ADONIS MEAT PRODUCTS

Yusuf Munir Sidani & Dima Jamali

American University of Beirut

Case Objectives and Use

This case addresses the ethical dilemma facing a Lebanese meat processing organization in light of tightening meat import regulations.  Within this broad contextual framework, the case touches on a number of relevant business issues, including proactive industry analysis and contingency planning, the use and abuse of political strategies in achieving competitive advantage, and the dynamics of ethical decision-making in different cultures.  

The case is ideal for business ethics courses.  In addition in undergraduate management, strategy courses, or organization behavior. 

Case Synopsis
Adonis Meat Products is one of the biggest meat processing manufacturers in Lebanon, a small Middle-Eastern country. Adonis was founded by Ramsey’s father Naji, a key politician and influential figure in the country.   Naji established for Adonis a strong presence in the market in the first few years of its existence.  When Ramsey took over, he was able to further expand the operations of the company as it remained profitable year after year.  In April 2001, sources indicated that the Ministry of Agriculture and Animal Products was about to issue a declaration in a few days banning all meat imports from some European countries from where Adonis got most of its meat.  What this meant for Adonis was that they would have to stop their imports from Europe and rely on other suppliers.  But worse, it meant that a whole shipment of meat expected to arrive shortly would have to be scrapped.  The result would be a loss in millions and a severe halt in manufacturing operations.  The reason behind this was the recurring emergence of Bovine Spongiform Encephalopathy (BSE) -aka mad cow disease- in some European countries, which is a fatal neurological disorder in cattle that can transfer to humans.  

The Bakari Group has lobbied heavily behind the scenes for this ban. The Bakari group was one of the main importers of beef from Australia, New Zealand and South America.  Ramsey knew about their utilization of controversial means to advance their agenda.  Some of these methods were –according to Ramsey- blatantly unethical if not illegal.   Ramsey had contacts with the Ministry that could lead to the postponement of the effective date of the ban to Adonis’ benefit.   The case discusses how Ramsey contemplates whether using his connections and influential friends would be the right decision to make.

This case was prepared by Yusuf Munir Sidani and Dima Jamali, American University of Beirut, and is intended to be used for class discussion rather than to illustrate either effective or ineffective handling of the situation.

Presented to and accepted by the North American Case Research Association (NACRA) for its annual meeting, November 2003, Tampa, Florida.  All rights reserved to the authors and NACRA.  © 2003 by Yusuf Munir Sidani and Dima Jamali.
AGENCY CONFLICTS, BUSINESS ETHICS, AND INVESTMENT BANKING

Ted Azarmi, California State University, Long Beach

Christine Haecker, Eberhard-Karls-Universität Tübingen

Case Objective and Use

The objective of this case is to teach and initiate a class discussion about agency conflicts as well as ethical issues that might arise in mergers and acquisitions.   The student is encouraged to apply agency theory and an incentive-based fee structure in investment banking of mergers and acquisitions to issues learned in business ethics.  This allows one to discuss, fiduciary duty, and other incentive issues arising within a neo-classical finance frame-work that considers a firm as a nexus of contracts with the objective of maximizing shareholder wealth within a contractual framework.  Business students have an opportunity to integrate finance theory with ethical and moral issues that they learn within a stakeholder framework that considers how one stakeholders' behavior affects other stakeholders in corporations and markets.  Cost of safe guarding one's labor capital while conforming to a set of business ethics principal is also discussed.
Case Synopsis

This case initiates a discussion about incentives for unethical behavior by an investment banker.  The discussion is facilitated by a real world case example that focuses on the investment banker’s fee income, contributions, and future business opportunities.  Specifically, the case shows that when future business opportunities arise from other deals, a suitable fee structure may not provide adequate incentives for the investment banker to act according to her fiduciary duty.  This is discussed as an agency cost or an incentive to not act in the client's best interest.   The effectiveness of the fee structure in mitigating agency costs is analyzed based on the size of the deal and acquirer type. Ethical issues related to the value of one’s labor capital and mitigating effects of reputation are also considered.

This case was prepared by Ted Azarmi, California State University, Long Beach, and Christine Haecker, Eberhard-Karls-Universität Tübingen, and is intended to be used for class discussion rather than to illustrate either effective or ineffective handling of the situation.

Presented to and accepted by the North American Case Research Association (NACRA) for its annual meeting, November 2003, Tampa, Florida.  All rights reserved to the authors and NACRA.  © 2003 by Ted Azarmi and Christine Haecker.
U. S. CITIZEN BANK (A), (B) & (C):

 “The Challenge of Responsible Lending and Debt”

Kenneth E. Goodpaster & T. Dean Maines

University of St. Thomas

Case Objectives and Use

The U.S. Citizen case series is based on field research conducted at a major issuer of student credit cards.  It introduces the business and ethical challenges that confront companies participating in this market.  The series is designed to: (1) help students understand the dynamics of marketing credit cards to college students; (2) clarify the meaning of corporate responsibility within this market, as viewed from the “supply side”; (3) offer students an opportunity to brainstorm improvements card issuers could make in their approach to this market, while weighing these suggestions against consumers’ responsibilities; and (4) expose students to the public policy debates that currently surround the marketing of credit cards to college students.  The industry note  – “ The Challenge of Responsible Lending and Debt:  An Introduction to Non-Standard Credit” – is based on public source research, and provides a broader business context for the activities described in the (A), (B), and (C) cases.  The case series is designed for use with a wide range of audiences, including graduate and undergraduate business majors, executive education students, participants in adult and community education programs, and high school students.  

Case Synopsis 

The U.S. Citizen case series presents some ethical questions surrounding student credit cards from the perspective of product managers at U.S. Citizen Bank, a disguised entity.  U.S. Citizen (A) describes the history of U.S. Citizen Bank and its participation in the student card market.  The case concludes with an impending crisis, as Michelle Jeffries, the Vice President responsible for the bank’s student product, receives word about an upcoming 60 Minutes II documentary that purportedly casts student credit card issuers in an unfavorable light.  U.S. Citizen (B) details the content of the 60 Minutes II documentary and presents Michelle’s reactions to it. U.S. Citizen (C) reports on an analysis of card usage initiated by Michelle as the result of an insight gleaned from the documentary.  This study suggests specific measures that reliably predict future credit problems for student cardholders.  The (C) case also details new educational programs and card features introduced by U.S. Citizen to help prevent these problems.  The industry note provides a backdrop to the cases by discussing the recent growth of American consumer debt, and introducing some financial instruments available to consumers who, like college students, fail to qualify for credit at more favorable, “standard” interest rates. 

This case was prepared by Kenneth E. Goodpaster and T. Dean Maines, University of St. Thomas, and is intended to be used for class discussion rather than to illustrate either effective or ineffective handling of the situation. 

Presented to and accepted by the North American Case Research Association (NACRA) for its annual meeting, November 2003, Tampa, Florida.  All rights reserved to the authors and NACRA.  © 2003 by Kenneth E. Goodpaster and T. Dean Maines.
DEUTSCHE HOLLERITH MASCHINEN GESELLSCHAFT (DEHOMAG), 1933

Donald W. McCormick, James Spee, & Dwight Zinn

University of Redlands

Case Objectives and Use

The objectives of the case are for students to learn

1. To recognize and evaluate corporate responsibility in the global marketplace, particularly in countries where governments are abusing human rights.

2. The distinction between moral and legal. More specifically to learn that an activity that is legal is not necessarily moral.

3. To identify moral problems in situations where they may be obscured by other issues, such as marketing, finance, or competitive problems.

4. To apply lessons from IBM to current events and business issues.

5. To identify important decision making criteria in complex situations that include moral dimensions.
Case Synopsis

Dehomag is a case about IBM and the holocaust almost entirely based on Edwin Black’s (2001) book IBM and the Holocaust. It is a very rich case that raises many different important issues. The case downplays the book’s emphasis on genocide and plays up the business dilemmas faced by IBM CEO Thomas Watson. We do not intend to portray Watson as someone likely to make an ethical decision. The case is written to examine the range of issues he faces. It purposely de-emphasizes the moral dimensions of his decision making process.  

We did not point an arrow at the moral issue and yell, “This is the important issue here.” We did this because, like in real life, there are rarely such arrows. We want students to learn to identify moral issues in messy, real life situations, and to realize that there are many business problems here—financial, international, legal, marketing, etc.—but that the ethical issue is the most important. A person unconcerned with moral issues could read it and decide that the real issue was how to retain profits with a foreign subsidiary during difficult times, such as wartime. We also want students to learn that just because an action is legal, it doesn’t mean it is moral. Also, just because an act may benefit a business and the business may not suffer harm, that doesn’t mean it is the right thing to do. Here we have an example of a company—IBM—acting legally and evilly and yet not subject to substantial financial or even public relations harm.

This case was prepared by Donald W. McCormick, James Spee, and Dwight Zinn, University of Redlands, and is intended to be used for class discussion rather than to illustrate either effective or ineffective handling of the situation.

Presented to and accepted by the North American Case Research Association (NACRA) for its annual meeting, November 2003, Tampa, Florida.  All rights reserved to the authors and NACRA.  © 2003 by Donald W. McCormick, James Spee, and Dwight Zinn.
ERRATA TECHNOLOGIES

Timothy Keane, Rockhurst University 

Case Objectives and Use

The case gives students a close look at the challenges facing entrepreneurs who seek to formulate and develop a business model that itself must adapt to changing circumstances in both the marketplace and the organization itself.  The case further allows student to see how issues related to business formation can profoundly shape issues of business strategy and conduct.  Different responsibilities, different stakes, and different attitudes among the partners regarding the enterprise, its future, and its customers result in conflicts that students will variously see as legal, ethical and operational.  Basic questions are raised about power, risk and reward.  The case requires students to integrate a variety of business skills and perspectives related to entrepreneurship, marketing, supply chain management as well as the legal and ethical environment of business.

Case Synopsis

Errata Technologies was a software development company focused on creating sales force automation applications targeted at the beverage industry.  Errata was organized in late 1999 as a limited liability partnership through the majority owner Mr. Lawrence Bernstein, who also owns two beer distributorships that he inherited from his father.  The second partner is Mr. Terry Hubble, who had previously worked for Mr. Bernstein’s beer distributorships in a technical development and support capacity. The last partner was Mr. Tom Kane, who has been the President of Errata since Mr. Bernstein recruited him away from a senior management position with a Fortune 500 beer manufacturer to join the partnership in 1999.  The case follows the lifecycle of this entrepreneurial venture from launch through its emergence as a promising high-tech concern to its ultimate sale to a competitive software company named Canadian Beverage Company.  The sale raises significant business, legal, and ethical issues that lead to a serious conflict between Bernstein and Kane.

This case was prepared by Timothy Keane, Rockhurst University, and is intended to be used for class discussion rather than to illustrate either effective or ineffective handling of the situation.

Presented to and accepted by the North American Case Research Association (NACRA) for its annual meeting, November 2003, Tampa, Florida.  All rights reserved to the author and NACRA.  © 2003 by Timothy Keane.

THE ETHICS OF DOWNLOADING MUSIC:  A STUDENT CENTERED CASE

Janet Rovenpor, Manhattan College

Case Objectives and Use

The purpose of this case is to heighten student awareness of online music piracy and its consequences for themselves, college administrators, recording companies, performing artists and peer-to-peer file-sharing services. Students learn how to use a decision-making framework that raises the relevant issues in an ethical situation, examines possible courses of action and identifies the best possible solution.  Since ethics is a topic that cuts across business disciplines, the case is rather versatile. It is appropriate for an E-Management course, a Business Ethics course or even a Computer Networks course. The distribution and enjoyment of music is a subject that appeals to students. They are familiar with the activities involved in downloading music from the Internet but may not be aware of the aggressive tactics being used by both the peer-to-peer file-sharing services and the recording industry to further their business models. 

Case Synopsis

Nick Silver, a college freshman, would like to send a present home to his sister for her 10th birthday. He decides to compile a customized mix of his sister’s favorite songs from music he can download from the peer-to-peer file-sharing service, KaZaA. He is about to transfer Jessica Simpson’s song, “Irresistible,” from another user’s computer when an instant message box pops up on his screen. The message warns him that “distributing or downloading copyrighted music on the Internet without permission from the copyright owner is ILLEGAL.” Nick is uncertain if he should proceed. 

Public debate on the ethics of downloading copyright protected music is growing. The purpose of this case is to examine the rights and obligations of the various interested parties as well as to provide guidelines to individuals regarding proper courses of action. Some of the questions asked include: Are the activities involved in sharing digital music with peers – uploading and downloading – acceptable from a legal perspective and from a moral perspective? Since Nick’s computer is linked to his college’s local area network (LAN), what role should university administrators play in monitoring how students use their computers? Do peer-to-peer file-sharing networks deserve any of the blame for encouraging young people to download copyrighted music? And finally, how should the strategies and tactics being used by the Recording Industry Association of America to combat music piracy be evaluated? 

A basic six-step ethical decision-making model developed by the Hastings Center (Campbell, Donnelly, Jennings & Nolan, 1990) is used to examine the relevant issues in the case.

This case was prepared by Janet Rovenpor, Manhattan College, and is intended to be used for class discussion rather than to illustrate either effective or ineffective handling of the situation.

Presented to and accepted by the North American Case Research Association (NACRA) for its annual meeting, November 2003, Tampa, Florida.  All rights reserved to the author and NACRA.  © 2003 by Janet Rovenpor.

FACULTY STRIKE: TEACH THE CLASS OR WALK THE LINE?

Deborah R. Ettington & Denise M. Tanguay, Eastern Michigan University

John L. Waltman, Merlanti Ethics Initiative, Eastern Michigan University

Case Objectives and Use
This case was written to be used in an undergraduate or graduate course on ethics and corporate social responsibility with the following course objectives:

1. Enhance awareness of the various stakeholders impacted by organizations and their ongoing activities

2. Identify and critically analyze current social and legal ethical problems related to modern business

3. Be able to communicate stands taken through class discussion and case study analysis.  

This case reflects the impact of an ethical decision on a variety of stakeholders ranging from personal to professional.  In exploring a potential strike by unionized college professors, the case opens ethical issues for review in an area that is part of their own lives as students. They can both identify with the student stakeholders in the case as well as see the challenges to objective review such familiarity can bring.  Through written and oral analysis of the case, students are required not to just formulate positions, but to   communicate their insights about what they are exploring.

This case was written to complement the material in James E. Post et al. Business and Society: Corporate Strategy, Public Policy, Ethics, 10th ed., Boston: McGraw-Hill/Irwin, 2002.  While it works especially well with Chapter 6, “Ethical Reasoning and Corporate Programs,” it also draws on Chapter 5, “Ethical Dilemmas in Business.”  This case would fit with other business ethics texts. 

Case Synopsis

At Mid-America University, faculty and students faced the beginning of fall semester 2000 with the threat of a faculty strike the second week of classes if a settlement could not be reached between the administration and the AAUP, the faculty union. Individual faculty members had to decide what to tell their classes on the first day. If the strike occurred, would the class be cancelled, or would the instructor cross the picket line to hold the class? The case describes the contract situation and the perspectives of three different faculty members as they prepared for their first day of class.

This case was prepared by Deborah R. Ettington, Denise M. Tanguay, and John L. Waltman, Eastern Michigan University, and is intended to be used for class discussion rather than to illustrate either effective or ineffective handling of the situation.

Presented to and accepted by the North American Case Research Association (NACRA) for its annual meeting, November 2003, Tampa, Florida.  All rights reserved to the authors and NACRA.  © 2003 by Deborah R. Ettington, Denise M. Tanguay, and John L. Waltman.
GLAXO SMITH KLINE’S RETALIATION AGAINST

CROSS-BORDER SALES OF PRESCRIPTION DRUGS

Sara Smith-Shull & Rebecca J. Morris

University of Nebraska at Omaha
Case Objectives and Use

This case examines GlaxoSmithKline’s (GSK) 2002 decision to limit shipments to Canadian pharmacies and its subsequent impact on their public image.  The student is encouraged to analyze the impact of various stakeholders on the firm’s success; to understand the forces of change that are reshaping the business environment for pharmaceutical firms in the twenty-first century; to analyze the arguments for and against differential pricing of pharmaceuticals in different markets; to evaluate the most likely life cycle of the public issue faced by GSK; and to develop and evaluate strategies to respond effectively to the public issues faced by GSK.  Background information on the health care crisis in the United States, the political debate on resolutions to the crisis, the high cost of pharmaceutical research, the regulatory policies of the Food and Drug Administration in regard to importation of drugs from other countries and the global pharmaceutical industry are covered in the case.

This case is suitable for graduate or upper-division undergraduate courses in business and society, business ethics, marketing, or strategy.  It is especially useful in modules dealing with stakeholder analysis, issues management, environmental analysis and pricing strategies.

Case Synopsis

GlaxoSmithKline (GSK) was coping with a new challenge as Americans, especially senior citizens, took increasing advantage of price differentials for prescription drugs in other global markets by ordering their prescriptions online from pharmacies outside the U.S.  By crossing the border or ordering online, senior citizens could procure prescription drugs at costs as much as 80% lower than those available in the U.S.  

Late in 2002, GSK attempted to curb the flow of prescription drugs out of Canada into the U.S. by limiting the drug product shipped to Canadian pharmacies.  This challenged pharmacies to provide adequate prescription product for their Canadian customers while continuing to ship product to American customers.  Additionally, GSK discovered Americans, especially seniors, to be loud, persistent and effective protesters when their access to “affordable” medications were threatened.   Boycotts of GSK products were threatened and GSK’s public image took a beating. 

_______________________________

This case was prepared by Sara Smith-Shull and Rebecca J. Morris, University of Nebraska at Omaha, and is intended to be used for class discussion rather than to illustrate either effective or ineffective handling of the situation.

Presented to and accepted by the North American Case Research Association (NACRA) for its annual meeting, November 2003, Tampa, Florida.  All rights reserved to the authors and NACRA.  © 2003 by Sara Smith-Shull and Rebecca J. Morris.
THE NEW YEAR’S EVE CRISIS

William Naumes & Margaret J. Naumes

University of New Hampshire

Case Objectives and Use
The case is designed to present students with a situation where they need to evaluate and confront issues of ethical decision making in a crisis situation.  The discussion could also be expanded to include questions of stages of moral development and models of ethical standards.  The case should also be used to help students understand the difference between symptoms and the root of problems, since the immediate decision will actually only resolve the symptoms while Mike Valenti, the entrepreneur and principal decision maker, also has to decide how to overcome the more basic problem of a clash of culture between his company and the one he has acquired.

The case is designed to be used in a graduate or undergraduate level course on Small Business Management/Entrepreneurship, Business/ Government/Society (BGS), or Principles of Management.  The instructor’s manual covers ethical and moral reasoning in depth appropriate for the BGS course, and offers suggestions on incorporating the ethics discussion into the other course in the probable absence of theoretical support from the course text.
Case Synopsis
Mike Valenti, founder and president of Michael’s Homestyle Pasta of Connecticut, has just finished a four-hour conference call with his top managers, his lawyer and Fred Jones, the QA manager at Southern Pasta Company.  Michael’s had acquired Southern, a Florida firm, three weeks earlier, on December 10, 2001.  It had taken the quality assurance manager until early in the morning of New Year’s Eve day, Monday, 2001, to admit to Ted Brewer, V.P. of Operations for Michael’s, that he had been falsifying safety inspections of Southern products.  He told Brewer that the lobster ravioli leaving the Southern plant had been contaminated with listeria.  Much of the last batch of product had been sent to Southern’s largest customer, a national chain of 200 restaurants.  Michael’s had purchased Southern, in no small part, to capture this account.

Jones stated that the president of Southern, an Austrian national, had coerced him into falsifying the quality control reports. The discussion leads to options that the management team could follow. Since New Year’s Eve is the largest sales day of the year for restaurants, Valenti knows that he has to do something quickly.  He also knows that, regardless of what he does, the reputation and future of his company rest on the outcome of his actions.  He is considering what to do at the end of the case, late in the afternoon of New Year’s Eve day.  

This case was prepared by William Naumes and Margaret J. Naumes, University of New Hampshire, and is intended to be used for class discussion rather than to illustrate either effective or ineffective handling of the situation.

Presented to and accepted by the North American Case Research Association (NACRA) for its annual meeting, November 2003, Tampa, Florida.  All rights reserved to the authors and NACRA.  © 2003 by William Naumes and Margaret J. Naumes.
MORNING TIME’S NUTTY FLAKES

Geoff Ratliff & Nadia D'Achille Kowalczyk, Saint Louis University

Jim von der Heydt, Inno-Ventures, Inc. 

James E. Fisher (faculty supervisor), Saint Louis University

Case Objectives and Use

This case places students in a managerial situation and challenges them to determine an ethical response for a senior manager caught with a production problem.  It also requires students to factor in issues facing the company’s bottom line. There needs to be a compromise between financial and ethical issues.  Both could have equally substantial impacts on the future of the company.  This case is extremely complex and difficult due to the large number of decisions that need to be made. Students will need to consider the effect that one decision has on the others in order to ensure the continued success of the company.  It requires an integration of a variety of business skills and would be appropriate for courses in operations and supply chain management, general management, business ethics, marketing, and managerial accounting.

Case Synopsis

Morning Time Food Company is a small, regional company faced with a huge set of problems that could potentially be very damaging to the company’s immediate and long-term fate.  A breakdown in one of the packaging machines has caused foreign, and potentially dangerous, substances to possibly fall into some of boxes of Nutty Flakes cereal. It is unclear whether those objects actually got into the packaging and if so, to where those packages were shipped.  This uncertainty is compounded by a customer claiming to have been injured by a “hard object” found in Nutty Flakes, and his threats to go public with his story if the company does not grant him a significant financial settlement.

The case presents several different issues for students to consider on behalf of the management team at Morning Time.  Nutty Flakes is an important brand to the company’s bottom line, so having to recall product could jeopardize annual sales goals.  On the other hand, negative publicity surrounding contaminated food products could cripple the future success of a company of this size.  There are ethical considerations surrounding the handling of local retailers that may be carrying the contaminated boxes, the reporting of information to the FDA, and the handling of the irate customer that must be resolved.  Finally, there are internal issues with the warehouse staff responsible for the mishap and the delicate process of handling a sales staff that will likely miss out on vacation time and year-end bonuses.  

This case was prepared by Geoff Ratliff and Nadia D'Achille Kowalczyk, Saint Louis University, and Jim von der Heydt, Inno-Ventures, Inc., and is intended to be used for class discussion rather than to illustrate either effective or ineffective handling of the situation.

Presented to and accepted by the North American Case Research Association (NACRA) for its annual meeting, November 2003, Tampa, Florida.  All rights reserved to the authors and NACRA.  © 2003 by Geoff Ratliff, Nadia D'Achille Kowalczyk, and Jim von der Heydt.
PEET’S AND THE BERKELEY SUSTAINABLE COFFEE INITIATIVE

Asbjorn Osland, Anne T. Lawrence & J’Amy Meszarosova

San Jose State University
Case Objectives and Use

This case focuses on public issue management, stakeholder relations, and corporate social and environmental responsibility.  How should a business respond to a ballot measure that would constrain the range of products it could sell?  How should it respond to customers and political activists demanding products that are certified on the basis of the social and environmental conditions under which they are produced?  Can an effective response to such demands confer a competitive advantage?  This case is suitable for graduate or upper-division undergraduate courses in business and society, public affairs management, business ethics, international business, or marketing.  It was developed on the basis of both field interviews and a review of materials in the public record, including SEC filings and news reports. 

Case Synopsis

This case focuses on a dilemma facing executives of Peet’s, a regional purveyor of specialty coffees and teas based in Emeryville, California.  In 2002, the company had to determine how to respond to a municipal ballot initiative called Measure O.  If passed by the voters, the initiative would require all cafes and restaurants in the city of Berkeley to sell only coffee brewed from beans produced under “sustainable” conditions.  As a practical matter, this would mean that Peet’s would have to restrict its brewed beverages to coffees that had been certified as organic, shade grown, or fair trade.  Should the company take a public position on the voter initiative and, if so, what position should it take?  More broadly, how should it respond to calls for third party certification of coffee based on its social or environmental attributes?  Jim Reynolds, Peet’s vice president for coffee and tea and a long-time leader in the specialty coffee industry, was challenged to formulate a strategic response.  His decision had to be made in the context of a growing crisis in the world coffee industry, Peet’s own strategic plan for national expansion, the actions of local activists, and the behavior of the company’s competitors with respect to social and environmental issues.   
___________________________________

This case was prepared by Asbjorn Osland, Anne T. Lawrence, and J’Amy Meszarosova, San Jose State University, and is intended to be used for class discussion rather than to illustrate either effective or ineffective handling of the situation.

Presented to and accepted by the North American Case Research Association (NACRA) for its annual meeting, November 2003, Tampa, Florida.  All rights reserved to the authors and NACRA.  © 2003 by Asbjorn Osland, Anne T. Lawrence, and J’Amy Meszarosova.
QINGHAI QUANDARY

Susan D. Peters & Dolores A. Barsellotti

California State Polytechnic University, Pomona

Case Objectives and Use

The case is an excellent example of situations that can occur when an organization reorganizes and contract issues become conflicted while negotiations are “in progress.”   It is further compounded because of dealing with a prospective client in a rapidly developing country where the perspectives of communications and business practices of the parties are dissimilar. This includes what may constitute “ethical business behaviors as the negotiation process progresses.  

This case is appropriate in an undergraduate International Marketing course, an undergraduate Business Ethics course, an undergraduate International Business course where discussions about decisions being made without a proper understanding of the nature of the problems field personnel have to contend with, and for an International capstone course.  It is also appropriate for a graduate International Business course.

Case Synopsis

The case opens at a dinner celebrating the culmination of a long negotiation process between representatives of Zeta Corporation (the American partner) with Qinghai Ethno-Pharmaceutical Company (the Chinese counterpart), where the toast to the new general manager catches the American team by surprise, as they were not under the same impression on this matter.  The negotiation process had really started in the early 1990’s when the current President of Qinghai (Xu Yingping) was still a researcher for a Chinese University.  David Wainwright was Xu’s main contact at Zeta Corporation working in the international division on international turnkey projects.  Up until recently he had reported directly to Mark von Hoffman, the vice-president of operations, where he had “free rein” on the negotiation processes of his projects.

Recently, a new layer of management was added to the Zeta Corporation to oversee international operations (Eugene Marion), who also became part of the negotiating team on the Qinghai project.  Marion also had changed the reporting processes and procedures drastically within the corporation, which Wainwright resented because of Marion’s lack of international field experience.  These changes had added to the complications of the long negotiation process (Xu did not feel he could totally trust him) and contributed to the current situation, including issues of nepotism, consulting fee charges, billing for services outside of the contract, bonuses (or bribes), loan terms and the finding of personnel to oversee the turnkey business once it was established.

This case was prepared by Susan D. Peters and Dolores A. Barsellotti, California State Polytechnic University, Pomona, and is intended to be used for class discussion rather than to illustrate either effective or ineffective handling of the situation.

Presented to and accepted by the North American Case Research Association (NACRA) for its annual meeting, November 2003, Tampa, Florida.  All rights reserved to the authors and NACRA.  © 2003 by Susan D. Peters and Dolores A. Barsellotti.
PAST IMPERFECT:  SOLUTIA’S SOLUTION

Indrajaya Putra & James E. Fisher (faculty supervisor) 

Saint Louis University

Case Objectives and Use

This case introduces students to the ethical complications of decision making when government regulations, corporate acquisitions, and social issues have conflicting impacts upon strategy and policy development.  Also inherently complex are public policy and investor relationship implications.  A current management team must solve problems created many years ago – when laws, regulations, corporate cultures, social issues, environmental priorities, and company management were very different.  So different, in fact, that the company is now responsible for funding costly solutions to a problem that arguably did not involve illegal activity.  What exactly is the extent of corporate responsibility?

The student is encouraged to analyze the current situation and develop a plan that positively accounts for financial, legal, ethical and public relations requirements.  This business decision is not simply about profitability, but if that goal is not attained, the company could very well perish.  This case is designed to be used in a graduate level course in Business Ethics.  Its use might also extend into areas of business policy and business law, also at the graduate level.

Case Synopsis

Solutia is a chemical company based in St. Louis, Missouri.  The company’s predecessor produced Polychlorinated biphenyls (PCBs) in the 1900’s.  They voluntarily ceased production in 1971 when indications of health hazards were discovered, prior to the government’s formal ban of the chemical.  Several lawsuits related to environmental contamination and health damages have been settled, and several are still in progress.  Solutia has committed over $54M to cleanup efforts.  Decisions in regards to the defense (or settlement?) of the lawsuits are critical as additional losses and the resultant expenses could bankrupt the company.  The team must also determine whether to involve other companies in their proposed solution.  While financial ramifications must be considered, there are additional factors for the student to evaluate.  The possibility of permanent environmental and health damages encourage careful consideration of ethical and moral issues.  After Monsanto spun-off this division, it merged with Pharmacia.  Pharmacia later spun-off Monsanto and merged with Pfizer, complicating the identification of the ‘legal owner’ of the PCB problem.   

This case was prepared by Indrajaya Putra and James E. Fisher (faculty supervisor), Saint Louis University, and is intended to be used for class discussion rather than to illustrate either effective or ineffective handling of the situation.

Presented to and accepted by the North American Case Research Association (NACRA) for its annual meeting, November 2003, Tampa, Florida.  All rights reserved to the author and NACRA.  © 2003 by Indrajaya Putra.
TALISMAN ENERGY AND ITS SUDAN INVESTMENT

Brian K. Burton & Steven Globerman

Western Washington University

Case Objectives and Use
This is a classic situation involving the responsibility of corporations to various stakeholder groups to which they are related. One can have several objectives when using the case. It can illustrate the basic issues involved in doing business in politically sensitive areas. Although the case may be extreme, in that a civil war is occurring, that extremity allows the issues to be in sharper focus. It also can illustrate the nature of stakeholder interaction and the importance of identification of and communication with relevant stakeholders in any specific case. A third (and perhaps always-present) objective is to prompt discussion of the types of responsibilities firms have to the societies in which they operate.

This case is suited for both undergraduate and MBA courses in social issues in management/corporate social responsibility/business and society. Also, it will be suitable in international business courses, either general in nature or those focusing more specifically on international management issues, social issues, or issues related to globalization.

Case Synopsis

Executives at Talisman Energy Inc. were faced with a difficult decision in the summer of 2001. The Calgary, Alberta-based oil and gas producer had invested in the Greater Nile Petroleum Operating Company Ltd. (GNPOC) less than three years earlier with its purchase of Arakis Energy Corp. GNPOC, a joint venture of four oil companies (of which Talisman was the only Western firm), worked the oil fields in Sudan, which was embroiled in a long-running civil war between the Muslim government in the north and Christian and animist southern rebels. Human rights and religious groups had strongly criticized Talisman’s Sudan operations and had organized divestment campaigns aimed at institutional investors and political campaigns aimed at eliminating the firm’s access to U.S. capital markets. But the investment had great potential, and Talisman argued that constructive engagement was the best approach to changing the situation in Sudan.

This case was prepared by Brian K. Burton and Steven Globerman, Western Washington University, and is intended to be used for class discussion rather than to illustrate either effective or ineffective handling of the situation.

Presented to and accepted by the North American Case Research Association (NACRA) for its annual meeting, November 2003, Tampa, Florida.  All rights reserved to the authors and NACRA.  © 2003 by Brian K. Burton and Steven Globerman.
BENSON & HEDGES AND THE GAY NICHE

Robbin Derry, Northwestern University

Case Objectives and Use

This case raises the ethical issues of corporate honesty with stockholders and consumers, and target marketing of vulnerable populations.  It makes use of company documents, made public by the 1998 settlement of the Minnesota and Blue Cross Blue Shield v. Philip Morris, et al.  These documents provide a valuable perspective on the internal workings of these companies.  The purpose of this case is to enable students to compare corporate information from inside a decision and strategy, with the information that is available in public statements and correspondence.  In this case there is a marked difference.

The case and teaching note were written for use in undergraduate or graduate courses in Business Ethics, Business and Society, Managing Diversity, or Leadership.  No preliminary preparation is needed to discuss the issues here, since it will be of interest to anyone who is willing to think about the implications of executive honesty and the issue of target marketing to a specific population.

Case Synopsis

In early 1992, Philip Morris and their marketing agency Leo Burnett developed plans to launch Benson & Hedges Special Kings.  This new product would be 85 millimeters long, reduced from the premium 100 millimeters that Benson & Hedges was known for, and it would be targeted at young, fashion-conscious, upscale men.  By early August, production and marketing teams for the Special Kings were well coordinated, and ads had been placed in the fall issues of several prominent men’s magazines.  The cigarette would debut the first week of September.  An exclusive news release to the New York Times described the strategic fit of the Benson & Hedges Special Kings, the target market, and a lavish plan for unveiling the new product.

Unexpectedly, the Wall Street Journal gets an early scoop on the product plans and publishes an article focused entirely on Philip Morris’s plans to advertise the Special Kings in a gay men’s magazine.  As the management is faced with the need for a response and potential media damage control, the CEO receives a letter from an irate stockholder suggesting that if Philip Morris is going to advertise to homosexuals, perhaps they also ought to consider advertising to “pedophiles, pederasts and the incestuous.”

Part B includes a copy of the conciliatory letter sent to the irate stockholder, from the office of the Philip Morris General Counsel.

This case was prepared by Robbin Derry, Northwestern University, and is intended to be used for class discussion rather than to illustrate either effective or ineffective handling of the situation.

Presented to and accepted by the North American Case Research Association (NACRA) for its annual meeting, November 2003, Tampa, Florida.  All rights reserved to the author and NACRA.  © 2003 by Robbin Derry.
