I would like to get together with you in Boston this
week, ,

Rou replied, “I would like to meet you. I'll be in Boston tomorrow at the Uni-
versity of Cape Cod research conference. Let's get together at the conference. Let's
set up a date and a time.”

“There’s no need. | am u Bessemer alumnus and have been invited to attend
that conference to meet the Bessemer faculty who are coming to the conference. |
will find you there. However, before you leave for Boston, I would appreciate your
talking to Scott ubout two things: (1) Limiting the scope of the planned truvel busi-
ness to something feasible for u full-time college student, (2) His tentative plans for
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staying in Sun Francisco for the sumnier, working at a travel sgency and working with
you on a business plan.

“Scott's concept of the travel business has included settlng up a regular full-
service agency on campus with an experienced inanager. I would really like Scott to
guin the experience of planning and starting and operating a business, but it is impor-
tant that he has the guidance from you to limit the scope of the business to what is
practical financially and time wise. A student like Scott who is so strongly motivated
should certainly be encouraged in his endeavors. What is important here is the expe-
rience the student can get from plunning the business AND successfully working the
plan, no matter how small. '

“Professor Ditchin, it gets very emotional when I make suggestions to Scott
about his business pluns, so I would appreciate your encouraging himn to limit the
scope of his plans gnd return home for the symmer.”

“Robert, 1 will try to get a hold of him right away. I will definitely speuk to him
before 1 leave for Boston. I am sorry that 1 was not in the office yesterday. I would
have liked to talk to you und Scott together. 1 look forward to meeting with you at the
University of Cape Cod,” Ron said. -

Ron rung Scott’s number but there was no reply. He finished talking to the stuy-
dents. There were four others waiting. Sometime luter, Scott entered Ron’s office.

“We must talk. Your father just called me. He wants you to return home to
Buston for the summer.” :

“1 know. He doesn’t want me to start this business. But he’s not to blame. He
should understund. He hus sturted five businesses—all successful. It's my mother.
She cun’t beur the thought of me being away from home for the summer.”

“Your futher said you need to work to help pay for your education. Is that criti-
cal?” Ron asked.

“We're not rich. But we are comfortably-of f middle-cluss. It is not u matter of
wy not coming back to school if 1 don’t eurn as much money as I did last yeqr at Bear
Stearns. 1 am stuying in San Francisco to start this business.”

“How about your grudes? Do you huve uny problems? Your fther is quite con-
cerned,” Ron said.

“No problem. 1 have better thun a 3 GPA. (2 is required to graduate, and 4 is the
muximuin possible).”

- “Well, I will meet your father in Boston and talk to him. Does he reulize you can -
get ucademic credit for doing this?” Ron said.

“Tell him this is a good idea und he should encoursge me to do it. It won't cost
him a penny. He has already said he won't help me financially with the business. Have
u nice trip to Boston. See you next week.”

THE MERMAID RESTAURANT, HYANNIS

On Thursduy evening, April 30, Ron was relaxing over a cocktail at the Mermuid
Restaurant, where the conference dinner was being held. Just before the dinner was
to be served, Robert Tompkins cume up to Ron and intreduced himself and his wife
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und younger son, who was u senior in high school. They were u very pleasant fumily.
They chatted with Ron for about 15 minutes.

During the conversation, Ron tried to be reassuring about Scott. Mrs. Tompkins
suid that Scott wus calling them frequently. There hud been five calls during the last
24 hours. She was trying to find u summer course in Boston thut would help Scott to
learn more about the travel business. She had found one, but Scott had annoynced
that he would come home for May, return to Sun Francisco for June and July, when
Professor Ditchin would be uvailuble to help him with his plan, und then return howme
for August. The Tompkins weren't too pleused with that idea.

Robert explained that they had been ut Bessemer on Monday to show his
younger son the campuys. Robert and his son hud inet with John Welch, the president
of Bessemer, on Monday. Robert also mentioned that he hud talked to Jerry Kyoto,
who was a classmate of his in the Bessemer class of 1958. He said he hadn’t seeu Jerry
in ylinost 30 yeurs.

As Ron and the Tompkins were saying good-bye, Robert handed Ron a letter
marked configentiul (Exhibit 2.1). He told Ron to read it luter.

BESSEMER COLLEGE, MONDAY, MAY 4—JUST ANOTHER
DAY AT THE QFFICE

As Ron walked into his office at 8:15 a.m., he wondered when he would have time to
call Scott Tompkins. Ron hud returned to Sun Francisco from Boston on the evening
flight so thut he would have ull of Saturday und Sunday ut home. As soon ys he wylked
through the door on Friday night, his wife told him that two students had telephoned

. and wanted him to return their calls. At lunchtime on Saturday, the student who was

the executive vice president of the Besseiner Entrepreneurial Exchange had phoned
to tell him that Curol Leitch, the purt-time administrator of that organization, had
undergone major surgery at Stanford Medical Center on Thursday. The surgery had
been successful, but she would not be back at work this semester. In the afterngon, u
member of the Alunni Board hud telephoned to discuss an importunt matter. A sty-
dent had phoned to usk for help becuuse he was unable to reconcile the bulance sheet
with the income statement in the business plan he was writing. In the early evening,
unother student phoned to usk if she could postpone her business plun by two days so
that she could incorporate some new, important information.

Qn Sunduy, Ron had worked for ubout eight hours on the preparation of his
teaching inateriuls. There were two more telephone calls from students—the lust one
ot 10:15 p.M. That evening, he and his wife, June, hud watched a TV movie on the life
of Henry Ford. Ron wus c&:..m un article at the same time. At gne stuge, Henry Ford
suig to his wife, “1 love yoy.” To which Mrs. Ford had retorted, “No Henry, you
haven’t loved unyone for 20 years. You only love your company.” Jane had commented
surcusticully to Ron, “And isn't that the truth. Just like someone I could name.”

Ron usually arrived at Bessemer ut 7:15 a.m. Toduy, he had not arrived yntil
8:15 A.M. because he had attended a breukfast with two of his feilow entrepreneyrial
studies faculty to discuss funding for research with a prospective sponsor. He had an
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examn that started at 8:30 A.M. He checked his telephone messages for anything that
was urgent. One messuge was from the president of a small high-tech finn who had
interviewed five of Ron’s students for the position of administrative assistant to the
president. He had narrowed his choice to two candidates and wanted to discuss them
with Ron over lunch. Ron left u message for his secretary to cull the president and tell
him that the only possible time he could meet was 1:30 r.m. to 2:30 P.M.

The rest of his day was going to be busy. The exam would last until 1:30 r.m. He -

had appointments with students from 2:30 p.M. until 4:00 p.m. Then at 4:00 pM., he
was meeting with an aluinna who was seeking Ron’s advice ubout a small business she
had started.

It was 5:00 p.m. when he finally found time to telephone Scott Tompkins. They
sgreed to meet for breakfust the next day. At 5:30 .M., Ron's youngest daughter tele-
phoned to ask him to pick her up ut the high school at 6:00 ».M. As he drove ulong the
_ Buyshore Freeway, he reflected on his day. The exams had gone well. He was pleased

with the business plans that the students had presented. He was almost certain that
he hud secured a job for one of his students. But he was very frustruted because lie
had not been able to read most of the pile of mail on his desk; he had not phoned the
SBA about next week’s presentutions; he hud yet to arrange for a part-time instructor
to teach the MBA entrepreneurship course in the second summer session; he had not
returned telephone calls to at least hulf-u-dozen persons, including u senior manager
at Ernst & Young in Los Angeles, which was one of his clients; he had not talked to
the executive vice president of the Bessemer Entrepreneurial Exchange ubout the
newsletter that was overdue becuuse of the administrator’s operation; and he won-
dered whut else he hud left undone. .

“I must be crazy,” he thought. “I um working longer hours than when I sturted
my first high-tech company in 1970. Of course, it is not as stressful, but nor am 1 32
yeurs old anymore.” Thut evening he was working at his computer and pondering what
he should do about Scott, specifically, und about his own situation, generally, when
the phone rang at 9:45 p.m.

“Hello, this is Pedro Ramirez. 1 am about to get my funding for the business. I

have a final meeting with the investors on Muy 12. We could be cutting metul by

June.

In the full semester, Pedro had written a business plan for a high-tech start-up
in Ron’s MBA class. Several tiines over the last four months, Pedro had asked Ron for
advice about the plan and its funding. Ron had a nice chat with Pedro. As he put the
phone down, he suid to himself, “That's what mukes it all worthwhile. 1f Pedro gets
his money, it will be the second plan from thut cluss that has been funded.”

Before falling asleep, Ron began to wonder about his breakfust meeting the next
morning with Scott. “What will I do about Mr. Tompkins letter? What should I say to
Scott?”

JACK SPRAT’S .
RESTAUR ANT

In November of 1995, Chris Harami, nascent entrepreneur, and soon-to-be founder
of Juck Sprut's Restaurunts, pondered his yeur-old business plan. The plan was a work-
in-process, but he hoped to open the first Jack Sprat’s Restaurant during the summer
of 1986. Chris wondered how to best ensure success.

During the course of his reseurch, he had discovered that many restauranteurs
used consultants to launch new restaurant concepts.® People in the industry agreed
that using u consultunt was usually a good idea. However, hiring u.consultant was ex-
pensive, and the seed money was coming from his father—a financially secure (but
very conservative und not rich) physician. He had retainer bids from consultants be-
tween $50,000 und $150,000 and they ull proposed rewriting the business plan as the
first order of business. The consultunt thut Chris selected was Arlene Spiegel. She
was enthusiastic about the concept und submitted the low bid.

Chris hud written a professionul-quality business plan in graduate school, then
wrote and rewrote the plun for Juck Sprat’s, so the value he saw in hiring a consul-
tant was centered on building a successful team, and less on the business plan
rewrite. Chris believed that Juck Sprat’s could someday be a hot 1PO and he wanted
Arlene on the team to make sure it would happen, but his father did not understand
the need. Was his futher trying to micromanage the venture, or was this a role Chris
wanted him to play? And did Chris reully need a consultant to overhaul his plan, or
was he just avoiding the leap into action? It was cleur that they needed to conserve

This cuse was prepured by Murk Hel und Dun D'Heilly under the direction of Profesior Willium
Bygruve. Cupyright © 1996 Bubsun College. All rights reserved.

* In the restuurant industry, uew operutions ure usuully designed uround u single themne (e.g., American
west kh h king, ethuic). The theme is combined with the type of restaurant (e.g., fine
dining, casual, fust food) sud refersed to us the “concept.”
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