Team 1

Richard Wiese

President, Great North Salina Street Business Association

wieserick@yahoo.com
home: 457-4403

cell: 491-3799

Potential Projects: Assess viability of the association including how it could support businesses and gain additional members.

Work with local businesses and community and government leaders to study the feasibility of creating a “North Salina Street Experience”.

Student Team:  Gladstone, Ehle, Roehm

Team 2

Matt Godard

Owner, Café Kubal

cafekubal@gmail.com
Office: 299-8300

Café : 278-2812

Cell: 391-2111

Potential Projects: Educational Center, New Store, Global Trade, Improving Wholesale Market.

Student Team: Bittel, Hazebrouck, Johnson, Artessa

Team 3

Betty Wiese

President, Lewis Uniform

315-471-4616

info@lewisuniform.com
Potential Project: Valuing Business( for purpose of sale) and transition from current owner to her son.

Student Team: Howard, Congdon, D’Loughy, Smith

Team 4

Cindy Myrdek

Owner, Bark Avenue

cindy@barkavedogs.com
315 295-2275
Potential Project: Improving Bookkeeping, Investigating addition of full-time employees, Investigating purchase of building.

Student Team: Dahlgren, Cobb, Jordon

Prior to the initial meeting:

Contact entrepreneur and arrange initial meeting.

Learn as much as possible before the meeting.

Anticipate steps required in initial analysis.

Plan management of initial meeting.

Initial meeting:
Greet and share sense of enthusiasm for work.

Briefly describe course and expectations.

Very briefly describe you understanding of client’s goals as described by instructor. Look for verification, clarification, and any other ideas from client.

Indicate that successful project will require some time spent understanding the business and that actual emphasis may change after analysis.

Describe what you believe is necessary for the initial analysis, get client feedback, discuss how it can be accomplished.

Discuss your needs from the client and suggest a letter of agreement and the creation of a plan of action.

Schedule a subsequent meeting to go over the letter and the plan.

Second Meeting:

Prepare a letter and send a draft to the client before the meeting seeking input.

Prepare a written plan of action for discussion.

