


n my first full year as dean, I have been keenly aware of the challenges 
facing not only business education, but also our alumni working in a rapidly 
changing business world. 

In response, we are making fundamental changes to the way we teach 
business and serve the community-changes to curriculum, to program 
structures, to alumni services, and to the way the Carlson School markets itself 

These changes provide students with 
hands-on learning opportunities tailored 
to their career paths, and with practical 
experience in applying what they learn to 

real business environments. T he result is 
that students are better prepared for the 
challenges of business. 

We also aim to better serve our alumni, 
who face real business challenges day after 
day. The Carlson School enjoys strong ties 
to the business community that create a 
vibrant business environment at the 
school and allow businesses and alumni 
to benefit from what we do here. 

One way we serve alumni is to share the 
new ideas and knowledge we generate. In 
this spirit, we've made some changes to 
the look and focus of our alumni 

magazine, Carlson School The revised magazine addresses the issues and 
problems that face our alumni every day, and we hope you find it appealing, 
engaging, and useful. 

This issue's cover story provides a valuable look at ethics in the workplace, a 
topic too often seen as a secondary concern. In fact , ethics are central to 
business success. The article shares the insights of experts and business 
practitioners into the competing pressures people face and the questions all 
businesses and their employees must ask themselves. A number of prominent 
Carlson School professors- including Norm Bowie, Ian Maitland, and Karen 
Schnatterly-weigh in on the role of ethics in the business environment and 
offer glimpses into their own innovative research on responsibility. 

Another issue of ardent debate in business circles is the value of the MBA 
degree. Does it matter? The featured article on the MBA provides answers and 
perspectives from a number of people- professors, business leaders, and 
alumni-who offer their take on what an MBA means in the workplace. 

The redesigned magazine is just one of the changes we've made to answer 
the needs of alumni. We invite your feedback and are eager to hear about issues 
important to you in your everyday work lives. Send your thoughts to 
alumni@csom.umn.edu. We look forward to hearing from you. 

Sincerely, 

Lawrence Benveniste 
Dean 

Carlson School 
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Cultural 
Exchange 
Mary Jane Madden adjusts 
to life in a distant land. 

Mary Jane Madden, an assistant professor 
in the Carlson School's Healthcare Man
agement program, has been spending the 
last two semesters learning the ins and outs 
of life in Ankara, Turkey, as a Fulbright 
Scholar. Madden joined the faculty at the 
Hacettepe University School of Nursing 
to lecture nursing students on developing 
educational and curriculum standards, 
teaching research skills , and leadership 
development. 

butter for more than a month," she notes. 
"But since most of the packages are not 'see
through' and my Turkish is lacking, I always 
ended up with a variety of yogurt. Instead, 
I began to settle for raspberry jam because 
it comes in glass jars." 

Deciding to tackle the butter problem 
head-on, Madden looked up the correct 
Turkish word for butter in her translating 
dictionary. Armed with the correct phrase 
written on paper, she returned to the store 
and found exactly what she was looking for. 
Fearing she'd never find butter again, she 
bought enough to last her until she returns 
to Minnesota this summer. 

"Professional issues [in Turkey] 
have many of the same roots as 
professional issues in the United 
States," says Carlson School 
Assistant Professor Mary Jane 
Madden. 

COMMUNITY 
MATTERS 
Help prepare a 
new generation 
of business leaders 
for tomorrow's 
challenges. 
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"I find that professional issues here have 
many of the same roots as professional 
issues in the United States," says Madden, 
who has been a University of Minnesota 
faculty member for more than 15 years. 
"It is clear that the learning from this 
experience goes both ways-and that the 
opportunities for cultural exchange are just 
emerging." 

The Fulbright Scholar Program is spon
sored by the U.S. Department of State's 
Bureau ofEducational and Cultural Affairs. 
It supports some 8oo American professors 
visiting about 140 countries each year. 

Adapting to life in Ankara hasn't always 
gone smoothly; and adventures come at sur
prising times and places, according to Mad
den. For example, she had a hard time 
finding the products she wanted on her first 
trips to the grocery store. "I had wanted 

Along with teaching nursing classes in 
Ankara, Madden will work with faculty 
development in areas of research and lead
ership . As her Turkish language skills 
progress, her work will extend to creating 
leadership development programs at hos
pitals and healthcare facilities. "Most of the 
problems in Turkish healthcare, including 
those at Hacettepe University Hospital, are 
related to the lack of planned growth and 
'one-person' decision-making, instead of a 
team approach," she explains. "Healthcare 
is fragmented, professionals frustrated, and 
strong visionary and consistent team lead
ership desperately needed." 

-Michael Weinbeck 

Do the profiles of Carlson School alumni that appear in this magazine strike a chord 
with you? Are you interested in learning more about participating in the school 's 
alumni community? 

You can make a difference at the Carlson School by becoming more involved
and by donating your time, talent. and treasure. 

To learn more about how your time and talent can benefit the school , contact 
Jen Gelbmann, director of alumni services and outreach, 612-626-9486, 
jgelbmann@csom.umn.edu. 

To learn more about how your financial support can benefit the school, contact 
Chris Mayr, chief development officer, 612-624-4193, cmayr@csom.umn.edu. 



HomeWork 
Jim Campbell has been retired 
for nearly a year. So why is he busier 
than ever? 

Jim Campbell retired as chairman and CEO ofWells 
Fargo Bank Minnesota in June 2002. A 1964 graduate of 
the University of Minnesota's business school (before 
it was the Carlson School of Management), Campbell 
spent exactly 38 years at Norwest Banks/Wells Fargo. 
Recently, The Business Journal named him its Executive 
of the Year for his leadership and unflagging commit
ment to the Twin Cities throughout his career, noting 
in particular his guidance during the $30 billion merg
er of Wells Fargo and Norwest in 1999. 

Carlson School: What have you been doing since 
retirement? 

Jim Campbell: I've been really busy. I have been 
deeply involved in some community activities, some 
corporate boards. I haven't played much golf and haven't spent as 
much time at the lake or in Florida as people thought I would. I'm 
chairman of the board of the Greater Twin Cities United Way, pres
ident of the Minneapolis Club, I'm on the Allina board of direc
tors, and I'm chairing the board of overseers at the Carlson School. 
That's on the community front. I'm also on the boards of Marvin 
Windows, Lifetouch, and Cretex Co. 

CS: It sounds like you're working as much as you did when you 
were CEO. 

JC: Almost. But I'm doing it on my pace and my schedule, and I'm 
thoroughly enjoying it. 

CS: Why was now the right time to retire? 

JC: I'd spent 38 years with Norwest!Wells Fargo, and I'd reached 
the magic age of 6o. I concluded I had a lot of other things in life 
that I was interested in. We had a great team at Wells Fargo to 
carry on the traditions and the business, and to quote a line from 
Wells Fargo advertising, it was time for me to take a look at the 
"next stage." I'm a tree farmer on timberland in northern 
Minnesota, and I have a home in Naples, Fla. I decided I could get 
to those places more often when I didn't have a day-to-day com
mitment to a full-time job. 

meunt to syrr bol1?e the global 
f t 1 C rl~on School 

CS: What do you think of being named executive of the year by 
The Business Journal? 

JC: I'm still trying to fully understand it. It was a very significant 
honor, I must admit. I think there have been 28 years of this 
award, and I have been in awe of previous honorees. It was a won
derful experience. I really look at it as if I received it on behalf of 
all Wells Fargo people. It goes back to the merger; there were a lot 
of things that customers, employees, and communities were con
cerned might happen with the merger. We had a wonderful team 
of folks who worked through it. I was the one who was the recipi
ent of the award, but an awful lot of people did the work. 

CS: What's it like to go from being CEO of a major corporation 
to CEO of your house? 

JC: It feels good, except I'm not sure that Carmen [his wife} would 
agree with that. There's a tendency for us type-A executives to 
assume that because we were in control in the office, we should be 
in control of the home. It's been different, but it feels great. We 
just became grandparents for the first time IO days ago. I used to 
get up and get on the Internet to see who sent me all kinds of busi
ness-related e-mail. Now I get up to see if my son-in-law sent last 
night's pictures of the baby. And that's good. 

- Suzy Frisch 
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Update Contact Information 
at Alumni Online 
Log in to the Carlson School's online alumni directory 
at www.carlsonschool.umn.edu/ alumnionline to update 
your personal and employer contact information. We 
encourage you to update your alumni profile-and to 
display your contact information so your classmates 
and fellow alumni can find you. You can also search the 
directory for career networking contacts, classmates, 
and friends . To get your ID and password to access 
Alumni Online, call 612-625-4509 or e-mail to: 
alumnidirectory@csom.umn.edu. 

Finally, as you update your profile in Alumni Online, 
consider becoming a part of the Carlson School's 
Alumni Career Network. Members of this network 
make themselves available to current students in 
undergraduate and graduate programs for career 
networking and placement search strategies. 

Joining is a snap-simply check "yes" to joining the 
Alumni Career Network on your alumni profile. 
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World Class 
Stephen Daas makes time in a 
globetrotting schedule to mentor Carlson 
School students. 

As a Carlson School student, Stephen Daas, '86 BSB, never imag
ined that he would end up leading a large team of international tax 
specialists, living in Singapore, traveling more frequently than not, 
and specializing in the nuances of tax laws in 50 countries. But 
today he does just that as a director of the Global Employment 
Solutions division at Ernst & Young. In spite of the unusual and 
taxing demands of his professional life- not to mention the dis
tance factor- Daas has managed to remain a committed Carlson 
School mentor. Through 
the mentor program, he 
meets regularly with a 
student to provide career 
guidance and inspiration. 
Daas has been involved 
with the Carlson School 
mentoringprogram since 
its inception in 1990, and 
has mentored more than 
a dozen students. 

An unassuming native 
of New Brighton, Minn., 
Daas exudes all the best 
qualities of someone well 
accustomed to doing busi
ness in the global market
place . His articulate 
speech is accompanied by 
admirable social panache 

Stephen Daas, '86 BSB 

and a quick, elegant wit. Perhaps those traits stem from a past 
that's, well, not what you might expect. Daas's first experiences at 
the U of M were bumpy. Less than a year after he enrolled as an 
engineering student in the Institute ofTechnology; he left the U and 
went to work as a Teamster, doing manual labor in a warehouse. 
Within a couple years, he returned as an independent-study stu
dent, working full-time and completing his coursework at his own 
pace. 

The final two years of his Carlson School experience were form
ative-it was here that he learned the critical-thinking skills 
and accounting principles that are the basis for his work. "Terry 
Tranter's classes were some of the toughest ones," says Daas, 
recalling his experiences in the accounting professor's classroom. 
"He didn't let you get away with just reading the book. He'd always 
throw these twists in that you'd have to think about." 

In a stroke of good timing, Daas was laid off from his ware
house job as he approached graduation and landed an internship 
at Arthur Andersen. The internship turned into a full-time posi
tion. After several years at Andersen, he took a post at Ernst & 

Young, where he rose to his current position. 
The students Daas mentors are exposed to a wealth of experi

ence. Many of them tag along with him, observing high-level client 



meetings in Asia and Europe. His current student, Carlson School 
sophomore, Erin O'Brien, who is majoring in accounting and mar
keting, is spending spring semester at the National University of 
Singapore. 

Daas says he is continually surprised by the quality of the stu
dents he works with. "What the students are doing these days is so 
different than what I was doing as a student," he notes. "Because 
of computer graphics, the reporting and presentations these stu
dents do blows my mind. This is real world-class work that they're 
pushing out." 

Daas adds, however, that the mentor relationship is symbiot
ic. "Being connected [through men to ring} helps keep me young," 
he says. "You see what students are doing and it gives you some 
hope that there are leaders coming up and people who are very 
ready to make something happen." 

-Michael Weinbeck 

NOTE: Interested in becoming a mentor at the Carlson School? 
Please e-mail us atvolunteers@csom.umn.edu. 

At the Top of the Charts 

Ross Levine, Curtis 
L. Carlson Professor 
of Finance, has 
joined some elite 
company. In a global 
ranking by lSI 
Essential Science 
Indicators. a service 
which conducts 
quantitative 
analyses of research 
and science trends, 
Levine was ranked 
third on the list of 
the world's 
100 most-cited 
researchers in 
economics. The 
ranking was based 
on the period from 
January 1992 to 
June 2002, during 
which Levine 
published 22 papers 
and was cited 
1,205 times-an 
average of 
54.77 citations 
per paper. 

-Chris Mikko 

I 

Rober t Potts, ' 65 BSB 

Building Bridges 
New gift helps support the Carlson 
School's BEST Fund. 

Carlson School strategic management students are taught that 
organizations that thrive are usually well equipped to adapt to the 
evolving demands of the marketplace. That same philosophy guid
ed Robert Potts, '65 BSB, in supporting the Carlson School's Board 
Endowment for Strategic Transformation, or BEST Fund. The 
fund is designed to permit the Carlson School to adapt to new 
opportunities as they arise in the fiercely competitive business 
school arena. 

Potts, who has held a variety of committee and board positions 
at the University, including his current place on the Carlson School 
Board, observes that the school is in a unique position to capital
ize on its close proximity to a thriv-
ing business community. "The Twin 
Cities are significant for having cor
porate headquarters," says Potts. 
"There is a natural inclination for 
interaction between the school and 
the business community." 

Taking advantage of the opportu
nities available in the nation's third
largest city per capita for Fortune 500 

headquarters- and expanding the 
school's national and international 
reach- requires strong funding flexi
bility. The BEST Fund is designed to 
do just that. 

"The Carlson 
School is a 
natural source 
for business to 
find high-quality 
people. The 
BEST Fund 
allows the dean 
a source of 
funding to make 
the school more 
adaptable." 

Potts sees the Carlson School at a significant crossroads. The 
Carlson School Enterprises, renewed emphasis on the Full-Time 
MBA program, expansion of the undergraduate program, and the 
school's high-tech facilities all position the Carlson School to be 
an engine for change in the business world. 

"The Carlson School is a natural source for business to find 
high-quality people," says Potts. "The BEST Fund allows the dean 
a source of funding to make the school more adaptable." 

-Michael Weinbeck 
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Carlson School Professor of Marketing & Logistics 
Management/ Associate Dean for Undergraduate 
Programs 

Prague by Arthur Phillips 

"Arthur Phillips lived in Minneapolis; he's a young 
writer and this is his first novel. It 's interesting to look 
at Eastern Europe and how it developed after the fall 
of Communism. There was a boomtown mentality, 
with U.S. citizens moving in, starting businesses, and 
trying to make their fortunes. I teach a course that 
involves traveling to that part of the world , and it 
includes places we've been spending time on. The 
book is more about life in Budapest, and [the 
characters] talk about how life is so much better in 
Prague. There's nothing about Prague itself. Czech 
lovers would be disappointed, but Hungarian lovers 
would really like it." 

Second-year MBA student (full-time) 

Cradle to Cradle by William McDonough and Michael 
Braungart, and Written By Herself" Autobiographies 
of American Women, edited by Jill Kerr Conway 

"McDonough used to be dean at the University of 
Virginia architecture school, and he has this view that 
you can create a more sustainable world by better 
design. The book addresses a lot of current things 
going on in the world, such as "product take-back" 
regulations in Germany and the U.K. With devices 
like computers, electronics, and cars, the 
manufacturers are responsible for the entire life of 
the product, not just when it leaves the supply base. 
They also are required to have places for people to 
bring back items to be recycled. He has interesting 
points that make me th ink-i.e., you need the 
services of the computer, but you don 't need the 
plastic box. How can manufacturers design things to 
give us services we need, but make them in a way 
that 's more sustainable for the planet? I go back and 
forth between that book and the autobiographies 
anthology, which has different chapters on American 
women who've had interesting lives and made great 
contributions to society: Maya Lin, Mary McCloud 
Bethune, Maya Angelou , Zora Neal Hurston, Margaret 
Meade, Babe Didrikson, and others." 

Director of strategic development, Best Buy Co. 

Final Accounting: Ambition, Greed, and the Fall of 
Arthur Andersen by Barbara Ley Toffler 

"This just came out, and it's fascinating . It's about 
how the power of culture based on conformity can 
become corrosive if you mix it with greed and 
arrogance. It 's also about the power of history 
repeating itself, and how arrogance can lead to 
falling behind in the market-which can lead to 
denial as to what market changes are impacting your 
business: greed and a lack of integrity. I worked for a 
Big Five firm for eight years, and it's frighteningly 
similar to my experiences. It wasn't Arthur Andersen, 
but you 'd think I was reading the same book. 
That's why I left. The exact same things were going 
on there." 

-Suzy Frisch 

Help 
at Hand 
Harriet Holden's gifts 
aim to help Carlson 
School students-and 
instill a sense of giving. 
When Harriet Holden met her future 
husband Harold, '31 BSB, in the mid-
1920s while working on the staff of 
the Minnesota Daily, she paid $40 a 
quarter to take classes at the 
University of Minnesota's College of 
Liberal Arts. Students who came from 
Minnesota (unlike Harriet, who was 
raised in South Dakota), paid only 
$20. Nevertheless, in a country on the 
brink of the Great Depression, this 
tuition counted for more than pocket 
change. And both Harriet and Harold 
had to scrimp to pay for classes. 

With perseverance and penny
p inching, she and Harold managed to 
work their way through college. 
Harold went on to success as founder 
of a graphic arts company. Today, 
says Harriet, it's infinitely more 
difficult for college students to make 
their way. "It's so much harder than it 
used to be because tuition is so much 
higher," she says. 

The couple realized the 
tremendous need to help U of M 
students struggl ing to make ends 
meet, and over the past several 
decades have been major 
benefactors of the University. In 1996, 
Harold established the Holden 
Graphic Arts Scholarship Fund. 

Upon Harold's death in September 
2001, Harriet committed herself to 
carrying on as a substantial patron of 
struggling students. Her recent 
contributions to the Carlson School 
and the College of Liberal Arts are 
designed to help students most in 
need of tuition dollars. "There's a 
need for lots of help," she says. "It's 
important to instill a sense of giving 
in these students. Because they, in 
turn, will give to future struggling 
students." 

-Michael Weinbeck 

CORRECTION 
Please note: The Fall 2002 ISsue of Carlson 
Schoolmcorrectly spelled the name of 
Lorra1ne Freeberg. We regret the error. 



Every summer during high school, Julie Maki would find invita
tions to mini-college experiences in her mailbox. The Forest Lake, 
Minn., native would open them, imagine herself taking part, and 
then throw the offers away. "They cost so much money," she says. 
"There was no way we could afford them." 

Then, as she was wrapping up her junior year, a package came 
from the Leadership, Education and Development (LEAD) Sum
mer Business Institute, a national program that brings minority 
student leaders together for an intensive, month-long introduc
tion to the world of business. The Carlson School was one of 12 

institutions hosting the program, and it wanted Maki to join the 
class that summer. 

The school wanted to pay for everything too. "That made this 
offer different," says Maki, the youngest of seven children. "It 
made it possible." 

The four weeks she spent at LEAD in 2000 have since made 
many other things possible. She is now a sophomore at the Uni
versity of Minnesota, thanks to the full scholarship she was offered 
at the end of the LEAD experience. "I always knew I was going to 
go to college, but I didn't know how I was going to pay for it," she 
says. "Then on the last day of class they offered me a full scholar
ship - and I knew right then that I was going to go here ." 

She also knew that she wouldn't be pursuing law, her original 
intention. "The LEAD experience showed me that I like mar
keting," Maki says. "I got interested in the creative side of busi
ness." 

Her blossoming interest in business is precisely what LEAD is 
designed to achieve. The goals of the program are to help under
represented populations gain a better understanding of business 
and to improve their leadership 
and communications skills. Stu
dents are introduced to business 
community leaders, and are given 
opportunities to interact and net
work with the program's corpo
rate sponsors. The scholarships 
offered to LEADers allow them 
continue their business educa
tions at reputable schools such as 
the Carlson School. 

Another LEAD participant, 
Holland Victor, hadn't even con
sidered the University of Min
nesota as a college option. The 
Louisiana native hardly even knew where the Twin Cities were 
before attending LEAD at the Carlson School in 1999. That expe
rience, and the generous scholarship she was offered, bumped 
the school ahead ofNotre Dame on her list. Now Victor, who will 
graduate in May 2004, says she can't imagine life without LEAD. 
"The only thing I had going in was a resume my mom made me 
do," she says. "I came out knowing about finance, accounting, 
and how macro- and microeconomics affect the business world. 

I learned how to network. 
I learned about business 
etiquette. This was the best 
thing I could have done dur
ing high school to prepare 
myself for the business 
world." 

-Sara Gilbert 

"The LEAD 
experience 
showed me 
that I like 
marketing," 
says Julie 
Maki. "I got 
interested in 
the creative 
side of 
business." 
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Ethica1 diletnt 1s 
are the stuff of 
renewed focus 

in boardrooms and 
business schools 

across the country 
these days. 

How can . 
comparues stay 
on the straight 

and narrow and still 
make money? 

Carlson School 
Assistant Professor 
Karen Schnatterly 

8 University of Minnesota 
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y brother just got out ofjail and doesn't mind going 
back for breaking your legs." 

As a general contractor with a Philadelphia 
construction firm, Jamie Latta occasionally 
heard this type of threat from subcontractors 
who'd been paid egregiously late, or not at all 
on other jobs. In construction firms out East 
and locally, Latta, 35, has seen plenty of other 
shady practices common to his industry
everything from falsified billing to work slow
downs to bid shopping (in which a contractor 
reveals a subcontractor's bid to competitors 
in order to squeeze them or replace them with 
the lowest bidder). 
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"If you look at companies that fail, it's often because of unethical behavior 
at the core. A fundamental flaw of the education of business executives 

in America is that we spend 100 hours on how to manage a project, and 
not enough on the fact that if you lose people's trust, you go out of business." 

A first-year student in the Carlson School's MBA program, Latta 
says his father, uncle, and a couple of mentors have helped guide him 
through the often murky day-to-day choices between right and wrong. 
In one instance, he reported inflated billing practices to one of his 
bosses and then left the company. In other cases, he's learned from 
hindsight, such as the time a supervisor told him to get bids from 
union and nonunion companies while planning all along to use only 
unionized workers. At the end of the process, both Latta and the 
nonunion subcontractors felt used. "You're hurried and you don't 
think, or you're told to do something and so you don't think," he says 
about the everyday tension between making money and doing what's 
right. "Then at home you think about it, and in hindsight, you look 
out for things like that." 

Latta's ethical dilemmas, although hardly ofEnron-like propor
tions, are the stuff of renewed focus in boardrooms and business 
schools across the country these days. As the "Wall Street Journal noted 
in a recent section on corporate governance-or how to reconfigure 
corporate leadership to do the right thing- just a couple of years ago 
its editors would have scoffed at the idea of printing one. Now, in 
the wake of scandals and bankruptcies, everyone is asking how they 
happened, and what can be done to prevent them from happening 
again. 

The answer to the first question is easy-people failed.Although 
it seems painfully obvious today, when companies lock singlemind
edly onto profits, it can blind them to right and wrong. Fraud ensues, 
coverups are exposed, executives are indicted, companies are bat
tered, and lives are ruined. Witness the cases of Adelphia Commu
nications, Arthur Andersen, Tyco, Worldcom, and the dozens of other 
corporations in the news oflate for ethical and legal violations. 

One reason people don't see it coming is because shady behav
ior doesn't always happen all at once, but rather in smaller, incre
mental steps. People filled with good intentions delude themselves 
about the slippery slope their everyday actions are creating, says 
Chuck Denny, former CEO of ADCTelecommunications, the Eden 
Prairie, Minn.-based supplier of broadband network equipment, 
software, and systems integration services. "I go about expecting 
noble behavior by everyone else, but excuse my own behavior because 
I'm only human," he says with a sly smile. 

That sort of typical human behavior, combined with greed and 
watchdogs who often strayed from their posts, has contributed to 
the latest cycle of scandal. But the knee-jerk "fixes" that often fol
low, which usually involve moral harangues and tightened regula
tions, often prove to be temporary solutions at best. 

So how do businesses go about answering the crucial second ques
tion- how to prevent ethical violations from happening again? Carl
son School professors and business executives alike have some answers 
on how to be good, and why it's good business. 

But there's a catch- the answers require a lot of work. 
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The role of business ethics programs 

thics programs, like religion, are often a last refuge of 
sinners-called upon in times of trial, and often used 
for political cover. Many businesses adopted ethics 
programs, for example, after 1991 federal sentencing 
guidelines promised reduced penalties (in the event 
of federal charges) for doing so. Business school ethics 

programs, meanwhile, are often ignored or disdained in good times, 
and blamed for failing the business community in bad. Professors 
say it's true that people's ethics are formed long before they're career
or college-bound. But that doesn't mean they don't need some exer
cise, particularly when the prevailing winds are blowing smoke about 
"new economies" that dispense with old rules. 

Perhaps the best role ethics programs play is in preparing new 
generations of corporate leaders to think. Business school might be 
the first place many people actively engage in deciding how they 
would handle sticky situations. For instance, do you lay off a long
time employee who is not keeping up with new processes, but who 
has never received negative feedback for his performance? Do you 
redesign a product that is being used incorrectly by only a tiny frac
tion of your customers? Do you shift profits to make one quarter's 
earnings look better? In studying real-world cases, students learn 
that issues are seldom clear-cut as they're happening, since they 
involve tradeoffs between a person's own self-interest, those of his 
or her company, customers, employees, shareholders, and the com
munity.The principles students decide they want to follow will guide 
their decision-making. The point, says Karen Schnatterly, an assis
tant professor in the Carlson School's Strategic Management and 
Organization department, is to get students to recognize their own 
ethical voices so that they'll be more likely to hear them during a 
crisis. "At some point, you will be asked to cut a corner, to fudge a 
result-it will happen to you," Schnatterly tells every class she teach
es. "You [need to} decide now what you're going to do, because you 
won't have time to think about it when you're asked." 

Good ethics programs help underscore that it's impossible to sep
arate business from the rest of the world and its consequences. Over 
and over, students study companies that fail against those that suc
ceed. More often than not, long-term success stems from principle
centered organization. Failure stems from forgetting those princi
ples, says Bob Senkler, chairman and CEO at St. Paul-based 
Minnesota Life Insurance Co., a board member of the Carlson School, 
and a University of Minnesota-Duluth alum. "It's important for busi
ness schools to get people when they're starting out their careers," he 
says. "If you look at companies that fail, all too often it's because of 
unethical behavior at the core. A fundamental flaw of the education 
of business executives in America is that we spend 100 hours on how 
to manage a project, and not enough on the fact that if you lose peo
ple's trust, you go out of business." 



Following principles, not rules 

enkler says three principles drive Minnesota Life's busi
ness: understanding its true purpose (contributing to the 
health and well-being of its customers); committing to 
lead, not follow; and encouraging honest communica
tion. All three of those were tested in the r98os, when it 
became common in the insurance industry to sell essen

tially the same policy to customers twice. Because this action was 
technically not illegal, many insurance firms jumped on it, and the 
industry developed an "everybody's doing it" mentality. Senkler says 
Minnesota Life resisted the practice, and when it was hi t with the 
same class-action lawsuit being filed against many other insurance 

Bob Senkler, chairman 
and CEO, Minnesota Life 
Insurance Co., 
St. Paul 

firms at the time, it could prove its inno
cence. Many others couldn't. 

Today, we're learning the same lesson 
all over again in the form of poor account
ing practices and conflict-laden corpo
rate board choices. While such practices 
might technically be legal, they eventu
ally hurt the companies that get caught 
up in them. "The interesting part about 
Enron is that so much of what it did was 
not illegal," Denny says. "But a violation 
of the spirit [of rules] is unethical." 

In Carl son School Professor Ian 
Maitland's class, "The Ethical Environ
ment ofBusiness," students study com
panies and institutions that failed, along 
with the rules that guided them, as a way 
to get at long-term improvements. "We 
try to determine what makes a good rule, 
to get at the basis for it so we can say 
whether it's strict enough or too strict 
and why," Maitland says. "One school of 
thought is that it really doesn't matter 
what [companies] do because everyone 
is looking right now. Five years ago 
[ethics] didn't matter because no one 
was looking. But in the long run people 
will get sloppy again, and that's why we 
should make changes now in anticipa
tion of that." 

The ethical advantage 

keptics may point out that crime still pays. For all the 
attention paid to wrongdoers, plenty of people and com
panies still get away unscathed by their misdeeds. But 
recent research is proving that companies that "do the 
right thing" ultimately make more money than those 
that lie and cheat their way to the top. Carlson School 

Professor Norman Bowie, who holds the Elmer L. Andersen Chair 
in Corporate Responsibility, as well as a joint appointment in phi
losophy at the University of Minnesota, points to the book Good to 
Great, by Jim Collins, as a guidebook for corporate leaders. Over a 
five-year period, Collins and his research team studied II companies 

Spring 2003 Carlson School of Management 11 



"Five years ago [ethics] didn't matter because no one was looking. 
But in the long run people will get sloppy again, 

and that's why we should make changes now." 

(Walgreen's and Circuit City were two well-known names that made 
the list) that had transformed from mediocrity to respectability
averaging cumulative stock returns 6.9 times the general market, 
and handily outperforming erstwhile powerhouses such as GE and 
Coca Cola. They compared these companies to others in the same 
industries that did not make the jump, or which did but then failed 
to sustain performance. What they found turns the conventional 
wisdom of the last decade on its head: "Superstar" CEOs were neg-

Do the Right Thing 
Benefactor gives donation 
to create endowed professorship 
in business ethics. 

Eighteen months of corporate scandal have left 
many people wondering what caused the influx 
of bad ethics, and what can be done to prevent it. 

One member of the Carlson School community, a 
benefactor who has asked to remain anonymous, is 
supporting ethical leadership by working to build a 
foundation in the classroom. 

Sensing that people with strong values build strong 
businesses, the donor created an endowed professorship 
in business ethics at the Carlson School. "I feel that we've 
lost sight of ethics in business," she says. "We need to 
understand that the bottom line isn't necessarily the 'it."' 

Recalling her husband's leadership position in a 
prominent company, the benefactor acknowledges the 
tremendous pressure at the top to strengthen the 
bottom line and keep shareholders happy. Nonetheless, 
the best companies, she notes, are built around a culture 
of concern for doing the right thing. "If you're working 
for a company that is basically unethical, you won't 
survive," she says. 

Attributing her and her husband's code of ethics to a 
strong upbringing, the benefactor was distraught to see 
the number of people suffering after the collapse of 
Enron. That experience prompted her to establish the 
endowed professorship as part of an effort to imbue the 
next generation of corporate leaders with a stronger 
sense of ethical duty. 

"You can teach people an ethical way of doing 
business," she asserts. "You can make leaders understand 
what you can and can't do- that we are governed by laws." 

-Michael Weinbeck 
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atively correlated with success, and CEO compensation had no 
correlation to success at all. What leaders at the "good to great" com
panies had in common, when compared to other companies, was a 
relentless focus on the health of their companies and an aversion to 
the limelight. In terms of ethics, this means they held the interests 
of at least their company and customers higher than themselves. 
"These CEOs, you've never heard of a one of them," Bowie says. 
"[The authors} found that a great CEO looks out the window when 
the company does well, but looks in the mirror when it does poorly. 
It's just the opposite of what these people have been doing for the 
last five to six years." 

Collins's research also found that the II companies spent much 
more time than other businesses on recruiting people based on their 
principles. Once they found the right people and followed the right 
business principles, a culture of disciplined freedom followed. James 
Mitchell, a fellow at the Center for Ethical Business Cultures, a Twin 
Cities organization with ties to the Carlson School and St. Thomas 
University, has long championed the importance of a creating a great 
business culture. While at the helm ofiDS Life Insurance, a sub
sidiary of American Express Financial Advisors, Mitchell says he 
oversaw profits that grew at an annual compound rate of 23 percent, 
and a rate of return on equity that was consistently tv.rice the indus
try average. He attributes such success to an emphasis on putting 
principles in place that acted as guideposts for the entire company. 
The more employees feel informed and supported by those princi
ples, the better decisions they'll make-which leads to better treat
ment of customers and the community, which in turn leads to bet
ter company performance and returns for shareholders. "Every 
decision you make ought to take account of all of your stakehold
ers," Mitchell says. "The point is not that there is a right answer in any 
given situation, because it probably involves a tradeoff, but they 
should be thoughtful about that tradeoff over time." 

Mitchell says the process of building principles into an organiza
tion involves clear communication of mission and values, and mak
ing sure that every process is following them. For example, he says, 
consider a typical accounts receivable department. The department 
should thoroughly evaluate how it treats its customers, employees, 
suppliers, and even its competitors. Such self-evaluation will help 
answer questions of procedure when they inevitably come up. "Clear
ly, you want people to pay bills sooner rather than later, but you want 
to be fair to them, to keep a good customer who has fallen on hard 
times," he notes. "But you don't want to subsidize the deadbeats. 
What does this mean for your employees? Are they supposed to take 
verbal abuse from customers or not?" Those are the kinds of ques
tions this process will help address, he says. 

Companies should also strive to make it acceptable for employ
ees to ask questions and make mistakes, he adds. A culture of fear 
and coverup eventually leads to scandal. "If you make it OK for some
one to come to you with a question, you'll find out about something 
[bad} that's happening, and you may be appalled. But if people aren't 



"At some point, you will be asked to cut a corner, to fudge a result-
it will happen to you. You [need to] decide now what you're going to do, 

because you won't have time to think about it when you're asked." 

free to question, then they'll assume you know everything that's 
going on-and that it's all perfectly fine with you." 

Lesson learned 

..., __ ...... or Norstan, a 30-year-old telecommunications compa

ny based in Minnetonka, Minn., straying from its prin
ciples nearly led to bankruptcy. After years as an exem
plar ofbusiness ethics, one of its cofounders, Sid Cohen, 
died. Shortly thereafter, the other cofounder, Paul 
Baszucki, had a heart attack. Needing to take a break 

from day-to-day management, Baszucki hired new leadership in 
1996, as the last economic boom was cranking into high gear. "If 
{Baszucki] were telling you this story himself, he'd say at the time 
that he mainly talked about strategy, business opportunity, and invest
ment, and he didn't talk a lot about community connections and val
ues," says James Granger, Norstan's current CEO. "The focus of the 
whole world had shifted away from values to 'Internet time' and the 
dot-com world-and lo and behold, the company got off track." 

In the late 1990s, Norstan shifted from its focus on its core 
telecommunications business and ventured into consulting. It quick
ly started losing money- $8 million a quarter. Soon it was $8o mil
lion in debt to banks, and $16 million in debt to its vendors. In two 
years' time, says Granger, the company had tumbled from double
digit earnings and growth to losing $wo million in equity. In 2000 
Baszucki stepped back in, dismissed the management team, found 
Granger, and hired him after interviews based almost exclusively on 
questions about values. When Granger took over at Norstan, even 
though he had little time and employees were clamoring for strate
gy, he says he made it clear that the company's purpose and values 
would drive those other factors. Even though Norstan slashed its 
workforce nearly in half, sold off entire business units, and froze 
salaries, Granger says an employee survey still generated the high
est marks in four years. Today, the company is profitable again. ''At 
our first town hall meeting after Granger started, {management] 
basically laid it all out for us," says Anne Linvill Seidel, Norstan's 
director of marketing communications. "They said, 'Here's where we 
are, and here's what we need to do. Then they asked for our sug
gestions." 

After being kept in the dark for so long, Seidel notes that employ
ees could take the bad news in stride, in part because they believed 
that the company was reconnecting with its values. "We knew what 
we were working toward," she says. 

Walking the walk 

espite the recent media focus on the Enrons and 
Tycos of the world, both Mitchell and Bowie are 
concerned that not enough current company lead
ers are voicing outrage over scandal, or taking the 
opportunity to reexamine their own practices. 
Now is the time for corporations to look to busi-

ness schools as untapped- or at least underused- resources of peo
ple and ideas, says Mitchell. At the Center for Ethical Business Cul
tures, Denny and others are attempting to create a step-by-step 
process for adopting ethical practices, much like similar guides for 
quality assurance processes. In a similar vein, Norstan is conducting 
a year-long ethics seminar at Georgetown College in Georgetown, 
Ky., that is examining the practice of ethics from the perspective of 
different parts of a company such as sales, human resources, and 
finance. And the Wall Street Journal recently suggested corporations 
might want to cull board directors from the classroom instead of 
the Rolodex. Bowie, for one, would like to let CEOs know that his 
door is open. "I talk to reporters all the time," he says. "But I'm not 
getting calls from businesspeople." 

Denny says it's important not to leave ethics to "others," point
ing out how time and again, when he was outraged over a loosening 
of accounting rules, he played tennis or saw a symphony instead 
of phoning his Congressman. If shareholders expect companies 
to lie to them, they'll lie, he notes. If we allow all the checks and 
balances to fall away so that industries are entirely self-regulating, 
then we'll naturally see conflicts of interest. It's only human. "How 
do you ensure democracy works?" he asks. "That's really what this is 
all about." 

Granger and other business leaders emphasize that the work of cre
ating ethical businesses is never done. "It's a journey," he says. "If you 
think you have to be perfect going in, you'll never start, and you can't 
think you'll be perfect every day." 

There's also the need to constantly reiterate a company's core 
principles and values in the form of stories and examples. ''At our 
town hall meetings, if I don't get a question that allows me to get 
back to values, I'll ask one myself," Granger says. "Then I'll tell a 
story that shows initiative, collaboration, or integrity." 

Minnesota Life's Senkler says it's important to turn ethics into 
everyday action, and not simply talk about them. "I don't use the 
word 'ethics,"' he says. "If we're saying we demand ethical behavior, 
well, what is it? [Instead,] I say, 'This is how we do business.' It's a 
way of life to us." 

Latta, who has yet to take an ethics course at the Carlson School, 
already knows that business ethics are good business, and that they 
require constant vigilance. That's how he plans to run his own con
struction firm someday. "Ethical business practice lends itself to 
profitable relationships with customers-especially repeat cus
tomers," he says. "When you sit down with somebody to hire them, 
you need to say fairly regularly, 'Look, you don't take advantage of 
the customer, because they'll figure it out eventually and you'll lose 
them.' People get caught up in short-term goals and lose sight of that. 
It may sound terribly naive, but I honestly believe it." 

Sara Aase is a Minneapolis-based freelance writer. 
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John Dickhaut believes there is a human predisposition 
to trust. "It's one of the reasons 
we see simple contracts." 



Carlson School faculty research 
covers the spectrum ofbusiness ethics issues. 
BY KATE PETERSON I PHOTOGRAPHS BY MARK LU I NENBURG 

cent headlines about corporate 
scandals may give the impression that business ethics 
is a new or recently revived field that involves little 
more than figuring out how to get companies to hon
estly report their finances. But the topic is far more 
complex than that, and the Carlson School has rig
orously focused on ethics and its related issues for 
years. 

The importance of corporate responsibility is clear at the Carlson School, 
where, for example, the MBA program includes course requirements in business 
ethics. The Carlson School was also one of the first major American university 
business schools to create an endowed chair in ethics; professor Norman Bowie 
has held the Elmer L. Andersen Chair in Corporate Responsibility since its cre
ation in r989. But perhaps the most telling attribute is the faculty's record ofbusi
ness ethics-related publication. A number of professors have joined Bowie in pub
lishing work that examines business issues in the context of ethical standards. 
From environmental sensitivity to the moral obligations of companies operating 
overseas to white collar crime, Carlson School professors are making a mark in 
the world of corporate responsibility with research that influences the way com
pany leaders and government regulators approach the challenges ofbusiness ethics. 
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Norman Bowie: Enlightened management 
For Bowie, research in the area of business ethics is natural. 
Bowie has a Ph.D. in philosophy from Harvard, and has a joint 
appointment in the University of Minnesota's Philosophy 
Department. Specifically, he has examined corporate practices 
to determine the extent to which they are right or wrong 
according to traditional ethical theory. As he notes, there is an 
important difference in the research of philosophers and the 
research of scientists or social scientists. "[Philosophers] don't 
describe the world, we judge the world," he explains. "We're 
more like artists or social commentators." 

Bowie's primary area of focus has been evaluating business 

Norman Bowie: '1\..Kantian firm would 
adopt most of 

tions. What he has found, primarily through laboratory exper
iments-a pioneering method of examining the issue-is a 
human predisposition to trust, even when the subjects of the 
study do not have the benefit of contracts or reputation. 

The cornerstone of Dickhaut's research is an experiment 
he calls the investment game. In the game, Player I is given a 
sum of money. He or she can then decide to transfer any por
tion of the money to Player 2. The money transferred is auto
matically multiplied by a predetermined factor before it reach
es Player 2, who then decides how much money to return to 
Player I. For example, say Player I is given $10, and decides to 
transfer $5 to Player 2. The transferred portion will be multi

the enlightened 
management principles 
endorsed by 
organizational 

plied by 3 before Player 2 receives it. Player 2 then 
has the option to return some portion of the $I5 
to Player I. If he or she decides to return $8, the 
final payoffs for the players are $I3 and $7 respec
tively. If no transfer had taken place, the payoffs 
would be $10 and $o, respectively. 

The players do not have the benefit of a writ
ten binding contract- in fact, they are not allowed 
to talk to each other at all during the game. In addi
tion, each subject plays the game only once, elim
inating the possibility ofbuilding reputation. The 
expectation is that under standard economic mod
eling assumptions, no investment should occur, 
says Dickhaut. 

studies and thus it 
would be profitable." 

management in the context of I 8th century German philoso
pher Immanuel Kant. He explains that Kant's philosophy essen
tially stated that, "You should respect people, and you should 
not engage in activities that are self-defeating, such as lying or 
breaching contracts." 

Now in its seventh edition, Bowie's textbook, Business Ethics: 
A Kantian Perspective, considers what a firm organized along 
Kantian lines would look like- and if such a firm could be prof
itable. ''A Kantian firm would adopt most of the enlightened 
management principles endorsed by organizational studies 
and thus it would be profitable," he says. 

Bowie has also considered ethical standards for multina
tional corporations. "I've basically tried to answer the ques
tion, 'When in Rome, should you do as the Romans do?" he 
says. The philosophical answer and the business answer to that 
question are both "no," he adds. "Most philosophers reject eth
ical relativism and most multinationals insist that foreign sub
sidiaries subscribe to the core values of the firm." 

Where there are conflicting standards-when the country 
in which a subsidiary operates has different principles than 
those commonly accepted in the United States- the compa
ny's leaders should negotiate agreements, he adds. 

Bowie's recent work has included an examination of how 
appropriate agreements can be reached, and has focused specif
ically on agreements governing international sweatshops. 

John Dickhaut: Trust matters 
As a professor of accounting,John Dickhaut has investigated 
the issue of trust and the role of trust in economic transac-
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In the experiment, when the first players were 
given $10, and the amount transferred to Player 2 

was multiplied by 3, the average amount sent was $p6 and the 
average amount returned was $4.66. Analysis of the outcomes 
of the games has led Dickhaut and his colleagues to conclude 
that the subjects involved in the games typically exhibit trust, 
even without binding contracts or knowledge of others involved 
in the transaction. 

Dickhaut says that the investment game experiment
which has been duplicated in other countries- illustrates pre
disposition to trust. "It's one of the reasons we see simple con
tracts," he says. For example, individuals and their employers 
might sign employment contracts, but those contracts are typ

ically quite basic. "Pay is not contingent on everything you 
do-you don't have nitty-gritty details in contracts," he adds. 

Ultimately, Dickhaut says his research may lead to less 
complicated contracts, and also offer guidance on how to 
write such contracts. "It doesn't mean you don't want some 
contract, but you may not need to have them supercompli
cated," he says. 

I an Maitland: The business of values 
Ian Maitland, a professor in the Strategic Management depart
ment, has examined how markets play a role in preserving and 
promoting ethical values. A commonly held belief is that mar
kets encourage unethical behavior such as selfishness. In con
trast, Maitland's work suggests that markets actually teach vir
tuous behavior, including self-restraint, trustworthiness, 
fairness, and consideration and empathy for others. 

Maitland says most people view institutions such as fami
ly, church, and community as schools of virtue, but markets 



Ian Maitland: 
"Many of the 
character traits 
that we 
commonly call 
the virtues are 
rewarded by 
the market. 
Therefore, 
participation 
in the market 
may inculcate 
values and 
dispositions 
that make us 
better citizens
as well as better 
colleagues, 
suppliers, 
employers and 
employees, 
and soon." 
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are not viewed that way. "If anything, the marketplace is seen 
as a source of the snares and delusions that threaten to tempt 
people from the straight and narrow path of the virtues," he 
explains, noting that he believes the opposite to be true. "I 

"Because they are small and their suppliers tend to be larger, 
they look to their suppliers for expertise," Marcus says. "Sup
pliers tend to tell them, 'If you want to coat a piece of metal, 
these are the chemicals you can use . This is an acceptable 

Karen Schnatterly: "InApril2ooi, I would 
have been suspicious 
that white collar 

process. This process will work.' They jointly 
problem- solve, and they trust their suppliers," 
he says. 

In his examination of environmental regu
lations, Marcus found that flexible-rather than 
rigid- regulations are more effective in gaining 
the cooperation of companies, and in improving 
practices that protect natural resources. When 
government regulations prescribe 

. . 
cnmewas occurrmg 
atEnron." 

have suggested that many of the character traits that we com
monly call the virtues are rewarded by the market. Therefore, 
participation in the market may inculcate values and disposi
tions that make us better citizens- as well as better colleagues, 
suppliers, employers and employees, and so on." 

Like Bowie, Maitland has examined the ethics of interna
tional sweatshops. One of his papers addresses the issue of 
appropriate wages and labor standards in international sweat
shops. Like Maitland's other work, the paper examines whether 
market outcomes are truly consistent with our values. "My 
argument is that market wages generate the best outcome from 
the standpoint of those with most at stake, namely the world's 
poorest workers," he says. 

Maitland's most recent work on sweatshops is an empiri
cal paper that compares wages in sweatshops with other wages 
in developing countries. "I show that sweatshop workers are 
commonly paid more than teachers and doctors in those coun
tries," he says. ''Also, wages have not been repressed by Third 
World governments. They have grown rapidly." 

Currently, Maitland is examining the recent corporate 
accounting scandals to determine how far an ethical "melt
down" contributed to the failure of the checks and balances in 
our financial system to prevent the crisis. 

Alfred Marcus: Green rules 
Strategic Management Professor Alfred Marcus has spent years 
considering why corporations take steps to protect the envi
ronment. He has also examined what type of government reg
ulation is most effective in protecting natural resources. 

Recently, Marcus has examined two sectors, the grocery 
and metalworking industries, to determine what shapes their 
environmental practices. Based on a survey of 100 grocers, 
Marcus found that those with a broad mission to serve soci
eties and communities- rather than a narrow mission related 
to law and cost efficiencies -are more likely to have sustainable 
policies with regard to their internal practices and the prod
ucts they sell. 

Marcus's research concerning the metalworking sector and 
its adoption of pollution-prevention capabilities also shows 
that individual companies' relationships with their suppliers 
play a key role in shaping their pollution prevention practices. 
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a process instead of outlining a goal 
for environmental protection, he 
explains, firms have little incentive 

to go beyond the minimum requirements. "Espe-
cially with air pollution and water pollution, they 
tell you to install a piece of technology," he notes. 
"Sometimes people in firms say, 'I can change my 
process here and do it more cheaply, and get bet-
ter results, but I'm not going to do that because 
the government won't give me a permit.' 

"In general, a lot of our laws are set up with the 
idea that firms are not to be trusted," he adds, not
ing that the people within companies who are 
responsible for environmental policies are pro
fessionals with a great deal of expertise. "I don't 
think government regulation takes that into 
account. A lot of government regulation is domi
nated by the environmental groups-and envi
ronmental groups feed off the idea that business
es can't be trusted and that they're the enemy." 

Recently, Marcus evaluated the Project XL pro
gram, an effort by the EPA to offer businesses reg
ulatory flexibility in exchange for superior envi
ronmental performance. He found that the 
program failed because "there was insufficient 
trust and a lot of bureaucracy got in the way." 

In addition to his work on environmental reg
ulation, Marcus is revising a textbook he wrote 
previously, which was last revised in 1996. The 
book, Business and Society, is expected to be used 
in business ethics courses. 

Karen Schnatterly: White collar blues 
Karen Schnatterly, an assistant professor of Strate
gic Management, has examined the issue of cor
porate governance and white collar crime. Her 
research has taken on special significance in light of the recent 
corporate accounting scandals. 

Specifically, Schnatterly has researched the types of prac
tices that reduce the risk of-and increase the odds of detect
ing-corporate white collar crime. She also has looked exten
sively at corporate leadership issues, including the effects of 
the percentage of outsiders on a board, how the board is paid, 
and how much stock is owned by board members, for exam-



pie. She also examined the CEO - such as how much stock he 
or she owns and how options are given. 

Schnatterly found that the issues surrounding the board of 
directors and the CEO were not significant in reducing white 
collar crime. What does work? As she notes, it boils down to 
three specific factors. First, if the boundaries of individual jobs 
are made clear, and if company policy clearly articulates what 
is appropriate and inappropriate, there is less chance that indi
vidual employees will violate the boundaries. In addition, when 
it is someone's job to communicate across a company, it is much 
harder to hide a crime. Finally, extending performance-based 
pay to more employees helps prevent white collar crime. 

"I tested the findings in this study by analyzing Enron 
using the three key internal variables from the study," she 
says, referring to policies and procedures, cross-company 
communication and performance-based pay. Using docu
ments from April 2001 - prior to Enron's collapse-she 
found that Enron was "significantly below average on clarity 
of policies and procedures and formal cross-company com
munication. "In other words, in April, I would have been 
suspicious that white collar crime was occurring at Enron." 

Kate Peterson is a freelance writer in Granger, Ind. Her father, Charles 
Flaherty, taught at the Carlson School until his death in I997-

Alfred Marcus: "Sometimes people in firms say, 'I can change my process 
here and do it more cheaply, and get better results, 
but I'm not going to do that because the government 
won't give me a permit.'" 
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A pioneer in the modern health-reimbursement industry, 

N azie Eftekhari, '79 M HA, offers a prognosis for the industry's coming challenges. 

t's highly probable thatyouhaven'theardofaBloomington,Minn.
based company called America's PPO. But in an indirect and very real way; it has 
had a major impact on how healthcare is paid for in this country And whether 
you're a health professional, an employer struggling to manage insurance costs, 
or simply a patient, the company's founder, Nazie Eftekhari, has some sur
prising forecasts for America's often tempestuous healthcare climate. 

and Eftekhari sketched out was what 
would be called a preferred provider 
organization (PPO), which would 
develop networks, but make it easi
er for patients to get second opin
ions and specialist care. 

First, an introduction. America's PPO is a healthcare insurer, but is 
far less known than dominant players in the Minnesota market, notably 
Medica, Blue Cross Blue Shield, and HealthPartners. The customers 
that work with America's PPO are employers that insure their own 
employees. America's PPO develops provider networks and tailors 
plans to fit the specific needs of each company's workforce. 

"If an employer wants an off-the-shelf health plan for their employ
ees, they would probably to go to Blue Cross or Medica," Eftekhari 
explains. "If they want a more customized solution- if they want 
expanded customer service capabilities, if they want a more hands
on approach -then they would go to someone like America's PPO." 

America's PPO currently operates in Minnesota and the Dakotas. 
Though Eftekhari still owns the company, these days she's more 
involved with Bloomington-based HealthEZ, a healthcare transac
tion-management firm she runs for a group of investors. Still, the 
provider-network organization she cofounded in 1982 remains close 
to her heart, and to her thinking about the direction ofhealthcare. 
Eftekhari has had an extensive career in Minnesota healthcare admin
istration. Born and raised in Iran, she studied at the London School 
of Economics before coming to the United States in 1978. After 
earning her MHA from the Carlson School in 1979, she and a fellow 
U of M MHAgrad named Steve Gregg ( '72) saw a need for a differ
ent type of health plan. '~t the time, there were really only two types 
of plans on the market-one was HMOs, the other were traditional 
indemnity or traditional insurance plans," she recalls. She and Gregg 
"designed a hybrid between an HMO plan and indemnity plan." The 
HMOs of the early 1980s had strong cost-control systems, but they 
often made it difficult for patients to see specialists outside of a net
work-restrictions that traditional insurers didn't have. What Gregg 

America's PPO was Minnesota's 
first preferred provider organization, and one of the first in the 
nation. These days, Eftekhari says, the PPO model "is the dominant 
form of healthcare delivery in the United States, at least among 
employers." 

That said, HMOs and traditional insurers are still large players 
in some sectors. While they have taken on some of the innovations 
advanced by PPOs-most notably more flexibility in networks
Eftekhari sees some key differences between the organizations. "We 
get business based on service. And that's the general way in which 
we compete." PPOs, she adds, "have a much more collaborative rela
tionship with providers ofhealthcare services." 

The perfect storm 
Eftekhari believes-as do many people in the industry-that the 
U.S. health care vessel is heading toward what she terms a "perfect 
storm." If you think that costs and insurance problems are at a crit
ical stage now, she suggests, wait till you see what's looming. Eftekhari 
identifies three "elements corning together at the same time" to pro
duce this typhoon. 

One is demographics: the millions of baby boomers who will start 
retiring in massive numbers by decade's end, loading an extra bur
den on the healthcare delivery system. "The rate at which [boomers} 
need and utilize healthcare services is increasing, and there's noth
ing anyone can do about that," she says. '~s I like to tell people: When 
you're under 40, if something hurts you, you ignore it and it goes 
away. But when you're over 40, if something hurts, you ignore it
and then it hurts like hell! You want to go in there and get something 
done about it." 

The second factor is technology, both mechanical- such as the 
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high-tech imaging systems that are revolutionizing procedures for 
cardiac and vascular conditions-and pharmaceutical. "We will 
increasingly be equipped with better and more specific drugs, not 
only to treat conditions but to alleviate symptoms and to impact 
lifestyles," she says. "Some of these won't cure you, but they will help 
you live your life more comfortably. A lot of the medications now 
out for arthritis fall into that category. Whereas a generation ago 
you were reconciled to the pain of it. From this generation forward , 
there are going to be increasing choices." 

Indeed, health care "consumers" are going to be demanding these 
technologies. And that is the last factor in Eftekhari's perfect storm: 
Consumer expectations for health care are higher than ever. "We're 
not going to wait for a doctor's appointment, we're not going to live 
with pain," she notes. "We want [our conditions] fixed, and we want 
them fixed now. We are also highly mobile, and we are highly 
informed. I cannot tell you the number of times in a day when I get 
calls from friends and acquaintances who ask: 'Who is the best per
son in the world for whatever it is that I happen to be suffering 
from?' " 

"I think the future will belong to the 
plans that are the least intrusive and 
most conducive to the relationship 
between the provider of health care 
services and the patient." 

Paying the price 
All these factors suggest that healthcare costs will continue to climb 
skyward. Remarkably, Eftekhari doesn't think that is necessarily a 
bad thing. Despite the priciness of new technology and medications, 
people are able to live longer and more comfortable lives because of 
them. "The stuff that hurts can be fixed and medicated and solved, 
and it can all be done a lot less invasivelywith far fewer side effects," 
she notes. "You look at the treatment of depression compared to just 
a short while ago, and what the side-effects were and what they are 
now-it's night and day." By and large, she sees the high price of 
health care as "part of living in the golden age in the golden country." 

Still, Eftekhari believes that the coming storm will be more than 
the dominant system ofhealthcare reimbursements can handle. "I 
don't think the more simplistic, less-elegant approaches of the tra
ditional delivery systems-discounting the doctors or discounting the 
hospitals [to] save money or deny benefits- are going to work," she 
says. "How much of a discount are you going to take out of doctors 
and hospitals to actually make an impact vis-a-vis these conditions 
that are coming down?" 

So what might be a better approach? Eftekhari thinks that it lies 
in creating "more sophisticated solutions that engage both the con
sumers and the providers, as well as the employers who pay those 
bills, in a collaborative effort." 

What a PPO model can do, she adds, is give employers and 
employees more choices. It can let "consumers exercise their deci
sion-making and select the option that best meets their needs by 
engaging them in the cost of their healthcare by moving them away 
from the $ro to $15 all-you-can-eat healthcare buffets-where you 
go to the doctor's office, it's $15 and you don't worry about any of the 
rest of it. Well, what incentive does the consumer have to ask if they 
really need that next test or MRI? None." 

What's needed in the industry now, Eftekhari suggests, is a "con
versation" between providers, insurers, employers, and patients , 
rather than the adversarial relationship that often develops between 
these players. "Part of what we do at America's PPO is we actually 
get there and have this conversation," she says. "I think the future 
will belong to the plans that are the least intrusive and most con
ducive to the relationship between the provider ofhealthcare serv
ices and the patient." 

Two decades after helping to start a revolution in health care cov
erage, Nazie Eftekhari is looking ahead to even more changes. A 
more collaborative approach might not cure everything that ails the 
industry, but it would certainly be a healthy step forward . 

Mac Wylie is a Minneapolis-based freelance writer. 
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Despite conflicting reports about the degree's value, 
the MBA still pays off, alumni say: 

sked about her days as a graduate student at the University of 
Minnesota, Mary Alice Pappas remembers the white-knuckle drives up 
Minnesota Highway 52 from her home in Rochester to get to an 8 a.m. 
class in the middle of winter. She recalls the tension she felt when she 
asked to go over her boss's head to the president of the company to get 
permission to take one day a week off to pursue an MBA. And she also 
remembers a moment in Professor Roger Schroeder's Operations 
Management class when she realized that this was exactly what she 
wanted to do. 

The degree Pappas received from the Executive 
MBA program in 1984 changed her career. Almost 
immediately after receiving it, she was promoted and 
got a raise- an important step for the single mother of 
two. She also moved from a human resources position 
into operations, and later moved from Minnesota to 
Palm Beach, Fla., where none of the white-knuckle 
drives involve snow. Perhaps most important, she notes 
that the degree changed her approach to business, help
ing her understand how organizations function. "I real
ized that the global or big picture is the starting point," 

B 1 I I d I 

22 University of M innesota 

says Pappas, now a vice president of Northern Trust 
Bank. "I also learned lots about human interaction
and how the power, arrogance, and competitiveness of 
individuals can enhance or sabotage organizations." 

Pappas' story reflects what students have long 
expected from an MBA: a better job, more money, bet
ter skills, and new insights. Those assumptions have 
been called into question oflate, however. At least one 
recent study has questioned whether MBA students 
have unfounded, unrealistic expectations. In a highly 
publicized article, Stanford University researchersJef-



frey Pfeffer and Christina Fong argue that 
the impact of the MBA on earnings and 
other measures of success over the long 
term are negligible. They pointed to three 
studies done between 1971 and 1985 that 
found no difference in salary between 
corporate managers with MBAs and 
those without them who have similar 
years of experience . The researchers 
blamed the MBA's supposed decline in 
value on the increasing number of MBA 
degrees awarded. About wo,ooo people 
a year earn MBAs from all U.S. schools, 
up from a mere 3,200 degrees awarded 

annually in the mid-r950s. Fong and Pfef
fer also claim that business school pro
grams are not rigorous enough in their 
grading, emphasize analysis over hands
on experience, and turn out graduates 
that one researcher called "critters with 
lopsided brains, icy hearts, and shrunk
en souls." Even elite MBA programs serve 
more as a prescreening service for cor
porate recruiters looking for talented 
individuals than as a professional educa
tion provider, say Pfeffer and Fong. 

So, which perception is more accu
rate-Pappas's tangibly positive experi-

Mary Alice Pappas, '84 MBA 

"I learned lots about human 
interaction {in the MBA 
program}-and how the 
power, arrogance, and 
competitiveness of 
individuals can enhance or 
sabotage organizations." 
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DennisAhlburg, senior associate dean 

"Like all apprenticeships, 
the quality of the 
instruction depends 
on the quality 
of the master." 
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ence and results, or the gloomier outlook 
proffered by Pfeffer, Fong and others? 
The answer depends on how you want to 
think about the question. 

Pros and cons 
Pfeffer and Fong's research came on the 
heels of one of the most difficult place
ment years for MBAs nationally in a 
decade. In 2002, companies hired fewer 
MBAs, and reduced salary offers or elim
inated hiring bonuses to new hires. At the 
Carlson School, recruiting ofMBAs was 
down more than 30 percent from the pre
vious year, although 88 percent of full
time MBA students had job offers by 
three months after their graduations, says 
Carleen Kerttula, director of the school's 
Graduate Business Career Center. 

Some observers also feel that people 
may be seeking MBAs for the wrong rea
sons. "I don't know if the degree has been 
oversold, or if there are over-eager buy
ers," says Amy Lindgren, a St. Paul-based 
career counselor whose column on job
seeking appears in about 25 newspapers 
around the country. In the 1980s and 
1990s, many companies offered tuition
reimbursement programs as a way to 
attract and retain workers. Employees 
decided to get MBAs, but many of the 
companies had no plans to promote these 
new degree-holders, nor did they set stan
dards for who should get an MBA. That 

created a "perception trap," says Lind
gren. "Employees get an inflated sense 
that the MBA is worth something in their 
current job, and it may not be." 

Still, the degree does have quantifiable 
benefits. MBA graduates nationally were 
offered an average salary of $75,000 a year 
in 2002, according to the Graduate Man
agement Admissions Council. (Carlson 
School graduates averaged $99,000.) 
That's $34,000 more than the average 
undergraduate degree-holder, and 
$25,000 more than the average graduate 
degree-holder in other fields. The MBA 
degree's relative payoff also is much larg
er for some students than others. For 
instance, women who earn an MBA typ
ically double their salaries, according to a 
2001 GMAC report. 

What's more, the hiring-related sta
tistics might be a bit misleading. "MBA 
hiring really follows what's happening in 
the economy in general," says Kerttula, 
who adds that the poor economy has not 
hurt Carlson School graduates as much 
as some from other parts of the country. 
One reason why: MBA recruiting is 
regional in nature. Because the Twin 
Cities' and Midwestern economies are 
relatively diverse, a downturn in any one 
industry-say, finance or consulting
does not have a disastrous impact on 
overall recruiting. 

"Most of the data I've seen suggests 
that over time there is quite a hefty return 
to the MBA," says DennisAhlburg, sen
ior associate dean for faculty and research 
at the Carlson School. Generally, MBAs 
can expect their lifetime earnings to be 
three times that of high school graduates. 
AddsAhlburg: "We're talking about mil
lions of dollars." 

BMWorYugo? 
Ahlburg also criticizes the Pfeffer and 
Fong study for its use of old data and 
methodologies . But the study's biggest 
weakness, he says, is that it makes no dis
tinction between accredited MBA pro
grams and nonaccredited ones. Of the 
900 institutions in the United States 
offering MBA degrees in 2000, only 341 
were accredited. "Would you expect the 
same performance from a Yugo that you 
get from a BMW?" asks Ahlburg. "No." 

MBA program quality and content 
varies widely. At one end of the spectrum, 



John Stumpf, '8o MBA 

"{MBA 
coursework} 
really broadened 
my thinking. 
It forced me 
to understand 
the possibilities, 
not just the 
probabilities." 
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William Westhoff, '74 MBA 

'~ost every class 
I went to I would 
have an 'ah-ha' moment 
where something 
I had been working on 
at work suddenly 
made sense." 
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you have nonaccredited institutions, or 
"degree factories ," as they're occasional
ly called. While students may learn about 
business at such institutions, the aca
demic standards typically are not rigor
ous. And many nonaccredited schools will 
hand out degrees to nearly anyone will
ing to pay and attend class. In the middle 
are reputable schools that train MBAs 
using a "best practices" model. These 
sorts of programs cover key topics and 
issues, with classes generally taught by 
successful managers, rather than aca
demics. The built-in challenge to this 
approach is that the practices which have 
worked at an instructor's firm in the past 
may or may not work for his or her stu
dents in the future. Says Ahlburg: "Like 
all apprenticeships, the quality of the 
instruction depends on the quality of the 
master." 

At the top end of the spectrum are 

programs at research universities, where 
the professors' research outside the class
room and the school's contacts in a vari
ety of industries keep students at the lead
ing edge of business thinking. These 
programs tend to have the highest pay
off financially, and in terms of training 
students for dynamic opportunities. One 
survey of MBA graduates found that 75 
percent felt the degree increased the 
kinds of organizations in which they 
could be employed. "Sometimes it's not 
just more money," saysAhlburg. "MBAs 
may be picked to go overseas or to start 
up new ventures. They may be able to take 
advantage of things that make work more 
interesting." 

Oflate, many MBA programs, includ
ing the Carlson School's, are creating 
classroom experiences that mimic the 
business world. Students entering the 
Carlson School MBA program now aver-



age more than four years' work experi
ence, and many have sophisticated under
standings of business. "It's not like they 
are empty vessels that we fill up and ship 
off," saysAhlburg. 

To ensure that students are chal
lenged, the Carlson School has adapted 
its MBA program to include even more 
real-life experiences. The school now has 
a student-run fixed-income fund with 
assets of more than $n million, a venture 
capital company, a branding company, and 
a consulting firm. Each of these Carlson 
Enterprises works with real clients and 

prepares students interested in these 
fields specifically for the kinds of work 
they will do after graduation. "We're tak
ing things that would be taught in the 
classroom and building a business around 
it within the Carlson School," says 
Ahlburg, who adds that while each busi
ness has a faculty and professional advisor 
who function as a "safety net" for the 
company, "essentially, the students are 
running the companies." 

Without question, real-world expe
rience offers a huge practical benefit. 
But ideas and analysis remain key com-

Angela Vikesland, '81 MBA 

"Every single position 
I've had since getting out 
of graduate school was 
through someone I knew. 
There is no way I would 
be where I am today if 
I did not have an MBA." 
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Mark Workman, '88 MBA 

"The MBAhas felt 
invaluable to me the 
past four years . . . . 
Half of the allure of an 
MBAis that you have 
good, sharp people 
pushing each other." 
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ponents of MBA training-and often 
are one of its great payoffs, says Daniel 
Forbes, assistant professor of strategic 
management at the Carlson School. Stu
dents do not always see immediately the 
value of theories and ideas, however. 
"When people are busy looking for a job 
or are very focused on their current 
job-as MBA students generally are
it is natural for them to want to learn 
facts instead of ideas, because facts seem 
more relevant," says Forbes. "But facts 
are not what you should be looking to 
get out of an MBA program. You can buy 

a subscription to the W/all Street Journal 

and get all the facts you want. The thing 
is, facts have a very short half-life- most 
of them will be irrelevant next year and 
replaced by other facts. What you want 
to do while you're in school is learn ideas. 
Ideas are harder to learn than facts. You 
have to talk about them, write about 
them, and really work on them for a 
while before they take root. And ideas, 
which you need in order to interpret 
facts, are things you can take with you 
for decades after you finish your pro
gram. They decline in value much more 



slowly and can even be refined and Sony Pictures Entertainment in Los Ange
expanded over time as you grow 
older." 

Carlson School alumni often 
describe the value of learning ideas 
as "broadening their thinking."John 
Stumpf, '8o MBA, earned his MBA 
at night while working for a Twin 
Cities bank. ''All of a sudden, I was 
learning more at night about the 
things I was working on in the day
time," says Stumpf, now executive 
vice president for Wells Fargo Bank 
in San Francisco. He remembers a 
particular manufacturing company 
case study in which white paint acci
dentally came out gray, and the class 
needed to figure out how and why: 

"What I learned 
in graduate 
school is that 

les. Four years ago, he founded FirstFire
works Group Ltd ., a Los Angeles-based 
entertainment branding and business devel
opment firm. "The MBA has felt invaluable 
to me the past four years," says Workman, 
adding that because his undergraduate 
degree was not in business, the training he 
received in finance and accounting as part 
of his MBA has been particularly useful to 
him as he has developed his own business. 

you don't have 
to be the most 
knowledgeable 
person in the 
world, as long 

Vikesland does agree with one of Pfef
fer and Pong's bright notes about MBA pro
grams: They bring together talented indi
viduals. Strong programs attract strong 
students, many of whom tend to network 
with each other after graduation. "Every sin
gle position I've had since getting out of 

as you can nse 
to the occasion." 

The professor was relentless in forc
ing students to think through every 
possible explanation for the problem. "That 
really broadened my thinking," he notes. "It 
forced me to understand the possibilities, not 
just the probabilities." 

William Westhoff, '74 MBA, the former 
president of Advantus Capital Management, 
St. Paul, and now CI 0 for St. Paul-based Min
nesota Life Insurance Co., agrees with Stumpf. 
''Almost every class I went to I would have an 
'ah-ha' moment where something I had been 
working on at work suddenly made sense," he 
notes. 

The traditional use of case studies and 
small work groups in MBA programs prepares 
graduates well for modern business situations, 
in which individuals with diverse back
grounds, tasks, and from different locations 
must make decisions jointly: Angela Vtk.esland, 

'81 MBA, was trained as a chemist, then worked in banking after 
receiving her MBA. She now supervises "hard-core" technical work
ers for a Hewlett Packard Co. division in Chicago. "What I learned 
in graduate school is that you don't have to be the most knowl
edgeable person in the world, as long as you can rise to the occa
sion," she says. "I have managed highly technical people for IO years, 
and I don't have to know everything about the bits and bytes. It's 
more important to be able to see the big picture, and to be able to 
work with different people." 

For Mark Workman, the MBA has grown more valuable as he has 
moved from corporate positions into an entrepreneurial venture. A 
1988 MBA graduate from the Carlson School, Workman worked in 
strategic marketing for The Walt Disney Co. and eventually moved 
on to serve as senior vice president for global strategic marketing for 

graduate school was through someone I 
knew," says Vikesland. "There is no way I 

would be where I am today if I did not have an MBA." 
"Half of the allure of an MBA is that you have good, sharp peo

ple pushing each other," says Workman. While he adds that he would 
not recommend the MBA for everyone- for instance, many people 
working in the creative aspects of entertainment would not see any 
career advantage in getting an MBA- it is solid training for people 
who plan to run a company some day: 

Despite the poor economy-or perhaps because of it-applica
tions to MBA programs at the Carlson School and elsewhere remain 
high these days. Forbes says he advises students not to look at an 
MBA as a short-term economic strategy-a way to beat the current 
economic conditions- but as a long-term investment in their careers. 
"My guess is that many students' perceptions of the MBA's value rise 
and fall rather sharply with what is going on in the job market," he 
says. "Those kinds of fluctuations are understandable, but I don't 
think it's wise to try to time your education like you might try to out
guess the stock market. People getting an MBA need to be prepared 
for all kinds of crazy things- both good and bad- to happen in the 
short term." 

One advantage that future MBAs may have is that the degree
holders are often in the position to hire new graduates. Says West
hoff: "Over the years, when I interviewed people, I always looked for 
people who were working and getting an MBA in the evening. I knew 
how difficult that was and appreciated the drive of anyone who did it." 

'~t the end of the day, we don't hire or promote based on whether 
people have been to school or what degrees they have," says Wells 
Fargo's Stumpf "We hire and promote based on performance. But 
to suggest that performance is not partially related to education is 
to be na1ve." 

Mary Lahr Schier is a Northfield, Minn. -based journalist. 
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CLASS INOTES 

1930s 
Robert Watson, '39 BSB, is 
retired from his position as 
vice president at Pillsbury 
and is living in Minnetonka, 
Minn. 

1960s 
Jim Campbell, '64 BSB, 
received the third 
Community Builders Award 
from the Urban Ventures 
Leadership Foundation in 
Minneapolis. 

Herbert Morton, '64 Ph.D., 
passed away on Dec. 21, 
2002, at his home in 
Bethesda, Md. 

1970s 
Jon Jagiela, '71 BSB, is chief 
operating officer and 
executive vice president of 
the Marshall Group and its 
subsid iary, Marshall 
Investments. 

David Kaysen, '72 BSB, was 
appointed president and 
CEO of Diametrics Medical, 
St. Paul, Minn. 

Gene Merriam, '72 BSB, was 
named commissioner of the 
Minnesota Department of 
Natural Resources by Gov. 
Tim Pawlenty. 

Joseph Kenyon, '73 BSB,'89 
MBT, was named treasurer of 
the Upper Midwest Chapter 
of the Turnaround 
Management Association. 
Kenyon is employed at 
Schechter Dokken Kanter, 
Minneapolis. 

Thomas Hoblit, '74 BSB, '97 
MBA,wasnamedtothe 
board of directors of the 
Upper Midwest Chapter of 
the Turnaround Management 
Association. 

Gary Klecker, '7S BSB, is 
president at Indust rial Wood 
Products in Bloomington, 
Minn. 

Thomas Hauschild, '76 BSB, 
has been named to the board 
of directors of Common 
Bond Communities in 
St. Paul, Minn. 

James Hawley, '76 BSB, is 
CFO of Cima Labs Inc., Eden 
Prairie, Minn. 
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Brock Nelson, '76 MHA, is 
president and CEO of 
Regions Hospital in St. Paul, 
Minn. 

Jon Campbell, '77 BSB, has 
been appointed to the board 
of trustees of the 
Minneapolis Foundation, 

Kim Ewers, '77 MBA, has 
been elected chairwoman 
of the International 
Foodservice Manufacturers 
Association in Chicago. 

1980s 
Sandra Turner, '81 BSB, of 
Turner Consulting, was 
named pro bono 
chairwoman by the Upper 
Midwest Chapter of the 
Turnaround Management 
Association . 

Elizabeth Bickel, '82 BSB, is 
interim president of the 
board of Children's 
Heartlink, Minneapolis. 

Ross Levin, '82 BSB, has been 
appointed to the board of 
trustees of the Minneapolis 
Foundation, Minneapolis. 

Gail Anderson, '83 BSB, has 
been named president elect 
of the Twin Cities chapter of 
the American Society for 
Training & Development. 

Greg Sandbulte, '83 MBA, 
is president and CEO of 
Northeast Ventures in 
Duluth, Minn. 

Lori Schmaltz, '83 BSB, is vice 
president of business 
development at Lee Hecht 
Harrison. 

Gerald Just, '84 MBA, is vice 
president and chief internal 
auditor of the Schwan Food 
Co., Marshall, Minn. 

Michael Fleetham, '85 BSB, is 
treasurer of The 
Minnesota/ South Dakota 
chapter of Certified 
Commercial Investment 
Members of the National 
Association of Realtors. 

Kevin Sevcik, '85 MBA, is vice 
president of commercial 
loans at Liberty State Bank in 
St. Paul, Minn. 

Diane Kuhlmann, '87 MBT, is 
treasurer of the Twin Cities 
chapter of the American 
Society for Training and 
Development. 

Kent 0 . Lillemoe, '87 MBA, is 
vice president of finance and 
CFO at St. Croix Medical, 
Minneapolis. 

Danette Mueller, '87 BSB, has 
been named president of the 
Twin Cities chapter of the 
American Society for 
Train ing and Development. 

Robert Basten, '88 MBA, has 
been elected to the board of 
the Robert Packard Center 
for ALS Research at Johns 
Hopkins University in 
Baltimore. 

Jeff Weirens, '88 BSB, has 
been named a partner at 
Deloitte Consulting. 

Janet Ampe, '89 BSB, joined 
the Minneapolis office of the 
law f irm Felhaber, Larson, 
Fenlon. and Vogt P.A. Her 
practice focuses on labor 
and employment issues. 

John Mack, '89 BSB, was 
named senior director of 

Making Connections 

marketing for the heart valve 
division of Medtronic, 
Minneapolis. 

Jan Meier, '89 BSB, was 
elected vice president of the 
Minnesota Precision 
Manufacturing Association. 

Steven Schmidgall, '89 
CEMBA, is a senior associate 
and manager of construction 
administration at HGA Inc. in 
Minneapolis. 

1990s 
Perry Hines, '90 MBA, is 
senior vice pres ident and 
chief marketing officer at 
Irwin Mortgage in 
Indianapolis. 

Michael Stokke, '91 MBA, is a 
partner at Deloitte & Touche 
in Minneapolis. 

Rebecca Whitcomb, '91 MBA, 
is director of marketing and 
operations for Collectables 
Direct Inc. 

Matthew Feyen, '98 BSB, was recently named 
director of business services at the Minnesota division 
ofTime Warner Cable Connections in Minneapolis. 
He is now managing all of the company's sales operations 
for business-to-business services within Minnesota. 



John Witham, '91 BSB, is 
CFO at Metris Companies, 
Minnetonka, Minn. 

George Hadjiyanis, '92 MBA, is 
vice president of marketing 
at Zoma x Inc. in Plymouth, 
Minn. 

Neal Nelson, '92 MBA, 
relocated to Dallas, where he 
continues to help individua ls 
manage their investments. 

Barry Nordstrand, '92 MBA, is 
president of the fixed income 
capital markets division of 
U.S. Bancorp Piper Jaffray in 
Minneapolis. 

Patrick Wethington, '92 MBA, 
is vice president of North 
American sales at 
Endocardial Solutions Inc., 
St. Paul, Minn. 

Steve Betz, '95 MBA, is 
director of sales channels for 
Onvoy in Plymouth, Minn. 

Karen Beckwith, '96 CEMBA, 
was named president and 
CEO of Gelco Information 
Network in Eden Prair ie, 
Minn. 

Greg Gibbons, '96 MBA, 
passed away on Nov. 23, 
2002. He had been 
employed by 3M. 

Jeanine Sundt, '96 MBA, 
serves on the board of 
directors of the Twin Cities 
chapter of the National 
Investor Relations Institute. 

Jakub Karnowski, '97 MBA, is 
director of the international 
department of the National 
Bank of Poland. 

Jeff Klinefelter, '97 MBA, is a 
senior softlines reta il analyst 
at U.S. Bancorp Piper Jaffray. 
In November 2002, he 
appeared on the PBS 

Want to be 
included in 
Class Notes? 
Use the enclosed form 
and fax it to 612-624-6374, 
or mail your news items 
and photos in the envelope 
provided. You also can 
contact Jen Gelbmann, 
director of 
Alumni Services & Outreach, 
at 612-626-9486, 
jgelbmann (1\csom.umn.edu. 

Peak Performer 

Jay Elstad, '89 BFB, has scaled new 
heights as part of a recent awareness 
campaign by the Minnesota Society of 
Certified Public Accountants (MNCPA). 
Elstad, who is both an accomplished 
mountain climber and an audit manager 
with Boyum & Barenscheer PLLP, 
Bloomington, Minn., is featured on a 
MNCPA poster noting that "CP As aren't 
all business." The catch: The photo shows 
him atop Mt. McKinley in Alaska, at the 
peak of a three-week-long climbing trip. 
According to Elstad, who is active in a 
variety ofMNCPA programs, the goal of 
the poster is to boost the image of the 
accounting field and help erase old 
stereotypes about CPAs. 

program, Wall Street Week 
with Fortune, to discuss the 
outlook for retail companies 
during the ho liday season. 

Kevin Decker, '98 BSB, is an 
associate at the law firm of 
Briggs and Morgan P.A. in 
Minneapolis . 

Scott Gage, '98 MBA, is 
president and chief 
operating officer at Gage 
Outdoor Expeditions in 
Golden Valley, Minn. 

Chris Gustanski, '98 MBA, was 
awarded a Rising Star Award 
by the University of 
Minnesota Alumni 
Association for his 
contributions to col legiate 
alumni programs. He lives in 
Edina with his wife Arnie, '99 
MBA. 

Gary Prazich, '99 MBA, is 
executive director of finance 
and controller for Onvoy in 
Plymouth, Minn. 

John Utley, '98 MBA, is v ice 
president of business 
development for Teletrax in 
London. He lives with his wife 
Ju lie in Charlotte, NC. 

Carlos Calderon, '99 MBA, is a 
vice president at ADC 
Telecommunications, Eden 
Prairie. He and his family are 
resett ling in the Twin Cities 
after completing a one-year 
assignment in Europe last 
August . 

Arnie Gustanski, '99 MBA, was 
awarded a Rising Star Award 
by the University of 
Minnesota Alumni 
Association for her 
contributions to co llegiate 
alumni programs. She lives in 
Edina with her husband 
Chris, '98 MBA. 

.. 

www.mncpa.org 

Jay Bosch, '00 MBA, is vice 
president of engineering at 
Sinex Avia t ion Technologies 
in Du luth, Minn. 

Matthew Dudley, '00 MBA, is a 
sa les representat ive at t he 
Leuthold Group in 
Minneapolis . 

Brian Delgado, '01 MBA, is 
manager of communications 
at Land 0 ' Lakes in Arden 
Hil ls, Minn. 

Jeng-Bin Patrick Tsai, '01 
MBA, works for KPMG 
Consu lting in Taiwan. 

Sanjay Zaveri, '01 MBA, Is a 
manager of pharmaceutical 
development informatics at 
Bristol-Myers Squibb in New 
Brunswick, N.J. 

Keith Mikkelson, '02 MBA, was 
featured in a profi le on the 
Graduate Management 
Admissions Council Web site. 
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5 Questions: 
Mahmood Zaidi 

A specialist in international labor market analysis and human resource 
management, Carlson School professor Mahmood Zaidi has taken 
home some significant honors oflate. He recently was named a dis
tinguished fellow of the orth American Economics and Finance 
Association (NAEFA), and recently received the LifetimeAchieve
mentAward from the Graduate School ofBusinessAdministration 
in Zurich, Switzerland. He has worked at the University of Minnesota 
since 1966. 

32 University of Minnesota 

"This trend of outsourcing 
labor service will only increase 
and become more global as the 
need for skilled workers grows 
throughout the world." 

How does it feel to be one of only two distin
guished fellows honored by NAEFA? 

NAEFA doesn't chose fellows every year. In fact, 
they deliberated for three years before making these awards, so the 
recognition is humbling. Plus, it's an award from my peer group, 
which makes me very proud. The other recipient , also a professor, 
happened to have won a Nobel Prize in Economics. I told him, "I'm 
only too happy to walk in your shadow." 

As a specialist in labor markets, what do you see as the 
future of employment for economists? 

There's an old story about Harry Truman, I think, and the time 
he asked some economists for advice. They said, "Well, on the one 
hand, you'll get X-but on the other hand, you'll get Y"The President 
reportedly replied , "Maybe next time I'll ask for a one-handed 
economist." 

But economists are now involved in all aspects of business
banking, manufacturing, health care, agriculture. The value of eco
nomics has increased significantly over time. 

What spurred your interest in labor markets and human 
resources management? 

My interest in labor market analysis emerged during graduate 
studies at the University of California-Berkeley. I became interested 
in the impact of various legal, economic, and social policies on the 
world of work, both nationally and internationally. I wanted to see if 
minimum wage laws or anti-discrimination policies or unemployment 
compensation have a positive or negative economic impact on the 
growth and development of the country. [I also wanted to see] what 
kind of impact trade policies have on workers' employment and 
income. I was fortunate to get a Ford Foundation fellowship to work 
my dissertation. At the time there was a great interest in the 
unemployment vs. inflation tradeoff- there was a feeling that if you 
reduced unemployment below a certain level you would only increase 
inflation. Economists still debate this question today. 

What's satisfying about working at the Carlson School? 

You learn a lot from your students and a lot from your colleagues. 

What's the future of labor? 

Today's labor services can basically be rented. New York's banking 
industry can send all its computations overnight to Bombay or Ireland 
or someplace else and the next morning all the work is done and 
waiting on their desks. Nobody moves, the work gets done. We have 
tended to think oflabor only in terms of bodies in a particular place, 
but we should think of it in terms of services. This trend of outsourcing 
labor service will only increase and become more global as the need 
for skilled workers grows throughout the world. 

-Joel Hoekstra 
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Event Calendar 
FIRST TUESDAY 

Non-Profit O· 
U.S. Postag 

PAID 
Minneapolis, . 
Permit No. 1' 

May 6 - Bill Zollars, '69 B.A., president and CEO, Yellow Corp.; *Hoi ida 
Inn Metrodome, Minneapolis 
(*Please note location change), 11:30 a.m. to 1 p.m. 

June 3- Robert Bruininks, president, University of Minnesota; Radisso 
Hotel Metrodome, Minneapolis, 11:30 a.m. to 1 p .m . 

July 1- Nazie Eftekhari, '79 MHA, CEO, HealthEZ; Radisson Hotel 
Metrodome, Minneapolis, 11:30 a.m. to 1 p.m. 

August 5 - Brian Peters, president and CEO, RBC Dain Rauscher; 
Radisson Hotel Metrodome, Minneapolis, 11:30 a.m. to 1 p.m. 

September 2-Jeff Noddle, chairman/ president/ CEO, SUPERVALU In, 
Radisson Hotel Metrodome, 11:30 a.m. to 1 p.m. 

October 7- Marilyn Carlson Nelson, chair/ president/CEO, Carlson 
Companies Inc.; Rad isson Hotel Metrodome, Minneapol is, 
11 :30 a.m. to 1 p .m. 

November 4-Jim McNerney, chairman and CEO, 3M; Radisson Hotel 
Metrodome, Minneapolis, 11:30 a.m. to 1 p.m. 

December 2- W illiam Van Dyke, '76 MBA, chairman/ president/ CEO, 
Donaldson Co. Inc.; Radisson Hotel Metrodome, Minneapolis, 
11:30 a.m. to 1 p.m. RSVP: 612-626-9634, fax: 612-624-6374 

FIRST FRIDAY-
MBA ALUMNI AND STUDENT NETWORKING HAPPY HOUR 
May 2-Gameworks. Downtown Minneapolis. 5:30 to 7:30p.m. 
August 1-Boat Cruise, Hudson, Wis. 

Boarding at 6 p.m.; cruise from 6:30 to 9 p.m. 
September 5-Town Hall Brewery, 1430 Washington Ave., Minneapolis, 

5:30 to 7:30 p.m . 
October 3-Gastof zur Gemutl ichkeit, 2300 University Ave. N.E .. 

Minneapolis 
For more information on First Friday events, call 

612-625-8308, or e-mail: lgieseking@csom.umn.edu. 

COMMENCEMENT 
May 18-Ceremony: 6 to 8 p.m., Northrop Auditorium. Commencement 

speaker: Eugene Sit, Sit Investment Associates Inc .. Minneapolis . 
Reception: Carlson School of Management Atrium, 8 to 10 p .m. 
Hosted by the Alumni Advisory Board. 

CARLSON SCHOOL DAY AT THE RACES 
August 22-Canterbury Park, Shakopee, 6 to 9 p.m. 

"BUILDING A CARLSON SCHOOL COMMUNITY•
A TWIN CITIES EVENT FOR ALUMNI AND FRIENDS 
June 4-5:30 to 7:30 p.m . Hosted by Dean Lawrence M. Benveniste. 

Invitations to follow. For more information, call 612-625-8308, 
e-mail : lgieseking@csom.umn.edu. 

UNIVERSITY OF MINNESOTA ALUMNI ASSOCIATION 
99TH ANNUAL CELEBRATION 
May 29-5:30 to 9 p.m., Coffman Memorial Union. Headline speaker: 

Harvey Mackay, '54 B.A. , chairman, Mackay Envelope Co., 
Minneapolis. For more information, call 612-625-9180; 
e-mail : hamil038@umn.edu 





n a world of heightened tensions, the need for proactive international 
relations and committed global cooperation is becoming increasingly 
urgent. The Carlson School is dedicated to international understanding 

and to pushing our students to expand their business and personal experience 
beyond our borders. 

Maintaining international relationships is central to business and to 
business education. In September, 
I traveled to Guangzhou, China, to kick 
off the third year of our China Executive 
MBA Program, a partnership between 
the Carlson School and Lingnan 
(University) College at Sun Yat-sen 
University. The experience affirmed 
for me the necessity of these vital 
connections. 

In that spirit, this issue of Carlson 
School focuses on the long-standing and 
still-pressing issue of globalization. Many 
people feel ambivalent about the topic of 
globalization, and contentious debate 
often erupts over the issues involved in an 
increasingly interwoven world economy. 
Our cover story goes back to the root of 
the issue: What exactly is globalization? 
What are its implications, both good and 

bad? Is globalization the future of business? 
Also, Carlson School alumni report on their experiences on the frontlines 

of the global economy, both before and after the sea change brought on by 
the events of Sept. n , 2001. These professionals deal with the realities of 
globalization, providing ground-level perspectives and concrete answers 
to hard questions. 

Michael Illbruck, this issue's featured business person, knows a thing or 
two about globalization and multinational business. His company, Illbruck 
GmbH, successfully operates across national borders in 24 offices worldwide, 
providing new technology and complete solutions for the building industry. 
His experience is both revealing and inspiring. 

The Carlson School magazine aims to spur the exchange of knowledge 
and tackle the cogent questions of business. Please join us in these continuing 
dialogues on business and its future . 

Sincerely, 

Lawrence Benveniste 
Dean 

Carlson School 
A MAGAZINE FOR ALUMNI AND FRIENDS 

Visit our Web site at www.carlsonschool.umn.edu. 
For information about Carlson School alumni programs, 
contact Alumni Relations at alumni@csom.umn.edu. 

Carlson Schoof is published for alumni and friends of the 
Carlson School of Management. Direct correspondence to: 
Alumni Relations, Office of the Dean, 321 19th Ave. 5., 
Minneapolis. MN 55455. 
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INSIDE FRONT covER: The Dean's Corner Carlson School Dean 
Larry Benveniste on the value of international understanding 
and how the Carlson School is working to foster it. 

2 The Atrium: Dr. Jed Godin heads to Tanzania, 
Lyle Baker stays on the job, David Hopkins and 
Laura TerWisscha bring fresh ideas to a pair 
of key programs, and much more. 

FEATURES 

12 Cover Story-New World Order: Globalism's effects 
are felt by all of us every day, but are often hard to trace 
and understand. Is it a powerful force for good 
or a means of exploitation? 

20 On the Frontlines-First-hand reports 
from Carlson School grads in the global marketplace. 

2 7 World Beater-Facing new challenges in a fast
moving global economy, Michael Illbruck, '85 BSB, 
'87 MBA, has reformulated his family firm's 
recipe for success. 

3 0 Class Notes 

31 Time Capsule: Remembering 
Professor Walter W Heller. 

3 2 6 Questions: A chat with Carlson School 
Professor Michael Houston. 
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Jim Larson creates a legacy 
as the steward of two 
environments. 

When Jim Larson, '51 BSB, visited the 
University of Minnesota's campus a few 
years ago, he was disappointed. "It was 
full of construction projects," he notes. 
"It looked crude and crass." 

That was Larson's first visi t to campus 
since he left Minneapolis after 
graduating from the University's law 
school in 1954. His return visit coincided 
with a burst of campus improvements 
and construction projects that were the 
hallmark of Mark Yudof's presidency at 
the U of M. 

When Larson remarked to former 
classmates Beth and Russ Bennett that 
he was unimpressed with the campus's 
condition, they challenged Larson's view. 
"They told me there was a lot of great 
work going on," Larson says. "They said 
I needed to take a better look at it. 

" I had been a passive alumnus, not 
very involved with what was going on," 
he adds. "When I took a closer look I saw 
that the University was doing a lot of 
dynamic work that appealed to me." 

The dynamism that Larson observed 
at the U of M, and at the Carlson School 
in particular, reflected the values of his 
own career in the energy business. As 
the former president of the Colorado
based Energy Fuels Corp., he helped 
shape the modern energy industry. He 
was one of the nation's most vocal 
proponents of uranium mining and 
environmentally responsible coal mining. 
He also helped instigate influential land 
reclamation and good neighbor policies. 
"When we took over [one Colorado] 
mine, it was producing a half million tons 
of coal yearly. We increased that to 
4 million tons a year," he says. "And we 
ran it on a cutting-edge environmental 
platform. We decided we had to be 
stewards of the environment." 

Larson retired in 1984. Since then he 
has enjoyed the benefits of Colorado's 
natural environment, often leaving his 
Denver home to spend time at his ranch in 
Steamboat Springs. Recognizing the 
qualities at the Carlson School that helped 

2 Universtty of Minnesota 

shape his career, Larson and his wife 
Nancy, who received an associates degree 
in liberal arts from the University, have 
created the James A. and Nancy Chatfield 
Larson Endowed Chair for Excellence in 
Business Education at the Carlson School. 

"The Carlson School has moved light 
years from when I was there," says Larson. 

" I'm excited to see the school making 
connections with the Twin Cities business 
community. Minneapolis is one of the one 
of the most attractive business 
communities in the country; it's full of 
people who are unassuming but have the 
creativity to move mountains." 

-Michael Weinbeck 



First-year student Jed Gorlin, M.D., 
heads to Tanzania this December 
to help boost that country's 
blood-screening efforts. 

Dr. Jed Gorlin's first term in the Carlson School's 
Executive MBA program is turning out to be an 
especially busy one. Besides holding down a full
time job as medical director of Minneapolis-based 
Memorial Blood Centers (he's a Yale-trained 
M.D.), Gorlin will travel to Tanzania in December 
to help that country improve its blood-screening 
capabilities. 

''About 40 percent of the blood donations in 
Africa aren't screened at all, or at least not 
screened for many things," Gorlin notes. And with 
Africa's appalling rate ofHIV transmission, blood 
screening is very much a life-and-death issue. 

Godin, who'd been looking for overseas 
volunteer opportunities, decided upon Tanzania 
based on a confluence of two events. Earlier this 
year, Dr. Dennis Lofstrom, a Minnesotan who 
works as a missionary doctor in rural Tanzania, 
visited Memorial Blood Centers to learn more 
about blood-screening methods. Not long 
afterwards, Gorlin ran across news that the 
Centers for Disease Control was offering a grant 
for screening blood in (you guessed it) Tanzania. 
The bombing of the U.S. Embassy in Dar Es 
Salaam, the country's capital, by Al Qaeda in 1997 
made "clean" blood something of a security issue 
for the United States. Gorlin got the grant, which 
is paying for his trip and some supplies. 

In Tanzania, Gorlin will spend a week in Dar Es 
Salaam working with Dr. Jesse Kitundu, a Mayo 
Clinic-trained pediatric epidemiologist, to improve 
blood-screening methods and teach U.S. Embassy 
officials emergency screening techniques. Then he'll 
head out for a week at Lofstrom's rural hospital, 
where he'll instruct staff on the "dipstick" method 
ofblood testing. 

This method, similar to a pregnancy test, uses a 
simple stick-and-dropper system that searches for 
various blood-borne pathogens. It's a far cry from 
the expensive machines used in the United States 
that can screen out even the tiniest quantity of 
HIV "The [dipstick} tests aren't as sensitive, but 
they're pretty good," Gorlin says. ''And if the choice 
is between nothing or pretty good, pretty good 

sounds, well, pretty good." In countries such as 
Tanzania, "you can spend a hundredth of[the cost 
of blood testing in the United States} and save a 
hundred times more lives." 

Godin's employer, Memorial Blood Centers, is a 
nonprofit company that organizes blood drives and 
other donor programs, then sells the blood (at cost) 
to hospitals in Minnesota and Wisconsin. Finding 
himself taking on more and more managerial 
tasks- "I have lots of doctor training but not a 
whole lot of administrative training"-he entered 
the Executive MBA program this past August. 

Given the new demands on his time these days, 
it looks as though his top administrative task now 
might be managing his calendar. 

-MacW)'lie 

In countries 
such as Tanzania, 
"you can spend 
a hundredth of 
[the cost of 
blood testing 
in the United 
States] and save 
a hundred times 
more lives." 
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Update Contact Information 
at Alumni Online 
Log in to the Carlson School's online alumni directory 
at www.carlsonschool.umn.edu/alumnionline to update 
your personal and employer contact information. We 
encourage you to update your alumni profile-and to 
disp lay your contact information so your classmates 
and fellow alumni can find you. You can also search the 
di rectory for career networking contacts, classmates. 
and f r iends. To get your ID and password to access 
A lumni On line, ca ll 612-624-4S09 or e-mail: 
alumnid irectory@csom.umn.edu. 

As you update your profi le in Alumni Online, consider 
becoming a part o f the Carlson School's Alumni Career 
Network. Members of t his network make themselves 
availab le to current students in undergraduate and 
graduate programs for career networking and 
placement search strategies. 

Joining is a snap-simply check "yes" to join ing the 
Al umni Career Net work on your alumni profile. 

4 University of Minnesota 

Brian Weikle, '01 MBA, doesn't claim to be a psychic or a genius, but he 
certainly knows his trivia. And by most people's standards, he is more 
than the Webster's Dictionary's definition of "smart." 

Weikle, a project manager at Target Corp. in Minneapolis, recently 
experienced first-hand what it's like to test t hat knowledge in front of 
millions of television viewers on Jeopardy!, the long-running quiz show. 
Even better. he walked away a champion-a five-time undefeated 
champion, no less. 

It started on a visit to southern California in August 2002. Weikle 
whimsically walked into the Jeopardy!, studios and took a preliminary 
SO-question test. He needed to correctly answer 3S questions to 

proceed to the next preliminary stage. 

"I figured out 
that you don't 
have to know 
every answer. 
You just have to 
be focused and 
answer first most 
of the time. 
I was good at 
being first at 
the buzzer." 

"I'm sure I barely passed," he says. " I 
probably got 36 or 37 questions right." 

Next up: a mock game to see how he 
and other candidates could perform under 
pressure. This stage is where the players 
get separated from the pretenders; only 
50 percent of the people who make it to 
the mock game round get called back. 
Weikle made t he cut. "They cal led me in 
November [2002].'' he says. "It was a 
happy surprise." 

Once he act ually got onto the show, 
Weikle cleaned up, winning more than 
$200,000 and a custom-made Jaguar. 
His approach: a clear and focused mental 
state. He didn't bury himself in books to 
prepare for the game. Rather, he got his 

sleep, ate healthy, and stayed "mentally prepared." His Carlson School 
qualifications didn't hurt. either: "Strategy is what I learned at the 
Carlson School," he notes. 

"Most of the stuff I knew," he adds. "And before the show, I figured 
out that you don't have to know every answer. You just have to be 
focused and answer first most of t he time. I was good at being first at 
the buzzer." -Stephanie Davila 



Enterprise Development 

The Carlson School Enterprises are among the 
nation's largest collection of MBA student-run 
businesses. Not only do the programs put students 
at the head of their own businesses, they also give 
them access to professional staff who come to the 
Carlson School with industry-leading experience. 

Two examples of the latter are David Hopkins, 
the new managing director of the Carlson Brand 
Enterprise, and Laura TerWisscha, '96 MBA, the 
new managing director of the Carlson Consulting 
Enterprise. Both come to the Carlson School from 
industry-shaping positions. 

"The Enterprises offered me an interesting blend 
of teaching and working for business," says 
Hopkins. Prior to coming to the school, he served as 
the regional managing director for U.S. operations 
at MRM Partners, a New York City-based 
relationship marketing firm. The Brand Enterprise, 
the newest addition to the Enterprise Program, 
needed a managing director with the experience 
required to build and expand the program. It also 
offered Hopkins the chance not only to work in 
marketing but also to be an instructor. "The 

Enterprises are driving alignment in the school," 
says Hopkins. "They align with the school's strategy 
for business connections and hands-on learning 
opportunities. It's good to be part of creating that 
alignment." 

TerWisscha's work for the Carlson Consulting 
Enterprise also meshes well with her experience. 
During her seven years with Deloitte, she helped 
drive significant projects with some of the firm's 
largest clients. She also maintained close ties as 
Deloitte's coordinator for its relationship with the 
Carlson School. In that position, she was intimately 
familiar with what Deloitte was looking for in the 
school's MBA graduates. "The Carlson Consulting 
Enterprise places some of the same demands on 
students that they'd expect to encounter in the 
workplace," she says. "After every project, we 
provide students with performance feedback. We 
also teach our students how to break down complex 
business challenges and communicate solutions to 
leadership. We help prepare our students to be more 
'job-ready' when they leave here." 

-Michael Weinbeck 

"We teach our 
students how 
to break down 
complex 
business 
challenges and 
communicate 
solutions to 
leadership. We 
help prepare 
them to be more 
'job-ready' when 
they leave here." 
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Beating the Odds 
Bob Buuck built a successful business
and now he's helping others do the same. 

There's hardly a student who passes through the Carlson 
School's doors who isn't taught about the challenges of 
entrepreneurship. And there's hardly anyone who can claim to 
have made a greater impact on the school's lessons in 
entrepreneurship than Bob Buuck, '70 BSB, '72 MBA. 

In fact, the school's entrepreneurial curriculum bears the 
influence ofBuuck, who is vice-chair of the Carlson School 
Board and a recent recipient of the University of Minnesota's 
Outstanding Achievement Award. Before his efforts, 
entrepreneurship training had foundered, often relegated to 
short classroom lessons. Today, the school is widely 
acknowledged as an emerging leader in training entrepreneurs. 

Buuck led the charge in the reemergence of the school's Center 
for Entrepreneurial Studies, which serves as the foundation for the 
Carlson Ventures Enterprise, one of the strongest programs in 
attracting MBA students. Carlson Ventures helps build new 
businesses, mostly by capitalizing on research discoveries made at 
the U of M. Through the program, MBA students research new 
business opportunities and court investors. It's a program 
unparalleled amongAmerican business schools-both for its 
unconventional, real-world emphasis and its success in bringing 
new products to market. 

In assisting with the design of Carlson Ventures, Buuck was 
guided by his experiences as an MBA student. He started his own 
company, American Medical Systems, by collaborating with U of 
M researchers to bring a new urologic medical device to market, 
a startup process virtually identical to what Carlson Ventures 
students go through today- minus the element of financial risk. 
"When I cofounded American Medical Systems, I signed for a 
loan that was five times my net worth," Buuck says with a chuckle. 
"But the bank knew it had my attention." 

By any measure, the risk involved was daunting. As with any 
startup enterprise, the company's success was far from certain. 
"Most venture funds may review 100 business plans," he notes. 
"After doing their research, IO companies will be invested in. 
Three will be successful." 

American Medical Systems beat the odds. Buuck sold the 
company in the mid-198os for $105 million-a huge success by 
the standards of the time. On one hand, he firmly believes that 
the company's accomplishments were a product of its founders' 
commitment to their cause. "We believed in the products we 
created at American Medical Systems, and we knew that we were 
filling a huge medical need," he says. He adds, however, that you 
can't ignore the role luck can play in developing a new company. 
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"We were in the right place at the right time." 
Luck aside, Buuck is also quick to point out that a company 

with a good product can only succeed if its business plan is 
fundamentally sound. "We talk about that at the Carlson School," 
he says. "Students run into researchers who feel that their 
invention is 98 percent of a company's success and its management 
plan is only 2 percent. In reality, it's the reverse of that." 

One of the biggest challenges, he notes, is finding the right ideas 
around which a company can be built. "Many times, you begin 
screening a new company idea on Monday morning and you've 
rejected it by Monday afternoon. But you can spend three to four 
months researching other ones before you decide an idea won't fly." 

When the U ofM awarded Buuck the Outstanding 
Achievement Award, it was not only acknowledging how he 
applied his entrepreneurial skills in developing the Carlson 
School. It also honored his history of service to the Twin Cities 
community. Buuck helped develop innovative programs for 
Habitat for Humanity and Courage Center, a Minneapolis-based 
nonprofit organization that provides services to the disabled 
community. In addition to his hands-on work for these groups, 
he's been a strong financial supporter. 

In addition, the Buuck Family Foundation has long been a 
philanthropic vehicle for the whole family. Built into the 
foundation are giving funds directed by his three children, a 
method Buuck employs to teach them the virtues- and 
challenges-ofbeing a benefactor. 

Buuck is unassuming about his success. Just as he's quick to 
attribute his company's growth to good luck, he attributes the 
Outstanding Achievement Award to the overstated praise of 
others. "I haven't necessarily done that much more than any other 
graduate of the U," he says. "I just happen to have a great love of 
the University and of the Carlson School." 

-Michael Weinbeck 



Changing Fortunes 

A chat with the Minneapolis Federal 
Reserve Bank's Art Rolnick about the 
China Executive MBA, the Carlson School's 
newest international executive 
MBA program. 

Despite a last-minute delay in the graduation ceremony for the 
first group of Carlson School China Executive MBA (CHEMBA) 
students, enthusiasm is strong for the two-year-old program. The 
38 members of CHEMBA's inaugural class were initially 
scheduled to come to Minneapolis last May for a final ro-day 
instruction period and to participate in commencement 
activities. That element of the program was shifted to November 
because of the SARS outbreak. In the meantime, the class of 
2004 started its second year of coursework, and the class of 200 5 

is hitting the business books as well. 
Modeled after the Carlson School's executive MBA programs 

in Warsaw and Vienna, CHEMBA draws Chinese executives and 
upper-level managers, all of whom have at least five years of 
management experience. They attend classes for two consecutive 
weekends each month at Lingnan (University) College in 
Guanzhou, a region in southern China about 90 miles from 
Hong Kong. 

Courses are typical of an executive MBA program, albeit with 
a heavy emphasis on Asian markets . Carlson School faculty teach 
the weekend-long sessions along with Chinese professors. We 
caught up recently with Art Rolnick, senior vice president and 
director of research for the Federal Reserve Bank of Minneapolis, 
who also taught a macroeconomics course for the CHEMBA 
program in February 2003. 

What was your impression of the students in the 
CHEMBA program? 

In a way they were typical MBA students. They came 
from fairly successful companies, or from their own companies. In 
that sense it was typical, and of course, in a way, not typical at all 
because they're Chinese and for many years that economy was a 
planned economy-and a very depressed one. But it has clearly 
emerged as one of the strongest-growing economies in the world. 

What were they like in class? 

They were very engaged, they spoke very good English, and 
they kind of surprised me with how economically sophisticated 
they were. They clearly had a global point of view. They seemed 
to have a much better understanding than I would have guessed 
about how economies work and about the importance of 
entrepreneurship. 

Do you think they knew about how market economies work 
because of their experience, or because of what they had read? 

.. 
Experience from their companies. They're learning by doing. 

Do you expect these students will stay in China? 

Yes. These were Chinese business people, and most, if not all 
of them were in pretty high-level jobs. It was my impression that 
they were people who were doing well and seeing lots of 
opportunities. They are the future-builders. And it's interesting 
because it was such a contrast from what I thought I was going to 
see. There clearly is an economic revolution going on there. 

Will you go back and teach again? 

My schedule is so crazy that I probably won't do it next year, 
but maybe in the future. It's an incredible experience. 

How did you get involved in the CHEMBA program? 

I've been involved with the Carlson School for a long time
giving lectures in various classes. I first got involved in its 
international programs a number of years ago when I went to give 
some lectures at the University ofWarsaw. Last fall, they called 
and asked if I would be interested in teaching a macroeconomics 
class with an emphasis on the Fed and central banking. I had 
always wanted to go to China- in fact we were planning a trip in 
May. And then this came up, so we just had to change our plans a 
little. As it turned out, we were lucky we did it because SARS 
would have prevented us from going in May. The experience was 
part teaching and part banking because I did get a chance to 
spend some time at the People's Bank of China in Beijing. We also 
were able to travel a lot. -Kate Peterson 
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Fulbright Scholar, 
second-year MBA student 

The Economist magazine 

"[There is] 'a severe contest between 
intelligence, which presses forward , and an 
unworthy, timid ignorance obstructing our 
progress .' More than 150 years ago, those 
words marked the birth of one of my favorite 
weekly readings: The Economist. Whenever 
possible, during my daily bus trips to school 
or prior to [ending each] day, I like diving into 
its disparate articles. which range from 
international politics to social sciences, and 
which cover aspects that inevitably influence 
today's boundary-less. multidisciplinary, and 
globally integrated business world. The 
magazine's unbiased and provocative 
perspective often sheds light on thorny issues 
rarely discussed in c lass. I st rong ly 
recommend it as an indispensable 
supplement to a graduate education." 

professor, Industrial Relations 

April 7865: The Month That Saved America by 
Jay Winik, Undaunted Courage by Stephen 
Ambrose, and The Curious Incident of the 
Dog in the Night-Time by Mark Haddon 

"Winik's book provides insights about how 
the progression of leaders, po litical 
differences, and institutions led up to the Civil 
War, and how tenuous the restitching of the 
republic was during the critical month of April 
1865. Ambrose's book is the story of the Lewis 
and Clark Expedition. And Haddon's book is a 
story of an autistic 15-year-old, how he 
perceives his environment, and how he deals 
with changes that are difficult for him to 
interpret and over which he has no control." 

director of operations, Vancouver Hospital, 
Vancouver. Holds a credential of Advanced 
Studies In Health Services Administration 
from the Carlson School and an MHA from 
the University of Minnesota. 

The Art of Possibility: Transforming 
Professional and Personal Life, by Rosamund 
Stone Zander and Benjamin Zander 

" I first saw Ben speak at the December 2002 
Institute of Health Improvement National 
Forum in Orlando, Fla . He was amazingly 
uplifting and had 3,800 delegates captivated. 
So I bought his book. The Art of Possibility is 
a collaboration between him and his wife that 
provides strategies in a positive sense. It is 
told in an experience and storytelling fashion, 
so it is easy to fit it into your own situations. 
The book is about out-of-the-box thinking 
and turning things around with positive 
th inking. For people in a leadership role, this 
is a must-read." 

Most 
Wanted 
Crime lab directors come to 
the Carlson School for lessons 
in "the business of science." 

A b iology degree isn't the only credential 
needed to become a top-notch FBI crime lab 
director. In today's world, you also need some 
serious ethics and stellar business skills. 

With that in mind, the Carlson School 's 
Executive Development Center (EDC) was 
selected to partner with the FBI for a three
day conference with 275 crime lab directors 
from around the United States and Canada-
25 percent whom are sworn FBI officers. Over 
the course of the conference, which was held 
September 23 to 25, Carlson faculty 
instructed local, state, and federal crime lab 
directors on the "business of science." 

The Carlson School worked extensively 
with FBI officia ls to custom-design the 
curriculum, which focused on one of FBI 
director Robert S. Mueller's prime directives: 
sharing forensic science resou rces between 
labs. Other hot topics included seminars on 
ethics and integrity, conflict management, 
leadership, and quality control. All stressed 
fundamental skills applicable to law 
enforcement and the business world: decision 
making, change management. budgeting and 
financing, and negotiating. 

"Crime lab directors can be the backbone 
of the criminal justice system," says EDC 
Director Bill Scheurer. "If they want to 
succeed, they have to have mastered certain 
skills like integrity." 

The Carlson School was selected from 
among a number of other top-tier 
universities, including Northwestern and the 
University of Illinois at Chicago. This is only 
the second time in the program's 31-year 
history that the FBI has used a university 
setting to conduct the event. The school 
submitted a proposal to the FBI, and 
according to Scheurer, was selected based on 
the strength of its technologica l capabilities, 
overall reputation, and resources. 

-Stephanie Davila 



Life of a 
Salesman 
After six decades on the job, 
Lyle Baker is still hard at work. 

More than half a century into his sales career, 
Lyle Baker believes he's at the top of his game. 

"People ask me why I'm still selling at my 
age," says the 8r-year-old Baker, '52 BSB. "I 
guess part of the reason I'm still selling is that 
I've worked long and hard to be a good 
salesman. Now that I am a good one, I don't 
want to quit." 

Baker, an independent dealer of janitorial 
products, recently wrapped up another 
productive season. He sells from Apri l 1 to 
September 30 each year-a schedule he 
adopted when he hit retirement age nearly 17 
years ago. Outfitted in his trademark bow tie 
and cummerbund ("It sells product," he says.), 
Baker calls on small businesses-everything 
from doctor's offices to auto-parts stores-in 
and around the Twin Cities. He's something of 
a one-man traveling hardware store; he offers 
janitorial products from a variety of 
manufacturers, including from The Fuller 
Brush Co., a 97-year-old , Great Bend, Kansas
based operation with which he's long been 
associated. Baker makes between 40 and so 
sales calls daily; he closes between IS and 22 
sales per day. 

"You know what is the biggest sale you 
make every day? Selling yourself on going out 
the front door in the morning," says Baker, 
who keeps an office in the St. Paul home he's 
owned with his wife, Eunice, for the past 40 years. 

He recalls being a timid, fresh-off-the-farm teen 
when he started his career in 1942 working door-to
door for Fuller Brush, which offers home- and 
business-care products and cleaners through a 
network of independent dealers. After six months 
with Fuller Brush, he was drafted and served three 
years in the Army during World War II . When he 
was discharged from the service, he returned to the 
company for about r8 months, then enrolled at the 
University of Minnesota under the G.I. Bill. "I give 
credit to the U of M for helping me develop the self-

discipline I still use today," he says. 
Six decades after making his first sale, Baker 

admits to being infinitely more confident in 
himself-and more satisfied by his work. "Learn 
to love your work and you'll never work another 
day in your life," he says, borrowing a quote from 
Confucius. "I'm fortunate-! bet so to 6o percent 
of people don't like their work and can't wait to 
retire. I'm not there yet. I'm looking forward to 
enjoying the satisfaction of being a better 
salesman than I am right now." 

-Andrew Bacskai 

"Part of the 
reason I'm still 
selling is that 
I've worked long 
and hard to be a 
good salesman. 
Now that I am 
a good one, 
I don't want 
to quit." 
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Sense and Sensibility 
Ann Rockier Jackson is working to keep academia grounded in the real world. 

Ann RocklerJackson, CEO ofRockler 
Companies Inc., a Medina, Minn.-based chain 
of woodworking supply stores, is passionate 
about what comprises a good education. 
Business succeeds, she asserts, when its leaders 
are graced with experience and common sense. 
And a college succeeds when it equips its 
students with real-world skills. 

business intelligently," she notes. ''And it 
doesn't mean that I can't attract intelligent 
people; there are astounding people 
working here at Rockier Companies." 

This attitude has driven Jackson to get 
involved with the Carlson School. She is a 
strong supporter and advocate of the 
school's Entrepreneurship Club, and sits on 
the school's Undergraduate Advisory Board. 
Recently, she issued a challenge to the other 
board members, asking each to contribute 
$500 to create a scholarship fund . 
"Students need to know what the advisory 
board is and need to be aware of our 
commitment to them," she says. 

Jackson is no stranger to academia. She has a 
degree in art history and the coursework for a 
minor in classics at the University of 
Minnesota, and is currently completing two 
master's degrees-one in Design, Housing, and 
Apparel at the U of M and another in business 
communications at the University of St. 
Thomas. That said, she feels a person's 
academic training is perhaps secondary to to the sum of his or her 
life experience. "When I hire someone, I look at their experience 
in the real world," she says. ''As [the manager of a] small business, I 
can't afford to train someone for five years." 

She adds that her own leadership style reflects an emphasis on 
common sense business. "But that doesn't mean I can't run a 

For Jackson, this work in support of the 
Carlson School is a way of keeping the school on track with its 
hands-on curriculum. "Many schools aren't reflecting the needs of 
their constituents," she says. "The Carlson School is grounded in 
the real world, and it doesn't teach just theory. Its curriculum is very 
balanced." 

Close to 
Home 

Nearly five decades 
after graduation, 

Peter Robinson is back 
in the U of M's fold. 
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For nearly 50 years after he graduated 
from the Carlson School, Peter Robinson, 
'54 B.S.-Econ, was lost to the University of 
Minnesota. Through an unexplained 
administrative foul-up, his name was never 
entered into the U of M's alumni records. 

One of his final communications with 
the school was a letter sent to Robinson's 
father, a minister, from then-dean Richard 
Kozelka. "Strange are the ways of youth," 
Kozelka wrote. "Your son turns to business. 
Mine turns to ministry." 

That letter, sent shortly after Robinson 
graduated Phi Beta Kappa, was almost the 
last he heard from his alma mater. 

After graduation, Robinson built a 
successful career at Honeywell. Starting 
out in college as an accounting clerk, he 
worked his way up the company's 
accounting structure and was eventually 
appointed vice president and director of 
tax. All the while, the Carlson School 
remained unaware of his achievements. 

In 2002, Robinson read media coverage 
of the University's Campaign Minnesota 
fundraising effort. News of the program 
inspired him to get in touch with the 
school. "I wanted to do something for the 

-Michael Weinbeck 

University," he says. "My education there 
had a lot to do with my success." 

A few phone calls later, Robinson found 
himself back on campus tour ing the 
Carlson School. Recalling his good fortune 
at being able to afford t he tuition ($99 per 
quarter at the time), he and his wife 
Sharon, a 1960 graduate of the U of M's 
College of Educat ion and Human 
Development, established a scholarship 
fund benefiting underprivileged 
undergraduates. 

Robinson's reconnection with the U of 
M comes as a welcome conclusion to 
nearly 50 yea rs of separation. " I spent my 
freshman year at Grinnell College in Iowa 
and they st ill send me publications as if I 
were an alumnus," Robinson says. "I don't 
consider myself part of their alumni. I feel 
like I'm part of the University of 
Minnesota." 

- Michael Weinbeck 

Editor's note: If you know of a 
lost Carlson School alum, contact 
Jen Gelbmann 
at 672-626-9486, e-mail: 
jgelbman@csom. umn.edu. 



Leadership 
Matters 
Bill Walter gives back 
by taking on more. 

After building a successful real estate firm, Bill Walter 
('72 MBA) began looking for a second calling. He found 
it in an unlikely place. 

" In 1980, when I realized that I had built a certain 
amount of financial success," he recalls, " I went to 
Yellowstone National Park on a fly fishing trip." As he 
looked at the park's mountaintops, he realized how 
passionate he felt about the majestic natural space. 

When he returned home to Minneapoli s, Walter 
contacted the National Parks Conservation Association, 
looking for a way to make a commitment to its cause. "I 
looked on it as taking on a new job," he recall s. The result: 
In addition to his regular day job as president of 
Heartland Realty Investors, he's had a long involvement 
with the Parks Conservation Association; he now serves 
as the organization's vice chairman. 

Growing his firm, which now boasts $200 million in 
holdings across 10 states, and fighting for national parks 
are only t wo expressions of Walter 's capacity for 
leadership. He also is committed to leading at the Carlson 
School. The University of Minnesota has special 
importance for Walter because, as an incoming freshman 
from Helena, Mont., and later as an MBA student returning 
from two tours of duty in Vietnam, he felt that the campus 
welcomed and supported his learning. "The University of 
Minnesota changed my life," he says. "It embraced me and 
gave me the confidence I needed." 

Walter can still recite the names of the professors who 
most profoundly influenced his business philosophy: Norm 
Chervany, Bill Rudelius, Bruce Erickson, and Fred Byer. 
With that in mind, he created a challenge grant for the 
MBA class of 2000. The students, with Walter 's matching 
funds to inspire them, raised a sizable scholarship that will 
now fund MBA students in perpetuity. 

For Walter and his wife Judy, serving as leaders in 
business or as advocates for national parks is more than a 
hobby. It's a necessity. " It's all about leadership," he says. 
"The rewards for giving come back to you hundredfold. It 's 
the right thing to do, and it feels good." 

-Michael Weinbeck 

Wally McCallum, 1907-2003 
Wally McCallum, '30 BSB, passed away on August 6, 2003, at age 
96. McCallum held management positions throughout his 
career-including more than 30 years in the meatpacking indus
try. He served as president, CEO, and director at John Morrell and 
Co., a Cincinnati-based meat manufacturer. After retiring, he 
spent 20 years leading a consulting firm . 

In 1958, McCallum received the University of Minnesota's 
Outstanding Achievement Award, the highest award the 
institution gives. The last part of his life was spent building the 
Lost Tree Village Charitable Foundation, a nonprofit organi zation 
that has given millions in grants to service organizations near 
North Palm Beach, Fla. 

Nordic Notable 
Marilyn Carlson Nelson named 
"Swedish American of the Year." 

Marilyn Carlson Nelson, chairman and CEO of 
Minnetonka, Minn. -based Carl son Companies, 
and the daughter of Carlson School namesake 
benefactor Curt Carlson, has added a new 
honor to her list of accom plishments. Earlier 
th is yea r, she was named 2003 Swedish 
American of t he Yea r by t he Vasa Order of 
America, a benefit f raterna l society for 
Swedish immigrants, and received the award 
from Swedish Ki ng Carl XVI Gustaf Fa lke 
Hubertus and Queen Silvia. 

The award, which honors prominent 
Swedish-American citizens each year, places 
Nelson in some august company. Past winners 
have included Nelson's fa ther, ast ro naut Edwin 
"Buzz" A ld rin, U.S. Su preme Court Chief 
Just ice William H. Rehnquist, and former 
Minnesota governors Wendell Anderson and 
Arne Carlson. 

-Hank Pederson 
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The effects of globalization are felt by all of us 
every day, but are often hard to trace and understand. 

Is it a powerful force for good 
or a means of exploitation? ara, \as( 

Like a lot of small manufacturers, 
Jerry Skoff of Menomonee Falls, Wis., has seen better days. 
His company, Badger Metal Tech, makes and applies surface 

treatments to extend the life of metal industrial tools. 
But his primary customers in the tool and die industry

those that cast the molds to make the products-have been 
hit hard in the last three years. "There were 1,200 diecasters 

when I started {in 1983}, and there are less than 275 now in the 
United States," he says. "Some were absorbed by other 

companies, but the vast majority just went out of business." 

12 University of Minnesota 



Badger Metal Tech does business with companies in the 
United States, Canada, and Mexico, and Skoff says Japanese 
competition in the 1980s made U.S. manufacturing stronger. 
But he blames much ofU.S. manufacturing's recent demise 
on what he believes is unfair trade with China. In February, 
Skofflaunched a Web site and grassroots organization, Save 
American Manufacturing Now (www.samnow.org) to educate 
readers about the Chinese threat, which boils down to this: 
U.S. manufacturers complain that China's steep tariffs 
against U.S. imports keep their products out. Meanwhile, 
a low Chinese currency and low U.S. tariffs make Chinese 
products cheaper than their raw materials. Much lower 
wages for Chinese workers and lax intellectual property 
rights also hurt U.S. firms-software and other product 
piracy has been rampant in China. Skoff says the rising 
chorus of voices from manufacturers is already spurring 

, u o, , . Stefanie Len way, professor 
of strategic management, associate dean 
of MBA programs, Carlson School 

"One of myworries about globalization 
concerns being attentive to people 
who are paying the cost of adjustment, 
such as {U.S} textile workers who have 
been thrown out of work. Our standard 
ofliving depends on their willingness, 
on the necessity for them to adjust." 
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politicians to act. "I give the analogy that we're in a war 
and bombs are going off all around us, and nobody hears 
them," he says. 

Three hundred or so miles west, another, slightly higher
tech firm is in a similar situation. Aaron Pratt, marketing 
manager of Micro boards, a Chanhassen, Minn.-based 
CD/DVD duplication machine manufacturer, agrees that 
competition in a globalized marketplace can be a nasty 
challenge. His company isn't big enough to move its 
California manufacturing plant to China to save on labor 
costs, Pratt says, and cost competition has forced it to carry 
cheaper, lesser-quality products from Taiwan and China 
that require more technical support. "Slimmer margins and 
more work to get them- those have been the drawbacks of 
globalization," Pratt says. But he prefers to let market 
forces work it out. "Different people have different 
competitive advantages that can't be regulated away." 

Globalization's roots 

Different cultures have long traded and adopted each 
others' goods, customs, and ideas. During the industrial 
revolution of the r8th and 19th centuries, the world enjoyed 
a heady round of globalization -or increased trade, travel, 
and interconnectedness thanks to new technologies such as 
the telegraph-up until World War I. For much of the 2oth 
century; however, the effects ofWorldWar II, the Cold 
War, the emergence of communism and fascism, and the 
West's regulated approach to capitalism (based on 
Keynesian economic theory) put a damper on the 
movement. 

But with the end of the Cold War, countries from 
Poland to Bolivia found that embracing free markets and 
global trade-instead of price controls and tariffs-helped 
lower their inflation rates, foster entrepreneurialism and 
innovation, and create new economic growth. The 
movement rapidly expanded the number of players in the 
global marketplace at the same time that technological 
advances made it easier to ship goods, people, and 
information from once place to another. Recognizing that 

Tom Murtha, associate professor of 
strategic management, Carlson School 

"Globalization reduces the control 
governments have over territories 
and social policy. There's no global 
authority that says we're going to 
have social welfare for people 
displaced by economic change." 
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the complexities of global trade had 
outgrown the provisional negotiations 
countries had agreed to since the 1940s 
(in the General Agreement on Tariffs 
and Trade, or GATl), in 1995 countries 
created a new body, the World Trade 
Organization (WTO), which could 
update and better enforce trade rules. 

Globalization as we know it today 
has become a seemingly unstoppable 
force, fueled by everything from 
intertwined world stock markets and 
currencies to the spread of 
multinational corporations, to 
lightning-fast communication via cell 
phones, e-mail, satellite TV, and the 
Internet. It is a wide-scale experiment 
with free-market capitalism-that is, 
trying to give the rough-and-tumble 
effects of supply and demand between 
countries more power than the impulse 
to regulate them. Its effects, direct and 
indirect, are felt by all of us every day, 
but are often hard to trace or 
understand. Depending on your 
perspective, globalization expands or 
contracts opportunities. It saves or 
destroys the environment. It protects 
us or opens the world to more threats 
of terrorism and war. It benefits the 
poor, or it benefits the rich at the 
expense of the poor. Or it does all of 
these things and more at once. 

Benefits 

"What we don't appreciate as a society 
is the extent to which our standard of 
living depends on globalization," says 
Stefanie Lenway, professor of strategic 
management and associate dean of 
MBA programs for the Carlson School. 
Because of globalization, Lenway and others say that 
Americans in particular have more career options in more 
new industries than would have been conceivable even 30 
years ago. Affordable prices for goods such as food and 
electronics, and more choices in these goods than ever 
before, are the result of increased trade. 

Increasingly, those benefits extend to developing 
countries. Globalization, say economists and world leaders, 
has lifted millions of people out of absolute poverty. Those 
that have the least access to globalization, such as North 
Korea and the countries of Africa, are still the worst off A 
recent PBS documentary series, Commanding Heights: The 
Battle for the World Economy, based on a book by economist 
Daniel Yergin, profiled a remote village of India where 
farmers now check world prices via the Internet before 



they sell their crops. In an example from The Lexus and the 
Olive Tree, a best-selling book on globalization by New York 
Times journalist Thomas Friedman, members of the 
Kayapo tribe in the Amazon rain forest of Brazil use a 
satellite TV to make sure they are charging current world 
rates to local gold miners who dig at the edge of their 
property. A recent feature in the "Wall Street Journal noted 
how European and U.S. food companies, such as 
California-based Sunkist Growers Inc. are teaming up with 
companies in developing countries, which helps them gain 
more market access, profits, and growth. 

"You've probably seen more U.S. products adopting 
foreign labels and brands," says Anthony Albanese, 'or 
BSB, a strategic consultant at the Chicago offices of 
Pepsicola. "Without these companies being allowed to 

, 11", 1 . David Berg, vice president 
of agriculture, American Crystal Sugar 

"Free trade is a wonderful idea 
to pursue, butitdoesn't{always} 
happen, and certainly not in 
agriculture. Countries want to be 
able to guarantee the affordable 
and stable cost of groceries." 
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' B () \ r: Vi nay Gidwani, professor of geography 
and global studies, University of Minnesota 

"I don't think the demonstrations 
one saw at Seattle {and other sites of 
WTO meetings} are anomalies. It's 
an expression of distrust and anxiety 
among a large section of the population 
about what the consequences of these 
trade negotiations will be." 

16 University of Minnesota 

utilize free trade to get these products to market, the 
companies in these countries would never be able to 
achieve enough scale to play in world markets." 

Globalization can also help save the environment. 
In another example from Friedman's book, U.S. 
environmental groups teamed up with U.S. corporations 
such as Ford and Anheuser-Busch, Brazilian companies, 
and the Brazilian government to save what remains of the 
Atlantic rain forest in southern Bahia, Brazil. By creating 
an ecopark in the remaining forest, the group helped create 
tourism jobs for nearby townspeople who had previously 
logged the forest as their only source of income. It also 
worked with local farmers to cultivate shade crops such as 
cocoa and coffee. 



Because of its benefits, 
developing countries want a 
bigger stake in globalization. 
"They want to be a part of it, 
and it's up to us to help them 
figure out how to do that," 
says Albanese, who has done 
business in Mexico, 
Argentina, and other Latin 
American countries. "They 
think this is the best lever 
to pull to grow." 

That desire was 
illustrated at September's 
round ofWTO trade 
meetings in Cancun, 
Mexico. When the United 
States, Europe, and Japan 
failed to lower farm tariffs 
and subsidies as they had 
promised earlier, a group 
of developing countries 
collapsed the talks by 
blocking further proposals 
on investment rules. 
Developing countries want 
greater access to world 
markets, particularly in 
agriculture, where many of 
them can best compete. 

Downsides 

If it's easier in today's 
interconnected world to see 
the good globalization has 
wrought, it's also easier to 
see the bad. Connecting the 
world's economies means 
accelerating the rate at 
which standards of living 
rise. But it also accelerates 

the pace of change, and pain, as competition and 
technological innovation phase out jobs-sometimes 
entire industries-and replace them with new ones. "Look 
at {U.S.} agriculture," says Russell Roberts, author of The 
Choice: A Fable of Free Trade and Protectionism, and an 
economics professor at George Mason University in 
Fairfax, Va. "{Agriculture has} gone from 40 percent 
employment to about 2 percent. If that had happened 
overnight, it probably would have created a revolution." 

W ithout question, globalization is revolutionizing 
economies around the world. Developing countries are 
being asked to quickly build legal and regulatory standards 
that took the United States generations to create and fine
tune. It has been messy. So far, globalization has already 

Anthony Albanese, 'o1 BSB 

"You've probably seen more 
US. products adopting foreign 
labels and brands. Without 
these companies being 
allowed to use free trade to 
get these products to market, 
the companies in these 
countries would never be 
able to achieve enough scale 
to play in world markets." 

weathered a large-scale Asian and Russian economic 
meltdown that, within 12 months, socked millions of 
investors worldwide,and had serious ripple effects on 
countries around the world. In the United States, millions 
have been thrown out of factory and farm work since the 
late 198os, and union membership, with its protections of 
jobs and wages, has declined from 30 percent of the 
workforce to about 13 percent today. Even education, the 
mantra for progress, may no longer be enough to keep up, 
as skills such as computer programming and even financial 
analysis become commodified and more easily sold to the 
lowest worldwide bidders. 

One response has been calls for the federal government 
to protect industries and jobs. While the United States has 
protections in the form of tariffs and subsidies for its steel, 
textile, and farming industries, some of those have come 
into question oflate. Case in point: The U.S. government 
has long kept domestic sugar prices artificially high by 
restricting sugar imports. But now the Bush 
Administration is negotiating agreements that could pave 
the way for an influx of imported agricultural commodities. 
The sugar industry wants sugar excluded from such deals, 
warning that cheap imported sugar would devastate U.S. 
growers. "We don't want to just drop all barriers to sugar, 
because we think a lot of other countries will maintain 
those protections," says David Berg, vice president of 
agriculture for American Crystal Sugar, a Moorhead, 
Minn.-based cooperative. "But having a domestic sugar 
industry makes sense. The last time we did not have a 
domestic sugar support program, prices went from 15 to 
6o cents a pound, so having this production capacity helps 
stabilize prices for consumers. Free trade is a wonderful 
idea to pursue, but it doesn't {always} happen, and certainly 
not in agriculture. Countries want to be able to guarantee 
the affordable and stable cost of groceries." 
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In short, it's a complicated equation. Do you protect 
industries hurt by globalization-or accept the pain in 
favor of potential new long-term opportunities and 
benefits' Or is there a middle ground? 

Tom Murtha, associate professor of strategic 
management at the Carlson School, believes in taking a 
longer view. Despite the loss of family farms, factory towns, 
and the way of life they represent, America is better off, he 
notes. "We're no less a power in agriculture now than 
roo years ago," he says. "In fact, we're much more so. 
Manufacturing is a greater percentage of the economy than 
ever, but has [fewer} people doing it than ever before. And 
in knowledge work [i.e. , IT- and software-related fields} the 
same thing is going to happen-we'll do the things we do 
most productively and continue to invent new things." 

Still, if globalization is to continue to be accepted, 
political, education, and business leaders must do a better 
job of addressing its negative effects on people, says 
Lenway. "One of my worries about globalization concerns 
being attentive to people who are paying the cost of 
adjustment, such as [U.S} textile workers who have been 
thrown out of work," she says. "Our standard of living 
depends on their willingness, on the necessity for them 
to adjust." 

Backlash 

Those negative effects that Lenway points out have helped 
lead to a backlash in recent years. At one end of the 
spectrum, protectionists call for beefed-up tariffs. Other 
proponents for change say that globalization has given the 
richest countries and companies control over the process, 
with no consideration for worker's rights, human rights, or 
environmental protections. They argue that its benefits and 
opportunities go mainly to those with capital-and that its 
costs and pain are borne by workers and the poor. "People 
who I believe should be in control of their destiny and their 
futures are not," says Susie Whitlock of Minneapolis, an 
activist with the Minnesota Fair Trade Coalition, which was 
founded in 1991 to agitate for changes to globalization. 

Stcfanie Lenway 

"If you're concerned about 
poor people and their ability 
to find a way to live a better 
life, you have to embrace 
globalization and figure out 
how to deal with {the costs} 
more aggressively." 
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"I want to make [trade's} possibilities-[such as} the right 
to a fair wage, the right to a living wage, the right to health 
care, the right to electing your own government and not 
modifying your constitution in the interest of trade-as 
real for as many people as possible." 

Jeff Faux, cofounder of the Economic Policy Institute, 
a Washington, D. C.-based nonprofit think tank, says that 
many protesters are not against globalization, but against 
the way they say it has been organized, controlled, and 
carried out. "What we are against is building a common 
world economy that does not have the social contracts we 
have grown to think are fair," he notes. 

Failings on both sides 

In short, globalization has become an emotional topic in 
recent years, and parties on opposite sides of the line often 
have distorted views of each other. Where anti-globalist 
forces see secretive and indifferent leaders, controlled by 
corporations, pro-globalists see violent anarchists working 
to derail progress-an image fueled in part by 1999's WTO 
meeting protests in Seattle, which were marked by violence. 
"I don't think the kind of demonstrations one saw at Seattle 
[and other sites ofWTO meetings} are in any sense 
anomalies," says Vinay K. Gidwani, professor of geography 
and global studies at the University of Minnesota. "It's an 
expression of distrust and anxiety among a large section of 
the population about what the consequences of these trade 
negotiations will be. It would be wrong to say that the 
concerns of [activists} from developing countries are the 
same as the ones from developed countries-we've seen 
groups oppose some of the freeing of trade barriers for very 
different reasons, so one should resist the temptation to see 
this as some sort of monolithic movement. But the 
sentiment, the distrust, is real." 

One anti-globalist symptom of that distrust has been to 
attack the spreading ofWesternized culture and values. 
While it is inevitable and sometimes ugly that the United 
States is the largest economic force in globalization, lashing 
out at its fast food conglomerates as they expand around the 
globe ignores the fact that the people of the world are 
demanding them, and that in many cases, they are helping 
raise local standards of living. "Many of the things critics 
invoke about the global trade system [reflect} a fundamental 
misunderstanding of it," says Roberts of George Mason 
University. "If French people want to drink Starbucks and eat 
McDonalds, it's a free world. So the people who smash the 
windows of a Starbucks should be in their neighbors' faces, 
asking, 'Why are you eating something I don't approve of?' 
It's bizarre and arrogant." 

On the flip side, the richest players such as the United 
States and the countries of the European Union 
occasionally do not hold themselves to their own standards. 
Free-traders themselves point to the devastating effects 
that the failed Cancun round ofWTO talks will have on 
multilateral free trade agreements. The round was 
supposed to reduce the $300 billion the United States, 



Japan, and Europe annually spend in subsidizing 
agriculture. Those subsidies, which keep developed-world 
food prices artificially low, mean that many farmers from 
the poorest countries cannot compete, and they have no 
other jobs to turn to-so many go hungry. 

Granted, to reap the most benefit from trade, developing 
countries would also have to lower tariffs, economists say. 
But instead of setting an example they could easily afford, 
developed countries often have played an "our-tariffs-are
lower-than-yours" blame game. "We should be setting an 
example by taking off all protection devices that protect our 
industries against newly emerging ones, even if free market 
principles would unseat our power," says Tibor Machan, a 
research fellow with the Hoover Institution, a public policy 
research center at Stanford University. 

WTO as flashpoint, solution? 

Much of the debate surrounding globalization has zeroed in 
on the policies of its governing body, the WTO. Critics say 
its actions are not transparent enough, and that just as 
globalization has forced countries to apply stricter standards 
of transparency to its markets to assure the confidence of 
investors, leaders should apply the same standards to the 
WTO. The kinds of trade deals it fosters could never be 
passed by those participating countries' legislatures, they 
claim. Defenders counter that activists are too quick to 
demonize the WTO, and that the organization is being 
asked to take on issues- from environmentalism to labor 
protections-that might not belong there. "Globalization 
reduces the control governments have over territories and 
social policy," says the Carlson School's Murtha. "That's 
what's created so much turmoil. There's no global authority 
that says we're going to have social welfare for people 
displaced by economic change." 

Lexus and the Olive Tree author Friedman argues that every 
nation must strike a balance, through community and 
government decisions, between reaping globalization's 
benefits and protecting against its negative effects. Yet social 
advocates claim that the way global trade works blocks the 
ability of countries, states, and municipalities to make such 
choices. One fundamental principle ofWTO trade rules, for 
example, concerns national treatment. Under it, says Lori 
Wallach, a trade lawyer and director of Public Citizen's 
Global Trade Watch, a Washington, D.C. consumer advocacy 
organization, trading countries must allow imports of 
agricultural goods with DDT residues, even though DDT 
has been banned in the United States for more than 30 years. 
The WTO also extends 2o-year exclusive marketing rights 
for countries with patented drug or technologies. This policy 
prevented the sale of cheap, generic AIDS drugs to 
developing countries until August 2003, when the WTO 
agreed to allow this exception. 

Organizations such as Oxfam, Public Citizen's Global 
Trade Watch, and the Hemispheric Social Alliance have 
offered policy counterproposals to the WTO and to various 
trade agreements. The Hemispheric Social Alliance even 

goes so far as to counter the framework of language for the 
proposed Free Trade of the Americas Agreement, which 
would extend NAFTA provisions to other Latin American 
countries, with language of its own. IfWTO rules are 
essentially circumventing national laws, activists believe 
these issues must be addressed at the WTO as well as in 
individual countries. While free-market thinkers dismiss the 
idea as unrealistic, Faux and others argue that their proposals 
are no less workable than the current frameworks. "If you 
can show that a company in Denmark is selling its products 
below cost to capture the market, or show that there are 
hidden subsidies to French cheese or California wine, it's not 
impossible to show that a labor force in a given place is being 
exploited, not allowed to join a union, or forced to work long 
hours at exploitative wages," he says. "It would not be 
perfect, but you can use the same procedures and similar 
kinds of penalties." 

But the voluntary nature of its agreements mean that as 
the WTO's profile has increased, its effectiveness may be on 
the decline. Any nation can flout WTO trade rules, and may 
or may not face sanctions from its trading partners for doing 
so. A recent study by the National Bureau of Economic 
Research, a Cambridge, Mass.-based nonprofit research 
group, found negligible differences in trade policies for 
member countries versus nonmember countries. And with 
the failure of the last few rounds ofWTO talks to make 
progress, the United States and other countries are pursuing 
bilateral agreements that will be governed by their own trade 
contracts. 

High stakes 

Whatever the mechanism, it's clear that we all face 
responsibility for engaging in the debate on globalization. In 
1947, at a gathering of economists in Switzerland, Friedrich 
von Hayek, a Nobel Prize-winning economist and champion 
of free market thinking, said economists must remember 
one lesson from the socialists: They had the courage to be 
idealistic- to have a vision and to work toward it. World 
leaders and activists alike acknowledge that everyone has a 
stake in making globalization work. As the 9/u terrorist 
attacks illustrated, the world's interconnectedness has made 
it possible for individuals to harness its information and 
technology against itsel£ Economists, leaders, and thinkers 
from all ends of the political spectrum say that if 
globalization leaves too many people out, eventually they 
will rise up to try to destroy the rest. 

"To the extent we're serious about creating a better life 
for our kids, we'd better figure it out," Lenway says. '~d not 
just [for] our kids- if you're concerned about poor people 
and their ability to find a way to live a better life, you have to 
embrace globalization and figure out how to deal with [the 
costs] more aggressively." 

Sara Aase wrote about business ethics in the Spring 2003 issue 
of Carlson School. 
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First-hand reports from Carlson School grads 
in the new global marketplace. By Sara Gilbert 

Calling Uzbekistan 
from the United states can be a 
challenging endeavor. 

20 University of Minnesota 

Not that it's terribly complicated. 
Once you know the international access 
code, the country code, the city routing 
code, and the local telephone number, 
all you have to do is punch in the numbers. 
But then you hear a polite voice telling 
you that your call can't be completed as 
dialed. So you try again- and you get the 
same message. Another attempt yields 
the same result. So you call the operator 
to verify the sequence of numbers. 

Eric Lunstrum, '02 MBA, and a few of his neighbors in Tashkent, Uzbekistan. > 





"I work for an American company, so it abides by U.S.Iaw," says Eric Lunstrum. 
"In business school, I was always told that could be a hindrance, 

but I think it helps us. We just say we can't take bribes, and that helps 
keep the tax collectors and the police away. They know it's hopeless." 

Lunstrum sampling 
wares at the Chor-Su 
market, the largest 
market in downtown 
Tashkent. 

But after three calls to the 
operator and dozens of attempts on 
your own, you still can't make a 
connection. So you send an e-mail: 
"Sorry I haven't called-can't seem 

to get through. I'll keep trying." Almost immediately; a 
reply zips back: "Now you know one of the challenges of 
doing business in Uzbekistan." 

Fickle phone lines are only one of many frustrating 
factors involved in doing business worldwide. The global 
marketplace brings with it a unique set of challenges and 
realities that companies and their employees must deal 
with on a daily basis. Many are mere nuisances. Some 
provide learning experiences about different people, 
different cultures, and different lands. And some are 
downright disturbing. 
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Case in point: Local police regularly pound on Eric 
Lunstrum's door in Tashkent, Uzbekistan. Lunstrum, who 
earned his MBA from the Carlson School in 2 0 02, is in 
Tashkent as part of the MBA Enterprise Corps, a volunteer 
program for MBA graduates. Almost once a week, he says, 
police will knock on the door of his home, asking to see 
his paperwork. He ignores them. "Being American, I don't 
have to let them in," he explains. "lfl let them stand out 
there long enough, they get bored and go away." 

It bothers him more that others don't have the same 
luxury. "There is so much corruption in the police force
they really can't be trusted at all," Lunstrum says. "They 
take bribes, pull people over randomly; knock on doors 
at all hours asking for papers. There are no personal rights 
here." 

Preparing students such as Lunstrum for the challenges 
and the rewards of international business has become an 
integral part of the curriculum at the Carlson School in 
recent years. The University has formed liaisons across the 
world to create a global classroom. Students can spend 
entire semesters studying at international partner 
universities through the Semester Exchange Program or 
they can participate in the Global Enrichment Elective, 
which allows them to focus on specific international topics 
in a shorter time frame. And the Executive MBA program, 
which offers educational opportunities in China, Austria, 
and Poland through partnerships with other business 
schools, brings together business perspectives and faculty 
from across the globe. 

Marietta Ulrich, 'ox MBA, earned her MBA in Vienna, 
Austria, through the Vienna Executive MBA (VEMBA) 
program offered jointly by Wirtschaftsuniversitat Wien 
and the Carlson School. Now she and her husband, 
Werner Horn, 'ox MBA, own and operate a small but 
growing security printing business in Vienna that has 
clients throughout Europe. "Both of us agree that without 
the VEMBA program, without the education we got there, 
we would not have started a business like this," she says. 
"We use a lot of our new knowledge in this business. 
That program helped us get a broader view of what a 
global business is." 

Being there 

In a world now driven by the global marketplace, such an 
enlightened perspective is imperative in international 
business. Going global is no longer so much a luxury as a 
necessity. "Our customers are global, so we have to be 
global too," says Kathleen Elder, '99 MBA, a marketing 



"[My husband and I] agree that without the Vienna Executive MBA program, 
without the education we got there, we would not have started a business like 
this," says Marietta Ullrich. "We use a lot of our new knowledge in this business. 

That program helped us to get a broader view of what a global business is." 

manager for the Donaldson Co., a Bloomington, Minn.
based supplier of filtration products. For the past two 
years, Elder has worked at the company's European 
headquarters in Leuven, Belgium. "By having a European 
presence, we are able to service our global customers and 
offer consistent solutions or unique answers, as the 
situation may demand," she adds. 

Different companies have different reasons for 
expanding beyond U.S. boundaries. Amy Vezzetti, ' 02 MA
HRIR, works for Pfizer Inc., the New York City-based 
multinational pharmaceutical corporation. She notes that 
Pfizer's motivation for building markets in Europe and 

elsewhere is different from an 
auto manufacturer's. ''An auto 
company's global presence may 

Marietta Ulrich, ' 01 MBA, 
owns a security printing 
business in Vienna. 

consist of having manufacturing plants abroad, because 
of the cost of labor," she explains. "Pfizer's reasons have 
more to do with expanding its markets, having more places 
to sell in." 

But with those opportunities come responsibility. Chris 
McLaughlin, '96 MBA, has spent the past two-plus years as 
the managing director for 3M Co. subsidiaries in Peru, 
Bolivia, Ecuador, and Paraguay. In developing countries, he 
says, international businesses can help alleviate poverty and 
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''You can't go into another country and say, 'This is how we do it in the 
United States, so we have to make it work here,'" says Amy Vezzetti. 

"It always has to be a two-way street. You have to make sure you listen and 
that you are receptive to how things are different in that country." 

Amy Vezzetti, '02 MBA
HRIR, will soon leave 
New York City on a 
one-year leadership 
development program 
in Spain for Pfizer Inc. 

stimulate economic growth. ''A 
country such as Peru has an 
opportunity to export its natural 
products-clothing, minerals, 

fruits-to other countries," he explains. "From a sense of 
competitiveness, it's important to bring that opportunity 
for a country to develop. Foreign investment is a big factor 
in a country's ability to get out of the tank and to get the 
public working." 

Lunstrum saw the same sad story in zbekistan. "Here, 
there's no middle class- there's not even an upper-lower 
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class. You are either very wealthy or very poor, trying to get 
enough money to feed your family;" he says, adding that 
international business can help change by offering 
employment to desperate populations. 

Good companies can also offer a good example of 
business integrity in emerging economies. "In the wake of 
the World Com and Enron scandals, it's even more 
important for well-run companies to have a presence 
around the world," Lunstrum notes. "They serve as an 
example of how to do business in an ethical way." 



"I make more grammatical mistakes than anybody in this company," says 
Christopher Mclaughlin. "But employees in a subsidiary appreciate it 

when the managing director makes an effort to communicate 
in their language." 

Not in Kansas anymore 

"Ethical business" has different meanings around the 
world. While the United States has fairly stringent 

" standards about what's accepted and what isn't, other 
o countries operate on entirely different sets of expectations. 

Working in another country means working under its rules 
and regulations- many of which are worlds apart from 
those in the United States. "The biggest challenge is that 
there is a different kind of government-and a different 
process of government-here," McLaughlin says. "When 

IS you combine the poorly run legislative process with an 

immature and divided congress, 
the result is that you see laws on 
the books that don't make any 
sense at all. Things just show up 
in the newspaper on any given 

Christopher Mclaughlin, 
'96 MBA, has spent the 
past two-plus years as 
the managing director 
for 3M subsidiaries in 
Peru, Bolivia, Ecuador, 
and Paraguay. 

day, and as a business you have to be constantly watching 
that to see how you might be affected." 

In Uzbekistan, which is ruled by a dictator, bribes are an 
accepted part of business-albeit one that Lunstrum and 
his American colleagues refuse to accept. "I work for an 
American company, so it abides by U.S. law," he explains. 
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"Our customers are global, so we have to 
be global too," says Kathleen Elder. 

"By having a European presence, we are able 
to service our global customers and offer 
consistent solutions or unique answers, 

as the situation may demand." 

"In business school, I was always told that could be a 
hindrance, but I think it helps us. We just say we can't take 
bribes, and that helps keep the tax collectors and the police 
away. They know it's hopeless." 

Legal issues aren't the only stumbling blocks for 
companies and their employees; social differences can get 
in the way as well. When she moved to Belgium, for 
example, Elder immediately found herself facing the sorts 
of sexual stereotypes that previous generations of women 
faced in the United States. "I think I'm encountering what 
my mother encountered years ago," she says. "Constantly 
being mistaken for the 'trailing spouse' has been irksome
as if a woman shouldn't or couldn't be here for her own 
career. So I'm still battling sexual stereotypes." 

But instead of being offended, Elder tries to remind 
herself that it's a cultural difference. Things she wouldn't 
tolerate at home get ignored for the most part in Belgium. 
"We have to be respectful of other cultures," she says. 
"Even though they may do things differently; we can't look 
down on them or be judgmental. It doesn't work that way." 

It also doesn't work to force American values or 
practices on foreign colleagues either. "You can't go into 
another country and say; 'This is how we do it in the United 
States, so we have to make it work here,'" says Vezzetti, a 
human resources associate in Pfizer's leadership 
development rotational program. "It always has to be a 
two-way street. You have to make sure you listen and that 
you are receptive to how things are different in that 
country." 

When in Rome . .. 

Accepting those differences can make life a lot easier in a 
foreign culture. Expats who learn the language of their new 
home and who at least attempt to assimilate into the 
customs typically receive far better receptions than those 
who don't. "I don't want to be the obnoxious American," 
Elder laughs. "I don't walk around in white tennis shoes 
and my college sweatshirt here- I try to dress the part. 
I live here now, and would like to be taken as a local." 

Because Elder speaks French, people often don't realize 
she's American. McLaughlin, whose Spanish-speaking skills 
are still developing, can't hide it so easily. But he remains 
committed to speaking Spanish at work-and his 
colleagues appreciate the effort. "I make more grammatical 
mistakes than anybody in this company;" he says with a 
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chuckle. "But 
employees in a 
subsidiary appreciate 
it when the managing 
director makes an 
effort to 
communicate in their 
language. So I speak 
with my secretary 
probably 99 percent 
of the time in 
Spanish. All our 
company meetings 
are in Spanish." 

Lunstrum was 
given 10 weeks of 
language training in 
Kyrgyzstan before 
heading to his official 
post in Uzbekistan. 
Although he is 
admittedly still far 
from fluent, he 
considers the training 
a key to his success. 
"Even just having a 
little helped a lot," he 
says. "The clients and 
coworkers respect 
you so much more if 
you at least make an 
attempt to speak the 
language. If you try it, 
they're very helpful in 
teaching you." 

Other differences are more difficult to swallow
literally. Consider the drinking habits in Uzbekistan, where 
vodka is sipped like mineral water. "During our training in 
Washington, D.C., they taught us how to fake drinking 
vodka," Lunstrum admits. "People in Uzbekistan can drink 
half a liter at a time. We can't do that." The trick, he says, 
is to chase a sip of vodka with a gulp of water- and to 
surreptitiously spit the vodka out into the water. 
"Nobody realizes that the level gets higher rather than 
lower," he laughs. 



Citizens of the world 

Once they've got the drinking habits in their 
international homes down, Americans abroad can 
begin to appreciate life outside the United States 
for its differences. "I never knew how much of an 
American I was until I lived outside of America," 
Lunstrum says. "To come here and look at the 
world with the ethics we learned in the states is 
different. Some are universal, I think, but some 
just don't apply here. And you just can't be too 
judgmental about that in these parts of the world. 

You really learn to be open-minded." 
In the process, you also learn that 

geographical boundaries can't define who you 
are . Vezzetti, who leaves in January for a year's 
placement in Spain, says she rarely thinks of 
herself solely as an American anymore. "I feel 
a lot more like a citizen of the world than 
anything else," she says. 

Sara Gilbert is a Mankato, Minn. -based freelance writer. 

Kathleen Elder, '99 MBA, 
has spent the last two 
years working at the 
Donaldson Co's. European 
headquarters in Leuven, 
Belgium. 
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or eater 
Facingnewchallengesinafast-movingglobaleconomy, 

Michael Illbruck, '85 BSB, '87 MBA, 
has reformulated his family fum's recipe for success. 

n 1988, Michael Illbruck, then 28 years old and the 
recent recipient of an MBA from the Carlson School, assumed 
control of his family's German-based business. At the time, 
Illbruck GmbH was a $50 million dollar 
operation. It had 500 employees, a 
diverse product line, and a growing 
roster of sales offices and manufacturing 
facilities, which were peppered primarily 
throughout Europe. By 2001, under 
Illbruck's leadership, it had developed 
into a massive, $1.3 billion global 
corporation, one that employed 

13,000 people across 65 facilities and 40 countries. 
"We had a strong track record of expansion," says 
Illbruck, with some understatement. 

While the company was thriving, Illbruck, who is 
now the company's president, CEO, and majority shareholder, and his 
supervisory board also began to suspect that its strengths might be 
camouflaging some key weaknesses. In short, they began to wonder if the 
company might be too big, too decentralized, and too highly leveraged to 
remain competitive. What's more, while Illbruck GmbH had worked to 
cultivate a consistent global brand, the company's size made it extremely 
difficult to adapt the elements of that brand to different clients in different 
parts of the world. "The sleek and quick survive, not the big and heavy," says 
Illbruck, noting one of the realities of the modern-day international business 
environment: Companies need to be big enough to cover the globe, but 
nimble and focused enough to respond to change. 

Illbruck's realization: He needed to restructure his company. Immediately. 

l> niL BK 11 
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Reengineering 

In the beginning, 1952, the Illbruck family 
business operated out of a plant in Cologne, 
Germany, near the Rhine River. The company 
manufactured plastic components for a wide 
range of applications, including insulation, 
packaging, and automotive. Then, in the early 
1970s, it set out on an ambitious expansion 
campaign, with aims on developing an 
international presence. By 1978, it had 
established sales and manufacturing facilities 
in Austria, Switzerland, France, Australia, and 
even the Twin Cities. Before long, more than 
40 percent of its products were being 
manufactured and sold in non-German 
companies. "We were never a German export 
company," says Illbruck. "We were always 
internationally based." 

The business also boasted a progressively 
diverse product line. Over the years, Illbruck 
GmbH had carved out niches in the 
automotive, industrial-services, and 
-construction industries. By 2000, its auto
products business had evolved into a $300 
million-per-year operation that supplied plastic 
components for interior and exterior noise
control systems to several German 
manufacturers, and to Chrysler, Ford, and 
General Motors in the United States. The 
company's industrial-services business, a $6oo 
million-per-year endeavor, was focused 
primarily on markets in northern and eastern 
Europe. And Illbruck GmbH maintained large
scale machinery for companies in the paper, 
chemical, petrochemical, and other industries. 

The runt of the Illbruck litter-at least in 
terms of revenues-was its building-supply 
business, which provided sealant systems, bath
installation systems, and wall and ceiling 
systems to the construction industry. Though 
the unit generated the least amount of annual 
income, it had one step up on its bigger 
siblings: Illbruck GmbH was a market leader in 
the European building supplies trade. "[It] was 
our core business," Illbruck says. As he and the 
company leaders devised a restructuring 
strategy, he adds, they had a goal of creating an 
agile giant-a company that could flexibly 
respond to market changes but which also 
could operate from a dominant market 
position. "We decided to focus on areas where 
we could be either number two or number one 
in the market, no matter how small the 
business was," he notes. 

The result: Illbruck decided to sell off the 
industrial-services and automotive businesses. 
While it was no small decision- together, the 

two units accounted for roughly $1 billion in 
annual revenues-several factors helped 
cement the decision. Illbruck notes that the 
industrial-services business was "very people
intensive;" shedding it would allow the 
company to immediately trim its employee 
base. In a similar vein, he describes the 
automotive business as "very investment
intensive"- the company needed to 
continually upgrade its machinery to meet the 
consistently high needs of its auto maker 
clients. What's more, though automotive is a 
global industry, it's dominated by only a few 
key players. ''As a family, we decided we'd much 
rather have 50,ooo architects in Germany as 
our customers instead of having five 
customers worldwide," Illbruck explains. ''As 
it was, we were completely at the mercy of a 
small group of customers." 

Finally, on a big-picture level, Illbruck 
notes that the company's size gave it a 
significant debt load. "We had an equity-to
total asset ratio of 23 to 24 percent," he recalls. 
"In our opinion, as a non-publjc family 
business, that put us in a potentially critical 
situation. We were very dependent on banks 
and therefore very vulnerable ." 

Global brand building 

After a roughly three-year, top-to-bottom 
remodeling process, Illbruck recently 
reintroduced a radically revised version of his 
company. Now known as Illbruck Building 
Systems, it features three business units: 
Illbruck Sealant Systems, Illbruck Acoustics 
and Design, and Illbruck Bath Installation 
Systems. By any stretch, it's a far slimmer 
incarnation than the older company. In 2003, 
the firm, which has 24 facilities and I,IOO 

employees worldwide, reported revenues of 
close to $200 million. "We've basically 
restarted," Illbruck reports. "It was a great 
amount of work, but we're in a strong financial 
position now." 

He also expects his newly refashioned 
company to start exhibiting heavyweight 
profitability. "Not in 2003, though, because 
we're still in a transition period," he says. "Of 
course, if you shrink, you're way too big for 
your coat." 

Just as importantly, he adds, the new 
organization will allow the company to 
develop and sustain a robust corporate 
identity-a task that proved far too unwieldy 
in the past. That said, maintaining brand 
consistency on a global scale-even for a 
relatively focused, streamlined company-is 
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no simple feat. One reason why: The 
construction industry is a highly localized 
market. Sensibilities vary not only from 
country to country, but within countries. 
"In automotive, especially if you're an OEM 
supplier, what's important is how you do your 
homework, how efficient and innovative you 
are, and how cost-effectively you can produce," 
Illbruck says. "In the building industry; you 
have to have strong, innovative products. But 
your brand plays a much more important role." 

Consequently; Illbruck Building Systems 
operates in a highly decentralized fashion
not as a German company; but as a global 
company. The pillars of its organizational 
structure, Illbruck explains, are compelling 
leaders, individuals with the skills and 
experience necessary to adapt the company's 
brands and best practices in ways that best suit 
the sensibilities of the country or region in 
which they are stationed. "If we go to Russia, 
for example, success there depends heavily on 
the man or woman we select to run that 
business," he says. "In my opinion, the only 
way you can run this type of company is to 
trust people and give them the freedom they 
need to run their businesses. The only way 
they're going to strive is if they feel 
entrepreneurial." 

The primary challenge is finding promising 
prospects; Illbruck says his leaders have to 
possess a handful of key qualities. "We're in a 
competitive market, so the first thing is they 
need is the guts to compete," he says. His 
additional "essentials" include a solid 
education, keen customer service skills, and 
what he terms "social competence." "You can 
be the most competitive, most knowledgeable 
person. You can have a Harvard M .B.A. But if 
you're arrogant and you have no social 
competence, you won't succeed." 

Next comes "impregnation"-once capable 
candidates are targeted, they've got to absorb 
the firm's corporate values. A lifelong sailing 
enthusiast, Illbruck has combined the 
ingredients for world-class sailing into his 
corporate philosophy. "What happens on a 
race boat happens in a company-the team 
dynamics, the frustration and the 
perseverance. You have to keep pushing, stay 
on your toes, work as a team, and never be 
arrogant," Illbruck says. In this area especially; 
he knows of what he speaks: An Illbruck
sponsored race team won the zoorhooz Volvo 
Ocean Race, widely regarded as the most 
challenging around-the-world yacht race. 

In fact, part of the company's integration 
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process involves coordinating group outings 
on a boat or on bikes. "For instance," Illbruck 
says, "we just acquired the leader in sealant 
systems in the Czech Republic. To integrate 
this company and these people, we can't do it 
with only a presentation or a nice brochure. 
We have to take them outside the office and 
get them together on a bike in a totally 
different environment where they are 
neutralized. If you're on a bike, the hierarchy is 
gone. If you're on a boat, the hierarchy is gone. 
We're all equal, and that sense of equality 
instills pride and a sense of belonging." 

Cultural affairs 

Illbruck also has designed personnel
development programs to nurture talent from 
within the company. The IllbruckAcademy is 
a continuing education program for young 
Illbruck employees (typically under the age of 
35) who exhibit managerial potential. It's a 
one-year program that features multiple 
components, including classroom and outdoor 
training, as well as case-study projects tailored 
around actual corporate challenges, be they 
marketing and communications or customer 
databases. "The network of young people 
we're able to build, across functions and 
countries is just fantastic," Illbruck says. 

The Illbruck Professionals Program, 
designed for the company's mid- and upper
level managers, was developed in conjunction 
with the Carlson School. Like the Illbruck 
Academy; the Professionals Program was 
created in part to help develop a global 
community. Both programs have been on 
hiatus during the company's reconstruction 
process, but Illbruck expects them to be back 
in action in 2004. These programs "create a 
culture," he says. ''And the Illbruck culture is 
openness." 

Indeed, while the company's structure has 
been radically altered, its global-mindedness 
has remained intact. Today; Illbruck Building 
Systems, now based in Munich, generates 
more than 6o percent of its annual revenue 
outside its native Germany. And Illbruck 
thinks his new-look family business now has 
the mobility and adaptability necessary to 
continually stretch its international reach and 
thrive in the ever-changing global economy. 

"We feel really good about our position," 
he says. "We're in the driver's seat." 

Andrew Bacskai is a St. Paul, Minn.-based 
freelance writer. 



CLASS NOTES 
1930s 
Kathryn Mooney, '30 BSB, 
passed away on May 30, 2003. 
She was a member of the 
Carlson School's first 
graduating class that included 
women. 

William M Dolan, '39 BSB, 
a retired CPA, passed away 
in May 2003. 

1950s 
Dale Olseth, '52 BSB, chairman 
and CEO of Eden Prairie, Minn.
based SurModics, was 
appointed to the Park Nicollet 
Institute's board of directors. 

Michael Evers, '57 BSB, '59 
MBA, '78 Ph.D., was named 
director at HEI in Victoria, Minn. 

Dwight Foster, '57 BSB, 
has completed Book V' 
The Partner, in his Shattered 
Covenants series of novels 
which detail the rise and fall of 
a professional services firm. It is 
available through 1st Books. 

1960s 
Ron Peterson, '60 BSB, 
president of Three Arrows 
Capital , is the author of When 
Venture Capitalists Say "No"
Creative Financing and Growth 
Strategies, available through 
Comanche Press. 

Donald Schmiedt, '69 MBA, 
was named vice president of 
finance and accounting at 
Fort Knox National Co. 

1970s 

Oscar "Skip" Ole August 
Akerlund, '71 BSB, passed 
away July 16, 2003. 

Dale Riley, '71 BSB, is the 
new head of Rainbow Foods. 

Esperanza Guerrero-Anderson, 
'73 MBA, CEO of the Milestone 
GrowthFund, was named the 
first recipient of the 
International Leadership 
Institute's Immigrant 
Achievement Award for her 
work in funding and fostering 
minority business. 

Gordon L. Patzer,'76 MBA, 
was named dean of Roosevelt 
University's Walter E. Heller 
College of Business 
Administration. 

Connell Saltzman, Jr., '76 MBA, 
is CFO of Vericept Corp. 

Christopher La Londe, '77 
MHA, completed his second 
masters degree in IT at George 
Washington University. He 
works for the U.S. Department 
of Veterans Affairs. 

Mark Zorko, '77 MBA, 
completed an lronman-level 
triathlon that included 
swimming 2.4 miles, biking 112 
miles, and running 26.2 mi les in 
the same day. 

1980s 
Terry Nygaard, '81 MBT, is 
principal at Ernst & Young. 

James Kordaris, '82 MBA, 
is director of the Greek 
Orthodox Archdiocese of 
America, Department of Parish 
Renewal, Outreach, and 
Evangelism. 

Mary Leopold, '82 MBA, is 
controller for Naval Electronics 
& Surveillance Systems
Tactical Systems. 

Scott Thon, '83 BSB, 
re linquished his status as 
commander of the U.S. Navy's 
Supply Corps after a two-year 
tour of duty. He is pursuing a 
masters in strategic studies at 
the U.S. Army War College in 
Carlisle, Pa., where he lives with 
his wife, Annie Thiesse, '85 
BSB, and their two children. 

Mark Dixon, '84 MHA, is CFO 
of the Community Health 
Network in Indianapolis. 

Paul Gam, '84 BSB, '94 BSB, is 
vice president of international 
development at St. Jude 
Medical in St. Paul, Minn. 

Thomas Velin, '84 BSB, is CFO 
of Advanced Duplication 
Services in Plymouth, Minn. 

Lisa Ferris, '85 BSB, is COO at 
RBC Dain Rauscher. 

Jeanne Hilpisch, '85 MBA, 
is president of t he Minnesota 
Treasury Management 
Association. 

Michael Perkins, '85 BSB, 
is associate vice president for 
capital planning and project 
management at the University 
of Minnesota's University 
Services department. 

Thomas Holets, '86 MBA, 
has been named president 
of Allina Medical Clinic. 

Richard T. Murphy, Jr., '86 
MBA, is chair of the executive 
committee of the Center for 
Transportation Studies at the 
University of Minnesota. 

Robert McNichols, '86 MBA, is 
vice president of internal 
auditing and compliance at RLI 
in Peoria, Ill. 

Michael Carey, '87 MBA, is vice 
president of human resources 
for Mercy and Unity Hospitals 
in Fridley, Minn. 

George Pagels, '87 MBA, is 
CEO of St. Luke's East-Lee's 
Summit Hospital in Kansas City, 
Mo. 

John Skube, '87 MBA, is 
manager of employee relations 
for Keewatin Taconite in 
Keewatin, Minn. 

Ken Erffmeyer, '88 MBA, is vice 
president of human resources 
and information systems at 
Thomson Legal and Regulatory 
in Eagan, Minn. 

Annette Masterson, '88 MBA, is 
second vice president of Fixed 
Income Research. 

Doug Nesbit, '88 MBA, is CFO 
of LAI Midwest in Fridley, Minn. 

Dawn Elm, '89 Ph.D., was 
appointed to the board of 
directors of Community First 
Bankshares. 

Christopher Sebald, '89 MBA, 
is the leader of the total return 
investment team at Advantus 
Capital Management. 

1990s 
Michael Miller, '90 MBA, 
is the founder of Hound Dog 
Products in Edina, Minn. 

James Wiese, '90 MBT, '02 
MBA, recently climbed Mt. 
Rainier in Washington state 
after nine months of training. 

Kathleen Raverty-Drayna, '91 
BSB, had a daughter, Megan 
Grace Drayna, on May 8, 2003. 

Michael Latz, '93 MBA, is 
president of Golden Valley 
Property Management LLC 
in Fountain Hills, Ariz. 

Steve Rickman, '93 MBA, is 
managing director of The 
Mercanti Group. 

Cathy Schmidt, '93 MBA, is 
president at Stahl Construction 
in St. Louis Park, Minn. 

Brent A. Boyce, '94 BSB, is 
assistant vice president, 
securities analyst/portfolio 
manager for Kirkpatrick Pettis 
Investment Management in 
Omaha. He was also awarded 
the CFA charter in August 
2002. 

Dan Roselli, '94 MBA, is 
president of Red F, located 
in Charlotte, N.C. 

Donald Uram, '94 MBA, 
accepted an assignment in Iraq 
with RTI , a research 
organization that helps 
universities, government 
entities, and other nonprofits 
solve problems from drug 
development to education 
reform. 

Sheryl L. Britsch, '95 MBA, is 
assistant vice president of the 
Federal Reserve Bank of 
Minneapolis. 

Jennifer Poddig Hayden, '96 
MBA, married John Hayden in 
September 2002. She works as 
part of a medical liaison team at 
Abbott Laboratories in Cary, Ill. 

Shari Brickin, '98 MBA, is vice 
president of innovation at The 
Dial Corp. 

Steven M. Larson, '98 MBA, 
and his wife, Karen, had a 
daughter, Allexa Elizabeth, on 
Ju ly 25, 2003. He is an 
associate portfolio manager 
with the Equity Group of 
Principal Global Investors. 

Thomas Norman, '98 
MA-HRIR, is executive director 
at Soft Center in Duluth, Minn. 

Tammy Hanna, '99 MBA, 
is director of business 
development at Tamarack 
Habilitation Technologies in 
Blaine, Minn. She is also 
involved with two start-up 
ventures in the Twin Cities. 

William J. Righeimer, '99 MBA, 
is CFO of CNM Network. 

2000s 
Karen Flannery, '00 MBA, is 
director of g lobal strategy for 
Thomson Legal & Regulatory. 

Sri Kameswaran, '00 MBA, is 
senior product development 
manager at Pizza Hut. 

Luis Moreno, '01 MBA, and 
Yrma Cova, current Carlson 
MBA student, have a new baby, 
Dylan Alessandro, born on Aug. 
24,2003. 

Shawn Cheesman, '02 MBA, 
is director of strategy and 
business development at 
Entegris. 

Want to be 
included in 
Class Notes? 
Use the enclosed form 
and fax it to 612-624-6374, 
or mail your news items 
and photos in the envelope 
provided. You also can 
contact Jen Gelbmann, 
director of 
Alumni Services & Outreach, 
at 612-626-9486, 
jgelbmann@csom.umn.edu. 
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6 Questions: 
Michael Houston 

Since joining the Carlson School's faculty in 
1986, professor Michael Houston has become 
as well-recognized in international marketing 
as many of the revered global brands he's 
researched. The author or coauthor of more 
than 50 academic publications (including two 
major textbooks), Houston currently is 
researching cultural influences on consumer 
behavior and global branding issues. He also 
serves as associate dean oflnternational 
Programs, which provides an extensive-and 
ever-expanding-lineup of study-abroad 
programs for undergraduate and graduate 
students, as well as for faculty and corporate 
executives. 

With the recent spike in anti
American sentiment, are American brands 
taking a beating in the global marketplace? 

Hardly. In fact, a recent 
report from lnterbrand [a worldwide brand
ing consultancy] shows that of the ro most 
valuable brands in the world, eight of them 
are from U.S. companies. My sense is that 
consumers in foreign markets separate their feelings about the 
American people from their feelings about our government's 
actions. I think that same line of thinking applies to American 
brands. 

Plus, it's important to remember that truly successful global 
brands are just that-global. They transcend national boundaries. 
Consider the powerful German and Japanese automobile brands, 
for example. Lexus stands for quality and great service-not for 
beingJapanese. I wonder how many people know or even wonder 
where their Nokia cell phone is from [Finland]. 

What cultural differences should American companies 
consider when translating their brands to foreign markets? 

A big difference is the way people think about themselves. In 
most Asian markets, for example, people tend to define 
themselves in terms of their social network- they're defined by 
their "group," which they also look to for guidance. In the United 
States and Western Europe, as well as in Australia, people are 
more individualistic. This difference plays itself out in a number 
of ways. In Asia, consumers will tend not to buy something that 
will make them unique within their social circles, while in the 
United States it's more common for consumers to buy things that 
contribute to their own identities. Also, in Asia you rarely see 
anyone shopping alone-it's something people do together. Here 
you see plenty of solo shoppers. 

What missteps do you commonly see companies take when 
they attempt to market their wares in other countries? 
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The mistakes generally fall 
under the umbrella of not adapting 
to a specific market's culture by 
localizing the marketing effort to 
some degree. The companies that try 
to simply transfer their ways of 
doing business at home to foreign 
markets are likely overlooking some 
key cultural differences. Sometimes 
those differences need to be 
reflected in advertising-or even 
product design. For example, some 
of the large home appliances sold in 
the United States such as 
refrigerators, washers, and dryers 
have to be downsized to fit in homes 
in other countries, where houses 
typically are smaller than they are 
here. 

Based on recent world events, 
do you expect many companies to 
retreat from international markets? 

The companies that have been 
at it for a while won't retreat. For some of them, international 
markets make up their leading source of revenue. For others, 
foreign markets represent their major source of revenue growth. 
If anything, look for companies to increase their foreign 
investments if that's where they see opportunities for growth. 

On a related note, have you noticed a drop in interest in 
study-abroad programs? 

Actually; interest in study-abroad among the Carlson student 
community is probably higher than ever. Our undergraduate stu
dents participate in study-abroad at a rate that's at or near the 
highest among our peer institutions nationwide. At the graduate 
level, more than 130 students participated in study-abroad pro
grams last year. I think students realize that an understanding of 
and appreciation for international business issues may be critical 
to their ultimate success-and that the best way to gain some of 
the understanding and much of the appreciation is to experience 
it firsthand through one of our programs. 

Why is it important for the Carlson School to maintain a 
strong international focus? 

You don't have to look beyond the Twin Cities to see how 
significant an impact international business has on today's 
companies-whether they're pursuing international 
opportunities or confronting international competitors in their 
home market. As a business school, we have to ensure that our 
students are prepared to enter positions and contribute in 
meaningful ways to these companies. -Andrew Bacskai 





To our treasured 
benefactors 
and friends 
For many of our generous annual donors, 

giving becomes a habit. Whether it's 

$25, $250 or $2,500, alumni and friends 
become committed to renewing their 

support each year because they believe 

in our mission and take pride in our 

success. The pages that follow are a 

celebration of this philanthropy and the 

difference that it makes for our students, 

our faculty and staff, and our partners in 

life-long learning and opportunity-our 

alumni. 

While this giving may come in part out 

of habit, I do not take for granted these 

resources and the impact of more than 

$8,770,356 in philanthropic support in 
2002-2003. I think it is vital for all of us 

to remember why our time and money 

are well spent at the Carlson School. 

I hope that you find the following letter 

as inspiring as I do. 

With grateful appreciation 

to each of you, 

Larry Benveniste 

Dean and 
US. Bancorp Professor of Finance 

June 6, 2003 

Dear Friends, 

I spent the fall of my senior year poring through 
magazines and letters I had received, telling me all 
about the many colleges I could attend the 
following year. As I read more about the University 
of Minnesota, the more I fell in love with it. It had 
everything that I was looking for- not to mention 
the fact that its Carlson School of Management is 
one of the top business schools in the nation. It is a 
large school, with a good reputation, located in a 
large city. By being in a large city, I felt I might find 
more opportunities for internships. And knowing I 
want to study for a semester in Spain, it was crucial 
that the college I attend have a study abroad 
program. The University of Minnesota had all of 

these things. 
It wasn't until I actually visited the University 

that I realized it was the school at the top of my list. 
The can1pus was beautiful, and it didn't take long 
before I fell in love. There was such an incredible 
range of building styles that appealed to my diverse 
tastes. There was everything from the old classic 

buildings to the more modern styles. 
As I sat in the quad with my mother 
and best friend , I could easily 
picture myself walking around the 
campus as a student there. I wasn't 
affected in the same way at any of 
the other universities I had visited. 

Ever since that weekend in 
October, I knew that I wanted to go 
to the University of Minnesota more 
than anything else. 

Unfortunately for me, I live in Missouri, and the 
out-of-state tuition was slightly higher than my 
price range. But thanks to your scholarship, I am 
now able to attend the school of my dreams. If it 
weren't for your scholarship, I would not have had 
enough money, and I would probably be attending 
Missouri this fall. 

I appreciate your generosity more than words 
can express. Thank you. 

Sincerely, 

Amanda Wilkinson 
Carlson School, Class of 2007 



Individual 
Benefactors 
We are profoundly grateful to all those 

individuals who gave cash gifts or made 

new pledges between July r, 2002 and 

June 30, 2003 to the Carlson School. 
Unfortunately, we were only able to list 

those gifts that exceeded $roo in this 

report. We are thankful for all our alumni 

and friends whose generosity benefits 

the Carlson School each year. 

Benefactors whose gifts were matched 

are indicated by a(*) symbol. However, 

if your gift was not matched within the fiscal 

year, it will be noted in next year's 

publication. 

Those who have contributed for ten 

consecutive years have been denoted 

by a(#) symbol. 

Members of the Presidents Club 

have been indicated with a(+) symbol. 

Bob (BSB 1965) and Judy Potts 
made a leadership gift to the 
Board Endowment for Strategic 
Transformation, helping to 
expand the Undergraduate 
Program, and to serve more top 
students. Carlson Funds Enterprise 

students have an educational 
opportunity unparalleled in the 
nation thanks to Bill (BSB I 9 5 s) 
and Jane Dudley, whose gifts 
helped catapult the Enterprise off 
the drawing board into reality. 

CARLSON SC HO OL OF MANAGEMENT TR!HL'TE TO OlR BE NEFAC TOR\ 

$1,000,000 \. U ABOVE 

Anonymous+ 
Carmen D. & James R. Campbell + 
Nancy C. & James A. Larson + 
Nancy E. and Dale R. Olseth + 

'>;oo,ooo S999,999 
Anonymous+ 
Peggy G. & Marvin J. Johnson + 
Robert D. & Judy G. Potts+ 

'>JOO,OOO S-t99.999 
Jane & William H. Dudley + 
Harriet T. Holden + 
Peter W. & Sharon Robinson + 
Bruce W. Schadow + 

S;o,ooo S99.999 
Donald A. Fitch + 
Barbara A. & Edwin C. Gage+ 
Gael & Theodore E. Hanson + 
Harold E. Hardy Estate+ • 
Neil R. Hoagland + 
Loren W. Johnson + 
Mary K. Katynski-Johnson 

& Dennis R. Johnson + • • 
Prasanta K. & Anuradha Mukherji + 

Sz;,ooo- S-t9.999 
Arline B. Dimond + 
Ester & John L. Fesler + 
Jocelyn C. & Robert L. Findorff + 
Ann R. & Robert P. Jackson + 
John M. & Elaine Russell + 

Sz,;oo- Sz-t.999 
Alpha Eta of Alpha Kappa Psi 

Alumni Association 
Gordon L. and 

Marian B. Alexander + 
Camilla & Howard R. Alton 
Elmer L. & Eleanor J. Andersen + 
Gerald E. & Mary E. Anderson + • 
Arvid C. Anteroinen + 
Lavone W. Bartine + 
Thomas E. & Donna Q. Brady + 
Evona & Armand E. Brim 
Andrew and Kathleen Cecere • 
Yi-Chun Chou • 
David L. Christofferson 
Jane F. & John B. Clark+ • 
William G. Cornelius 
Stephen C. Daas • 
Jonathan F. Eisele • 
Jay & Randy Fishman 
John A. & Alta H. Fossum + 

Barbara A. Franta 
& Dennis G. Nelson + • 

Lorraine H. & Donald A. Freeberg 
George J. Frey + • 
Jean & Rolland E. Glessing + • • 
Richard S. Goldman + 
Thomas F. Grose+ • • 
Jan & John H. Grunewald + • 
Kay & Glenn W. Hasse + 
Michael A. & Jennifer B. Hecht 
Vernon & lona Heath + 
John A. & Roberta Henrickson + • 
Larry J. & Beverly J. Hinman + 
David L. & Janet L. Jahnke • 
Walter C. & Janet P. Johnson + 
Steven W. Johnston • • 
Mark Z. & Judith S. Jones+ 
Karen A. & Robert J. Knoll + • 
Karen & David D. Koentopf 

Lee C. & Barbara G. Kopp + 
Steven C. & Sara J. Kumagai + 
Alan D. Kunkel & 

Cheryl S. Thoresen • 
Steven W. & Nancy J. Laible + • 
James A. & Mary G. Lawrence + • 
James A. Liberty 
Richard A. & 

Margaret A. Lidstad + • 
William H. & Vera J. Likins + 
Ruth M. & Christopher R. Mayr + • 
Malcolm S. & Sonia R. McDonald + 
William W. & Jeanne McDonald 
Thomas W. & Jane H. Medcalf+ • 
Joseph R. & Kathleen K. Mucha + • 
Carl L. & Coraline E. Nelson + 
Marilyn C. & Glen D. Nelson+ • 
Dwight A. 

& Marjorie S. Peterson + • 
Lynn M. & Jeffery L. Radunz + • • 
Gene D. & Judy A. Rayburn • • 
Karen J. Sallman-Biackey 

& Brent G. Blackey + • • 
Marian A. & Curtis A. Sampson + 
James & Claire Schoenwetter + • 
Ellen D. Schwark Estate • 
Jeffrey G. & Mary Scott + • • 
Patricia A. & Mark A. Sellner+ • • 
Robert C. Steiner+ • • 
Patricia R. & David W. Thayer + • 
David M. & 

Lane A. Thompson + • • 
Robbins Y. Tong 
Terry L. & Virginia M. Tranter+ 
Carol L. & Frank D. Trestman 
Angela M. Vikesland • 
Anthony W. Waldera + 
Winston R. & Maxine H. Wallin + 
Richard B. & 

Rosemarie Whiting + • 
Gift in honor of 

H. Brewster Atwater, Jr. 
Lynne V. Cheney 
William R. Pearce 
C. Angus Wurtele 

SI,OOO $2,499 
Douglas A. Alger • 
Carlyle E. Anderson + 
James E. & Genevieve E. Annett • 
Arlene H. Baker 
Paul R. Beltz 
MarkS. Bertolami 
Janet K. & John E. Bohan • 
Robert L. Carter & 

Diana Clarke-Carter 
Tammy M. Chalmers • 
Howard Chase 
Sandra & James B. Dagnon • 
Peter M. Denn • 
JoAnn H. & David A. Dent 
Kenneth J. & Lois M. Drost + 
Barbara R. & David S. Eiger 
Shiela E. Erickson + 
David L. Estenson 
Robert W. & Cynthia L. Flem ing 
Timothy J. Forstad • 
Carol S. & Glen F. Fuerstneau + • • 
Vernon D. & Shirley E. Gallagher+ • 
Thomas A. Garton • 
Luella G. & 

Stanley M. Goldberg + • 
Marlys A. & John C. Gray + 
Naomi B. & James H. Grenell + 



Glen and Marilyn Nelson enjoy 
a laugh with Dean Larry 
Benveniste, who honored them 
for their personal and corporate 
investments this year in the 
Carlson School, most notably 
in Graduate Women in Business 
endeavors and the Juran Center: 

Dozens of Carlson School 
undergraduates have had their 
financial burdens eased by Thomas 
(BSB 1949) and Donna Brady. 
Many come from backgrounds that 
are educationally or economically 
disadvantaged, yet have graduated 
and gone on to successful careers. 
The Brady Advantage Scholarship 
is making an enormous difference 
in students' lives. 

•••••••••• !· . ·.· ~ 
.i 

i \ 
.~, ~ : 
411 ... . 

~ 
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Bob (BSB 1970, MBA 1972) 
and Gail Buuck exemplify 
philanthropy combined with 
involvement- their extraordinary 
support of the school's mission has 
meant financial investment, and 
remarkable commitment of time 
and expertise as well They are 
committed to change, quality, 
improvement and accomplishing 
the mission of the Carlson School 
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Kenneth A. Hagstrom # • 
Thomas J. Hauschild # 
George V. Head 
Marjorie J. & Donald A. Helmer # 
Ruth E. Hiaring Wreisner & 

MarkS. Wreisner 
Merle Hilliard 
Clifford W. Hoffman + # • 
Paul A. Holte • 
James N. & Sandra L. Hove 
Shirley A. & David R. Hubers+ • 
John D. & Katherine R. Hughes # 
Christopher T. Johnson • 
Paul J. Jungquist • 
Mark S. Konings & 

Paige Chernow • 
Mary E. Leone • 
Ruth & Marvin Mandery + # • 
Timothy P. McKeever n • 
Rebecca J. & Norman E. Miller • 
Charles W. & Elizabeth C. Mooty 
Jay D. Nibbe # • 
Donald M. Nicholson • 
Terry R. Nygaard • 
Barbara F. Olson • 
Margaret A. Osborne # • 
Charles M. & 

Victoria L. Osborne + 
James R. Otieno • 
Holly A . & Jeffrey A. Parker • 
Grace C. & Charles A. Parsons + • 
Margaret E. Peat • 
Gary P. & Sharon M. Peterson • 
Douglas G. Pugh • 
William J. Rennicke • 
David J. & Janice L. Ring 
Donald C. & Mary J. Savelkoul + 
Douglas J. & 

Margaret J. Schmalz • 
Herticena & Charles H. Self 
Charles H. & Kimberlee A. Self 
Phillip G. Semmer • 
Thomas L. Spiegel 
Robert J. Starr • 
James A. & Ann C. Trenda 
Lawrence S. & Jane C. Viehl + 
B. Richard & Judith A. Vogen 
Steven R. & Joanne M. Zenz • 

SIOO - S999 
John N. Aberg 
Maxine & David B. Abernethy 
Ronald G. Abrahamson • 
Dean M. Adams • 
Floyd R. & Andrea M. Adelman 
Peter W. Ahn 
Kaye L. Aho 
Allison Aichele 
Brian V. Akhavan 
Timothy & Becky A. Albrecht # 
Erik R. Allen 
Carl P. Allen 
Pamela L. & Timothy S. Allen 
Wilma J. Allison-Moore & 

Edgar Moore 
Christopher J. Ames 
Michael J. & Julia A. Ancius 
Robert K. Anderson n • 
Urton L. Anderson 
Monte G. & Eveline N. Anderson 
Thomas J. Anderson 
Mary M. Anderson 
Karolyn S. Anderson 

Robert D. Anderson 
Robert 0. Anderson • 
Paul D. Anderson • 
Jeffrey K. Anlauf 
Hector R. & Lois M. Anton • 
James R. & Barbara S. Appleby 
Harold A. Ard • 
Craig R. & Cynthia P. Arends • 
Kathleen J. Arendt • 
Craig D. Armstrong • 
Steven J. Arnett 
Thomas N. & Holly B. Arnfelt • 
Julie L. Arnold 
Robert J. Arnold 
Tammy R. Arntson 
Donald J. Aronsohn 
Robert F. & Patricia Asleson 
Brian S. & Kimberly Augustin 
Dianne M. Austgen 
Rodney M. Austin 
Sharon L. & Thomas L. Auth n 

Todd A. Awes 
M. Joseph & Teresa A. Axtell 
Irene & Maynard J. Axtell 
Dean E. Bachmeier 
Robert A. Baker # 
Margaret M. & Mark T. Bakko 
Michael A. Ballard • 
Jason R. & Mary A. Ballsrud • 
Cynthia & Shaun C. Bamford 
Stanford M. & Amy B. Baratz 
Paul W. Barber • 
Ronald V. & Sarah E. Bardal • 
Lawrence F. Barnes n • 
Charles M. Bartley 
Robert W. Bartling n 

Michael D. & Ruth B. Bash 
Margene A. Bauhs • 
Robert B. & 

Margaret L. Baumgartner 
Gerald J. Beck • 
David C. Beert 
James W. Begun 
Frederick J. & Betty V. Beier 
Kaye L. & Claude W. Benson 
Adam N. Benson 
Jean C. Benson 
Lawrence M. & 

Marie Benveniste 
Nancy A. Bereman 
John C. & Annmarie Berg 
David M. Berg 
Norbert R. & Marilyn F. Berg 
Richard J. Berglund 
Mary E. Bergman 
Brian J. Bergs 
Jeffrey D. Bergstrom & 

Cheryl A. Conklin 
Nadine E. & Duane J. Berkley n 

Toby & Frank R. Berman 
Paul E. Bernstein n • 

John H. & Barb Berryhill n 

R. Glen Berryman+ 
Laura E. Bethke 
Stanley F. Biggs 
Russell D. Birch 
Robert A. & Beth J. Bjork + 
Norman P. & 

Constance Bjornnes + 
Kendra M. Black-Smith & 

Keven D. Smith n • 
Mary P. Blake 

Donald W. & Janice Blattie n 

Janet C. & Thomas G. Blexrud 
Lori M. Bloomberg • 
Merlin C. Boehmke • 
Thomas M. Boesen 
Mario F. & 

Margaret K. Bognanno 
Joan M. & George E. Bohlig n • 

Warren & Dorothy E. Bolmgren # 
Kathy A . Bonneville 
Daniel P. Bork n • 
Christine A. Boros 
Mark A. Boser 
Randy L. & Susan Boser n • 

Timothy E. Bot 
Dale F. Boyd 
Francis J. & Elizabeth S. Boyle # • 
Todd W. Boynton 
Robert E. & 

Jacqueline Boynton 
Nita M. Bradford 
Thomas J. & Sue Brakke n 

Jason S. Branby • 
Mary E. & Mark Brauer 
Derek A . Bray 
Richard E. Bredehoft 
John C. Breen 
Leo Breitman 
James H. Brentzel 
Karen Y. & 

Douglas W. Brewers • 
Nancy A. Breyfogle # • 
John N. Briggs 
Gary P. Brintnall • 
Linda J. Brock 
Susan M. Brockman • 
Ronald Brockman 
Gale E. Brothers 
Bruce A . Browers 
Barton C. & Olive Brown 
Laura W. Brown • 
Sarah E. Brown 
David A. Brumbaugh 
Susan H. Brunn 
Lloyd J. Buckwell 
Bernie R. & Rosalie K. Bullert 
Betty & John H. Bullion 
Brian M. Burke 
Michael M. Burns 
Richard J. Burrock 
Marilyn L. & Robert J . Buscher + 
John M. Buske 
Susan J. & Marvin A. Busta 
Patricia N. & James E. Bye n 
Jeffrey M. Cachat 
Zhijun Cai 
Janet E. & Robert C. Calander n • 
Patrick B. Callahan • 
Rodney C. Cameron 
Carolyn A. & Keith M. Campbell • 
MarkS. & Camilla C. Cane 
John P. Carew n 

Christopher R. Carlisle 
Kim M. Carlson • 
Dean B. & Amy Y. Carlson • 
Roger A. & Lois L. Carlson 
Gary W. & Carol L. Carlson 
John W. Carlson # 
Jay R. Carlson 
Stephen M. Carr • 
Stephen J. & Donna J. Carroll 
Carl A. Carte 
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In Santa Barbara, Calif, Dean Benveniste (center) recognized the many 
contributions made by Professor Emeritus Carl Nelson (BSB I9JI, PhD r944) 
and his wife Coraline (left) and those of Christine and Donald M. (BSB rgso) 
Anderson. The Nelsons have ensured that the teaching quality of past distinguished 
professors will be duplicated for our students today and tomorrow. They provided a 
future gift to support the Carl Nelson Professorship in Accounting. The Andersons' 
future gift will help the School realize its goals of excellence in business education. 

Amy C. & Greg L. Caucutt 
Paula R. Cayemberg 
John J. & Sandra C. Chai 
John W. Challas • • 
Carl Chang 
Ronald C. Christner 
Lee A. Clair 
Brian J. Clark 
Susan J. & William M. Clark 
James A. Clark • 
John R. Clayton 
Mary E. Cleary 
Wayne B. Clementson • 
Terri D. Barreiro & 

James W. Clifford 
JoAnn M. & Paul W. Cochran 
Timothy P. Cofer • 
Joan R. Coffey • 
Robert A. Colbert & 

Kimberly K. White • 
Stephen D. Colton 
Donald J. Conlin • 
Paul A. & Kathleen Connolly • 
Kathleen A. & Kenneth Cooper • 
Karn M. Copa 
Donald W. Cory • 
Ann A. & Dodd B. Cosgrove • • 
Dawn L. Courrier 
William B. & Norma D. Craig 
Kathryn L. & 

Lawrence W. Craighead • 
Gail J. & Stephen A. Craine 
Rodney Crane 
Raymond R. Crum • • 
Kathryn M. Cullen-Huebschen 

& Jeffrey J. Huebschen 
Michael J. Cunningham 
James H. Curnow • • 
Barbara L. Zajicek & 

Thomas E. Daggett 
Nicole A. Dahl 
James C. Daleiden • 
Julie F. Dallas • • 
Anne M. Damico 
James W. Daulton 
Kirstin L. Daumann • 
Sandra L. & Lynn J. Davis 
Randolph K. Davison • 
Jeremy M. Dawe • 
Alan B. Deglmann 
Thomas F. Degnan • 

Richard P. Dejong • 
Paul Delaney 
Brian L. & Kim G. Delgado • 
Beverly G. Dempsey 
Joseph H. Dervie • • 
Lois T. & Sherman Devitt 
John K. Dewerff 
Robert B. Diercks 
MichaelS. Dietz 
Kay H. Dixon • 
Brian T. Dobie • 
Nicholas G. & 

Elizabeth S. Dolphin • 
David E. & Mona J. Domaas 
Belinda S. Dorau 
Laura A. Dowd 
Craig J. Drake • 
Brian C. Dueber 
Lois F. & Dennis P. Duerst 
Roger E. & Rebecca R. Duffy • 
Patrick M. Dunham 
PaulS. Dunn 
John T. Dunn • 
Jean M. & Gregory J. Dunning • 
Bethany L. & Patrick W. Duthie 
Todd A. & Dana W. Dye 
Jeffrey A. Dziuk 
Warren L. Eck 
Craig L. Eckberg 
Brenda J. & Scott W. Eckes • 
Michelle R. Edenborg 
Steven M. Edgett 
John W. Edson & Arlys A. Marzolf 
John M. & Ann Edwardson 
Genelle & Miles E. Efron 
Paul M. Egeland 
Cheryl A. Ellefson 
Michael J. & Wendy K. Elm • 
Kathleen J. Emerson 
David G. Endy • 
Bruce W. Engelsma • 
Calvin J. Engelstad 
Susan M. Engh Paul 
Harvey G. Enns 
Steven L. Erickson 
Paul A. Erickson • 
Nancy D. & Walter W. Erickson 
Jill L. Ericson 
Dennis J. Esker 
John R. & Linda J. Ethier • 
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Victor M. Evans 
Jeffrey S. & Brynn Evanson • 
Richard J. & Patricia L. Fadgen 
Joel D. Fagerstrom • 
Steven A. Falk • 
David G. Fellner • 
David & Kim E. Fey 
Donald G. Findlay 
David M. & Elaine H. Fink 
Alan A. & Philippa Fischer 
James N. Fischer 
George H. Fisk 
Marcia E. & Robert L. Fjerstad • 
James C. Flaa • • 
Sheryl A. Flaherty 
Wallace E. Flatgaard 
Michael A. Fleetham 
Frederick M. & Marilyn L. Fleury • 
Craig G. Flitner 
Matthew A. Flores 
Culver C. Floyd • 
Joseph J. Fobbe 
Thomas A. Folz 
Barbara G. Foote • 
Kathryn A. Fosmer 
Maria T. & David J. Fox • 
Jeffrey P. & Mary J. Fox • • 
Kirby J. Frank * 
Scott A. Freberg 
Beth J. & John D. Freeman 
Alan J. Freeman 
Elizabeth A. French • 
Gerald A. Freund 
Benjamin M. & Sara J. Friswold 
Susan G. & Steven L. Fritze 
Audrey E. Fuller 
Marie A. Furton 
Margaret H. Gabbert 
Timothy L. Gadler 
Linda & Thomas B. Gagnon 
Cassie R. Gaikowski • 
Michael J. Galassi • 
Louise B. Gallagher 
Carol & John J. Gariano 
Karen K. & Robert F. Garland 
Robert W. Gefvert • 
Harold M. Gellman 
James R. George 
Brian K. Gerhardson 
Michael N. Gerhardt • 
Karen L. Geronime 
Julie K. Getchell 
Jaret S. & Joanne Giesbrecht 
James E. Gifft 
Paul V. & Julie E. Gilbert 
Jerry B. Gilbert • 
Daniel R. Gilbert • 
Erich E. Gill 
Tom D. Gilstad 
Theodore V. & Anne C. Gladhill • 
Nancy J. & Kenneth C. Glaser + 

John W. Glieden 
Robert H. Goffman 
Keith H. Gohlke 
Bruce A. Goldfarb 
Rochelle B. Gonzo • 
Roger M. Gore 
Dwight J. Goslee 
Michele A. Govekar 
Matt V. Grams 
Milos D. Graonic 

Frederick H. & 
Jane E. Gravelle • • 

Donna L. Gravesen • 
Charles T. Green • 
Willard A. & Doris A. Greenleaf 
Diane L. Gresham 
Jacquolyn K. & 

Lonnie L. Groe • • 
Stephanie Chew Grossman 
Michael P. & Sally S. Grossman 
Colleen M. & H. Brandon Guest 
Michael J. Gurin 
Leonard H. Gustafson 
Thomas A. & 

Shelley C. Gustafson • 
Donald W. Gustafson 
Maureen L. & Larry W. Hacker 
Gerry B. Hagar 
Drew D. Hagquist 
Peter C. & Elizabeth A. Halden • 
Thomas W. Haley 
John W. & Susan G. Hall • • 
Jennifer W. Hallet • 
Thomas A. Halverson 
Jay R. Hamann 
Robert W. Hanson 
Edward B. Hanson • 
Lyle V. Hanson 
Kevin B. Hanstad 
Douglas D. Harmon 
Virginia A. Harn 
lone I. Hartley 
Howard A. Hartstein & 

Mary Kay Ruhoff • 
Jerry A. & 

Laura S. Hatzenbuhler • 
Marilyn D. & Donald J. Haugen 
Lisa M. & Ronald A. Have 
James C. & Judy A. Hawley 
Barry F. & Christine M. Hay 
Shawn P. Heckel • 
Russell B. & Linda S. Heise 
Elizabeth S. & Steven J. Helgen • 
Lillian M. & Osmond J. Hellen 
Thomas J. & Laurie Helling 
Donald E. & 

Jo Anne R. Heitner + • • 

Mary Jane & Duane A. Heng • 
Mark L. Henneman • 
Kevin P. Henricks 
Roger B. & Vicki B. Henry • 
Corey Henry 
Margaret Heppelman & 

Michael Wacek 
Jose L. Hernandez 
Natalia Hernandez-Rivas 
Dawn M. Hespenheide • 
Philip L. & 

Carole A. Hildebrandt 
Darcy J. & Richard B. Hill 
George H. Hill 
Brian F. Hill 
Stanley J. Hille 
Dawn F. Hillins • 
E. Burke Hinds 
Karen M. Hines 
Douglas G. Hipskind • 
Michael J. Hoag & 

Jill M. Tokarczyk 
Paul M. Hockert 
Matthew J. Hoffer 
Rick A. Hoffman • 
Kirk Hoffman • 

3 



Mike (MBA I976) and 
Carol (BSB I99I) Garbisch's 
philanthropic investments in 
the School span nearly twenty
one years. Their campaign gifts 
have helped the school attain 
top rankings in the nation's 
business schools, and helped 
emure the school's programs 
and people are of highest 
quality. 

Before his death, Errol Bartine 
(BSB 1970) and his wife La vone 
(pictured in March 2003 at the 
Carlson alumni gathering in 
Scottsdale, Ariz.) made the 
decision to express their 
confidence in young people and 
their futures, and to help Carlson 
undergraduates in a very 
concrete way. Their generous 
Bartine Scholarship endowment, 
along with La vone's continued 
support, emures financial help 
for students well into the future. 

Benefactors whose gifts were matched 
are mdicated by a ( ·) symbol. Those 
who have contributed for ten 
consecutive years have been denoted 
by a (•) symbol. Members of 
the Presidents Club have 
been indicated with a(+) symbol. 

4 

Debra A. Hoffmann 
Ronald M. Hoffner 
Franz Hofmeister 
Daniel L. Hogan 
William G. & Cheryl D. Hogle # 
Ronald 0 . Hoistad 
Timothy J. Holdgrafer • 
Frances H. Holmes • 
John R. & Christa Holmstead # 
Stephen R. & 

Cynthia B. Holstad • 
Robert J. Hol tz 
David N. Holtze 
Glenda R. & 

Timothy J. Hoogland 
Rosemary M. & 

Dan iel D. Hoolihan 
William Horne & 

Jan K. Haugland 
Alexander T. Hoseth • 
Ronald L. & Linda Hoseth # 
Nicholas J. Houle 
Peggy A. Houle • 
Marilyn D. & 

Robert V. Hove lson # 
Larry T. Hoyme 
Helen T. & John C. Huang 
Kim M. Hubertus 
Sigrid A. & Roger A. Hubley 
Michelle R. Hudak • 
Mark J. Hudson 
Michael R. Hudson 
MarciaL. & 

John E. Huepenbecker 
Mark A. Hughes 
Scott C. Hull 
Orthos A. Huseby • 
John L. lbele & 

Monica A. McNaughton • 
Jay v. & Cynthia A . lhlenfeld 
Christine C. & 

Patrick R. lmdieke 
John R. & Marjory J. lmmer 
Keith A. Isaacson 
David G. lsche & 

Mary M. Weber 
Lorrie J. Iverson 
Burton J. & Shirley J. Iverson 
Ronald E. Jackelen # 
Kimberly K. & 

Michael T. Jackelen # 
Brian J. & Suzanne B. Jackson 
Hilda E. & Keith E. Jacob # 
Craig A. Jacobs 
Peter J. Jacobs & 

Carol A. Hatcher • 
Daniel Jaimes 
Karen M. Jansen 
Grant C. Jensen • 
Dennis G. Jenson 
Matthew C. Johansen 
Robert W. Johnson 
Warren L. Johnson 
Marion L. Johnson 
Larry J. Johnson • 
Robert W. Johnson 
Craig H. Johnson 
Allen D. Johnson • 
John C. & Elaine Johnson 
Timothy T. Johnson & 

Terese M. Lynch # • 
Eric L. Johnson 
Andrew 0. & Brenda S. Johnson 

Bradley P. Johnson • 
Weston Johnson 
Terry! A. & 

Maynard E. Johnson # • 
Russell L. Johnson 
Joni C. & Patrick M. Johnson 
Arthur P. Johnson 
Terry M. Johnson 
Stephen W. & 

Anne M. Johnson • 
Ronald D. Jones • 
Robert G. Jones 
Clark N. & Susan P. Jones 
Dean R. Jones 
Steven C. Jorgenson 
Hugh F. & Maria T. Juergens 
Lloyd R. Julson • 
Anthony A. Jurek 
Vincent M. & Alice M. Justinak • 
Pau!A.Kadue 
Margaret A. & Larry G. Kahler 
Craig M. Kangas 
Philip T. & . 

Marianne D. Kann1ng • 
Gary G. Kaplan 
Kamal G. Karam 
Tatiana M. Karasik • 
James M. & Kathleen T. Karges 
Michael J. Karpen 
Steven W. Kast 
David H. Katkov & 

Patricia R. Wyffels • 
Judith B. & Robert N. Katz 
Christopher M. Kauffman# 
Lennie M. & Jill A. Kaufman 
Douglas R. Kaufman 
Timothy J. Keaveny 
Lawrence J. Keillor 
Jean L. & Jeffrey A. Keiser 
Richard F. & Sharon A. Keister 
David E. Keller 
Joseph A. Kellogg • 
Andrea L. Kelly • 
Eileen T. Kelly 
Wayne E. Keplinger 
Michael W. & Helene Keran 
Kevin P. Kern 
David Kester & Jean A. Weiss 
Catherine M. & Paul T. Kibbe • 
Susan K. Kimmel • 
Peter J. & Tracy L. Kinsella 
Michael C. Klabunde • 
Richard L. & Shirley A. Klaus 
David H. & Susan E. Klevan • 
Alan D. Klink • 
Kerry J. Knakmuhs 
Donald C. Knapp 
Ryan A. Knapp • 
Betty J. Knudson # 
Harold D. Knutson 
Tony W. Ko • 
Steven W. Kobs 
Kevin H. Koehler & Mary K. Doty 
Paul F. Koernig # 
David S. & Barbara J. Kolb • 
Michael T. Koller 
Ronald A. Kolquist # 
Stephen A. Konopliv 
Stuart J. Kopplin 
Nancy C. Kortum • 
David J. Kortz • 
Brian D. Kovalchuk 

Kim M. & Mark W. Kowalski 
Paul D. & Nancy L. Kralovec 
Walter P. Krapohl • 
Kevin L. Krause 
Jan E. Krentz • 
Kim M. Kritzberger 
Kenneth J. Kriva • 
Richard E. Krueger • 
Richard J. Kruger 
John Kualseth • 
Michael R. Kuehner• 
Steven V. Kuhlmann 
Connie K. Kuhn 
Mary A. Kuklinski • 
Thomas T. & Adeline L. Kuzas 
John P. & Vera J. Kvamme 
Nicholas P. La Fontaine 
Paul J. La Vanway 
Mary M. Lach 
Roxanne M. Lackas • 
David E. Laden 
Glenn M. & Claire S. Laedtke • 
Jeffrey L. La Favre • 
Hilary A. Laihinen • 
Mary P. Laliberte 
Sharon L. Lamkin 
Thomas L. Lampros & 

Dawn M. Anderson • 
Dale E. Lampson 
John W. Lang 
Edward H. Larsen • 
Rholan E. Larson # 
Michael D. Larson 
Janet B. Larson 
Steven A. Larson 
Christopher M. Larson 
JoAnn & Philip A . Larson • 
Joyce E. & Clayton K. Larson 
Florence Laverny-Rafter 
Michael P. Le Sage • 
Gerald I. & Joanne V. Lee 
Alan W. Lee 
Mark A. Lehman • 
Ernest A. Lehmann 
Thomas A. & Colette E. Lehrke 
John A. Lende 
James M. & Bonnie J. Lerberg • 
Diana & Kenneth W. Lewis • 
Stephen M. Lewis • 
Jason P. Ley 
Chris G. Lieser 
Robert E. Lieving 
Philip C. Lilja 
Betty Lilligren-Mitton & 

Daryl G. Mitton 
Cheryl Lind • 
Kip A. Lindberg# 
David C. Lindblom 
Kevin A. Linder • 
John A. & Joycelyn E. Lindgren 
Charles D. Lindgren 
Joy J. Lindsay 
Stephen J. & Deborah J. Lineer 
TheodorJ. & 

Brendalee Li tman + 

Craig D. & Maryanna Litsey • 
Douglas A. Livdahl 
Linda C. Lockard 
Fred L. & Nola C. Lockwood 
Lawrence & Nina J. Lodahl 
Maynard & Patricia Lodahl 
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Richard A. Lodahl 
Erik L. Lood 
Molly H. Lopez • 
Mark R. & Christine Loth 
Heather M. & Todd A. Ludwig 
Daniel B. Luitjens 
Michael E. & Suzanne L. Luke 
Paul C. Luna 
Timothy P. & Jane M. Lundberg 
Carroll J. & Marguerite Lundeen 
Diane D. Lyngstad 
Robert E. Lynn 
Garrett G. Maas 
Joyce A . & Alan J. Mac Phail • 
Kristine J. Machut • 
John P. & Susan N. Mack • 
Jeffrey L. Mackenthun 
William H. Mackey 
James L. Mader • 
Scott M. Madson • 
Irene M. & Joseph D. Maertens 
Patrick D. Maghrak 
Myla J. & Gerald E. Magnuson + 

lan Maitland & Emi Ito 
Daniel C. & Kimberly F. Makey • 
Margery G. & 

Michael H. Makredes • 
Jill A. Mallen • 
Charles E. Malmberg 
Ronald C. Mangelsdorf 
Stephan T. Mann 
Paul S. Marriott ~ • 
Gordon J. Marshik • • 
Ruth K. Martens • 
Thomas P. Martin 
Myron C. Martin • 
Everton G. Martin 
Dennis L. Mashuga & 

Carol Atchley-Mashuga • 
Jeanne M. & Joseph P. Matheis 
Diane M. Matson & 

Mark S. Vanney • 
Kelly K. Matsuoka 
Donald M. & Nora J. Mattsson 
Geoffrey P. Mayo 
Pamela A. McCarthy 
Colleen L. McCoy-Deppa & 

William J. Deppa 
Richard S. McCreary • 
William J. & Susan K. McEvily 
Elaine G. & 

Lawrence E. McGauley 
Kathleen H. & Mark P. McGree • 
Elizabeth A. McGregor 
Christopher J. McGuire 
William B. McKinney 
Paul J. & Susan B. Mclean • 
William J. McEvily 
Jon A. McGough • 
Dennis M. McNamara 
Dorothy J. Meacham • 
Mary A. Mehus 
Christopher S. Meldrum 
Nancy P. Melone 
Nancy J. Melzer • 
Roy J. Messelt 
Kim I. Metz & Bruce A. Pannkuk 
Jo Ann F. & Carleton Meyer 
WalterS. & 

Margaret L. Meyers + • 

Lawrence E. Michelini • 
JohnS. Mickman 

Dean J. Mieseler 
Wayne A. Mikkola • 
Lucia M. Miklas 
Thomas C. & Marjorie S. Mikulay 
Peggy R. Milford 
Todd A. Miller 
Philip J. Miller 
Kent D. Miller 
Ivan K. & Maryann J. Miller 
Craig R. Miller • 
Michael C. Miller • • 
Darryl G. Mitchell & 

Katherine L. Gray 
Melisa M. & Eric K. Mohn 
Cindy S. & Lawrence H. Mohr • 
Curtis Mohr 
Andrew K. Moiler 
Meredith C. Moore & 

Steve Rabbe 
Spence G. & 

Catherine W. Morley 
Mark J. Morneau • 
Scott J. Morris • 
John R. Morris 
Patricia Morton 
Peter W. Morton 
Patrick & Kristina Morton • 
David H. & Barbara J. Moser 
Rick D. & Kristine A. Moulton • 
Barbara J. Mowry 
Sandra L. Mumm 
Nathan J. Munson • 
William F. & Janet Q. Munson 
Richard D. Myklebust • • 
Brian L. Naas 
Daniel F. Nafzger 
Matthew J. Nash 
D. B. Neary • 
Ann E. Nelson 
Richard D. Nelson 
David M. Nelson • 
Lawrence N. & 

Veronica A. Nelson 
Gary E. Nelson 
Clyde D. Nelson • 
Jack R. Nelson 
Aile E. Nerayo 
Elmo V. & Bernice M. Ness 
William M. Newell • 
Debra S. Newman • 
Kurt R. Niederloh 
Dale Nitschke 
Bruce R. Nolan • 
Steven G. Norcutt 
Randy L. & Shari L. Nornes • 
Curt J. Nusser 
Margaret & Norman K. Nystrom 
Doreen H. O'Brien & 

Jeffrey D. Engel 
Paul J. Ocenasek • 
Brian J. & Sally L. O'Donnell • • 
Patrick T. Olk • • 
Jane M. & Roger B. Olsen • • 
Lyle E. & Karen R. Olson 
Kenneth 0. Olson • 
Valdemar J. & 

Marilyn N. Olson + • 

Gail L. Olson • • 
Richard H. Olson 
Philip R. Olson 
Kevin R. Ondracek 
Suzanne M. Opitz 
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Paul A. Opsahl • • 
Jolene J. & Thomas R. Ormand 
Richard D. Osburn • 
Eric J. Osiecki 
Beatrice F. Ourada 
Mavis E. Packard 
Sigrid E. Page 
Richard G. Pagel 
Daniel G. Pahl 
John M. & Susan G. Palombo 
Peter D. Pappas 
Mark L. Patzloff • 
James R. Paulsen 
Brent R. Peacock 
Barbara N. & Ford Pearson 
Troy E. Peck 
Steven C. Pederson 
Cora E. & John P. Peffer + 

Robert J. Peifer • 
Jeffrey A. Pepski 
Carol S. Perkins • 
Jerry J. Perpich • • 
Nancy M. & Richard A. Perrine + 

William T. Petersen 
Brian T. Peterson 
Darlene R. & 

Roger C. Peterson • 
James K. Peterson • 
Ronald Peterson 
Douglas J. Peterson • 
Scott M. Peterson 
Monte J. & Gerald S. Pettersen • 
Ralph R. Pettyjohn • 
Erin A. & Donald J. Phillips 
Robert M. Phillips 
Steven J. Piazza & Lori L. 

Dietrich 
Robert R. & Joan H. Piche 
Jeremy E. Pierotti & 

Kathryn Klibanoff 
Richard G. Pietrick • 
Frederick A. & 

Frederick A. Pillet 
Linda P. & Elliott P. Pinck • 
Gregory M. Pizzano 
Katherine W. & John A. Pluhar • 
James M. Plutt 
Ingrid C. & 

Jeffery E. Polkinghorne 
Darlene R. Polo-Kramer • 
Allison L. Pope-AIIosso 
William B. Porter 
Robert L. & 

Colleen Q. Porter • • 
James H. & Mary F. Porter 
Sandra J. Potthoff 
Gregory P. Prokott 
Xi Pu • 
Felix Pulgram 
Prakash V. & Kamala V. Puram • 
Vikas Puri 
Abe M. Qastin 
Jess & Bethany C. Quam 
Paul J. Quast 
Roger L. Quigg 
Kay F. Quinn 
Jann M. Rademacher 
Donna J. Radford 
Sonja J. Randar • 
Rodney S. & 

Helen A. Rasmusson 
Damon E. Ray 

Anthony J. Reber • 
Donna B. Reed 
Christopher W. Reedy 
Amy L. Reichert • 
Melvin A. Reichstadt 
Randy M. Reimer • 
Rosemary T. & 

Lawrence J. Remington 
John H. Rempfer • 
Shelley W. Renner 
John T. & Carol A. Repp 
John & Carol J. Retherford 
Peg & Charles R. Rich 
David G. & Helen K. Rickman 
Thomas K. Ries 
Gerald D. Rinehart 
Anne M. Ringgenberg • 
Douglas S. Ringwelski • 
Douglas L. & Mona L. Ritter • 
Douglas S. Rivard 
Dolores M. Robb • 
Myrtle & Harold 0. Roberts 
Bernard J. Robichaud 
Lawrence N. Roden • 
Douglas K. Roderick 
Edward M. Rodgers 
lan P. Rodricks • 
John G. & Lori J. Roeller 
Charles E. Roemer 
Robert C. & Petrea C. Roesler • 
Tracy A. Rolf 
Mary E. Rolf 
Scott T. Rollin • 
Michael M. Roos • 
Douglas K. Rose & 

Erica A. Bergsland • 
Daniel J. & Sara G. Roselli 
Thomas R. & Susan J. Rosen 
Robert L. Rosenberg 
James K. Roslansky • 
Robert L. & Ellen K. Rouze 
Mark C. Rowbottom 
Matthew L. & Julie W. Rowles • 
Stacy D. Rubsam • • + 

David V. & Shirley A. Rudd 
Susan Y. Runkel • 
Bonnie R. Russ 
Daniel J. Ryan 
Scott W. Rynda • • 
David E. & Carol Saarela 
Brenda B. Sallstrom 
Thomas R. Salsbery 
Connell I. & Laurie L. Saltzman 
Kathleen A. & Dean C. Sanberg 
Susan J. & A. William Sands 
George D. Sanford 
Cynthia L. & Dale A. Sattler 
Martha R. & William J. Saul + 

David L. Saunders 
Mike P. Schaefer 
William J. & 

Rochelle A. Scheela 
Mark J. Schindele 
Thomas J. & Wanda A. Schlafly 
Barbara J. & 

Bruce C. Schmidt • • 
Wayne R. Schmidt • 
Brian J. Schmidt 
Thomas H. & Cheryl R. Schmidt 
Anna M. Schneider 
Patrick J. & Sarah A. Schott 
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With a strong belief in the value 
of higher education, Peter Robinson 
(B.S.-Econ. 1954) could also see 
the hardships that economically 
disadvantaged students face in 
attaining a bachelor's degree. 
To make a difference for these 
young people, Peter established 
an undergraduate Accounting 
Scholarship that will help students 
find success in business education 
and in life. 

Amhony Waldera (BSB 1981, 
MBA 1989) remembers the impact 
that the finest teachers have on 
their students. To encourage those 
with top teaching skills, he 
established the Carlson School 
Award for Excellence in Teaching. 
His generous gifts, along with the 
support from alumnus Gerald 
Anderson (BBA 19 p) and wife 
Mary, created an award for faculty 
members who excel in the 
classroom. 

Benefactors whose gifts were matched 
are Indicated by a ( ·) symbo l. Those 
who have contr ibuted fo r ten 
consecutive years have been denoted 
by a (•) symbo l. Members of 
the Presidents Club have 
been indicated w ith a(+) symbo l. 
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Randal D. Schreiner • • 
Matthew Schrempp 
Mark R. & 

Georgia A. Schuetzler 
Daniel R. Schultz 
David J. Schultz 
Patricia J. & Robert K. Schultz 
Dale M. Schumacher 
Steven R. Schuster 
Janice H. & Roger J. Schwartz • 
Jennifer L. Sclafani • 
Robert P. Scobie 
Lacey M. Scott 
Charles P. Scott 
John R. Searle • 
William S. Seefert • 
William S. & Jane H. Seeley 
Thomas B. & Lillian Seim 
James A. Senn 
Geoff Seper 
Richard L. Severe • 
Donald A. Severson 
Douglas A. & Susan V. Severson 
William R. Sevold 
Richard C. Shannon 
Robert E. & Laree Shebeck • 
Mary E. Sheeran 
William K. Sheffield • 
Jeffrey J. Shelstad • 
Michael G. Sher 
Kathy L. Sherwood 
Susan L. & Patrick E. Shields + 

Terry E. Shima • 
Jon Shindo • 
Barbara & George M. Shortley 
Stanley L. Sieberg 
John T. Siegfried 
Linda & Robert G. Siekert 
Kathleen A. Sigman 
Phillip D. Simon 
Mark J. & Elizabeth R. Simones • 
Susan E. Simundson & 

Bruce Cryan 
Dorothy G. & 

William W. Sipkins 
Arthur M. Skauge 
Mark H. Skidmore • 
Richard F. Slabey 
Patrick B. Sloan 
Laurence D. Smith 
Richard T. Smith 
Dorothy V. & Lyle G. Smith • • 
Kevin P. Smith 
William D. & Deborah K. Smith 
Robin M. Smothers & 

John A. Lawson 
Joseph G. Socha 
JeffreyS. Soderholm 
Gerald R. Sonderup • 
Benjamin S. & Rosemarie Sontag 
Janet G. Sosinske 
Lois A. & James W. Sowles • 
Jeff Spartz 
Mary E. & Ronald W. Splett 
Julie L. Sprau 
Robert T. Sprouse • 
Geraldine C. Spry 
William T. Stanley 
James H. & Kari J. Stanway 
Doris V. & 

Frederick E. Steinbach 

David J. Steingart 
Beverly A. & Lawrence E. Stirtz 
Susan Stocks-Michael • 
Roger A. Stoick 
John B. Stone 
Patrick T. & Sandra D. Stone • 
Anne P. & Bradley J. Stoneberg 
Mary L. & William R. Stotts • • 
Kurt L. Strand • 
Joseph L. Strande 
Phyllis A. Stratman 
Patricia & 

Robert W. Strickland • 
Theodore L. Stromberg • 
Thomas A. & Kieu L. Stueve 
Patrick J. Sullivan 
Harry L. & Susan L. Summitt 
Robert B. & Eunice M. Swanson 
Jodell A. Swenson • 
Ivan J. & Amy L. Swenson 
Jeffery A. & Laura Swenson 
Susan K. Swenson • 
Scott J. Takekawa • • 
Kenneth Y. Tanji 
James R. Taylor 
Philip D. Taylor 
David L. Teal • 
Mary Ann Tellers • • 
Tom P. & Barbara A. Teresi 
David A. Therkelsen 
Darryl L. & 

Patricia K. Thorvilson • 
Michael J. Thyken 
Darrell G. & Leslie Tilleskjor • 
Donna M. & Wade F. Tobin 
Gary L. & Susan C. Tobison • 
Charlaine E. Tolkien & 

Karen E. Hawley 
Franklin R. Tomaschko • 
Anthony M. Torkelson • 
Timothy V. Tousignant 
Debra M. & Mark J. Traffas • 
William T. Tran • 
Tracy R. Trembley 
Vivian M. Trembley 
Robert E. & Mary C. Trerise • 
Tres C. Tronvold 
Peg M. Tschida • 
Teresa J. Tschida • 
Joanne H. & Kent R. Turner • 
Roy E. Tuttle 
Janet K. & Robert T. Ungerman 
John A. & Jennifer L. Urbanski 
Barbara L. Van Loenen 
Donald M. Vande Walle 
Ellen Vandelaarschot • 
Michael J. Vanyo • 
Mark D. Vaupel • 
Brenda A . Vazquez • 
Paul J. & Mary R. Vetter • 
Ted C. Victor 
James R. Villiesse • 
Ronald D. Visness 
Jeanne M. Vogelzang 
Donald R. Voss 
Eric C. & Suzanne E. Walcher 
Lyle T. Walker • 
Lee & Mary Jo E. Wall • 
Matthew D. & Nancy B. Waller • 
William P. Walsh • 
Louise J. Walton 

Richard H. Walz 
John C. Wangaard 
Linda L. & Todd A. 

Watchmaker • 
Jerilyn D. & John T. Waters • 
Loranda D. & Robert D. Watson 
Martha A. Webster + 

Shawn T. Webster • 
Susan G. Weinberg 
Hilbert S. Weiner • 
Terry L. Weinstein 
Joseph 0. & 

Margaret J. Weissenborn 
Darryl C. & Janet 0. Weivoda 
Jeffrey D. Weness 
Margaret M. Wesenberg 
Ruth M. & William N. Westhoff • 
Roy G. Wetterstrom + 

Richard W. Weyrauch • 
James H. & Lisa M. White 
Michael A. White 
Warren M. White 
Christopher B. Whitehead 
William T. Whitely 
Edward P. Wicker 
Jean E. Wicks 
Michael J. Wier & 

Mary P. McManus 
William R. & Anne Wight • 
Margaret L. & Duane D. Wiita • 
Guy R. Wikman 
Michael J. Wilm 
Karin A. Wilmes • 
Jane E. & Arthur J. Windmeier 
Robert M. Wiseman 
James V. Wittich 
Walter R. Wittmer 
Michael J. Wittry 
Susan T. & Gregory J. Wolf 
Judith A. Wolfe & 

Robin Richmond 
Warren D. Wollenberg 
Linda K. Wolter • 
Linda W. Woo • 
Jon H. Woo • 
Thomas R. Woodruff • 
Steven C. & Susan S. Woods • 
Roger E. Worm 
Robert A. Wright & 

Lloydeen M. Hoida-Wright 
C. J. Wright • 
David Wunder • 
Donghoon Yang 
Bryan V. Yeh • 
Dannielle S. & 

Thomas W. Yoemans 
Anthony L. Youga • 
James S. Young 
Loran C. Young 
David A. Youngquist • 
Richard L. Zabel 
S. Akbar & Sri lata A. Zaheer 
Fredrick D. Zahn 
Wade A. Zander & 

Alison A. Daeges • 
Kent M. Zarbock 
Barbara J. Zeches-Rudolph • 
Edward L. Zeman 
Michael J. Znameroski 
Susan J. & David L. Zuelke 
Dwight J. Zulauf 
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Corporate 
Associates 

2002-2003 

The Carlson School of Management 

gratefully acknowledges the support 

provided by these corporations and 

corporate foundations between July 1, 2002, 

and June 30, 2003. Their investment helps 
the School maintain its competitive edge, 

reward excellence among students, and 

ensure top facilities and technology to 

prepare business leaders for the future. 

The Carlson School and Target 
Corporation enjoy a long-standing 
relationship that benefits both 
organizations. Target's annual giving 
enhances their corporate partnership. 
Through strategic philanthropic 
investment, the company advances 
Carlson School programs and 
promotes opportunities for increased 
presence and involvement at the 
school Jackie Punch,(center) 
Vzce President of Human Resources 
at Marshall field's, celebrated Target's 
gift to the school in September zooz 
along with Carlson students and 
Sr: Associate Dean Dennis Ahlburg 
(second from left). 

CA R LSON Sc H OOL o r M ANAG E M E NT T RIB UTE TO Oua BFN E FACTO R S 

DISTIN&liSIIED 

A'SOCI \TES 

SIOO,OOO .\1'-;1) .\HOVI. 

3M/ 3M Foundation 
Carlson Companies/ Carlson 

Family Foundation 
The Minnesota Mutual 

Foundation, supported 
by Minnesota Life 
and its affiliates 

U.S. Bancorp/U.S. Bancorp 
Foundation 

I· xr:ct TIVI. Associ.\TES 
S;o,ooo-99,999 
Construction Financial 

Management Association, 
Twin Cities Chapter 

Ford Motor Co. 
General Mills Inc./General 

Mill s Foundation 
Hutchinson Technology Inc. 
Target Corporation 

S I· '\I 0 R \ S S 01 I\ T I" S 

Sz;,ooo 49,999 

Alcoa Inc. 
American Marketing 

Association Foundation 
Bristol-Myers Squibb 

Foundation 
Honeywell International 

Foundation 
Medtronic lnc./Medtronic 

Foundation 
Motorola Inc. 
Sony Corporation 

1\IANAGJ"'G As so< r \TES 

SI0,000-24.999 

Ecolab lnc./Ecolab 
Foundation 

National Bureau of Economic 
Research 

Rimage Corporation 
SUPERVALU Inc. 

Bt s1•oss Asso< 1.\TI.S 

S;,ooo 9.999 
Chevron Texaco Corporation 
Department 56 Inc. 
Citigroup Foundation 
Kimberly-Clark Corporation 
Rosemount Inc. 
The St. Paul Companies 
Unisys Corporation 

CONTRI Bl TORS 

@futures LLC 
A veda 
Barbara Bail Consulting 
Cargill Inc. 
Crosby Co. 
D. F. Boyd Ltd. 
Davanni's 
David Rudd Consulting 
E. T. Kelly & Associates 
Earl F. Rasmussen & 

Associates 
Emerson Charitable Trust 
Evavold & Rutgers 

Law Offices 
Exxon Mobil Corporation 
Fallon Worldwide 
G & K Services 
G. J. Daleiden Commodities 
GAP SA 
Greater Twin Cities 

United Way 
Hogenson Construction Inc. 
Holtzclaw & Associates LLC 
Jewish Federation of 

Metropolitan Chicago 
Lighthouse Management 

Consulting Inc. 
Lignotech USA Inc. 
Lunds Food Holdings Inc. 
Marketing Science Institute 
Minnesota Tax Executives 

Institute Inc. 
Minnesota Society of 

Certified Public 
Accountants 

Minnesota Treasury 
Management Association 

Pearson Education 
Prairie Medical Associates 
Provident Capital 

Corporation 
RBC Dain Rauscher 

Foundation 
Rockier Companies Inc. 
Rocky Road Corporation 
South Rush Auto Sales 
State Farm Co. Foundation 
Steinwall Inc. 
Summit Mortgage 

Corporation 
Three Arrows Capital 

Corporation 
United Way of Rhode Island 
Virchow Krause & Co. LLP 
Wells Fargo & Co./Wells 

Fargo Bank Minnesota, 
N.A. 
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Corporate 
Matching Gifts 
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The Carlson School gratefully 
acknowledges the organizations that 

gave matching gifts to the school in 
2002-2003. Numbers in parentheses 

indicate the number of individual gifts 

matched by these organizations. 

To find out if your company will 

match your personal gift to the 

Carlson School, please contact your 

human resources department. 

3M Foundation Inc. (52) 
Wells Fargo Foundation (37) 
American Express 

Foundation (30) 
General Mills Foundation (25) 
KPMG Foundation (23) 
Deloitte Foundation (23) 
US Bancorp Foundation (19) 
The Medtronic Foundation (18) 
IBM International 

Foundation (11) 
Ernst & Young Foundation (10) 
State Farm Co. Foundation (8) 
Graco Foundation (7) 

Deluxe Corporation 
Foundation (7) 

Honeywell International 
Foundation Inc. (7) 

Minnesota Mutual 
Foundation (7) 

Ford Motor Co. Fund (7) 

Cargill Inc. (6) 
The St Paul Companies Inc. 

Foundation (6) 
lNG Foundation (5) 
GE Foundation (4) 
Land O'Lakes Foundation (4) 
Residential Funding 

Corporation (4) 
Ecolab Foundation (4) 
Hewlett-Packard Co. (4) 
Altria Group Inc. (4) 
Canadian Pacific Railway Co. (3) 
Curtis L Carlson 

Family Foundation (3) 
Xcel Energy Foundation (3) 
Fortis Insurance 

Foundation Inc. (3) 
RBC Dain Rauscher 

Foundation (3) 
Thrivent Financial 

For Lutherans (3) 
The NCR Foundation (3) 
The Boeing Co. (3) 
Abbott Laboratories Fund (3) 
The Gillette Co. (2) 
Goodrich Foundation (2) 
Lockheed Martin 

Corporation (2) 
Supervalu Foundation (2) 
Gannett Foundation Inc. (2) 
Intel Foundation (2) 
T C F Foundation (2) 
Agribank F C B (2) 
Marsh & Mclennan Co. Inc. (2) 
St Jude Medical Inc. (2) 
Northwestern Mutual 

Foundation (2) 

Burlington Northern 
Santa Fe Foundation (2) 

Hormel Foods Corporation (2) 

The Toro Foundat ion (2) 

The Pentair Foundation (2) 

West Group (2) 
Johnson & Johnson (2) 
Exxonmobil Foundation (2) 

PriceWaterhouseCoopers 
Foundation (2) 

Key Foundation (1) 

Hughes Electronics 
Corporation (1) 

Harris Bank Foundation (1) 

General Motors Foundation (1) 
The Prudential Foundation (1) 

Nstar Foundation (1) 

FPL Group Foundation Inc. (1) 

ADC Foundation (1) 

Bank One Foundation (1) 

Pearson Education (1) 
BP Foundation Inc. (1) 

Pohlad Family Charities (1) 

The H & R Block 
Foundation (1) 

The Charles Schwab 
Corporation Foundation (1) 

Williams Companies 
Foundation Inc. (1) 

Centerpulse Spine-Tech Inc. (1) 

Rambus Inc. (1) 

Marathon Ashland 
Petroleum LLC (1) 

Altria Group Inc. (1) 

PMI Foundation (1) 

NCS Pearson Inc. (1) 

World Reach Inc. (1) 

Ben & Jerry's Foundation (1) 

E-Funds Corp (1) 

Fortune Brands Inc. (1) 
Verizon Foundation (1) 

Storagetek Foundation (1) 

Arthur Andersen Foundation (1) 
Accenture Foundation Inc. (1) 

Guidant Foundat ion Inc. (1) 
Lexmark International Inc. (1) 

Johnstech International (1) 

Carl & Eloise Pohlad 
Foundation (1) 

Union Pacific Corporation (1) 
PNC Bank Foundation (1) 

United Defense (1) 

Steelcase Foundation (1) 

The Home Depot (1) 
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Riverwood International 
Corporation (1) 

The Sun Microsystems 
Foundation Inc. (1) 

The Gallo Foundation (1) 

Sit Investment Associates 
Foundation (1) 

Alliant Techsystems Inc. (1) 

The AON Foundation (1) 

Bristol-Myers Squibb 
Foundation Inc. (1) 

Seagate Technology Inc. (1) 

The Donaldson Foundation (1) 

Globe Foundation (1) 

H. B. Fuller Co. Foundation (1) 

Archer-Daniels-Midland 
Foundation (1) 

Colgate-Palmolive Co. (1) 

Sara Lee Foundation (1) 

Cargill Foundation (1) 

Glaxosmithkline 
Foundation (1) 

The Procter & Gamble 
Fund (1) 

Coca-Cola Enterprises Inc. (1) 

Safeco Insurance Co. (1) 

Emerson Electric Co. (1) 

Remmele Engineering Inc. (1) 

The Carlson Companies Inc. (1) 

Hallmark Cards 
Corporation Foundation (1) 

The Goodyear Tire 
& Rubber Co. (1) 

The McGraw-Hill 
Foundation Inc. (1) 

The Ashland Oil 
Foundation Inc. (1) 

Tennant Foundation (1) 

Tenet Healthcare 
Foundation (1) 

Phillips Petroleum Co. (1) 

Carlson School 
of Management 
Sources of Revenue and Expenditures 2002-2003 

Sources of revenue 
$60.8 million 

Tuition 
49% 

Gifts & 
non-sponsored 
research 
3% 

State subsidy 
17% 

Endowment 
earnings 
14% 

Educational sales 
12% 

Other income 
(fees, transfers, etc.) 
5% 

Expenditures 
$59.0 million 

Faculty & 
teaching 
professionals 
38% 

University 
assessments Student 
7% support 

10% 

General 
operations 
20% 

Civil service 
bargaining unit 
13% 

Administrative 
professional 
12% 

Sources of revenue 

• Tuition 29.5M 

State subsidy 10.3M 

• Endowment earnings 8.7 M 

Gifts and 1.9M 
non-sponsored research 

Educational sales 7.3M 

• Other income 3.1M 
(fees, transfers, etc.) 

Expenditures 

• Faculty and teaching 22.5M 
professionals 

Administrative 7.2M 
professional 

Civil Service 7.7 M 
bargaining unit 

• Student support 5.9 M 

General operations 11 .8M 
(non-salary, 
including contracts) 

University assessments 3.9M 



How to 
Make a Gift 
to the 
Carlson School 
of Management 

Gifts are welcome at any time and may be 

in the form of cash, pledges, securities, life 

income gifts, and testimonial bequests. Please 

feel free to contact us for more information, 

or use the enclosed envelope to make a gift. 

THE IMPORTANCE OF A WILL 

A will or living trust is a statement about what 

matters most in your life. It ensures that your 

intentions are clearly understood and will be 

followed by those administering your estate. 

If the Carlson School of Management has 

been important in your life, you can leave a 

legacy by making a gift to the school in your 

will. Your generosity provides future funding 

that enables the school to maintain its strength 

as a great business school. 

Your will should state your intention clearly 

enough so that the U of M Foundation can 

ensure that your objectives are fulfilled . The 

following is suggested language that you and 

your attorneys can use in your will. 

"I give, devise and bequeath to the University 
of Minnesota Foundation, Minneapolis, 
Minnesota, {percentage of residue, sum, or 
description of property} for the benefit of the 
Carlson School of Management." 

To make a gift on-line, please visit: 

https:llwwwfoundation. umn.edulpls/ dmsnl 
on!ine_giving.startJlull 

CARLSON 
SCHOOL Or MANAGEMENT 

Carlson School of Management 
University of Minnesota 

32I Nineteenth Avenue South 
Minneapolis, Minnesota 55455 
612-625-0027 
www.carlsonschool. umn.edu 

~- 2003 by the Regents of the University 
of Minnesota. All nghts reserved. 

For assistance in making a gift, 
please contact: 

Christopher Mayr, '8I 
Chief Development Officer 
Phone: (6I2) 624-4193 
E-mail- cmayr@csom.umn.edu 

Troy Lindloff 
Development Officer 
Phone: (6I2) 626-7339 
E-mail: tlindlojJ@csom.umn.edu 

Kim Snyder, '92 
Development Officer 
Phone: (6I2) 6zs-o;88 
E-mail· ksnyder@csom.umn.edu 

Tonia Stoffregen 
Development Officer 
Phone: (6I2) 6z6-7104 
E-mail- tstoffregen@csom.umn.edu 

Melissa Behles, 'oo 
Director of Annual Giving 
Phone: (6rz) 6zs-r345 
E-mail- mbehles@csom.umn.edu 

For more information 
about Carlson School programs, 
please visit 
www. CarlsonSchool.umn.edu 

YOUR GIFT IS IMPORTANT TO US 

\Vhile we make every effort to ensure 
the accuracy of our benefactor records, 
we occasionally find errors. If we 
have omitted, misplaced or misspelled 
your name, please accept our apologies 
and contact Roberta Collins at 
612-624-5256 so that we may correct 
our records. 

Gifts Jjsted in this report were cash 
gifts and I or pledges made between 
July 1, 2002 and june 30, 2003. 

Christopher Mayr, '81 
Chief Development Officer 

1roy Lindloff 
Development Officer 

IGm Snyder, '92 
Development Officer 

Tonia Stoffregen 
Development Officer 

Melissa Behles, 'oo 
Director of AnnuaJ Giving 

UNIVERSITY OF .MINNESOTA 

PRESIDENTS CLUB 

Major Giving Categories, based on 
a benefactor's lifetime giving 

BL ILDERS SOCIETY 

Gift or pledge of at least $r million 

REGENTS SOCIETY 

Gift or pledge of at least $5oo,ooo 

TRt·STEES SociETY 

Gift or pledge of at least $roo,ooo 

CHANCELLORS SOCIETY 

Gift or pledge of at least $5o,ooo 

FOUNDERS SOC! ETY 

Gift or pledge of at least $zs,ooo 

HERITAGE SociETY 

All future gifts 

The University of Minnesota is an equal opportunity educator and employer. 
This publication is available in alternative formats upon request. 



~ 
_____ _j 



CARLSON 
SCHOOL OF MANAGEMENT 

UNIVERSITY OF MINNESOTA 

J2I ineteenth Avenue South 

Minneapolis, MN 55455-0438 
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Event Calendar 
NOVEMBER 2003 

Non-Profit Org. 
U.S. Postage 

PAID 
Minneapolis, MN 
Permit No. 155 

4 First Tuesday-Jim McNerney, chairman and CEO, 3M, Radisson Hotel 
Metrodome. 

5 Denver-area Alumni Event-Restaurant Kevin Taylor, Hotel Teatro, 
1106 14th. St. Call 612-626-9633 for information. 

7 First Friday-MBA alumni and student networking event-Le Meridian 
Hotel, Infinity Bar, 601 First Ave. N. , Minneapolis. 

7 Committee of 200 Fall Outreach Seminar 2003: "Strategies for Success: 
Inspiring Leadership in Today's Business Environment." Carlson School 
of Management, 8 a.m. to 4:45 p.m. 

13 Seattle-area Alumni Event-W Hotel, 1112 Fourth Ave. 
Call 612-624-0554 for information. 

20 San Francisco-area Alumni Event-Olympic Club, 524 Post St. 
Call 612-624-2804 for information. 

21 Inside the Boardroom with Pat Mitchell, president and CEO of PBS, 
a leadership series hosted by Marilyn Carlson Nelson, and 
presented by Graduate Women in Business. Carlson School 
of Management. 3M Auditorium, 5:30 to 8 p.m. RSVP 612-626-9635 or 
e-mail mkinross-wright@csom.umn.edu. 

DECEMBER 2003 
2 First Tuesday-Or. William W. McGuire, chairman and CEO, United Health 

Group, Radisson Hotel Metrodome. 
2 Dallas-area Alumni Event-Maguire's Restaurant. Call 612-625-8308 for 

information. 
5 First Friday-Grandma's Saloon & Grill , 1810 Washington Ave., 

Minneapolis. 
9 Atlanta-area Alumni Event-W Hotel. Call 612-626-9633 for information 

JANUARY 2004 
6 First Tuesday-Nathan Dungan, author, Prodigal Sons & Material Girls: 

How Not to Be Your Child's ATM. Radisson Hotel Metrodome. 
7 Chicago-area Alumni Event-location TBD. 
9 First Friday-Martini Blu, 615 Second Ave. S., Minneapolis (second Frida~ 

due to holidays). 
14 New York City-area Alumni Event-American Express. 200 Vesey St., 

World Financial Center. 

FEBRUARY 2004 
3 First Tuesday-Michael Francis, executive vice president of marketing, 

Target Corp., Radisson Hotel Metrodome. 
6 First Friday-Old Chicago, 508 First Ave. N., Minneapolis. 

MARCH 2004 
2 First Tuesday-Robert Kueppers, national managing partner, 

Deloitte & Touche, Radisson Hotel Metrodome. 
5 First Friday-O'Gara 's, 164 N. Snelling Ave., St. Paul. 
9 Inside the Boardroom with Anne Mulcahy, chairman and CEO, 

Xerox Corp., a leadership series hosted by Marilyn Carlson Nelson, 
and presented by Graduate Women in Business. Carlson School 
of Management. 

APRIL 2004 
2 First Friday-Mojito South American Steakhouse & Bar, 

4656 Excelsior Blvd ., St. Louis Park 
6 First Tuesday-Roger Staubach, chairman and CEO, Staubach Co., 

Radisson Hotel Metrodome. 
For more information on First Tuesday events call 612-626-9634 or e-mail: 
firsttuesday@csom.umn.edu 


