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Case Objectives and Use

The case describes the challenges an entrepreneur encounters when faced with the prospect of commercializing a new product of his own design. The objectives include students being able to: (1) conduct a general situational assessment; (2) describe the company’s competitive advantage; (3) determine a selling price for the product; (4) suggest a communication plan for the introduction of the product to its intended target market; and discuss how the nature and characteristics of a service surrounding a product can affect that product’s potential. The case is suitable for undergraduate courses in marketing principles, Internet based marketing, and small business management and entrepreneurship.

Case Synopsis

Witch of the Woods™ organic tree fertilizer was developed to create the perfect environment for slow tree growth. It was a water-based fertilizer concentrate made of a fish/kelp emulsion, combined with volcanic rock powder and humic acid. This blend provided landscape trees with the nutrients they needed, and did not burn the soil nor force the insect-attracting growth in trees that chemical fertilizers caused.

Scott Wylie, the developer of Witch of the Woods fertilizer, was an entrepreneur who owned and operated Pickwick Tree Care in Southern Connecticut. Over the past ten years, he had developed his organic, environmentally safe fertilizer for use by professional arborists, and had finally determined the optimal packaging size. Now he had to determine the best way to market his product, saddled with the limited financial, time, and manpower resources of the typical entrepreneur.

His first task was to determine a selling price but, beyond that, he needed to find a way to build awareness of his product and stimulate demand. After ten years of developmental work, Scott wondered if he was any closer to making his dream a reality, and at 63 years of age, he feared he might be running out of time.

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 Bruce C. Bailey.  Contact person:  Bruce C. Bailey, Department of Business, Accounting, and Economics, Otterbein College, One Otterbein College, Westerville, OH 43081, 614-823-1460, BCBailey@otterbein.edu.
