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Summary Report: Cambridge Technology Partners

SWOT analysis
HR function:

First, the employees working for CTP were really young.  The youthful culture of CTP infused the environment with a high level of energy flexibility.  Second, CTP provided employees with several welfare programs as motivation.  Examples include:  their tuition program and compensation policies such as bonuses and stock options.  Third, the turnover rate during 1992 had declined to 17%.  Jim Sims made several changes to improve the morale.  He also instituted a number of measures to improve the quality of life for his employees.  For example, CTP had a weekly casual dress day which created a more relaxed environment.  Finally, because CTP’s work was project-based, it was extremely flexible; however, CTP also had several weaknesses related to Human Resources.  First, because of the youth age and mentality of employees, they seemed more self-interested and less committed to the company.  Moreover, because of the lack of management experience among the middle managers, young managers had no experience in training, hiring, motivating communication or providing feedback.  The amount of experience within the organization was far from ideal, and this was seen as the primary constraint on the growth of the business.  Second, there was no formal training program, leaving many employees unclear about what to do.  Third, the operating people were dissatisfied with a compensation structure in which they were paid a salary and year-end bonus, while the sales people were paid salary plus commission.    Fourth, the promotional path for technical employees was not clear.   Finally, CTP was too understaffed to finish the new contract, especially in terms of CTP experience.
Operating function:
As far as the operating function, standard software tools, careful planning, and a close relationship with clients were the advantages of the CTP’s approach.  It took CTP less time and cost the customers less money to fulfill clients’ demands because of a series of well-defined and separately implemented phases.  Also the growing library of the software tools and a tools group captured the accumulated experience and put them in a form that was accessible to future project teams.  CTP understood their clients’ organization and was capable of designing the application to fit it.  
Regardless, there were several problems at CTP as well.  There was a conflict between operations staff and salesmen.  Operations staff thought that the salesmen push too hard and promise too much to clients.  This in-turn caused operations employees to work harder in order to meet the new promises, and when this was not achieved, more customer complaints ensued.  Moreover, CTP had to turn down some business because it was seriously understaffed and could not handle so many projects.  
Marketing function:

From a marketing perspective, CTP could provide its clients with custom-designed software application in less time and at a lower cost than its competitors.  This was achieved through a fixed price and fixed timeframe strategy.  Additionally, their extensive customer training program, which enabled their customers to become independent, was a key selling point of CTP’s approach to system integration.  
However, with an inexperienced staff it became extremely difficult to fulfill customers’ orders on time and at a high level of quality, which increased the number of customer complaints.   It also proved difficult to sell their RSW product, as there was no clear advantage of using their product versus as competitors.
MIS function:
From a MIS perspective, CTP’s familiarity with UNIX and client-server architectures was their strength. This enabled CTP to develop complex applications much more quickly. Also, in order to improve its technology, Technical Services Area divided this area into IT group, Tool group and Core group.  However, the weakness of CTP was limited R&D in the infrastructure.     
Current and/or anticipated cross-functional issues (Appendix)
Operation and Marketing

Close working relationship with clients in operation was prerequisite to make their clients independent of CTP in the future, and was one of their hot selling points. Their well-defined operational phases made their marketing strategy of the low cost and faster delivery possible. On the other hand, there were also negative relationships in these two functions. CTP’s fixed time and price marketing strategy was one indirect reason for the stress in the operation. Clients had tendency to add more features, which would require additional time and effort. 

Human resources, Operation, and Research & Development

Employees in the operations department were seriously overworked. That was one of the most commonly cited reasons to leave CTP. Understaffing also took its toll on the CTP’s research & development. Its organization structure did not provide many career growth opportunities for the operational staff, which also led to human resources problem. This could cause a malignant cycle. More people would quit, leaving fewer experienced staff behind, and the understaffing situation would grow.  Their compensation structure, thought as unfair by operational staff, was another force in this malignant cycle.

Information technology and operation

CTP’s familiarity with Unix operation system and client server and their “tools group” gave it competitive advantage over most other competitors; but if CTP continued not to make full use of its expertise and experience, it would lose its competitive advantages.

Key issues from an overall business perspective
CTP was facing a challenge in making its human resources, operation, I.T., and all other functional departments keep up with their rapid sales growth and expansion. So their key issues are:
· How to retain its experienced staff and attract new talents, the priceless asset of CTP?
· How to solve the overwork situation?

· How to solve the compensation issue?

· How to make the best use of CTP’s expertise and experience base using “tools group” software?
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