(Mr. Nerd needs some sort of 'witness box' or could just stand behind a desk.  Prosecution barrister would stand to his right and defence to his left)

Ladies and Gentlemen of the jury.  You see before you today a Mr. C. Nerd. We will ask you to judge whether or not he is guilty of gross overestimation of the success of his business venture, called Vortex.  May I introduce the prosecution barrister: (gestures towards barrister with his hand open)

PB  Mr. Nerd -  You claim to do web-site design for companies, groups and individuals  (he looks at Mr. Nerd who goes to answer but :

Mr. Nerd Y..

DB Yes that's correct

PB   And you want us to believe that your company provides a competitive product? (pause) A bunch of amateurs like you!

DB I object!!

PB  Well, what computer skills do you have, how many web sites did your company design and (heavy with disbelief) were your clients satisfied? 

Mr. Nerd  There are ... (interrupted by DB)

DB 
There are now 8 skilled professionals in my client's company.  In the early days of the company there were fewer, but success and need lead to the training of more staff; who very quickly became more skilled.  Mr Nerd's company has been clear with customers about what they can and cannot provide. They have a clearly defined a product which meets a well-researched market need.

PB Yes, but have you found customers for this 'clearly defined product' (sounding sarcastic) which has been so well-researched

Mr. Nerd  Yes, we .....

DB  Yes, Vortex has designed web-sites for two local businesses and for very different school departments - i.e. the music department, history department, and the tennis club.  For the music teacher, for example, my client's company added a feature that means that his music can now be listened to over the Internet.

PB  OK so Mr. Nerd's company found some customers for what it had to offer (looks at ceiling) but how do we know they were pleased.

Mr. Nerd   Well ...

DB   
My client was not complacent about this. Customer satisfaction was measured by using a questionnaire.  This shows that the level of satisfaction was 85%. The company has undertaken regular reviews of all aspects of its business - marketing, pricing, and delivery of service to increase efficiency and ensure good relations with its customers.


PB
I suppose Mr Nerd would have us believe that, bunch of geniuses that they were, they found the whole exercise completely plain sailing from start to finish?


Mr Nerd   Well, I'd.....


DB
Not a bit of it. In common with most enterprises, they had their high and low points. Their main highs were realising how large the demand for their product was, and in seeing how pleased their first customer was when his web site went on-line. Of course, the demand had to be managed, and my client's company did this by being very clear about its core competencies and the type of web sites it was prepared to take on, both to itself and to its potential clients.


PB
Ha! I notice you've said nothing about the low points. I suppose your client (nodding in the direction of Mr Nerd) just ignored those?


Mr Nerd   If I cou.....


DB
Not a bit of it. There were sticky moments, of course there were. Once, for instance, one of their prospects made a habit of failing to turn up for meetings; one of their clients didn't provide them with the text to be put onto the web site; one of the web sites failed to upload correctly onto the web. In every case, the company recognised the problem, carried out a review, and amended their procedures and policies accordingly. In other words, they recognised their mistakes and learnt from them.  


PB
You paint a very rosy picture of the company. Are you trying to tell us (turning to the audience) that all members of the company were happy all the time? Isn't it true that your client just didn't bother to consider the staff?


Mr Nerd   I really must prote....


DB
That's really quite uncalled for, even from you. Communications within the company were as much from the bottom to the top as the other way round. All members of the company were present at all board meetings (a 100% attendance rate by the way) and were able to raise any issues at these meetings. One issue which was raised fairly early on, for example, was that some employees felt that they didn't have a useful role in the company. As it happened, this coincided with the realisation that the web developers were becoming a bottleneck, and had more work than they could handle. Realising this, and following discussions, the board re-assigned responsibilities: the developers trained more employees in their technical skills; the 'experts' concentrated on the core elements of creating the web sites; the newly trained employees took on the task of completing the details of each site, initial testing, and the preparation of customer documentation. The result of this - bottleneck removed, employees happier. A true win-win outcome, based on teamwork, good communication, and excellent problem-solving.


PB
I've noticed that you've said nothing about finance - pricing policy, financial control, cash flow. I suppose your client has a few skeletons in the cupboard there?


DB
Please! Although (aside) I suppose you're getting quite desperate... At first, the board decided on a pricing structure based on the anticipated complexity of the web site. This worked les well than expected for two reasons - firstly, the number of pages in a web site proved to be a very poor predictor of the cost of producing it and, secondly, the board realised that they should price their product by its value (to the customer) and not the cost of producing it.

As a result, the company changed its procedures, and quoted a price only once the basic structure of the web site, and the level of detail in the content had been agreed with the customer.


PB
That’s convein…

DB
(speaks above PB):
This in fact had two benefits - firstly, my client was able to set prices far more accurately to reflect both the cost (to the company) and the benefit (to the customer) and, secondly, it impressed on customers that they were dealing with a professional outfit rather than a bunch of cowboys. 

PB  I suppose you want the jury to believe that this bunch of amateurs has a good product, has found a niche in the market, and has satisfied customers.  You'll be saying next that they have made a profit, too.  

'Mr Nerd'  (Very pissed off): Look here! Vortex is a democratic and fun company to work for.  Our company made gross profit of £350 so far year.  We have further £750 of business in the pipeline! I am innocent! And I am getting very irritated!

[pants] (as in “huff huff”)

