MICROENTERPRISE CONSULTING

MANAGEMENT 335/435

Spring 2008
INSTRUCTOR:  


Michael T. Welch

OFFICE



Maguire Hall, Room 456

PHONE:


 
(312) 915-7117  (Office)






(773) 216-1296  (Cell)

E-MAIL:



mwelch3@luc.edu
OFFICE HOURS:


Monday   
3:00 p.m.  -  5:30 p.m.






Wednesday 
3:00 p.m.  -  5:30 p.m.






Saturday       12:00 p.m. -  1:00 p.m.

By Appointment

COURSE MATERIALS:
Linda Stroh and Homer Johnson, The Basic Principles of   

                                                                 Effective Consulting, 2006 (available at the Loyola   

     Bookstore)

Handouts posted on Blackboard and to be distributed 


Links to websites on Blackboard 


COURSE DESCRIPTION:

Microenterprise Consulting is a service-learning course for graduate students and senior undergraduate business majors that provides a hands-on capstone experience in their education.  Students in the class form teams, each of which provides consulting services to a client from an economically disadvantaged neighborhood in Chicago who desires to start a business or who has an ongoing business that is struggling.  

Consulting with the particular clients in this class is in some respects different from interacting with other business people that the students may have come into contact with in school or in organizations in which they have previously worked.  This is a relationship in which the needs and goals of the client are paramount, and therefore the focus of the students must at all times be on the client.  In order to properly prepare for the work that needs to be accomplished, the course begins with an orientation to process consulting and training in communication and listening skills, as well as an overview of small business’s role in the development of economically-distressed neighborhoods. This is followed by the formation of teams.  Each team then meets with its client in order to gain an in-depth knowledge of the client’s concept for the new business (or actual situation).  This is followed by the team engaging in detailed research and analysis of a client’s business concept (or actual situation), which results in a written document that the client can use in the future to guide his/her operations and/or seek financing.  The team members consult closely with their client as well as with each other during the consulting process; in addition, the students in the class act as a resource to the other teams during updates and discussions of the projects during class.

Management 335 qualifies as an undergraduate core course that meets the Values Across the Curriculum requirement of promoting civic engagement, and has been designated as a Magis Scholar course.    

COURSE OBJECTIVE:  

In the Jesuit tradition of using knowledge to serve humanity, the objective of the Microenterprise Consulting course is to provide an opportunity for business students to utilize and improve their business knowledge and skills by meeting the real-life business consulting needs of individual entrepreneur and not-for-profit clients who are starting up or are operating businesses in economically-distressed communities in Chicago.

LEARNING OUTCOMES:
1. Improved communication skills needed for effective business consulting.

2. Improved team skills, both as a functioning member of one’s own team, and as a resource to other teams.

3. Acquisition and improvement of the skills needed for a full range of consulting client-based services:  building a relationship of trust; conducting an assessment of the client’s needs; defining the scope of the project; conducting formal and informal research and analysis of the client’s business concept and the environment in which the client will operate the business; brainstorming different options and making informed choices with respect to best strategic direction to take; preparing a document which will provide direction and guidance to the client as he/she moves forward with the business; preparing a formal presentation of the team’s findings recommendations as to the business’s future course of action; and providing the client with a comprehensive financial analysis of the business.  

COURSE REQUIREMENTS AND  ORGANIZATION:

1. Attendance at all class sessions is expected.  Please email me if a circumstance beyond your control will prevent you from attending class.

2. Active, useful and regular contribution to discussions in class.  This requires that students be well-prepared by having read and analyzed the assigned readings, that they be present at each class, and that they participate constructively in class discussions.  Students can be expected to be called on for original and meaningful contributions to class discussions.  Quality of class participation in terms of relevant and original analysis is more important than its quantity.   

3. During the fifth week of class, after the initial training and orientation sessions, business consulting teams consisting of two graduate students and one undergraduate will be formed.  Once the teams are formed, team members will agree upon a Team Charter which will be used to guide their behavior throughout the course.  Given the comprehensive nature of the course and the fact that all students have very busy schedules, each group must agree upon a time when everyone can meet face-to-face each week.  One of the biggest obstacles to group effectiveness is insufficient time for all the team members to come together and work in a face-to-face manner. It is also helpful when teams have students with varied interests.  Therefore, the team should explore its members’ diversity with respect to personal backgrounds, demographics, work history, skills and concentrations of study, so that the group can take advantage of the widest range of experience as they move through the consulting process.  It is important that the members of the group divide the work in an equitable and fair manner, and treat each other in an appropriate way.  In order to assure this, members of each team will complete a Peer Evaluation of themselves and the other members twice: once approximately half-way through the course and once following the final presentation.  
4. A list of potential clients who are aspiring or struggling entrepreneurs in inner-city Chicago    

neighborhoods or not-for-profit organizations with business projects to service such neighborhoods will be provided by the instructor.  After the team is formed, it will structure itself and schedule its work at the mutual convenience of the client and the team members.  Weekly class time is for teams to learn how to do their work; to report progress and seek help with the problems they encounter, to exchange information and suggestions with other teams; and to share personal reflections about their experience.  The team must work with the client to set up mutually agreeable times in which to meet.  Should a client suggest it, team members will sign a non-disclosure form to assure the confidentiality of shared information.  Even in the absence of a signed form, however, client information is confidential and cannot be communicated to anyone not associated with the course.   

5. Research and analysis of a client’s business concept or situation may include market research and competitor analysis to define and refine a market opportunity; identification and definition of the  target audience for the business’s products or services; basic supply chain analysis; a sales and marketing plan; identification of staffing and human resources needs; and a detailed financial analysis that will result in a written document that the client can use to guide future operations and/or to seek financing for a new business or to revive an existing struggling firm.  Each team will deliver its final written document to the client and his/her sponsor at the conclusion of the course.  Any other materials used by the team in connection with its presentation, such as PowerPoint slides, sample materials and records prepared in connection with the research, will also be provided to the client.

6. Regular opportunities to report progress and challenges, the submission of working drafts of the document, the final presentations themselves will provide opportunities for constructive feedback and dialogue.  In addition, in order to enrich the learning experience, each individual team member will be required to keep a reflective journal describing and analyzing his/her experiences as a microenterprise consultant.  Guidelines for journaling will be provided at the first class, and reflection questions are contained in the Schedule of Activities in the Syllabus.  Some of the questions are required and some are suggested.  The journal entries must be emailed to the professor or submitted in class on the dates set forth in the Syllabus.  Unless otherwise noted, the journal entries are confidential; no one but the professor will see them.  Class sessions will include time for sharing observations and reflections from these journals.  The final class will be devoted to both reflections on the past and plans for the future.
COMPUTATION OF GRADE:


One portion of the grade will be based on the individual student’s efforts during the course, while the other portion of the grade will be based on the efforts of the team.  Team project grades will be based on the quality and thoroughness of the team’s consulting work, as reflected by the final paper (and the preliminary deliverables thereof) and the final presentation to the client.  Individual team member’s project grades may be adjusted up or down depending upon the relative contribution made by each of the individual team members based on the results of the Peer Evaluations.  The overall satisfaction of the client with the team’s effort will also be a portion of the team project grade.  The grade components and the relative weights are:

Regular and constructive class participation





20%

Regularity and quality of the entries in the reflective journal


15%

On-time submission and quality of the preliminary written project

     components (three individual deliverables at 5% each and the 

     full rough draft at 10%)


 




25%

Quality of final written paper







20%


Quality of final oral presentation of project





10%

Client satisfaction with the consulting service received



10%









TOTAL
           100%
SCHEDULE OF ACTIVITIES:

Week
1 – January 19
Topics

     Introduction to the Course and its Participants


                     Introduction to Journaling - Values Reflection 
     Introduction to Communication Skills for Consulting

Reading 
     1.  Articles from Business Week relating to Microenterprises
Materials:            2.  The Aspen Institute, “Fast Facts & Highlights about Microenterprise”  

3.  Association for Enterprise Opportunity, “Microenterprise” and 

         “Microenterprise Employment Statistics in Illinois” 

     4.  Karen Arenson, “The Fine Art of Listening”

     5.  Vincent Schodolski, “Med Students Now Must Learn People Skills Too” 

     6.  Lauran Lan, “Teaching Doctors How to Interview”

     7.  Previous Business Projects: 1992 - 2007 (review briefly)

     8.  Updates on previous Microenterprise consulting projects

· “Kid’s Plus-Size Clothing”, Entrepreneur Magazine, December 2004

· “Café Tries to Nourish Body, Spirit”, Chicago Tribune, November 2004

     9.  Example of 2005 Microenterprise Consulting Project: “Feasibility Analysis: Sweets by Peaches, Beautiful Shadows Window Treatments and Beautiful Shadows Sewing School” (review briefly)

10 . Jill Graham, “Journaling to Facilitate the Reflective Component of Service 

Learning”

    11.  Jo Giarrante, “Microenterprise Consulting Listening Skills” pp. 1- 7  

Guests:                Dr. Jill Graham, former Professor for and originator of the Microenterprise  

          Consulting course

                             Jo Giarrante, Program Director for the Institute for Spiritual Leadership
Required             1.  Identify and discuss three values you want to honor during your experience as Reflection 
            a microenterprise consultant relating to your relationship with your client.

Questions:           2.  Identify and discuss three values you want to honor during your experience as 

a microenterprise consultant relating to your relationship with your team. 

     3.  Identify and discuss three values you want to honor during your experience as 

a microenterprise consultant with respect to yourself. 
Week 2 – January 26

Topic:

     Discussion of Microentrepreneurs and Microenterprise Consulting



      Communication Skills for Consulting – Session II

Reading 
     1.  Chapter 1, The Basic Principles of Effective Consulting
Materials:
     
     2.  Selections from Lisa Servon, Bootstrap Capital: Microenterprises and the 

American Poor, Chapter 2 (“Learning from History”) (especially pp. 15-21 and 42-51)

3.  Microenterprise Fund for Innovation, Effectiveness, Learning and 

Dissemination, “Microenterprise Fact Sheet Series”, Issues 1, 4 and 6

4.  Jo Giarrante, “Microenterprise Listening Skills”, pp. 7-9

Due:

     Journal Entries
Guest:
     
     Jo Giarrante, Program Director for the Institute for Spiritual Leadership

Potential
     1.  Identify elements of your personal communication style that tend to make 

Reflection 

reflective listening difficult.

Questions:
     2.  What is your reaction to your learning about the diversity of “typical” 

microentrepreneurs?

3.  How do you anticipate using reflective listening skills to develop an effective 

  
consulting relationship with your microentrepreneurial client? 
Week 3 – February 2

Topic:

    Demonstration and Discussion of Print and Online Resources for Microenterprise 

Consulting

Readings:
    1.  Go to www.cityofchicago.org (there is a link on the Blackboard) and click on 

the “For Business” link near the top of the page.  Explore the various pages to find information about business registration; licenses and permits; staffing; employer information; government contracting opportunities; business development assistance; and Chicago maps for Industrial Corridors, Empowerment Zones and Enterprise Zones

          2.  Zip Code and Community Area maps of Chicago


 3.  Crain’s “Small Business Resource Guide”


 4.  Microenterprise Programs in Illinois


 5.  Go to www.startupjournal.com (there is a link on the Blackboard) and explore    

the major tabs of this site.

     6.  Mary Jane Hilburger, “Researching Chicago Neighborhoods” 
 

     7.  Jo Giarrante, “Microenterprise Listening Skills”, pp. 9-11

Guests: 
     Taya Franklin, Librarian, Lewis Library



     Jo Giarrante, Program Director for the Institute for Spiritual Leadership

Week 4 – February 9 (class will be from 10:30 a.m. to 1:30 p.m.)

Topic:

     Discussion of the Role of Microenterprise and Small Business in the Revival of 

Economically-Distressed Urban Neighborhoods



     Communication Skills for Consulting – Session III

Reading
     1.  Michael E. Porter, “The Competitive Advantage of the Inner City, Harvard Materials:

  Business Review (especially pp. 55-65)     

2. John Sibley Butler, “Entrepreneurship and the Advantages of the Inner City: 

    How to Augment the Porter Thesis”, The Inner City: Urban Poverty and 

    Economic Development in the Next Century
3. Description of potential consulting projects

4. Elaine Edgcomb and Erika Malm, “Keeping It Personalized: Consulting,    

   Coaching & Mentoring for Microentrepreneurs”

Due:

     Journal Entries
Guest: 
     Monroe Sabay III, President and CEO, Bentol Business Group, Chicago, Illinois

Potential
     1.  Based on Michael Porter’s analysis and John Sibley Butler’s commentary on Reflection

Porter’s thesis, what role do you think that microenterprise can play in the Questions:
            revival of economically-distressed urban neighborhoods?
2.  What challenges do you find in using a combination of reflective listening and 

assertiveness to facilitate “normal” conversation?
Week 5 – February 16

Topics:
     Team Formation and Selection of Clients



     Team Charter Requirements

     Memorandum of Understanding Requirements and Their Ability to Drive  

Manageable Work Segments



     Preparation for First Client Meeting

     

Reading
     1.  Review (and/or complete) all reading assignments and communication skills Assignments:

 worksheets assigned for classes 1-4.

     2.  Chapters 4 and 5, The Basic Principles of Effective Consulting


     3.  Jeffrey Tannenbaum, “Entrepreneur Helps Guide Start-Ups in Minnesota      

                                       Town”



     4.  Sample Non-Disclosure Agreement



     5.  Instructions for Memorandum of Understanding and the Team Charter

Potential
     1.  As you are about to begin your consulting project, identify both what you Reflection                     would like earn as well as how you want to serve your client.   

Questions:
     2.  Describe the role you envision for yourself as a microenterprise consultant.

3.  How do you intend to honor the values about client, team and self that you 

          identified in your reflection for Class #1?
4.  How do you anticipate using your positive and negative experiences on    

previous group projects to insure that this project will be successful and personally satisfying?  What role will reflective listening and assertiveness play in that effort?

5.  What assumptions are you taking with you into your first meeting with your client?  What do you expect the meeting to be like?  Why? 
Week 6 – February 23

Topic:

     Report and Reflection on First Meetings With Clients



     Plan for Individual Team Appointments (February 25-28)

     Research and Analysis Needs for the Business Plan 

Reading
     Business Plan Components
Assignments: 
     Chapter 2, The Basic Principles of Effective Consulting
Written 
     Submit Team Charter
Assignments:       Journal Entries
Potential          1.  How will your Team Charter help you establish a working relationhship with 

Reflection 

your teammates that will insure a healthy team environment and produce the Questions:

maximum result for your client? 
2. How will you utilize the Memorandum of Understanding in your future 

         relationship with your client?

February 25-28:  Each Team Meets With the Instructor for 45 Minutes in 456 Maguire

Assignment:
 Prepare a draft Memorandum of Understanding, which should be 

       emailed to the instructor at least 24 hours in advance of the meeting.

Week 7 – March 1

Topic:

     Report and Reflection on First Meeting with the Client   

    

     Understanding the External Environment

Reading:             Chapters 2, 4 and 5, The Basic Principles of Effective Consulting



     “What Not To Do” (Handout)     

March 8

NO CLASS – Spring Break

March 10 - 14:  Each Team Meets With the Instructor for 45 Minutes in 456 Maguire

Assignment:
 Prepare a draft Memorandum of Understanding, which should be emailed to the   

 instructor at least 24 hours in advance of the meeting.  Each team will discuss their  

 draft Memorandum Of Understanding with the professor.
Week 8 – March 15

Topic:

     Why Do Individuals Become Entrepreneurs?



     Report and Reflect on Progress and Challenges



     Operational Portions of the Business Plan

Reading:
     Chapter 6, The Basic Principles of Effective Consulting
Speaker:
     Steve Sachnoff, Vice President- Industrial Business Unit, ST Microelectronics
Written 
     Submit completed Memorandum of Understanding 
Assignments:
     Journal Entries

March 20 – Assignment Due

Deliverable # 1:  Draft analysis of the nature and extent of the market opportunity,



     including relevant macroenvironmental factors; analysis of the relevant   

                             industry; customer demand; market growth potential; and existing/potential 

                             competition (or first segment in Memorandum of Understanding).
                                  

March 22
NO CLASS – Easter Weekend 

March 24 - 26:  Required Journal Assignment     

Assignment:
Sometime during period, but not later than March 26, each student 

     must submit a journal entry via email to the professor (mwelch3@luc.edu)  

     and to Jo Giarrante (cyclejo@comcast.net) addressing the group dynamics 

within your consulting team, with special attention to the use of listening and 

assertiveness communication skills.  You are also encouraged to comment on 

communications skills usage with your consulting client.  Jo Giarrante will be 

available in class on March 29 to work with individual teams regarding 

communications issues affecting group dynamics and consulting  

relationships.    
Week 9 – March 29

Topic:
Report and Reflect on Progress and Challenges

Progress Report on Communication Skills in Use

Coaching on Special Issues

Deliverable #2:  Draft description of the logistical requirements of operations   

(including a description of the physical location for the business, materials   needed and possible suppliers, and workflow design); staffing plan (including selection and training requirements, a work schedule; description of compensation and benefits to be paid, structure indicating how the workforce will be managed and controlled); and an initial itemized estimate of start-up capital requirements (or the second work segment as outlined in the Memorandum of Understanding).

Due:
Complete the initial Peer Evaluation form

Guest:
Jo Giarrante, Program Director at the Institute for Spiritual Leadership
Potential 
     1.  Assess how your role as a “thinking partner” to your client is progressing.  To Reflection
          what extent is it a relationship of trust?  How has that relationship with your Questions:
          client changed over the past few weeks?  How do you want it to change in the 

                                  future and how will you work toward that end?

2.  Now that the “deliverable” relating to the external environment has been    

     researched and drafted by your team, how satisfied are you with the team’s  

     division of labor and the quality of the resulting work?  How can you address 

     any dissatisfaction you have about those issues?

     3.  What changes do you perceive in yourself as the result of your experience as a microenterprise consultant?  What are you learning about business management in general, about doing business in Chicago, about consulting, about teamwork, and about yourself?  How can you celebrate your strengths and challenge yourself to improve in the future? 
  
Week 10 – April 5

Topic:
Cash Flow Budgeting and Financial Documents


Microenterprise in Chicago
     Report and Reflect on Progress and Challenges

Reading
1.  Handouts regarding cash flow budgets and microfinancing options

Assignments:
2.  Explore www.accionchicago.com (web link in on the Blackboard)


3.  Explore www.sba.gov/financing/basics (web link is on the Blackboard)

Deliverable #3:  Draft marketing plan, including product/service market definition;



target audience; unit sales forecasts; pricing; distribution channels; and      

promotional Plans (or the third work segment as outlined in the Memorandum of  

Understanding).  
Guest:                TBA
Potential            Same as for Week 9.

Reflection 

Questions:
Week 11 – April 2

Topic:
Report and reflect on Progress and Challenges with Each Team’s Project


Plan Schedule for Status Reports (April 19) and Final Presentations (April 26)

Deliverable #4:   Preliminary draft of the entire project written report.  This report must include 

page numbers; a table of contents; an executive summary; updated versions of the     

first three deliverables; a financial analysis (consisting of a draft cash flow budget, 

a detailed list of the start-up capital needed, start-up costs, and working capital 

needs until breakeven is achieved); and a timetable for implementation.

Due:

     Journal Entries
Potential              Same as for Week 9.
Reflection 

Questions:
Week 12 – April 19

Topic:
Review of Preliminary Draft
Status Report for Each Team’s Project
Assignment:
Each team will meet for 45 minutes with the professor in his office to review the 

     preliminary draft of the written report and to discuss the current status of the    

     team’s project.  
Week 13 – April 26

Topic:
Presentation of Business Projects


Completion of the Business Project Assessment Form

Oral                     Each team will give a 20 minute presentation of the business plan or other written Presentation:
     document that it has prepared for its client, to be followed by 5-10 minutes of 

 

     questions and answers.

Deliverable #5:   1.   The final draft copy of the written project document along a hard copy  

           of the PowerPoint presentation.

2. Completed Peer Evaluation of all individuals on your consulting team, 

      including yourself.

Potential             1.   As the project draws near to a close, recall those elements of your personal Reflection  
          communication style that made listening difficult, and assess any change that 
Questions :               has occurred during your consulting experience.
                            2.   As the team project winds down, what have you learned about effective team   

          processes and organization.

3. Based on your experience as a microenterprise consultant, assess the    

likelihood that you will pursue a career either in consulting or as an entrepreneur.
Week 14 – May 3
Topic:  
     Debriefing and Final Reflection


   
     Completion of the Loyola Course Evaluation Form

Readings:
     1.  John Neafsey, “Discerning Our Calling”



     2.  Read over the reflective journal that you have kept during the course, both the 

sections you submitted to the instructor and the portions that you wrote but did not submit

Written
    1.  If it is acceptable to the client, a team may wait until it receives the final grade Assignments:
         on the project to deliver the project to the client.  If the client wants the 

     document sooner, however, it should be delivered no later than the last day of     

     class.  Any materials prepared by a consulting team (PowerPoint presentations,       

     record-keeping materials, other materials, as well as an electronic version of   

     the written report) should also be provided to the client. 

2. If the client was referred to the Microenterprise Consulting course by an 

     organizational representative, a copy of the written report should be delivered   

     to that individual at the same time it is provided to the client.

3. Final Journal entries

Guest:                 Jo Giarrante, Program Director at the Institute for Spiritual Leadership

Potential             1.  Looking back at the values about the client, the team and yourself that you Reflection                identified in the initial journal entry (Week 1) and your recent experience as a Questions:               microenterprise consultant, in what ways do you see that you have operated 

                                 in accordance with those values?  It what ways was that difficult?                  

                            2.  Do you now feel it is appropriate to add or subtract from your list of important  values?  How has their relative priority changed for you?  If so, reflect on what that is so.

        3.  Recalling the role that you envisioned for yourself that you envisioned for yourself before you began working on this project (Week 6), to what extent did you play the  role that you envisioned?  If your role evolved over time, describe how you see it now, and why you think it changed.

     4.  In what ways do you view you career as a “calling”?  How do you anticipate using your business training and experience in the years ahead?  How likely is it that you will share your skills by to help others?
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