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Case Objectives and Use

Expresso Espresso was a new coffee shop that opened in March 2006 in Mobile, Alabama.  It was located across the street from the University of South Alabama and catered to the students and professors there.  Although the business had only been in business for 12 weeks, the dynamic entrepreneur, Todd Sylvester, was already making plans to expand into the mid-town area of the city.  He thought the business model would be successful anywhere, and to achieve his long-term goals, he felt growth was imperative.  The case illustrates the importance of strategy implementation for new ventures.

Case Synopsis

Todd Sylvester was a man of high ideals.  He believed that everyone should have recognition, love, and comfort.  He made it a point to get customers to smile before they leave the shop.  As part of his moral influence, Todd had a policy of pricing below the competition.  According to Todd, this was just his assurance that he is giving everyone a fair deal.  He believed other shops were charging too much.  He fully believed other coffee shops increased their prices to make up for the discount on the cards.  He saw this as manipulative and unethical.

Todd treated employees as family.  This gave the business the benefits of loyal, capable employees who were willing to work for relatively low wages and no tips.  However, it was not clear if he could maintain this environment as the company grew.  The growth was an imperative for Todd because he intended to use the proceeds from the business to send his eight children to college.  The main thrust of the case is how to reach Todd’s objectives within the existing corporate culture.

While Todd was confident in his business, he worried about the changing dynamics of the coffee shop industry in the Mobile Bay area.  Several other new shops were either in the planning stage or actually being constructed, and he wondered what impact it might have on his business.  Moreover, he was concerned about the strategic position his shop would have once the dust settled.  In addition, Todd wasn’t sure if his marketing efforts would increase sales soon enough to avoid a financial hardship for his family.  Todd decided to use his first shop to prove the business concept so he could begin expanding as soon as possible.
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