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From the Proceedings Editor 
 
 
Dear SECRA Colleagues: 
 
I am happy to report that the Fifteenth Annual SECRA Meeting Proceedings again show 
growth over the prior year.  We have about 20% more cases than last year and nearly a 
90% increase from 2005.  In addition, our plenary speakers this year are from outside 
the current SECRA membership.  We extend a hearty and thankful SECRA welcome to 
Dr. Fred R. David and Professor Forest R. David of Francis Marion University.  As many 
of you in the strategy field already know, Fred is the author of a successful strategic 
management text currently in its 11th edition with Prentice-Hall.  Forest is also involved 
in that project as an expert on case teaching notes.  More biographical particulars 
appear on page 36. 
 
Similar to other years, many submissions fell into a few of our published tracks.  Thus, I 
saw little utility in organizing the contents of these proceedings by track.  Instead, I offer 
a case and topic matrix to indicate the various areas represented in each case.  
Because I had to make some judgment calls, I apologize if you feel that your case was 
omitted from an essential category or inappropriately included in another.  Our goal is to 
solicit this type of assessment from authors during future calls for cases.  In any case 
(no pun intended!), I hope that you’ll find this matrix useful in determining the nature of 
each case. 
 
Next, the contents are listed alphabetically by author.  This more quickly gives you the 
credit due for your hard work in delivering a case to the SECRA meeting.  The 
proceedings are also supported by an author index. 
 
Finally, there is a CD included with each copy of the proceedings.  This CD contains 
electronic versions of the program, the proceedings you are holding, and copies of all 
full cases that were submitted in time for the CD publication deadline.  The CD 
precludes the cost of printing full cases in the proceedings, yet still allows us to have a 
hard copy of the case abstracts for quick reference.  Since we have adopted this 
electronic format, another goal is to provide more advanced indices for greater search 
capabilities. 
 
If you find the proceedings helpful, then the credit goes to you, the authors who have 
taken the time to make contributions to this year’s proceedings.  This document would 
not exist without your efforts.  
 
Thank you for the opportunity to serve. 
 
Sincerely, 

 
Mick Fekula, SECRA Proceedings Editor–2007 
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CASES 
 
 

MICHAEL THOMAS ENTERPRISES 
 

Elizabeth C. Alexander Christopher M. Cassidy 
Phuong Trung Dao Madou Sylla 

 

Marshall University 
 

Case Synopsis 
 
Michael Thomas Enterprises focuses on an African-American entrepreneur owning several 
businesses primarily in the minority section of a medium-sized town.  The businesses include a 
franchised quick-serve restaurant, a small grocery store, and the primary focus of this case, a bar 
– the 8th Avenue Supper Club, which serves alcoholic beverages and provides entertainment via 
televised sports, 2 slot machines and a pool table.  Food is not served at the bar. 
 
Thomas strives to be a role model for the minority and African American community, providing 
evidence that minorities can be successful in business as he is.  Thomas also seeks to provide 
needed products and services within the minority community for economic development and 
community building. 
 
Financial information for the bar reveals a significant and persistent negative revenue flow 
leading the reader to develop and question alternative marketing strategies as well as the 
continued existence of the business. 
 

Case Objectives and Use 
 
This case will allow the reader to focus solely on financial issues of the business, or can be used 
to examine the value of the entrepreneur’s personal goals of minority business and community 
development.  Questions that can be discussed include 1) Can the business continue operations?  
2) Should the business continue to provide a needed service to the community?  3) Will Thomas’ 
other businesses be able to offset the losses at the bar?  Financial data of the bar and the grocery 
store will be provided as well as a description of the target market, community, and specific 
product offerings. 
 
This case is based on data gathered for a student generated consulting project in a strategic 
management class. 
 
 
 
 
Contact Person: Elizabeth C. Alexander, Division of Management and Marketing, LCOB 
College of Business, Marshall University, 1 John Marshall Drive, Huntington, WV 25755, 304-
696-2686, alexanec@marshall.edu. 
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THE HOPE PROJECT CHARITABLE TRUST: SUVIDHA 
 

Chi Anyansi-Archibong 
 

North Carolina A&T State University 
 

Case Synopsis 
 

Six years ago, Salma graduated from the Hzt. Inayat Khan Education Center, a division of Hope 
Project Charitable Trust.  At the time she lived with her mother, a domestic worker, in a hut 
made of scrap materials.  Her brother earned a meager income white washing houses.  Certificate 
in hand, Salma enrolled in Delhi University and got a job as an assistant to a judge.  Her starting 
salary was Rs. 600.  Her brother, however, stopped her from stepping outside of the basti (the 
Sufi community).  Determined to make a success of her life, Salma told him she would stay at 
home if he could give her Rs. 600 a month! 
  
This was the story of most of the women and children in this basti.  The challenges of fighting 
poverty and educating the children and women continued with the hope of building a better life 
for all.  How much could an NGO such as Hope project and its SUVIDHA unit do to uplift the 
status of women where culture and religion, in particular, said otherwise?  How do you develop a 
woman-owned business where religion limits activities, mobility, and investment opportunities 
for women? 
 

Case Objectives and Use 
 

This case provides an opportunity to examine the impact and implications of non-governmental 
organization (NGO) for socio-economic development.  In this situation users, will discuss the 
implications in one of the fastest developing economy – India.  The case further offers 
opportunities to discuss the role of social entrepreneurship in the poor nations of the world.   
  
This case is based on actual non-governmental organization and on primary data.  The case also 
presents issues on role of religion, and other cultural elements in India’s society. 
  
The case is appropriate for use in both under graduate and graduate courses.  It may be used in 
International business, Cross-Cultural Studies, Strategic Management, Sociology, Social 
Entrepreneurship, and Community Economic Development Courses. 
 
 
 
 
 

Contact Person:  Chi Anyansi-Archibong, 341 Merrick Hall, North Carolina A&T State 
University, 1601 E. Market Street, Greensboro, NC 27411, 336-334-7656 x4025, 
archiboc@ncat.edu. 
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SAGO MINE DISASTER 
 

Joyce M. Beggs  
Edward Jernigan 

 

University of North Carolina at Charlotte  
 

Case Synopsis 
 
In Tallmansville, West Virginia, an explosion at Sago Mine results in a search for survivors.  
After two days, rescuers find one body and race to find 12 other miners trapped deep 
underground.  It appears that the twelve walked away from the explosion site.  The unanswered 
questions are:  where are they and what is their condition?   
 
The story received the highest levels of news coverage and was carried live by CNN news.    
Anderson Cooper seems determined to cover the story until the men are found.  Governor 
Manchin returns from the Gator Bowl to oversee the search.  President George W. Bush 
promised help with the rescue effort and offered words of support for the trapped men and their 
loved ones.  All the families of the miners were gathered in the Sago Baptist Church.  Cooper 
seemed to interview anyone going into or leaving from the church.  Eventually word reached the 
church that all the miners have been found.  Rescue efforts seem directed toward one of the 
twelve who is in critical condition.  The crowd is jubilant thinking that the rest are in better 
condition and are safe.  It is late into the night and the newspapers print stories that all have been 
found safe.  Unfortunately, this information is not true.  The truth is that the one miner who was 
taken from the mine was the only survivor and all the other miners are dead.  Governor Manchin 
must break the tragic news to the families.   

 
Case Objectives and Use 

 
The case describes the handling of a workplace safety accident at a coal mine setting.  The 
primary objective of the case is the introduction of issues relating to handling communication 
during a crisis situation.  Other objectives are to provide students with the opportunity:  To 
analyze the employer's responsibility to provide a safe workplace. To make a difficult managerial 
decision during a crisis involving the management of information to employees, family 
members, and the press. The case will be based on secondary data from published sources on the 
actual company. 

 
The case can be used in an undergraduate class in principles of management, organizational 
behavior, human resources management, or business ethics.  Due to the short length of the case, 
it is can be effectively used in a fifty minute class.  The case could be used during any period in 
the class when the topics of communication, safety, employee rights, and employer 
responsibilities are discussed. 
 
Contact Person:  Joyce M. Beggs, Department of Management, Belk College of Business, UNC 
Charlotte, 9201 University City Blvd., Charlotte, NC  28223.  Telephone: 704-687-2736, FAX:  
704-687-3123, email, jbeggs@email.uncc.edu.  
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CASE STUDY OF W.V. POWER 
 

Heather Bohache Melissa Flowers 
Jennifer Mak Christopher M. Cassidy 

 

Marshall University 
 
 

Case Synopsis 
 

The West Virginia Power is a minor league baseball team from Charleston, West Virginia.  The 
team and the ball field have undergone a series of turbulent ownership and name changes in its 
recent history and now is run by Andy Milovich.  This case describes some of the obstacles, 
problems, policies and changes implemented at WV Power in an attempt to improve 
organizational performance.  Extensive qualitative and quantitative organizational data, as well 
as comprehensive economic data on consumer trends is provided for analysis. 

 
 

Case Objectives and Use 
 

This case was based on both primary and archival data collected on an actual organization by 
student groups working on a class project.  It can be used at both the undergraduate and graduate 
levels in courses involving business policy, strategic management, marketing, finance, and sports 
management.   
 
Instructors and students will find extensive data which can be used to teach or practice a SWOT 
analysis.   
 
 
 
 
 
Contact Person: Dr. Christopher M. Cassidy, Division of Management and Marketing, 
Marshall University, One John Marshall Drive, Huntington WV, 25755, 304-696-4320, 
cassidyc@marshall.edu. 
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RUBBERform, INC. 
 

W. Blaker Bolling 
 

Marshall University 
 
 

Case Synopsis 
 
RUBBERform, recognized as an industry leader of converted cellular rubber and plastic 
products, was an innovator in polyurethane foam manufacturing.  They offered the largest 
variety of foam densities by thickness and the tightest tolerance capabilities in the industry.  
Since 1986 the company prided themselves on their quality products and service, as well as 
quick deliveries of their foam, rubber and laminating solutions.  The plant, offices and 
warehousing occupied over 250,000 square feet near Milton, West Virginia.  Some of their major 
products included HyPUR-cel, Visco-cel and laminations used in a wide variety of products.  
The company was closely held with roughly 65% of the stock owned by the founder, J. Allen 
Mayes. 
 
One of their major customers accounting for roughly 20 percent of their sales was Winchester 
Products, which in turn supplied Foot Magic, Inc., which in turn sold to Wal-Mart.  Wal-Mart 
had placed significant pressure on Foot Magic (including threats of changing to an out-of country 
supplier) in order to get their costs down and their profits up.  Ultimately this pressure was 
passed down the supply chain to RUBBERform. 
 
RUBBERform was in a strong financial position although inventory control had remained a 
constant problem and a fair amount of assets were so tied up. Due in part to drastic increases in 
sales, an inefficient purchasing system and difficulties in forecasting demand had led to a slow 
inventory turn and had occasionally placed strain on RUBBERform’s cash flow. 
 

Case Objectives and Use 
 
Should RUBBERform give in to the demands of Winchester with a corresponding drop in profit 
margins involved with 1/5 of their sales?  The case should be suitable for undergraduate courses 
in operations management, finance and strategic management.  The case should be of interest to 
students given controversies currently surrounding Wal-Mart.  [Due to a request from the 
company, only limited financial data was available for analysis and key names were disguised.  
Adequate, but disguised, financial data was presented in the case.] 
 
 
 
 
 
Contact Person:  Dr. W. Blaker Bolling, Division of Management and Marketing, the Lewis 
College of Business, Marshall University, Huntington, WV 25755.   Telephone:  (304) 696-2679, 
FAX:  (304) 696-2613, bolling@marshall.edu. 
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MY STUDENT NEEDS HELP BUT WHAT CAN I DO? 
 

Caroline S. Booth  
Robin Guill Liles 

 

North Carolina A&T State University 
 
 

Case Synopsis 
 
A common experience in advanced studies at many universities is the experience of being a 
teaching assistant. New master’s and doctoral level students often find themselves thrust into a 
classroom only to face countless professional challenges. Not only are these beginning teachers 
trying to navigate their own developmental milestones, but many also find themselves trying to 
understand and manage a classroom full of energetic and diverse students. In the human services 
field, these challenges can be even more complex as the constant training emphasizing the 
“helping” relationship can create conflicts with the inherently hierarchical teaching relationship. 
Questions of professional boundaries are brought into question as beginning teachers work to 
promote the learning and development of the student. This case highlights a true experience 
navigating one such challenge. There are numerous multicultural issues embedded within this 
case as well as the ethics of being a helping professional and member of the academic 
community.  
 

Case Objectives and Use 
 
This case highlights the ethical and personal dilemmas inherent in working with students in a 
supervisory or teaching capacity. This case is intended for use with graduate students in the 
human services field such as counseling, counseling psychology, and social work. In addition, 
this case would be useful to any advanced level student participating in a teaching assistant 
experience.   
 
 
 
 
 
 
Contact Person:  Caroline S. Booth, Ph.D., NCC, LPC, Department of Human Development 
and Services, North Carolina A & T State University, 207 Hodgin Hall, Greensboro, North 
Carolina 27411. 336-334-7916, csbooth@ncat.edu. 
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FOOD LION, INC. v. CAPITAL CITY/ABC, INC. 
 

Raphael O’Hara Boyd 
 

Clark Atlanta University 
 
 

Case Synopsis         
  

“I’ve seen my supervisor take chicken out of the [trash] can, 
 make us wash it, and put it back out.  And it was rotten!” 

 
ABC\Primetime Live made allegations of shocking unsanitary food handling practices against 
Food Lion, Inc. in a nationally televised broadcast.  After the broadcast, Food Lion suffered 
major losses and decided to file a lawsuit against ABC.  However, the lawsuit was not based on 
defamation concerning the truth of the ABC broadcast.  It was based on the methods used by 
ABC to obtain the video footage used in the broadcast, which Food Lion deemed fraudulent.  
The jury returned a verdict greater than Five (5) million dollars.  ABC appealed the decision.  It 
will be interesting to note the outcome of the appeal. 
 

Case Objectives and Use   
 
This is an informative and interesting case that examines traditional and emerging legal concepts 
concerning various tort claims.  The objectives of this case are threefold.  The first objective of 
this case is to expose students to specific areas of traditional statutory and tort legal concepts as 
applied in a real-world situation.  The second objective is to provide students with a basic 
understanding of fraud and product liability as well as how each is applied in a “real-world” 
environment.  The third objective is to develop and/or improve the student’s analytical and 
reasoning skills.  This case is appropriate for graduate and undergraduate Business Law courses. 
 
This was a highly publicized legal case that involved the legal concepts of fraud and other tort 
claims.  This case will examine these legal concepts as well as the various defenses and 
responses necessary to counter the allegations.  This case has various components, which will 
require students to make decisions, comments, and recommendations concerning public policy 
and real world perspectives.  Interestingly enough, the first amendment did not play the large 
role that most observers thought it would.     
 
 This case has been based on a lawsuit filed against Capital Cities/ABC, Inc., by Food Lion in 
the U.S. District Court for the Middle District of North Carolina, in Winston-Salem, North 
Carolina. Certain names and places have been altered in this case.  However, the basic facts 
remained the same.  Although this case may be applicable in a number of legal courses, it is 
highly recommended for a Graduate Business Law course and an undergraduate Business Law I 
class. 
 
Contact Person:  Raphael O’Hara Boyd, Department of Management, School Of Business, 107-
C Merrick Hall, Clark Atlanta University, 223 James P. Brawley Drive, S.W., Atlanta, GA 
30314, 404.880.6050, rboyd@cau.edu. 
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NOSTRAW DEVELOPMENT CORPORATION 
AND 

NOSTRAW PROPERTY DEVELOPMENT CORPORATION 
 

Betty Brewer Ida Robinson-Backmon 
Chi Anyansi-Archibong Isaiah Ugboro 

 

North Carolina A&T State University 
 
 

Case Synopsis         
 

Nostran Development Corp. focuses on the activities of an African-American real estate 
developer, Phillip E. Nostran, of Spencerville, North Carolina.  Nostran was the founder of a 
variety of companies, two of which are discussed in this case:  Nostran Development Corp., a 
residential real estate developer, and Nostran Property Development Corp., a commercial real 
estate developer.  Each company faced specific development opportunities and impediments.   
Decisions and recommendations needed to be made about future development activities for both 
companies, including projects, marketing, and financing. 
 

Case Objectives and Use   
 
The primary objective of the case is to focus attention on property development as a business 
activity involving management of business functional areas. A second objective is to extend 
student awareness of African-American entrepreneurial activities. A third objective is to add to 
the student’s awareness of property management, an area which is often unexposed. 
  
This case may be potentially useful for courses in Principles of Management, Real Estate, Real 
Estate Finance, Entrepreneurship, Small Business Management, Strategic Management and 
Accounting.  For example, In Principles of Management, students might focus on the 
characteristics, and managerial style and effectiveness of Phillip Nostran as a creator of new 
businesses. The case provides rich material for discussing property development and 
management issues for Real Estate and Real Estate Finance courses.  For Strategic Management 
courses, the instructor can ask students to perform a strategic analysis of each firm and develop a 
strategic plan for its future.  Entrepreneurship or Small Business courses can use the case as a 
focal point for discussing entrepreneurial behavior, access to and availability of capital for 
entrepreneurial activities, or managing young, high risk organizations.  Cash flow analysis is a 
key issue for the case and would therefore provide Accounting and Finance students with 
opportunities to explore the development and interpretation of cash flow statements. Finally, in 
the Accounting Principles class the student could analyze the "non-traditional textbook" financial 
statements to develop their awareness of real-estate financial reporting. In addition, to 
demonstrating how the statements are interrelated, the student could analyze and debate the source 
and viability of operating funds.  In many of these courses, the economic role of African-
American entrepreneurs can be a focal point for discussion.  The role of ethnicity can be 
discussed as a factor facilitating or handicapping Phillip Nostran’s efforts and activities.   
 
Contact Person:  Ida Robinson-Backmon, Chairperson, Department of Accounting, 215 
Merrick Hall, North Carolina, A&T State University, Greensboro, NC 27411, 336-334-7581 
ext. 6001, irobinso@ncat.edu. 
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IS WIND ENERGY GOOD BUSINESS?  A CASE FOR ILLUSTRATING 
THE STRATEGIC MANAGEMENT PERSPECTIVE 

 
Christopher M. Cassidy 

Wei Guo 
 

Marshall University 
 
 

Case Synopsis 
 

Wind energy has been hyped by politicians, environmentalist organizations, and the energy 
industry as a clean, sustainable, technologically feasible alternative to fossil and nuclear fuels.  
But does the political hype reflect reality?  Measures of profit aside, does the wind energy 
industry create more value for society?  Is it better than the alternatives?   
 
The case focuses on a specific wind energy project proposed in south eastern West Virginia and 
which was ultimately approved by regulatory authorities in late 2006.  This case compiles 
information on the wind energy industry, businesses, not-for-profit organizations, and political 
institutions that are stakeholders to the issue and provides the opportunity for students to discuss, 
debate, and analyze the opportunities and threats associated with wind energy from the 
perspective of each organization listed in the case.   
 
The stakeholder organizations discussed are Beach Ridge LLC and its parent company Invenergy 
LLC, Pacific Gas and Electric, Southern California Edison Electric, Mountain Communities for 
Responsible Energy, the Sierra Club, the WV Environmental Protection Association, and the 
WV Public Service Commission.  Instructors can use any or all of the organizations to discuss 
different perspectives on this issue. 
 

Case Objectives and Use 
 

This case was based on actual organizations and a real public policy situation using publicly 
available archival data.  The data in this case was compiled by student groups analyzing the 
various independent organizations as part of a class project.  
 
It can be used at both the undergraduate and graduate levels in courses involving strategic 
management, economics, accounting, operations management, finance and public policy.   
 
 
 
 
 
Contact Person:  Dr. Christopher M. Cassidy, Division of Management and Marketing, 
Marshall University, One John Marshall Drive, Huntington WV, 25755, 304-696-4320, 
cassidyc@marshall.edu.  
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GIS INC. 
DATA SECURITY, PRIVACY, AND E-MAILS 

 
Steven M. Cox, Queens University of Charlotte 

Kristy M. Eubanks, Meredith College 
   

Case Synopsis 
 
In response to a question from a US government customer about a finished production project 
sent electronically to the National Geospatial-Intelligence Agency, the manager pulls up a 
subordinate’s e-mail log and uncovers correspondence between the employee and a woman in 
China.  Upon reading the e-mails the manager discovers that they were of a graphic sexual nature 
and discussed processes used in the production of the government project.  The data used for the 
production work was designated ‘unclassified limited distribution’ (LIMDIS) by the government. 
The manager is uncertain if reading the e-mails constitutes a violation of right to privacy, if the 
sexual nature of the e-mails is a violation of the company’s policies, and if she has an affirmative 
responsibility to notify the customer of the potential disclosure of LIMDIS data. 
 

Case Objectives and Use 
 
The case is straight forward.  The employee has violated company policies and potentially 
disclosed government information.  The case demonstrates that a manager has a responsibility 
not only for work output, but also to insure that each member of the team understands and abides 
by their legal, ethical, and moral responsibilities within the work place.  In addition, in the case, 
the manager was faced with an ethical dilemma of her own, the resolution of which could result 
in the loss of her job and potentially the failure of the company. 
 
The learning objectives include: (a) The student will understand the latitude that a 
manager/company has with respect to reading a subordinates e-mails, (b) The student will 
understand a manager’s role in insuring that each employee understands company policies and 
the need to review these policies, and (c) The student will understand a manager’s responsibility 
to protect customer proprietary information and ethical responsibility to disclose violations of 
that information. 
 
This case is designed for undergraduate and graduate management students taking courses in 
Management, Organizational Behavior, and Human Relations Management. 
 
 
 
 
 
Contact Person:  Steven M. Cox, Ph.D., Associate Professor, McColl School of Business, 
Queens University of Charlotte, Charlotte, NC 28274, 704-608-2702, coxs@queens.edu.  
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THE U.S. AIRLINE INDUSTRY IN 2007  
 

Michael J. “Mick” Fekula 
 

University of South Carolina Aiken 
 
 

Case Synopsis 
 
 

Turbulence has taken on a whole new meaning in the U.S. airline industry since the terrorist 
attacks of September 11, 2001.  The threat of new entrants is the only one of Porter’s 5-Forces 
that the airlines have dodged.  Who in their right mind would enter such an industry?  Although 
the industry has recently seen improvement, consumers ceased flying in dramatic fashion after 
9/11, causing catastrophic financial losses.  In addition to other means of travel, substitutes 
include telecommunications and teleconferencing.  Suppliers of fuel and security services have 
placed renewed and unique pressures on the airlines.  In the face of such forces, rivalry remains 
strong while trying to attract flyers amidst efforts to cut costs by curtailing services. 
 
In 2004, one headline read, “The Sky is Falling for Major Airlines.”  In 2005, another headline 
read, “Airlines Need a New Approach,” while a writer called it “white-knuckle time in the U.S. 
airlines industry.”  By late 2005 and early into 2006, the headlines changed to “The Airline 
Industry is Taking Off” and “Airlines look less fragile, group says.”  While some airlines, like 
Delta have endured the misfortune of bankruptcy, others like American and Continental 
managed to more than double the price of their shares from 2005 to late 2006.  This case 
provides data to assess the nature of what appears to be a turnaround in the industry.  The critical 
questions are: where do the airlines stand now, is the turnaround real, where are they going, and 
how will they get there?   

 
Case Objectives and Use 

 
The objective of this case is to have students analyze the airlines at the industry level. Students 
should focus upon the dominant economic forces of the industry and Porter’s 5-Forces Model.  
In addition, strategic management decisions regarding capital, growth, and merger and 
acquisition strategies are relevant topics.  

 
 
 
 

 
Contact Person:  Michael J. “Mick” Fekula, School of Business Administration, University of 
South Carolina Aiken, 471 University Parkway, Aiken, SC 29801, 803-641-3203, Fax: 803-641-
3445, mickf@usca.edu. 
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JOHN SMITH 
 

Stephanie M. Foote 
 

University of South Carolina Aiken 
 
 

Case Synopsis 
 

John Smith was teaching two sections of the Student Success Seminar (SSS 101) at Western 
University, one section designated for students majoring in Education, and another for students 
enrolled in a residential scholars program, known on campus as ACE. Over a period of several 
weeks, John had built a strong rapport with the students in his ACE section of the course, and 
had learned much about them through class dialogue and written assignments. As the end of the 
semester neared, he addressed health and wellness issues with his students, and purposefully 
emphasized academic stress management. During an in-class discussion on this topic, John 
learns that one of his students is depressed. Finding out this information at the end of the class 
meeting, he tries to reach out to the student, but the student leaves before he is able to do so. 
John wonders how he can help this student, and how he can help his class deal with the 
revelation. 
 

Case Objectives and Use 
 

In first-year courses like the Student Success Seminar, the course content and method of 
instruction often encourage dialogue. This case provides a situation in which an instructor is 
faced with a serious revelation from a student during a class discussion that can potentially affect 
the other students in the course. This case is based on personal experience and was developed to 
initiate dialogue among graduate students preparing to teach at the college level or in faculty 
development workshops. The names and some peripheral facts have been disguised to protect 
confidentiality.    
 
 
 
 
 
Contact Person: Stephanie M. Foote, Director, Academic Success Center and First-Year 
Experience, University of South Carolina Aiken, 471 University Parkway, Aiken, SC 29801, 
803-641-3321, stephanief@usca.edu. 
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THE MENTORING RELATIONSHIP: WHO OWNS ETHICAL 
RESPONSIBILITY? 

 
Robin Guill Liles Chi Anyansi-Archibong 
Miriam Wagner Caroline Booth 

 

North Carolina A&T State University 
 

Case Synopsis 
 
Mentoring is often promoted in the workforce as a responsibility and expectation for seasoned 
professionals. To this end, some organizations may provide mentoring guidelines to insure 
healthy and productive relationships between mentors and their mentees. Unfortunately, the 
converse is also true. This less fortunate circumstance could be offset by efforts to standardize a 
set of criteria intended to define the ethical boundaries of the mentor/mentee relationship.  
 
To date, there is no widely-accepted set of ethical standards to guide professional mentoring. 
Thus, mentees may find themselves confined to an ethically-challenged, unhealthy, even abusive 
relationship. In particular, mentees who are hierarchically subordinate to their mentors are 
particularly vulnerable to the negative consequences of such a regrettable situation. This case 
describes one mentee’s efforts to normalize her questionable mentoring experiences in order to 
move forward and obtain her professional goals. 
 

Case Objectives and Use 
 
This case is based upon primary data, and is intended to examine the challenges of the mentoring 
process, including the ethical responsibilities of both mentor and mentee within the mentoring 
relationship. This case would be useful at both the undergraduate (e.g., organizational 
psychology) and graduate levels (e.g., doctoral preparation), as well as in workshops and 
seminars intended to support young professionals in their career paths. 
 
 
 
 
 
Contact Person: Robin Guill Liles, Department of Human Development and Services, 211-A 
Hodgin Hall, North Carolina Agricultural and Technical State University, 1601 E. Market Street, 
Greensboro, NC 27411, 336-334-7916 x 3232, rgliles@ncat.edu. 
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PRICE GOUGING AND SOCIAL RESPONSIBILITY: 
 THE CASE OF PAYLESS INN AND SUITES 

 
Martin J. Hornyak 

C. “Wynn” Teasley III 
 

University of West Florida 
 
 

Case Synopsis 
 
It is often difficult to live on the coasts of the United States.  The state of Florida alone has seen a 
variety of issues from being impacted by 1995’s twelve (12) hurricanes.  These include soaring 
property values and homeowner costs like insurance and building materials that dramatically 
change the landscape and mindset of people living in the region (Foster, 1996).  However, should 
the circumstances surrounding a catastrophic event lead people and organizations to take 
advantage of the situation?  Are those involved, operating within the bounds of the law?  

  
You are now on a jury in the state of Florida having to determine if Payless Inns and Suites was 
price gouging during a time of need.  Specifically, was increasing room rates in excess of the 
normally advertised rates per room a legitimate business practice to follow?  Were the prices 
unconscionable?  Was the increase made to take advantage of hurricane victims, or were these 
changes similar to normal business fluctuations that could have been expected at some other 
time?  What would your determination be in a case like this? 
 

Case Objectives and Use 
 

This case provides an opportunity to consider competing perspectives of corporate social 
responsibility: classical and socioeconomic.  After the hurricanes of 2005 in the State of Florida, 
charges of price gouging were brought against various businesses that sold or rented resources at 
higher prices than before the hurricane.  Payless Inn and Suites of Ocala, FL and the State of 
Florida’s written complaint filed against it provide excellent examples for the background of 
these charges. 
   
The case is based on an actual situation and was written for undergraduate courses in 
management fundamentals, small business, ethics, or strategic management.  Students should be 
able to articulate what social responsibility perspective is appropriate to use in situations like 
this, describe what is the right thing to do and why.  
 
 
 
 
 
Contact Person:  Martin J. Hornyak, College of Business, University of West Florida, 11000 
University Parkway, Pensacola, FL 32514, 850-474-2039, 850-474-2314, mhornyak@uwf.edu. 
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COMPASS GROUP NORTH AMERICA:  
FROM ZERO TO GIANT IN 10 YEARS 

 
Lester A. Hudson, Jr. 

William Garcia 
 

Queens University of Charlotte 
 
 

Case Synopsis 
 
The U.S. Restaurant Industry is highly regarded by the general population.  Industrial trade 
performance benchmarks and sales projections indicate continued solid progress for the industry.  
The U.S. Restaurant Industry, and in particular the commercial managed foodservice segment, 
offers attractive opportunities for acquisitions and business expansion.  
 
One company that has flourished in the U.S. market since its initial entry in 1996 is the Compass 
Group North America (NA), a division of a London-based global foodservice company.  The 
acquisition strategy employed by the Compass Group NA and the key elements of its success are 
the focus of this field-researched case.  The main components of the growth strategy are to 
identify profitable ventures with similar corporate cultures in targeted growth segments, to retain 
executive management and provide incentives for organic growth, to consolidate purchasing and 
to maintain the brand and customer relationships of the acquired company.  After studying these 
successful strategies, the student will be asked to consider options for continued business growth 
over the next ten year period.  Can Compass Group NA continue its profitable growth? 

 
Case Objectives and Use 

 
The case illustrates industry analysis, firm analysis, the importance of culture, competitive 
advantage, differentiation as to service and customer relationships, external and internal growth, 
acquisition strategy, and successful integration of acquired companies into an existing 
organization.  The case can be covered in one 75-minute class.  Visit the Compass NA website 
for updated financial information. 
 
Because Compass Group NA has a parent company headquartered in the United Kingdom with 
global businesses, this case has international implications.  Financial figures are presented in 
both UK pounds and US dollars. 
 
Summary of Key Strategic Issues: 

1. Making acquisitions work to achieve expectations. 
2. Creating value through consolidation of purchasing. 
3. Strengthening customer relationships after acquisitions are consummated. 
4. Building the capability of acquiring other companies. 
5. Crafting business strategy to leverage competitive advantage. 
6. Implementing business strategy and controlling a multi-billion dollar organization 
effectively.  

 
Contact Person:  Lester A. Hudson, Jr., Ph.D., McColl School of Business, Queens University 
of Charlotte, 1900 Selwyn Avenue Charlotte, NC 28274, 704-688-2704, hudsonl@queens.edu. 
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STEVE’S SORGHUM 
 

Keith C. Jones 
 

North Carolina A&T State University 
 
 

Case Synopsis 
 

Steve, the main character in the case, is faced with a decision to either expand his current 
sorghum production or to forgo the family farm.  Steve has been working with some of the local 
experts in the agricultural industry and must now decide what he should do.  Information relating 
to the industry and market is available to Steve but he is uncertain as to the viability of the 
market for his venture.  Steve is also concerned with protecting some of the key components of 
his potential business, specifically, the sorghum seed.  There are several markets available for his 
product:  consumer, industrial, and international.  Steve’s main focus has been on the consumer 
market. 
 

Case Objective and Use 
 
This case is based on the scenario that is facing many families and individuals who are in the 
agricultural industry.  Alternative crops and farming have become a popular aspect in this 
industry.  The main focus of this case is to force students to make market projections and initial 
entrepreneurial decisions at the time of the formation of a business.  Various components of a 
business plan could be developed from the information provided and easily accessible additional 
information.   
 
While this case is designed to be used in an undergraduate course, it could possibly be used at 
the graduate level.  Because of the nature of the case, it can be used in specialized courses, e.g. 
Marketing Management course, or it can be used in a capstone type course, e.g. Strategic 
Management.  It can also be used in an entrepreneurial or small business course.  There is also 
the international perspective and the potential for an e-commerce venue in the case. 
 
The main objective of this case is to force the students to realize the complexity of turning a 
hobby into a full scale business.    The information is provided for them to be able to project the 
demand for the product.  This case provides for an excellent discussion opportunity.   
 
This case takes an applied perspective.  This case requires the student to take the theoretic 
aspects that he or she has learned in the classroom and apply it to a real world situation.  Can 
they apply their basic business theory (market determination, target marketing, accounting 
fundamentals, basic decision making)? 
 
 
 
 
  
Contact Person:  Keith C. Jones, Ph.D., School of Business and Economics, North Carolina 
A&T State University, Greensboro, NC 27411, 336-334-7656  Ext. 2390, kcjones1@ncat.edu. 
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THE MARANATHA FELLOWSHIP CHURCH 
 

Chong W. Kim 
Margie McInerney 

Joseph Kessler 
 

Marshall University 
 
 

Case Synopsis 
 
The Maranatha Fellowship church began on October 13th, 1976 in the living room of a home in 
Dunbar, West Virginia under the leadership of Reverend James Wright with 100 members.  As 
the attendance grew rapidly during the past 30 years, the church built many additional facilities.  
As of 2005, 1,700 people attended the two Sunday morning services.  The church was 
administered by 13 full time staff including three primary pastors and had over 2.5 million dollar 
annual budget.  This inter-denominational church grew rapidly while many of the traditional 
main line churches (Presbyterian, Methodist, and Baptist) had been losing significant 
membership during this period. 
 
Three strategic reasons for this growth:  1) the early use of contemporary praise and worship 
music; 2) the “Passion Play” entitled “The King of Glory”; and 3) Pastor Wright’s leadership.  
Since they changed from traditional church music to the contemporary music in 1985, they 
added two musical worship leaders (traditionally known as choir directors), a full band, and high 
tech music equipment.  The passion play,” The King of Glory” regularly drew 15,000 people to 
performances and used over 400 volunteers.  Pastor Wright’s leadership style demonstrated an 
ability to implement unique ideas on issues (services, buildings, membership, and board 
composition). 
 

Case Objectives and Use 
 
This case focused on the strategic planning of an entrepreneur in ministry.  The case documents 
the growth of a church from a living room meeting to a highly successful ministry.  The case 
uses strategic planning, organization structure and entrepreneurial leadership as the primary 
objectives to be studied.  As the founder of the ministry plans for the latest expansion project, 
strategic decisions must be made concerning the future mission of the church.  While the founder 
remains committed to his vision, he must sell his ideas to his board. 
 
The case is based on the actual Maranatha Fellowship Church (www.mfctoday.org).  The case 
was first written as a graduate assignment for a strategic management course and was adapted for 
this conference.  The case could be used in either strategic management course or 
entrepreneurship course.  The case would also have application in organization behavior or 
principles of management course.  Financial statements are provided.  
 
 
 
 
Contact Person: Chong W. Kim, Division of Management/Marketing, One John Marshall 
Drive, Marshall University, Huntington, WV 25755, 302-696-2682, kim@marshall.edu.  
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VOICES FROM A CONSUMER CRISIS:  
REVISITING FORD VS. FIRESTONE  

FROM A CRISIS COMMUNICATIONS PERSPECTIVE 
 

Paul S. Lieber 
 

University of South Carolina  
 
 

Case Synopsis 
 

Business allies for nearly a century, Ford Motor Company and Firestone Tires enjoyed almost a 
hundred years of success together. In the late 1990’s, however, this relationship went horribly 
awry. Across the globe, treads on Firestone ATX and Wilderness tires began separating in the 
thousands on Ford’s bestselling Explorer SUV (Muller, Welch & Green, 2000). Dozens died and 
hundreds were injured as their tires peeled and vehicles flipped (Zeller, 2000). Lawsuits piled in. 
Ford blamed Firestone for faulty production (Hubbard, Clark, Nelson, Gray, Passa, Webster, 
Hudson, Rozsa, Erwin & Norman, 2000), Firestone fingered Ford for instructions to underinflate 
tires on Explorers to create a “softer” ride (Lavelle & Fowler, 2000). The U.S. Congress singled 
out both companies for knowing about these problems years earlier yet failing to sufficiently 
respond (Zeller, 2000). 
 

Case Objectives and Use 
 

This case study relied on crisis communication and source use theory to analyze the effects of 
crisis communication planning, strategy and execution on media source use during the 2000 Ford 
Explorer/Firestone tire crisis.  
 
In this study, a convenience sample analysis was conducted on 44 nationally distributed, weekly 
magazine stories in order to quantitatively examine the effects of source use (via crisis 
communication strategy) on media coverage during the Ford/Firestone crisis. Results indicated 
that one company was prepared to handle the crisis while the other was not. In turn, the analyzed 
media, U.S. Congress, shareholders and public would pick a clear winner arguably based solely 
on the communication strategies for both organizations. Finally, this case study argues for more 
balanced media sourcing during future high profile consumer crises. 
 
 
 
 
 
Contact Person: Paul S. Lieber, School of Journalism and Mass Communications, Carolina 
Coliseum Room 4009, University of South Carolina, Columbia, SC 29208, lieber@sc.edu. 
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SHADY WATERS CAMPGROUND 
 

Fred H. Mader 
Deanna R. D. Mader 

 

Marshall University 
 
 

Case Synopsis 
 
Paul and Trina can hardly believe it has been nearly 13 years since they made the jump from 
“campers at” to “owners of” Shady Waters Campground. Developed in the 1970s at the 
confluence of Crab Creek and the Ohio River near Gallipolis Ferry, WV, Shady Waters offers 
full service hook-ups on predominantly waterfront lots to seasonal campers. Through capital 
investment, a great deal of sweat-equity, and unerring attention to customer service, Paul and 
Trina have maintained a steady clientele and usually have a waiting list for riverfront lots.  
 
Now Paul and Trina ponder the future of Shady Waters. Changes in the economic environment, 
the competitive environment, and proposed changes in the regional transportation infrastructure 
indicate both opportunities and challenges for their strategic planning process. Should they 
continue with the status quo or expand services and amenities? Each option has merits, but what 
is the best course of action?  
 

Case Objectives and Use 
 

The primary objective of this case is to allow students to develop a course of action for a non-
traditional small business. The secondary objective is to allow students to develop operational 
tactical plans to accomplish the goals of the course of action selected. 
 
This case involves an actual business and is most appropriate for Strategic 
Management/Marketing Strategy and Small Business courses. It also can work well for courses 
in Services Marketing and Promotion Management. 
 
 
 
 
 
Contact Person: Fred H. Mader, Ph.D., Division of Management and Marketing, Lewis College 
of Business, Marshall University, Huntington, WV 25755, 304-696-3103, mader@marshall.edu. 
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PFIZER - WHAT TO DO WITH ALL THAT CASH? 
 

Robert McDonald 
 

University of New Haven 
 
 

Case Synopsis 
 

At the beginning of 2006 Pfizer had $22.2 billion or 19% of its total assets in cash and short term 
investments, an unusually large cash balance for the world’s largest pharmaceutical firm.  
Investors, disappointed with the low returns on cash, questioned management for its plan to 
invest this large cash holding.  When firms have the luxury of deploying large cash balances, 
they have six alternatives: continue to hold cash balances, increase cash dividends, increase 
purchases of company stock, pay down debt, invest more in company operations, or investigate 
merger and acquisition candidates.  Each one of these alternatives has advantages and 
disadvantages. 
 
Two events in 2006 complicated Pfizer’s cash challenge.  One event increased the cash balance 
and the second event was a severe disappointment for the possible use of the cash.  An increase 
in the cash balance was generated by the sale of its consumer health product line to Johnson & 
Johnson for $17 billion.  The sale was expected to close in December 2006, yielding Pfizer $13.5 
billion in after tax proceeds, thus adding more cash to the December 31, 2006 balance sheet. 
 
Pfizer’s management and all who followed the firm were disappointed with the firm’s 
termination of phase III trials for torcetrapib.  This drug increased the good cholesterol in the 
blood, while Pfizer’s Lipitor, the world’s largest selling drug, decreased the bad cholesterol.  
Proponents for the drug were forecasting a billion dollar medication and one that could be 
marketed in combination with Lipitor.  The phase III trials were terminated when subjects taking 
the drug suffered high death rates. 
 

Case Objectives and Use 
 

The case will explore the pros and cons for each of the six possible uses for cash.  The student 
will calculate some of the results of the alternatives and come up with a recommendation for 
management to productively invest the cash.   
 
 
 
 
 
Contact Person: Robert McDonald, School of Business, University of New Haven, 300 Boston 
Post Road, West Haven, CT 06516, 203-932-7127, Fax: 203-932-6092, 
rmcdonald@newhaven.edu. 
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COLLEGE LIFE: SOCIAL JUSTICE AND TECHNOLOGY 
 

Daniel P. Meuninck 
 

University of Central Florida 
 
 

Case Synopsis 
 

Jacob McFly is Assistant Director of Residence Education at Southeastern State University and 
advisor to the Delta Theta Tau fraternity on campus.  The University recently opened the Greek 
Village near campus where fraternities and sororities were building chapter houses and moving 
from the on-campus residence halls.  Alpha Omega Theta, a black-Greek letter fraternity 
announced that it would build a house in the Greek Village.  It was not long before students at 
Southeastern were on Fratty.net, an online webpage with a variety of forums used for discussions 
about fraternity life, with their comments about the news.  Some of those comments were seen as 
crude and racist.  The identity of the students was not known but they seemed knowledgeable 
about the SSU Greek system. 
 
The Director of Student Life, Aaron T. Locke, was appalled at the comments when they were 
brought to his attention.  He immediately sent a letter to the presidents of every fraternity on 
campus about how their chapters should respond to such postings.  The president of Delta Theta 
Tau showed the letter to Jacob McFly.  Jacob went on the Internet to read the exchange and was 
himself dismayed.  One of the initial postings was made by “stevensdogg” who Jacob recognized 
as Tyler Stevens, a member of Delta Theta Tau.  A front page story in that day’s student 
newspaper indicated that while people were upset by the posting, no punitive action was 
anticipated.  Jacob wondered if he should do something to change that. 

 
Case Objectives and Use 

 
This case examines the relationship boundaries in an institution of higher education. As a 
professional in higher education, this situation places an individual in a dilemma with what to do 
regarding work relationships, student discipline, and being a role model. The objective of any 
student affairs professional is to make every experience one in which positive development 
occurs, but choosing the right methods is doing so may not also be clear. With several options 
and politics playing a role, the individual is faced with a decision to make that will have 
ramifications on him, the individuals involved, and the institution. 
 
This case, based on an actual situation was written for student affairs professionals and graduate 
students aspiring to be in the field of higher education. If used successfully, this case may be 
incorporated in a variety of training programs given to student affairs professionals and graduate 
students as they prepare to take on the task of working with students on the front lines of a 
college campus. 
 
 
 
Contact Person: Daniel P. Meuninck, Coordinator of Orientation Services, University of 
Central Florida, 4000 Central Florida Blvd. Orlando, FL 32816, 407-823-5105, 
dmeuninc@mail.ucf.edu. 
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THE PROPOSED MERIT PAY PROGRAM:  
SHOULD THE WINNERS TAKE ALL? 

 
Thomas R. Miller 

 

The University of Memphis 
 
 

Case Synopsis 
 
Dr. Jeff Foreman, Professor and Chair of the Marketing Department at Regents State University, 
had just left a meeting with the Dean of the College and other department chairs that focused on 
the upcoming salary increase program.  The group was pleased to hear the Dean confirm that 
there would be a merit pay program for faculty this year.  However, there was a major question 
as to how the merit pay would be distributed: would the existing system by used or a new more 
“aggressive” system that provided much larger pay increases for a few top performers and 
smaller or no increases for other faculty members?  Discussion about the new proposal at the 
meeting had been animated with the chairs expressing widely divergent opinions.  At the end of 
the meeting, the Dean asked each chair to study the new proposal and make a recommendation 
about the best plan to use.  Back in his office, Foreman is reviewing the performance data on his 
faculty and thinking about his recommendation – which is due to the Dean in 48 hours. 
 

Case Objectives and Use 
 
The case was developed from field research and organizational documents.  The general purpose 
of the case is to provide an opportunity for students to work through analysis of alternate merit 
pay programs.  The specific teaching objectives are: 
 

1. To improve understanding of the relationship between performance appraisal systems 
and pay increase programs. 

2. To demonstrate the need for compatibility of performance appraisal systems with pay 
increase programs. 

3. To develop skills in using performance appraisal data to develop pay increase 
recommendations. 

4. To illustrate the challenges and complexities of administering a merit-based pay 
increase program. 

 
The case is intended for use primarily in undergraduate or graduate courses in human resource 
management, compensation administration, or higher education administration and can be used 
to address the following topics: incentive compensation, pay for performance, pay equity, justice 
theories, and performance appraisal.  The case can also be related to several motivational 
theories including equity theory, reinforcement theory, expectancy theory and justice theories.    

  
 
 
Contact Person: Thomas R. Miller, Professor of Management, Fogelman College of Business & 
Economics, The University of Memphis, Memphis, TN 38152-3120, 901-678-4563, Fax: 901-
678-2685, thmiller@memphis.edu. 
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CHRIS DOBSON, WELCOME TO THE ACADEMY 
 

Lindsey Morrow Hamil 
 

University of South Carolina 
 
 

Case Synopsis 
 

Chris Dobson is a first-year graduate student in the Public Health program at Northeast College.  
After working to develop a strong research relationship with his faculty supervisor and mentor, 
Dr. Vanessa Sanders, he is excited about the opportunity to help her plan and implement a well-
know and highly respected conference.  With the conference approaching, Chris asks Dr. 
Sanders for opportunities to help her with the many administrative details and logistics he knows 
are involved in planning such a large event.  After being told repeatedly that everything was 
under control, Chris is surprised to learn on the first day of the event that he has been 
“volunteered” to assume the one task he had purposefully avoided.  When Chris is forced to 
express his concerns over the assignment to Dr. Sanders, he is shocked by her reaction and tone.  
How should he handle his mentor’s reaction?  Is his future in the academy in danger? 

 
Case Objectives and Use 

 
This case provides an opportunity for students and faculty to explore the potentially complicated 
relationships that develop between faculty and the graduate students.  In particular, the 
socialization and development of graduate students is largely influenced by the culture of their 
individual departments, not by the policies of the university.  Therefore, situations and activities 
that may violate human resource or university protocols often occur within graduate 
departments.  These insulated, power-driven experiences can create situations in which both 
graduate students and faculty are forced to draw boundaries that may make them step outside of 
their comfort zones. 
 
The case, based on primary research, was written for graduate students and faculty in all 
academic disciplines.  Designed to help graduate students and faculty explore the boundaries of 
their inter-dependent relationships, this case can be used in graduate student or faculty 
orientation sessions.  It can also be used in higher education administration and/or student affairs 
programs to help these students understand the support services that may be necessary for 
graduate students.   
 
 
 
 
 
Contact Person:  Lindsey Morrow Hamil, University of South Carolina, 121 Dandelion Street, 
Summerville, SC 29483, 865-310-9081, lindseymorrow@yahoo.com. 
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EVA’S GOURMET CAFÉ 
 

Reka F. Mosteller 
William L. Shelburn 

 

University of South Carolina Aiken 
 
 

Case Synopsis 
 
Eva had always wanted to own her own restaurant. She loved cooking and her friends and 
relatives had raved about her meals for years. In her youth Eva had been fascinated with the 
varied dining experiences her parents had exposed her to as they moved among several major 
cities such as Los Angeles, San Francisco and Boston during her childhood. Eva had worked as a 
waitress in a French restaurant during her college days. The owners of the restaurant delegated a 
wide range of duties to her and she gained a considerable degree of knowledge in restaurant 
management. 
 
The dream of starting her own restaurant remained with her even after she married and moved 
with her husband David as he relocated several times with his company. Eventually these moves 
took the couple to a small southeastern town which Eva felt was an excellent location for a nice 
little restaurant with French-inspired cuisine. 
 
Eva did some research on the demographics of the area and spent time looking for the proper 
location for her business. She decided she had the right location for her restaurant and a unique 
menu that would appeal to a broad range of consumers. She and David took the money they had 
saved over the years and, in addition, secured a personal loan to start the business. A year and a 
half after opening the restaurant with high hopes Eva was forced to close its doors. She never 
achieved a positive cash flow for the business and she exhausted all the savings. She still 
retained her love of cooking but she was puzzled why her concept of low prices and quality 
ingredients had not been successful. She realized there must be other aspects to operating a 
successful restaurant than she had used but she was not sure what they were.    
 

Case Objectives and Use 
 
This case study provides an overview of typical mistakes made by entrepreneurs opening small 
businesses and their dire consequences. Such mistakes include lack of gathering reliable and 
relevant information necessary to identify the feasibility of the business idea and plan an 
operation that successfully provide for the local market needs  and preferences. Insufficiently 
identified target market demographics, lack of awareness about purchasing patterns and buying 
sensitivity of the target market, ignoring customer trends, preferences and habits, unrealistic 
operational practices, inadequate business management knowledge, and lack of effective 
promotion are among the business oversights discussed. Students can also learn about many 
useful resources and business tools, such as break-even analysis and industry resources to use 
later in their own endeavors. Instructors can choose from several assignments to enhance their 
students’ business know-how. 
 
Contact Person:  Reka F. Mosteller, School of Business Administration, University of South 
Carolina Aiken, 471 University Parkway, Aiken, SC 29801, 803-641-3646, rekam@usca.edu. 
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BAD BLOOD 
 

Rebecca J. Oatsvall 
Jane E. Barnes 

 

Meredith College 
 
 

Case Synopsis 
 
Jesica Santillan entered the U.S. as an illegal alien in 1999 in order to receive medical care and a 
possible heart/lung transplant.  She received a heart/lung transplant in 2003 at Duke Hospital 
where it was discovered at the end of the surgery that blood types had not been matched and she 
would probably die.  A second transplant surgery was performed, but she died from 
complications. 
 
This case involves the ethical dilemmas surrounding organ transplants, presents information 
about the various parties and agencies involved in transplants, and gives basic transplant data.  
The ethical issues are compounded by the fact that this was a repeat transplant, and that Jesica 
was an illegal alien.  Additionally, the case presents issues of communication, funding of 
payment, and malpractice lawsuits. 

 
Case Objectives and Use 

 
The student is asked to identify the parties that have an ethical interest; identify the ethical issues 
involved; weigh the interests of all parties; and write policies to protect them. Students will have 
an opportunity to explore the bases for ethical decision making and apply them to a specific 
situation. 
 
This case is intended for use in undergraduate classes where ethics is a major component or in 
classes preparing students for employment in the health services sector. 
 
 
 
 
 
Contact Person:  Rebecca J. Oatsvall, School of Business, Meredith College, 3800 Hillsborough 
St., Raleigh, NC  27607, 919-760-8484, Fax: 919-760-8470, oatsvallr@meredith.edu. 
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INVESTING SURPLUS SOCIAL INSURANCE FUNDS IN EGYPT’S 
CAPITAL MARKETS 

 
Gary E. Powell 

 

Queens University of Charlotte  
 
 

Case Synopsis 
 

The Government of Egypt issued a Ministerial Decree in 1998 allowing the Ministry of Social 
Insurance (MOSI) to invest a portion of the surplus from the Egyptian social insurance system in 
the Egyptian stock exchange. By 1998, the accumulated surpluses from the SIS had reached 
nearly LE100 billion (Egyptian pounds). With a pegged exchange rate of LE3.41 per US$, this 
represented an amount equal to US$29 billion. Local economists expected annual surpluses to 
continue until demographics began shifting, sometime in the next few decades. By investing a 
portion of these surplus funds in Egypt’s emerging capital markets, the government expected to 
earn higher returns and enhance the financial viability of the social insurance system. 
 

Case Objectives and Use 
 
This case will ask the student to focus on several key issues: 

 
1. Benefits and risks of investing SIS surplus funds in the Egyptian stock market. 
2. The “investability” of Egypt’s capital markets. 
3. The current practice of investing surplus social insurance funds in the Egyptian National 
Investment Bank (NIB). From the information given in the case, readers will be challenged 
to recognize that these “investments” at the NIB are nothing more than mere accounting 
entries. 
4. Given the decision to invest surplus funds in the capital markets, should the fund 
managers diversify internationally? The reactions of the workshop participants (their home 
bias) will be discussed in the case. 

 
 
 
 
 
Contact Person:  Gary E. Powell, DBS, CFA, McColl School of Business, Queens University of 
Charlotte, 1900 Selwyn Avenue Charlotte, NC 28274, 704-337-2418, powellg@queens.edu.  
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OPRAH WINFREY:   
CREATION AND SUSTAINABILITY OF A BRAND IMAGE? 

 
Diane J. Prince, Troy University – Augusta Campus 

Thomas W. Garsombke, Catlin University 
Gloriastine Jowers, York Technical College 

 
 

Case Synopsis 

Oprah Winfrey, the well known talk show host of The Oprah Winfrey Show and the first African 
American woman to become a billionaire, is the head of Harp Inc. which consists of a number of 
related companies and partnerships in the TV, movie, music, book, and entertainment industries. 
The case focuses on the creation of wealth and a brand image which brings about synergy and 
growth into a variety of entertainment venues and businesses.  The phenomenal success of 
strategies used by Ms. Winfrey which build on her personal values and ethics are illustrated. She 
is particularly adept at multi-channel promotion of her brand – using the website, her show, and 
her magazine often simultaneously to advertise her products and launch new offerings. Focus 
differentiation is used to deftly appeal to new niches with her quality ideas and programs. Legal 
battles over copyrights, trademarks, brand name, and libel over controversial topics as well as 
aggressive competitors rank as the most impending threats to the company.  

The strong ethics, social responsibility, empathy, humility, and philanthropic generosity she 
possesses permeate all that she touches and sets her business and brand name apart from her 
competition. With her name and reputation so closely aligned with her business, she is faced 
with issues of being true to herself and values as well as balancing her personal and professional 
goals with her business strategies. Can Oprah sustain her phenomenal brand successfully into the 
future finding a way to balance her personal and organizational goals? 

Case Objectives and Use 
 

This case provides an opportunity to study a successful creation of brand image with a well 
known icon in the entertainment business, Oprah Winfrey. Oprah herself is questioning whether 
she wants to continue producing her most famous product, The Oprah Winfrey Show, a talk 
show that has world wide recognition and a 20 year success story. Students can analyze the 
strategies Oprah has used to both create and maintain a strong image that is in tune with her own 
personal values and goals. 
 
The case is based on an actual business and uses quotes from the owner as well as secondary data 
from business magazines, academic journals, and business databases such as hoovers.com. The 
content would be of interest to both undergraduate and graduate students in courses such as 
Management Theory, Principles of Management, Strategic Management, Marketing 
Management and Entrepreneurship as well as to practicing business owners and managers.   
 
 
Contact Person:  Diane J. Prince, Department of Business, 2743 Perimeter Parkway, Building 
100, Suite 201, Troy University – Augusta Campus, Augusta, GA 30909, 706-210-3800, 
dprince1@troy.edu. 
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THE THIRD TIME IS A CHARM OR  
THREE STRIKES AND YOU ARE OUT 

 
Tim Redmer 

A. Gregory Stone 
 

Regent University 
 
 

Case Synopsis 
 
“The Third Time is a Charm or Three Strikes and You are Out” is a critical decision case 
involving Jimmy and Sue Ann Johnson owners of Johnson Jewelers in Spartanburg, South 
Carolina.  This case accurately reflects dilemmas frequently faced by entrepreneurs in the highly 
competitive retail markets.  The very survival of Johnson Jewelers and the financial stability of 
Jimmy and Sue Ann are dependent on a correct decision regarding the future of Johnson 
Jewelers.  Jimmy and Sue Ann have been working in the jewelry business for almost 20 years 
and are in the midst of experiencing their second failure.  With mounting debt, shrinking 
inventory and a lost lease, Jimmy has to decide whether to throw in the towel, or try to start over.   
 
Jimmy’s values and beliefs enter into the decision as he feels a strong obligation to repay his 
debt and continue to provide a quality product and service to devoted customers.  Some suppliers 
and many customers have stuck with Johnson Jewelers for a number of years and Jimmy feels 
that quitting would be a disservice to those who had faith in him.  However, the financial 
condition of his operation continues to deteriorate.  Sometimes staying in business could change 
a condition from bad to worse and even more people could be negatively impacted by an 
unsuccessful operation.  Then again, if he can turn the business around, there is a greater 
probability that Jimmy can make good on his obligations.  Jimmy and Sue Ann need to decide 
quickly if they want to begin again for a third time or discontinue the operation of Johnson 
Jewelry.      
 

Case Objectives and Use 
 

This case can be either open-ended or directed through the suggested questions. The objectives 
of the case include: 
 

1. Analyze critical issues in the decision process 
2. Understand various decision analysis methods 
3. Complete a comprehensive analysis 
4. Consider other primarily non-quantitative factors of a decision of this nature  

 
The case can be used in a finance or managerial accounting class at the undergraduate or 
graduate level that covers the topic of alternative choice decision making and financial statement 
analysis. The information presented is relatively straightforward and there is a clear decision 
point. There are a sufficient number of extenuating circumstances to make for a good discussion 
of critical factors in this type of decision analysis. 
 
Contact Person: Dr. Tim Redmer, School of Business, Regent University, Virginia Beach, VA 
23464, 757-226-4360, Fax: 757-226-4369, timored@regent.edu. 
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TROOPER, INC. 
 

C. Michael Ritchie 
Kathleen Wates 

 

University of South Carolina Aiken 
 
 

Case Synopsis 
 
Trooper, Inc. is a small manufacturer of men’s apparel and has been in continuous operation 
since 1973. Since its inception, Trooper has been owned and operated by Warren Gary. The 
organization currently maintains one facility, which employs 150 individuals. However, during 
its 23-year existence, Trooper has operated as many as two manufacturing facilities and 
employed over 300 people.  
 
The market for Trooper’s product was primarily composed of discount retail chain stores. 
Trooper produced several branded lines of clothing and also manufactured clothing on a contract 
basis for several chain stores. During the 1980s, Trooper became heavily involved in the 
manufacturing of apparel for the US Defense program. The company was one of the first to use 
permanent press fabric for military uniforms. Rejected at first by the US Military, permanent 
press fabric is now a requirement for all uniform contracts. In addition to supplying the US 
military, Trooper also contracted uniforms for the Israeli army, as well as other foreign military 
contracts.  
 
U.S. clothing manufacturing changed drastically during the late 1980s and early 1990s. Labor 
costs and international trade agreements made it very difficult for U.S. manufacturers to maintain 
margins while successfully competing with foreign goods. In addition, military cutbacks, both 
domestic and foreign severely reduced Trooper’s sales in these areas. Trooper was now operating 
one manufacturing facility and maintained 150 employees. They were now trying desperately to 
reintroduce themselves to the discount chain and private label customers. While sales remained 
stable, it was increasingly difficult to generate new manufacturing orders. With the reduction in 
military orders and the increased competition from offshore manufacturers, Warren Gary was 
wondering where his company was headed and the possibilities did not seem pleasant.   

 
Case Objectives and Use 

 
The objective of this case is to have students analyze this company and offer decisions regarding 
the strategic management of the firm, as well as the strategic application of its marketing and 
financial resources.  The case is suitable for use in strategy, managerial finance, marketing, and 
operations classes. 
 
 
 
 
 
Contact Person:  C. Michael Ritchie, School of Business Administration, University of South 
Carolina Aiken, 471 University Parkway, Aiken, SC 29801, 803-641-3228, Fax: 803-641-3445, 
michaelr@usca.edu. 
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MY ROOMMATE IS A HOMOSEXUAL 
 

Jonathan S. Romm 
Emily Ivy 

Elizabeth Book 
 

University of South Carolina 
 
 

Case Synopsis 
 

Julie Herron was the Residence Hall Director at Holy Trinity University a Jesuit institution in the 
Midwest.   The University residence halls are either entirely single-sex or coed, with single sex 
floors.  Visitation of opposite-sex is allowed until midnight on weekdays and 2 a.m. on weekend 
nights.  Chris Leaman and Andy Harrison were assigned to the same residence hall their 
freshman year.  Chris was from an affluent family and became very involved in the University 
Ministry.  Recently a group of students petitioned the University to have the Gay, Lesbian, 
Bisexual, and Transgender (GLBT) group gain official recognition.  Andy became involved with 
the GLBT movement his first semester, but did not speak about his own sexual orientation.  
Chris and Andy were cordial to one another, but they both socialized in different circles.  At the 
end of their freshman semester Chris witnessed Andy come out of what appeared to be same 
shower stall with another man on their floor’s communal bathroom.  Chris then met with Julie, 
stating, “I am the one living up to the standards of both the Catholic Church and HTU. My 
roommate is the homosexual who is not abiding by these standards.  He was the one taking a 
shower with another man in the communal showers.  I should not be the one who is relocated, 
but thank you for putting it out there as an option.  Seeing how you are the hall director at a 
Catholic University, I expect you will handle my problem,” and then he left for December Break.  
Julie met with Andy to get his side of the situation, and when she asked him if he had broken any 
University or Housing policies, he answered, “no.”  Over the break Julie never heard from either 
young man.  Upon returning to HTU and discovering his roommate’s belongings in their dorm 
room, Chris sent Julie an email that read, “My roommate is living a sinful life.  Having him as a 
roommate and on campus is not acceptable in the Church’s eyes, or in mine … I ask you to 
reevaluate my living situation with the Catholic Church’s beliefs in mind.  I appreciate your time 
and will be coming down to your office later today to hear your solution to my problem.”  That 
evening Chris sat outside her office as Julie contemplated what to do. 

 
Case Objectives and Use 

 
The objective of this case is to have students analyze the situation from a variety of perspectives 
including interpersonal relations, supervisory responsibilities, institutional policies, and 
accountability at all levels. 
 
 

 
 
 
Contact Person:  Jonathan S. Romm, Preston College Research G.A., University of South 
Carolina, Columbia, SC, 803-777-1588, Fax: 803-777-1589, romm@gwm.sc.edu. 
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SISTERHOOD TIME AT MCNAIR COLLEGE 
 

Abbey Rowe 
Dana Jablonski 

 

University of South Carolina 
 
 

Case Synopsis 
 

Allison and Elizabeth were good friends and they lived in the same residence hall at McNair 
College, a small, liberal arts institution.  In fact, Allison is Elizabeth’s RA. One night, Elizabeth 
enters Allison’s room and begins to tell her about her recent encounters with the pledges of 
Omicron Omega, the sorority she had joined the previous year.  Elizabeth’s story told about how 
she had babysat the pledges and they had been drinking heavily.  Allison had previous reasons to 
dislike the women of Omicron Omega, and she knew McNair’s strict policy on hazing since she 
was a student assistant for Greek Life.  Additionally, Allison’s boss Derrick, the Director of 
Greek Life, had told her that Omicron Omega was already being investigated by their National 
Headquarters.   
 
Omicron Omega was one of the oldest sororities at McNair College, and the alumnae of Omicron 
Omega were still very influential on the campus.  Some alumnae served on the Board of Trustees 
and had recently donated funds to sponsor two new construction projects on campus.  
 
Walt Keagan, the Assistant Dean of Students, had worked at McNair for 22 years.  Walt was 
very supportive of the Greek organizations on campus.  Walt was very proud of the long-lasting 
Greek Life system that had been in place at McNair, and he believed that the students were 
responsible enough to solve their own problems.   
 
After hearing Elizabeth’s story, Allison knew she had to do something, but she was unsure of 
what she could do. 
 

Case Objectives and Use 
 

The objective of this case is to enable students to partake in open dialogue about the reality and 
dangers of hazing on college campuses. 
 
This case is designed to be used by students and young professionals involved in Greek Life and 
Athletics on campus, or other organizations traditionally linked to hazing practices. 
 
 
 
 
 
Contact Person:  Abbey Rowe, University of South Carolina, Residence Hall Director-Preston 
Residential College, 1215 Blossom Street, Columbia, SC 29208, 803-673-2467, 
roweaa@gwm.sc.edu. 
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INFOCISION MANAGEMENT CORPORATION 
 

 
Dale H. Shao W. Blaker Bolling Jeremy Thompson 
Isaiah Haynie Aimee Lambert Amanda Bowen 

 

Marshall University 
 
 

Stephen P. Shao, Jr. 
 

Tennessee State University 
 
 

Case Synopsis 
 

Gary Taylor started InfoCision Management Corporation in 1982.  He had and MBA from the 
University of Akron and over 20 years experience in direct marketing, fundraising, advertising, 
and telephone marketing.  In 2003, IMC was the 19th largest outbound telephone marketing 
company and employed over 1,400 people.  IMC raised more money for nonprofit organizations 
than any other outbound telephone marketing company, and was a leader in Direct Marketing 
and Commercial Applications for Fortune 500 and smaller companies as well. 
 
In early 2003, InfoCision Management Corporation (IMC) was experiencing record revenues and 
sales in the telemarketing industry.  The Federal government was about to implement the 
National Do Not Call Registry (NDNCR) which would take effect June 2003 and have a 
significant impact on IMC and the telemarketing industry by allowing people to register their 
names and phone numbers so that telemarketers could not contact them.  With the 
implementation of the National Do Not Call Registry, IMC’s strategic management team has the 
task of deciding how to prepare for the impending hit the telemarketing industry would take.  
Rarely does legistration have such a profound impact on an entire industry. 
 
IMC must also deal with the Globalization of Telemarketing.  Inbound call centers for American 
and European products had been successfully relocated to India, Indonesia, and China.  There 
was no reason outbound calls centers could not be relocated as well. 
 

Case Objectives and Use 
 

This case provides a unique opportunity to address how a firm must adjust its strategic plan to 
deal with legislation that can possibly topple an industry.  The firm must ask questions such as 
whether it can survive in its present form, whether it can use its employees and present 
infrastructure and move to a different industry, can it acquire or be acquired by another company 
so that it can continue to exist, and whether it can some how address the legistration in a legal 
way to save the industry. 
 
The case is based on an actual company and is relevant to strategy, global topics, ethics, IT 
infrastructure, marketing, and e-Commerce courses, as well as other related courses.  This case is 
relevant to undergraduate and graduate courses. 
 
Contact Person:  Dale H. Shao, Lewis College of Business, Marshall University, One John 
Marshall Drive, Huntington, WV, 25755, 304-696-2685, shaod@marshall.edu. 
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S & G CUSTOM PAINT AND BODY 
 

Uday Tate Dale H. Shao Kenny Goodwin 
Patrick Labuhn             Jianzhong Lu 

 

Marshall University 
 
 

Stephen P. Shao, Jr. 
 

Tennessee State University 
 
 

Case Synopsis 
 

S & G Custom Paint and Auto body was started in September of 2005 by a husband and wife team, Scott 
and Tracy Straub, who were interested in starting a family business.  Scott had a brother, Travis Straub, 
who worked in the paint and auto body repair industry. Travis suggested he start the business and indicated 
he would be interested in working for him. S & G currently has four employees, including the two owners. 
Scott and Tracy handle the administrative and corporate functions of the business. They both hold other 
full-time jobs with other companies and aren't receiving any pay for the time that they put in. The two other 
employees are in charge of doing the actual repair and paint work and receive normal wages as 
compensation.  Travis and his friend Bob, both, have extensive experience in the auto repair industry. Both 
of these employees are ASE (Automotive Service Excellence) certified and have considerable experience 
in this market. 
 
S & G can redo a car from bumper to bumper when it comes to the body and paint work. The firm can 
also “detail” and do customization.  S & G specializes in is the little body repairs that occur in minor 
accidents and parking lots. Most competitors will replace the whole part and thus charge a lot more for 
the repair.  This gives S & G a cost advantage over their competitors.  The company uses mostly word of 
mouth advertising. 
 
S & G prides itself on the quality of their work.  If a customer is not happy with the repair job they perform, 
they will redo the repair to the customer’s satisfaction.  S & G believes this will attract a lot of customers as 
word spreads about their policy. 
 

Case Objectives and Use 
 
This case provides an opportunity to address how a small start-up family-owned business can 
adjust its strategic plan to deal with a highly competitive local market.  The firm must ask 
questions such as how it can differentiate itself from its competitors.  It must also decide how big 
it hopes to become and whether it will attempt to franchise in the future.  Also, the case 
highlights the importance of understanding services marketing concepts. 
 
The case is based on an actual family-owned and run company and is relevant to strategy, 
advertising, niche-marketing, entrepreneurial considerations, formal and informal networking 
structures, services marketing, and entrepreneurial considerations in general.  This case can be 
used in an undergraduate marketing or entrepreneur course. 
 
Contact Person:  Uday Tate, Lewis College of Business, Marshall University, One John 
Marshall Drive, Huntington, WV, 25755, 304-696-2672, tateu@marshall.edu. 
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STUDY ABROAD BUSINESS FIELD TRIPS:  
CASE INCIDENTS AND LESSONS 

 
Fred A. Ware, Jr. 

 

Valdosta State University 
 
 

Case Synopsis 
 

Study-abroad teaching experience over a ten-year period provides a number of useful case 
incidents for business instructors and administrators who utilize field trips as integral 
components in their overseas programs. The main character, a Management instructor, describes 
long range planning examples, techniques for arranging factory and office tours, and lessons 
learned when visits did not exactly work out as planned. He and half of his class are left behind 
at a bus stop in London and nearly miss a train trip to a factory 50 miles to the north. Detailed 
and complex planning is still not enough to prevent surprising behavior by students who tour an 
automobile assembly plant in France. Despite efforts to optimize time away from the classroom, 
some students miss the entire point of an excursion to Belgium. Coincidental events scheduled in 
England during the time overseas contribute significantly; the narrator considers ways not to 
miss such opportunities in the future. Attention turns to several types of faculty and 
administrative liability issues which in retrospect were narrowly avoided. 
 

Case Objectives and Use 
 
This case should be useful for training instructors and/or administrators who are involved in 
study abroad programs which include field trips in their curricula. Six separate incidents allow 
opportunities to examine realistic planning issues and/or handle spontaneous problems which 
could be inherent when certain types of field trips are attempted in foreign countries.  The 
incidents may be used individually or combined for discussion purposes to exude creative 
thinking and/or sharing of ideas and experiences. Issues such as getting started in planning 
overseas trips before traveling to the site, transportation complexities, dealing with surprises, 
liability, and pedagogy come into play with realism. Educators will likely be empathetic with the 
main character who wonders if the students actually understand what they are experiencing 
during business tours in Germany, England, and France. 
 
 
 
 
 
Contact Person:  Fred A. Ware, Jr., Department of Management, Pound Hall 210, Valdosta 
State University, Valdosta, GA 31689, 229-245-2244, fware@valdosta.edu.  
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BOHEMIAN TIME 
 

Dottie S. Weigel 
 

University of South Carolina 
 
 

Case Synopsis 
 
The main character is teaching overseas in the Master of Business Administration program 
through Southern University.  It is his second semester teaching in the cluster program located in 
Nassau, Bahamas.  The classes are held on Friday and Saturday and are very full because he has 
a lot of material to cover in a short amount of time.  The majority of his students arrive at class 
up to thirty minutes late.  The main character is aware that is most likely a cultural difference; 
however he is having difficulty confronting the problem.  Several of his students are local 
business owners or government officials.  The main character knows he will have an impact on 
the greater community based on the way he confronts his students.  He asks for advice from a 
fellow instructor but does not seem to think the suggested strategies will work with his class.  
What should he do?         
 

Case Objectives and Use 
 
The case is based on an actual teaching scenario and was written for faculty teaching in various 
disciplines.  A key component for this case includes classroom management, specifically with 
students from other cultures.  It also provides a good starting point for discussion about the 
contract between faculty and students in the classroom setting.  
 
 
 
 
 
Contact Person:  Dottie S. Weigel, PhD Candidate, Educational Administration, 307 South 
Bonham Road, Columbia, SC 29205, 803-528-8484, weigel@gwm.sc.edu. 
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PLENARY SESSIONS 
 
 
 
 
 

 
WRITING STRATEGIC MANAGEMENT CASES 

 
Fred R. David 

 
Fred R. David, Ph.D. is an internationally recognized strategic planning scholar, author, and 
consultant. He received a BS and MBA degree from Wake Forest University and a Ph.D. in 
strategic management from the University of South Carolina. He is the TranSouth Professor of 
Strategic Management at Francis Marion University in Florence, South Carolina. His Strategic 
Management textbook, published by Prentice Hall, is used in more than 400 colleges and 
universities to teach strategic planning. The book has been translated into Spanish, German, 
Japanese and Chinese and is widely used worldwide. 

 
 
 
 
 
 
 

PREPARING TEACHERS’ NOTES FOR STRATEGIC MANAGEMENT CASES 
 

Forest R. David 
 

Forest David is the owner and manager of the Strategic Management Club Online  
(SMCO: www.strategyclub.com).  The club is for business policy students worldwide and 
provides strategic planning tools, templates, links, and information to help students analyze cases 
and prepare professional-looking reports for class.  He is also the author of Dr. Fred David's 
strategic management text Case Instructor's Manual, as well as the author of published cases.  
He earned his BBA at Auburn University and his MBA at Francis Marion University where he is 
currently teaching management and strategic management classes.  Forest is also working toward 
his PhD. 
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