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Case Objectives and Use

The “Counting Sleep?” case study is written for use in undergraduate or MBA strategy courses to introduce a module on industry analysis and competitive dynamics. The case works well for student team presentations. Teams role-playing the three major competitors in the obstructive sleep apnea (OSA) health care segment analyze and formulate strategies based on their company’s market position and capabilities. The case can also be used in health care management, in modules on market analysis or strategy formulation. The instructor’s manual describes how to use this case to:

1. Give students practice in industry and competitor analysis

2. Drill students in conducting and comparing financial ratio and SWOT analyses 

3. Push students to identify, evaluate, and choose among defensible strategic options

4. Debate the merits of competitive rivalry vs. competitive imitation

Case Synopsis

Set in spring 2006, this case depicts the intensifying competitive rivalry among Respironics, ResMed, and Fisher & Paykel Healthcare (F&P) for dominance of the global OSA segment of the health care equipment industry. The players hope to increase public awareness of OSA as a major health issue. OSA is a form of sleep disordered breathing and has been linked to life-threatening diseases. The OSA segment is $1.5 billion in size, growing at 10% - 15% per year. OSA therapy products include airflow generators and masks for hospital and home use.
Respironics has attained market leadership as a fast-follower/imitator; ResMed is the innovator/early entrant; and F&P, the late entrant/low cost leader. In the face of litigation, competition, and stock price volatility, John Miclot, Respironics’ CEO, wonders if he should change his positioning and/or promotion strategies. If so, which strategy should he pursue and how might his rivals retaliate to any moves he might make?
The author developed the case for class discussion rather than to illustrate either effective or ineffective handling of the situation.  The case, instructor’s manual, and synopsis were anonymously peer reviewed and accepted by the North American Case Research Association (NACRA) for its annual meeting, October 19-21, 2006, San Diego, CA.  All rights are reserved to the author and NACRA.  © 2006 by Armand Gilinsky, Jr.  Contact person:  Armand Gilinsky, Jr., School of Business and Economics, Sonoma State University, 1801 E. Cotati Ave., Rohnert Park, CA  94928-3609, 707-664-2709, armand.gilinsky@sonoma.edu. 
