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Who are these ‘customers’? 

University of Stellenbosch Business School (USB) 



What do they want? 
  What they want What they need 

Students Contemporary solutions to 

contemporary problems 

Clarity in criteria, syllabus etc. 

Reasonable work loads 

Short MBAs – minimum real cost 

‘Coolness’ 

Kudos 

Jobs  

Long term education 

Future proofing 

Pressure 

Workload 

Linkage theory to praxis 

Self-development 

  

Industry Immediately usable graduates Future skillsets 

Research Publication 

Relevance 

Impact 

Impact 

Relevance 

Thought 

Society Social impact projects 

CSR 

Contributions to economy 

Long term knowledge re-

investment 
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How do we respond? 

Listen to our clients, but stick to what we believe 

 We are the educators 

 

Be responsive to the fashion but understand our own contexts 

 US schools are not the benchmark nor the only model 

 

Cooperate AND compete 

 

Be sensitive to the transient but educate…don’t teach! 
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Under no circumstances… 
1. Allow any teaching to take place in your school 

2. Allow the contemporary to overrule the eternal 

3. Allow the easy to replace the developmental and tough 

4. View the accreditation authorities or the Press as anything 
but advisory 

5. Think that ratings or league tables matter 

6. Make the mistake of thinking that either we or our 
‘customers’ know what is actually going to happen… 

 

 … therefore, (never) allow your students or faculty to 
focus on fads and  fashion rather than the future-
proofing. 
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