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As I walked to my car, I felt as though a dream had just ended, before it had begun. All of the expectations, the hopes, were crushed. How could it not have worked? Did I fail? Why has it ended, so soon? As I left MVR Publishing, for the last time, I was, at once, shattered and liberated. 

THE MATCH 

Barry Murphy, a bright energetic full-time MBA student at the Carroll Graduate School of Management at Boston College was in his second and last year of studies. At 23, he was young and his work experience was limited, having immediately entered the MBA program from undergraduate studies. Yet he exuded self-confidence and maturity. He excelled in academics, and was active in extracurricular activities, among them, the editorship of the Graduate Gazette. It was in this capacity, he first met Roger Gooden, President of MVR Publishing, the printer of the Gazette. 

MVR PUBLISHING
MVR Publishing had been in existence for over 18 years. The company’s niche was primarily college publications. With annual sales of $12 million, and about 90 full-time employees, MVR was very much a family company. Sales had plateaued during the last three years, after impressive growth during most of the 2000s. MVR prided itself on the quality of its work and the neatness of its operations. Yet, the industry had undergone change during the recent times. Competition and the shift to online delivery had increased and profit margins had been squeezed. Internally, MVR was somewhat insulated from recent market changes - in particular, the consumer move from “premium priced quality” to “availability orientation.” Additionally, for the past few years, the sales department was considered quite weak. 

Roger Gooden, 46, was the founder, majority stockholder (the company was privately held), and President. Charismatic and diplomatic, Gooden’s life was devoted to his work. At the age of 15, he began working for his father’s small printing company in Vermont. After various jobs in the industry, he, at 28, started MVR in 1999. According to company veterans, Gooden was MVR and MVR was Gooden. 

Louise Gooden, 47, was the Controller, as well as Roger’s wife of 20 years. She had been with Roger from the start, and held a minority interest of the stock. While her accounting procedures were generally primitive - literally performed out of notebooks, she had tremendous influence on the course of the company. Her power was pervasive at MVR. 

Paul Olivetti, a friend and business partner of Roger well before the inception of MVR, was Vice President who oversaw computer information systems and technical printing issues. At 68, Paul, the only other shareholder, was perhaps past his prime, but like Roger, printing was his life. Filled with nervous energy, Paul saw himself as somewhat of a father figure to Roger, as well as to the company in general. 

Cindy Williams, 38, Customer Service Manager and Assistant to the President, had been with Roger for over ten years and she was married to the Production Manager, Ron Williams. 
Many of the others in the company were either relatives, people who had been with the company since the beginning, or close friends of these individuals. 

THE BEGINNINGS
The initial phone conversation between Graduate Gazette Editor Murphy and Gooden was professional and cordial. Murphy was impressed with the fact that the president of the company was to be his primary contact, as well as with Gooden’s warm and personable tone. During September, they spoke a number of times, mainly to iron out any production or technical details. Roger invited Barry to tour the plant, and once actually offered to go to the campus to help with the preparation of the Gazette. Barry was immediately struck by Roger’s openness and generosity. Later, in satisfying a course requirement for a class on entrepreneurship, he contacted Roger for “An Interview with and Entrepreneur.” Roger eagerly accommodated. 

The interview went extraordinarily well. For nearly two hours on a Sunday morning in his posh suburban home, over coffee and doughnuts, Gooden discussed the personal and professional dimensions of his venture as well as entrepreneurship in general. Barry recalled his fascination as Roger proudly discussed the excitement and satisfaction of creating and building a successful organization. But later in the interview, he also pointed with sadness to the fact that he and his wife Louise had forgone having children - that the company was their life. 

“You might say that we truly hit it off,” Barry recalled excitedly to a classmate. “I am impressed with this guy. As a businessperson, he seems wise and progressive, and as a person, he is charismatic and candid. I sensed that he has a genuine interest in my future and me. He asked about my background and education - he loves the idea of the MBA.” 

Barry continued almost giddily to his classmate: “He mentioned in passing something about a position as Director of Sales at MVR that he had been trying to fill for some time. We grinned and suggested that the topic might be more appropriate for a future discussion. I might have accomplished more than simply satisfying the Entrepreneurship requirement.” 

Over the next three months, the relationship between Murphy and Gooden continued to grow. Often Barry would drive the Gazette to Roger’s house early in the evening for Roger to take to the press. On some of these occasions, the two would discuss school, business, pleasure, and the Red Sox at Roger’s kitchen table until 11:00 at night. A few months later, Roger relayed to Barry, “I remarked to Louise that you are becoming our adopted son.” Barry was flattered. 

“He’s a sharp kid,” Roger said to Louise over dinner one night. “I like him a lot. Can you see him in Sales? Maybe helping get the department on track, taking some of the pressure off me?” he asked Louise. 

“Well, I don’t know him. I mean, what does he know about printing?” 

“He’s got a lot on the ball. He’s young, aggressive. He’ll have his MBA.” 

“Yeah . . .” 

“Well, it’s just a thought,” he ended. 

In January, Barry began his job search. He was targeting management consulting firms in the Boston area.  The early results were discouraging. But as the number of rejection letters increased so too did Gooden’s probings of Barry’s career intentions. “What is your ‘wish list?’ What are you trying to accomplish in the job search?” Gooden asked. Barry sensed there was more than a casual interest in the questions and remembered the Director of Sales position that Roger mentioned at their initial meeting. In April, at Roger’s invitation, Barry visited the MVR plant. He reflected: 

It was a great afternoon. The plant was very impressive - large, clean it looked like an exciting place to work. And Roger was an awesome sight, strutting briskly and confidently from the production area to the offices. He introduced me to the various managers, “This is the guy from BC. He’s graduating with this MBA next month.” I can easily see myself working there. 

Soon after the visit to MVR, with graduation imminent, Murphy was not surprised when Gooden invited him to talk more directly about the job. Murphy recalled the occasion: 

Meeting for dinner and drinks at Roger’s favorite restaurant, we engaged in deep discussion of what MVR faces in an increasingly competitive market place, the kind of company that MVR is and we talked about the role of the Sales Director. We conversed personally about the kind of people we are and shared some of our expectations. We discussed employment terms briefly, then returned to our dreams. We talked about taking over the industry. We went from “a serious discussion,” to Roger offering me the job and my accepting during this one evening. It seemed to be a perfect match.

Louise Gooden happened to be in the same restaurant with some of her friends that night and stopped by their table. Roger announced, “Louise, we just hired our first MBA.” She responded somewhat favorably, then, turning to Murphy, she launched into a colorful and emphatic instruction portraying the culture of MVR. She stressed that MVR was a “down to earth” operation. She cautioned him to understand his role as an outsider coming into such a company and to go slowly, particularly in the beginning. Because she spoke most earnestly, Barry listened attentively. 

It was near midnight when Gooden and Murphy toasted their agreement and parted. Though weary, Murphy drove to his parents’ house to celebrate the good news. He mused during the ride “graduation will be all the sweeter now.” 

He was to start on June 1st. 

THE FIRST WEEK 

The first week was a whirlwind introduction and orientation to MVR, its people, as well as the industry. As Barry began to learn the technical nature of the printing industry and to sort out the issues confronting the Sales Division he now headed, Roger spent an inordinate amount of time with him. Both were excited with the arrangement. They met each morning for an hour or so, a few brief times during the day, and then again in the late afternoon. During the week, Barry had formal meetings with each of the dozen or so key people in the organization. His initial orientation appeared to be going well. Friday evening, Barry wrote in his journal: 

The first week has been terrific. Where has it gone! I am listening and learning as much as I can. I feel that each of my meetings with the managers went quite well. People appear to be open and welcoming, except for Louise, that is. In my meeting with her, she conveyed a similar tone as her acerbic remarks at the restaurant the evening I accepted the offer. She lectured me about the company and her expectations of me. I think this relationship is going to take some work. 

Murphy was very sensitive to the organizational issues associated with his entrance as “an outsider,” and tried not to wear the MBA on his sleeve. He sought to surpress any natural inclinations of brashness and self-assuredness in an effort to facilitate the process of achieving organizational acceptance. 

At the end of the first week, Gooden commented to Murphy, “You are not the neophyte I thought you might be. Your reception here is going much better than I expected. I think that your energy has been contagious in a very positive way. And my bringing someone in to run Sales shows that company that we are serious about turning things around there.” Barry was very pleased and smiled to himself that he was gaining acceptance. 

THE SECOND WEEK 

The second week went much the same. Some of his fellow employees were friendlier than others. As Louise had said, communication within the organization was rather informal. An informal lunch group that included Paul, Cindy, Ron and some others gathered daily. Barry had not yet been invited to these. And being so new to the organization, he was excluded from the informal discussions he noticed throughout the plant each day. Yet he was glad for the end of the day meetings with Roger, by whom he felt fully accepted. 

Murphy worked hard to learn about the industry, the printing process, MVR Publishing, as well as to understand the condition of the Sales Department. He noted that many publications were moving on line.  He devoured trade journals; observed the operations and meetings at MVR; discussed internal and external challenges with individuals from sales as ell as others in the company. He became aware that the Sales Department had some serious problems. There were only four salespeople and their productivity was modest at best, as Barry saw it. As far as he could determine, no mission, strategy or supporting structures had ever existed in the Sales Department. In the words of one salesperson, “Roger simply watches over our every move and regularly intervenes to help out when he senses a problem. In fact, if the truth be known, Roger himself is the leading salesman in the company.” Morale in the Sales Department appeared quite low. 

During a midweek visit to his alma mater to meet with his successor at the Gazette, Murphy encountered one of his professors and related what he had found in the Sales Department. 

This company is entirely production driven, not at all sales oriented. I’m picking up on an inferiority complex among the salespeople and there are also some disturbing signs that those outside of sales have little respect for us. In fact, I heard a story from someone in production that two salespeople in the past had allegedly left the firm with customer lists and other sensitive information. That certainly doesn’t help any. There is lots of work to be done. 

Murphy told Gooden at the beginning of the second week that he was determined to turn Sales around. Gooden beamed. Murphy reported on the status of his efforts - including his perception that people in sales seemed cooperative. Murphy had begun to formulate and implement some basic measures. First, two regularly scheduled sales meetings were to be conducted each week. Second, a central database for prospect tracking purposes was to be created. Roger nodded in the affirmative. Both steps, in fact, were accomplished in conjunction with the sales staff, Roger, and Cindy, the Customer Service Manager (and Assistant to the President). Initial results appeared to be somewhat favorable. 

During the second week, Barry was invited to the managers meeting. This was a great moment for him. It was all coming together, he thought to himself. He boasted to a classmate over drinks one evening. 

I introduced the notion of a value-orientated market versus a premium demand. You should have seen the looks on their faces! They thought it was brilliant! You would not believe how backward this company is. All of the accounting and control systems are obsolete, if they exist at all.  It’s amazing. Wait until I unleash my secret weapon, the IPad. At least I’ll take Sales into the twentieth century. 

Before leaving on Friday of the second week, Barry noted on his calendar, “Things are going very well!” 

THE THIRD WEEK 

In a discussion with Gooden early in June when he arrived at MVR Publishing, Murphy had broached the subject of bringing in his own IPad into the office to assist in his duties as Director of Sales. After two weeks of direct observation, Murphy delicately suggested that MVR was somewhat behind in terms of computerization and that his IPad could help close the gap. Roger seemed hesitant at first, then approved Barry’s introduction of the computer. Assuming the president’s pause related to doubts about the utility of the IPad, Barry identified a number of sales activities that would be made infinitely easier using it. Though Roger approved, he did not appear entirely convinced. The subject was dropped as the two moved on to discuss another matter. 

On Wednesday, Barry happily carried his IPad into MVR, declaring with a smile to a couple of managers as he passed, “Now I can call this place home.” A number of events occurred in the following hours. During lunch with his fiancée, Barry recalled a bewildering morning. 

Shortly after I had set up the IPad in my office on the second floor, I walked downstairs to photocopy some document. Roger, with a somewhat frantic look, called me into his office. “You’ve caused quite a firestorm by bringing your IPad in,” he said in a raspy voice I’d never heard before. I was shocked - I asked that reason. Roger said that he was not sure exactly why the computer had caused the disruption, but it had. He told me he had to run out to see a customer, and instructed me to keep the issue quiet until he returned. I nodded in agreement but stood for a moment trying to digest what had happened. I went back to my desk. I couldn’t imagine what was going on.

Within ten minutes, Paul Olivetti walked into Barry’s office and paced uncomfortably. He indicated to Murphy that he was concerned about who would pay for a printer (an issue still unresolved), and the integration (or lack thereof) of the IPad to the company’s network. Murphy avoided entering further into discussion, or defense, recalling Roger’s caveat of a few minutes earlier. Murphy told Paul that Roger intended to have a meeting to address the questions and concerns of people in the organization later that afternoon. Barry remembered, “As Paul left, I sat back with a sinking feeling.” He continued to a college friend:
Would you believe, about five minutes later, Louise marched toward my desk. She began, “About the computer . . .” With a smile of disbelief and almost resignation, I tried to acknowledge the impact of this computer: “Louise I realize this has caused quite a commotion . . .” Pointing her finger at me, as I sat and she stood, she fired, “This is not one bit funny!” 

I sat motionlessly, as she excoriated: “Bringing this computer in looks like you really don’t want to be part of the team . . . that you’re separate from the rest of us, and doing your own thing up here. People in this company look at you and say “Who does this punk think he is, coming in here with his own computer?’ You’re still a stranger. You have to earn respect, you just don’t get it because you have an MBA or title or something.” 

I can’t tell you how insulted and infuriated I felt. But I bit my tongue and tried to explain that Roger had said that I could bring it in. 

She fired right back, “So what? Who is Roger? His is one person. Did you think to check with me? Did you check with Paul? Or anyone else to see if it is OK?  No, obviously you did not.”

By this time she was getting to me, so I said, “Certainly, it is not my intention not to be part of the team. Precisely the opposite, in fact. I feel I have done everything in my power to become part of the team, and to earn respect over the past three weeks.” 

I tried to allay her fears and give insight as to my motivations: “The computer will help me be a better Sales Director. If I am a better Sales Director then I can be a better part of the team.” 

As if she hadn’t heard a word I had just said, she fired that same argument again. It was clear that she would have the last word and so I didn’t contest. I remembered Roger’s advice to avoid the issue until later. She left the room with the same unbelievable view with which she entered. The computer is in trouble and so am I. 

During the afternoon, Barry, though still angry and confused about the furor over his IPad, worked on some sales projects manually with his computer conspicuously unplugged in the corner of the office. 

Gooden did not return until six that evening. Louise had left, and only Paul and Barry were still in the building. At Roger’s request, the three met to discuss the computer issue. Though the atmosphere was tense, the discussion was civil and constructive. Once again, Barry tried to present a convincing case for how the IPad would enhance his own effectiveness as well as that of the Sales Department. He stressed the point that his computer would be off-line so any concerns of confidentiality were unwarranted. The three agreed that incorporating the IPad could be a sound solution to some of the problems in Sales. But, the sensitivity of the issue, i.e., Louise’s reaction and public position, was a serious consideration. Roger and Paul were emphatic that it would be best to table the issue for the time being, to defer using the IPad, and that the issue would be reopened soon. 

Before turning in for the night, Murphy entered in his journal: 

Tonight as Paul and I walked to our cars, he chided me for moving too quickly with the computer and said that Roger is not necessarily the one to consult on that sort of issue. He suggested, with a smile and a nod, that I “speak to Uncle Paul” in the future for advice on such matters.

THE FOURTH WEEK 

During the end of the third week and into the fourth, Barry noticed a sharp drop off in the amount of time Roger was spending with him. When Barry mentioned this, Roger explained that the desperate need for sales was pulling him away. Indeed, talk around the company had focused on deteriorating sales and profit margins in a cyclical market exacerbated by a persistent rise in competition. Even though Murphy recognized the critical business situation, he still felt Roger’s increasing inaccessibility had other causes and that began to disturb him. In an evening out with his father, Barry struggled with these recent developments: 

I get the sense that he is less pleased spending time with me. Certainly the demands on him as chief company breadwinner are important, but somehow he sees me a bit differently now than before. Maybe the computer issue revealed that I could be a thorn in his side with others in the company. The honeymoon sure is over, Dad. 

Murphy spent the end of the third and most of the fourth week working largely on his own. He was creating the Central Database and conducting Sales meetings. He saw that many publications did not have a print edition – only and online version.  Other than that, his orientation and training, which had primarily relied on Roger’s tutoring, had broken down. He was patient, but troubled. He tried to pin Roger down but was leery of pushing too hard. Most of their meetings during this period were conducted at the end of the day. And the days were long, so they met usually at 6:30 p.m. or 7:00 p.m. when both of them were tired, especially Roger. They were both unhappy, but Murphy was waiting for things to turn around. 

Barry was not invited to any more of the managers meetings during this period, a fact that displeased him. Gooden explained that they were discussing pressroom lay-offs and he wanted the other managers to feel completely comfortable and to express their feeling frankly, undistracted by the presence of a newcomer. 

Barry also gingerly raised the computer issue again because, as he told Roger, “It is an increasing handicap as I try to develop in my position.” Roger and Paul both persisted that he wait longer, cautioning him not to be too aggressive. 

On Wednesday of the fourth week, at about 9:30 a.m., Gooden summoned Barry into his office. Roger appeared very serious. 

Looking Barry straight in the eye, he snapped, “What have you been using the copier for?” 

Caught off guard, and puzzled, Barry answered, “Ah, business stuff . . . business purposes.” 

“What business purposes?” 

“All sorts. Copies of quotes, copies of memos. Ah, copies of articles from trade journals. That sort of thing. Why do you ask?” Barry was off balance. 

Never breaking eye contact and leaning forward, Roger elaborated, “The reason I ask, Barry, is that someone has seen you coming into the plant first thing in the morning, photocopying documents, going to your car and not returning with them.” 

Dumbfounded, and deeply offended by the charge, Barry reddened and blurted, “What? Definitely not! Absolutely not. Are you serious? Where is this coming from? It is simply not true.” 

“Okay, that is what I hoped you would say,” Roger responded slowly sounding somewhat rehearsed. “I don’t know exactly who said it. It came to me second-hand. But I believe you.” 

His eyes now glistening with rage, Barry angrily continued, “This is unbelievable. I never, not once, ever copied a document, any document, then deposited it in my car. Not once. Not ever. Roger, over the last month, I might have gone to my car three or four times. My sunroof was open once. I left my lunch in there once or twice. But that is it.” 

“Okay. Okay. I believe you. I do,” Gooden said seemingly trying to convince himself. 

As if he did not hear Roger, Barry fired back, “ The implication is insulting. It is untrue. At least let me know who said this so I can confront the person and explain the situation.” 

With a shrug of his shoulders, Roger said, “I don’t know who. What matters is that you have me on your side. I believe you.” He sighed. “Well enough of this. Now on to that publication for the University of Massachusetts. . .” 

Barry did not hear anything else. Flabbergasted, and deeply offended, he proceeded mechanically. The rest of the day was a near total loss. 

Barry could not put this searing encounter out of his mind. The more he thought, the more bothered by these events he became. The computer episode and now this accusation of stealing company documents utterly confused him. His character had been challenged and he was hurt and angered. He questioned himself. He wrote in his journal that night: 

This is gnawing away at me. I am beginning to see a pattern and I wonder if perhaps I’ve had a role in provoking these situations and reactions. Did I instigate these problems? Have I predisposed the company to look upon me with suspicion through my attitude or my actions, or comments? Was it me? Is this a normal part of the proverbial “real world?” Or not? Why are they suspicious? Why are they resisting me? Should I fight or should I acquiesce?

On Thursday, an eerie mood pervaded the plant. The unwelcome sight of “the accountants” heading to the conference room, made everyone uncomfortable. Roger and the rest of the managers were in meetings for hours. When not in conference, Roger was out of the office. Barry spoke with him only briefly late in the day, and the talk was of no consequence. 

On Friday, the last day of his first month, Barry was on the road for most of the day, at bid openings and some other activities. As he entered the plant, returning from an appointment at about 4:00 in the afternoon, Cindy, Roger’s assistant, was summoning everyone in the company to the back room - the only place in the plant large enough to accommodate all the employees. Noticing Barry’s quizzical look, a salesperson whispered that Roger would be addressing the company shortly, and then added that there had been a 15 percent layoff that afternoon. 

As Roger made his way to the lunchroom, he directed Barry to the Director of Human Resources, Walt, who asked Barry to join him in Roger’s office. 

“What is going on?” Barry asked impatiently. 

“There has been a major layoff today and . . .” 

“Am I part of the layoff?” 

“This is something that Roger should . . .”
“Walt, am I part of the layoff?” 

“Yes.” 

Barry slumped in his chair. 

Walt hastened, “This decision is solely an economic one. It has nothing to do with anything you have done or not done. You were not here long enough to fail.” 

Struggling to keep his composure, Barry said, “All I can say is that this doesn’t align with the commitment Roger and I make to one another. It is totally, totally inconsistent.” Barry shook his head in disbelief. 

Roger entered after about 15 minutes or so. He had difficulty looking Barry in the eye. He expressed regret in having to lay him off. He stressed that the decision was solely financial and that the “things that had been going on” were completely irrelevant. He said that laying Barry off was the most difficult part of the decision. 

Crestfallen, Barry concluded to his father on the phone that night, “I wished Roger ‘good luck’ as I left. Louise avoided me on my way out of the building. I made my way over to her office and wished her luck as well. She smiled and said, ‘You too.’” 
Discussion Questions

1. How would you describe the efficacy of the hiring process of Murphy?

2. What are the issues of perception and attribution?

3. How would you characterize the culture of MVR?

4. How would you evaluate the socialization process?

5. How would you assess the power dynamics among Barry, Roger, and Louise? 
6. To what extent did the actions of Barry contribute to the conclusion?

7. Why do you think he was let go?

8. Was the situation salvageable?

9. What advice would you offer Barry about the entire situation?
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