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SECTION A: Leadership (30 marks)

Instructions:

1. Please use separate answer sheets for Leadership (Sec A) and Change Management (sec B)
2. Please write answers to each question in one place.
3. Please write legibly

4. Do not write two line answers. The full time of 3 hours should be utilised.

1. a) Which two kinds of power have been found to be related most strongly to leader
effectiveness in motivating subordinates? Explain with suitable examples. (3 marks) CO2

~

_p) Which influence tactic is used most frequently in organizations? Pressure or rational persuasion?
Discuss the pros and cons of both. (3 marks) CO2 - ol

c) Explain the components of the Leadership Grid (4 marks) CO 1-2

2. Choose any 2 business leaders of India. Compaie and contrast the Transformational Leadership

e

( factors exhibited by them. {10 marks) CO 1-3

3. Please read the case and answer the questions (10 marks) CO 1-4

Christmas was fast approaching. Just a short while ago, Chuck Moore, national sales manager for
Hunter-Worth, a New York-based multinational toy manufacturer, was confident the coming holiday
was going to be one of the company’s best in years. At a recent toy €xpo, Hunter-Worth unveiled a new
interactive plush toy that was cuddly, high-tech, and tied into a major holiday motion picture expected
to be a smash hit. Chuck had thought the toy would do well, but frankly, the level of interest took him
by surprise. The buyers at the toy fair raved, and the subsequent pre-order volume was extremely
encouraging. It had all looked so promising, but now he couldn’t shake a sense of impending doom.

The problem in a nutshell was that the Mexican subsidiary that manufactured the toy couldn’t seem to
meet a deadline. Not only were all the shipments late so far, but they fell well short of the quantities
ordered. Chuck decided to e-mail Vicente Ruiz, the plant manager, about the situation before he found

himself in the middle of the Christmas season with parents clamoring for a toy, he couldn’t lay his
hands on.
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In a thoroughly professional e-mail that started with a friendly “Dea.r Vincente”, Chuck entql:iIFEd ab%ut
the status of the latest order, asked for a production schedule for pending orders, anq reques ed a specific
explanation as to why the Mexican plant seemed to be having such dxfﬁfzulty shipping orders out on
time. The reply appeared within the hour, but to his utter astonishment, it was a short message from
Vicente’s secretary. She acknowledged the receipt of his e-mail and assured him the Mexican plant

would be shipping the order, already a week late, in the next 10 days.

“That’s it,” Chuck fumed. “Time to take this to Sato.” In the message to his boss, he prefaced his
original e-mail and the secretary’s reply with a terse note expressing his growing concern over the
availability of what could well be this season’s must-have toy. “Just what do I have to do to light a fire
under Vicente?” he wrote. He then forwarded it all to his supervisor and friend, Michael Sato, the
executive vice president for sales and marketing.

Next thing he knew, he was on the phone with Vicente—and the plant manager was furious. “Sefior
Moore, how dare you go over my head and say such things about me to my boss?” he sputtered,
sounding both angry and slightly panicked. It seemed that Michael had forwarded Chuck’s e-mail to
Hunter-Worth’s vice president of operations, who had sent it on to the Mexican subsidiary’s president.
That turn of events was unfortunate, but Chuck wasn’t feeling all that apologetic. “You could have
prevented all this if you’d just answered the questions, I e-mailed you last week,” he pointed out. “I
deserved more than a form letter—and from your secretary, no less.”

“My secretary always answers my e-mails,” replied Vicente. “She figures that if the problem is really
urgent, you would pick up the phone and talk to me directly. Contrary to what you guys north of the
border might think we do take deadlines seriously here. There’s only so much we can do with the supply
problems we’re having, but I doubt you’re interested in hearing about those.” And Vicente hung up the
phone without waiting for a response. Chuck was confused and disheartened. Things were only getting
worse. How could he turn the situation around?

a) Based on Vicente Ruiz’s actions and his conversation with Chuck Moore, what differences
do you detect in cultural attitudes toward communications in Mexico as compared with the
United States? Is understanding these differences important? Explain. (3)

b) What was the main purpose of Chuck’s communication to Vicente? To Michael Sato?
What factors should he have considered when choosing a channel for his communication to
Vicente? Are they the same factors he should have considered when communicating with

Michael Sato?(3)

o)If you were Chuck, what would you have done differently? What steps would you take at
this point to make sure the supply of the popular new toy is sufficient to meet the anticipated

demand?(4)
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SECTION B: Change Management (30 marks)

Instructions:
1. Please read the questions carefully
2. You have to answer three quéstions.
3. All questions carry equal marks

Q1. Explain any two of the following Change Management Models (Marks 5x2) (CO 1&2)

\

1. KOLB AND FROHMAN MODEL -
A —+BUBRKE& LITWIN’S MODEL
3

4

SCHEIN’S MODEL
ACTION RESEARCH MODEL

Q2. Explain the steps in the GE CAP (Change Acceleration Process) mentioning at least
one tool that is used in each of the steps. (Marks 5+5) (CO 3&4)
Q3. Read the case below and answer the given questions.

REPOSITIONING GOLMAL CHEMICALS

Golmaal Chemicals is a joint venture company between a State Government and Sohanmal
Industries. Sohanmal is in the heavy chemicals industry making a product that is used primarily
- by the detergent industry. Its clients therefore range from multinational detergent manufacturers
like HUL and P&G to small scale industries in the detergent market. Its competitors mainly two
belong to the two largest business houses in India having diverse business interests. Golmaal
Chemicals ability to survive in this highly competitive industry where its competitors ability to
squeeze price and also that of its large institutional buyers to seek price discount and favourable
credit terms necessitated it to cut costs, compromise on plant safety adopt over invoicing and
under-pricing to shore income (for entrepreneur’s) . This compromise in safety, hygiene and
plant and facilities maintenance resulted in a high accident rate. The joint venture partner was
non- interfering and hence did not bother. This attitude of carelessness and unethical behaviour
permeated into the workmen whose levél of conscientiousness in their work behaviour left much
to be desired as they resorted to shortcuts in safety sensitive areas of work. This work attitude
had the support of the Union which was led by an outside political leader who also shared the
benefit of the company’s unethical and corrupt work practices.
Consequently, there was a major accident in the boiler plant resulting in the death of three
workmen which resulted in large scale violence in the plant. As a result, the State Government
which was a part of the JV intervened and brought in a new Managing Director who was a
thorough professional with experience of significant business leadership in a large Indian
business house as well as multinational organization with very strong ethics and process
orientation and appreciation of the human resources function and its role in organization

development.
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1. What do you feel are the change issues confronting Golmaal Chemicals. (3 marks) CO
3&4

2. You have been brought in by the Managing Director to launch a Change Program. How

would you go about it and what are the changes that you would bring about ( 7 marks) CO
3&4
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