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Case Objectives and Use
This case can be used in a senior undergraduate or MBA Strategy course, in a module that focuses on the strategic impact of culture or other aspects of HR management. The case may also be appropriate in an OB course, in a class where the focus is leadership or culture. 

Specific teaching objectives are as follows: 1) Define organizational culture and determine the factors that support its creation and sustenance; 2) Illustrate the strategic role of culture in fostering superior performance, employing an approach such as Kaplan & Norton’s Strategy Mapping, 3) Understand possible threats to an organizational culture, especially in a company that is in a rapid growth phase; and, 4) Devise tactics which organizations can use to counteract threats to a desirable culture and ensure that it continues to be a source of competitive advantage.

Case Synopsis

Dave Caputo, the CEO of Sandvine Inc. in Waterloo, Ontario is contemplating how he will maintain the very carefully designed corporate culture that he and his fellow founders created when they started the company four years ago. Sandvine develops software and hardware that helps providers of high-speed, high-bandwidth internet services manage their networks more efficiently and with greater customer satisfaction.

The industry is technologically complex, and the case describes just enough of the complexity for students to understand that for superior performance, a culture that supports innovation, creativity, risk-taking, and absolute customer focus is necessary. An assessment of the market size and growth suggests that there is a huge potential opportunity, but success is far from a given in the face of possible failure to meet customer needs, and possible competitors developing better products.

Sandvine’s culture was deliberately ‘engineered’ by the founders to support the achievement of the company’s goals, and to provide the kind of work environment the founders felt comfortable with. However, it might be threatened by increasing formalization and bureaucratization as a consequence of rapid growth beyond the current complement of 120 employees, a shift in the functional emphasis from R&D to sales and marketing, and international scope increases. 

The authors 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 authors and NACRA.  © 2006 by Detlev Nitsch and Josephine McMurray. Contact person:  Detlev Nitsch, Wilfrid Laurier University, Waterloo, Ontario, Canada  N2L 3C5, 519-884-0710 x2607, dnitsch@wlu.ca.
