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Question 1.
[bookmark: _GoBack]Rivertown was not trading a social enterprise as per the definitions summarized at the beginning of the chapter. For a long time, Rivertown remained as a non-profit but the activities for generating income were inconsistent. According to Sabella and Eid (2016) a social enterprise aims at maximizing the benefits of the society and the environment. In this case, there were numerous controversies that led to the issue of unrelated business income. Indeed, Kling describes the earned income initiatives as social purpose capitalism which emerged from the aggressive tactics he applied. Rivertown was not trading under the definitions of a social enterprise because it comes out as a form of personal enrichment through public funds.
Question 2.
The case of Minnesota Public Radio (MPR) presents some of the strategic management issues that are discussed in the chapter. These issues arise from the culture and leadership in the organization which reduce the effectiveness. For instance, Kling and other senior executives had already worked out arrangement that would earn them benefits/bonuses after the sale of the Rivertown. Lyons et al. (2010), argue that there is rampant mismanagement of social enterprises leading to diminished organizational effectiveness. Also, some leaders played dual roles which increased the number of controversies in the organizations. Therefore, the case of MPR present strategic issues that arose from the complexities in the organizational structure.
Question 3.
The case suggest tactic to structure the relationship between a non-profit and its earned income into venture. In this case, earned income can be from mission-related sales that creates a path for growth and innovation. According to Sabella and Eid (2016) having a strategy that dictates how the goals and objectives should be achieved assists to structure the relationship. For instance, strategies that focus on long-term finding and diversification of funding bases increase the operational effectiveness. The executives should refrain from converting the operating assets to endowment assets to reduce the complexities. The organizational structure should be well designed to ensure that each individual has well-outlined roles and responsibilities.
Question 4.
I think MPR commercial activities were consistent with its mission because the organization continues to expand and prosper even after the sale of Rivertown. Besides, the Jon McTaggart who succeeded Kling was ambitious about the expansion plan. Throughout the years, MPR has demonstrated efforts to align with its intensive growth strategy which is outlined in the mission statement. MPR was also following Reagan administration strategy that encouraged public broadcasting seek out earned income rather than relying on federal funds. Ideally, MPR continuously grew and built regional network to the extent of competing with larger national public radio.
Question 5.
Yes. MPRs commercial activities under Bill Kling created appearances that were inconsistent with the values of stakeholders. First, Kling and other executives worked arrangements that portrayed personal enrichment. Also, Kling served as the CEO for both for profit Green spring and non-profit MPR. Other senior leaders served duals role in both organizations which created more complex relationships and controversies in the organizational structure. Kling conducted some aggressive tactics that led to questioning of his level of compensation and portrayed conflicts of interest and nepotism
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