	TENTH CASE CRITIQUE COLLOQUIUM�PRIVATE ��


	ACADEMY OF MANAGEMENT MEETINGS, AUGUST 2001


	Washington, DC, USA





	Organizers:	John F. Mahon, University of Maine


			Timothy W. Edlund, Morgan State University





Summary:  Two case sessions were conducted in 2001 at this meeting.  The tenth Case Critique Colloquium was sponsored by the Management Education Division and NACRA.   Five cases and teaching notes were examined and discussed by a panel of experts, to show authors and prospective case authors how to write and improve their case research.  NACRA was also asked to conduct an All-Academy session, in which proven cases were taught by their authors.  These cases and their teaching notes, on the Academy theme "How Government Matters," were taught by their authors and are available in the 2001 Proceedings of the Academy of Management, and are described separately.





	


Panelists:					Reviewers:


Timothy W. Edlund, Morgan State Univ	Steven N. Brenner, Portland State Univ.


Deborah R. Ettington, Eastern Michigan U	Philip L. Cochran, Pennsylvania State Univ.


John F. Mahon, University of Maine		J. Robb Dixon, Boston University


Steven Maranville, U of Houston Downtown 	Richard A. McGowan, Boston College/ 


John A. Seeger, Bentley College 				Harvard Medical School


						Marie Rock, Bentley College








Cases Presented in the Colloquium:





Global Clean Energy, Inc. 


Frances M. Amatucci, University of New Brunswick St John


Frederick Young, Salem (MA) State College





Next Generation Lithography (A) & (B):  Betting on a New Production Technology in the Semiconductor Industry


Melissa M. Appleyard, University of Virginia





Searching for the Highest Moral Value:  A case of Bribery in an International and Entrepreneurial Context


Kenneth Aupperle and Steve Dunphy, University of Akron





The Case of the Killer Phrases (A), (B), & (C)


Steven N. Brenner, Portland State University





Concorde


Christopher L. Tucci, New York University
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�PRIVATE ��________________________


Contact Person:  Frances M. Amatucci, Faculty of Business, 


University of New Brunswick St. John, Saint John, NB  Canada  E3L 4L5


Voice:  +1-506-648-5747;  FAX:  +1-506-648-5574;  e-mail amatucci@unbsj.ca
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	GLOBAL CLEAN ENERGY, INC. 





	Frances M. Amatucci, University of New Brunswick St John


	Frederick Young, Salem (MA) State College











	Case Objectives and Use





	This case demonstrates the challenges a minority woman-owned business faces in a nascent high tech industry.  The owner took over the money-losing firm when her husband died.  Despite having no business experience, it was turned around and developed increasing market penetration.  Also described are the hostile tactics of an angel investor group that attempted to take control of this business from the widow.  


	This disguised field researched case may be used in undergraduate and graduate courses in entrepreneurship, small business management, technology management and innovation, and/or diversity management.








	Case Synopsis





	Global Clean Energy designs and manufactures polymer electrolyte membrane (PEM) fuel cells as an alternative energy source for commercial application.  Although the firm was losing money when its founder passed away, his wife, Mina, took control and turned it around into a profitable business.  In addition to increasing market share position in this very competitive, global business, Mina survived the tactics of an hostile angel group that intended to take over the potentially profitable fuel cell fuel cell tester station business.  She has taken GCE from $200,000 to over $1 million is sales.  In the Winter of 2001 she faces issues of how to compete in this growth industry and how to obtain the needed resources to succeed.





Challenges that face minority female business owners are illustrated.  Issues faced are how to complete in this growth industry and how to obtain needed resources.  


�



�PRIVATE ��________________________


Contact Person:  Melissa M. Appleyard, Darden Graduate School of Business Administration, University of Virginia, P.O. Box 6550, Charlottesville, VA  22906-6550.


FAX:  +1-804-924-4030   e-mail:  appleyard@virginia.edu


These cases, UVA-BP-0423 & UVA-BP-0424, and the teaching note, UVA-BP-0423TN, 


© 2001 the Darden School Foundation, may be ordered by e-mail:  dardencases@virginia.edu
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NEXT-GENERATION LITHOGRAPHY (A) & (B):  BETTING ON A NEW PRODUCTION TECHNOLOGY IN THE SEMICONDUCTOR INDUSTRY





Melissa M. Appleyard, Darden Graduate School, University of Virginia











Case Objectives and Use





	When industries encounter discontinuities in their technology, bridging the gap between present and future technologies may pose profound managerial challenges.  The need for next-generation lithography (NGL) to manufacture semiconductor devices presented a technological discontinuity in the semiconductor industry laden with such challenges.  As is shown in these cases, firms who were market leaders and were staffed by world-class technologists still found it incredibly difficult to anticipate the pace of technological change and guide its direction.  





	With the links to the eXplore! microelectronics project, <link to http://www.darden.virginia.edu/it/explore/ >, these field researched cases were designed to expose students interested in technology management and operations management to the intricacies of a high-tech industry at a depth not previously offered.








	Case Synopsis





	Continuation of the phenomenal growth in the electronics industry relied on the semiconductor industry's ability to maintain its pace of miniaturization. Only by advancing lithography technology that transfers circuit patterns onto silicon wafers could the industry continue this pace.  By the early 1990s many in the industry believed that ever-shrinking resolutions simply could not be possible without a departure from optical lithography.  These case provide a window into one industry's attempt to manage the process of bridging the gap between an installed base--optical lithography--and next-generation systems.  Without a post-optical solution, many thought the semiconductor industry faced serious limits to its growth, which in turn would slow the expansion of the whole electronics sector.
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�PRIVATE ��________________________


Contact Person:  Kenneth Aupperle, The University of Akron, College of Business Administration, 259 South Broadway, Akron, Ohio 44325-4801.  


Voice:  330-972-6850; e-mail eka@Akron.edu
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SEARCHING FOR THE HIGHEST EXPECTED MORAL VALUE:


A CASE OF BRIBERY IN AN INTERNATIONAL AND ENTREPRENEURIAL CONTEXT





Kenneth Aupperle and Steve Dunphy, The University of Akron











Case Objectives and Use





	Moral and ethical decision-making can be a difficult and imperfect process.  Much of the difficulty in moral reasoning lies with the issue of problem recognition.  Much of what might be termed faulty moral reasoning is connected to this recognition problem.  This case and its teaching note propose a framework that helps to define the nature of the moral dilemma and the means by which to select a "reasonable" solution.  This framework reflects an intuitive approach bounded by the concept of the highest expected value. 





	The case is designed to provide students and business leaders with a framework for applying expected value points to alternative courses of action with the goal of improving the quality of decisions made.  The teaching note provides a number of alternative approaches to presenting and discussing the case in class.  








	Case Synopsis





	In the American heartland close to Midwestern University, a young, growing entrepreneurial firm, Precision Polymers (P2), suddenly finds its survival at risk.  P2 has about 400 employees and annual revenues of nearly $40 million.  In 1995 P2 signed a five-year contract with a foreign firm to supply $100 million worth of high quality polymer components to that firm.  In 1999 negotiations were begun toward a renewal of that contract that would be in the best interests of both parties.  These negotiations progressed slowly but satisfactorily, and included an increase in the volume of components to be produced.  The customer's purchasing vice president was almost ready to sign the contract, announcing that he would need a processing fee of one million dollars.  


�



�PRIVATE ��________________________


Contact Person:  Steven N. Brenner, Portland State University


School of Business Administration, Room 460, Portland, OR  97207-0751


Voice +1-503-725-4768;  FAX: +1-503-725-5850;  e-mail:  brenners@pdx.edu
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THE CASE OF THE KILLER PHRASES (A), (B), & (C)





Steven N. Brenner, Portland State University











Case Objectives and Use





	These cases were developed to provide a vehicle for discussion of two distinct issues:  plagiarism and whistle blowing outcomes.  The setting is a one-day executive MBA program workshop on business ethics.  Sorting out how to properly attribute work is an issue in many MBA courses, so the nature of student action in these cases is likely very common.  The case allows consideration of many class management issues, including:  What is the proper course of action for a professor to take when faced with apparent plagiarism?  How should the situation and various processes be managed?  What outcomes are possible?  What will happen to someone who blows the whistle on improper student behavior?





	The case set can be used in courses dealing with ethical issues; including faculty development workshops or seminars.








	Case Synopsis





	Students in Class 35 of the Marberry Executive MBA program, as they entered their one-day workshop on business ethics, dropped off their assigned papers.  Some chatted with Professor Stevens.  Max Snell stopped and casually asked, "Our study group did the case write-ups as a group effort.  We weren't sure that was correct.  Was it?"  Since the paper was to have been done individually, Stevens said he'd look at them later and began the workshop.  When he got to the papers, he found that Snell had entered the names of the other members of his group, but the other four had not.  Comparing the papers, he found that although the order of presentation and some phrasing differed, all five used a number of the same distinctive phrases and points, finding that plagiarism clearly existed.  In the (B) case, he decides not to ignore these findings, bringing them to the Program's Executive Director and the Academic Committee Chair.  Both agreed with Stevens' conclusions, but also stated that they would not advise what action should be taken.  The (C) describes outcomes, including Stevens' dismissal from teaching in the Executive Program, despite having been twice selected by previous classes as one of their outstanding teachers.
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�PRIVATE ��________________________


Contact Person:  Christopher L. Tucci, Leonard N. Stern School of Business, 


New York University, 44 W. 4th Street, New York, NY 10012.


Voice:  +1-212-998-0285  FAX:  +1-212-995-4211   e-mail:  tucci@stern.nyu.edu


Note:  This case was prepared by MBA Candidates Raksha Arora, Ming K. Chu, Leigh Graham, Felice Saltzberg, and Aldine Shamir under the supervision of Professor Tucci.  
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CONCORDE





Christopher L. Tucci, New York University











Case Objectives and Use





	Studies have proven significant correlation between successful New Product Development (NPD) and minimizing cycle time.  The 13 year cycle for Concorde could be cited as a factor central to its commercial failure.  The case illustrates that an ambitious and well-articulated strategic intent does not always lead to successful NPD.  From this failure, students may be expected to draw conclusions about conditions for successful NPD.  





	The case is intended for graduate courses in New Production Development, Technology Management, and Strategic Management.








	Case Synopsis





	In the late 1950s, the concept of supersonic transport was believed to be the natural progression of air travel.  The Concorde was the result of a 13-year development process shared between the British and French governments.  Each government had its own agenda, which was non-market driven, for proceeding with the development.  In 1962, the development effort was projected to cost $475 million and would result in demand for over 1000 Concordes.  By the end of the 1970s, both governments spent more than $4 billion in the development and the production of 16 units.  Even today, the Concorde is still the fastest commercial airliner.  High operating cost and other limitations reduced its demand to a point that not even the national airlines of Britain and France wanted them.  


�
EFFECTIVE TEACHING WITH CASES SHOWING HOW GOVERNMENTS MATTER:  TEACHING DEMONSTRATIONS WITH CRITICAL DISCUSSIONS


Academy of Management Meetings, August 2001


Washington, DC, USA





	Organizers:	John F. Mahon, University of Maine


			Timothy W. Edlund, Morgan State University





Summary:  NACRA members conducted this All-Academy teaching demonstration session.  Four proven cases were selected to be taught by their authors, treating those in attendance as if they were students responding to the case and the teaching of the authors.  All cases included the Academy theme, "How Government Matters," as major issues or as the primary focus of the case.  All of these cases are available in the Proceedings of the Academy of Management, together with their teaching notes.  Academy members are encouraged to use these cases for their own classes in non-profit organizations, subject to copyright restrictions that may be placed on each case.  








Panelists:					Reviewers:


Timothy W. Edlund, Morgan State Univ	Steven N. Brenner, Portland State Univ.


Deborah R. Ettington, Eastern Michigan U	Philip L. Cochran, Pennsylvania State Univ.


John F. Mahon, University of Maine		J. Robb Dixon, Boston University


John A. Seeger, Bentley College		Richard A. McGowan, Boston College/ 


 								Harvard Medical School


						Marie Rock, Bentley College








CASES taught by their authors in this Demonstration:





Fishery Products International Ltd.:  A New Challenge


Tami L. Hynes, Memorial University of Newfoundland


W. Glenn Rowe, University of Western Ontario





The Iran-Contra Affair (A) & (B):  "Will No One Rid Me of This Troublesome Priest? 


Steven Maranville, University of Houston - Downtown





Qualcomm in China 2000


Joel West, University of California Irvine





The U.K. National Lottery (A) & (B) 


David Wornham, University of the West of England
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�PRIVATE ��________________________


Contact Person:  W. Glen Rowe, Richard Ivey School of Business, 


University of Western Ontario, 1151 Richmond St. N, London, ON, Canada N6A 3K7


Voice:  +1-519-661-3206;  FAX:  +1-519-661-3485  (General numbers for the school.)


This case is expected to be available through Ivey Publishing, +1-519-661-3882.
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	FISHERY PRODUCTS INTERNATIONAL LTD.:  


A NEW CHALLENGE





Tami L. Hynes, Memorial University of Newfoundland


W. Glenn Rowe, University of Western Ontario











Case Objectives and Use





	This case highlights key management areas, including performance, the impact of government, strategic leadership, corporate governance, and business & corporate level strategies.  It also highlights social issues that become business issues; such as natural resource management & conservation, ownership rights of living systems and global ecosystems, external values beyond those affecting a typical business, and public policy issues, including allowing a once publically-funded and now publicly-traded company to be taken private.  Although FPI operates globally, the case focuses on regional processes and information that provide the student with a sense of the company’s general operating environment and industry issues.





	This comprehensive case, compiled primarily from secondary data, presents FPI as of September 2000, was designed for senior undergraduate or graduate strategic management classes, or for use in non-degree strategic management workshops and seminars.  The teaching note includes use of multiple analytical frameworks.








	Case Synopsis





	FPI went public in 1987.  Since then, the company has maintained reasonable financial accounting performance but has not been able to grow share value.  In fact, its market value added (MVA) suggests that FPI has destroyed $133 million of shareholder value since its initial public offering.  A Newfoundland-based seafood company with international operations, FPI recently experienced an unsuccessful, hostile takeover bid from three consolidated competitors and faces an uncertain future in a dynamic industry.





	Given industry consolidation, the immediate concern for CEO Vic Young is how to grow shareholder value in the face of government-prescribed ownership constraints and possible repeat takeover bids.


�



�PRIVATE ��________________________


Contact Person:  Steven Maranville, University of Houston--Downtown, College of Business, One Main Street, Houston, TX 77002-1001.  


Voice:  +1-713-221-8534;  FAX:  +1-713-226-5226;  e-mail  maranville@dt.uh.edu


This case appeared in Case Research Journal, 14(1), 1994, 50-67.  It can also be accessed through various services offering NACRA cases for course packets.
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	THE IRAN-CONTRA AFFAIR (A) & (B):  "WILL NO


	ONE RID ME OF THIS TROUBLESOME PRIEST?"





	Steven Maranville, University of Houston - Downtown











	Case Objectives and Use





	Because of the high-level setting and international intrigue, this case provides for lively discussion.  Students have the opportunity to see policy formed and  implemented--albeit through mostly covert activities.  Some will say the process is flawed by communication breakdowns between members of the National Security Council staff, due either to President Reagan's management style of to the NSC structure.  The case does not provide the kind of data needed to assess the "rightness" or "wrongness" of Oliver North's activities for the NSC.  It does provide a substantial amount of information for understanding the organizational processes involved in the formulation and implementation of policy.





	This case may be used in courses in public policy and management, organization theory, and business & society.








	Case Synopsis





	On February 26, 1987, the White House anticipated the report the Tower Commission would make that day to the President of the United States.  Three months earlier, the Iran-Contra scandal was made public, and Reagan was facing the severest test of his two-term administration.  Public accusations had been leveled at Reagan, charging he was unfit to remain President.  In effect, he had broken his word by selling arms to terrorists and then by using the profits to secretly finance a war in Central America.  Members of the National Security Council were also under heavy criticism.  In response, Reagan had commissioned a three-man panel led by former Senator John Tower, to undertake a comprehensive study of the future role and procedures of the NSC staff in developing, coordinating, overseeing, and conducting foreign and national security policy.


�



�PRIVATE ��________________________


Contact Person:  Joel West, University of California-Irvine, 3200 Berkeley Place, 


Irvine, CA  92697-4650.  Voice:  +1-714-824-5579;  joelwest@uci.edu
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	QUALCOMM IN CHINA 2000





	Joel West, University of California Irvine











	Case Objectives and Use





	This is one of the cases in the Qualcomm CDMA series.  Overall, the series describes a major technology standards competition in an international context.  The series has two parts, each with a main case and an update.  Both parts focus on Qualcomm and its effort to get its CDMA standard adopted by cellular telephone operators and national communications regulators





	The case (and the whole series) could reasonably be used in three types of classes: Competitive strategy/technology management; Government/business policy; and International business.  Qualcomm’s stock appreciation (and subsequent fall) and the magnitude of its valuation demonstrate the potentially enormous stakes for any or all of these issues.  Given the technical details, the cases are best suited for graduate use, for courses in which sutdents have a strong technical background.








	Case Synopsis





	Qualcomm is a company that took a specific U.S. military technology–spread spectrum satellite communications - and came up with a way to adapt it into civilian mobile telephones.  It hit a number of delays but eventually was able to make its CDMA a technical success.  The technology was late to market, in that many countries and operators had already made their second generation digital standard decision.  In Europe, that decision was irreversible.  In the U.S., deployment was so delayed that most (but not all) operators switched to CDMA.  Qualcomm was able to find limited success in other parts of the world.  Entering China, Qualcom found an early backer - the people’s Liberation Army - was caught in an internatl political struggle, and was eventually forced of business.  Qualcomm’s second sponsor, China Unicom, did not face such constraints.  But the licensing of U.S. technology was at time held hostage to broader U.S./China trade issues and intra-govenrment fightingover power and control.


�



�PRIVATE ��________________________


Contact Person:  David Wornham, Bristol Business School, University of the West of England, Coldharbor Lane, Bristol  UK  BS16 1QY   David Wornham@uwe.ac.uk
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	THE U.K. NATIONAL LOTTERY (A) & (B) 





	David Wornham, University of the West of England











	Case Objectives and Use





	The case was written to cover a number of possible applications, to look at: 


defining the desirable relationship between business, government, & society, including whether a lottery should involve government, and its impact on the gaming industry as a whole;


ethical consideration surrounding the lottery, including the profit-making status of the operator, the government’s active endorsement of a soft gambling policy;


competition policy, and the pursuit of a quasi-monopolistic approach to regulation;


specific instances of ethical malpractice, such as bribery





	The case is suitable for both undergraduate and postgraduate students, for use in courses in the Business Environment & public Sector Policy Management; as an ethics case; or for Business Policy/Strategic Management.





	Case Synopsis





	The National Lottery has had considerable impact in the U.K. since its launch in 1994.  This case looks at a range of issue from the lottery’s introduction through 1998.  Founding principles are given with some performance data.  Operation and distribution of funds are covered.  A number of specific issues are covered, together with ideas on how the lottery might be improved.  The “B” case updates the Lottery’s status, and outlines legislative reform.
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