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Case Objectives and Use

This case was written for use in an entrepreneurship or small business management class.  It is also suitable for use in a business ethics or a business law class.  The issues the company’s owners face are complex and focus on the sale or closure of a business in the face of significant uncertainty, and as such is best suited for an MBA level class.  The case can be used to illustrate and discuss a number of issues faced by small, family run businesses.  It provides students with an opportunity to consider what is required to position a small business for sale, and to understand the value of this effort with respect to the eventual negotiation of the sale of the business.  Further, it provides a context for discussing the different types of legal liabilities that business face when buying or selling assets, business lines, or an entire business, with particular emphasis on potential environmental liabilities.  It also allows students the opportunity to consider a variety of human resources issues in the face of significant organizational uncertainty, including the role and importance of open and honest communication with their employees.  Finally, the case clearly illustrates the need for succession planning and the careful observance of corporate formalities in a family run business.  

Case Synopsis
This case focuses on Irene Alden’s decision on how to proceed with the company that she has inherited control of from her late husband.  The company, the Banner Coatings Company (BCC), has been losing money for several years.  The company produces paint and coatings, and has two primary product lines – one that is clearly in decline and the other that appears to have significant potential but is growing slowly.  The company also faces significant environmental liabilities, and several key employees are very close to retirement.  Irene must decide whether or not the time has come to sell the company.  If she decides to sell the company, she must decide how to proceed with the sale, including deciding whether to attempt to find a buyer for the entire company or whether to sell the company in pieces.  If she decides to continue to try to strengthen the company, she must decide how to go about doing this.  
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