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FROM THE PROCEEDING EDITOR 
 

Dear SECRA Colleagues: 

Welcome to the 29th edition of our annual conference, for the first time in a virtual setting. We all 

experienced far reaching disruptions to the way we conducted teaching, research, and service during 

the last 10 months. Unfortunately, this means we cannot get sand between our toes while we gather 

in Myrtle Beach this year. I never thought I would miss being able to see friends and colleagues 

quite this much. The loss of non-verbal communication from our students because of the facemasks, 

and the catch phrase “you are muted”, might possibly still stay with us for a while. Nevertheless, we 

are hoping to be able to gather in our usual face-to-face setting for next year’s 30th edition of our 

beloved SECRA 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 2021 SECRA officers are pleased to share that 25 embryo 

and full cases were accepted for this year’s roundtable discussions. These cases were created by 45 

authors representing two dozen institutions in several different states. 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 2021 SECRA Proceedings is published on www.secra.org. The file contains the case synopses 

and a quick author reference index. Full cases are not published in the proceedings, so that authors 

can submit them elsewhere for publication. All authors are highly encouraged to submit their full 

cases to the SECRA Journal. 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 to the 

conference, so the cases will be in a variety of unedited formats when you receive them to prepare 

for your virtual break-out sessions. 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 (break-out room) 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 29th Annual 

Meeting. 

Best regards, I hope you enjoy our first ever virtual SECRA conference. 

Marko Horn  

Proceedings Editor  
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Is Internship Swapping a Form of Networking or an Unfair Advantage to the 

Elite?  
 

Malissa Davis  

Bridget Demery 

Gwendolyn Highsmith-Quick 

North Carolina A&T State University 

 

Case Synopsis 

 

Internship swapping occurs when parents use their personal networks to facilitate the exchange of 

internship opportunities for their children. Two corporate executives have children that need a 

summer internship. One of the executives proposes an internship swap to circumvent the inherent 

conflict of interest involved in hiring her own child. The other executive questions whether there are 

ethical reasons why they should not partake in the internship exchange.   

 

 

Case Objectives and Use 

 

The case is appropriate for use in a lower-level undergraduate business course to introduce ethical 

dilemmas. It is mostly appropriate for use in introductory to accounting courses but also can be used 

in a bachelor’s program for management, human resource management and organizational behavior. 

Students will exercise critical thinking skills that help them to recognize potential ethical dilemmas. 

Students will also increase ethical knowledge and ethical sensitivity, ultimately improving ethical 

judgement. A special concentration is given to the application of the AICPA Professional Code of 

Conduct. However, students do not need a background in accounting to successfully analyze the 

case. This case will enable students to reflect on what they view as ethical and unethical behaviors 

in the workplace. Given the short length of the case, it can be used as an individual assignment or 

during a class discussion. This case requires up to an hour of class time and approximately two 

hours of research and analysis outside of class.  

 

 

 

 

 

 

 

 

 

 

 

 

______________________________________________________________________________ 

Contact Author: Malissa Davis, Assistant Professor, Department of Accounting and Finance, 

Willie A. Deese College of Business and Economics, North Carolina Agricultural and Technical 

State University, 1601 East Market Street, Greensboro, NC, 27411, 336-285-3363, email: 

mrdavis5@ncat.edu 
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Lily Farms Nurseries Culture Change to Survive 
 

Robert W. Lewis 

Kim Gower, Ph.D., MBA 

John Marsh, Ph.D., M.S. 

University of Mary Washington 

 

 

Case Synopsis 

 

Lily Farms Nurseries and Landscape had been struggling in their retail division since the economic 

downturn in 2007. Sales had been flat, a few lower volume locations had been closed, and 

transaction counts had been dropping. In 2015, a significant price increase helped profits, but 

transactions continued to fall, and it was determined that further price increases could not maintain 

the growth Lily Farms needed in sales and profit to remain one of the top ten independent nurseries 

in the country. Company president, Corey Fields, decided a major change would be needed get the 

retail division the growth it needed to return to sustainable profits.  Corey was determined to change 

the culture at Lily Farms with the goal of creating better engagement with the customers and 

enhance the customer experience when shopping at Lily Farms. 

 

 

 

Case Objectives and Use 

 

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

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 

change the culture of the company to improve facets of an organization’s performance. Students 

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

in the organizational context, which will ultimately lead to improving the organizations 

performance. The case examines concepts such as motivational theories and organizational culture. 

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. 

 

The case represents how a company can make necessary change to survive a quickly changing 

marketplace environment. How to remain relevant in your industry while not losing site of the 

company’s core values and how to adjust to the needs of a changing customer base and selling 

model. Lily Farms could not continue to be profitable in its current state and needed to drastically 

change how it did business to remain relevant in the plant business. 

 

 

_______________________________________________________________________________

Contact Author: Robert W. Lewis, MBA Program at the University of Mary Washington, 11317 

Thorburn Farm Lane, Fredericksburg, VA, 22407 Phone:  540.538.2393, email:  

blewis@meadowsfarms.com 
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Between a Rock and a Hard Place 
 

Mary R. Dittman 

Francis Marion University 

 

Marko Horn 

University of North Georgia 

 

Case Synopsis 

 

A young executive must act quickly to save a customer account that represents a large portion of her 

product line’s sales revenue.  Because of her inexperience, she is partnered with a more seasoned 

member of the sales team, but a lack of planning and communication results in a near-disaster during 

the sales call.  This case examines issues related to unity of command, sales planning, and resolving 

team conflict. 

 

Case Objectives and Use 

 

This case examines issues related to chain of command, sales planning, negotiations, team 

management, and resolving team conflict.  Students can discuss what went wrong prior to the call and 

can create a variety of alternative solutions.  Students will also discuss the unity of command, and 

whether this organizational structure is conducive to team relationships.  Sales call planning and sales 

strategy can also be evaluated.  Students will have the opportunity to examine the situation from a 

variety of perspectives, including senior management. This case is designed to be used on the 

undergraduate level. 

 

LEARNING OBJECTIVES 

1. Understand the concepts of political skill and networking. 

2. Analyze current sales call processes and recommend changes to those processes. 

3. Understand team formation and team conflict. 

4. Understand the basics of negotiation. 

5. Evaluate employee conflict procedure and highlight corporate policies that hinder or help on- 

    the-job relationships. 

 

 

 

 

 

 

 

 

 

 

_______________________________________________________________________________

Contact Author: Mary R. Dittman, Instructor of Business, School of Business, Francis Marion 

University P.O. Box 100547 Florence, SC 29502 (843) 617-6095 mdittman@fmarion.edu 
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SUPPLY CHAIN MANAGEMENT STRATEGY FOR AN ENTREPRENEUR:  

HOW MUCH FUNCTIONALITY IS NEEDED? 
 

Joe Whitehead 

Tech-ER, Huntsville, TX 

 

Janis Warner 

Christopher M. Cassidy 

Sam Houston State University 

 

Kim McLerran 

Small Business Development Center, Huntsville, TX 

 

Case Synopsis 

 

Joe, a sole practitioner entrepreneur, has a thriving business repairing devices, any and all 

technology.  Ironically, Joe stores all of the inventory information in his head and does not employ 

any information system to perform supply chain processes.  His business has grown exponentially 

in the last year and Joe cannot keep up with the growing demands of his business in the supply 

chain, marketing or production areas.  He has found he is increasingly out of supplies to complete 

repairs in a timely basis and overwhelmed with customer relationship management.  Joe would like 

to grow his business, even thinking of opening a second location, but the inefficiencies of his 

current processes are holding him back. 

 

Case Objectives and Use 

 

This case is suitable for undergraduate students in a Supply Chain, Systems Analysis & Design or 

Entrepreneurship course.  The timing of the case use would be best as a semester long project for 

teams of 3-5 students.  The deliverables should be phased over the course of the semester or in the 

second half of the course after the students learn about the business processes including materials 

management and the role of Information Systems in small businesses.  The learning and 

deliverables can be phased so that students would first identify the current environment using the 

rich picture technique, requirements and constraints by applying the Feasibility Needs Analysis 

framework then identify and evaluate the proposed alternatives with the Weighted Approach. 

 

 

 

 

 

 

 

 

 

 

Contact Author:  Christopher M. Cassidy, Department of Management Marketing and Information 

Systems, Sam Houston State University, Huntsville, TX  77341-2056; Office Phone:  936-294-

1975; Email: cassidy@shsu.edu.  
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MOORE HOUSE BED AND BREAKFAST 
 

Dr. Lonnie Jackson  

Austin Diggins 

Tiffany L. McNeal 

Robert Nix 

Henderson State University 

Case Synopsis 

Once held in high regard, Moore House Bed and Breakfast (B&B) has seen its reputation and 

operational success diminish over recent years. This case observes how Owner and Innkeeper 

Wynne Moore faces the grim reality that he would likely have to sell his family business. Declining 

revenue and overall poor performance of this gem of a property have driven Wynne to the point of 

making a hard decision. Moore House Bed & Breakfast has been operating at a net loss for the past 

couple of years and no longer was successfully leveraging its affiliation with a local university 

nearby.  

 

Case Objectives and Use 

This case study explores the challenges of those who operate B&B accommodations in the United 

States. Furthermore, the case examines the issues related to staffing, occupancy, pricing and 

discounts, expenses, competition, and marketing. Even though the B&B is currently on the market, 

Wynne has second thoughts and will need to decide soon. Does he want to take the chance of 

attempting to turn the property around to make it more profitable or sell the family’s historic estate?  

 

Based on an actual business and using primary data, the authors wrote the case for undergraduate or 

graduate courses in Small Family Business, Entrepreneurship and Business Management.  Some 

sample data is provided for optional assignment by the instructor. With or without the quantitative 

aspects, the case and instructor materials offer the vehicle for class discussion and analysis of 

Moore House Bed and Breakfast that may be used in small family business management or 

entrepreneurship courses to segue into behavioral aspects of family business succession.  

 

 

 

 

 

 

 

 

 

 

 

 

Contact Author: Dr. Lonnie Jackson, School of Business, Henderson State University, 1100 

Henderson St., Arkadelphia, AR, 71923, Phone: 870-230-5311, Email: jacksol@hsu.edu. 
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Will increasing the production of Bauxite in Jamaica be worth the 

increase in Jamaica’s environmental issues? 
 

Dr. Vereda J. Williams 

Dr. Lucinda Blue 

Johnson C. Smith University 

 

Case Synopsis 

 

The prime minister of Jamaica Andrew Holness is the leader of the governing Jamaica Labor Party 

(JLP). He was sworn in as Prime Minister on 7 September 2020, having been re-elected as a result 

of the JLP's landslide victory in the 2020 Jamaican general election. Dr. Basille Coley is the 

country’s chief economist. One of the goals of the current government is to tackle the issue of 

Jamaica’s trade balance; more specifically, the alarming value of the deficit. Coley proposed the 

development of a strategic plan to significantly increase the production of Bauxite in Jamaica in 

order to assist in the reduction of Jamaica’s current trade balance. 

In 2018, The Jamaican National Environmental Protection Agency (NEPA) reported that bauxite 
mining may have done some environmental damage to the island given the range of interlocking 
activities. The agency listed dust, which causes health and property damage, and noise pollution 
as possible environmental problems. This case will research and review bauxite production with 
respect to the Jamaican economy. The case will examine current state of environmental issues in 
Jamaica as a result of the production of bauxite. Students will be required to analyze bauxite 
production issues with respect to the Jamaican economy with the purpose assisting in the reduction 
of the country’s deficit. 

Case Objectives and Use 

 

This case study offers an exciting challenge to incorporate current environmental challenges 

presented to the Jamaican government.  This case can be used across multiple disciplines 

including microeconomics, macroeconomics, management, business policy, and environmental 

economics and ecology in a graduate or undergraduate in-class or out of class environment.  

The following learning objectives will be included in this case. After this case, the student will be 

able to: 

1. Effectively express general economic concepts with respect to the current 

environmental economic issues. 

2. To synthesize and think critically using data for documentation. 

3.  To locate and use information related to environmental economics issues. 

4. Demonstrate ability to integrate knowledge and ideas in a coherent and meaningful 

manner. 

The concepts used in the case will include the following: balance of trade, imports, exports, 

mining externalities, property damage, deficits, environment protection policies and tools of 

strategic management. 

_______________________________________________________________________________

Contact Author: Dr. Vereda J. Williams, Adjunct Assistant Professor, School of Business and 

Economics, Johnson C. Smith University, 100 Beatties Ford Road, Charlotte, NC, 

vwilliams@jcsu.edu 
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SUPPORTING THE STUDENT ATHLETE…..OR THE ATHLETE 

STUDENT?  PART I 

David B. Kuhlmeier 

Valdosta State University 

 

Case Synopsis 

 

A very dedicated and sympathetic tenured professor has become the faculty athletic representative 

(FAR) at his institution based on his experience as a former intercollegiate athlete and his concern 

for the welfare of student athletes.  Having been a student for so long, he understands and is 

sympathetic to the challenges that any college student faces.  With his love of intercollegiate sports, 

he understands the balance that is needed to provide a safe and positive environment for those 

students who are fortunate enough to earn a college education while playing their beloved sport.  

The challenges and problems that he uncovers with student athletes, instructors, athletic staff, and 

administrative policies at his institution compel him to search for compromises that could improve 

the overall welfare of student athletes. 

Case Objectives and Use 

 

This case is appropriate in undergraduate or graduate introductory educational administration 

courses and/or training seminars to provide instructors valuable insight into the situations student 

athletes, both domestic and international, are likely to face in their quest to earn a college degree.  

As student athletes tend to be a fixture in most American institutes of higher education, all faculty 

members could benefit by attending workshops or training sessions that utilize this case as a 

learning exercise.   It is particularly useful for FARs and athletic department staff that face such 

challenges on a regular basis.  It is advised that all four scenarios in this case be used together to 

indicate not only the special challenges that student athletes face, but also the challenges that faculty 

and administrators face in providing a quality education to a special population of students.  A 

major objective is to provide insight into all perspectives.   

 

 

 

 

 

 

 

 

 

 

 Contact Author: David B. Kuhlmeier, Department of Marketing & International Business, 

Langdale College of Business, Valdosta State University, Valdosta, GA, 31698-0075, phone: 229-

245-3823, email: dbkuhlmeier@valdosta.edu. 
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A LECTURE NOTE ON DECISION SUPPORT SYSTEMS USING DSS-

GENERATOR APP 
 

Kenneth Araujo  

Yong Shin 

Francis Marion University 

 

Case Synopsis 

 

This paper depicts an experiential and practical Decision Support System generator (DSS-Gen) 

application and presents how it may be applied in the classroom to improve students’ awareness of 

DSS. The exercise is designed to make students aware of how a DSS works and how pairwise 

comparisons on both decision criteria and alternatives can be fused to model decision-making 

problems. 

 

Case Objectives and Use 

 

The Analytical Hierarchy Process (AHP) is a multi-criteria decision-making evaluation 

methodology using pairwise comparisons to both prioritize the importance of criteria and to select 

the best alternative. There is a goal specified which is subject to a set of criteria. Each of these 

criteria in turn is subject to a set of alternatives. The DSS-Gen program will use these data to 

perform pair-wise comparisons of the criteria with respect to the goal and pair-wise comparisons of 

the alternatives with respect to each criterion.  

Learning goals from DSS-Gen lecture are reinforcement of multiple criteria decision methodology 

concepts, application of pairwise comparison decision model, interpretation of the results of this 

model, and understanding the implications of the results. The most likely use of this DSS-Gen app 

is in an undergraduate Finance, Marketing and Management Science classes, although it could be 

useful in other classes involving decision-making models.   

 

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

________________________________________________________________________________
Contact Author: Yong Shin, Department of Management Information Systems, Francis Marion 

University, Florence, SC, 29502, Phone: 843-661-1426, yshin@fmarion.edu 



 

29th Annual SECRA Conference Page 9 

Who Ruined Duke’s Mayonnaise? 
 

David Desplaces 

The Citadel, The Military College of South Carolina 

 

Rene Mueller 

The College of Charleston 

 

Case Synopsis 

 

Lloyd’s of London was suing Danzas Corporation alleging the freight handler failed to make sure a 

refrigerated cargo container full of Duke’s Mayonnaise was set at the proper temperature before 

being sent to a supermarket chain in Chile. The container was supposed to be kept 

at 18.3 degrees Centigrade but instead was shipped at -18.3 degrees Centigrade, well 

below freezing. The improper temperature setting caused the mayonnaise to liquefy when it thawed, 

resulting in over $40,000 lost products. Lloyd’s paid a claim for the spoiled goods to the 

exporter but in turn is now seeking reimbursement from Danzas, who was contracted to ship the 

mayonnaise aboard a Maersk Line containership using one of Maersk’s 

subsidiary Sealand. Danzas claims that Sealand bears the responsibility for making sure the 

container was kept at the right temperature and should be the one paying for insurance company for 

the spoiled shipment. 

 
Case Objectives and Use 

 

This case is designed for undergraduate students studying international business, global commerce 

and trade, and supply chain management. The case idea originated from reading a local business 

article reporting on the recent court filing and pending court case. Students will be able to conduct 

assessment associated with shipping goods to an international destination reviewing the following 

important topics around the INCOTERM agreed by the shipper and freight company and its 

affiliate. The case will emphasize the importance of Marine insurance coverage & selection, 

Transportation options and documents, International conventions (e.g., Warsaw Convention and the 

United Nations Convention on Contracts for the International Sales of Goods - CISG) and 

international conditions of contract (e.g., Force Majeure, arbitration), packaging consideration for 

cargo protection and loss prevention issues, and finally the Role of Insurance companies and 

brokers, consultants, freight forwarders in the process and their responsibilities. 

 

 

 

 
_______________________________________________________________________________

Contact Author: David Desplaces, Department of Management & Entrepreneurship, The Citadel, 

The Military College of South Carolina, 171 Moultrie Street, Charleston, SC, 29409 Phone: 

843.953-2717, e-mail: ddesplac@citadel.edu. 
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The Missionary, the Prostitutes, and the Coffee 
 

Darin Gerdes 

Maxwell Rollins 

Charleston Southern University 

 

Case Synopsis 

 

Brian Miller has a problem. He spent the last 20 years building one ministry after another, but 

circumstances have changed and now he must figure out what to do next. He thought he had gamed 

the system, but now COVID is threatening to expose his weakness. He must compensate for this 

turn of events, or a lot of good people will needlessly suffer. 

 

Case Objectives and Use 

 

The case may be used in multiple ways. It can be taught easily as a free-form discussion or directed 

discussion using the questions provided in the instructor’s manual.  

The case was written for an undergraduate entrepreneurship class, but it may have application in 

similar classes such as Small Business Management, Business Plan Development, Entrepreneurial 

Strategies, or Organizational Change. It all is depending on the instructor’s purposes. 

The case will develop the students minds to the possibilities and contribute to a robust discussion 

about alternative approaches. While some determinants are set in stone (e.g., the impact of COVID-

19), alternative solutions are limited only to imagination.  

 

 

 

 

 

 

 

 

 

 

 

Contact Authors: Darin L. Gerdes, and Maxwell Rollins, College of Business, Charleston Southern 

University. 9200 University Blvd. N. Charleston, South Carolina, 29406 (843) 863-7814/843-863-

7956, email:  dgerdes@csuniv.edu & mrollins@csuniv.edu  
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Marketopia: Questioning Business Strategy and Ethics in the Marketing 

Industry 
 

Stephen Moore 

University of North Carolina at Pembroke 

 

Case Synopsis 

 

Third-party lead developers face several strategic and ethical choices that impact profitability. This 

case examines the challenges faced by marketing and sales lead generation companies and the 

ethics surrounding operational leadership decisions needed to stay competitive. 

 

Case Objectives and Use 

 

Instructors can use this case in several venues. The primary focus is Marketing, Strategic 

Management, Entrepreneurship, business-startup policy development, and Ethics courses. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

_______________________________________________________________________________

Contact Author: Stephen Moore, Department of Marketing, Management and International 

Business, School of Business, University of North Carolina at Pembroke. 1 University Drive, 

Pembroke, NC 28372 Phone: 910-521-6592 e-mail: stephen.moore@uncp.edu  
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Operational Considerations of School-Based Oral Health Programs During 

COVID-19 
 

Amah Riley 

Amy Martin 

Joni Nelson 

Medical University of South Carolina 

 

Case Synopsis 

 

The sustainability and existence of school-based oral health programs are being threatened by the 

challenges of accessing schoolchildren amid COVID-19.  Many children are either attending school 

in a virtual format from home or attend in a hybrid format in which the in-person days occur in a 

reduced manner, such as half-days or only a few days per week.  Some children are attending school 

in-person five days per week, however, many school districts have restricted outside organizations 

from entering the building as part of the school’s ramped-up safety protocol.   

 

School-Based oral health programs have had to quickly strategize to figure out ways to continue their 

program and to meet the oral health needs of school children.  Through interviews, four non-profit 

organizations share how COVID-19 has impacted their program and how they were able to modify 

operational and care-delivery plans for successful program continuation.   

 

Case Objectives and Use 

 

This case provides an opportunity for students and professionals in dentistry, medicine, and public 

health to consider what steps can be taken to ensure the continued operation of school-based health 

services during limited access to target patient populations.  The case demonstrates the necessity of a 

quick response to disruptions in the regular/standard operations through program modifications in 

order to continue to meet the needs of the community.   

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Contact Author:  Amah Riley, Department of Population Oral Health, College of Dental Medicine, 

Medical University of South Carolina, 172 Ashley Avenue, Charleston, SC 29425, Phone: 843-792-

5706, email: Rileyam@musc.edu 
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Parks Dermatology Critical Incident: Writing Business Partnership Contracts  
 

Stephen Moore  

University of North Carolina at Pembroke 

 

Case Synopsis 

 

Partnerships in medical practices are commonplace. Writing solid business contracts is important to 

the longevity and wellbeing of a result. This case examines one practice where the trusting business 

owner drafted a partner contract based on good will and a handshake and the challenges that 

occurred as a result. 

 

Case Objectives and Use 

 

This case can be used in business startup or business ethics courses to demonstrate issues 

surrounding partnerships and to give an example of why solid contracts are important to the success 

of a business. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

_______________________________________________________________________________

Contact Author: Stephen Moore, Department of Marketing, Management and International 

Business, School of Business, University of North Carolina at Pembroke. 1 University Drive, 

Pembroke, NC 28372 Phone: 910-521-6592 e-mail: stephen.moore@uncp.edu  
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Temperature Scanner Chaos 

 

Si Ahn Mehng 

University of North Carolina at Pembroke 

 

Case Synopsis 

 

American Woodmark Corporation (AWC) is a manufacturing company that produces kitchen and 

bath cabinets. Even with the COVID-19, the company keeps the business operation because 

manufacturing kitchen and bath cabinets are the essential business for the country. AWC operates 

17 manufacturing facilities in several states in the U.S. Diana Martinez, the safety manager, is 

frustrated by Chris Price, the IT engineer. To deal with safety issues for COVID-19, the plant 

purchased a face scanner to check employees' temperature. However, the IT department sees 

potential security issues and refuses to install the machine on the company's network. 

 

Case Objectives and Use 

 

This case includes several aspects of management and organizational behavior issues. Specifically, 

the case includes many application points in conflict management styles, decision-making process, 

decision-making bias, and communication. The case also includes how management and 

organizational level policy can influence individual employees’ behavior and decision-making 

process.  

This case can be used at the intro level business course, upper-level management course for 

undergraduate students, or Graduate courses where students learn decision making and conflict 

management.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Contact Author: Si Ahn Mehng, Management, Marketing, and International Business, School of 

Business, University of North Carolina at Pembroke, P.O. Box 1510, Pembroke, NC, 28372, Phone: 

910-775-4030, email: siahn.mehng@uncp.edu. 
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AN INCENTIVE PROGRAM 
 

Monica J. Cayouette 

Medical University of South Carolina 

 

Case Synopsis 

 

This case retells the interactions of a dental office staff and an incentive program. Dr. Johnson recently 

implemented a quarterly and annual incentive program for his dental office staff. He set benchmarks 

for collection and treatment plan acceptance for both quarters and per year.  After the first year Dr. 

Johnson was amazed that his staff had reached all goals, he set for them.  When reviewing the numbers 

for the first quarter of the second year he became suspicious.   

 

When Dr. Johnson first bought the practice in 2008, the practice accountant continued to work with 

him.  The accountant was included in the incentive program with the rest of the staff and was the 

person who tabulated the achievement of the benchmarks.  The accountant also helps Dr. Johnson set 

the incentive benchmarks.   

 

When preparing to write checks for the quarterly incentive on a day that the accountant could not be 

at the office, Dr. Johnson finds some alarming balances in his office bank accounts.  He currently has 

two bank accounts.  One for paying bills and the other for savings for emergencies/ equipment.   

 

It is obvious to Dr. Johnson that the office has not been making the incentive benchmarks over the 

past year.  Dr. Johnson does not want to punish his employees that had no knowledge of the false 

information.  However, he is at a crossroads.  What should he do? Who should he include before 

confronting his accountant? 

 

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 today with individuals needing to pay bills.  The case may be used across multiple 

disciplines including dental, medical, business, and business administration.  It may be used in a 

predoctoral setting to encourage discussion and awareness of business management.  

 

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 bookkeeping 

• Be familiar with different types of business management 

 

 

 

 

 

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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HOME OWNERSHIP: TO BUY OR NOT TO BUY? 
 

Lindsay Griswold 

University of South Carolina Aiken 

 

Case Synopsis 

 

Jalen graduated from college five years ago.  After graduation, he began working for an accounting 

firm in town, and he’s been working there ever since.  He received a promotion a few years ago, 

and he currently earns $65,000 per year.  After considering taxes as well as other voluntary 

withholdings (insurance, 401k, etc.) Jalen brings home net pay of $4,000 per month.  Jalen is 27 

years old.  He has a serious girlfriend, but legally speaking he’s single.  He has family members and 

friends who live in town, but he isn’t 100% sure about his long-term future plans. 

Jalen has been renting a nice two-bedroom apartment ever since he graduated.  He pays $900 per 

month in rent.  He also pays for utilities, but he is not responsible for maintenance of the apartment.  

There is no yard that requires maintenance.  Lately Jalen has been wondering if purchasing a home 

would be a good idea for him.  He has saved up $15,000 that he could put towards a down payment.  

Should Jalen continue renting, or should he purchase his first home? 

 

Case Objectives and Use 

 

This case was written for use in a Financial Literacy or Personal Finance course.  This case provides 

an opportunity for students to describe and evaluate the pros and cons of home ownership from both 

a financial and nonfinancial perspective.  Each student will be required to identify a real home 

(using Zillow or similar online search tool) that they deem suitable and affordable within a budget 

that they determine based on the main character’s income.   

Students should discuss both the qualitative and quantitative considerations of purchasing a home.  

Instructor-prepared templates will be available for the quantitative analysis.  The case will provide 

certain parameters needed to construct a financial analysis including the main character’s income, 

closing costs, monthly property taxes, and a geographic location in which the main character 

resides.  With that information students will create an amortization table for both a 15-year and 30-

year mortgage for the home they select.  Using that information, students can discuss the 

comparison of renting vs. home ownership, considering various factors including personal cash-

flow and the personal balance sheet.  Students will summarize their qualitative and quantitative 

findings and provide a recommendation as to whether Jalen should purchase his first home. 

 

 

 

 

 

 

 

 

 

Contact Author:  Lindsay Griswold, School of Business Administration, University of South 

Carolina Aiken, 471 University Parkway, Aiken, SC 29801, Phone: 803-641-3350, email: 

lindsayg@usca.edu 
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PANDEMIC DECISIONS AT DELISH CATERING 
 

Kristie A. Abston 

Dennis E. Gupton 

Middle Tennessee State University 

 

Case Synopsis 

 

In March 2020, Dolly Buck and her business partner, like other small business owners, were 

devastated when their state’s governor announced that gatherings of more than 10 people were 

prohibited. Wedding season had just begun for Delish Catering, and by the time the governor’s 

order was lifted in May, they had lost over $50,000 in revenue from the catering business. While 

they could still operate their weekly takeaway business during this time, they had to take steps to 

ensure that no more than 10 people were in the store at one time. They had to overcome additional 

challenges like increased cleaning frequency and limited raw materials. Stores where they were 

used to shopping for bulk items, like Sam’s Club, were now limiting how much they could 

purchase. To make matters worse, many loyal customers were scared to leave their homes even to 

pick up takeaway meals. The company’s savings were being drained quickly, and Dolly was sure 

they would not survive for much longer unless something changed. The federal government kept 

saying that financial support would be coming soon, but Dolly was unsure that it would be enough 

to keep them afloat. What could Delish Catering do differently to survive the pandemic?    

   

Case Objectives and Use 

 

The purpose of this case is to expose students to the broad range of challenges a small business faced 

as the pandemic unfolded, giving them an opportunity to identify key problems, examine alternatives, 

and propose solutions. Completion of this case will allow students to: 

1. Conduct a SWOT analysis of Delish Catering to recognize opportunities and threats during a 

crisis. 

2. Apply data-driven decision making in a small business context. 

3. Examine the role the state and federal government played in the survival of a small business 

during the novel coronavirus pandemic.  

4. Research and identify practical, innovative solutions that could help Delish Catering survive. 

 

This case would be appropriate for a small business or entrepreneurship course when covering SWOT 

analysis or dealing with catastrophic changes in the external environment. Subtopics include finance, 

human resource management, innovation and change management, marketing, supply chain 

management, and communication. Professors could choose which questions to use based on the topics 

being covered or emphasize different topics within the specific questions.    

 

 

 

 

 

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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Affliate-Funnal Advertising Amidst Pandemic 

 
Paul Lincoln Hudson, Jr., Ph.D. 

Frank Tian Xie, Ph.D. 

Sanela Porca, Ph.D. 

Julie Steen, Ph.D. 

University of South Carolina Aiken 

 

Paul Lincoln Hudson, III 

Student at Augusta Technical College 

 

Case Synopsis 

 

The case provides an opportunity for students to explore, examine, and embark on the important task 

of examining a market opportunity for a husband-and-wife steam to start their own business. The 

unique setting of this case was the Covid-19 pandemic where challenges abound for all kind of 

businesses, small to great, domestic and international. The case focuses on a small, family-owned 

business that aimed to develop a business model amidst the current pandemic. A husband-and-wife 

team invested many hours studying about how to do online marketing. Annie had invested in two 

online marketing programs, and Lex had learned about online marketing through some work he had 

done the previous year. This couple had studied books and programs regarding online funnel 

advertising and how to use website building software specifically designed for creating online 

funnels.  The case describes two sources for potential products that meet the criteria the couple are 

looking for.  Students must consider the costs and benefits of two products and decide which product 

the couple should sell while working within a limited budget. 

 

Case Objectives and Use 

 

This case provides a framework and road map for students to learn to formulate and establish a 

marketing and advertising plan for an actual, exciting, and realistic online business venture. The focus 

is on a marketing strategy together with descriptions of the target markets and corresponding 

marketing mix, with an emphasis on advertising and promotion.  Students will learn a little about 

online funnel advertising consider two options for suppliers for immune boosting products.  Students 

should consider how well the product and the options available for incorporating each of these 

products into their online sales funnel and determine which would be a better first for their business.  

This case could be used in marketing classes, including online marketing classes, small business, or 

entrepreneurship classes. 

 

 

 

 

 

 

 

Contact Author:  Dr. Paul L. Hudson, Jr., School of Business Administration, University of South 

Carolina Aiken, 471 University Parkway, Aiken, SC, 29801, Phone: (803) 641-3235, email: 

PaulH@usca.edu. 
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THE PODCASTERS’ DILEMMA 

Darin Gerdes 

Charleston Southern University 

 

Kenny Embry 

Saint Leo University 

 

Case Synopsis 

 

Two experts have begun podcasts in order to provide greater impact. In spite of their expertise, both 

have found themselves stymied by unexpected hurdles. How can this be so difficult? Amateurs are 

successful all the time. 

Now they are at a crossroads. Should they continue or just give up? Einstein defined insanity as 

doing the same thing over and over and expecting different results. But what do they need to do 

differently? 

 

Case Objectives and Use 

 

This case is primarily for undergraduate communication, multimedia and podcasting classes. 

However, the case can be easily adapted for marketing students. (Undergraduate/ Graduate Classes; 

in-class/out of class usage; etc.). The learning objectives include recognition of the target market for 

a podcast, increasing audience share, and potentially monetization of a podcast. The case identifies 

two different podcasts with differing markets, release schedules, and levels of post-production 

work. The primary discussion has to do with audience growth for the two different podcasts and 

how to grow the communities. Important discussion can include different strategies for the different 

audiences. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

_______________________________________________________________________________ 

Contact Authors: Darin L. Gerdes, and Maxwell Rollins, College of Business, Charleston Southern 

University. 9200 University Blvd. N. Charleston, South Carolina, 29406 (843) 863-7814/843-863-

7956, email:  dgerdes@csuniv.edu & mrollins@csuniv.edu  
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The Continuity of Ethical Decision-Making: Implications in Undergraduate 

Social Work 
 

Debra E. Thrower  

Saint Leo University  

 

Case Synopsis 

 

After a period of sadness and isolation, a master-level social worker has requested mental health 

services for Mr. Willard. As part of the second assessment, the undergraduate social work student 

intern is called to meet with Mr. Willard. The purpose of the assessment is to identify Mr. Willard’s 

physical, social, psychological, and spiritual strengths and needs and in turn arrange for access to 

relevant and available services within his community.       

 

Case Objectives and Use 

 

The case is appropriate for use in an upper-level undergraduate social work practice-I course. 

Students will be able to engage in a professional client/patient relationship characterized by 

mutuality, collaboration, and respect, to develop and implement a case plan. Students will use 

critical thinking skills to work with individuals in practice settings with diverse clients/patients 

involving age, gender, race, religious and spiritual beliefs. A particular concentration is given to the 

National Association of Social Workers Code of Ethics (2017) to guide ethical decision-making for 

micro-level practice with individuals. Students should use their prior knowledge of the generalist 

intervention model to understand how to engage, assess, plan, implement, evaluate and terminate 

services with individuals. The case should highlight a professional response for assessing the 

biological, psychological, social, and spiritual needs during a transitional period of an individual’s 

life. The case examines the Council on Social Work Education’s (2015) concepts that use reflection 

and self-regulation to manage personal values to maintain professionalism through supervision and 

consultation to guide professional judgment and behavior with dilemmas. This case is intended as a 

stand-alone case requiring up to three hours of class time and approximately two hours of 

preparation outside of class. 

 

 

 

 

 

 

 

 

 

 

 

 

_______________________________________________________________________________

Contact Author: Debra E. Thrower, Undergraduate Social Work Instructor, Department of 

Undergraduate Social Work, College of Education and Social Services, Saint Leo University, 1403 

N. Howard Ave., Tampa, Florida 33607, 813-846-5323, debra.thrower@saintleo.edu 
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The Indian River Lagoon  
 

Lorraine Ramirez Villarin 

Marko Horn 

University of North Georgia 

 

Case Synopsis 

 

Man-made activities such as human urbanization and agriculture have altered the marine ecosystem 

in the State of Florida for many generations, leading to loss of habitat for many native species.  This 

case compares the conflict between human development and natural preservation and raises the 

question, what should be prioritized. 

 

Case Objectives and Use 

 

This case was created for a high school science class, in particular, environmental science and 

biology. However, it can be adapted for undergraduate instruction elevating the content depth on the 

topic. It is used to raise students’ interest and awareness in environmental issues and conservation 

efforts, as well as to assess socioscientific reasoning, decision-making, and critical thinking. It is a 

great tool to promote scientific research and exercise argumentation skills as students defend one 

side of the issue or the other supported with critical evidence. 

 

The case describes concepts such as human impact to the environment, energy flow in an 

ecosystem, and eutrophication due to excessive nutrient-rich discharges. The learning objectives 

align with the National Research Council’s Three-Dimensional Learning Framework (Next 

Generation Science Standards, n.d.) for science proficiency. The Science and Engineering Practices 

promote exercising scientific research and evidence-based argumentation to defend your claims. 

While the Crosscutting Concepts focus on content understanding of an ecosystem’s behavior and 

the cause and effect of natural and anthropogenic activities. Finally, the Core Ideas highlight a 

societal issue of broader importance relevant to many Florida residents today, but which only 

gathers importance when it obstructs tourism or the enjoyment of leisurely activities. 

 
 

 

 

 

 

 

 

 

 

 

 

_______________________________________________________________________________

Contact Author: Lorraine Ramirez Villarin, Assistant Professor of Middle Grades, Secondary, & 

Science Education, College of Education, University of North GA, 82 College Circle, Dahlonega, 

GA 30597, Office Phone: 706-867-2035, E-mail: lorraine.ramirezvillarin@ung.edu 
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GREEN AND BLACK VEHICLE DEALERSHIP, LLP 

Case Continuance – Part II 
 

Paula Diane Parker 

University of Southern Mississippi 

 

Nancy J. Swanson 

Valdosta State University 

 

Case Synopsis 

 

The CPA firm, James and Elliott LLP, has now accepted Green and Black Vehicle Dealership as a 

client.  At the close of business today, the CPA firm will obtain the dealership’s current Parts 

Inventory List (i.e., the subsidiary ledger).  The list will be available in Excel format and an 

abbreviated hard-copy format.  Tomorrow the dealership will close so the CPA firm can take 

inventory of 100% of the parts on hand.  Knowing which parts are on hand is necessary in determining 

the appropriate value of those parts.   

 

Due to the CPA firm staff lacking knowledge in identifying specific car parts, they hire a parts 

specialist.  The specialist will be used in identifying whether the parts on hand match the inventory 

listed on the dealership’s current Parts Inventory List.  In addition, the parts-specialist will identify 

whether each part is a new or used part.  Because only new parts are used in repairing vehicles, used 

parts are considered worthless and should not be included as part of the dealership’s inventory.   

 

At the close of business today, the client’s current General Ledger Parts Inventory account reflects an 

ending balance of $201,189.20.  The General Ledger account and the current Parts Inventory List 

should both agree with the parts on hand valuation.   

 

Case Objectives and Use 

 

Since clients, as well as court systems, depend on accountants’ and or fraud examiners’ determination 

of fraud dollars lost, it is imperative that students have hands-on exposure to a forensic accounting 

situation with a set of circumstances that makes it possible to determine a dollar value of fraud loss.  

 

Part II of this case extends Part I beyond evaluating a prospective forensic client and determining 

whether the engagement should be accepted.  The case is based on an actual business and uses primary 

data.  Part II includes the client’s books and records that students must examine to determine whether 

a fraud has occurred.  If elements of fraud (incentive, opportunity, and rationalization) are present 

and evidence indicates fraud has occurred, data analytics will provide the means of determining the 

severity of the fraud loss.   

 

 

 

 

Contact Author: Paula Diane Parker, School of Accountancy, University of Southern Mississippi, 

118 College Drive #5178, Hattiesburg, MS, 39406-0001, Phone: 601-447-2105, email: 

paula.d.parker@usm.edu. 



 

29th Annual SECRA Conference Page 23 

GREEN AND BLACK VEHICLE DEALERSHIP, LLP 

Case Continuance – Part III 

 
Paula Diane Parker 

University of Southern Mississippi 

Nancy J. Swanson 

Valdosta State University 

 

Case Synopsis 

 

Part I and Part II of this car dealership case evaluates a prospective forensic client, determines whether 

the engagement should be accepted, determines whether a fraud has occurred, and calculates any 

fraud loss.  Part III involves the engagement wrap-up procedures and the preparation of a formal fraud 

report. This report is neither accusatory nor conclusive as to guilt.  However, the report presents the 

findings of facts and indicates any fraud loss.   

 

The format of this report may be patterned according to the Association of Certified Fraud Examiners’ 

publicly available report writing manual or some other applicable format.  For the report to meet the 

objectives of the engagement, it must present the findings of facts in a manner that is understandable 

to the client as well as understandable in a court of law.   

 

Case Objectives and Use 

 

Part III of this case provides an opportunity for students to explore different approaches for how a 

formal fraud engagement report may be written.  Students will select the approach and format that 

they believe is optimal for presenting their engagement findings to the client.  The report must present 

facts and findings in a manner suitable for the client’s attorney to use in a court of law should the 

client seek to pursue restitution and justice through the court system.   

 

This case may be used in undergraduate or graduate courses.  The courses best suited for using the 

case are auditing, fraud and forensics, and criminal justice courses.   

 

 

 

 

 

 

 

 

 

 

 

 

 

Contact Author: Paula Diane Parker, School of Accountancy, University of Southern Mississippi, 

118 College Drive #5178, Hattiesburg, MS, 39406-0001, Phone: 601-447-2105, email: 

paula.d.parker@usm.edu. 



 

29th Annual SECRA Conference Page 24 

THE FORTUNES OF THE WHEEL 
 

Raphael O. Boyd 

Lori P. Boyer 

Clark Atlanta University 

 

Lila L. Carden 

University of Houston 

 

Case Synopsis 

 

This case pertains to the commercial use of various intellectual property rights.  It involves a well 

know celebrity working as a hostess for a very popular game show and a large electronics company.  

The disagreement occurred because the electronics company utilized a mechanical robot which was 

dressed like and substantially resembled the celebrity on the game show.  This advertisement was 

done without the permission of the celebrity or providing the celebrity with a financial renumeration.  

Vanna White v. Samsung Electronics America, Inc., 971 F.2D 1395 (9th Cir. 1992).    

 

As a result of this situation, the celebrity filed a lawsuit against the large electronics company.  In 

addition to determining the outcome, it is noted that the positions of both parties should be examined.   

 

Case Objectives and Use 

 

In addition to examining various intellectual property rights, issues relating to public policy and 

legal matters are discussed and students will be required to provide basic assessments and 

conclusions as it pertains to these matters.  This is a basic instructional case and has been created for 

this purpose only.   

 

This case is grounded and premised on an actual legal controversy.  It is an enlightening and 

illuminating case that reviews various legal concepts relating to using a celebrity’s likeness.  The 

objectives of this case are two-fold.  The first objective is to allow students to obtain a base foundation 

level perspective relating to infringement of various intellectual property rights and its application to 

the real world.  The second objective is to allow students to expand and further advance their 

fundamental analytical abilities.  This case is applicable at the undergraduate and graduate classes for 

business law, risk management, business communications, and business management. 

 

 

 

 

 

 

 

 

 

 

Contact Author:  Raphael Boyd, School of Business, Clark Atlanta University, Atlanta, GA  

30314, phone: 404-408-1076 (c), 404-880-6050 (w), email: rboyd@cau.edu. 
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SHARING THE BUZZ 
 

Kenny Embry, Ph.D. 

Jennifer Toole, Ph.D. 

Saint Leo University 

 

Case Synopsis 

 

This case follows Alban Brooke, the head of marketing for podcast host Buzzsprout. Buzzsprout was 

founded in 2008 as part of the parent company Higher Pixels. The company has four brands which 

focus on different products and markets. The company founders have begun to focus their efforts on 

Buzzsprout, and in 2018, Brooke has been at the company for almost 4 years as head of marketing 

and beginning to see significant growth in a very competitive field of podcast hosts. Podcasting as a 

medium is growing rapidly and steadily and podcast hosting platform competitors are growing with 

new entrants every year. The decentralized nature of podcasting allows for many viable competitors, 

as opposed to platforms such as YouTube or Facebook which are algorithmically curated. In 2018, 

Brooke has seen significant growth in both podcasting and Buzzsprout, but he recognizes the 

marketing tactics and strategies used in a smaller field of podcast hosts may not fare as well in light 

of new competitors such as Spotify and Amazon entering the fray. Further, another competitor, 

Anchor.fm, offers aspiring podcasters the opportunity to avoid the $12 a month Buzzsprout hosting 

fee for the promise of free hosting. Also rumors point to Anchor being acquired by Spotify, a company 

with much deeper pockets. How does Buzzsprout remain competitive in a space becoming crowded? 

 

 

Case Objectives and Use 

 

This case follows both the history of podcasting as a medium and the business of Buzzsprout in 

particular. Buzzsprout is quickly becoming one of the dominant competitors in a crowded field. 

This case is suited for a course in communication, podcasting, marketing, public relations and 

strategic communication. It is an excellent introduction to podcasting and the concept of 

decentralized media distribution. It is also an excellent case to discuss marketing, corporate 

relationship building and relational maintenance. The case also details advertising options for digital 

businesses. 

 

 

 

 

 

 

 

 

 

 

 

 

Contact Author:  Kenny Embry, College of Business, Saint Leo University, Saint Leo, FL  30314, 

phone: 813-362-6217 (c), 352-588-8592 (w), email: kenneth.embry@saintleo.edu 
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2022 CALL FOR CASES, CASE EMBRYOS, PAPERS, & SYMPOSIA  

 

 
 

The 2022 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 30th 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 8, 2022 
(Embryo cases and abstract submissions are accepted through January 10, 2022) 

 
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 8, 2022.  

• • Camera-ready abstracts and revised materials due by January 21, 2022.  

• • To be included in the printed program, the registration fee must be paid by January 24, 2021.  

• • Hotel guaranteed rate date: February 1, 2022. Late SECRA registration fee after February 1, 2022.  

 

Submission Information  
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/). 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 November 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 2022 Program Chair, Marko Horn, at SECRAinfo@gmail.com or the 2022 President, Kenny 

Embry: kenneth.embry@saintleo.edu 

Southeast Case Research 

Association 

30th Annual Meeting 
Myrtle Beach, South Carolina 

February 24-26, 2022* 
(*preliminary dates subject to change) 

 


