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Executive Summary  
21st Century Organization Development 
Adults spend at least 25% of their waking hours at work, and business environments are a hub 
for innovation in our society. The field of organization development (OD) emphasizes the human 
element in working life for the betterment of people and businesses alike. 

Today, organizational relationships are digitally inter-twined. These connections require a new 
approach to OD: one that develops relational magic within the machine of modern living.  

Our Mission 
To be the go-to agency that redefines relationships in the working community by addressing the 
disconnect between human systems and their adopted technology. 
Our Strategy 
We provide business solutions that are personal, scalable, and tech savvy to address the needs of 
current and emerging working environments through our use of high-touch OD consulting followed 
by responsive and ongoing subscription-based client relationships.  

We address the OD gap between people and technology, by using the latest OD technology to 
address and understand client issues leading to the creation of sustainable and humanistic 
solutions. 

In parallel with this, we have sufficiently strong relationships with OD software companies to provide 
them with ground floor feedback for feature innovation and technological evolution of their products.  
Competition 

Other professional services consulting firms miss the mark by continuing to provide one-size-fits-all 
packages, or failing to incorporate technological change entirely. MAOD is more agile and 
customizable, from meeting presenting problems to supporting implementation, we are attuned to 
change management and new challenges as they arise from both the human and technology front. 
Like many industries, OD is benefitting from a wave of software innovation that creates an 
opportunity for clients to better connect with their own organizations. All too often, software 
companies sell analytics tools to businesses without a proper understanding of their humanistic 
details. Part of MAOD’s role is to embrace these tools while also always prioritizing the employee 
experience. 

Team 
Max Anderson, Ryan Gurule and Karlee Pierce are three MA graduates of the Sonoma State 
University Organization Development program who enjoyed working together during the 
program, and decided to continue that collaboration in an agency format. 

maodconsultants.com 

http://www.maodconsultants.com/


 

HISTORY, VALUES, AND MISSION 
This outlines how we intend to operate as MAOD Consultants, and remains a living document. 

MAOD Consultants were founded in early 2016 while Max Anderson was completing his 
masters degree in Organization Development (OD) at Sonoma State University (SSU).  
 
Originating from the chosen topic of his master’s degree culminating paper - The role of 
software technology in the OD profession  - and his interest in creating simplicity and efficiency 
in his (and others’) 21st century professional environments, he envisioned OD consulting 
agency that utilized software technology and people analytics at its core, along with the more 
conventional OD humanistic and personal high-touch approach. 
 
Because of the cohort nature of the SSU masters OD program, Max had the opportunity to work 
and collaborate closely with all his classmates. After contemplating each colleague according to 
individual ability and compatibility, and evaluating ideal team dynamics through the 
shared-values  lens of trustworthiness, curiosity, and fun, he created a shortlist of a few people 
he wanted to join him. He was lucky that two people were excited enough about his proposal to 
say: “Yes.” Those two people are Ryan Gurule and Karlee Pierce. 
 
With Max coming from Generation X, Ryan coming from Generation Y, and Karlee being a 
Millennial, we at MAOD Consultants feel we have a very large segment of the working 
population covered; in other words, we can speak many of those different languages  that are 
found in the modern workplace. The range of professional experience from Max’s 25+ years in 
Silicon Valley to Karlee starting out on her career path, we are excited about that blend of 
experience, enthusiasm, and experimentation. 

Values 
Our values are the starting point for everything. These guide our work with each other and direct 
our work with our clients. We encourage creative and diverse expression through our values, 
and in the spirit of authenticity and transparency, we share both our internal and external values 
here: 

Internal 
Trustworthy: We keep our agreements and remember we are a team 
Grit: We push through the challenging times – doing what needs to be done 
Curious: We follow our gut feelings, and are comfortable asking questions 
Fun: We remember to laugh together, and keep things light-hearted 
Simplicity: We keep it simple 
 



External 
Adaptability: We roll with the waves of change of each project 
Integrity: We demonstrate exemplary behavior towards the client at all times 
Discovery: We remain open to learning more, and asking more questions 
Partnership: We always work with the client in a spirit of collaboration 
Enthusiasm: We make every effort to be cheerful and positive 
Progressive: We are open to new ideas and cutting edge innovations 

Mission 
To be the go-to agency that redefines relationships in the working community by addressing the 
disconnect between human systems and their adopted technology. 
 

COMPETITIVE ANALYSIS OF OD INDUSTRY  
Organization development (OD) is a humanistic and person-centered approach to business 
consulting. OD often employs process consultation , which requires people to gather in the same 
place at the same time. While we recognize the power of such gatherings, we also recognize 
that this consulting tradition doesn’t leverage advances in communications technology or mesh 
with cultures forming around such technology. We intend to be the leaders in OD consulting that 
expands definitions of what it means to be connected, while also using conventional methods. 

The Need for Organization Development 

Gallup has been investigating the workplace for decades, and their polls reveal strong results 
about the need for business and labor to connect. They report that of the 100 million full-time 
working Americans, only 30% feel engaged at work. This disengagement costs American 
industry about $550 billion annually, and leaves 70% of the workforce stagnant and not 
contributing to innovation and advancement. 
 
Engaged employees feel an emotional connection to the workplace and are willing to go the 
extra-mile for the company. The following chart shows how employee engagement affects key 
performance measures. 
 
 
 
 



 

The Need for Personal and Scalable OD Consulting 
Human systems, much like individual human beings, are always changing. This is especially 
true in the modern business climate with Big Data  and startup  cultures presenting new and 
exciting standards for health and sustainability. Organizations are very particular and 
ever-evolving, which calls for OD consulting attuned to the unique culture and goals of each 
client. 
 
Today’s OD consulting needs to be firmly planted in the humanistic principles that remain 
universally true, while prioritizing adaptability and modernized transformation. 

The Workplace as an Arena for Personal Growth 
With the rise of millennials in the workforce, a tide of new employee needs and wants has 
emerged. While such things as livable salaries and professional advancement are still valued, 
employees are seeking to seamlessly integrate their personal lives as well.  
 
Meaningful experience and professional development is the name of the game, and people are 
intentionally doing their self-work  alongside their assigned occupational duties. Organizational 
culture is adjusting to this new value as employee engagement, talent retention, and human 
capital proficiency are on the line. 

 



Decentralization 
Information is available at unprecedented levels, and social media (through billions of Facebook 
and Twitter users) threatens established order.  
 
Power becomes stagnant and entrenched when there are barriers in place that slow the pace of 
change. Right now, technological advances are bringing down barriers to power in countless 
ways. Managers and organizations need to respond to this cultural phenomenon by changing 
their organizational structures and providing more transparency. These changes entail a 
profound cultural shift. People in organizations need to redefine their relationships to one 
another and their technology to unlock the potential of the new culture.  

Consultants that offer OD and Tech (Yes/Yes): Slalom 

 Yes OD No OD 

Yes Software Slalom CultureAmp 

No Software Future State VenturePad 

Strengths 
● Full cycle assessment and implementation with ongoing support.  
● Established client base and relationships. Adaptable technology. 

Weaknesses 
● Customer/business success focused rather than employee development focused.  
● High price & inflexibility. More rigid and formal processes. Metropolitan based.  

Opportunity 
● Smaller organizations increasing internal development and scaling while increasing success.  
● Suburban organizations.  

Threat 
● Fully integrated OD and Technology.  
● Could potentially steal our clients if we can’t offer a full suite of professional services.  

Consultants that offer OD and no Tech (Yes/No): FutureState 
Strengths 

● Established client base and client relationships along with a full suite of professional 
services.  

Weaknesses 
● Aren’t keeping pace with technological innovation.  



Opportunity 
● Bringing the suite of tech tools from our network of contacts, outsource capability. 

Threat 
● They can start implementing technology in their consulting at any time 

Tech companies that offer OD services (No/Yes): CultureAmp 
Strengths 

● Access to cutting edge and user friendly software. Able to offer custom tools and 
integrations.  

Weaknesses 
● Hammer looking for a nail (operating from a tech-first perspective) 

Opportunity 
● Human informed & customizable: People-first approach that utilizes tech as appropriate. 

Threat 
● Can attract and acquire customers that are prone to buy gadgets.  

Prof Services not offering OD or Tech (No/No) VenturePad 
Strengths 

● Connections and relationships with businesses.  
Weaknesses 

● No structure, no OD informed strategy, no leveragable OD tech.  

Opportunity 
● Sharing referrals to help us cover their customer needs and prevent them from defecting.  

Threat 
● Difficult to connect with as they have limited bandwidth and are singularly focused. 
● They might damage our reputation. 

 
  



BUSINESS STRATEGY: Unique Selling Point (USP)  
This section highlights MAOD Consultant’s unique value in the OD consulting space and 
branding strategies that accentuate and further that particular value. 

USP 
We conduct therapy for the workplace.  We provide business solutions that are personal, scalable, 

and tech savvy to address current and emerging human system needs through our use of high 

touch OD consulting followed by responsive, ongoing subscription-based relationships. 

Branding - A set of meanings we are associating symbolically 
● Mantra - Personal, scalable, and tech savvy 

● Logo - Strong (red). Global inference.  Simple. Modern. Transparent. 

● Verbal Logo (motto) 

○ Therapy for the workplace 

○ Making the personal scalable 

○ Integrating people with their technology 

 
We want our potential clients to imagine themselves discovering new ways of relating to their 
technology and each other. 

● Branding Strategy 1: SMM - Run our SMM content through the filter of:  

○ Does our content emulate the personal, scalable, tech savvy, “therapy for the 

workplace” brand we are communicating?  

○ How is our content and medium actually doing that? 

● Branding Strategy 2: Person-to-person -  In our work with clients, in presentations & 

pitches, and in our own operations, we involve the cutting edge  by using the most 

appropriate technology while continuing to explore options and trends in collaborative 

technologies.  
 

  



SALES STRATEGY  
This section discusses what we offer, what it costs and who we are offering it to, and all within 
the context of maintaining our own thresholds and boundaries of our offerings and services. 

Thresholds and Boundaries 
Given the relationship based nature of the business, there is some danger that we accidentally 
provide valuable services without collecting fees. In service to ourselves, we intend to be clear 
about the work that we charge for.  

Pricing Structure 
We offer a simple, flexible pricing structure that allows more organizations to implement 

personal and scalable solutions.  

● Discovery and Scoping: $3,000 - $5,000 

● OD Implementation: $3,000 - $50,000 

● Ongoing Client Subscription: $100s to $1000s per month 

● Standalone Services: $125 - $10,000  

● Private One on One Coaching: Sliding scale (friends and family rate) $75-$125 

 

 

  



The MAOD Client Process 
MAOD Consultants sees client processes in three phases which are discussed next. The 
following diagram illustrates this: 

 
 



PHASE 1 - Discovery and Scoping 
This is a mini project with one pivotal member (client manager) of the organization to discover 
its health and structure using our analytical skills and fresh perspective. This new picture 
prepares us on how to guide the organization out of its old patterns and catalyze real change. 

Parameters 
We work with the client manager to determine the organization’s parameters and goals of the 
OD project and our relevant role within that. We ask for organization-specific data, documents, 
and structure, and then conduct our own fact finding to reduce any internal bias. 

Short Interviews 
We speak with key people in the organization system to establish an entry and engagement 
point for our work. We make all interviews personal and confidential to build a special trust with 
employees and get real answers.  

Client Manager Feedback Session 
This meeting with the client manager is where we present themes from the interview data, 
recommendations, and possible next steps. It will consist of at least one of the following options: 

● Option A: Team Launch Meeting, Workshops 
● Option B: Coaching 
● Option C: Facilitation of Retreat, Meeting, Etc. 
● Option D: Client Agreed OD Software Implementation 
● Option E: Systems Redesign 

PHASE 2 - Implementation 
Informed by Phase 1’s Client Manager Feedback Session, we discuss our findings and develop 
options with the client manager. We hone in on the data analysis and agree on implementation 
actions with a roadmap that includes timelines, activities, group participants, communication 
touch points, evaluation methods (metrics or feedback), and possibly a systems redesign. 

Detailed Surveys and Interviews 
MAOD uses the interview data from Phase 1 to deploy larger scale, more precise survey 
questions as well as conduct more detailed interviews with additional people. Insights will be 
tested with the wider organization using software of your choosing. We also look at the 
following:  

● Pre-existing communication channels 
● Cultural and organization-specific data  



Data Synthesis and Planning 
There are many ways to view an organization. MAOD synthesizes existing and MAOD-gathered 
data with the client manager to generate new perspectives. This step consists of: 

● Theming data and our own findings to distill main organizational trends into a narrative 
● Sharing models and data visualization to develop relevant actionable ideas and solutions 

Presentation and Collaboration 
MAOD begins collaborating for change with the target group. This phase can be long or short, 
depending on how much support the organization needs from MAOD. This consist of the following: 

● Option A: Team Launch Meeting, Workshops 
● Option B: Coaching 
● Option C: Facilitation of Retreat, Meeting, Etc. 
● Option D: Client Agreed OD Software Implementation (fast-track to Phase 3) 
● Option E: Systems Redesign 

PHASE 3 - Ongoing Client Subscription 
Phase 3 aims to scale changes made in Phase 2. We design a personal and scalable solution 
for the organization to replicate the positive changes already begun, while using relevant 
software to monitor the organization’s pulse of key performance data. We will maintain flexible 
relationships with the organization’s key stakeholders to analyze, leverage, and act upon that 
evolving data. 

Report Options 
MAOD OD will help you interpret your data from one of the following sources: 

● Third Party-generated: Reports from OD software people (Humantelligence) 
● Internally-generated: Regular reports from OD software for tracking chosen variables 
● MAOD-generated: Quarterly Needs Assessment/Health Check via Survey Monkey or 

chosen OD Software Platform (SurveyMonkey Pro, TinyPulse, etc.) 

Virtual Coaching 
This consists of ongoing personal/professional development for key employees through 
conference/video calls.  

PHASE 4 - Standalone Services 
● Prepackaged Training Modules 
● Facilitation of a client meeting/retreat 
● Conflict Resolution/Mediation  
● Prepackaged Retreats 
● One-on-one Coaching 
● Team Dynamics Seminar (Enneagram, DISC, Strengths Finder, Subcontracting) 

 



Customer Segments  

Organizations continue to incorporate digital communications into the workplace at different 
paces. At the same time, they have different levels of investment in their employees. These two 
factors comprise a grid of four customer segments.  
 

 Yes People No People 

Yes Tech CultureAmp Agilent 

No Tech Kaiser Foxconn 
 
No/No companies have the biggest need and the largest OD gap, while Yes/Yes companies 
have the smallest OD gap and are closest to achieving the ideal, modern work community. 

Small OD Gap: CultureAmp (Yes People/Yes Tech) 

Companies that have high technological affinity and high care for their employees are our ideal 
first clients. They have little resistance to learning new technology and will invest time and 
money in the quality of their working relationships.  

Their Needs and Concerns 
These companies need to keep pace with technological advancement. They want to offer their 
employees the flexibility of working from home and capture ideas that might occur outside of the 
office. At the same time, these companies need to maintain a healthy work/life balance by 
creating norms about the need for face-to-face interaction, and the appropriateness of office 
technology. These norms need to flex and change as technology moves forward. 
 
These companies have a need to maintain talent in their organization. They need to facilitate an 
employee experience that helps people learn, grow, develop relationships and feel at home.  

Buying Process 
Because these companies already have some OD capability and software solutions in place, 
they need us to fill a small OD gap. We will offer a highly integrated partnership with a focus on 
skills transference, and we will build relationships where learn from our customers as much as 
they learn from us.  

Medium OD Gap: Kaiser (Yes People/No Tech) 
Their Needs and Concerns 
These companies understand the value of low turnover and having committed employees. 
However, they haven’t figured out how to use technology to improve employee relations. People 



in these organizations are likely to be less willing to adopt new technology, but may change their 
mind if we can explain how the technology will help relationships grow.  

The Buying Process 
Yes/No companies will be slow on the technological uptake. They will need more help finding 
software solutions and will need encouragement to buy them and implement them. We need to 
incorporate technology in small chunks, with a focus on positive experiences every time.  

Medium OD Gap: Agilent (No People/Yes Tech) 
Their Needs and Concerns 
Companies with technological affinity but pay little attention to their relationships need help 
realizing the benefits that people best practices offer. The people in these companies will learn 
new technology quickly, but won’t intuitively apply it within their relationships.Without 
assistance, their relationships may lack the depth and spontaneity to take full advantage of the 
feature set offered in OD software.  

The Buying Process 
No/Yes companies will be more interested in the technology itself rather than the potential it has 
to improve company culture. That said, people in these companies might discover that they feel 
more safe using technology as a ‘facilitator’ to help improve relationships.  

Large OD Gap: Foxconn (No People/No Tech) 

Their Needs and Concerns 

Companies without concern for employees and with little affinity for technology offer the most 
difficult challenge. Improved relationships may not align with a business strategy that treats 
people like replaceable parts through mass hiring and high turnover. At the same time, a 
low-trust environment will cause new technology to be viewed with suspicion.  
 
The Buying Process 
In No/No companies, aligning OD work with business objectives is a key first step. Expectations 
should be kept low as the organization will benefit from the most basic trust building exercises.  
  



MARKETING & COMMUNICATIONS STRATEGY  
This section outlines MAOD processes and channels for connecting with potential clients, OD 
software companies, and the OD community at large. These strategies will aim to maintain and 
grow our presence while continually informing our customer segments of who we are, what we 
offer, and how we can specifically be of service to each segment. 

Social Media Marketing 
● Presence on LinkedIn, Facebook, Twitter, and Youtube via posts/blogs showcasing our 

current work, industry trends & interests, MAOD updates, upcoming events, etc. 
● Public Google Calendar promoting events hosted by MAOD and events of interest to 

MAOD and the OD community at large. 

Channels 
Meetings (meals, cafes, at their workplace, online) and phone calls  

● Us being Software Agents for - Glint, Culture Amp, TinyPulse, Humantelligence 
● Client Managers 

 
Email and Social Media (Facebook, Instagram, LinkedIn, Twitter, YouTube) 

● Word of Mouth People: OD-minded people who believe in our product and get the word 
out, satisfied customer referrals  

● Potential Clients: New, possible targets- people, organizations, sectors 
 
Freemium Offerings 

● Meetup Clinics & Free First Consultation/Coaching Session 
● Crowdfunding  

 
Presentations & Pitches 

● Radio shows & Podcasts 
● Incubators & Crowdfunding 
● MAOD Website 
● Hackathons & Conferences 
● Our own personal contacts 
● Crowdfunded social experiment video spot  

 


