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• Provide necessary forums for the interchange of expertise among those who train and develop 

policy-making professionals; and, 

• Continually promote the active exchange of information between case authors and 

interdisciplinary professionals in both public and private sectors. 
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to improve the case method of teaching, research, and publication. 
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FROM THE PROCEEDING EDITORS 
 

 

Dear SECRA Colleagues: 

Welcome to the 28th edition of our annual conference. Whether you are coming to the Annual 

Meeting for the first time, or you have enjoyed this conference before, we welcome you! SECRA 

lives through the continuous support and involvement of its members, and we sincerely appreciate 

your involvement and hard work. 

As always, we are standing on the shoulders of giants. The 2020 SECRA officers are pleased to 

share that 32 embryo and full cases were accepted for this year’s roundtable discussions. These 

cases were created by 53 authors representing 22 institutions in 9 different states (including Texas 

and Utah) and two countries (Unites States and Lithuania). This diverse representation is testament 

to the wide acceptance of SECRA in the broader academic community. Thank you for continuing to 

get the word out about the organization as well as the conference. We would love to grow even 

more in the future. 

The 2020 SECRA Proceedings is published in two formats: this printed booklet and in a password 

protected format on www.secra.org.  The booklet contains the case synopses alphabetized by the 

first author’s last name and a quick author reference index. The call for papers for next year’s 

conference is also included along with additional information about SECRA. 

Please be aware that there are no formatting requirements for full case submissions on the website 

so the cases will be in a variety of unedited formats. Some authors have requested that their full 

cases be withheld from the proceedings so that they may be published elsewhere. All authors are 

encouraged to submit their full cases to the SECRA Journal. 

In the interest of protecting all authors’ valuable intellectual property, please do not share the 

materials with colleagues who are not familiar with case procedures. Instead, refer other interested 

faculty to contact the author listed on the original case synopsis. Participants are advised that the 

instructor’s manual and teaching notes are considered sensitive academic materials and should not 

be distributed without the author’s permission. 

Many thanks to everyone who helped make our annual meeting possible. Without authors, 

reviewers, roundtable chairs, officers who work behind the scenes and serve in leadership positions, 

and everybody else volunteering their time, we could not organize this annual meeting. We 

encourage every member to consider serving in some capacity during the upcoming year. 

Thank you for the opportunity to serve as Proceedings Editor for SECRA’s 28th Annual Meeting. 

Best regards, I hope you enjoy your time in Myrtle Beach. 

Marko Horn  

Proceedings Editor 
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2020 SECRA CASES 
 
 

 

A CHICK-CHICK HERE AND A CHICK-CHICK THERE 

 
Susan D. Peters 

SiAhn Mehng 

University of North Carolina at Pembroke 

 
Case Synopsis 

 

A US international agri-business firm has been contracted to advise the Malawian government on 

modernizing their poultry production.  The Malawian government wants to improve and increase 

poultry production, partially for improving the diet of their people but as a potential export product.  

Chickens mature relatively quickly compared to other sources of protein but current production is 

basically subsistence level.  The firm they have contracted with was recommended by the United 

States Agency for International Development (USAID) who is providing some of the funding.  

Additional funding comes from the Malawian government and private sources, including a South 

African chicken processing company who is interesting in an ownership stake and who will export 

mostly to South Africa. 

 

Objectives and Use 

 

This case embryo could be developed in a number of areas:  comparing and contrasting a number of 

supply change and/or vertical integration options and recommending a plan seems obvious, 

however there is information enough to look at ethics, market entry, marketing, cultural 

change/imperialism, and human resources – and probably more. 

 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

Contact Author: Susan Peters, Thomas Family Center for Entrepreneurship, University 

of North Carolina at Pembroke, One University Drive, Pembroke, NC, 28372, Phone: 910-775- 

4066, email: susan.peters@uncp.edu. 
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A SALE AT ANY COST 
 

John Adams 

Saint Leo University 

 

Case Synopsis 

 

Imagine landing your dream job with a well-respected financial organization. Within a few months 

you start working on lending applications and realize that something is not right. You contact one of 

your closest colleagues to tell them that something is not right and that your conscience tells you 

that you must act. Finally, based on your conscience you notify the banking regulators that 

something is not right. You later find out that you have uncovered one of the largest US banking 

frauds in the last decade.  

After the fraud is uncovered the regulators ask you to help them. They ask you to help them 

discover the aspects of the fraud using the Fraud Environment frame work. Lastly, they ask you to 

help make recommendations on how to prevent this type of fraud from happening in the future. 

 

Case Objectives and Use 

 

This case provides an opportunity for students to learn about the accounting fraud environment by 

using the transcripts and articles from the Wells Fargo fraud investigation. The case will look at 

transcripts from John Stumpf’s testimony as well as articles written during the time of the 

investigation to understand the corporate environment, and the aspects that created the environment 

for fraud to take place.  

The case is an actual case based on secondary data and can be used in Audit, Sales Management, 

and Business Ethics courses. The case allows instructors help students examine the aspects of fraud 

triangle created by Don Cressey. This can be used by instructors as an assignment in class to better 

understand fraud and unethical sales environments.   
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

_______________________________________________________________________________________

Contact Author: John Adams, Business Department, Saint Leo University, 33701 State Rd 52, St 

Leo, FL 33574, 772-267-7644, email:john.adams04@saintleo.edu. 
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A WORKFORCE IN CRISIS CASE B: AN ORGANIZATIONAL DILEMMA 
 

Marko Horn 

Logan Crace 

Jonathan Krispin 

Valdosta State University 

 

Case Synopsis 

 

A healthcare administration organization in the adults with intellectual and developmental 

disabilities (I/DD) field is struggling with staffing, turnover, and burnout/stress symptoms within 

their workforce. Labor is the most important resource for the organization, yet mounting pressures 

in a competitive labor market make it very difficult for the organization to hire, train, and retain 

talent. The organization’s chief executive is trying to determine how she can improve the situation 

and what initiatives she can put in place so that the organization is viewed as an employer of choice 

for personal care staff. 

 

Case Objectives and Use 

 

The case is appropriate for use in an upper-level undergraduate course in a bachelor’s program for 

healthcare administration, strategic management, human resource management, organizational 

behavior/psychology, or organizational development. Alternatively, it can be used for Graduate 

courses in the same area.  

Students will be able to exercise critical thinking skills in the application of management theories to 

alleviate problems and improve facets of an organization’s performance. A special concentration is 

given to internal analysis, psychological mechanisms, and determining unique industry influences. 

Students should use their prior management knowledge to understand how to motivate and retain 

employees in the organizational context. The case should highlight the decision of whether or not to 

use outside consultants and the advantages and disadvantages of their assistance. The case examines 

concepts such as staffing, motivational theories, organizational culture, VRIO analysis, and the 

consultant dilemma. This case is intended as a stand-alone case requiring up to two hours of class 

time and approximately two hours of preparation outside of class. 

 

 

 

 

 

 

 

 

 

________________________________________________________________________________

Contact Author: Marko Horn, Department of Management & Healthcare Administration, 

Langdale College of Business, Valdosta State University, 1500 N. Patterson Street, Valdosta, GA, 

31698 Phone: 229.259.5505, e-mail: mhorn@valdosta.edu. 
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CALLON PETROLEUM’S BID FOR CARRIZO OIL 
 

John Marsh 

Woody Richardson 

University of Mary Washington 

 

Case Synopsis 

 
Since the fall of the price of oil in 2015, there had been significant consolidation among 

unconventional oil and gas producers in Texas, so initially few were shocked when in July of 2019 

directors of Callon Petroleum and Carrizo Oil & Gas announced agreement on a $3.2 billion merger.  

However, 9.5% of Callon Petroleum was owned by Paulson & Co., a Wall Street hedge fund that 

strongly disagreed with the deal.  Directors had cited numerous advantages, like administrative 

consolidation, but the hedge fund had alleged the benefits were constructed to justify management 

bonuses and buy-outs.  Furthermore, Paulson & Co. asserted that instead of buying Carrizo, 

management should be focused on selling Callon. This conflict brought into focus concerns about the 

value of the deal. 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

_______________________________________________________________________________________ 

Contact Author: John Marsh, 1301 College Ave, Fredericksburg VA 22401-5300, Phone: 540- 

654-1450, email: jmarsh@umw.edu. 
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CAN A RUMOR CONSTITUTE SEXUAL HARASSMENT? 

 
Gerald E. Calvasina 

Southern Utah University 

 

Joyce M. Beggs 

 University of North Carolina Charlotte 

 

Case Synopsis 

 

Jean Pace was hired as an entry level accounting clerk at the East Bay Warehouse of Lodge Consulting 

Services Inc. (LCSI).  During the next 20 months, she was promoted six times and rose to the position 

of Assistant Manager.  Two weeks after her promotion, Jean heard a rumor that her promotions were 

the result of her having a sexual relationship with Bob Martin, the Executive Vice President for 

Finance at corporate headquarters.  Dan Jones started the rumor of the relationship. Dan was hired at 

the warehouse the same time as Jean and had not received as many promotions, and now Jean was 

his supervisor.  Dan told co-workers, managers, and anyone else who would listen that the only reason 

Jean got promoted to Assistant Manager and now was his boss was because she slept with Bob Martin.  

Circumstantial evidence to support Dan’s rumor was that Bob Martin was separated from his wife 

and they appeared likely to divorce.  However, it did not seem that infidelity by Martin was the cause 

of the marital problems. 

 

Marty Gold, the East Bay Warehouse Facility Manager, called a mandatory meeting of the staff to 

discuss the rumor.  When Jean and Dan both arrived late, Jean was denied entry to the meeting and 

Dan was allowed to attend.  Marty met with Jean later and blamed her for all the distraction caused 

by the rumor.  Ultimately, Marty fired Jean alleging she had poor management skills and was 

insubordinate to him.  Dan, who started the rumor, filed a sexual harassment complaint with the 

Human Resource Department alleging Jean created a hostile work environment for him. Jean filed a 

complaint with the Equal Employment Opportunity Commission alleging discrimination because of 

sex, retaliatory termination, and discriminatory termination.   

 

Case Objectives and Use 

 

The case is based on a 2019 decision by the United States Court of Appeals for the Fourth Circuit, 

and the names of the individuals and the organization were changed.  The objectives are: 1. To 

develop an understanding of the nature of a claim under Title VII of the 1964 Civil Rights Act for a 

hostile work environment because of sex. 2. To develop an understanding of how managers should 

respond to allegations of harassment to minimize retaliation and wrongful discharge allegations. 3.  

To examine management’s response to rumors and methods of effectively handling rumors in the 

workplace. The case can be used in classes such as Human Resource Management, Legal 

Environment, or Entrepreneurship/Small Business Management.  

 

 

Contact Author:  Joyce M. Beggs, Management Department, Belk College of Business, UNC 

Charlotte, 9201 University City Boulevard, Charlotte, NC 28223-0001 704-687-7709, 

jbeggs@uncc.edu.    
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COMPETITION AND CONSOLIDATION:  STRATEGIES IN THE 

HIGHER EDUCATION TEXTBOOK MARKET 

David Franck 

Caroliniana Padgett 

Francis Marion University 

 

Case Synopsis 

 

In the Fall of 2018, Cengage publishers unveiled a flat fee subscription to access their entire catalog 

of higher education materials. Then, in May 2019, Cengage announced a potential merger with Mc-

Graw Hill publishers. In an already highly competitive market, complicated by the proliferation of 

open access materials, textbooks rental programs and seemingly lower numbers of students 

purchasing textbooks, how should competitors respond to these events? In this case, the marketing 

team of a small publishing group, Independent Textbooks, Inc. must decide how to respond to such 

challenges and decide the strategies that will help them remain profitable.  

 

Case Objectives and Use 

 

The case provides a unique opportunity to utilize a number of introductory and intermediate 

microeconomic concepts. In this real world situation, a major publishing house has unveiled a 

pricing scheme that seems to intend to price out the competition and increase market share and 

tighten its brand awareness. It then moves to the merger of two major publishing houses, which will 

result in a large consolidation within the market. This case intends to examine the appropriate profit 

maximizing options and responses for the competitors of Cengage, McGraw Hill and others. 

Discussions of concentrations ratios, monopoly power, elasticity, branding and marketing strategy 

will all be included. 

This case could be used in introductory and intermediate level microeconomic courses, as well as 

managerial economics and industrial organization courses. Using some extensions by instructors, it 

could also be used in upper divisional marketing courses. 

 
 

 

 

 

 

 

 

 

 

 

 

 

 

Contact Author: Caroliniana Padgett, Department of Business and Economics, Francis Marion 

University, PO Box 100547, Florence, SC 29501, Phone: 843-661-1442, email: 

cpadgett@fmarion.edu. 
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COMPETITIVE SITUATIONAL EXPLORATION IN THE SERVICE 

INDUSTRY USING SWOT ANALYSIS 
 

Dr. Kristin Burke Martin 

Dr. Carole Burton Sox 

Columbia College, South Carolina 

 

Case Synopsis 

 

Consumers spend approximately half of their disposable income on dining out inspiring current and 

aspiring restaurant owners to discover ways to entice these consumers.   Sustainable restaurants are 

the top economic contributors to the United States economy and are the second-largest private-sector 

employer in the nation.  However, restaurant failures generate a loss in sales revenue, impacting the 

national economy, over $2.1 billion annually, and nonfranchise restaurants are 15% more likely to 

fail than franchise restaurants.  Economic fluctuations and consumer needs impact businesses, 

including restaurants, requiring the owners to create strategic plans.  Thus, restaurant owners must 

identify underlying strategies that enhance differentiation and increase competitive advantages.  

  

Case Objectives and Use 

 

The purpose of this case study is to explore the strategies used by owners of nonfranchise, casual 

dining restaurants to ensure sustainability for longer than 5 years.  The qualitative study is grounded 

in SWOT analysis (Strengths, Weaknesses, Opportunities, and Threats) analysis as a lens for 

identifying effective strategies that promote restaurant sustainability.  The data collection process 

comprises of gathering data and information via semi-structured interviews with 15 nonfranchise, 

casual dining restaurants in the mid-Atlantic region, which sustained their restaurants for longer than 

5 years.  Also, a review of archival records, including restaurant websites, newspaper advertisements, 

social media, and promotional documentation, will ensue.  

 

The research study is valuable in determining what successful strategies are used by owners of 

nonfranchise, casual dining restaurants to maintain business sustainability that will, in turn, support 

the U.S. economy by assisting other restaurant owners. Nonfranchise, casual dining restaurant 

owners, small business owners, and entrepreneurs may benefit from this study by furthering their 

knowledge of strategies used to ensure sustainability beyond 5 years of operation.  Business owners 

must know their sources of competition as competition is a beneficial mechanism for determining 

sustainability.  A restaurant owner must determine where the restaurant fits within the competitive 

environment to improve business opportunities.  Strategically positioning a business within a specific 

industry by developing defenses against competitors is essential for sustainability.  

 

 

 

 

 

________________________________________________________________________________

Contact Author: Kristin Martin, Division of Business, Entrepreneurship, & Technology, Columbia 

College, 1301 Columbia College Drive, Columbia, SC 29203, Phone: 803-786-3675, email:  

kmartin@columbiasc.edu.  



 

28th Annual SECRA Conference Page 8 

CRITICAL INCIDENT – THE ANGRY PARENT 

 
Stephen Moore 

University of North Carolina at Pembroke 

 

Case Synopsis 

 

Entrepreneurial startups in the daycare and preschool industry have become common place as state 

and federal funding has increased to support financially challenged families. 

 

Management of primary schools, employee and student safety, taxpayer equity, and government 

funding for low-income families are often contentious issues. This real-life case presents a few 

problems that resulted at one school in a major urban school district in the United States. 

 

This teaching case can be used in several venues. One primary focus is in School of Education, 

Educational Leadership and Educational Administration courses to emphasize leadership and human 

resource issues in public and private daycare and pre-school classrooms. Another venue where this 

case can be used is daycare franchise training programs and government agencies to train new owners, 

employee supervisors and human resource managers of daycare centers and preschools.  The case can 

be used in Entrepreneurship business startup programs as well as a School of Management, Human 

Resource Management case. The case can be used in several other venues and questions can be 

modified by the instructor to fit course objectives. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Contact Author: Stephen Moore, School of Education, University of North Carolina at Pembroke, 

1 University Drive, Pembroke, NC 28372-1510, Phone: 910-521-6592, e-mail: 

stephen.moore@uncp.edu. 
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DIVING INTO THE DEEP END 

 
Attila Cseh 

Matthew Grant 

Jonathan Krispin 

Valdosta State University 

 

Case Synopsis 

 

As Max walked out of another frustrating meeting with the leadership of the local sport complex he 

knew that he would need to start his own swim team. He loved to coach swimming but felt stymied 

by the leadership. Swimming was not the focus of the complex, it was merely tolerated. Max, on the 

other hand, had a bold vision for the team and his swimmers. He understood that with more attention 

and slightly better resources some of his swimmers could have a bright future in the sport. He also 

wanted to popularize the sport and create a swim community. When the leadership did not support 

his ideas, he knew that it was time for a substantial change in his life. Should he turn his back to the 

sport he had loved or should he start his own team? 

 

Case Objectives and Use 

 

This case provides insight into the start of a small business targeting a local clientele. The case 

considers some of the extra duties our main character has to take on if he wants to move from an 

employee role into a business owner role. The case also considers the financial planning the new 

entrepreneur has to do to evaluate the potential viability of the small business.  

The case is based on actual numbers and is written for undergraduate courses in Small Business 

Management/Entrepreneurship, and Principles of Microeconomics. Students should gain 

understanding of the different classification of costs, break-even points, and the difference between 

accounting and economic profit.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Contact Author: Attila Cseh, Department of Economics and Finance, Valdosta State University, 

1500 N. Patterson Str., Valdosta, GA, 31698, Phone: 229-245-3826, email: acseh@valdosta.edu. 
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DUE DILIGENCE:  A FUND SELECTION MUST 
 

Jan M. Serrano 

Marie DeVincenzo 

Francis Marion University 

 

Case Synopsis 

 

Sharon has been socking away money for retirement in her 401-K.  After a divorce, and putting two 

kids and herself through college, she knows that she is playing catch-up with her retirement.  Sharon 

comes to Anthony, a trusted contact and newly minted financial advisor, for help.  After evaluating 

Sharon's investment goals and financial situation, Anthony has determined that a diversified "asset 

allocation" mutual fund would be the most appropriate investment to supplement her current savings, 

but his firm offers 43 different asset allocation funds from a variety of companies.  Anthony knows 

that these funds can be very different even though they fall into the same category, and suspects that 

some of these mutual funds have performed better than others. He must analyze the data available on 

these alternative funds and determine which option would best suit Sharon's needs.  New requirements 

by Anthony's firm as well as mandates from his certification group dictate that he must carefully 

document his decision process in selecting the funds for his client.  Anthony wants to do a good job 

for Sharon so that she will recommend others to his practice.   

 

Case Objectives and Use 

 

The primary teaching objective of this case is to help future investment professionals develop a 

process for evaluating the performance of mutual funds or portfolios to determine which alternatives 

fit the investor's best interests. This case forces students to consider many different things in the 

selection process; the risk tolerance and investment horizon of the client, the client's need to maintain 

significant emergency funds, and the characteristics and the past performance of the investment 

choices available.   

  

This case is appropriate for courses in investments, financial planning, or portfolio management and 

security selection, with a difficulty level appropriate for junior or senior level undergraduate or 

graduate investments courses.  The information on the mutual funds to be evaluated reflect actual 

fund choices available from an investment firm.   

 

 

 

 

 

 

 

 

_______________________________________________________________________________

Contact Author:  Serrano, Jan,  School of Business, Francis Marion University, PO Box 100547, 

Florence, SC 29502, Phone:  843-661-1620, email:   jserrano@fmarion.edu. 
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END OF A CAREER 
 

Monica Cayouette 

Medical University of South Carolina 

 

Case Synopsis 

 

This case retells the interactions between a couple of young dentists and a more senior dentist 

practicing in a boutique dental office.  The senior dentist, Dr. Walton, established the practice nearly 

40years ago.  He had sold half of the practice to his current partner, Dr. Richards, 15 years prior.  Dr. 

Walton is looking to sell his other half of the practice to the new associate, Dr. Christianson.  

 

When Dr. Richards first bought into the practice from Dr. Walton, there was a gentleman’s agreement 

about the selling of the building.  The understanding was as follows; once Dr. Walton was ready to 

retire, he would sell the building to Dr. Richards.  Now that Dr. Walton’s retirement is approaching 

in just 6 short months he refuses to discuss the transaction of the building. As a matter of fact, instead 

Dr. Walton is now asking the younger dentists to sign a 10-year triple net lease.   

 

This is putting a great strain on the relationship between the three dentists and the staff are starting to 

notice the tension.   Not only the staff but the associate, Dr. Christianson, is starting to get nervous 

about buying out the second half of the practice.  The situation is coming to a head and none of the 

doctors seem to want to give even a little.  Dr. Richards is exceptionally frustrated since he had trusted 

Dr. Walton with a gentleman’s agreement and not put the building transaction in writing on the 

request of Dr.  Walton.  Dr. Walton had stated that he was afraid if the building transaction was spelled 

out in the contract when he was selling the first half of the practice that he would have to have a 

reappraisal done and pay more taxes.  When conveying this story to Dr. Richards lawyer there does 

not seem to be many options unless he wants to move.  However, the building is a great location in a 

busy family friendly neighborhood where patients often walk from home for their dental care.  

Moving from the building might cause many patients to stay with a new dentist that might rent the 

building.  Dr. Richard’s and the associate must now decide what to do. 

 

Case Objectives and Use 

 

This case provides the opportunity to consider the pressures that small business owners place on 

decision-making that affects both their business, employees and clients.  It also presents a very real 

situation that occurs in today’s society with the “greying” of the work force as they are having to 

make every retirement dollar stretch even further.  The case may be used across multiple disciplines 

including dental, medical, business, and business administration.  It may be used in a pre-doctoral 

setting to encourage discussion and awareness of negotiating contracts.  

 

Following discussion of the case, participants should be able to consider and explain appropriate 

course(s) of action pertaining to the scenario, consider and explain appropriate inclusion in office 

purchase contracts, and be familiar with different types of business leasing agreements 

 

Contact Author: Monica J. Cayouette, Division of Implant Prosthodontics, Medical University of 

South Carolina, 173 Ashley Ave, BSB 550C, MSC 507, Charleston, SC 29425, Phone:  843-792-

2342, Email:  cayouetm@musc.edu.  

mailto:cayouetm@musc.edu
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GRACIOUS GOODIES: A STORY OF ADAPTATION 
 

Kristie A. Abston 

Dennis E. Gupton 

M. Jill Austin 

Middle Tennessee State University 

 

Case Synopsis 

 

Grace Gentry had long dreamed of having a small café and catering business where she could share 

her love of cooking and the wonderful creations she learned how to make from her beloved 

grandmother.  Grace finally got a shot at making her dream a reality when her husband retired from 

the military.  After steadily growing the catering business for two years, Grace opened a café.  

Grace found herself working over 60 hours per week trying to keep both businesses afloat, and she 

decided to close the café after one year.  Meanwhile, the idea for a takeaway business took shape.  

Her customers had often requested full meals that they could take home to warm up later for dinner.  

The takeaway business was a hit from the beginning.  Almost as quickly, however, one of Grace’s 

competitors began a smear campaign using their employees, customers, and social media to attack 

Gracious Goodies.  Grace had to decide how to protect her business and how to help her employees 

and customers survive these attacks unscathed.      

 

Case Objectives and Use 

 

The purpose of this case is to have students critically analyze the situation at Gracious Goodies to 

increase their awareness of potential challenges small business owners may face regarding their 

competition.  Completion of this case will help students to: 

1. Evaluate the situation considering the ethical/moral intensity for a person impacted by an 

ethical issue, 

2. Identify and analyze the ethical issues with this actual small business example,  

3. Understand how a person’s level of emotional intelligence may lead to unethical or ethical 

behavior, and 

4. Formulate realistic, ethical decisions that reflect appropriate courses of action.  

 

This case would be an effective way to introduce ethics, to explore emotional intelligence, and/or to 

explain social media risks in an upper-level entrepreneurship or small business management course.  

Professors could choose which questions to use based on the topics being covered or emphasize 

different topics within the specific questions.  Some data was included in the case as well so that 

professors could broaden the utility of the case to included calculations, if desired.   

 

 

 

 

 

Contact Author: Kristie Abston, Middle Tennessee State University, Box 75, Department of 

Management, Jones College of Business, Murfreesboro, TN  37132, Phone: 615-898-2342, Email: 

Kristie.Abston@MTSU.edu  
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HAMBURGERLERED: THE CURIOUS CASE OF THE MONOPOLY 

SWEEPSTAKES 

 
Sherrie Lewis 

Saint Leo University 

 
Case Synopsis 

 

McDonalds is one of the world’s largest fast-food companies and largest employers within the 

United States. The chain serves burgers, fries, fish sandwiches, salads, ice cream, chicken dishes 

and breakfast entrees. McDonalds is also known as a major marketing powerhouse. The company 

used promotions based on the Monopoly game that includes Who wants to be a Millionaire, Pick 

Your Prize, Best Chance Game, Golden Chances, Prize Vault, Win Win, Monopoly Money, Prize 

Choice, McMillions, Dick Tracy Crimestopper and Wiiiin. These games created a frenzy amongst 

customers hoping to win free food, merchandise, vacations and cash prizes. The game also ignited 

the greed of a trusted vendor’s employee and his associates.  

 

Case Objectives and Use 

 

This case is suitable for undergraduate management, human resources, organizational behavior and 

ethics courses. The case should be used to identify human resources, policy and ethical 

considerations for corporations and various stakeholder groups. Objectives include analysis of 

sweepstakes issues and to identify strategies that companies may use to protect themselves from 

fraudulent behavior. 

 

 

 

 

 

 

 

 

 

 

 

 

 

____________________________________________________________ 
Contact Author: Sherrie Lewis, Department of Business Administration, Saint Leo University, 

33701 State Road 52, Saint Leo, FL, 33574, Phone: (804) 861-9634, E-mail: 

sherrie.lewis@saintleo.edu. 
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HOW CAN IT GET ANY WORSE: TWO HURRICANES IN FOUR WEEKS 

 
James Foster 

Steven Cox 

Queens University of Charlotte 

 

Case Synopsis 

 

Jim Foster, the owner of the Selwyn Pub in Charlotte, NC, had managed to steer his family business 

through many difficult challenges since it opened in 1990, quite a feat when on average 80% of all 

bars close in the first five years.  Jim was proud of the Pub, and especially proud of the how 

successfully he had been able to attract a loyal customer base.  However, two lengthy closures in the 

past 30 days due to hurricanes Florence and Michael downing trees and power lines left him with 

spoiled food, warm beer, and no idea of when power would be restored.  

   

As he considered the situation, his mind wandered to the circumstances that led to the opening of 

Selwyn Pub.  In September 1989, Hurricane Hugo took an unexpected turn during the middle of the 

night and did extensive damage to Charlotte.  Much of the city was without power for several 

weeks, and many businesses had to close their doors.  The closing of one of these businesses, a 

Cuban restaurant, provided the opportunity to establish the Selwyn Pub.  How ironic would it be if 

another powerful hurricane put the Selwyn Pub out of business?  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

________________________________________________________________________________ 

Contact Author: James Foster, Queens University of Charlotte, McColl School of Business, 1900 

Selwyn Ave, Charlotte, NC 28274, Phone: 704-337-2221, E-mail: fosterj@queens.edu. 
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IS RADIO ADVERTISING THE RIGHT ADVERTISING? 
 

Julie Steen 

John Engel 

University of South Carolina Aiken 

 

Case Synopsis 

 

In September, Samantha Stein opened a new business called the Millbrook Market. The idea behind 

the Millbrook Market was a location for very small businesses to be able to come together and sell 

their products. One of the first vendors to sign on was Jasmine Taylor. Jasmine had been making 

jewelry for almost 20 years and had previously rented space in three similar businesses. In addition, 

Jasmine was a business professor at the local college. Because of this, Samantha frequently asked 

Jasmine her opinion on business matters.  

 

In November, Samantha sent a message to all of her vendors. She wanted the vendors to chip in 

towards the $500 cost of advertising on the radio. The $500 included forty 15-second “Holiday 

Greetings” spots to run during the month of December. Jasmine was out of town and by the time she 

saw the post several vendors had stated they would be willing to pitch in $25 toward the cost. Jasmine 

was not sure that the radio was the best medium to spend $500 on promotion. She decided not to 

comment and see what happened.  

 

About a week later, Jasmine stopped by Millbrook Market. As soon as she entered the store, Samantha 

asked her what she thought about advertising on the radio. Samantha was clearly excited about the 

opportunity. Jasmine mentioned several concerns she had, but it was clear that Samantha was going 

to move forward with the $500 investment. 

 

After her conversation with Samantha, Jasmine was confused about what to do. She did not think that 

the opportunity presented would have a strong return on investment. She told Samantha that she 

thought it made more sense to spend $500 on social media advertising. Despite her concerns, Jasmine 

considered contributing $25 to the radio advertising just so she would not “rock the boat”. She also 

wondered if there were other alternatives that would have a better return on investment. 

 

Case Objectives and Use 

 

This case is designed to be used in any class where various forms of advertising and promotion are 

discussed. The case can be used to help students think critically about a specific advertising decision 

and to compare the various forms of promotion that could be used. 

 

 

 

 

________________________________________________________________________________ 

 Contact author: Julie Steen, School of Business Administration, University of South Carolina 

Aiken, 471 University Parkway, Aiken, SC, 29801, Phone: 803-641-3238, email: julies@usca.edu. 
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IT’S A DONE DEAL 
 

Darin L. Gerdes 

Charleston Southern University 

 

R. Scott Pearson 

Palm Beach Atlantic University 

 

J. Maxwell Rollins 

Charleston Southern University 

 

Case Synopsis 

Christine Czarnik was going about her business unaware of the collision course she is on with the 

town. She spent the better part of the last decade rehabbing two different homes in the historic district. 

Now, town council has unveiled a vision plan that will radically change the face of downtown. 

Czarnik immediately got involved, attending meetings and making her voice heard, but council 

ignored her appeals. She only has one option left, but it will be a costly one. They say you can’t fight 

city hall. Should she even try? What does a concerned citizen do when government is unresponsive? 

 

Case Objectives and Use 

The case focuses on the importance of the organizational change process, participation, and feedback. 

The case was written for an undergraduate organizational behavior course, but it may be useful in 

management, ethics, or business law course when addressing the hurdles and pitfalls related to 

organizational justice. This case is one in an ongoing series of cases that deal with events that 

happened in Summerville, SC. These cases can be run in tandem in the same course or across multiple 

courses. 

 

 

 

 

 

 

 

 

 

 

Contact Authors: Darin L. Gerdes, College of Business, Charleston Southern University. 9200 

University Blvd. N. Charleston, South Carolina, 29406 (843) 863-7814 email: dgerdes@csuniv.edu; 

R. Scott Pearson, College of Business, Palm Beach Atlantic University, 901 Flagler Drive, West 

Palm Beach, FL 33401 (561) 803-2472  scott_pearson@pba.edu; J. Maxwell Rollins, Charleston 

Southern University College of Business, 92000 University Blvd., Phone: 843-863-7953 
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KEYS FOR THE JOURNEY:  UNLOCKING SOCIAL MEDIA 
 

Keith C. Jones, Ph.D. 

Saint Leo University 

 

Case Synopsis 

 

Austin is looking to expand his current ecommerce business Keysforthejourney.com.  He recognizes 

his greatest challenge is developing a successful social media campaign.  To date he has approached 

his social media on an ‘as time allows’ approach so his success has been minimal.  He wants to grow 

the business by 25% and knows he must improve his approach to his social media.  He has asked his 

wife, they are newly married, to help him.  Deborah has limited experience in the area of social media 

marketing so she reached out to her father, Keith, an associate professor of marketing.  She is hopeful 

he can help them to further supplement their missionary income through this business venture. 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

_______________________________________________________________________________________ 

Contact Author: Keith C. Jones, Department of Business Administration, Saint Leo University, 

33701 State Road 52, Saint Leo, FL, 33574, Phone: (352) 588-8459, E-mail: 

keith.jones06@saintleo.edu. 
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LUMBAN PURBA: A SUMATRA VILLAGE’S QUEST FOR ECONOMIC 

INDEPENDENCE AND COOPERATION 
 

Link Hudson 

Aref Aghaei Hervani 

Frank Tian Xie 

University of South Carolina Aiken 

 

Case Synopsis 

 

Nestled in the mountains of the Tepanuli region of North Sumatra lies Lumban Purba (‘Purba 

Village’), about five miles from Lake Toba as the crow flies or forty-five minutes by car, and just 

over an hour from the Sisingamangaraja XII International Airport, recently rebuilt as an international 

airport to support the Indonesian government’s initiative to turn nearby Lake Toba, a popular 

destination for tourism on Sumatra, into an international tourist area.  Lake Toba is the world’s largest 

crater lake and the region is the heartland of the Batak people-group.   

The villagers of Lumban Purba, members of the Purba clan and their relations, face challenges typical 

of farmers of the region. The crops grown by the villagers include coffee, rice, corn, red pepper, 

tomatoes, and cabbage. Villagers receive only a small portion of the total retail price of the product 

that consumers purchase developed from their crops.  One of the problems with their nonperennial 

crops is that the village is dependent on intermediaries who come through with trucks selectively 

choosing which crops to buy. In addition to the risks of failed crops due to unsuitable weather and 

other factors, the villagers run the risk of growing crops only to have no middle men buy the products, 

leaving them to rot. The government has not organized garbage pick-up in this area, and many of the 

fields are filled with plastic wrappers. 

The villagers have decided to start a farm cooperative. The issues to be resolved include the kind of 

activities that are best carried out collectively in the village, the role the cooperative should play in 

these activities, the collective bargaining strategy they should use to deal with intermediaries, the 

actions that they need to take to demand government assistance in the infrastructure, and the best 

branding and marketing strategy for the cooperative.  

 

Case Objectives and Use 

 

The case could be very useful for business and economics students to investigate the broad question 

of why the market is not functioning efficiently; identify the sources of market failure; and develop a 

project that would address the sources of market failure and possible solutions. The concepts of 

market imperfection, the presence of oligopoly elements in the factor input markets (limited number 

of buyers); the benefits of the economies of scale (farmer’s co-op); the cost and benefits of replacing 

the intermediary, etc., can be covered. Students will study the case to determine the kind of activities 

that are best carried out collectively in the village and the role the cooperative should play in these 

activities. They will make recommendations for the villagers and justify their recommendations. 

 

 

________________________________________________________________________________   

Contact Author:  Frank Tian Xie, School of Business Administration, University of South 

Carolina Aiken, 471 University Parkway, Aiken, SC, 29801, Phone: (803) 641-3242, email: 

FrankX@usca.edu.  
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NO MONEY, MO’ PROBLEMS: ADVERTISING AND PROMOTION WITH 

NO BUDGET 

Bryan McLeod 

Caroliniana Padgett 

Francis Marion University 

 

Case Synopsis 

 

Southern Illinois Legal Services, N.F.P. of Sesser, Illinois was a not-for-profit law office that 

provided a full range of legal services to those who did not qualify for free legal services but could 

not afford to pay the high costs of other legal services. The firm was started by two recent law 

school graduates, Derek Jordan and Kaci Myers. When Derek and Kaci decided to start the law 

firm, they had a marketing budget of $20 a month. Utilizing every channel possible Derek and Kaci 

had to learn on the go how best to promote their firm to their target audience.  

 

Case Objectives and Use 

 

The case provides an opportunity to use marketing principles to determine how to promote and 

market a firm to a target audience. In this case, based on the experience of one of the authors, the 

firm must decide how to use available economic and demographic data to reach their customer base. 

The consideration of social media in marketing is also considered. 

This case could be used in principles of marketing courses, non-profit management courses and 

introductory microeconomic courses, as well as managerial economics. Using some extensions by 

instructors, it could also be used in upper divisional business strategy courses. 

 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Contact Author: Caroliniana Padgett, Department of Business and Economics, Francis Marion 

University, PO Box 100547, Florence, SC 29501, Phone: 843-661-1442, email: 

cpadgett@fmarion.edu 

  

mailto:cpadgett@fmarion.edu
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PERFORMANCE EVALUATION AT A REGIONAL ACCOUNTING FIRM: 

PROBLEMS AND AN ALTERNATIVE 
 

Nancy K. Lankton 

Charles Stivason 

Marshall University 

 

Case Synopsis 

 

This case describes the struggles of a regional accounting firm to effectively evaluate employees 

while seeking to increase retention and build long-lasting employee relationships. The case opens 

with Melinda Pruitt, the partner in charge of human resources at Jordan & Kellaway, CPAs, venting 

her frustration after another annual partner meeting. An inordinate amount of time is spent reviewing 

employee performance evaluations and compiling quantitative scores, yet in the partner meeting, final 

decisions about pay raises, promotions, and retention are made on a more subjective basis. Melinda 

knows the firm’s performance evaluation system needs to change and sets out to find a solution by 

talking to employees and researching other types of performance evaluation systems.  

 

Jordan and Kellaway’s major investment is in its people who bring specialized expertise to the 

growing and expanding firm. Some years after its inception, the firm adopted an informal 

performance evaluation system, which then morphed into the neat, easy-to-follow system that the 

firm still uses. Yet now the firm’s system to evaluate employees runs the risk of making employees 

anxious and unsure of their progress, so much so that the firm is jeopardy of being less efficient 

determining promotions, pay raises, and making retention decisions. Melinda is tasked with making 

a recommendation for change to the other partners and must consider the pros and the cons of the 

current and an alternative system.   

 

Case Objectives and Use 

 

This case is designed for use in an introductory human resource, career exploration, or accounting 

course. It can also be used in an introductory or MBA-level course where management control and 

performance evaluation systems are studied. The main assignment is for students to write the 

recommendation to the partners that justifies the current or alternative performance evaluation 

system, or some combination of both. 

 

There are five learning objectives for this case with an overall objective of increasing student 

awareness of performance evaluation. Other objectives include: understanding the purpose of 

performance evaluation systems; discussing how a performance evaluation system works; identifying 

and comparing the strengths and weaknesses of specific performance evaluation systems; applying 

critical thinking skills to arrive at a recommendation; and increasing written communication skills. 

 

 

  

Contact Author:  Nancy Lankton, Department of Accountancy and Legal Environment, Marshall 

University, Brad D. Smith Schools of Business, One John Marshall Drive, Huntington, WV, 25755, 

304-696-2656, lankton@marshall.edu.   
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REHAB AND REGRETS 

 
John Fitzgerald 

Michelle Ziegler 

Medical University of South Carolina 

 

Case Synopsis 

 

Dr. L is a dental professional who finds himself in a situation when a family member who has been 

diagnosed with a substance abuse disorder (formerly referred to as addiction) is admitted to an 

inpatient rehabilitation facility in another state.  Billy is Dr. L’s nephew. When Billy was admitted 

to the facility, he said he thought he had a chipped back tooth.  The rehabilitation center sent him to 

the general dentist who took care of all of their patients.   

 

After Billy’s initial exam Dr. L’s brother, Ted (Billy’s father), contacts Dr. L and said, we just 

received a treatment plan for Billy’s dental work.  After the dental appointment the dentist in 

Michigan sent Ted the bill for his proposed treatment plan that was $10,000. The plan consisted of 

multiple root canals, operative and almost all of his teeth, crowns, and even extractions. Confused, 

Ted ask Dr. L how this was possible when only a month ago Billy’s family dentist had found no 

signs of decay or other issues. This case delves into how Dr. L handled the two conflicting 

treatment plans and how he had to address another dental professional seemingly taking advantage 

of a vulnerable population and suggesting over treatment. 

 

Case Objectives and Use 

 

This case can be used to show the importance of being vigilant to any health professional and show 

the importance of other medical professionals being accountable for each other’s actions.  This 

would be a good case to discuss in courses associated with professional ethics or course that are 

geared toward clinical management. The level or type of students this case is appropriate for is for 

all levels from dental students to well established dental professionals.  

 

This case is based on actual events and have been documented in order to bring awareness to help 

medical professionals gain a better understanding that they are responsible in monitoring their own 

fields to make sure that no patient is taken advantage of and that the professional ethics are held by 

all in their fields. Although some changes have been made to protect the confidentiality of the 

individual’s involved, the dialog, chronology, and text included are based on actual events. 
 

 

 

 

 

 

 

Contact Author: John Fitzgerald, Advanced Education in General Dentistry, Medical University of 

South Carolina, 26 Bee St MSC 507, Charleston, SC, 29425, Phone: 843-792-2188, email: 

jof217@musc.edu. 
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RELIABLE AUTO INSURANCE: AUDITING PREMIUMS USING EXCEL  
 

Nicole R. McCoy  

North Carolina A&T State University  

 

Aisha G. Meeks  

Morehouse College  

 

Case Synopsis 

 

Reliable Auto Insurance is a regional auto insurer located in Phoenix, Arizona and it was founded in 

2004.  Reliable Auto Insurance has grown to 250+ employees, $ 6 million in annual premiums; 

therefore, making Reliable Auto the 5th largest privately held auto insurer within the Western region 

according to Forbes.  MinorMars, a mid-size public accounting firm, has been Reliable Insurance’s 

external auditor for the past ten years.  The 2011 financial examination will be Sydney Alston’s first 

year as a staff auditor on the engagement.  As a part of the year-end audit procedures, Sydney 

received a common delimited file containing Reliable’s 2011 auto policies from the audit manager, 

Madison Cleary.  Madison has asked Sydney to perform several audit procedures to verify the 

accuracy and completeness of auto premium data as well as the valuation of auto premium figures.   

 

Case Objectives and Use 

 

It is imperative that students begin to understand how to verify accounting data using client-

provided files.  This case may be used in undergraduate auditing courses as supplemental material 

for the sales cycle and revenue recognition.  This assignment enhances the students’ written 

communication, critical thinking, and analytical skills. Students will complete the data validation 

and valuation audit steps within the plan to assure that management’s assertions regarding 

completeness and valuation over the sales cycle have been met.  More specifically, the students will 

recalculate earned and unearned premium, compare projected premium figures to audited premium 

figures and determine the amount of misstatement (if any) regarding Reliable’s revenue account.  

This assignment provides students a salient illustration of when an auditor may be able to audit 

100% of the population and how data files may be used in the valuation of revenue. 

 

 

 

 

 

 

 

 
________________________________________________________________________________________________ 

Contact Author: Nicole R. McCoy, North Carolina A&T University, Department of Accounting 

and Finance, 1601 E. Market Street, Greensboro, NC, 27411, E-mail: nrmccoy@ncat.edu 

  

mailto:nrmccoy@ncat.edu
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SAINT BARTHOLOMEW’S STUDENT SUPPORT CENTER 
 

John R. Lax 

Saint Leo University 

 

Case Synopsis 

 

Saint Bartholomew University (SBU) is a small, private Catholic university located outside Charlotte, 

North Carolina. The university relies heavily on revenue from its online and remote campus locations 

(called “Centers”) to remain solvent as their main campus operates just above breakeven. Lacking the 

revenue stream, which is substantial, from online and Center students SBU would be required to cut 

faculty, staff and significantly reduce funding for student functions and faculty development.  

 

Much of the online and Center student body are non-traditional learners, with many being either 

military or older students returning to school. Registration and financial aid (FA) advising are handled 

by the Student Services Center (SSC) which is located in Charlotte and operated jointly by SBU staff 

and a third-party back-office operations contractor. As the majority of these students are receiving 

either government financial aid or VA benefits, the smooth functioning of the SSC is critical to the 

continued success and financial viability of SBU. However, the call and service center has been 

plagued with extreme inefficiencies, very long phone wait times and mismanaged queues. Lost calls 

and multiple returned calls are very common and it is not unusual for students to get inaccurate 

information. As the case opens, the senior leaders at SBU are determining what is wrong at the SSC 

and how to fix this crucial part of the university.  

 

Case Objectives and Use 

 

Many students may find this case to be of particular relevance to their collegiate experience as it 

places them in the role of a senior university administrator addressing a problem applicable to both 

the student and their school. The case centers on efficiently and cost-effectively delivering a service, 

in this instance financial aid, critical to the success and wellbeing of the “firm’s” single most 

important customer base and to the organization itself. In the scenario, the institution’s service model 

is challenged with technological, operational, and internal communication issues as well as a deficit 

of service-centric customer communications. These are all issues generalizable to many organizations 

in which students may find themselves employed.  

 

The multi-faceted, layered nature of the case allows it to be applied to multiple disciplines, including 

operations management, queueing theory, human resources and marketing. This flexibility also 

allows teaching faculty to apply different pedagogical approaches including quantitative solutions 

employing Erlang analysis, qualitative analysis and solutions, mixed-methods or perhaps most 

relevant, an experiential course design using avatars, simulations, fieldwork and guest firms with 

similar service delivery challenges.   

 

 

_____________________________________________________ 

Contact Author: John R. Lax, Department of Communication and Marketing, Saint Leo 

University, 33701 SR 52; Saint Leo, FL 33574, Phone:813-924-6383, email:john.lax@saintleo.edu 
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SAVING PRIVATE GONG 

 
SiAhn Mehng 

University of North Carolina Pembroke 

 

Case Synopsis 

  

Chris Price worked for an IT outsourcing company, Dimension Data. He was working on a night 

shift, which supported Accudyne Industries’ global branches. The night shift included English 

queue covering India, Australia, and UK, and Chinese que covering China. His night shift team had 

several full-time employees and a few contract hires. The contract hires were brought on board 

through a temporary agency. Dimension Data would pay the temporary agency around 28 dollars 

per an hour for the contract employee, and the temporary agency was supposed to pay the contract 

worker about 18-20 dollars of that. One of the contract hires, Gong Cheng, worked on the China 

support line. Gong was a valuable employee because he was bilingual Mandarin-English speakers, 

and he also had good technical skills for the job. It was his first job, so there were things that he did 

not know. He asked others for assistance and learned from it, but he rarely asked the same question 

twice. Gong also got along well with most everyone on the shift. He was a fast learner and amiable 

person. 

 

 

 

 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

____________________________________________________________________ 

Contact Author: SiAhn Mehng, University of North Carolina at Pembroke, School of Business, 1 

University Drive, Pembroke, NC 28372-1510, Phone: (910)775-4030, e-mail: 

siahn.mehng@uncp.edu. 
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TAGERT LUMBER COMPANY 
 

Mike Beverly 

Marko Horn 

Valdosta State University 

 

Case Synopsis 

The heir of a lumber yard and forestry operation is contemplating the future of the family business. 

While the business is well established and profitable, alternative production and selling routes are 

contemplated to maximize the family’s return on its operations. Ben Tagert’s Great grandfather, 

grandfather, and father had all taken steps to broaden the company’s production and marketing 

outreach during their tenure at the helm. Being a recent MBA graduate from the University of South 

Carolina, Ben felt that business insights he had gained in college would help him reassess, and 

possibly redirect, the future of the company.  He planned to evaluate different options to raise the 

value and return of low grade production lumber. A simple solution could explore foreign 

marketing of the production. A more involved plan would entail creating a remanufacturing 

operation to upgrade the low grade product. 

 

Case Objectives and Use 

This case was designed to examine the operations and expansion goals of a small family business. It 

is designed for undergraduate students for an in-class discussion and the creation of a feasibility 

plan or a business plan. The student should contrast the potential financial ramifications of pursuing 

alternative business decisions. The student should develop an appreciation of the detail involved in 

budgeting for a new business venture. Additionally, the student should begin to grasp the magnitude 

of the potential impact that various business decisions can have on a business. A discussion of the 

concept of opportunity costs is encouraged. 

The case is suitable for an undergraduate level entrepreneurship, small business management, or 

family business course. It is appropriate for the following topics: business planning, budgeting, 

marketing, operations management, and financing of business projects. 

 

 

 

 

 

 

 

 

 

 

 

 

 

________________________________________________________________________________

Contact Author: Marko Horn, Department of Management & Healthcare Administration, Langdale 

College of Business, Valdosta State University, 1500 N. Patterson Street, Valdosta, GA, 31698 

Phone: 229.259.5505, e-mail: mhorn@valdosta.edu. 
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THE BIG GIANT EGG OF TAIPEI: A CASE STUDY ON GOVERNMENT-

BUSINESS RELATIONS 

 
Frank Tian Xie 

University of South Carolina Aiken 

 

Xia Zhou 

Mansfield University of Pennsylvania 

 

Case Synopsis 

 

Visitors to the City of Taipei, Taiwan (Republic of China) cannot help but noticing 

something strange on a busy street of this beautiful city in Southeast Asia. A giant, egg-shaped 

arena standing 62 meters high, half-finished and gathering dusts for two years sits 

across from Dr. Sun Yat-Sen Memorial Hall, a national landmark in Taipei. The change of 

guard ceremony at the Memorial is a famous tourist attraction and the unfinished arena 

across street is, in the eyes of Taipei citizens, an eyesore and a heartbroken waste of their 

monies. Ever since the inception of the idea of a large, multi-purpose indoor arena for the 

capital city of Taiwan 30 years ago, up until 2019, it is still not completed. Around the 

contract, stoppage in construction and renegotiation of the contract, the entire saga is an 

interesting illustration of the complexity of business-government relationships. 

 

Case Objectives and Use 

 

The case provides a unique case of cooperation, negotiation, and conflict between a major 

industrial group and its foreign alliance partners and a municipal government in a transitional 

economy and society. New democratic process and substitution of political parties and the 

feud between old and new forces in government added additional complexity to the decision 

making. The case gives the students an opportunity to explore, examine, and embark on the 

important task of fostering business development and at the same time curbing corruptions 

in the society. It takes place in a unique setting where national pride, environmental impact, 

non-profit organizations, political parties, and a struggling local and national economy are 

all intertwined, requiring a unique and effective way to deal with the complex business government 

relationship. 

It’s suggested that the instructor requires the students to take a stand on the issue and choose 

a side, either government or business, and then they can discuss and argue over the 

legitimacy of the claims of both sides, and see if and how they can reach an agreement to 

solve the problems. Role-play, debates, and court simulations could all be planned out to 

help students develop their understanding and decision making in the final analysis. 

 
 

 

__________________________________________________________________ 

Contact Author: Frank Tian Xie, School of Business Administration, University of South 

Carolina Aiken, 471 University Parkway, Aiken, SC, 29801, Phone: (803) 641-3242, 

email: FrankX@usca.edu. 
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THE CASE OF THE SECURITIES AND EXCHANGE COMMISSION 

COMMENT LETTER 

 
James Chyz 

University of Tennessee – Knoxville 

 

Cynthia J. Khanlarian 

Nicole McCoy 

North Carolina Agricultural and Technical State University 

 

Case Synopsis 

John graduated with an accounting degree and started work at ACK Inc., a publicly owned 

corporation about six months ago.  He helped the staff prepare the company's annual report that was 

submitted to the SEC at the end of the company’s fiscal year. They all celebrated when they finally 

finished by going out to eat.  It was a big job and they all worked very hard.  Now, three months 

later, the company's CEO just received a Comment Letter from the SEC.  The SEC seems to think 

that the company changed its method of accounting for inventory, but John and the others know that 

the accounting method wasn't changed.  They need to figure out what is going on.  

John started going through the report again.  The company wrote that "We provide repair and 

maintenance services, including warranty repairs, for our customers' equipment. "  But the SEC 

asked them, "We note your disclosure that work in process is valued at the retail rates of labor 

incurred and parts inventories used on service work in process at year end. Please tell us why your 

policy complies with ASC 330-10-30.  John started reading his Accounting textbook to see if he 

could find the answer.  

 

Case Objectives and Use 

This case is real.  The names were changed to protect the innocent.  This case comes from the 

Securities and Exchange Commission website (with a little help from us).  In this case, John has to 

figure out what ACK Inc. is doing that triggered an alarm at the SEC when they filed their annual 

report. He already knows the rules for reporting inventory and we assume he understands how to 

account for revenue and expenses.  We provide sample data (a copy of parts of the annual report 

and ASC 330-10-30). We also explain a little about what the SEC does and how they do it to 

provide a safe, reliable environment for business growth and yet have rules that are enforced.  

 

 

 

 

 

 

 

 

________________________________________________________________________________ 

Contact Author:  Cynthia J. Khanlarian, Department of Accounting & Finance, NC A&T State 

University, East Market St., Greensboro, NC 27411. 336-601-6917, CJKhanlarian@ncat.edu 
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THE ITC FIRE: COMMUNICATIONS LESSONS FOR PROJECT 

MANAGERS 
 

Carrie Belsito 

Carliss Miller 

Pam Zelbst 

Chris Cassidy 

Sam Houston State University 

 

Case Synopsis 

 

Intercontinental Terminals Company (ITC) is a petrochemical storage facility in Deer Park, Texas, 

south of Houston and adjacent to Galveston Bay.  On Sunday, 17 March 2019, a chemical fire started 

next to a tank containing 72,000 barrels of Naphtha.  The fire was isolated to a cluster of 15 tanks, 

each with a capacity of 80,000 barrels (3,360,000 gallons), and each containing a different type of 

refined hydrocarbons.  The fire quickly engulfed the tank and spread to five additional tanks.  While 

two tanks were empty, the other 13 contained gasoline blend (3 tanks), base oil (3 tanks), xylene (1 

tank), pyrolysis gasoline (4 tanks), naphtha (1 tank), and toluene (1 tank).  While ITC managed 

internal fire suppression efforts in ways considered laudable, the external appearance of those efforts 

was discredited by its troubling communications with the community. 

 

During the video of the first announcement to the press detailing ITC’s response to the fire, 

spokeswoman Alice Richardson had an emotional outburst of crying and apologizing to the 

community.  The appearance of ITC’s crisis communications with the press, the EPA and TCEQ, and 

state and city representatives, caused external stakeholders some concerns that ITC was responding 

emotionally to the disaster instead of responding efficiently and pragmatically.   

 

Case Objectives and Use 

 

This case was developed for student discussion in course modules related to crisis communications 

and the management of disaster in a graduate project management course.  The case puts students in 

the position of evaluating ITC’s crisis response actions and its crisis communications and comparing 

it to industry best practices with the goal of developing recommendations for future crises. 

 

 

 

 

 

 

 

 

 

____________________________________________________________________ 

Contact Author: Christopher M. Cassidy, Sam Houston State University, Department of 

Management Marketing and Information Systems, Huntsville, TX  77341-2056;  Office Phone:  

936-294-1975;  Email: cassidy@shsu.edu. 
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WAIT? WHAT? I OWN A BUSINESS? 
 

Julie Steen 

University of South Carolina Aiken 

 

Crystal Carlson-Myer 

Indian River State College 

 

Case Synopsis 

 

In January of 2019, Jessica Styles signed up to be a designer with a direct selling company called 

Chalk Couture (www.chalkcouture.com). Chalk Couture sells surfaces (predominately chalk boards), 

transfers (a form of stencil), and pastes/inks. Their products can be used to create a variety of home 

décor items such as signs, pillows and banners. 

When she first signed up, Jessica was not sure how much of the product she would sell, but she 

enjoyed making the products and found it to be a great stress reliever. Shortly after signing up, she 

learned about an opportunity to display the products she made at a local store called Pine Log 

Antiques and More. In August of 2019, she started displaying her products at a second store called 

Yesterday’s. In addition to these two retail locations, Jessica also occasionally sold a piece online. 

She participated in a handful of craft shows throughout the year and also hosted do-it-yourself (DIY) 

workshops, where participants paid a fee and she walked them step-by-step through the process of 

creating a piece for themselves. As the end of 2019 approached, the owner of Yesterday’s told Jessica 

that she would be giving her a 1099 for all of the items she had sold there in 2019. This caused Jessica 

great concern, up until this point, she had mainly considered Chalk Couture a hobby and had not kept 

the best records. Jessica had never owned a business before and was concerned about figuring out the 

taxes she would owe the IRS for her Chalk Couture business. 

 

Case Objectives and Use 

 

This case is designed to be used in either a Financial Accounting or Taxation class. The case can be 

used to help students prepare to become advisors to business owners. Many business owners do not 

understand the financial and/or taxation implications of owning a business and this case can help them 

to see it from the business owner’s viewpoint.  

 

 

 

 

 

 

 

 

 

 

________________________________________________________________________ 

 Contact Author: Julie Steen, School of Business Administration, University of South Carolina 

Aiken, 471 University Parkway, Aiken, SC, 29801, Phone: 803-641-3238, email: julies@usca.edu. 
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WHEN DAD SAYS, NO 

 
Karen MacPherson 

Medical University of South Carolina 

 
Case Synopsis 

 

Dr. Crawley is an Associate Professor in the Oral Surgery department at East Arizona University’s 

College of Dental Medicine. He primarily works with the pre-doctoral dental students, but 

occasionally covers the residents when they take cases to the OR. Dr. Crawley retired from private 

practice ten years ago, and has been a full-time faculty member at EAU since that time. He enjoys 

working with the students, although he finds some of them to be challenging. 

One day, a dental student named Bryce approaches Dr. Crawley and asks if he could perform a 

complicated surgery. He wants to extract the impacted wisdom teeth of a patient that he saw in the 

emergency clinic. Bryce is a highly motivated student, who always to perform as many procedures 

as possible. Dr. Crawley explains to Bryce that dental students are not allowed to perform this type 

of surgery. The two get in to an argument, as Dr. Crawley attempts to explain the reasons why the 

surgery is too complicated for a student. Dr. Crawley insists that the surgery needs to be performed 

by a resident. Bryce counters by saying that he is perfectly capable of extracting the teeth, and 

accuses Dr. Crawley of holding him back.  

 

Case Objectives and Use 

 

The goal of this case is to encourage the reader to explore faculty/student interactions, discuss 

conflict resolution, discuss ways to handle differing professional opinions, explore the 

responsibilities of faculty to both students and patients in health care educational settings, and 

discuss disciplinary actions for defying a supervisor or instructor. 

This case can be used for discussions on a variety of topics. This case is applicable for ethics 

discussions in several ways. The case addresses the responsibility that faculty members have when 

trying to balance the educational need if the student with the obligation to protect the patient from 

harm. Students must be allowed to challenge themselves, and to attempt procedures for the first 

time. Faculty must be aware of the skill level of students, however, and prevent them from 

overestimating their abilities.  

Assuming that the student found another faculty member who was willing to approve the procedure, 

this case can also be used to discuss ways to handle differing professional opinions.  

By examining the student’s defiance of dr. Crawley’s instructions, this case can also be used to look 

at disciplinary action for either students or employees.  

This case can also be used to examine conflict resolution and ways to de-escalate a conversation. 

 

________________________________________________________________________________ 

Contact Author: Karen MacPherson, College of Dental Medicine, Medical University of South 

Carolina, 171 Ashley Ave, Charleston, SC 29425, Phone:  843-792-5156, Email: 

Mcphersk@Musc.edu  
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WHY DIDN’T THE PROCESS WORK? 
 

Darin L. Gerdes 

Charleston Southern University 

 

R. Scott Pearson 

Palm Beach Atlantic University 

 

Case Synopsis 

 

Mayor Collins does not understand what went wrong. He did everything he was supposed to do. Since 

he became Mayor of Summerville three years ago, he has worked tirelessly on behalf of the town. He 

brought in consultants to create the town’s first vision plan. Hundreds of people participated in the 

visioning sessions, but when the final plan was made public, a small group of people became vocal 

in their opposition to major components of the plan. He followed the process. The law is on his side, 

but how do you proceed when people are intent on becoming obstacles?  

 

Case Objectives and Use 

This case focuses on the importance of process and participation in change efforts. It highlights the 

economic concepts that block the change process and questions the nature of public planning. The 

case was written for an undergraduate public policy course, but it may be useful in public finance. 

Though it is intended to for use in an economics course, there is also application to organizational 

change or organizational behavior. It may be useful in other classes in order to discuss the political 

process, the impact of rational ignorance, the role of government “planning,” and the role of 

participation in the political process. Most importantly, it is one in an ongoing series of cases that deal 

with events that happened in Summerville, SC. These cases can be run in tandem in the same course 

or across multiple courses. 

 

 

 

 

 

 

 

Contact Authors: Darin L. Gerdes, College of Business, Charleston Southern University. 9200 

University Blvd. N. Charleston, South Carolina, 29406 (843) 863-7814 email: dgerdes@csuniv.edu 

& R. Scott Pearson, College of Business, Palm Beach Atlantic University, 901 Flagler Drive, West 

Palm Beach, FL 33401, (561) 803-2472, scott_pearson@pba.edu  

mailto:scott_pearson@pba.edu
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WILFRIED FRANZ IN UPPING THE ANTE 

 
Femi Odebiyi 

LCC International University 

 

Case Synopsis 

 

Wilfried Franz’s dream has just become true in 1982 when he opened Spiele Max - the first self-

service toy store in Germany. The idea of Spiele Max was very innovative at that time and 

therefore, it was not a surprise that the business grew to be one of the largest toy store chain in 

Germany with an annual turnover of over 75 million euros in 2008. The journey that started Spiele 

Max began in 1981 when Mr. Franz traveled to the USA on a work related trip. During his time in 

the USA he visited ‘Toys R Us” where he was amazed to see that toys are sold in stores the size of a 

furniture store. There was nothing like this in Germany. Seeing this, his mind began to race on how 

to beat “Toys R Us” or, perhaps, another toy retailer, in the race of who is going to be the first and 

the best in offering such an opportunity to customers in Germany. Is it going to be “Toys R Us” or 

him?  Mr. Franz won the race when he opened his first store to the amazement of customers who 

not only impressed by the sheer size of the store but with the huge selection of toy cars, model 

trains, board games, Barbie dolls and many other toys.  

Spiele Max grew exponentially over the years with 40 stores opened in a space of five years; 

however, the growth came with a toll on Mr. Franz’s soul. He sometimes had to clock in 100 hours 

a week to manage his business. His family was neglected. The fall of the Berlin wall brought in 

opportunities and as well as challenges, but for Wilfried, the challenges seem to outweigh the 

opportunities and his business began to crumble. Is this going to be his second mid-life crisis? The 

first one was when, as young adult; he saved 30,000 DM (Deutsche Mark) and borrowed the 

equivalent from the bank in order to launch his own game “Poker Bingo”. As fate would have it, a 

large company with a better distribution network than his, copied his idea and thus was quickly able 

to outsell and run him out of business. He had to go get a salesperson job in order to pay off his 

debt.  

The crisis within Spiele Max ranged from operational failures in the newly installed POS to prolific 

shoplifting from customers from former East Germany.  With all these seemingly insurmountable 

problems and declining sales, should Wilfried throw in the towel and give up on the business and 

save his family or can he save both? Perhaps it’s time for Wilfried to discard decisions influenced 

by his personal values and begin to use prevailing principles in the market so as to prevent Spiele 

Max- now worth hundreds of millions of Euros-- from going the way of “Poker Bingo”? 

 

Case Objectives and Use 

 

 This case provides an opportunity for business students to examine issues relevant to not only the 

challenges entrepreneurs’ face in dealing with effects of unexpected changes in the political 

environment on organizational performance, but also on the influence and implications of personal 

values in a business owner’s decision-making process. The case can be used for undergraduate or 

graduate courses in the areas of Entrepreneurship, Work-life Balance, and Management. 

 

 

Contact Author: Femi Odebiyi, LCC International University, Kretingos g. 36, Klaipėda, 

Lithuania, E-mail: fodebiyi@lcc.lt.  
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2021 CALL FOR CASES, CASE EMBRYOS, PAPERS, & SYMPOSIA 

 

 
 

The 2021 program organizers of the Southeast Case Research Association (SECRA) invite new and 

experienced case writers to submit original, unpublished cases to be presented at the 29th Annual SECRA 

Conference. Cases in early development may be submitted without an instructor’s manual. Case embryos in 

the very early stages may also be submitted.  

 

Complete case and IM submissions for full review and award consideration are due: 

November 2, 2020 
(Embryo cases and abstract submissions are accepted through January 11, 2021) 

 
SECRA serves as a channel for the development and publication of case studies in all areas of business, 

education, social issues, technology, healthcare and other disciplines. Cases with an instructor’s manual, 

cases without an instructor’s manual, case embryos, and abstracts will be considered. All cases presented at 

the 30th Annual Conference will qualify for review and possible publication in the Southeast Case Research 

Journal. SECRA strongly encourages student authored case submissions and participation.  

Important Dates  
• • Complete cases and instructor manual (IM) submissions are due by November 2, 2020.  

• • Camera-ready abstracts and revised materials due by January 22, 2021.  

• • To be included in the printed program, the registration fee must be paid by January 25, 2021.  

• • Hotel guaranteed rate date: February 1, 2021. Late SECRA registration fee after February 1, 2021.  

 

Submission Information  
SECRA uses EasyChair (https://easychair.org/) to process submissions and reviews for the conference. 

Submit cases according to the instructions on the SECRA website (http://www.secra.org). Contact 

information for all officers, including the Program Chair and Proceedings Editors, can be found on the 

SECRA webpage.  

Submission Guidelines  
Please follow these guidelines to aid in the review and editing process:  

1. Submissions must be formatted and submitted electronically according to the instructions on the SECRA 

website (http://www.secra.org/) by November 2, 2021. Case submissions should not include information that 

identifies the authors or their affiliations. Failure to follow the formatting/submission guidelines may delay 

or disqualify acceptance.  

2. SECRA strongly encourages student submission and participation. Please indicate the contact author, 

faculty advisor, and student author(s), as applicable.  

3. Cases submitted must not have been published or presented elsewhere. Only complete cases with an 

accompanying instructor manual submitted by the submission deadline will be considered for awards.  

4. A tiered evaluation process will examine 1) full cases, 2) embryo cases, and 3) abstracts. Address 

questions to the 2021 Program Chair, Kenneth Embry, at SECRAinfo@gmail.com or the 202 President, 

Jonathan Krispin, at jvkrispin@valdosta.edu.  

Southeast Case Research 

Association 

29th Annual Meeting 
Myrtle Beach, South Carolina 

February 18-20, 2021 
 


