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Course Objectives   

Management or administration involves getting things done, and getting things done requires developing and exercising power and influence.  This course has as its objectives:  (1) increasing your understanding of power and political processes - where power comes from, the conditions under which it is used, strategies for power and influence; (2) developing your clinical skills in seeing and recognizing power and influence in action; and (3) having you think about your own views of power and influence, including what strategies and tactics you are comfortable with.

Required Text:  Jeffrey Pfeffer, Managing with Power. Harvard Business School, 1992.

Course Structure:   Class will be conducted in a discussion format, relying on active student participation in class.  Discussions will be based on the Pfeffer text, on supplemental cases and exercises, and on personal experience. Class members will also prepare a paper on the analysis of organizational power (described on the next page), will form groups of around five members to make a group presentation in the final class period, and will participate in the “UTD Corporation” behavioral simulation game (corporate summary attached).

Schedule of Assignments

10/17

Introduction

10/24

Pfeffer, Ch. 1-6; Rondell Data Corporation Case
10/31

Pfeffer, Ch. 7-11; Standard Financial Services Case
11/7

Pfeffer, Ch. 11-15; Star Distributors Case
11/14

Pfeffer, Ch. 16-18; Federal Radar Case
11/21

Symantec Case; Class Presentations

11/28

Term Papers Due
Grading:   Grades will be determined as follows:

Term Paper



65%

Group Presentation


15%

Class Participation


20%

Office Hours:   Tuesdays, 5-6 p.m., after class, and by appointment.



  Office: SOM 4.214; phone: 972-883-2569; e-mail: harrison@utdallas.edu.

Academic Honesty

Work submitted for credit should be the work of the class member alone (or the group for group assignments). You may consult library materials, web resources, and other informational sources, but may not receive assistance from others in writing individual papers. Cheating, plagiarism, collusion, and falsifying academic records are expressly prohibited by UTD (see the catalogue). 

Term Paper
The term paper may be either (1) a political analysis of an actual organization; or (2) a conceptual or theoretical paper on some aspect of power and politics in organizations, covered in more depth than in class, such as political aspects of race or gender in organizations, or the politics of board oversight of corporations. Most students choose option 1, which is discussed in the next paragraph; students interested in option 2 should discuss the topic with me to be sure it is appropriate for the course.

For option 1, the topic should be a real organization. It could be a business firm, a non-profit, a government organization (e.g., the City of Richardson, the Dallas School Board, the Centers for Disease Control, or some part or agency of a foreign government), the School of Management, etc. An important need here is access to information about the organization, which could come from personal knowledge, a key informant, press reports, web sites, and/or other sources (but keep in mind that you are unlikely ever to get all the information you would like to have); public organizations generally disclose much more information than businesses, which is especially helpful for students who are not employed. 

A general analysis of the organization for some time period is a possibility. Or you may prefer to focus on particular events in the organization, such as a merger, a reorganization, a change in leadership, or the handling of a crisis.

The paper should include (1) a diagnosis of power at some level of the organization, using the matrix approach discussed in class, with a brief description of your methodology (if the paper focuses on an event, a “before and after” diagnosis may be useful); (2) a discussion of political strategies and tactics used by organizational subunits and/or managers; (3) other class-related issues as relevant, such as sources of power; and (4) recommendations for how some person(s) – this could be you – or subunits could have better managed their political situation or could do so in the future. Recommendations should be based on the analysis presented in the paper.

There is no specified page requirement. I’ve seen great ten-page papers, and poor ones that were much longer. The average has been around 15 pages, not counting attachments. The paper should be double spaced in font size 12 with one-inch margins, printed on only one side of the page, and stapled in the upper left-hand corner (no covers or binders). My primary evaluation criterion, besides coverage of the points discussed above, is the sensible application of course material to your analysis. All papers will be treated as strictly confidential, and will be returned only under specific instructions from you; papers not picked up will be stored securely for some time and then destroyed.
UTD Corporation
United Technologies of Dallas
UTD Corporation provides software solutions to business users. It currently produces three major products: inventory management (“inventory”), sales force management (“sales”), and production quality management (“quality”). Each produce can be tailored to specific customer needs. It also offers other services such as IS consulting in addition to product support.
The customer base includes 43 Fortune 500 corporations and two dozen other firms. While UTD has significant competition, particularly in the inventory and sales force management areas, its software is distinguished by extremely user-friendly interfaces and a unique method for integrating with corporate data bases. UTD is also noted for strong customer service/support.

The company is headed by Richard Harrison, the founder, CEO, and Chair of the Board. The President’s position is currently vacant, so Harrison is also acting in this capacity. Reporting to the president are the heads of the firm’s five departments: marketing, production, new product development, customer service, and accounting/finance. In addition to Harrison, Audrey Mills (a banker), Horace Frank (the CEO of a customer firm), Ken Lei (an accountant), and Sheila Brown (an MIS professor) are also members of the board.

UTD Organization Chart

[image: image1]
A brief summary of the activities and priorities of each department:

Marketing. Marketing sells software upgrades and services to current customers (60% effort) and develops new customers (40% effort).  In developing new customers, marketing gives first priority to promoting the production quality management product, second priority to sales, and third to inventory. No attempt is made to sell services until a firm becomes a product customer.

Production. Production refines, tests, debugs, and documents software, including software upgrades; produces the deliverable software and documentation; and, in cooperation with customer service, customizes standard software products to customer needs. Its priorities for effort vary with UTD’s demand profile.

New Product Development. Development devotes 70% of its effort to upgrading current products, with a major emphasis on the quality management product, and 30% of its efforts to developing new products. Products under development are HR management software, the primary emphasis, and strategic planning software. Development is also considering beginning work on a corporate director information systems (CDIS) product.

Customer Service. Customer service handles product installation, including upgrades; provides software support to customers; and, in cooperation with production, helps customize standard software products to customer needs. Customer service has also recently begun to sell special services to customers, such as IS consulting.

Accounting/finance. Accounting/finance handles billing, collections, and payroll, maintains financial records, conducts cost and investment analyses, and generates various types of required reports.

The 2005 annual results, by software product group and services, are as follows (total sales of $187 million):

	Product group
	Sales as percent of firm sales
	$ sales change from 2004
	Number of  customers 2005
	Number of customers 2004

	
	
	
	
	

	Inventory
	52%
	-21%
	38
	46

	Sales 
	21%
	3%
	25
	24

	Quality
	20%
	46%
	19
	7

	Services
	7%
	23%
	8
	3


Note:   About one-third of the customers use more than one of the firm’s product groups. 
The 2006 annual budget by department (in millions of dollars):

Marketing



36.8

Production



44.1

New Product Development

23.5

Customer Service


34.7

Accounting



  5.9

Corporate



  4.7

TOTAL


        $149.7 million
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