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Case Research Journal Editorial Policy 
North American Case Research Association (NACRA)  

 
CASE CONTENT  
  

The Case Research Journal (CRJ) publishes outstanding teaching cases drawn from research in real 
organizations, dealing with important issues in all administration-related disciplines. The CRJ specializes in 
decision-focused cases based on original primary research – normally interviews with key decision makers in 
the organization but substantial quotes from legal proceedings and/or congressional testimony are also 
acceptable. Secondary research (e.g., journalist accounts, high quality website content, etc.) can be used to 
supplement primary data as needed and appropriate. Exceptional cases that are analytical or descriptive rather 
than decision-focused will only be considered when a decision focus is not practical and when there is a clear 
and important gap in the case literature that the case would fill. Cases based entirely on secondary sources will 
be considered only in unusual circumstances. The Journal also publishes occasional articles concerning case 
research, case writing or case teaching. Multi-media cases or case supplements will be accepted for review. 
Contact the journal editor for instructions. 
Previously published cases or articles (except those appearing in Proceedings or workshop presentations) are 
not eligible for consideration. The Journal does not accept fictional works or composite cases synthesized 
from author experience. 
 
CASE FORMAT 
  

Cases and articles submitted for review should be single- spaced, with 12-point font and 1" margins. 
Published cases are typically 8-12 pages long (before exhibits), though more concise cases are encouraged and 
longer cases may be acceptable for complex situations. All cases should be written in the past tense except for 
quotations that refer to events contemporaneous with the decision focus. 
Figures and tables should be embedded in the text and numbered separately. Exhibits should be grouped at 
the end of the case. Figures, tables, and exhibits should have a number and title as well as a source. Necessary 
citations of secondary sources (e.g., quotes, data) should be included as endnotes at the end of the case (not at 
the end of the IM) in APA format.  In the IM, necessary citations (e.g., citations of theoretical work from 
which the analysis draws) should be included using parenthetical author/year embedded in the text (similar to 
a traditional academic paper) that feeds into a list of references at the end of the IM.  Note that the CRJ 
approaches citations differently in the case and the IM given the differing audiences for which each document 
is developed (i.e., the case is written for the student while the IM is written for the instructor).  In some rare 
instances, footnotes may be used in the case for short explanations when including these explanations in the 
body of the text would significantly disrupt the flow of the case, but generally the use of footnotes in the case 
should be avoided if possible.  
The following notice should appear at the bottom of the first page of the manuscript: Review copy for use of 
the Case Research Journal. Not for reproduction or distribution. Dated (date of submission).  
Acknowledgements can be included in a first page footnote after the case is accepted for publication, and 
should mention any prior conference presentation of the case. 
It is the author(s)'s responsibility to ensure that they have permission to publish material contained in the 
case. To verify acceptance of this responsibility, include the following paragraph on a separate page at the 
beginning of the submission: 

In submitting this case to the Case Research Journal for widespread distribution in print and electronic media, I (we) 
certify that it is original work, based on real events in a real organization. It has not been published and is not under 
review elsewhere. Copyright holders have given written permission for the use of any material not permitted by the "Fair 
Use Doctrine." The host organization(s) or individual informant(s) have provided written authorization allowing 
publication of all information contained in the case that was gathered directly from the organization and/or individual. 



INSTRUCTOR’S MANUAL  
  

Cases must be accompanied by a comprehensive Instructor’s Manual that includes the following elements:  

1. Case Synopsis: A brief (three-quarters of a page maximum) synopsis of the case. 
2. Intended Courses & Learning Objectives: Identification of the intended course(s) that the case was 

written for, including the case's position within the course and the specific learning objectives that the 
case was designed to achieve.  Please also indicate whether the case was developed for an 
undergraduate or graduate student audience.  For more details on learning objectives, see the article 
titled “Writing Effective Learning Objectives” at the useful articles link. 

3. Research Methods: A Research Methods section that discloses the research basis for gathering the 
case information, including any relationship between case authors and the organization, or how access 
to case data was obtained. Include a description of any disguises imposed and their extent. Authors 
should disclose the relationship between this case and any other cases or articles published about this 
organization by these authors without revealing the author’s identity during the review process.  If the 
case has been test taught and this has influenced the development of the case, this should be noted.  
This section should also indicate who in the organization has reviewed the case for content and 
presentation and has authorized the authors to publish it (note that this last component is not 
necessary for cases based on congressional or legal testimonies).  

4. Theoretical Linkages: In this section please provide a brief overview of the theoretical concepts and 
frameworks that will ground the analysis/discussion of the case situation in theory and research.  Please 
include associated readings or theoretical material that instructors might assign to students or draw on 
to relate the case to their field or to the course.  In developing this section, recognize that business 
courses are often taught by adjunct faculty who are business professionals who may not be steeped in 
the theory of the discipline the way an active researcher might be.  Develop this section with the intent 
of helping that type of instructor effectively apply and teach these theories/frameworks.  

5. Suggested Teaching Approaches: Suggested teaching approaches or a teaching plan, including the 
expected flow of discussion with an accompanying board plan.  Include a description of any role plays, 
debates, use of audiovisuals or in-class handouts, youtube videos, etc. that might be used to enhance 
the teaching of the case.  Authors are strongly encouraged to classroom test a case before submission 
so that experience in teaching the case can be discussed in the IM. Authors are discouraged from 
including websites as integral resources for the teaching plan because websites are not static and the 
content of the website link may change between the writing of the case and an instructor’s subsequent 
use of the case.   

6. Assignment/Discussion Questions: A set of assignment/discussion questions (typically three to ten 
depending on discipline) that can be provided to students to organize and guide their preparation of 
the case. For most cases, either the final or the penultimate question will ask students for their 
recommendation on the overarching decision facing the decision maker in the case along with their 
rationale for that recommendation. 

7. Analysis & Responses to Assignment/Discussion Questions: This section of the IM represents 
the core of the case analysis.  Repeat each assignment/discussion question, and then present a full 
analysis of that question that demonstrates application of relevant theory to the case.  Note that the 
analysis in this section should go beyond what a good student might present as an ‘answer’ to the 
question.  Write to the instructor with an eye toward helping him or her understand in detail how the 
theory applies to the case scenario, how discussion of this particular question might be approached 
with students, where the limitations in the theory might be relative to the case scenario, and how the 
analysis contributes to the building of an integrated recommendation regarding the decision the case 
protagonist must make. 

8. Epilogue: If appropriate, an epilogue or follow-up information about the decision actually made and 
the outcomes that were realized as a result of the decision made. 

9 References: Provide full citations (in APA format) for all references that were cited in the Instructor’s 
Manual.   



REVIEW PROCESS  
  

All manuscripts (both the case and the instructor's manual) are double-blind refereed by Editorial Board 
members and ad hoc reviewers in the appropriate discipline. Most submissions require at least one round of 
revision before acceptance and it is common for accepted cases to go through two or more rounds of 
revisions. The target time frame from submission to author feedback for each version is 60 days. 
 
DISTRIBUTION OF PUBLISHED CASES  
  

The right to reproduce a case in a commercially available textbook, or instructor-created course pack, is 
reserved to NACRA and the authors, who share copyright for these purposes. After publication, CRJ cases 
are distributed through NACRA's distribution partners according to non-exclusive contracts. NACRA 
charges royalty fees for these publication rights and case adoptions in order to fund its operations including 
publication of the Case Research Journal. Royalties paid are split 50/50 between NACRA and member authors. 
 
MANUSCRIPT SUBMISSION  
  

Submit the case manuscript and Instructor’s Manual in one document via the Case Research Journal ScholarOne 
website at http://mc.manuscriptcentral.com/nacra-crj. This site provides step by step instructions for 
uploading your case.  You will also be provided the opportunity to upload two case supplements – this is to 
allow submission of a spreadsheet supplement for the student and for the instructor if needed.  No 
identification of authors or their institutions should appear on either the main case/IM document or on the 
spreadsheets. All identifying information should be removed from the file properties before submission.  If 
you have audiovisual content to your case, please contact the editor to determine the best way to make this 
content available to reviewers without revealing the authors’ identities. 

At least one author must be a member of the North American Case Research Association. Membership dues 
are included in annual registration for the NACRA conference, or may be paid separately through the main 
NACRA website. 

For questions, contact: 
Gina Grandy, Editor 
Gina.Grandy@uregina.ca 



 
Adopting Case Research Journal Cases  

for use in your classes 
 

Faculty members can adopt cases for use in their classrooms and gain access to Instructor’s Manual 
through one of NACRA’s distribution partners.  

NACRA currently has agreements with the following distributors. 

 Harvard Business School Press (http://hbsp.harvard.edu/)    
 Ivey Publishing (https://www.iveycases.com/)  
 The Case Centre (http://www.thecasecentre.org/educators/) 
 Pearson Collections (https://www.pearsonhighered.com/collections/educator-features.html) 
 McGraw Hill Create (http://create.mcgraw-hill.com/createonline/index.html) 
 Study.net (www.study.net) 
 CCMP [Centrale de Cas et de Médias Pédagogiques] (http://www.ccmp.fr) 

If you want to use one of these distributors, but cannot find the CRJ case you want, contact the NACRA 
VP Case Marketing to see if we can have it added for you. 
 
Textbook authors can also adopt CRJ cases for inclusion in their textbooks for a modest fixed royalty 
fee.  Please contact the NACRA VP of Case Marketing for more information. 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 



 
From the Editors 

 
Welcome to Volume 38 Issue 1 of the Case Research Journal.   This first issue of 2018, and this ‘From the 
Editors’ letter, are collaborations between outgoing editor John Lawrence and incoming editor Gina 
Grandy. Seeing a case through from initial submission to publication is a lengthy process for both 
authors and editors, and in the interest of continuity for our authors we are attempting to hand off the 
editorial oversight of as few in-process cases as possible.  We began working to transition executive 
editor responsibilities last fall, and that process of transition will be completed later this spring.  All of 
the cases in this issue were submitted to the journal during John’s tenure as editor, although a variety of 
editors managed the review process for these cases.  John managed two of them and Gina managed one 
of them.  In addition, three of the cases published in this issue were originally submitted to the short case 
special and their reviews were managed by special issue guest editors Charles Mossman and Brent Beal. 
So at least with respect to this issue, it takes a village to publish a journal (and that’s not even counting 
the 18 reviewers who contributed to these six cases). 

The portfolio of cases that appear in this issue is somewhat unique compared to previous issues of the 
journal and deserves some comment here.  First, half of the cases in this issue are in either the 
accounting or finance area.  We were happy to see these three strong accounting and finance cases reach 
the point of publication.  All have clear decision foci and will likely generate significant classroom debate 
around those decisions, but all also align with the highly quantitative nature of these disciplines and at 
least two of the three require significant number crunching for students to be in a position to engage in 
that debate about what to do.  We often hear that such quantitative cases have a difficult path to 
publication in the CRJ because the number crunching will produce the right answer.  That isn’t always 
the case, and these cases demonstrate that.  If you are curious about this, start with the Arkansas Egg 
Company case to see how the numbers inform, but don’t define the decision.   

Second, a couple of the cases have decision points that are further in the past than we typically publish.  
In general, we strive to publish cases built around a decision that have occurred within the past five years 
based on the preference that we see in distribution for very current cases.  Occasionally we make 
exceptions to that target timeframe when the case scenario is particularly unique in a way that is likely to 
significantly enhance student learning and the case satisfies a pressing need in the body of cases within 
the discipline.  The Monmouth Rubber and Plastics case is a good example.  This case is set in the fall of 
2008 as the economy is sliding deeper into recession.  The owner of this family business has received a 
quite attractive offer for the business, and the business is facing the added risk that it may be forced out 
of its current facility as a result of a community redevelopment project and the process of eminent 
domain.  It is in this context that the owners’ son, the company’s sales manager, makes clear that he 
would someday in the not too distant future like to take over the business.  These, and other 
components of this case, make it an incredibly rich context to discuss generational transitions in family 
businesses.  Given this unique case setup, we sent it out to reviewers despite its datedness, and the 
reviewers confirmed that the case would be of significant value in a family business class (although 
reviewers also made many suggestions that helped shape the case that you see in the journal).  

Third, you will notice that one of the cases in the journal, “La Campaña de Marketing de Oilcorp: 
Reacciones Mixtas a una Iniciativa de Responsabilidad Social,” is in Spanish.  This case is the Spanish 
translation of one of the cases published in Volume 37 Issue 4 under the title Oilcorp’s Marketing 
Campaign: Mixed Reactions to a CSR Initiative.  While we don’t have the capacity to review cases 
submitted in Spanish or in other foreign languages, we can work with authors from Spanish and French 
speaking countries to place a Spanish or French translation of an accepted CRJ case into distribution so 
that these cases can be more broadly adopted within the countries in which the cases are set.  The 



Oilcorp case went through the traditional CRJ review process in English.  But its author, Juan Manuel 
Parra, wanted to make it more accessible to his colleagues teaching in Columbia where the case is set.  So 
Juan provided us with the translation, which by the time you read this will be available through our 
distribution partners.  We usually don’t publish the Spanish version in the printed journal, but decided to 
this time in order to let our readers know that this is possible.   

In talking about the unique portfolio of cases in this issue, we’ve highlighted three of the six cases.  The 
other three cases are equally worthy of your consideration.  So please look over the table of contents of 
this issue and consider using one or more of these cases in your courses, or perhaps even more 
significantly consider sharing the table of contents from this issue with your colleagues so they can see 
the interesting cases that will now be available for adoption through our numerous distribution partners, 
including Harvard, Ivey and The Case Centre.   

We began this ‘From the Editors’ note by talking about the Editor transition that is in process.  But there 
are other transitions happening as well.  By the time that you read this, the Case Research Journal should be 
operating off of the ScholarOne platform.  For a long time, the journal has operated on a custom system 
built and supported by Christian Ratterman.  When Christian built the system, he was a student of then 
editor David Rosenthal in the early 2000s.  The system and Christian have served us well for 15 years, 
but the time had come to migrate to the industry standard ScholarOne system with its 24/7 support 
system and state of the art security protocols.  While there might be some short term inconvenience as 
we make this transition, there are real long term benefits of the move for NACRA and the CRJ.  Thanks 
for your patience with the process.  And by the time that you read this, NACRA and the CRJ will also 
likely have a new website, thanks to the leadership of NACRA co-presidents Kathy Savage and Jeff Shay.  
The new platform that we are building the website on is the same that we have been using for the annual 
meetings the last few years and should allow us to provide much more timely website updates.  As with 
the move to ScholarOne, there will likely be a few issues that we will need to figure out in the coming 
months, but we hope that this move will allow us to maintain a more up to date and effective web 
presence. 

Finally, we want to encourage all of you to submit your cases to the Case Research Journal.  Publication in 
the CRJ provides you the broadest access to distribution and as such presents the greatest opportunity 
for your case to have real impact on the education of students around the globe.  While our review 
process is quite rigorous, and we necessarily reject more cases than we can accept (our acceptance rate is 
about 20%), we work hard to turn around case reviews within about 60 days.  That means within about 
60 days of submission of your decision-focused case, you will have reviewer and editor feedback and a 
reasonable indication of the potential for your case to earn publication in the CRJ.  We look forward to 
seeing your cases. 

Sincerely 

Gina Grandy, Editor 
John Lawrence, Outgoing Editor 

Case Research Journal 



Abstracts

Entrepreneurship 

 Entrepreneurship 
 Exit/Harvest
 New Ventures
 Online Retailing

KickShot: Goooooooooal! 

Michael A. McCollough, University of Idaho [875 Perimeter Drive, MS 3161, 
Moscow, Idaho 83844-3161, mccollou@uidaho.edu] 

Aziz Makhani, an entrepreneur who has developed and marketed the soccer 
board game KickShot, is evaluating two buyout offers against the option of 
continuing to market the game himself.  The two offers mirror those 
common for many startups, a pure cash buyout versus an offer with a smaller 
amount up front but a royalty on future sales The case provides an 
opportunity to quantitatively and qualitatively evaluates the offers versus 
Aziz retaining ownership of the game and links the possible actions to 
Makhani’s goals and objectives, including his personality.  Within this 
context, the case highlights the need for an entrepreneur to have an exit, or 
harvest strategy from the very start.  

Family Business Management 

 Family Business 
Management 

 The Four Cs Model
 The Intention-based

Model of Succession
Planning

 Socioemotional Wealth
in Family Firms

 Succession Financing

Monmouth Rubber & Plastics 

Stuart Rosenberg, Monmouth University [Leon Hess Business School, West 
Long Branch, NJ 07764-1898, srosenbe@monmouth.edu] 

John Bonforte, the owner and president of Monmouth Rubber & Plastics, 
needed to decide whether to accept an offer from a potential buyer for the 
family business. Monmouth had been a successful company with a strong 
family culture since John founded it over forty years earlier. A number of 
risks had recently surfaced, however, that gave him reason for concern about 
the future of the business. His son, John Jr., had expressed an interest in 
taking over the business, but with a lucrative offer on the table, John needed 
to consider a variety of factors in order to make his decision. 



Accounting 

 Accounting 
 Internal control
 COSO Framework
 Fraud
 Management

Compensation

Houston We Have a Problem: They Paid Themselves Bonuses!  

Pascale Lapointe-Antunes* and Deborah McPhee, Brock University [1812 
Sir Isaac Brock Way, St. Catharines, Ontario, Canada, L2S 3A1, 
plapointe@brocku.ca] 

Amanda Walsh’s first year at Vanderville Plastics Company had been quite 
tumultuous. She had discovered that VPC’s financial situation was 
precarious, and had witnessed a change in ownership, repeated requests for 
funding to the owners to help alleviate VPC’s cash flow issues, and more 
recently, the sudden resignation of Peter Giroux, the company’s CFO. 
Amanda had just realized to her great disbelief that the owners did not know 
about a recent payout of bonuses for the 2005 financial year. The case has 
students look at the events surrounding the payout as they unfold in the day-
to-day life of Amanda to help them develop the professional judgment 
required to better interpret the oral assertions made by management, assess 
the risk of material misstatement due to fraud, and provide 
recommendations to improve a client organization’s control environment 
and fraud risk management practices related to incentive compensation and 
management override of controls.  

 Accounting 
 Short-Term Decision

Making
 Marginal Revenue/Cost
 Agricultural Production
 Relevancy of Information

Arkansas Egg Company: Cracks in the Specialty Egg Market 

David G. Hyatt, University of Arkansas [354 Business Building, 1 University 
of Arkansas, Fayetteville, AR 72701, dhyatt@uark.edu] 

Michael Cox, CEO of the Arkansas Egg Company (AEC), must decide what 
to do about 130,000 hens producing organic cage-free eggs (specialty eggs) 
on company farms near the small town of Summers, Arkansas. His margins 
for these eggs had been protected under a contract, but on October 1, 2016 
that contract would expire in highly unfavorable market conditions. Late 
summer 2016 market conditions were rough because the overall supply of 
conventional white eggs was high relative to demand, depressing prices and 
negatively affecting consumer demand for specialty eggs. The contract 
expiration meant AEC would compete in an open market where specialty 
eggs were selling below his variable production cost. Cox must decide 
whether to minimize his losses by euthanizing the hens or to try to hang on 
a while longer hoping for a market rebound in the fourth quarter. Student’s 
complete a marginal cost / marginal revenue analysis and consider non-
financial factors to make a recommendation.  



Finance 

 Finance 
 Capital Budgeting
 Project Evaluation
 Retailing
 Financial Analysis

Murphy Stores:  Capital Projects 

John S. Strong, College of William and Mary [Raymond A. Mason School of 
Business, 101 Ukrop Way, Williamsburg, Virginia 23187-8795, 
john.strong@mason.wm.edu] 

The Head of Capital Planning at Murphy Stores, a large multibrand retailer, 
is facing limited remaining funds in the company’s capital budget, and is 
trying to choose between two projects.  The first project involves adoption 
of RFID technology in the company’s department and/or hardware stores 
to help reduce merchandise theft.  The second project is to install more 
energy-efficient lighting in stores.  The two projects have very different 
characteristics in terms of their metrics, their risks, and the variability in their 
potential outcomes.  The Capital Planning team is required to undertake full 
project evaluations, including cost of capital, net present value and internal 
rate of return, as well as extensive sensitivity and scenario analysis.    The 
evaluation will serve as the basis for a recommendation to the company’s 
senior executives serving on the Capital Committee. 

Ethics & Corporate Social Responsibility  

 Corporate Social 
Responsibility 

 Socially Responsible
Marketing

 Business Ethics
 Public-Private

partnerships
 Branding
 Cause Marketing

La Campaña de Marketing de Oilcorp:  
Reacciones Mixtas a una Iniciativa de Responsabilidad Social 

Juan M. Parra, Inalde Business School [Campus U. Sabana, Autopista 
Norte, Km. 7, Costado Occ, Chía, Colombia, juanm.parra@inalde.edu.co] 

The Colombian Red Cross approached Oilcorp, owner of  the largest 
regional chain of  service stations in the country, requesting its participation 
in its 100th anniversary celebration with a brand awareness campaign for its 
social programs. Given that the annual budget had already been approved 
without this campaign in mind, Oilcorp’s CEO assigned the task of  raising 
money to the Marketing Department. They opted for a small donation per 
gallon sold during the month of  May and asking customers to provide 
personal information to be added to Oilcorp’s database, making it clear that 
Oilcorp, in exchange, would contribute more money to the Colombian Red 
Cross. Nevertheless, the campaign backfired. For many, it seemed that the 
company was taking advantage of  a social cause for marketing purposes. 
Consequently, the marketing team needed to decide what actions to take, 
given that the campaign was not on track to meet stakeholder’s expectations. 
[Note: This case is the Spanish-language version of  the case ‘Oilcorp’s 
Marketing Campaign: Mixed Reactions to a CSR Initiative’ that appeared in 
the Case Research Journal, Volume 37 Issue 4.]  



NACRA is a collaborative organization of 
approximately 500 researchers, case writers 
and teachers, mostly in the business 
disciplines, who support each other's 
research and writing efforts.
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