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1 Progeny Software 2 – Teaching Note 

________________________________________________________________________________________________ 

Conor Vibert developed this teaching note to guide the use of the multimedia case entitled Progeny Software 2 for instructional 

purposes.  It is not the purpose of this material to serve as an illustration of how to effectively or ineffectively address a 

managerial situation.   

 
Copyright @ 2015, Acadia International Executive Insight Series  

______________________________________________________________________ 
 

SUMMARY  
 

In this case, Bob Thomas, CEO of Progeny Software facing the discouraging news that an innovative 

software product that his firm had been developing for a significant period of time will not be first to 

market as his team had anticipated.  A competitor has beaten them to the bunch.  Should they go ahead 

and launch the product after all? What are his company’s option?  Advice is being sought as to how to 

proceed in resolving this real life issue. Students are offered access to a set of transcribed video clips that 

outline the issue and its cause along with providing context for the issue.  In order to arrive at alternative 

solutions and justify their choice of a solution, students are expected to use sources of information not 

found in the case. 
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CASENET VIDEOS 

 

Each video in this multimedia case features a segment of an interview with one of the organization’s key 

decision makers. The videos describe: 

1. the Issue facing the individual or organization 

2. the Cause of the issue 

3. Background information for the individual, organization and industry 

4. Alternatives for addressing the issue 

5. A suggested Solution and justification 

 

Transcriptions for each video are also available.  Students may not access the Alternatives and Solution 

videos or transcripts. 

 

 

OBJECTIVES FOR TEACHING 

 

There are a number of instructional objectives for this case.  

 

 To enhance the decision making skills of students by having them address a real life issue faced 

by managers of Canadian or international companies.       

                                                 
1 The Author wishes to thank Bob Thomas for his support of this project. At Acadia University, thanks are in order for Dave 

Sheehan.   
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 To provide students with a brief introduction to the software industry. 

 To offer students an opportunity to analyze a situation using concepts that illustrate market 

follower strategies 

 

 

 

POSSIBLE TEACHING STRATEGY 

 

This case is ideal for in-class case analysis or as an assignment. Assuming an 80 minute class, here is an 

approximate class schedule: 

 

Time 

(minutes) 

Task 

5 Introduce case and divide students into groups. 

15 Students view Background case videos and make notes. 

5 Instructor plays the Issue and Cause clip(s). 

25 Students identify alternatives, a solution and rationale. 

20 Instructor guides a discussion around alternatives, solution and rationale. 

10 Instructor plays the Alternatives and Solution clips.  

 

If the case is used as an assignment, the instructor may want to focus assessment on: 

1) Decision-making process. The instructor would evaluate writing style, appropriateness of 

information sources, alternatives, solution and rationale. This approach recognizes that the 

alternatives and solutions offered in the case are not necessarily optimal, and other choices may 

be equally effective. Students can be rewarded for their selection of decision making approaches, 

analytical frameworks and cited reference material. 

2) Outcomes. The instructor would evaluate how closely student responses match those offered in 

the Alternatives and Solution video clips. Or, the instructor could use the insight of an existing 

research paper or analytical framework as the basis for judging outcomes. 

3) A combination of process and outcome. The instructor may apportion the grade between 

process and outcomes.       

  

 

POSSIBLE QUESTIONS FOR ASSIGNMENTS 

 

Students can be asked to identify a set of alternatives to address the issue outlined in the case, a solution 

and rationale. Other questions that will help students prepare for their case analysis include:   

 

 What are typical responses by market followers to first movers? 

 What different niche strategies might a market follower adopt? 

 How important are the cost of sales for a software publisher? 

 

CASE ANALYSIS 

Issue:   The Issue and Cause video clips outline the problem or challenge of the case.  

 We had developed charting software for genealogy when we thought we first when to 

market. We thought we were going to be first to market with the product and it turned out 

we were not. Others had beat us to it and we had a really hard decision to make about 
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what we were to do next. This technology that we had developed, charting technology for 

the genealogy industry, we were pretty excited about. We planned to be the first to 

market with this particular product and we used an outside firm to do market research, 

contact people all over North America to find out what their needs and opportunities 

were. We relied on that information. By the time we were just about ready to launch we 

found out that our competitors were doing the same thing. They had the same goal in 

mind. It turned out that we were not first to market. Fortunately the good news was that 

we had not launched at that time and we had time to rethink our strategy. We had spent 

two years developing this software getting it ready for market. We had developed a lot of 

expertise and knowledge in that area and developed staff and here we were facing the 

situation about being worried whether we had missed the boat to commercialize this 

software. 

 

Analysis: 

To start their analysis of the case, students should view the Background video clips.  These clips should 

help students grasp the following points or case facts.   

 Bob Thomas describes the company as one that focuses on solving difficult problems for clients 

using software 

 Progeny develops and sell products over the internet primarily through resellers and it 

develops custom software solutions for select clients  

 Progeny’s enterprise clients are primarily Fortune 500 and include CNN and British Airways 

 On the product side, its flagship product is Timeline Maker 

 Progeny is a small company with a core group of employees, a stable set of contractors and a 

group of advisors. 

  

Researching information sources other than the content of the cases should enable students to garner the 

following insights: (Source: Industry Canada & Statistics Canada)  

 50% of Canadian software publishers employed less than 100 employees and including 99% of 

companies located in Nova Scotia  

 Of companies surveyed, labour accounted for 46% of overall expenses of a typical software 

publisher in Canada 

 Of companies surveyed, cost of sales accounted for 15% of overall expenses for a software 

publisher in Canada 

 Software publishers account for 14% of software development and computer services firms in 

Canada in 2013.  

 Software publishers employed over 30,000 individuals in Canada in 2013 

With this information in hand students can be challenged to identify an analytic framework that will help 

them organize their thoughts.   

 Kotler (1991) suggests that Thomas can attack this challenge in numerous ways.  Strategies for 

market followers include imitation, adaptation, cloning and counterfeiting.  A summary of the 

literature by Rao (2013) suggests he could also adopt a niche strategy by focusing or 
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differentiating his product by different end users, vertical segments, customer size segments, 

geographic segments, product features, quality, price, service or channel 

Effort focused on research coupled with analysis should enable students to present a series of options.  

These can be compared to the options offered by the interviewee which are also summarized below and 

found in the Alternatives video clip. 

 Our options were to move ahead anyways, continue with the product and take it to 

market. Try to go through the brick wall. Another option was to find someone else who 

would want to acquire what we had built. A third option was to adapt what we had 

developed and try to find a different market where it would excel. 
 

The Solutions video clip offers the interviewees’ solution to the issue along with a rationale.  Highlighted 

below, this can be compared to the student response and explanation. 

 

 We decided that we needed to do some more market research. We needed to understand 

what was going on in the market and what the customers wanted. So we went out and we 

actually talked to customers and major influencers in the market to understand it and 

develop a clear picture of what the best option was for us.  In terms of trying to sell our 

new product at the time, we were a new company and we were up against some major 

competitors. So that did not seem to make a lot of sense.  Brute force, unless you have 

deep pockets is not the best option.   Selling our intellectual property and then let 

someone else take it to market, that is not what we are about. That did not seem like 

much fun.  Why build all this and then someone else have all the glory?  The third option 

made the most sense.  In the course of doing our market research we found that there was 

a real need for high quality charts. One of the most important things about our product is 

that we put a lot of emphasis on great looking charts.   All the competitors were lacking.  

We saw that as an opportunity. A niche that we could jump in. We were pretty much 

ready. We just rethought our strategy. Instead of creating a product that would compete 

head on with everyone else, we developed a product instead that was a companion to 

everyone else. We went on to collaborate and develop partnerships with all the other 

companies in that industry.  
 

SUGGESTED COURSES 

 

We suggest that this case would be suitable for a number of courses. These courses include: 

 

 Marketing 

 Entrepreneurship 

 Innovation 

 

ADDITIONAL RESEARCH 

 

The case offers students opportunities to undertake interesting additional research.  

 

Students may want to delve deeper into how managers make decisions. Classic approaches to decision 

making include works by Cyert and March (1963) and Tversky and Kahnemann (1974).     
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Students interested in learning more about the industry in general might make use of numerous online 

information sources some of which are noted below.  

 

 Entrepreneurial Insight http://www.entrepreneurial-insights.com/how-to-launch-new-product/ 

How do launch a product 

 Industry Canada   http://www.ic.gc.ca/eic/site/cis-sic.nsf/eng/home?Open&src=mm2 
Canadian Industry Statistics  

 Industry Canada http://www.ic.gc.ca/eic/site/pp-pp.nsf/eng/home   Financial Performance 

Data 

 Statistics Canada  http://www.stat.go.jp/english/info/meetings/vg2013/pdf/paper22.pdf  Mini 

Paper on Turnover Output For Software Publishers in Canada 
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