
IFDA Invites You to Join the 2018 Class of the
Executive Development Program for Foodservice Distributor Executives



The Darden Case Study Method

Darden’s “Case Study Method” is the foundation of the program.
Rather than a lecture-based approach to education, Darden class
time is spent discussing cases about actual business problems
and potential solutions. The overall teaching method is a blend of
classroom case analysis with individual preparation and team
discussion. 

Course Preparation: This program includes two three-day
sessions at the University of Virginia Campus. During each
session, approximately a dozen case studies are utilized. Students
receive copies of the cases four weeks prior to each session and
are expected to carefully read and analyze about each case prior
to their arrival at Darden.

The Learning Team: Each student is assigned to a Learning
Team of four to five people. Cases are discussed first in meetings
with the learning team and questions on each case are used to
guide team meetings and discussions. Teams are not expected to
come up with a single solution, but to explore the ideas of each
team member to sharpen thinking for the class discussion.

Class Preparation and Expectation: Participants come to class
prepared to think, share ideas, respond to others, and defend
decisions. In class, the faculty will facilitate a discussion to
explore the diverse views, opinions, and judgments of the
participants. The objective of the class discussion is to explore a
range of options and recommendations based on the situation in
the case, as well as the rationale behind those options and
recommendations.

The IFDA Executive Development Program for Foodservice Distributor Executives helps take high
potential employees at your company to the next level through a process of personal development that is
both challenging and personally rewarding. Participants come away with improved analytical, problem
solving, and leadership skills and have the opportunity to build these skills with other high potential people
in the foodservice distribution industry. This groundbreaking program was launched in 2015 and is
conducted with the University of Virginia Darden School of Business — one of the most prestigious
business schools in the world.

ROI for HIGH POTENTIAL LEADERS:
• Cultivate a leadership style that promotes an
innovation-focused entrepreneurial mindset, create
successful teams, and drive transformational change;

• Integrate strategy, judgment, and data for more
effective decision-making;

• Analyze, assess and structure negotiating situations,
and create appropriate strategies to improve relationships
and enhance effectiveness;

• Identify how cashflow influences business decisions, as
well as key data, benchmarking comparisons, and other
aspects of executive-level financial reporting;

• Realize their full potential as a leader.

Selection Criteria for the Darden Program

The ideal candidate is results-oriented, a strong
communicator, a strategic thinker, and open to learning in
new, experiential ways. In general, participants of the
Executive Development Program possess at least 7 to 12
years of management experience, are considered high
potential management executives, and are identified as
having the potential for senior management, e.g., leading
a business or business unit. The Program is
recommended for managers who are: 

• Preparing to take on increasing responsibilities, 
• Seeking to become more effective leaders, and
• Willing to broaden their business perspective.
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January 2018
Preparation Homework
The first module at Darden includes 12 case studies that provide
the foundation for discussions around leadership in action, the
nuance of negotiation, creating mutual value, and more. Prior to
the onsite program, participants read the case studies, document
their thoughts, and come prepared to discuss.

February 11-14, 2018
Darden Module One, Charlottesville, VA
Students spend three days at Darden. Cases develop critical
thinking, decision analysis, and strategic thinking, and will help
participants understand organizational strategy, competitive
dynamics, and the fundamentals of business growth. Additional
cases develop financial acumen and analysis and thinking around
innovation. For more detail see page “Agenda for Darden Modules.”

April 18-19, 2018
Washington Insight Conference Participation*
Students will attend the IFDA Washington Insight Conference,
which includes lobbying visits to congressional offices. At the
conclusion of the conference, students will stay for a session
focused on the foodservice industry. *Participation is optional, but
encouraged.

June 2018
Preparation Homework
The second module at Darden includes 12 case studies that provide
the foundation for discussions around financial decision making,
Ethical Decision making, leading change, and more. Participants
read case studies, document their thoughts, and come prepared to
discuss.

July 15-18, 2018
Darden Module Two, Charlottesville, VA
Case studies develop skills in financial decision making, value-
based decision-making, developing high performing teams,
managing conflict in teams, and leading change. For more detail
see page “Agenda for Darden Modules.”

Lead Instructor Jared Harris teaches
ethics and strategy courses, with
particular focus on corporate
governance, business ethics, and
interorganizational trust.
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Additional Instructors:

Alec Horniman, PhD: professor of
business administration, teaches in the
ethics, strategy, and leadership areas.

Luann Lynch, PhD: professor of business
administration, teaches accounting and
management accounting in the MBA
program.

Robert Carraway, PhD: associate
professor of business administration,
teaches quantitative analysis courses in
the MBA program.

Morela Hernandez, PhD: associate
professor of business administration,
teaches ethics in Leadership and
Organizational Behavior.

Marc Modica, MA: senior lecturer in
business administration, teaches
negotiation and communication courses
in the MBA program.

Sankaran “Venkat” Venkataraman, PhD:
professor of business administration,
teaches strategy, entrepreneurship, and
ethics.

Ken Eades, PhD: professor of business
administration, teaches courses in
corporate finance.

Tom Steenburgh, PhD: Paul M.
Hammaker professor of business
administration with a focus on strategic
sales management.
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“Simply stated, Darden is the single greatest experience in my
professional career. The Professors are passionate, engaging
and have a contagious energy. An outstanding program!”

Frank J. Case III, Executive Vice President, 
Performance Foodservice - Temple, Texas

“Learned so much in just 3 Days! I can only imagine what I
would learn if I went full time!”

Karla Bulluck, Vice President/General Manager, 
SYGMA - Southern California

“I have participated in several other further education
programs and the Darden Executive Education program ranks
at the top. The instructors were able to thoughtfully connect
the dots between academic theory and the business world we
face every day. The information provided is clear, concise and
thought provoking. The strength of the program is the faculties’
ability to effectively engage the entire group, challenging you to
view every topic from entirely new angles.”

Kevin Ullrich, Chief Executive Officer, Jake’s Finer Foods

“In three days of Darden classroom instruction, I significantly
added to my knowledge base on how to strategically engage
our team members, operators and supplier partners in a
process which will create value for all us.” 

Randy Tollison, Director, Center of the Plate & Mfg., 
Ben E. Keith Foods

“This program will challenge you to rethink what you think you
know about leading, learning and change in a very positive
way. You don't get humbled; you get inspired!”

Tom West, Vice President, Purchasing, Merchants Foodservice

This program allows you to focus, learn, and dedicate yourself
to improvement. We all get distracted every day. This program
requires your attention and dedication. Preparation,
attendance, and participation are required for success. Any
decision maker should attend this course. My strategic thinking
has greatly improved because of this program.

Aaron Kerkhoff, Director of Sales, Kohl Wholesale

MEMBERS OF THE 2017 CLASS SHARED THEIR THOUGHTS AFTER THEIR FIRST DARDEN SESSION

2015-2017 Foodservice Distributor
Participants by Area of Responsibility

“An outstanding program that refreshes forgotten knowledge
and challenges one to think in new ways. The entire
program was engaging. It is amazing to see a group of
industry leaders sitting in a room fully focused on learning.” 

Ethan DeWall, Director of Warehousing, Martin Bros.
Distributing Co., Inc.

“The program was extraordinary in every sense of the word.
I have since expressed to family, friends and peers that it
was a life changing opportunity. I am already looking
forward to getting the additional reading assignments and
the next set of assignments so that I can continue to learn
and look to find ways that I can be a more effective leader
in my organization. I cannot wait until we return in July!”

David Ruff, Vice President, Procurement & Marketing,
Performance Foodservice - Batesville
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February 11
1:00 p.m. - 4:00 p.m.
Registration and Check-in at Darden

4:00 p.m. - 4:30 p.m.
Welcome and Program Introduction

4:30 p.m. - 6:00 p.m.
Leadership in Action
Case Study: CEO Jeanette Clough

6:00 p.m. - 6:30 p.m.
Networking Reception

6:30 p.m. - 7:30 p.m.
Opening Dinner

8:00 p.m.
Meet in Learning Teams to prepare
for Monday sessions.

February 12
7:00 a.m. - 8:00 a.m.
Breakfast

8:00 a.m. - 9:30 a.m.
Critical Thinking & Decision Making
Case Study: Freemark Abbey

9:45 a.m. - 11:15 a.m.
Decision Analysis
Case Study: Carter Racing

11:15 a.m. - 12:30 p.m.
Lunch

12:30 p.m. - 2:00 p.m.
Developing an Enterprise Perspective
Case Study: Walt Disney: Mickey
Mouse or Media Mammoth

2:15 p.m. - 4:15 p.m.
The Nuance of Negotiation
Case Study: Myerson and Centralia
Negotiation

6:00 p.m. - 6:30 p.m.
Networking Reception

6:45 p.m. - 8:00 p.m.
Dinner

February 13
7:00 a.m. - 8:00 a.m.
Breakfast

8:00 a.m. - 9:30 a.m.
Financial Statements
Case Study: PepsiCo 2014 
Annual Report

9:45 a.m. - 10:30 a.m.
Learning Teams Meet

10:30 a.m. - 12:00 p.m.
Financial Analysis
Case Study: Ratios Tell a Story

12:00 p.m. - 1:00 p.m.
Lunch

1:00 p.m. - 2:30 p.m.
Strategic Thinking and Change
Case Study: PepsiCo

2:45 p.m. - 4:45 p.m.
Creating Mutual Value
Case Study: Akron Foundry 
and RMC: Hydra Division

6:15 p.m. - 6:45 p.m.
Networking Reception

6:45 p.m. - 7:45 p.m.
Dinner                             

February 14
7:00 a.m. - 8:00 a.m.
Breakfast

8:00 a.m. - 10:00 a.m.
Embracing Innovation
Case Study: Jennifer Parks

10:15 a.m. - 12:00 p.m.
Why Is Innovation So Hard?
Case Study: Innovation Strategy 
at Microsoft

12:00 p.m. - 1:00 p.m.
Lunch

1:00 p.m. - 2:30 p.m.
Creating What’s Possible
Case Study: H.I.S.T.

2:45 p.m. - 3:15 p.m.
Action Planning for Module Two

Darden Module One - February 11-14, 2018 Darden Module Two - July 15-18, 2018

July 15
12:00 p.m. - 3:00 p.m.
Registration and Check-in at Darden

3:30 p.m.
Departure: Tour of Monticello, 
Home of Thomas Jefferson

6:00 p.m. - 7:30 p.m. 
Reception and Dinner at 
Historic Mitchie Tavern

8:30 p.m.
Learning Teams Meet

July 16
7:00 a.m. - 8:00 a.m.
Breakfast

8:00 a.m. - 11:45 a.m. a.m.
Leadership Personality, Style, 
and Effectiveness
Case Study: Wolfgang Keller at
Konigsbrau - TAK

11:45 a.m. - 1:00 p.m.
Lunch

1:00 p.m. - 2:30 p.m.
Financial Decision Making: 
Cash Flow and Forecasting
Case Study: Cartwright Lumber

2:45 p.m. - 4:15 p.m.
Creating Value
Case Study: Apple Computer -
Whither the Mac?

4:15 p.m. - 6:00 p.m.
Individual Preparation and
Recreation

6:00 p.m. - 8:30 p.m.
Cook-Out Wilkerson Courtyard

July 17
7:00 a.m. - 8:00 a.m.
Breakfast

8:00 a.m. - 9:30 a.m.
Ethical Decision Making
Case Study: Evergreen Enhancement

9:45 a.m. - 11:30 a.m.
Values-Based Decision Making
Case Study: GE Healthcare in India 

11:30 a.m. - 12:30 p.m.
Lunch

12:30 p.m. - 2:00 p.m.
Sales Management Systems
Case Study: Cabot Pharmaceuticals

2:15 p.m. - 3:45 p.m.
New Strategies in a 
Slow Growth Industry
Case Study: Aqualisa Quartz

3:45 p.m. - 6:00 p.m.
Individual Preparation 
and Recreation

6:00 p.m. - 6:30 p.m. 
Networking Reception

6:30 p.m. - 8:00 p.m.
Graduation Dinner 
& Closing Remarks

July 18

7:00 a.m. - 8:00 a.m.
Breakfast

8:00 a.m. - 9:30 a.m.
Leading Change
Case Study: Silver Cloud (A)

9:45 a.m. - 11:15 a.m.
Leading Change
Case Study: Silver Cloud (B)

11:15 a.m. - 11:45 a.m.
Program Evaluations and Closing

(Lunch Available before Departure)

This preliminary agenda includes the case studies used in the 2017 program and may be subject to change. Dates and general schedule are confirmed.

SCHEDULE WHILE AT THE DARDEN SCHOOL OF BUSINESS




