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Case Objectives and Use

The learning objectives for Joseph’s (D) are for students to better appreciate and understand the challenges in: (1) creating and sustaining a firm’s competitive advantage; (2) industry and market dynamics and their impact on firm strategy, and (3) entrepreneurial values and stages of organizational growth.  Joseph’s Gourmet Pasta & Sauces (D) case was designed for use in graduate and undergraduate courses in entrepreneurship, entrepreneurial finance and small business management.  In the entrepreneurship course, the emphasis is on managing growth and finances. The case lends itself to a pro forma analysis to support potential growth options and business valuation considerations. The case is to follow Joseph’s (C) case and can be taught in a one to two hour time blocks.  

Case Synopsis

The Joseph’s Gourmet Pasta and Sauces, Inc. series of cases recounts the events and decision making process of Joseph Faro and his management team from the company’s start-up to its present leading position in the gourmet pasta segment of the frozen food industry. The series is based on facts. Joseph’s (D) recapitulates the prior year’s results with Faro and top management team in early January 2005.  The case is set one-year after Joseph’s (C) and is best taught immediately after Joseph’s (C).  Joseph’s for the first time in it history did not see sales and profit growth. Highlighted in the case are some of the reasons for slowing growth and options to restore growth. The (D) case provides further discussion of the difficulty Faro is experiencing in having his management team do their jobs. By the end of the first quarter of 2005, Joseph’s impressive 15 consecutive years of sales and profit growth came to a stretching halt.  While sales did recover in 2004 to 2003 levels, the case provides additional information on the impact of customers, competitors, and the market on Joseph’s performance and growth.  Faro is at another turning point in the company’s relatively brief, but successful history.  What strategic options should he consider given that in Faro’s estimation his company is in transition? The case present’s Faro’s and his management teams thoughts and feelings on: Recent changes in the competitive landscape; pressure from larger customers for better pricing and second sourcing Organic and inorganic (acquisitions) growth considerations; plant expansion opportunities; and, rationalizing the organization for continued revenue and profit growth
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 Michael Merenda, William Naumes, and Margaret Naumes.  Contact person:  Michael Merenda, Whittemore School of Business & Economics, University of New Hampshire, Durham, NH  03824, 603-862-3352, mmerenda@christa.unh.edu. 
