
The snow has finally melted, the tulips are in bloom, and while some days 
it’s hard to believe, spring is finally here – which means that for many of 
our students, the academic year has come to an end. In just a few weeks’ 
time, they’ll be returning to campus in long gowns and archaic hats to 
celebrate an important milestone in their lives, and the start of great 
things to come.

The scholars graduating from the Master of Finance, MBA and EMBA 
programs are some of the strongest we’ve seen in years, and will bring 
pride to the Rotman School as they embark on the next phrase of their 
careers. To name just one, Ryan Barnett (MBA ’11), credits the career-
and-skills training he received at Rotman for helping him land a position 
with Google as a Senior Technical Account Manager, a process that 
included an incredible 13 interviews and two flights to the company’s 
headquarters in Mountain View, California.

Each of us shares in the success of our graduates, and they in turn spread 
awareness of the School along whatever adventurous paths their careers 
take them. So congratulations to them, and to all of us who play a part, 
large or small, in their ongoing achievements.
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What capitalism can learn from the NFL

In the face of expectations that can run wild, CEOs have increasingly 
focused on what they can control: managing share price over the short run. 
Shareholders, on the other hand, should want CEOs to focus on the long 
term, on increasing share price more or less forever. So it turns out that 
rather than aligning the interests of shareholders and executives, stock-
based compensation has reinforced the agency problem it was created 
to solve. What’s more, it has destroyed long-term shareholder value by 
driving shorter horizons of decision making and contributing to shorter 
CEO tenure. CEOs know that expectations are likely to fall, so they have 
incentive to leave or retire in order to cash in stock-based compensation 
instruments while expectations are high.

Focusing executives on shareholder value maximization using stock-based 
compensation was supposed to give shareholders a better deal. Yet, it 
simply hasn’t worked out that way. Total returns on the S&P 500 for the 
period from the end of the Great Depression (1933) to the end of 1976, 
the beginning of the shareholder-value era, were 7.5 percent (compound 
annual). From 1977 to the end of 2010, they were 6.5 percent – suggesting 
that shareholders have little to celebrate, despite having been made the 
clear priority.

It is time to do away with stock-based executive compensation. It’s just one 
lesson we can learn from the NFL and one step towards fixing the game.
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I learned seven pivotal things about social media last week when I took the second offering of Social CRM, a program run 
through Rotman Executive Programs Centre for CRM Excellence (CRM Centre) in partnership with Microsoft Canada. 
CRM is a system designed to improve human interactions in a business environment. Social media, Facebook, Twitter, 
LinkedIn, YouTube, are all digital channels people use to interact with one another. So bringing the intelligence of CRM 
data sets, i.e. all the unique audience information organizations have (demographics, education, interests) together with 
interactive channels could give organizations the ability to leverage one-to-one relationships. The question is – how? Here is 
what I took away:

http://rogerlmartin.com/library/books/fixing-the-game/
http://ep.rotman.utoronto.ca/open/microsoft.asp/default.asp
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By setting up her iGoogle to highlight relevant 
news stories and making use of TweetDeck to 
schedule tweets throughout the day, Catherine 
Riddell has doubled her Initiative for Women in 
Business followers in the past month.

 
Once candidates have been admitted to the MBA 
program, Bailey Daniels from Recruitment 
and Admissions invites them to join a class-
specific group on Facebook. The group is most 
active before the start of term as a tool to form 
connections. After classes begin, traffic trails 
off, only because students find other means to 
connect – but social media has become pivotal in 
forming those initial connections.

Claire Gumus from Recruitment and Admissions 
regularly posts timely content that’s useful to 
those considering an MBA. She writes her posts 
ahead of time, has a colleague proofread them and 
responds to any comments immediately. 

Lisa Bigioni and Shanley Brooks, the sales team 
at Executive Programs, uses LinkedIn to target, 
research and connect with potential clients. 
They also set up alumni groups for each of their 
open enrolment programs, allowing graduates to 
network. 

CELEBRATING SUCCESS

mailto:courtney.brownell%40rotman.utoronto.ca?subject=My%20great%20idea%21%20My%20great%20question%21
http://twitter.com/#!/RotmanWomen
http://goo.gl/EjENe

