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Devereaux also believes strongly in

new approaches rising from the

ashes of past miscues.

“Mistakes occur,” she says matter-

of-factly. “Don’t punish them. Just

learn what doesn’t work, take what

you can use from the experience

and move forward.”

She cites Citigroup’s former venture

into virtual banking, viewed by

many industry watchers as a failure,

as an example of moving one step

backward and three steps forward.

“The virtual bank didn’t work out as

we hoped it would,” she says. “But

a great deal of the technology from

that effort now supports our branch

banking network. We also learned

an incredible amount about online

banking that helped us create our

current Internet banking services,

which consistently rank as the best in

the world.

“When you foster an environment

of inclusion built on the assurances

that everyone can offer ideas that

add value, that their ideas will be

taken seriously, and that they’ll be

rewarded for doing the right thing,

you ultimately create a culture that

enables innovation,” she says.

“In an industry used to long lead times to test and

develop medicines, moving at Internet speed can be 

a significant challenge.”
— Melanie Kittrell

Melanie Kittrell
Class of 1990

Merck U.S. Human Health
Executive Director

e-Business Strategy & Marketing

Engineering A 
Shift To Internet Speed

Innovation is, by its nature, a swim

against the mainstream, posing

particular challenges for those

seeking rapid breakthroughs in

companies or industries where

development cycles are routinely

measured in years or decades.

“It has to begin with a sense of

urgency about the need for a 

different approach to respond to an

opportunity,” Melanie Kittrell says

of the process. “I was fortunate to

have the full engagement of our

executive team from the beginning.”

However, innovation requires more

than a management mandate, says

Kittrell, who created Merck’s 

e-Business Strategies and Solutions

group as an autonomous, intrapre-

neurial start-up in 2000 to 

investigate, recommend and 

develop e-Business solutions that

support the company’s marketing

efforts. To date, the group has cre-

ated four online physician and con-

sumer portals that provide U.S.

healthcare professionals and 

consumers with access to the 

pharmaceutical company’s product

and healthcare information, access

to literature and product samples,

continuing education opportunities,

news and other resources.

Gaining internal support and buy-in,

according to Kittrell, has been a key

strategy in expediting ideas through

an organization distinct in its

requirement to adhere to stan-

dardized business practices and

strict regulatory considerations.

“Often, existing internal processes

aren’t designed to support inno-

vations as they develop. In an

industry used to long lead times to

test and develop medicines, 

moving at Internet speed can be a

significant challenge.”

One task that Kittrell came prepared

to tackle was the team building

process.

“We were ‘extreme teamed’ during

my Carnegie Mellon days,” she

recalls. “Every mini, we’d have to

deliver projects with a team of

cross-functional people in an

imperfect environment with less

than ideal resources, compressed

timeframes, and a lack of clarity

about assignments. We ultimately

understood how to turn out major

deliverables in a short timeframe,

which were lessons that prepare

you to lead innovation in the 

marketplace.”

Her experience led to a number of

insights that contribute to the 

company’s success.

For example, Kittrell’s group filtered

the advice of e-Business and tech-

nology consultants about the best

ways to organize and present 

enormous amounts of data 

regarding product and healthcare

information online through the lens

of a pharmaceutical company bound

both by clearly defined business

practices and one of industry’s

strictest regulatory environments.

Transparency also helps to engage

internal stakeholders by encour-

aging participation among others

within the organization, so greater

value is demonstrated as early in

the process as possible. Locating

innovative groups in the same 

facilities as other functional groups

and involving them in road tests

removes much of the mystery,

paving the way for support as

implementation nears.

“Showing value as we progressed

and enabling others to try the

technology we developed in a 

partnering approach helped create

awareness of what we were trying

to accomplish,” she says. “We

chose a first project that could be

up and running quickly so we could

bring something tangible to the

table as rapidly as possible.”

Most important, projects that

spring from thorough research are

more apt to win hearts and minds.

“You demonstrate value by showing

how you can support and help 

others within the organization

accomplish their goals,” she says.

“That link to customer needs and

business benefits helps ensure that

what you create will actually be of

value to the organization.”

Finding The Why Guy

“Everyone in the automotive 

industry talks about innovation,”

says George Murphy, “but if the

organization doesn’t enable innova-

tion, you’re just talking to yourself.”

Enabling begins with a concrete

commitment by the organization.

“Innovation must be part of 

everyday language and culture,

stated as a core element of 

corporate strategy,” says Murphy,

who oversees the automaker’s global

marketing efforts. “You support the

commitment with financial and

human resources, then place 

criteria on delivering specific forms

of innovation because what’s

measured is what gets attention.

“It’s not declaring that we’ll come

up with nine new products next

year,” he cautions, but a delicate

balance that entails strategically con-

straining managers and employees.

“Constraining people by limiting

resources is a large part of doing

things unconventionally,” says

Murphy. “You’re forced to think

about new ways to achieve objec-



ROI,” he says. There should be no

conjecture when answering funda-

mental questions like, “what countries

do we open up? Or what do we

invest in developing unconventional

customers?”

Success also breeds its own set of

challenges.

Large, established companies have

wide latitude to invest in innovative

approaches and absorb potential

missteps, but they invariably resort

to bureaucracies for gathering, 

collating and filtering information,

which affects the quality and timing

of decisions. Established firms also

frequently shift their outlook to

process efficiencies such as quality

and cost improvements rather than

authentic breakthroughs.

evolve. Harness too late and you’re

entrenched in an unrealistic para-

digm, and risk becoming more like a

research organization than a for-

profit company.”

The inability to harness is a chief

reason why companies with promising

ideas fail to deliver.

“Biotechs fail not because they

don’t have innovative ideas, but

because harnessing takes place

too late,” Pien says. “Making the

right call at the right time takes

tremendous experience and imagi-

nation, along with the enterprise

skills to make decisions based on

the expertise of your team. It’s very

much an art.”

Harnessing may be an art form, but

Pien says deploying commercial

resources has become a science

thanks to a wide range of analytical

tools that support decision-making,

an approach aided by his Carnegie

Mellon training.

“Some argue that decisions like

investing to stimulate trials and

reach customers are a ‘taste’ thing,

when in fact you can design exper-

iments that tell you the right amount

to spend with the right audiences or

the media mix that yields the best

process, and shifted marketing

communications spending from a

cost-focused approach to one that

seeks and evaluates value-added

opportunities.

“Instead of focusing on negotiating

the lowest ad rates, we now

demand a mix of resources such as

CRM, Internet, customer lists and

other tools to reach our target 

audience more successfully,” he

says. “This effectiveness/efficiency

model rewards media outlets for

helping us access consumers.”

Murphy’s group also thinks inside

the box — as in Xbox, Playstation2,

PC and other gaming platforms —

and works with leading game devel-

tives and fundamental processes

behind them, and break down 

functional barriers and paradigms.

“It sounds tough, but some of the

most innovative things I’ve seen

happened when you planned some-

thing at headquarters, arrived at

your assignment, and realized that

there was no way you could achieve

your goal with the original plan.”

While “home runs” generate head-

lines, Murphy says most innovation

occurs through a series of baby

steps, a more balanced innovation

portfolio that includes ideas that

can be leveraged over the long-term

and provides opportunities to learn

from both failures and successes.

“When you have a portfolio of

ideas, you can manage it and see

results across time instead of

dwelling on individual successes or

failures,” he says.

While consumers define industry

breakthroughs in terms of a 

vehicle’s features, Murphy points

out that innovation occurs through-

out DaimlerChrysler. For example,

his marketing organization changed

the way it packages and prices

options to simplify the car-buying
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“Invariably, you’ll have to reckon with the fact that

the fundamental shift within your industry will likely

come from outside your company, outside your 

definition of your industry and from somewhere

other than your industry’s leaders.”
— Howard Pien

Howard Pien
Class of 1981

Chiron Corporation
CEO
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“You support the commitment with financial and

human resources, then place criteria on delivering

specific forms of innovation because what's meas-

ured is what gets attention.”
— George Murphy

opers to feature DaimlerChrysler

products in top-selling titles.

“Traditional advertising doesn’t

reach 18-to-35 year-olds who are

avid gamers,” he says. “Research

tells us that you can deliver 

messages and build brand equity

through gaming, so we’ve incorpo-

rated it on our web site and in third-

party software.”

Whether it is autos or light bulbs,

manufacturing processes or market-

ing practices, it comes down to

overcoming natural resistance to

change and fostering an environ-

ment that welcomes innovation.

“The status quo should never 

feel comfortable,” Murphy says.

“Innovation doesn’t occur by sitting

with your feet up, looking out the

window. You need a combination of

subject matter experts and what 

I call a ‘Why’ person, the manager

who can apply multiple business

models to a situation and challenge

people to find new, better approaches

that generate value.”

Mediating Between 
Art and Science

Timing is often everything when it

comes to innovation.

“It isn’t always clear whether 

innovation will lead to an idea that

creates value,” says Howard Pien,

CEO of the global biotechnology

company, Chiron. “As they say, 

it’s like monkeys banging on 

typewriters — a great deal happens,

but a great deal has little or 

no value.”

The key is in the timing of what he

calls “harnessing” — deciding to

invest in bringing an innovation to

market or exit the development

process.

“It’s exercising the right judgment,

at the right time, for the right type of

intervention,” he explains. “Harness

too early and you’re unable to 

envision how the innovation will



“The more successful you are, the

more likely you’ll want to enhance

your historical roots of value 

creation,” Pien says. “But process

improvements and uniformity aren’t

the most important value-creation

levers. Invariably, you’ll have to

reckon with the fact that the 

fundamental shift within your 

industry will likely come from 

outside your company, outside 

your definition of your industry and

from somewhere other than 

your industry’s leaders.

“As you grow, you need to 

recognize this risk exists,” he says.

“Innovation is based on doing the

right things, and the right things

change over time.”

Pien’s solution? Look beyond the

organization’s walls and establish

relationships with the new vanguard.

“When an inkling becomes a 

pattern and the pattern becomes a

trend, you’re in position to invest in

the paradigm-shifting innovation

before others see it,” he says. “It

doesn’t leave your company a

dinosaur.”
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Manoj Singh
Class of 1976

Deloitte
CEO

Asia Pacific Region
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Les Silverman
Class of 1969

McKinsey & Company
Director

Nonprofit Practice

“It begins with an environment that poses either

extraordinary opportunity or pressures that necessitate

a different approach to an organization’s mission.”

— Les Silverman

Understanding the
Confluence of Vision 

and Management

In both the non-profit and for-profit

sectors, innovation requires a similar

melding of factors.

“It begins with an environment 

that poses either extraordinary

opportunity or pressures that

necessitate a different approach 

to an organization’s mission,” 

says Les Silverman, who heads

McKinsey’s Nonprofit Practice.

“Obviously, you need people with

good ideas. But they also need the

ability to finance and execute their

ideas. For non-profits, the financing

and nurturing can be hard to 

come by.”

Call it the non-profit paradox.

Silverman notes that numerous

organizations have implemented

highly innovative programs

addressing everything from social

services to the arts. But innovation

still comes slowly to much of the

sector at a time when decreased

government programs and 

foundation endowments encounter

rising needs. As organizations 

reexamine their missions and take

stock of capabilities, they must 

find solutions that increase their

capacities to serve.

Part of the problem is the constant

need to seek funding, and funders’

preference for financing programs

rather than strengthening an 

organization’s ability to fulfill its

mission.

“Funding is available for new non-

profits,” says Silverman, noting that

non-profits form at roughly the

same rate as for-profit companies.

“What’s missing is the equivalent of

a ‘capital market’ that provides

financial and managerial resources

for scaling good ideas.”

Silverman cites the Tides Center,

which originated in California’s Bay

Area and now provides centralized

administrative resources for organi-

zations in several cities.

“Getting these services more 

efficiently lets non-profits focus on

their missions,” he notes. “Yet 

concepts like this are slow to

spread. Funders are often more

interested in the next new idea

instead of expanding a good idea.”

Perhaps the most critical need is for

non-profit boards to take a more

direct role as agents of account-

ability and change.

“Directors need to be more

demanding,” he says. “Many

boards include business leaders

who, frankly, park their business

beliefs at the door and consider

their roles to be those of fund-

raisers or supporters. They should

constantly ask if their organization’s

strategies and programs are the

best way to achieve their mission

and impose metrics that track 

performance.”

Still, the sector can boast of some

very innovative program initiatives.

United Way of America is working

to articulate a unified vision for its

1,400 member-organizations. And

some foundations are attempting to

facilitate a best-practices approach

such as the Annie E. Casey

Foundation, which is funding a

knowledge management initiative

that catalogs, codifies and shares

detailed information about success-

ful programs.

The potential benefits of these

innovative approaches are enor-

mous. A Harvard Business Review

article co-authored by Silverman,

former Senator Bill Bradley and

Paul Jansen estimated that $100

billion a year could be redirected to

non-profits for programs and 

organizational expenses by elimina-

ting inefficiencies in fundraising and

management, consolidating chapters

and sharing functions, weeding out

ineffective initiatives, and directing

more funding to organizations

through foundation grants.

As Silverman notes, vision is not

enough for innovation to take root.

“It requires the alignment of 

everything from the organization’s

mission, vision and strategic goals

to the programs it implements, its

staff, management processes, orga-

nizational structure, and culture.”

A Matter of DNA

A sleek new design that captures

the public’s imagination…a break-

through software application…a

new consulting specialty that taps

into clients’ emerging leadership

and management issues.

“Innovation touches every organi-

zation differently,” says Manoj Singh,

“but the lesson is the same for all

who pursue it.

“It’s essential not only to survive,

but to maintain competitiveness,

strong margins and fiscal stability

as well as leadership within your

industry,” he says.

Singh still calls upon insights

gained during his days as a

Carnegie Mellon grad student in his

current role leading efforts for

Deloitte’s Pacific Rim business. He

recalls his organizational behavior

class that, “gave me a greater

appreciation for the importance 

of understanding people, how 

complex processes interact with

human beliefs within an 

organization and how you handle

that interaction to achieve success.”



Achieving success, he notes, can

be subjective. At the micro level,

any successful organization is most

likely innovating in a variety of ways

every day. Yet, it is the macro level

where the leadership issues create

the environment that allows innova-

tion to flourish.

“Leaders need to foster free 

thinking and idea generation, and

allay fears that new ideas will be

perceived as threatening,” he says.

“Formalizing the strategy also

requires setting aside resources for

innovation. Not in the scientific

research sense, but to enable and

encourage greater creativity that

links to customers’ needs. Probably

60 to 70 percent of these break-

throughs can be attributed to ideas

that germinated when working with

clients while solving their problems.”

For example, Deloitte formalized

customer pulse-taking with efforts

such as “thought boards” charged

with researching client needs and

creating new services, an exercise

that led the company to be among

the early adopters for establishing

offshore software development

services.

“It was clear that you could get high

quality development resources 

offshore to boost cost-efficiency

and improve client service,” Singh

recalls. “But it required unifying our

systems development methodol-

ogies to deliver cross-border work

to our clients in a seamless manner.

Today, our facilities in India partici-

pate in just about every large 

systems integration project we do.”

Of course, success is the ultimate

arbiter of innovation. However,

Singh believes in the old maxim

that it often takes years to become

an overnight success, and that

many innovations result from the

courage to stick with a great idea

even when the payoff may not

appear to be around the corner.

He cites a Hong Kong company

that stayed with its investment in
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“Formalizing the strategy requires setting aside 
resources for innovation. Not in the scientific
research sense, but to enable creativity that links 
to customers’ needs.”

— Manoj Singh

3G cellular technology that intro-

duces features such as video 

conferencing and media content

downloading to today’s phones,

despite the failure of numerous

competitors to generate demand

for 3G phones.

“Consumers did not want or were

not prepared to pay for 3G, but this

company took a series of small

steps to create the fertile ground,” he

says. “Now they can feed customers’

appetite for change, incubate

demand, and command higher 

margins with distribution channels in

place as acceptance increases.”

Ultimately, though, true innovation

must be successful, Singh believes,

“or it’s just an academic exercise

that isn’t meaningful.”

The most critical element of 

innovation? Singh says it comes

down to finding people with the

passion and skills to bring innova-

tion to life within your organization.

Much like former Pittsburgh

Steelers coach Chuck Noll, Singh

believes in drafting the best 

available business “athletes” regard-

less of their specific business 

discipline, then turning them loose

in a culture that nurtures, measures

and rewards innovative approaches.

“A company like Microsoft recruits

the best minds, the ones who can

be creative regardless of their 

business discipline, then lets their

innovative instincts run loose 

without boundaries,” he says.

“When it’s part of an organization’s

DNA, that’s when you see true

innovation take root.”

Program for Executives

Golden Anniversary Session

September 19 - October 15, 2004
Carnegie Mellon University, 
Pittsburgh, Pennsylvania

Learn more by visiting: 
www.cmu.edu/execed
or call 1.888.565.3091

Whether you are a general manager 

who wants to take business performance

to a higher level, or a new director 

or VP assuming P&L responsibility,

Carnegie Mellon’s Program for Executives

is tailored for you. That’s because it is the

most personalized 4-week general 

management executive education 

program offered by a top ranked 

business school.

50 Years of
Personal Impact
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The MBA Consulting Club combines practical 

experience with community involvement and launches

a local  orchid grower on the road to success.

The club’s pro bono project also will be an annual event. In

2004, the club was invited by Bidwell to identify new marketing

channels for their orchids, with a goal of fine-tuning the pricing

strategy to enter markets outside the Pittsburgh area while 

optimizing distribution costs. Se Han Bong is leading a team 

of ten first-year and four second-year students, and the club 

is establishing continuity in its relationship with Bidwell for 

future projects. 

“Our vision is to make the club’s contribution an annual 

tradition,” says Prashant Mantripragada, the club’s current lead

for consulting projects. “It’s a great experience for students

interested in a consulting career as well as a differentiator for

recruiters, and it’s extremely satisfying to be able to make a 

difference for non-profits. Eventually, we’d like to see it become

a project course.”

“Conjoint analysis took the information beyond pricing to create

a more accurate picture of what really influences the decision to

buy an orchid and how tradeoffs occur at various price points,”

says Qureshi, who now works as a senior associate with

DiamondCluster International in New York City. “Surprisingly,

consumers value appearance more than longevity or price when

selecting orchids. True orchid lovers have no qualms about pay-

ing a premium for high-quality stock. We also found that lower-

priced retailers such as grocery stores won’t attract true orchid

enthusiasts unless they stock orchids on a year-round basis.”

“The retail price-point information was particularly valuable

because it gave us a customer’s-eye view of their businesses

that enabled us to shape the most effective pricing and service

strategies,” Shea says. 

Most important, the strategies are working. Since shipping its

first plants in August 2003, the Mathieson Center is adding 10 or

more customers per week within a 300-mile radius, and Shea

expects business to accelerate as word spreads and winter

makes it more difficult for southern and western growers to

transport orchids.

“Over the next year, as more retailers hear about us and the

superior quality of our orchids, we’ll be selling every plant we

can produce, as fast as we can grow them,” he says.

Profits from the operation will be plowed back into the center 

to train disadvantaged youth for careers in horticulture, and to

support expansion into related agricultural ventures such as 

a hydroponic tomato growing operation now on the drawing

board. Eventually, the center will help fund other career train-

ing programs at Bidwell and its parent, the Manchester Crafts-

men’s Guild.

he sweet smell of success is in the air at the Bidwell

Training Center on Pittsburgh’s North Side, emanating

from the 30,000 orchids growing there and from the

efforts of the business school’s MBA Consulting Club. 

Club members can take special pride in the recent launch 

of Bidwell’s Drew Mathieson Center for Horticultural &

Agricultural Technology and its new 38,000 square-foot orchid-

growing operation. A detailed pricing study club members 

conducted for the non-profit center is playing a critical role 

in its emergence as a successful supplier of high-quality,

premium orchids in the lucrative Northeast market.

“The Mathieson greenhouse is a great

example of the club’s objectives for pro

bono projects,” says Faraz Qureshi 

(MBA 2003), who led the effort for the 

Consulting Club. “We gain important 

real-world consulting experience, while 

at the same time we give something 

back to the community by providing 

non-profits with resources and 

expertise that they might not be able 

to afford otherwise.”

As the only grower of its type and size in the 

Northeast, the Mathieson Center 

can capitalize on a potentially 

huge market for fresh orchids, 

which can command prices 

of $65 or more for high-

quality strains of these 

colorful, fragrant plants. 

However, the center must 

compete with established 

growers concentrated in California, Florida and South Carolina

that have existing relationships with retailers in this part of the

country. “Everyone already has suppliers, so in essence every

customer we get is one we take from another grower,” says

John Shea, the center’s general manager.

What makes those customers and, 

ultimately, the home orchid 

enthusiast tick is critical 

information for a new 

business searching for an 

inroad. With the center’s 

limited funding focused 

on construction of the 

greenhouse and even more 

limited manpower, the MBA

Consulting Club’s offer to provide 

its  expertise on a pro bono basis 

was welcome.

Under the guidance of Erjen van 

Nierop, Visiting Assistant Professor of 

Marketing, Qureshi, and Class of 2004 

students Robert Niblack and Michael 

Gaffney performed a detailed cost analysis. 

Fellow MBAs Howard Brock and Christopher 

Russell created a competitive analysis of local 

retail outlets and online orchid purveyors and 

were joined by Se Han Bong, Christine Tang 

and Prashant Mantripragada who exam-

ined price sensitivity, pinpointing the 

attributes that drive consumer buying 

decisions at various points along the 

pricing curve.

Business isBLOOMING

T

Plotting a strategy for growth: (from left to right) John Shea, general manager of the Drew
Mathieson Center, Prashant Mantripragada (MBA 2004), and Faraz Qureshi (MBA 2003).
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US Banker
October 2003
25 Women To Watch
Dina Dublon (MSIA 1979), JPMorgan Chase &
Co., is ranked second in this guide to “twenty-
five women [the magazine] sees as rising stars,
and consistent, never-say-die performers, who
have a knack for reinventing themselves to their
banks’ advantage.” The magazine singled out
Dublon for navigating “two difficult, scandal-
tinged years, winning praise in some corners of
the industry for her honesty in the wake of the
Enron scandal.” Despite the challenges, the
company’s net income and operating revenues
are higher than last year. Dublon also is the first
woman to sit on the bank’s executive committee.

Pittsburgh Post-Gazette
October 12, 2003
CMU Joins Urban Musicians To 
Teach Young Artists About The Business

MBA students are helping to market Unknown
Prose, a rap duo that features a Carnegie Mellon
student, in collaboration with the university’s
Center for Arts in Society.  The center seeks to
help pay for studio time for local artists, and the
project has grown into workshops that teach
local artists about the music industry, profes-
sional preparation and development, and using
hip-hop culture to inspire social change. 

MSN Money
October 22, 2003
6 Rules For Buying Back-From-The- 
Dead Stocks
The article provides tips on what to look for
when investing in bankrupt companies including
looking for new management and cites Cyrus
Freidheim (MSIA 1963), CEO of Chiquita

Brands, as a positive example: “Under CEO
Cyrus Freidheim, the new management team at
Chiquita Brands is making several adjustments
the prior management team did not pursue.”

Business School Rankings
Fall 2003
Business School Rankings
The business school once again scored well in
annual b-school rankings. Carnegie Mellon
ranked sixth by The Wall Street Journal, 19th 
by Forbes, and 22nd by the Financial Times. 
The school was also cited among the top 
25 business schools by Business 2.0.
Newsweek selected Carnegie Mellon University
as among the “Most Tech-Savvy” because the
university gives “students a broader education
with an emphasis on information technology and
the arts.”

BusinessWeek
November 12, 2003
Chiron: No One-Trick Biotech
Business school alum Howard Pien (MSIA
1981) is CEO of Chiron, one of the top biotech
companies. In this interview, Pien discusses
what makes his company a good investment
and Chiron's products and technologies. 

The Wall Street Journal
November 19, 2003
It’s Your Money
U.S. contributions to the International Monetary
Fund may be an off-budget item, but they cost
taxpayers an average of $1.5 billion a year since
1991, according to Professor Adam Lerrick.
The Wall Street Journal editorial cites Lerrick’s
calculations of the difference between the short-
term interest rate the IMF pays the U.S. for 

money it loans to the Fund and the long-term
and higher-risk rate premiums that loans would
normally command on the open market.

The New York Times

December 9, 2003
Gaining Time And Clients While 
In The Pilot’s Seat
Dean Kenneth Dunn was featured prominently
in this article on the growing use of private air-
craft for business travel. Dunn, who owns and
pilots two aircraft and was pictured in the  arti-
cle, discussed how the flexibility of utilizing pri-
vate aircraft enhances visibility for the business
school by helping him meet with alumni and
recruiters and enables staff and faculty on board
to use travel time more productively. He recalled
one cross-country flight on which school
administrators formulated the concept for the
new depth Tracks MBA program. “Putting cre-
ative people together in such  a space for a long
flight often produces valuable conversations
and new ideas,” he told the Times.

CollegeJournal.com from 
The Wall Street Journal
December 9, 2003
M.B.A. Course Offerings Change 
With Job Market
The business school’s depth Tracks program
was featured in online coverage of the ways that
MBA programs are reshaping curricula to better
reflect the new demands of the job market. The
article quoted John Mather, Executive Director
of Masters Programs, and Ken Keeley,
Executive Director of the Career Opportunities
Center, who noted that tracks such as Wealth
and Asset Management and Computational
Marketing are sparking increased interest from
recruiters eager to hire graduates with the
focused expertise the Tracks curriculum provides.

17www.cmu.edu/bschool16

BUSINESSWIRE

Financial Times
August 18, 2003
A Reality Check For The 
Conventional Wisdom

“To the surprise of most Japan-watchers, the
Japanese economy continues to recover,” wrote
Professor Allan Meltzer in an op-ed for the
Financial Times. Meltzer explained how the 
lessons learned from Japan’s recent economic
recovery are by no means new, and how mone-
tary policy, if not overly restrictive, can work to
avoid the liquidity trap.

The Blackout Of 2003
August 15-24, 2003
USA Today, Wired, NPR and the Pittsburgh
Post-Gazette were just a few of the news outlets
relying on the business school’s Professor
Lester Lave and Executive Director, Carnegie
Mellon Electricity Industry Center, Jay Apt for a
perspective on the August 2003 blackout. Wired
looked at homeowner options for producing
their own electricity. In the Pittsburgh Post-
Gazette, Lave and Engineering Professor
Granger Morgan outlined six basic problems
with the current generation/distribution system
and corresponding steps for improvement.
Lave also participated in an online chat with
consumers throughout the country for 
USA Today.

The Wall Street Journal
August 19, 2003
Turning Heads On Wall Street
“David Tepper [MSIA 1982] may be the hottest
investor on Wall Street,” according to this article
in The Wall Street Journal. Tepper is founder and
president of Appaloosa Management, L.P.,
which saw significant gains this year by “invest-
ing in the diciest of companies,” such as MCI
and Mirant. Investments in Conseco and
Marconi also led to large gains for the compa-
ny’s hedge funds while Tepper himself “keeps
the market on edge.”

National Public Radio/WDUQ
August 28, 2003

Conflict Of Interest In Business, 
Law And Medicine
Carnegie Mellon Assistant Professor Don
Moore and Professor George Loewenstein,
Jerome P. Kassirer, former editor of the New
England Journal of Medicine, and Lynn Turner,
former chief accountant for the Securities and
Exchange Commission, discussed conflict of
interest in business, law and medicine at a con-
ference sponsored by the Carnegie Bosch
Institute and the National Science Foundation.
During the conference, Moore was interviewed
on WDUQ, the Pittsburgh NPR affiliate.

The Wall Street Journal
September 26, 2003
A Jobless Recovery?
In an op-ed, Professor Allan Meltzer discussed
Federal Reserve Chairman Alan Greenspan’s
description of the “weakening” labor market.
“Don’t believe these reports or the recently
announced 6.8% productivity growth rate. And
don’t believe the widely reported loss of millions
of manufacturing jobs since the Bush adminis-
tration took office,” Meltzer wrote. “All these
alleged facts are either wrong or greatly exag-
gerated, based on the same faulty source.”
Meltzer explained how one key statistical
source, the Establishment Survey, shows job
losses from large corporations quickly, while a
second source, the Household Survey, reflects
new jobs at small, new firms more slowly. As a
result, perceived job losses are exaggerated,
while companies that now outsource work 
previously done in-house also artificially inflate
productivity growth and efficiency statistics.

BusinessWeek 
September 29, 2003
Video View: Morgan To Mellon

In this BW Online video interview, Dean Kenneth
Dunn spoke about his return to Carnegie Mellon
and factors that set the business school apart. He
discussed his desire to give back to the school
because of his positive faculty experience here,
how he learns from other faculty and students,
and how the new depth Tracks program differ-
entiates the Carnegie Mellon MBA. Dunn noted
that the job outlook for graduates is exciting
because recruiters value Carnegie Mellon stu-
dents for their analytical decision making skills,
teamwork, and great attitudes developed within
the university’s collaborative culture.

BUSINESSWIRE

Carnegie Mellon faculty, staff, alumni 
and students are MAKING NEWS.

Here’s a sampling from regional, national and international media outlets.
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JULIE PENG
Sharpening The Focus

ny entrepreneur will tell you that timing
is an integral part of the success equa-

tion. The timing of the new Entrepreneurship
Track was perfect for Julie Peng (MBA 2004),
who arrived at Carnegie Mellon with a career
objective clearly in mind — starting her own
company. Much like the business opportunity
she will seize in the future, her membership in
the first Entrepreneurship Track class illus-
trates how Carnegie Mellon MBAs excel in
anticipating the market.

“An entrepreneur needs a broad skillset
and a certain mindset to succeed,” she says.
“From the technical skills to psychological
preparation, the Track is giving me far greater
exposure to the skills and tools I'll need to
build my business.”

Undecided on the exact business model
she will pursue, Peng has leveraged the elec-
tive offerings within the business school to
build her base of skills. In addition to course-
work that addresses market research, busi-
ness planning, and negotiation, Peng notes
that the use of guest speakers offers particu-
larly valuable, real-world insight.

“With speakers you get to interact with
people who are actually in the field,” she says.
“We'll also be participating in competitions
that let us share our ideas with companies
and investors — important experience I'll
need in the future.”

Peng expects to work in marketing or strat-
egy with a company before striking out on her
own. But the entrepreneurial drive that burns
within is sharper now, she says.

“For anyone with a clear career goal, an
MBA accompanied by a Track is the best way
to sharpen that focus.”

JEFF CLARK
Killer Combination

.

ompanies spent the 1990s building 
enormous data warehouses, notes Jeff

Clark (MBA 2004), a Computational
Marketing Track student.

“Now every company is sitting on a huge
mountain of data, half of it useless, the other
half incredibly valuable,” Clark says.
“Managers who can leverage that data have
an inside track on what customers are telling
you about your business, their needs and the
ways that you can create new products and
services to meet them.”

For Clark, who came to Carnegie Mellon
from Ernst & Young, the decision to enroll at
the business school was a no-brainer, and
the introduction of the depth Track program
was perfect timing.

“I knew I wanted a strong analytical school,
which naturally brought me to Carnegie
Mellon,” Clark says. “As soon as I heard
about the Computational Marketing Track last
year, all of my hopes for Carnegie Mellon were
confirmed.

“The combination of a strong management
background and highly specialized analytical
skills gives you an incredible edge,” Clark
says. “There’s a side of business that is
extremely technical and statistical. The man-
ager who can act as a strategic intermediary
— assuring transfer of the business strategy
to the technical team and the technical inte-
gration for the business — will be the one
who leads.

“There are countless places to apply this
knowledge, and the list will only grow in the
future.”

QUY LE
When Gaps Become Opportunities

uy Le (MBA 2004), who came to
Carnegie Mellon's Integrated Product

Development (IPD) Track from a career in soft-
ware engineering, is gaining new appreciation
for the balance among design, engineering and
business disciplines.

“It's a genuine, real-world experience I can
take with me into the job market,” he says of
the IPD Track in which MBA students worked
with other campus classmates from the
schools of Engineering and Industrial Design
on a product launch and market entry plan on
behalf of course sponsor Respironics. 

“Once our corporate sponsor set the
framework, we researched the market, exam-
ined social, technical and economic factors,
and formulated the new product opportunity.”

The cross-campus, integrated approach of
the IPD Track teaches critical lessons for any
aspiring brand manager. 

“You learn to look at every issue within the
larger context of the overall development
process,” he says. “Even more important, you
become adept at speaking the language of
various disciplines so you won't lose sight of
design or manufacturing because you're
solely concerned with the sales and market-
ing issues.

When you can move back and forth
between the disciplines, Le says, you can
make the process work for any product,
whether it's tangible or intangible. In a job
market where companies frequently promote
product managers from within, he sees the
depth Track experience as a definite advantage.

Le also admits to “a new respect for the
role designers play in product development.”
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RANOJOY BANERJEE
Extending The Value

inance is more than just a numbers
game, says Ranojoy Banerjee, (MBA

2004) a student in the Wealth and Asset
Management Track. 

“I'm finding out that a financial manager
can be more successful, more quickly, if he
brings a balance of related skills to the job,
and the Track is exposing me to a much more
balanced curriculum than I'd have taken oth-
erwise,” he says.

Banerjee, with his sights set on a career 
as a portfolio manager, is learning that 
asset management entails far more than 
building models.

“The Internet will be increasingly integral for
reaching beyond your network of contacts to
attract new investors, which I didn't realize
until I took this Track,” he says. “There's also
a great deal of negotiating with customers
required by asset managers, both to under-
stand their needs and to refocus them in
ways that allow you to add value by moving
them in the right direction.”

Before he can start selling customers, how-
ever, Banerjee says that he and his fellow
Track students must demonstrate the value
to recruiters by adding activities such as man-
aging a reasonably sized fund through the
MBA Investment Club, which will provide stu-
dents with “high stakes,” real-world research,
report-writing and investment experience. 

“We need to bridge the gap with recruiters
and demonstrate what the Tracks can do for
students and those that hire them, and show
them the opportunities at Carnegie Mellon,”
he says. “Longer-term, it's a good thing for
students who want to focus their education
and careers, and for the business school.”

DAVID BROTHERTON
Next-Generation Managers

he simple fact is a manager just can’t
shoot from the hip anymore,” says David

Brotherton (MBA 2004), a Computational
Marketing Track student. “The Computational
Marketing Track expands and leverages
quantitative analysis in the decision-making
process for marketers. It’s increasingly about
information-based decision making.”

The program, he says, “creates people
with strategic agility. The ability to compre-
hensively understand the business implica-
tions of information lets you turn data into
vision, respond to rapid change and stay
ahead of competitors. It's not the analytic
value of the data. It’s the business value of the
data that matters most.”

Brotherton recognizes his unique status as
a member of the first Tracks class, as well as
the need to put what he learns into practice
by working with other students and faculty
members to market students' competitive
skills to prospective employers.

“We’re very much pioneers in the sense of
conveying to companies what we are learn-
ing, and the benefits to students and those
who hire them,” he says.

“The business school is superbly posi-
tioned to create future generations of execu-
tives who can optimize the decision-making
process, but it's not enough to be good,” he
says. “We need to actively market our skills.”

LEO LEUNG
Making True Innovation Possible

ompanies are finally realizing that strong
design and communications are assets

rather than costs, says Leo Leung (MBA
2004), an Integrated Product Development
(IPD) Track student.

“Too many good product ideas are killed
because the product development team 
cannot articulate the business case for it,”
says Leung, who enrolled at Carnegie Mellon
after a career in graphic design. 

“Executives who see and understand both
perspectives can focus on outstanding ideas
far faster, sell them more effectively, con-
tribute more, far earlier in the development
process and be drivers of innovation.”

Acquiring the skills to bridge that gap is
what attracted Leung to the Tracks program,
and is a key factor in what he sees as a differ-
entiator with prospective employers.

“I'll enter the job market with a much broader
understanding of both the technical and man-
agement roles of creating and bringing a new
product to market and building a business
around it,” he says. “There's no question that
companies need managers who can translate
technology into clear business language.”

Perhaps most important, the program's
team emphasis, which included a product
development project, resulted in invaluable
insights that will serve him well.

“When everyone on the team takes a 
leadership role along with ownership of the
project, you create a high-performance team
that enables innovation,” he says. “That’s
what the IPD Track teaches you.”

COMPETITIVE EDGE:

Graphic design background.
REQUIRED READING:

Hitchhiker’s Guide to the
Galaxy by Douglas Adams. 

MBA HIGHLIGHT:

Teaching a business case to
an engineering class. 

ENLIGHTEN US:

I still have two turntables and
a microphone. I use them
with my iPod.

COMPETITIVE EDGE:

Analytic mindset with a 
progressive leadership 
orientation. 

REQUIRED READING:

How Would You Move Mount
Fuji? by William Poundstone. 

MBA HIGHLIGHT:

The Management Game. 
ENLIGHTEN US:

I was voted “most changed”
at my high school reunion.

COMPETITIVE EDGE:

Information-based strategic
decision making. 

REQUIRED READING:

The Book of Mormon. 
MBA HIGHLIGHT:

Getting a job. 
ENLIGHTEN US:

I love refinishing homes.

COMPETITIVE EDGE:

My IT experience.
REQUIRED READING:

One Hundred Years of
Solitude by Gabriel Garcia
Marquez. 

MBA HIGHLIGHT:

Being humbled by the sheer
intelligence of my classmates. 

ENLIGHTEN US:

I am a decent cook.

COMPETITIVE EDGE:

Understanding of the 
Asian business and 
political environment. 

REQUIRED READING:

Collection of Chinese martial
art fiction by Jin Yong. 

MBA HIGHLIGHT:

The Management Game. 
ENLIGHTEN US:

I wanted to become an artist
when I was in junior high.

F CT A C“

In May 2004, the first MBA Track graduates enter the workplace with skills representative of an idea
whose time has come. The link between technology mastery and strategic management insights

is clearer than ever, and companies are re-examining expectations and job requirements
in order to target those able to lead across diverse industries and functions. 

A  P I O N E E R I N G  P O RT F O L I O

COMPETITIVE EDGE:

I am always trying to learn
new skills.

REQUIRED READING:

Into Thin Air by Jon Krakauer.
MBA HIGHLIGHT:

Live performance with class-
mates at the Fall Follies. 

ENLIGHTEN US:

I once biked 100 miles
around Lake Tahoe.

Q

In addition to the existing core MBA, the 2004 MBA Tracks program will include Tracks in:
Biotechnology, Computational Marketing, E-Business Technologies, Entrepreneurship,
Integrated Product Development, International Management, Operations, and Wealth 
and Asset Management.

Six of the MBA Track trailblazers reflect on their experiences and newfound expertise in an 
economy that is demanding more from its future leaders.
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Once that gap is bridged, windows of

opportunity open, says Whitehill, who

launched CANA as an independent study

project. For example, schools can cut

costs through distance learning, local

businesses can expand both buying and

sales opportunities, and students and

others can perform research, pursue

entrepreneurial ventures, and reach out 

to the world in a variety of ways.

“Schools can share fewer teachers

through teleconferencing and achieve

real savings,” he points out, enabling

them to provide special courses when

only a few students in each of several

schools are interested.

Initially, the network’s target subscribers

are Glenville State College, a small state

teachers’ college, along with local

libraries, school districts, non-profit

groups, government agencies and 

religious organizations. Long-term plans

call for drawing more local businesses

onto the network and bringing the area’s

residents aboard as people gain access

to personal computers. Maggs notes that

subscriber fees will be in the $20-per-

month range.

Funded by grants from the Benedum

Foundation and the Appalachian

Regional Commission, CANA tapped the

talents of a diverse group of Carnegie

Mellon student-volunteers to implement

the project. Hashiguchi, whose concen-

trations are marketing and strategy, used

the project experience for his internship.

Fang Zhao (MBA 2004) put his IT and

strategy coursework into practice by 

writing the business plan.

A group of SCS students designed 

the network, specified equipment, and

constructed the physical network in

cooperation with the technology staff 

at Glenville State College. Heinz School

students handled the social sciences

component — conducting surveys and

gathering baseline data on literacy, 

college attendance rates, standardized

test scores, income levels and other

information that will be used to measure

the network’s impact. 

“My role was very much like that of a 

consultant,” Hashiguchi says. “It touched

on finance, planning, marketing to

groups, meeting with political and busi-

ness leaders, and other related activities. 

“But the business end was just one part

of this. The chance to create something

with important social benefits appeals to

the part of me that wants to help people

through the work I do.”

Both Maggs and Whitehill agree that 

the Carnegie Mellon student volunteers

gained valuable experience, but con-

tributed even greater value.

“From creating the plan to organizing and

conducting meetings with local and state

leaders, the students assumed owner-

ship,” Whitehill says. “Integration across

the schools was critical to the success of

this program, and was remarkably easy

to achieve because it’s an inherent part of

Carnegie Mellon’s culture. That focus on

making things happen creates the benefit

for students, faculty and, ultimately,

those helped by this project.”

With Glenville operational, CANA is now

turning its attention to a second pilot in

Fayette County, Pennsylvania.

Whitehill notes that participants also 

benefited from more traditional network-

ing. Students and faculty experienced a

culture few might have seen otherwise,

and some were named honorary Glenville

citizens. Carnegie Mellon also will host a

show featuring Glenville’s quilters and

craftspeople, and Whitehill is distributing

digital photographs of the artisans’ work

to galleries and other establishments 

in San Francisco to create new oppor-

tunities to sell their work.

How far can CANA take Maggs’ and

Whitehill’s vision?

“Our goal is to have the two pilot projects

succeed and have a positive effect on the

communities, then determine if we can

scale this,” Maggs says. “Ultimately, there

are a lot of areas without high-speed

access. If we’re successful, our hope is 

to take it to hundreds of communities

throughout the region.”
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Broadband Internet access goes
small-town, with high hopes.

Crossing the 
Digital Divide

20

BUSINESSMODELS

bout 160 miles south of the

Carnegie Mellon campus, the

dream of affordable, high-speed wireless

Internet service has become a reality in

Glenville, West Virginia.

A community of less than 7,000 people,

Glenville (and surrounding Gilmer County)

is the pilot for a new business model 

created by Carnegie Mellon’s Center for

Appalachian Network Access (CANA)

and implemented in classic Carnegie

Mellon style — through the combined

efforts of student volunteers, faculty and

administrators from the business school,

the School of Computer Science (SCS),

and the H. John Heinz III School of Public

Policy and Management. If successful,

the educational and economic advan-

tages of broadband access may even-

tually be enjoyed by scores of small

communities throughout the region. 

“This project is about demonstrating that

you can create an economically self-

sustaining model for delivering wireless

broadband to rural communities, quanti-

fying the economic and social benefits,

and building the case for extending this

model to hundreds of areas throughout

Appalachia,” says Todd Hashiguchi (MBA

2004), who served as project manager. 

The convenience of high-speed Internet

that urban dwellers take for granted 

is rare in the sparsely populated, rugged

terrain of Appalachia, where commercial

providers see little incentive to introduce

the service. Because rural phone lines 

are not “clean” enough to transport data

effectively, traditional dial-up Internet

access is frequently too unreliable 

and slow for many business or other

online activities.

“Glenville is typical of many isolated

communities that are in danger of being

left behind,” says SCS Professor Bruce

Maggs, who founded CANA along with

John Whitehill (MSEC 2000), Principal of

PMN Bank, a merchant banking firm.

“The technology we take for granted can

be brought to remote, geographically and

economically isolated areas where it can

help people across the digital divide.”

A

“Integration across the schools was critical to the
success of this program, and was remarkably
easy to achieve because it’s an inherent part 
of Carnegie Mellon’s culture.”
— John Whitehill (MSEC 2000)

BUSINESSMODELS
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what’s goin’ onwhat’s goin’ onFrom the curb to the Web and everything else that’s happening at your alma mater:

ARGOTE TAKES HELM OF LEADING ORGANIZATION

SCIENCE JOURNAL

Business school Professor Linda Argote is the new editor-in-chief

of Organization Science (OS), a research journal of the Institute for

Operations Research and the Management Sciences (INFORMS).

Organization Science publishes a broad range of research 

relevant to organizational management and is the most widely cited

peer-reviewed journal in its field, according to the Social Science

Citation Index.

Argote, the David M. Kirr and Barbara A. Kirr Professor of

Organizational Behavior, has contributed articles to OS over the

years and served on the journal’s original board of editors from

1988 to 1995. She will oversee the publication’s shift to electronic

submission and review to streamline the process and be more

responsive to authors.  Her goals include strengthening the 

journal’s reputation for pub-

lishing innovative research that

encourages readers to look at

organizational behavior in an

interdisciplinary context, and

attracting a broader audience

of management professionals

as subscribers.

“Our editorial board

believes strongly that business

is best served by bringing

data and theory from diverse fields such as organizational behavior,

strategic management, economics and psychology to bear on

business problems,” Argote says. “Our direction is consistent with

the spirit of collaboration and interdisciplinary approach to research

that is part and parcel of Carnegie Mellon’s business school’s 

philosophy. Indeed, the founder of OS is Arie Lewin of Duke

University, a business school alumnus [IA ’66, Ph.D. ’68]. Arie 

credits his experience at the business school with giving him the

knowledge and confidence to launch the journal so successfully. I

want to continue the OS tradition of publishing innovative work that

has a major impact on management and organizations.”

NEW BOOK BRIDGES THE CULTURAL DIVIDE

Managers are working across a broad range of cultures and 

coping with a wide array of cultural differences as businesses 

flourish in the global marketplace. John Hooker, Jerome Holleran

Professor of Business Ethics and Social Responsibility, offers

insight on this range of issues in Working Across Cultures, 

published by Stanford University Press ©2003. Available in book-

stores and online, the book moves far

beyond surface issues such as etiquette

and language to examine the roles of

lifestyle, authority, individualism, competi-

tion, negotiation and humor in different

cultures, along with the ways that dis-

parate views of time, space, information

and wealth affect business relationships

and behaviors. 

MELTZER RECEIVES ADAM SMITH AWARD

A self-described “free-market monetarist,” business school

Professor Allan Meltzer is the 2003 recipient of the Adam Smith

Award from the National Association for Business Economics

(NABE). Meltzer is the Allan H. Meltzer University Professor of

Political Economy.

“Allan Meltzer’s theoretical and policy-oriented work has made

a signal contribution to the advancement of economic knowledge,

particularly in monetary economics and international finance,” 

says Tim O’Neill, NABE president. “Not only is his research output

prolific, he has been an effective participant in the major macroeco-

nomic policy debates of the last 50 years as a writer, as an advisor

to a range of government institutions and as co-creator of the

Shadow Open Market Committee. He stands out as an economist

who clearly merits the Adam Smith Award.”

“The model of the state that Adam Smith promulgated in

Wealth of Nations — free markets and free enterprise — has great

appeal,” Meltzer says. “I think globalization is the key to worldwide

progress and prosperity.”

GREEN NAMED CHAIRMAN OF DOCTORAL PROGRAM

Rick Green, Richard M. and

Margaret S. Cyert Professor of

Economics and Management,

was appointed chairman of the

business school’s Ph.D. program.

Along with his administrative

duties, Green will continue to

teach in the undergraduate mas-

ters and Ph.D. programs. He has

also recently completed his term as editor of the Journal of Finance.

FACULTY APPOINTMENTS AND AWARDS ANNOUNCED

Dennis Epple, the Thomas Lord Professor of Economics, has been

elected as a Fellow in the Econometric Society. The organization is

the most prestigious learned society in the field of economics, with

a world-wide membership. Its main objective is to promote studies

that aim at a unification of the theoretical-quantitative and empirical-

quantitative approaches to economic problems.

Rick Green, Richard M. and Margaret S. Cyert Professor of

Economics and Management, has been elected Vice President of

the American Finance Association (AFA) for 2004. The appointment

will lead to an appointment as President in 2006. The AFA is the

premier academic organization devoted to the study and promotion

of knowledge about financial economics.

Michael Trick, Bosch Professorship and Professor of

Operations Research, has been appointed to a two-year term as

Vice President – North America of the International Federation of

Operational Research Societies. The organization comprises

national Operations Research Societies of more than 45 countries

and has as its mission the promotion of operations research as an

academic discipline and profession.

Laurie Weingart, Professor of Organizational Behavior and

Theory, was part of an interdisciplinary university team that received

the 2003 American Society of Mechanical Engineers Curriculum

Innovation Award. The award recognized the business school’s

Integrated Product Development (IPD) course as an example of

“exemplary curricular innovation.” Professor Weingart co-teaches

the IPD course with Jonathan Cagan (Professor of Engineering) and

Craig Vogel (Professor of Design). 

STUDENTS VOLUNTEER FOR BUSINESS

TO COMMUNITY DAY

More than 130 business school students, along with school faculty

and administrators, fanned out across Pittsburgh this winter to 

prepare meals, mentor high school students, wrap holiday gifts,

visit with the elderly and perform other volunteer services as part of

the business school’s first Business To Community Day.

Throughout the day, volunteers joined efforts at area charities

including: Greater Pittsburgh Area Food Bank, Carnegie Library,

City High School, Council Care, Carnegie Museum, Phipps

Conservatory, Pittsburgh Clean Ways, Carnegie Science Center,

Race for the Cure and Pittsburgh Cares.

“Students have a great appreciation for community service,

and we are enthusiastic about getting involved,” said Sujal Shah,

MBA student government vice president of community outreach.

“We wanted to develop a

program that would be

easy to sustain for years

to come. We plan to

organize two Business To

Community events each

academic year.”
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Stanley Zionts (Ph.D. ’66) proudly announced
his eighth grandchild, Samuel Zionts, born to Dr.
Michael and Lieza Zionts on November 4, 2003.
Both mother and child are doing well. Stanley is
semi-retired and teaching half a year at SUNY
Buffalo, and will be teaching skiing this winter at
the Park City Ski Resort in Utah.

Class of 1966
George Fromhold retired from the Dow
Chemical Company in June 2002, where he was
Group Finance Leader for four of Dow’s global
businesses.

Class of 1967
Cal Roth’s wife, Susan, passed away last sum-
mer. Cal first met Susan at the business school,
where she worked, and they were married in
January 1967 during his second year.

Class of 1968
Judy Gertler’s son, Dan, received a bachelor of
science degree in mechanical engineering from
Carnegie Mellon in May 2003.

Jim Hetzer may be the only ordained minister
from his class. Jim works for The Foxboro
Company selling automation systems. His latest
automation projects are waste-to-energy and
ethanol.

Class of 1970
Rawley Thomas co-founded LifeCycle Returns,
Inc. in 2002 to offer process consulting to assist
portfolio managers and corporations model their
beliefs about how the stock market works.

Class of 1971
Former classmates Bob Deskin and Hans 
van Gelder linked up in England for a vacation.
Together with Bob’s wife, Mary Gay, and Hans’
wife, Margot, the group rented a house in
Penzance, toured the countryside, visited London
(where the Deskins got their first taste of Indian
cuisine) and spent a day with Jacky Devereaux,
widow of classmate David Devereaux.

CLASSNOTES
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George Haines (Ph.D. ’64) was promoted to
Distinguished Research Professor July 1, 2003
at Carleton University.

Fred Jensen is semi-retired and living with his
wife, Marilyn, in Chatham on Cape Cod, Mass.
Before moving to Chatham in 1996, he was
Professor of Management and headed the
Management Department at Stevens Institute of
Technology in Hoboken, N.J., where he taught
graduate courses in strategic management and
new venture development. From 1995 to 1996,
Fred was a Fulbright Scholar and visiting profes-
sor of management at Vilnius Technical University
in Lithuania, and has returned a number of times
to teach a week of management seminars at
VTU. Back in Chatham, Fred chairs a citizens
committee that is helping the town develop a
long-range wastewater management plan. Fred
says he enjoyed talking with classmate Blase
Reardon (IA ’60) and Professor Bill Dill (IA ’53,
Ph.D. ’56) at Dean Ken Dunn’s recent reception
for GSIA alumni in Boston.

Gary Popkin announced the birth of his 
grandson, Samuel Tobias (“Toby”) Wilensky, 
born August 19, 2003 to Gary’s daughter,
Deborah Popkin.

Jonathan Mow

Jonathan Mow (IA ’90) had clear career
goals in mind when he graduated from busi-
ness school.

“I saw healthcare and pharmaceuticals as
a chance to work in an industry that improves
people’s lives,” says Mow. “My Carnegie
Mellon education branded me as someone
capable of getting up the learning curve
quickly. It was essential for getting into this
field.”

Fourteen years later, Mow is living his
dream in a big way as a co-founder of the
Seattle specialty pharmaceutical company
Corus Pharma. Established in 2001, the com-
pany has 70 employees and two products in
development — an aerosolized antibiotic to
treat infections in cystic fibrosis patients and an
alternative, non-steroidal treatment for severe
asthma.

Mow’s rise has been rapid. Following
graduation from Carnegie Mellon, Jonathan
worked in marketing, strategic planning and
sales at Bristol-Myers Squibb, Lederle Inter-
national and Syntex Laboratories before moving
to PathoGenesis Corporation in 1997, where he
gathered experience in licensing intellectual
property and developing corporate partner-
ships. He also helped engineer the company’s
sale for $700 million to Chiron Corporation in
2000.

Chiron offered Mow a lucrative position in
the Bay Area, but he opted to remain in Seattle
to create Corus Pharma, and maintain a lifestyle
that leaves plenty of time for his wife, Diana,
and twin five-year-olds, Rachael and Alexander.

“We love the life we’ve built here,” he
says. “I am doing something I truly enjoy and
creating products that benefit people.”

He also is putting his Carnegie Mellon
training to use in ways he never imagined.

“I told Bruce Montgomery, my Corus
Pharma co-founder, that the project-based
assignments we did in school always seemed
contrived to me,” he recalls. “But when we
founded Corus and the two of us were staring
at that blank sheet of paper, we had to set
goals, establish timelines and assign tasks for
each of us or the overall job of starting a com-
pany was just too daunting. That was the ‘aha!’
for me, when I was able to translate what I
learned in school to real life.

“You need a certain depth of knowledge
to start a successful company. My Carnegie
Mellon education supports that, and has
helped us grow Corus Pharma to the level
we’ve reached in such a short time.”

CLASSNOTES

Class of 1951
Graham Smith informs us that he has promoted
himself to President Emeritus of SASI (Specialized
Administrative Services, Inc.), and that three of
his grandchildren are now attending college.
Graham also is moving to New Jersey from Ohio,
although he remains a Buckeye fan at heart.

Class of 1960
Sigo Falk, recently retired as Chairman of the
Board of Trustees at Chatham College, is slowing
down to a four-day week rather than five or six. In
2001 Sigo was named Outstanding Philanthropist
by the Association of Fundraising Professionals
Western Pennsylvania Chapter and, along with
the late Fred Rogers, received an honorary
Doctor of Humane Letters from Chatham
College in 2002.

We need your e-mail address: Please send
us your current e-mail address, and we 
will rush our latest round of Carnegie Mellon
bytes — all the news in nanoseconds right
to your own computer screen. For more 
information contact John Sengenberger
via e-mail at jseng@andrew.cmu.edu or
call 412-268-9587.

NEW DEAN RECEPTIONS

Dean Kenneth B. Dunn pictured with Washington area chapter leaders, Lois Findlay (IA ’91) and
Jean-Luc Park (IA ’98).

Dean Kenneth B. Dunn continued his “New Dean Tour” this fall in Boston and Detroit.
More than 70 alumni and friends of the school joined him on September 25, 2003 at the Bay
Tower Club in Boston and another 50 met with him on October 29, 2003 at the Townsend
Hotel in Birmingham, Mich. He spoke about his professional background and how he has
come full circle by assuming the role as chief executive of the business school.

“I think of myself as an alum of Carnegie Mellon because of how much I learned when I
was on the faculty,” Dunn told alumni. “I always intended to give back to Carnegie Mellon
because I credit the school as a major factor in my success. After an invitation to consider the
position of dean, I realized that the best way for me to give back was to accept.”

He also shared his vision for the school and how achieving it depends on alumni involvement.

NEW ALUMNI CHAPTERS LAUNCHED

Alumni speakers on the panel included (Left to Right: 
Rob Frasca (IA ’95), Chris Maeda (SCS ’82, ’97), Jim Swartz
(IA ’66) and Bill Seibel (IA ’75).

A new Boston chapter was launched this summer with a Carnegie Mellon Alumni
Entrepreneurship Panel on July 16, 2003 at the Bay Tower Club. Jim Swartz (IA ’66), a 
co-founder of Accel Partners, hosted a panel that included fellow alumni Rob Frasca (IA ’95),
Chief Executive Officer of Affinova, Chris Maeda (SCS ’82, ’97), Chief Technology Officer at
KANA, and Bill Seibel (IA ’75), Chief Executive Officer of Demantra.

A new Seattle chapter was launched with an alumni reception on July 6, 2003 at
Amazon.com. More than 50 alumni and friends were treated to the insights of Tom Szkutak,
Senior Vice President and Chief Financial Officer of Amazon.com, and admired a scenic view of
the harbor as they networked. The event was organized and hosted by Brian Olsavsky (IA ’89),
Vice President of Finance at Amazon.com, who offered to serve as the chapter’s first president.
Assisting Brian were Mak Azadi (MBA 2000), Manager of Operations Finance, John Pereira
(MBA 2000), Program Director, and Adam Baker (MBA 2004), an intern with Amazon.com.

The newly formed Dallas chapter is off to an
impressive start. Its first meeting, on May 9, 2003, 
featured William Aylesworth (IA ’67), Senior Vice
President and Chief Financial Officer of Texas
Instruments. On June 6, chapter members heard Frank
A. Risch (IA ’66), Vice President and Treasurer of Exxon
Mobil. Both receptions were hosted at the Dallas head-
quarters of BearingPoint thanks to the efforts of alumni
organizers Arvind Sathi (Ph.D. ’88) and Meghna Sharma
(MBA 2002).

Additional chapters are being formed in Denver,
Colo., and Kansas City, Kan., and groundwork is being
laid for new international chapters in Brazil, China and
India. For information on how to organize an alumni
chapter or club in your region, please contact Director 
of Alumni Relations John Sengenberger, who can be
reached at jseng@andrew.cmu.edu or 412-268-9587.

Bill Aylesworth (IA ’67), Senior Vice
President and Chief Financial Officer 
of Texas Instruments in Dallas, receives
a gift from Dallas Alumni Chapter leader,
Dr. Arvind Sathi (Ph.D. ’88), Managing
Director at BearingPoint, Inc. after 
speaking to alumni on May 9, 2003.

Annual Golf Tournament, April 2003
It was another sunny spring afternoon for
students, faculty and alumni who played in
the annual Alumni Golf Tournament on
April 25, 2003 at the Alcoma Golf Club in
Pittsburgh. Included in this foursome are:
Josh Potter (MBA ’03), Greg Polansky 
(IA ’76, alumni organizer), Steve Cherin,
Esq., (H&SS ’81) from sponsor Gefsky &
Lehman and Tim Beckes (MBA ’05).



Larry Kurzweil, President
and COO of Universal
Studios Hollywood, was
the 2003 recipient of the
Employee Services Man-
agement Association’s
(ESM) Employer of the
Year Award in recognition
of his role in creating a
corporate culture based
on core values that have become integral to the
competitive inroads his company has made in
the past few years. Larry received the award at
the opening session of the association’s annual
general meeting in Orlando. Larry says the best
part of the award was receiving it in front of his
wife, Lauren, and his two sons, Brian, 10, and
Matthew, 13. The Kurzweils live in Calabasas,
Calif. Larry also is featured in an ad campaign
running in BusinessWeek as part of the business
school’s marketing campaign.

Class of 1979
Kenneth Deemer and his family are spending a
year in Spain, just outside of Barcelona. Ken
reports that his sons are learning that there is
intelligent life beyond computer and TV screens,
or the beaches of Southern California.

Dina Dublon, Executive Vice President and
CFO JPMorgan Chase, New York City, is second
on the October 2003 U.S. Banker list of 25
Women to Watch, which is published in addition
to the 25 Most Powerful Women in Banking.

Class of 1980
William McCalmont has taken a leave of
absence from the Turtle Creek Group, an invest-
ment and advisory firm that he co-founded, to
become Executive Vice President & CFO of Ace
Cash Express, Inc. in Dallas, Texas.

Class of 1981
Andrew Kahn left Dallas/Fort Worth Airport after
seven years as Manager, Business Planning and
is now seeking a position in marketing or strategic
planning for a technology based firm in the
Dallas/Fort Worth area.

Class of 1982
William L. DeMarco and his wife, Claudia,
moved to Stamford, Conn., where he is
Worldwide Director of Consulting and Solutions
for Polychrome Graphics.

Class of 1986
Eric L. Butler was appointed Vice President 
and General Manager-Automotive for Union
Pacific Railroad with responsibility for developing
business strategies for customers shipping 
automobiles and automotive parts. A 17-year
veteran with Union Pacific, Eric held several 
positions including Vice President-Supply, Vice
President-Planning and Analysis and Director of
Corporate Compensation.

Ginger Deely Halstrom received an “Unsung
Hero” award from the Lower Fairfield County
Volunteer Committee this past summer for her
service to the Girl Scout Council of Southwestern
Connecticut and the Darien Girl Scout Service
Unit during the past 12 years.

Class of 1987
Scott Good’s wife, Dr. Cynthia Good, passed
away in 2003. Scott works as Director of
Business Development for World Foods
Company, runs his own self-defense school and
welcomes hearing from his business school
classmates.

Joseph E. O’Connor, Jr. was named Vice
President-Purchasing for Union Pacific Railroad,
with responsibility for purchasing, warehousing,
inventory management, materials distribution
and logistics. A 16-year veteran of the company,
he held numerous positions with Union Pacific
including Vice President and Controller, Vice
President-Bulk Products and Vice President-
Planning and Analysis.

Class of 1988
David Damery was recently promoted to
Assistant Program Director, Building Materials
and Wood Technology, Department of Natural
Resources Conservation at the University of
Massachusetts, Amherst. David also is com-
pleting his doctorate in resource economics. The
Northeast Section of the Forest Products Society,
for which David is Secretary and Membership
Chair, received Outstanding Section awards for
the last two years. David’s oldest son, Ben, is
running cross-country in high school, and his
youngest son, Tom, is competing in ice hockey at
the mite level. David recently received Level 1
and Level 2 patches for coaching ice hockey
through the USA Hockey program. David also
gets together with other 1988 MSIA alumni
David Slowinski and Richard Mizuno and
their families.

Edward Dzurilla and his family are enjoying the
Dallas-Fort Worth area, where they have lived for
the past five years.

Class of 1989
Ramu Gali recently moved to Houston with UBS
Financial Services and would like to connect with
other GSIA alum in the area.

Albert Johnson is Chairman of the Industrial
Research Institute (IRI) “Research on Research”
committee, a group of chief technology officers
and other senior R&D leaders who sponsor and
run projects to improve industrial innovation.
Albert has published several articles on the use
of Six Sigma in R&D and the state of U.S.
research spending. He recently spoke on the
state of industrial research at the IRI semi-annual
meeting in San Diego and at an ADRIQ program
in Montreal that included Quebec’s Assistant
Prime Minister for R&D and other international
R&D leaders. Albert works for Corning Inc. in
R&D strategic planning and manages the com-
pany’s research contracts with universities.

Lauren Roberts is a partner
in an investment real estate
firm, Capital Real Estate
Group, in Torrance, Calif.
The firm specializes in the
purchase, sale and develop-
ment of single-tenant retail

and shopping center properties. Lauren has two
sons, Matthew, 10, and Joshua, 6.

Seung-Wook (Tom) Shin was elected as 
partner of the Banking & Finance Group of Lee &
Ko, Korea’s second-largest international law firm.

David Zilberfarb and his wife, Donna, now have
three children, Allison, 5, Jason, 3, and Ryan, 
9 months. He is a Division Manager with Reagent
Chemical in Ringoes, N.J.

Class of 1990
David George was married in May 2003 to Lisa
Krizner, a fellow Ohioan who builds costumes for
Broadway shows. They live in New York City with
their three cats, Hamlet, Aristotle and Gertrude.

Inderpal Guglani, is co-founder and CEO of
Emoonlighter.

Sylvia King is Manager of
Strategic Programs for the
Southern Company, a position
she assumed in October 2003
after working with Arthur Andersen
as Director of Global Operations
and Strategic Deployment.

CLASSNOTES
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Judith Gibbons (Ph.D. ’76) has co-authored a
book, The Thoughts of Youth: An international
perspective on adolescents’ ideal persons.

Class of 1972
George Brown (Ph.D. IA ’69) recently moved 
to Tampa, Fla., where he is CEO of Blue Canyon
Partners, Inc., a business-to-business strategy
consulting firm. Prior to joining the company in
1998, George was President of ICF Consulting
and Executive Vice President of DRI/McGraw-Hill.

Class of 1973
Steve Jenkins was elected Vice President of
the New Zealand Association of Consulting
Engineers.

Class of 1974
Otohei Arai left Fuji Bank and its successor,
Mizuho Financial Group, where he worked for 36
years, to become CEO of World Computer
Center Co., Ltd., a software company in Tokyo.

Class of 1976
Dipankar Chakravarti (Ph.D. ’79) is Ortloff
Professor of Business at the Leeds School of
Business, University of Colorado at Boulder.
Dipankar was elected President of the Society for
Consumer Psychology (Division 23 of the
American Psychological Association), a premier
organization of consumer researchers in
academia, industry and government. He and his
wife, Sharmila, now empty nesters, have lived in
Niwot, Colo., since 1995. Sharmila is a clinical
dietitian with the eating disorders program at the
Children’s Hospital, Denver. Their older son,
Agnish, received his doctorate from the Graduate
School of Business at Stanford University in
2003 and is now teaching at the University of
Washington, Seattle. Their younger son, Arjun, is
a second-year doctoral student at the Graduate
School of Business, University of Chicago.

Keiichi Kubota is Dean of Faculty of Economics
at Musashi University, Tokyo and received his
doctorate from Osaka University. He is married to
Kaoru, a graduate of Doshisha University in Kyoto
and has two sons, Hiroki, a law major at Keio
University, and Naoki who is majoring in engi-
neering at Keio High School. Kubota hosted the
Nippon Finance Association annual meeting in
June 2003 at Musashi University, where he 
welcomed Professor Ravi Jagannathan (Ph.D.
’83) of Kellogg as a keynote speaker. Keiichi
also visited the business school recently and
presented a research paper on accounting
accruals and stock returns in Japan at an
accounting seminar.

Class of 1977
Russell Winer (Ph.D. ’77) is Deputy Dean and
William Joyce Professor of Marketing at the
Stern School of Business, New York University.
His responsibilities include admissions, student
services, placement and alumni. The second 
edition of his textbook, Marketing Management,
was published this past summer.

Class of 1978
Charlie Givans celebrated his 25th year with
Booz Allen Hamilton in 2003, the company he
joined after graduating from the business school.
Charlie and his wife, Natalie, have two sons,
Andrew, 15, and Zane, 3.

CLASSNOTES
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Lauren Roberts (IA ’89)

Sylvia King
(IA ’90)

Judith Gibbons (IA ’71) with Iranian high school girls in
front of a sweet shop in Yazd, Iran

Larry Kurzweil, (IA ’78)

Alumni Reunion Weekend 
October 24-26, 2003

The Class of 1968 was well represented 
at the annual Alumni Reunion Weekend,
celebrating 35 years since their student
days at Carnegie Mellon. (Back Row:
Paul and Judy Fayollat, Dan Gulling, Rich
Greeawalt, Ken Hall, Paul Rudovsky,
Susan and Bill Friesell, Collie Hunter and
Stu English. Front Row: Nancy Gulling,
Peggy Greenwalt, Terry Myers, Professor
Jack Thorne (IA ’52) and his wife, Helen
Thorne.

Suresh Sethi

With Nobel Laureate Herbert Simon as a
role model, Suresh Sethi (Ph.D. ’71) was bound
to make his mark.

Sethi, Ashbel Smith Professor and
Director of the Center for Intelligent Supply
Networks at the School of Management,
University of Texas at Dallas, was recently
elected a Fellow of the American Association
for the Advancement of Science. The honor
recognizes more than three decades of “distin-
guished contributions to hierarchical decisions
in manufacturing, investment/consumption
problems with bankruptcy, forecast horizons in
dynamic optimization and optimal control appli-
cations to management problems.”

The breadth of Sethi’s academic
research mirrors his experience as a doctoral
student at Carnegie Mellon’s business school,
he notes, singling out the decision to enter the
program as one of the more important deci-
sions of his career.

“I’m glad for the other experiences,” he
says, “but Carnegie Mellon is where I found
exactly what I wanted. The school was abuzz
with great people. It was a very nice place to
be, and they had a liberal Ph.D. program.”

Suresh entered the program in industrial
administration, but was quickly intrigued by
organizational management.

“When it came time to take my compe-
tencies, I chose organizational management
because it was fresher,” he recalls.

Following graduation, he taught briefly at
Rice University before beginning a 24-year stay
at the University of Toronto.

“This allowed me to do more research
and to pursue areas that caught my fancy,” he
says. “I worked on a variety of problems that
appealed to me and was able to publish across
my field.”

Throughout his career, Suresh followed
Simon’s example, ranging far afield to explore
topics in various management disciplines.

That same influence guided him in creating
doctoral programs in operations management
at the University of Toronto and the University
of Texas at Dallas, where he arrived in 1997.

“The Carnegie Mellon environment of 
academic freedom was a profound influence,”
he says. “My interests have spanned the
gamut, including collections, operations man-
agement, economics, marketing, operations
research and finance.”

Suresh, his wife, Andrea, and daughters
Anjuli and Chantal enjoy traveling every summer,
and recently visited Turkey, Finland and Italy.
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Dave Mawhinney is CEO and co-founder of
Peak Strategy, Inc., which provides leading-edge
decision-support software to financial asset
managers. The company’s founders include
Carnegie Mellon alumnus Dean Thompson, who
also founded one of the university’s first success-
ful software spin-offs, TransArc. Dean and Dave
previously founded Premier Health Exchange, a
supply chain automation business for the
nation’s healthcare system.

Class of 1991
Bob Knape was promoted to Manager of
Manufacturing Engineering at Knape & Vogt
Manufacturing Company in January 2003 and
was named Corporate Secretary and a member
of the Board of Directors.

Marie Colantoni
Pechet and hus-
band, Tiron, have a
new son, Aidan
Alexander, born on
July 11, 2003. The
Pechets live in
Cambridge, Mass.,
and Marie is taking a
long maternity leave
to have fun with
Aidan and Tiron.

Joe Salvador and his wife, Hope-Sutton, wel-
comed their second daughter, Payton Isabella,
on August 18, 2003. Payton joins big sister
Phalen Foley, 2. The Salvadors live in Santa
Clara, Calif., where Joe works as a Marketing
Director for California Micro Devices, an analog
semiconductor company.

Mark Schaeffer was married to Toby Bennett in
October 2002 and has a new company providing
services and solutions for electronic security,
cryptography and related industries. They reside
in San Ramon, Calif.

Kimy Tran left A.T. Kearney to become Vice
President of Headstrong, a technology and man-
agement consulting firm, in the company’s Paris
office. Kimy’s responsibilities include growing the
company’s French and European consulting
practices, specializing in business and technology
integration and business transformation for 
manufacturing industries, financial services and
public companies. He also stays in touch with
alumni in France and with fellow alum Jon Pace
(IA ’91), who works for Federal Express in
Memphis, Tenn.

Class of 1992
Robert Armknecht has switched from Division
Controller to Business Development Finance for
WebMD, with responsibilities that include due
diligence and business summary write-ups for
executive management on M&A targets. Robert
lives in Scottsdale, Ariz. with his wife, Karen, and
four-year-old twins, Graham and Caroline.

John Black retired from the U.S. Army as a
Lieutenant Colonel after 20 years of service in
May 2003 and has settled in Allentown, N.J.,
where he works as a Director/Program Manager
with Computer Sciences Corporation.

Daniel Muchnok recently moved back to the
Pittsburgh area to start his own company,
Enterprise Telecom Solutions, doing business as
Schooley Mitchell Telecom Consultants. Prior to
starting the firm, Daniel worked with Verizon
Communications as an Executive Director in
Wholesale Customer Managements Systems.
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S. Thomas Emerson, Director of the
Donald H. Jones Center for Entrepreneurship
and Associate Teaching Professor of
Entrepreneurship, spoke on “Strategies for
Creating Opportunity in an Age of Uncertainty”
at a special alumni reception on October 6,
2003 at the Hotel Crescent Court in Dallas.

Emerson also spoke to Pittsburgh-
area alumni on “Making Pittsburgh an
Entrepreneurial Oasis” on September 16,
2003 as part of a panel that included
Professor Art Boni (BS ’61) and former faculty
member Jack Roseman.

Lester Lave spoke to Pittsburgh and
Washington, D.C., alumni on “The Northeast
Blackout: Is Electricity Deregulation the Cause
or the Solution?” Lave was joined in
Washington by two leading alumni in the
energy field, Lester Silverman (BA/IA ’69,
Ph.D. ’73), Director of McKinsey & Company,
and Michael Oldak, (IM ’70), Senior Director of
State Competitive & Regulatory Policies for 
the Edison Electric Institute.

Chester Spatt, Mellon Bank Professor of
Finance, spoke at an alumni reception in
London on November 18, 2003. The reception
was hosted by Deutsche Bank through the
assistance of Rohit Darji (MSCF 2001). Spatt
spoke on “Turmoil in the Financial Services
Industry: Challenges to the Business Models
of the New York Stock Exchange and the
Mutual Fund Industry.”

Carnegie Mellon’s award-winning
Professor of Business Strategy, Jeffrey
Williams, spoke to San Francisco and Silicon
Valley alumni about “Managing When Nothing
Lasts” on November 19, 2003. He discussed
how management is undergoing a fundamen-
tal change from the century-old ideas that
advantage is sustainable to the new realization
that nothing lasts forever.

Robert Dammon, Professor of Financial
Economics, spoke to more than 30 alumni at a
reception in Atlanta, where he was giving a
series of presentations to leaders at Cox
Communication as part of Carnegie Mellon’s
Executive Education Program.

For information on how to schedue our
faculty as speakers at your company, please
contact Director of Executive Education 
John Lankford at john6@andrew.cmu.edu or
412-268-2305.

New York
More than 100 alumni and friends

attended a reception and panel discussion at
New York’s scenic Sky Club October 7, 2003.
The event was hosted by Manoj Singh, (IA ’76),
CEO for the Asia Pacific Region of Deloitte
Touche Tohmatsu. The panel discussion focused
on “What’s Next?” in business, entertainment
and technology, and featured the insights of
leading alumni in a variety of fields including
Jim Figura (IA ’70), Vice President, Consumer
Research and Insight, Colgate-Palmolive Co.

The New York Metro chapter co-hosted
an alumni reception with Columbia University
and the New York University Stern School on
June 10, 2003 at the Grand Hyatt Hotel. More
than 500 alumni heard David L. Shedlarz,
Executive Vice-President and CFO for Pfizer
Inc., speak on “The Changing Role of the
CFO” in restoring investor trust and confi-
dence in corporate management in these
“worst of times.”

Pittsburgh
The Alumni Entrepreneurship Network

continued its monthly speaker series with
guest speakers that included Dave Mawhinney
(IA ’90), co-founder and CEO of Peak Strategy,
Ed Engler (MCS ’86), CEO of Summa
Technologies, and Henry Thorne (BS ’82, 
MS ’84), founder, President and CEO of
Aethon Inc.

San Francisco
The San Francisco Bay chapter spon-

sored an alumni panel on “Navigating Your
Career” on June 19, 2003 at Carnegie
Mellon’s West Coast Campus. The event fea-
tured a number of alumni speakers including
Al Banisch (IM ’83, IA ’88), Senior Vice
President of Visa U.S.A., Dave Deasy (IA ’88),
Vice President of AOL Strategic Business
Solutions, Max Henrion (HNZ ’82), CEO of
Lumina Decision Systems, Inc., and Lucky
Young (IA ’93), a financial consultant now with
Genentech.

Washington, DC
Sunshine and camaraderie graced the

second annual Alumni Summer Picnic,
attended by more than 25 alumni, students,
family and friends of the business school who
enjoyed the relaxed atmosphere at Nottoway
Park in Vienna, Va. The chapter also hosted
two summer interns, Kalpesh Dadbhawala
(MBA ’04) and Chris Russell (MBA ’04), who
were working in Baltimore and Hagerstown,
respectively, and welcomed recent graduate
Josh Potter (MBA ’03) and his family. Jean-
Luc Park (IA ’98) was recognized as the new

chapter president,
taking over for founder
Lois Findlay (IA ’91).
Jill Wright (IA ’88) and
her grill master hus-
band, Phil, organized
the picnic.

FACULTY SPEAKERS ON THE ROAD INSPIRING ALUMNI

Allan Mink

Count your blessings if golf is one of the
few things you have trouble mastering. Allan
Mink (IA ’80) notes that he still has a way to go
before he gains a degree of proficiency in his
latest passion, but it is difficult to believe that
any endeavor will be a challenge for him.

“I can learn to fly a jet, I should be able to
get that white ball in the hole,” Mink says. A
former Air Force pilot, this Carnegie Mellon
grad was among the first in a bomber group
deployed for the Gulf War in the early ’90s.

Clearly, Mink’s career path through
school and into his present career as Director
of Defense and Intelligence at Unisys
Corporation is atypical.

“I had a big family with no money, so 
I joined ROTC,” he says. “What a deal. I
received four years of college tuition and got to
travel the world.”

Like a true businessman, Mink also 
maximized his resources, earning a bachelor’s
degree in computer science from MIT along
with his Carnegie Mellon MBA. He entered the
military full-time following graduation, rising to
the rank of colonel and chief of technology 
initiatives for the Air Force, where his Carnegie
Mellon training served him well.

“An MBA education was very applicable
to my military work,” Mink says. “The quantitative
training is invaluable for supporting fact-based
decision-making. In the military, you have to
make quick decisions that are about more than
just money. People’s lives are at stake.”

While at Carnegie Mellon, Mink also met
his wife, Susan, a graphic design student. They
have two children, Rob, 16, a junior in high
school and Jessica, 18, a freshman computer
science major at Carnegie Mellon.

Allan manages Air Force and Navy 
programs at Unisys, noting that the key to 
succeeding is “hiring great people, exceeding
customer expectations and doing it smartly.”
He also serves on the boards of the Armed
Forces Communication and Electronics
Association (AFCEA) and the MIT Enterprise
Forum.

Mink recently joined business school 
faculty, students and industry leaders on an
MBA Studies in Europe trip.

“It was possibly the best time of my life,”
he says of the experience.

Brian Wood (IA ’76),
President of Columbia
House, was one of the 
distinguished alumni 
panelists who spoke at 
a reception and presen-
tation on “What’s Next in
Business, Entertainment
and Technology?” at the
Sky Club in New York on
October 7, 2003.

Michael Oldak, Esq., (IM ’70) and Dr. Lester B. Lave
answer alumni questions on the causes of the Northeast
Blackout at the Executive Conference Center in Arlington,
Va. on November 6, 2003.

Aidan Alexander, son of 
Marie Pechet, (IA ’91)

Carnegie Mellon’s West Coast Campus with San
Francisco Bay Area Alumni chapter leaders, Frances 
Lin (MBA 2001), Sanjeev Madan (IA 1999), Professor 
Jeff Williams, Kosta Kostic (MBA 2001), Michelle 
Chow (IA 2000) and Keith Furuya (IA 1993).

Alumni Advisory Board
October 23-25, 2003

The Office of Alumni Relations invited
Alumni Chapter leaders for a special 
advisory board meeting on campus on
October 23-24, 2003 to discuss the
growth of alumni chapters and avenues
for strengthening the alumni network.
(Back Row: Pat Kane (IA ’95), President —
Pittsburgh Alumni Chapter; John Lindgren
(IA ’93), President — San Francisco Bay
Area Alumni Chapter; Juan Bustamante
(MBA 2001) — Dallas Alumni Chapter; 
Jeff Meckler (IM ’89; IA ’90), President —
New York Metro Alumni Chapter; Greg
Polansky (BB ’74; IA ’76), Pittsburgh
Alumni Chapter; Front Row: Battle Brown
(IA ’86), Entrepreneurship Network; John
Sengenberger, Director of Alumni Rela-
tions; Carol Flack (IA ’88), President —
Boston Alumni Chapter; Jean-Luc Park
(IM ’94; IA ’98), President — Washington
Alumni Chapter.
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Krista Markert and her husband, Dan, were
delighted to welcome the newest addition to
their family. Connor Daniel, born August 11,
2003, keeps their Cupertino, Calif., household
buzzing. Krista is currently on maternity leave but
will be returning to Good Technology, where she
works as a Program Operations Manager, doing
a bit of everything in the operations area. 

D. Killian Norvell made the switch to internal
strategy and business transformation as a Senior
Program Manager at IBM after six years in man-
agement consulting. Working with the CIO/
Business Transformation Office, he focuses on
strategic planning. Killian and his wife, Daphne,
also proudly announced the newest addition to
their family. Killian McNamara (“Mac” for short),
who was born on June 22, 2003 and joins his
loving sisters, Carter, 5, and Shields, 3, is doing
his part to add even more chaos to the Norvells’
Charlotte, N.C., household.

Carolos Morales-Paulin left McKinsey to join
the Spanish Telco giant Telefonica as Director of
Planning for residential and Soho businesses. He
and his wife, Ekin (IA ’97), live in Madrid. 

Ariel Rabban and his wife, Elizabeth, are happy
to announce the birth of their daughter, Talia (Tali)
Jo on April 26, 2003. Tali joins her sister, Maya
Lee, 4 years old. Ari is Vice President of
Corporate Development and Marketing for
VocalTec Communications Ltd., in New York.

Jeffrey A. Sapp announced the formation of a
new firm, Chatsworth Capital Advisors, LLC, and
serves as the company’s Managing Principal.
Chatsworth Capital Advisors is a boutique
investment-banking firm that provides mergers &
acquisitions, corporate finance and financial
strategy advisory services to the middle market
and a unique approach to the sale of privately
held businesses.

Toshihiko Takayama is working for Cisco
Internet Business Solutions Group (IBSG) as
Associate Partner in Japan. IBSG supports
Fortune Global 500 companies.

Shi-Ja Sophie Tseng received her PMP/
Project Management Professionals Certificate 
in May 2003.

Class of 1998
Che-Lin (Jacqueline) Chin and her husband,
Chih-Feng (Arthur) Wu, announce the birth 
of their son, Ray, on June 20, 2003. They have
moved from Taiwan to Shanghai, China, where
Arthur runs his own bakery business and

Jacqueline works for ABN AMRO Bank
Shanghai.

David Eiben and his wife, Tracey, became 
parents with the birth of twin boys on November
3, 2003. Matthew David weighed in at 5 pounds,
15 ounces and Steven Joseph weighed 5 pounds,
15 ounces. Tracey and the boys are doing 
wonderfully. David is Associate Director of IT for
Boehringer Ingelheim Pharmaceutical in Ridge-
field, Conn.

Gino Fortunato announced that he left Siebel
Systems to become Chief Solution Architect 
at E.piphany.

Zohair Husain took a new position with Credit
Suisse, where he is responsible for a small prod-
uct development team at Credit Suisse
Transaction Services and Solutions in Zurich. The
group’s main product lines are in Cash
Management, FX Clearing and Custody, and
Zohair welcomes the opportunity to share
thoughts and ideas with alumni working in the
same field. He also married Luluah Hashim on
August 14, 2003.

Jennifer Kane-McGurrin was promoted to
Manager-Strategic Planning (Asia), at H.J.
Heinz. Jennifer married Shawn McGurrin on
April 26, 2003.

Jean-Luc Park joined Calvert Group in May
2003 and is a board member of the MIT
Enterprise Forum of Washington, D.C./Baltimore.

Jin Qian and his wife, Jeanette, are moving
back to the states after five years in the consult-
ing industry in China. They plan to move to the
Bay Area and start a new company.

Cheryl Nourse and her husband, Eric, wel-
comed their first child, Isabella, in January 2003.
In May 2002 Cheryl opened a small boutique
called Soiree.

Abhijeet Singh joined Fidelity Investments in
Boston, where he works for the Fidelity
Consulting and New Business Development
group. In December 2003, Abhijeet, his wife,
Maithri, and their son, Nikhil, moved to a new
house in Southborough, Mass.

Andrew Soukup married Kathleen Eldred on
June 21, 2003. They live in Lexington, Ky., where
he is a Senior Consultant with Lexmark
International, Inc.

CLASSNOTES

Banting Wu joined Banc of America Securities
LLC as a Principal in public finance in May 2003
after three years as a Director with Banc One
Capital Markets, Inc. His wife, Erika Brinkmann,
has a surgical oncology practice at Evanston
Northwestern Health System. Fellow 1992 class-
mates Seth Michaels and Felix Yu visited
Banting in Chicago recently, and he connected
with classmates Chi Gaw and Cliff Weiss, a 
fellow Bank of America colleague, while vaca-
tioning in New York City in May 2003.

Class of 1993
Graham Bailey is working with Citigroup’s
Global Transaction Services. Graham and his
wife, Donna, became the proud parents of
twins, Andrew Graham and Alexandra Marie, on
April 8, 2003.

Glenn Platt (Ph.D., IA ’90) was appointed
Director of Miami University’s Center for
Interactive Media Studies.

Class of 1994
Kelley Lynch was elected Chairperson of the
Allegheny County Center for Victims of Violence
and Crime.

Rajesh Puranik left his product management
career in the telecom industry to take over his
father’s wholesale/import business in the security
alarm industry.

George Altenbaugh is married to Katherine
and the proud father of Alexis, 1.

Ketty Hsieh and her husband, Mathis
Solverud (IA ’94) announced the arrival of their
daughter, Kaili Solverud, on August 3, 2003.
Ketty is Director of Financial Planning and
Analysis for Alaska Airlines in Seattle, Wash.
Mathis is a Senior Software Engineer with
Expedia, Inc.

Janet Jaiswal-Adams joined eBay Inc. as a
Process Engineering Manager. Janet gave birth
to her second son, Shay D., in early 2003.

Dan Nass is a Principal at Banc of America
Securities in Charlotte, N.C. He and his wife,
Elizabeth, also welcomed their first child, John-
Paul, born on August 20, 2003.

Ajmal Noorani moved to San Francisco with his
family in 2000, after 10 years in Pittsburgh, to
start up the West Coast office for iGate’s venture
fund, worked for Garage Technology Ventures,
the VC investment bank started by noted author

and valley veteran Guy Kawasaki, and is now
Vice President of Business Development at
Packeteer. His wife, Tripti, is a Vice President at
iGate, and they have three children, Sasha, 8,
Arman, 6, and Tina, 6. The family lives in Marin
County along with their “very competent nanny.”

Class of 1995
Sujit Bhattacharya changed jobs from
Manager of Asset Management to Manager of
Performance Measurement at TXU.

Doug Frank and his wife, Lisa,
announced the birth of their first
child, Emma Kathryn, in
September 2003. They live in
Evanston, Ill., where Doug is a
Ph.D. candidate at North-
western University.

Laura McKee recently relocated to Memphis,
Tenn., with her husband, Don, (IA ’86) and son
Ross, 3. Laura resumed her career and is work-
ing in Corporate IT Services, and Don works in
Corporate Strategic Development, both of them
at Federal Express.

Class of 1996
Andrew Barrow recently moved to a top-rated
financial planning boutique, Bleakley, Dwyer,
Schwartz, Cooney & Finney LLC, a member of
the Northwestern Mutual Financial Network, after
seven years of consulting for CGE&Y.

Ben Castro and his
wife, Katie, welcomed
their second child,
Lucas William, on April
28 2003. Their oldest
son, Ty, loves having
his baby brother
around.

Edwin Martinez and Cecille had their second
child, Kristina Isabel, on October 21, 2003.

Rita Patel was promoted to Profitable Growth
Strategist at Milliken in Spartanburg, N.C. Rita’s
daughter, Maya, was born on September 17, 2002.

John Starr and his wife, Margie, bought a 125-
acre farm in Leechburg, Pa., in 2002. This gives
them ample growing room for their children,
Tommy, 5, Danny, 4, Jeannie, 2, and Sam, 1.
They also are raising organic, grass-fed beef cattle.
John is Director of Operations at FreeMarkets,
Inc. in Pittsburgh.

Stephen (Vyacheslav) Valyayev accepted a
new position with Ernst & Young in New York in
the Technology and Security Risk Services prac-
tice, where he is responsible for conducting IT
applications and infrastructure reviews within the
scope of annual external and internal audits for
Fortune 500 companies. Stephen had been a
Senior IT Auditor with the MONY Group.

Class of 1997
Alok Bhatnagar was recently promoted to
Global Marketing Director with GE Wind Energy,
Atlanta, Ga.

Mark Brownlee of Infosys Technologies in New
York, completed a new study and global best
practices review of a concept he calls Line
Management. The study discovered the four
specific categories of techniques that companies
use to manage lines of people, particularly in the
retail sector. The results are being used to drive
the total redesign of the home meal replacement
category and business for a major U.S. grocer. In
November 2003, Mark was named to manage
his firm’s North American healthcare and life sci-
ences consulting practice.

Lyenda Simpson
Delp and Warren
(Phil) announce
the birth of their
daughter, Willow
Paige, on October
20, 2003. The
Delps reside in
Glen Ridge, N.J.

Yaron Lipshitz and his wife, Sabra, announce
the birth of their son, Baraq Ben-Or, on November
10, 2003. Both Sabra and Baraq are doing very
well. Yaron notes that, for their non-Hebrew-
speaking friends, Baraq means “glimmer, shine,

and lightning.”
Yaron is in invest-
ment banking with
Ridgecrest Capital
Partners.
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Willow Paige, daughter of
Lyenda Simpson (IA ’97) and
Warren Delp (IA ’97)

Emma, daughter
of Doug Frank
(IA ’95)

Ty and Lucas, sons of 
Ben Castro (IA ’96)

Tomoko Sugaharais is pleased to announce
the birth of her son, Kentaro, on November 7,
2002. She is busy juggling work and family life,
and is Manager of Finance Systems with Philip
Morris International.

Class of 1999
Nancy Blair and husband, Bill (IA ’99) 
welcomed their first child, Emma Kay, on
September 17, 2003. They live in Princeton, N.J.

Chaitanya Bhogilal and his wife, Jigna, wel-
comed Chinmay Chaitanya Bhogilal, born on
July 19, 2003. Chaitanya is e-Procurement
Manager for the Pactiv Corporation in Lake
Forrest, Ill.

Minnie Ko Greenslade and her husband,
Kevin, are proud to announce the birth of their
daughter, Jordan Reilly, born on July 30, 2003.
Minnie is a manager with Deloitte Consulting in
their supply chain practice in San Francisco.

Baraq, son of Yaron Lipshitz 
(IA ’97)

Margaret Morrison
The fall colors were ablaze on campus 
during the Alumni Reunion Weekend as
Vered Semel (IA ’99), Poulomi Damany
(IA ’98), Teresa and Richard Hulme (IA ’98)
visited with their newborns, Yonatan
Maor and Magot Hulme, in front of the
Margaret Morrison building across from
Posner Hall.
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Tom Musial and his wife, Becky (BA ’91), 
welcomed their new son, Gabriel Joseph, on
March 7, 2003. Gabriel’s older brothers are
Thomas, 5, and Jake, 3. Tom is a Senior
Manager with FreeMarkets in Pittsburgh.

Alexander Perdomo recently accepted a finan-
cial analyst position with American Airlines
Caribbean and Latin American Division in Miami. 

Alicia Quan recently returned to New York after
three fun years in the Bay Area. She plans to
travel and enjoy her time off until early 2004.

Nancy (Long) Sansom and husband, Dave,
welcomed their new son, Gabriel Christian, on
September 20, 2003. She is Director of Product
Management for Benefitfocus.com, Inc. in Mount
Pleasant, S.C.

Frank Zamora moved to Spain, where he is a
Manager in charge of ERP Practice for Grupo
Gesfor in Madrid and Barcelona. 

Haixiang (Michael) Zhu left 3Com, where he
was a Product Manager, to work as General
Manager for Yuasa Elastomer Products in
Suzhou, China.

Class of 2001
Forrest Chen is still with BCG, based in
Shanghai, China. Yet to get enough of consulting
after two years, Forrest was recently promoted to
Project Leader and has more and more fun with
his two-year old daughter, Zirui Chen, or
“Chuchu.” He invites classmates visiting
Shanghai or China to give him a shout when in
the area.

Rohit Darji joined Deutsche Bank Global
Markets Derivatives IT in London as a Business
Analyst in the Front Office Risk IT team.

Ashish Gupta was promoted from Senior
Consultant to Manager in the New York office of
Deloitte Consulting.

Kristen Heimerl (MSEC) recently joined Cargill
in the Minneapolis, Minn. area, where she will
lead product management and strategic market-
ing initiatives for Cargill Soy Protein Solutions.

Teresa Holden (MSCF 2001) and Pierre-
Philippe Ste-Marie (MSCF 2001) celebrated
their first anniversary. Pierre-Philippe and his
business partner, Karsten Howes (MSCF
2001), are completing their first year of operation
on the Credit Derivative Desk they created 
following graduation.

Kosta Kostic
and his wife,
Dragica, joyfully
announced the
birth of their first
child, Stefan, on
December 5,
2003. Kosta is a
Senior Financial Analyst in Global Alliances and
Total Customer Experience for the Hewlett-
Packard Company in Cupertino, Calif. He is also
an active leader of the San Francisco Bay Area
Alumni Chapter.

Rajiv Maheshwari was promoted to Managing
Director for CS Solutions, Inc. for offshore out-
sourcing to India. Rajiv was married to Priyanka
Mantri on November 4, 2003 in Jaipur, India.

Chris Quigley married Denise Barrett on
October 17, 2003. Recently, he started a new
job as a Senior Financial Analyst with Alpharma,
Inc., a specialty pharmaceutical company
located in Fort Lee, N.J.

Sergio Rascon moved home to Mexico City,
where he works for Grupo Carso at their Energy
M&A division. Sergio, his wife, Marivi, and
daughter, Paulina, are thrilled to have their
friends, great food and sandy beaches nearby.

Rajesh Sharma recently left Booz Allen to start
a consulting firm focused on procurement and
sourcing. Located in Silver Spring, Md., Analytic
Consulting Solutions, Inc. works with Fortune
100 companies and government clients on
strategic sourcing projects.

James Spradley and his wife, Alexandra, 
welcomed their new son, Jordan Cooper, on
June 9, 2003. Jordan is a beautiful addition to
the family. His brother, Grant, is very excited
about having a baby brother, and has been very
loving and gentle with him. James is in product

management
with Advanced
Micro Devices,
Inc., (AMD) in
Austin, Texas
and was re-
cently recruiting
on campus.

Julia Stoner is employed by Ross Products
Division of Abbott Laboratories in Columbus,
Ohio, and recently launched a new packaging
innovation for Ensure nutritionals. Julia and hus-
band, Jay, had a baby boy, Sammy Marshall, on
August 17, 2003.

Class of 2002
Jorge Balderas married Mariana Mendoza last
May 2002 in
V e r a c r u z ,
Mexico. Since
August 2002,
Jorge has been
working as a
Technical Con-
sultant for Summa
Technologies in
Pittsburgh.

David Betts was selected to participate in the
upcoming Leadership Development Initiative
program through Leadership Pittsburgh, Inc.
The program selects 40 local business people
aged 22 to 34 years old to participate in a year-
long leadership training program that focuses on
developing community leaders and improving
the Pittsburgh region by implementing com-
munity impact projects and participating in 
volunteer opportunities.

Bill H. Burnet left Pratt & Whitney and joined
Capital One Financial Corporation in Richmond,
Va., as a Senior Operations Analyst in the Human
Resources Analysis and Metrics group. A gradu-
ate of the Flex-Mode program, Bill credits his
Carnegie Mellon MBA with making this new
opportunity possible.

Tejas Doshi is now working with Bank of
America in Charlotte, N.C., as a Senior Financial
Analyst with BOA’s T&O organization.

Trevor Holladay reports that he and his wife,
Jennifer, have a new son, Trevor James (“We’re
calling him James”), born on August 18, 2003.
Young James’ sisters, Amy and Ashley, love their
little brother. And “big” Trevor was transferred
and promoted from technology to Manager of
Market Research at M&T Bank.

CLASSNOTES
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Robert Tangeman married Stephanie DeBruyn
on October 18, 2003 in Sacramento, an event
made even more special by the attendance of
two 1999 classmates, Rob Wu and David Spyra.
Earlier this year, Robert received the Intel
Ach i e vemen t
Award, the com-
pany’s highest
honor for indi-
vidual and small
team achieve-
ment, given
annually to less
than 5 percent
of employees.

John Zanardelli is Executive Director and CEO
of United Methodist Services for the
Aging/Asbury Heights, a provider of long-term
care services and accommodations, in Mt.
Lebanon, Pa.

Philip Zoumboulakis resigned from Citigroup
Asset Management and is forming a building
materials/construction project management
business.

Class of 2000
Lynlee Altman reports that she and fellow 2000
classmates Alfredo Marchese, Namita Amin,
and Izzat Tannous and their families vacationed
at Colonial Williamsburg, Va., where they were
joined by Mike Baldwin.

Gustavo Brianza is moving to London after two
years in Amsterdam and welcomes contact from
alumni who live there or visit. Gustavo works in
Debt Capital Markets for ABN AMRO Bank.

Jeff Briglia, his wife, Cathy, and daughter Anna,
4, are still in the Cleveland, Ohio, area. Jeff left
Booz Allen and is currently a Product Manager
with Progressive Insurance, with full P&L respon-
sibility for the direct auto business in Michigan,
Connecticut and Maine. On June 12, 2003,
Cathy delivered a beautiful, healthy and happy
daughter, Jessica Erin.

Bill Carey accepted a position with Capital One
in Richmond, Va. as a Group Manager in their
internal consulting team after working three years
with A.T. Kearney. He and his wife, Staci, are
building a house and welcome all visitors when
it’s completed in the spring.

Jon Davis and his
wife, Evelyn, wel-
comed their first
child, Jack Leon,
on October 6,
2003. Jack makes
dad’s life interesting
in more ways than
one. With Dad
working mostly from his home office as Vice
President of Sales and Marketing for
Architectural Designs, Inc., Jack gives new
meaning to the term, “home office.”

Jessica Feather-Bowman welcomed her
daughter, Haley Marie, born on December 3,
2002. Jessica is a Lead Financial Analyst with Ari
Products & Chemicals, Inc.

Jose M. Li and his wife, Ani, moved from San
Francisco to Memphis, Tenn., where he is an
Industry Consultant for Federal Express in the
retail industry and Ani is a brand manager for a
CPG company. Jose is working to start an
Alumni Chapter with fellow alums Dan Kuhlman
(MBA 2000), Lori Aleva (MBA 2000), and
Samrat Sondhi (MBA 2001).

Alan McCracken, who works for Lockheed
Martin in Clarksburg, Md., moved from upstate
New York to the Washington, D.C. region with his
wife, Terri, and their 3 children, Stephen, 7,
Alaina, 5, and Lindsey, 1.
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Rodrigo Gracia is now with Dresdner Kleinwort
Wasserstein in New York City, working in Global
Loans, Debt Capital Markets and Emerging
Markets. He had formerly been in Global
Syndicated Finance at JP Morgan Chase & Co.

Sanjeev Jha (PFE) recently joined Royal
Sundaram Alliance Insurance Company, one of
the leading non-life insurance companies in
India. Sanjeev is responsible for driving the com-
pany’s retail segment in India.

Basak Kusdemir works as a Consultant for
Sogeti USA LLC in Farmington Hills, Mich.
Sogeti, a wholly owned subsidiary of Cap Gemini
S.A., is dedicated to delivering IT consulting 
services.

Richard Lee is
a Director in
Orbitz’s finance
group, with re-
sponsibility for
new business
d e v e l o p m e n t
and acquisitions.
He and his wife,
Jenna, live in
Chicago.

Shubham Singhal and his wife, Anamika
(MBA 2000), have been in Detroit for four years.
Shubham is an Associate Principal with
McKinsey & Company and Anamika is a Senior
Associate with Booz Allen & Hamilton. On
October 22, 2003, they welcomed their new
daughter, Anika, and are enjoying every moment
of their newfound parenthood.

Donovan Smith, General Manager of JRW
Technologies, Inc., announced the spin-off of the
company’s bioremediation business unit, JRW
Bioremediation, LLC. Donovan was named
President of the new company, a leading supplier
of products to the environmental engineering
remediation market. He and Todd Bendis,
(MBA 2001) also launched the Kansas 
City Alumni Chapter and are looking to 
expand membership to include undergraduate 
business majors.

Richard Lee (IA ’99) and wife Jenna

Robert Tangeman (IA ’99) married
Stephanie DeBruyn

Jon Davis (MBA 2000) with new
son Jack Leon

Stefan, son of Kosta (MBA 2001)

Jorge Balderas (MSEC 2002) and
Mariana Mendoza

Class of 2000 MBAs — Lynlee Altman, Alfredo Marchese,
Namita Amin, Izzat Tannous, and Mike Baldwin

James Spradly (MBA 2001) and
wife, Alexandra with new son,
Jordan, older brother Grant
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John Koutrouba and his wife, Rachel Hess, are
pleased to announce the arrival of their daughter,
Sydney Laine, on July 28, 2003. Sydney has
jumped to nearly 15 pounds from her original 7.
Give her a little
tickle and she
might even offer
a smile and a
squeal. John is a
Manager of Sup-
port Services for
Lifecor, Inc. in
Pittsburgh.

James Moore left IBM Finance and moved
back to Chicago to work in supply chain man-
agement for a small electronics company,
Knowles Electronic.

Chinh Nguyen and Hsiang-Yin (Ana) Lin
(MBA 2002) announced their marriage on August

30, 2003 in
Dayton, Ohio.
They offer their
thanks to the 30
business school
classmates who
made the trip
and were a
huge part of
their wedding.

The couple now calls the Bay Area home and
hopes that classmates and other alumni will look
them up.

Ken Oliva and Teresa Rowdycz (MBA 2001)
were married on September 26, 2003 at the
HollyHedge Estate in New Hope, Pa. Alumni 
joining them for the celebration included 2001
classmates Ed and Kathy (Nguyen) Lomotan,
Charles Yang, Mark Wolkstein, Hakeem
Oseni, Cathy Bellanca, Phil Youn, Peter
Kong, Khang Hiu, and Bridget Kong, and
2002 classmates Craig Boardman, Laura
Iacovelli, Sonny Bringol, Jon Palmer, Joe
Pioggia, and Beth (Leube) Strock.

Israel Weisser and his
wife, Liora, are happy
to announce the birth
of daughter, Batya, on
September 2, 2003.
Israel is an Associate
Brand Manager with
HJ Heinz in Pittsburgh.

Yi (Jennifer) Zhang, a Senior Financial Analyst
with Capital One, was recently transferred to the
Financial Risk Management group to work on
capital planning and provide support to the
Capital Market Strategy Committee. Jennifer
now works out of the McLean, Va., office and
bought a condo facing a small lake in the Falls
Church area.

Class of 2003
Jimmy Chiang reports that he’s doing well and
having lots of fun in California. He points out that
fellow alumni visiting the area should know that
they have lots of classmates in the vicinity and
Las Vegas is only three hours away.

Masahiro Ishizaki is Assistant Manager of the
General Merchandise & New Product Develop-
ment Department for Marubeni Corporation and
works in sales of Japanese refractories for large
integrated steelmakers in U.S. He is planning to
launch a new company in the Detroit area and is
visiting Detroit, Chicago and Pittsburgh every
month. He would love to hear from alums in
these areas.

Honghui (Michael) Li joined the Mortgage
Backed Securities Analytics Group at Banc 
of America Securities in May 2003, just after
graduation. Before that, he worked for Datek
Online. On December 22, 2001, Michael married
Jenny Xun in Shanghai, China.

Peter Leonardi accepted a position as Director
of Business Development and Technology
Transfer at the New York Presbyterian Hospital.
Peter will continue to be involved in fostering of
new technologies, the same type of work he
enjoyed in the Biotech Club.

Roderick Ross headed for London two days
after completing his final exam for the Finance
Certificate (MSCF) to take a job as Managing
Director of a new spinout company from Imperial
College London. Roderick reports that getting a
start-up off the ground is very exciting. He hopes
to visit New York City more often next year and
catch up with former classmates.
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Chinh Nguyen and Hsiang-Yin (Ana)
Lin, (MBA 2002)

Sydney Laine, daughter of John
Koutrouba (MBA 2002) 

Ken Oliva (MBA 2002) and Teresa Rowdycz Oliva (MBA 2001)
with Ed Lomotan, Kathy (Nguyen) Lomotan (MBA 2001),
Charles Yang (MBA 2001), Mark Wolkstein (MBA 2001),
Hakeem Oseni (MBA 2001), Cathy Bellanca (MBA 2001), and
Phil Youn (MBA 2001).

Israel Weisser (MBA 2002)
with wife Liora and 
daughter Batya

M A K E  A N I M P A C T

ANTICIPATE > ANALYZE > ACT

LEADERSHIP IN ACTION

Gunjan Kedia, Carnegie Mellon MBA – 1994

Partner, McKinsey & Company

As a McKinsey partner, Gunjan Kedia confronts the 

business world’s most challenging problems. Kedia 

credits her MBA from Carnegie Mellon with providing

both the raw analytical power and wide-angle vision

needed to influence senior executives at Fortune 500

firms. “The rigorous approach to decision making, 

combined with the courage to speak my mind, has

helped me make a difference.”

www.cmu.edu/ mba
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