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1 Tusket Ford Lincoln – Teaching Note 

________________________________________________________________________________________________ 

Conor Vibert developed this teaching note to guide the use of the multimedia case entitled Tusket Ford Lincoln 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 @ 2014, Acadia International Executive Insight Series  

______________________________________________________________________ 
 

SUMMARY  

 

In this case, Marcel Pothier considers organization succession options in light of a demanding franchisor. 

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. 

 

 

KEYWORDS  

 

• Succession Management 

• Franchise 

• Auto Dealership 

 

 

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.       

• To provide students with a brief introduction to the auto retail industry. 

• To offer students an opportunity to analyze a situation using concepts that illustrate some of the 

challenges associated with organization succession. 

 
1 The Author wishes to thank Marcel Pothier for his/her support of this project. At Acadia University, thanks are in order for 

Dave Sheehan.   
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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 the annual Lincoln/Ford sales for Atlantic Canada? 

• How much profit does repair and maintenance generate for dealerships in Nova Scotia? 

• What is the population for Tusket and surrounding areas? 

 

CASE ANALYSIS 

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

• Hi, I am Marcel Pothier, I am the dealer principal and general manager at Tusket Ford. 

One of the biggest challenges for our succession was our relationship with our franchisor 

and the demands they placed on us in regards to the Lincoln facility in order for the 

succession to work. 

• The facility programs at Ford had changed at the same time that our succession 

agreement began with Ford in 2010. The facility requirements generally change every 
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fifteen to twenty years. We had done a major facility renovation about ten years ago. So 

we felt were okay for quite a while yet. They sped up the process. It created a bit of a 

problem for us. The succession had put a little bit of a drain on our capital resources to 

begin with. Lincoln was being quite inflexible with their requirements. Fortunately on the 

Ford side they were much more willing to work with us on a few things. There were 

some issues in regards to the property. We had some environmental issues. Ford was 

willing to work with us at our current location while Lincoln was not. It really created a 

situated where we were forced to act now. They were not going to allow us to postpone 

anything. In order to keep the Lincoln franchise we were going to have to make a huge 

expenses to either rebuild or renovate. As far as the succession went, it was tied into that 

as well. They were saying look, if you really want to be a Ford Lincoln franchisee you 

need to play ball with us. You are going to have to sign this agreement and do what we 

tell you. They were really holding a hammer over us when we were going through the 

succession process. We had some decisions to make. Do we keep the Lincoln franchise? 

It was very near and dear to my father’s heart. It was part of the franchise going back 

forty years. So there was some emotional attachment to the Lincoln franchise. We did not 

really want to let it go either. There were some advantages. It definitely helped our brand 

image to have a Lincoln franchise. 

 

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.   

• Critical to the success of the company has been hiring the right people 

• The customers are generally local people from the surrounding rural community. 

• A succession is in place to a son from a father who started the business in 1965 

• The business is a franchise car dealership dealing with Ford and Lincoln brands 

• The son has been with the business for over twelve years 

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

following insights: 

• Canadians are keeping their vehicles for 9.3 years on average for a light vehicle (AIA Canada) 

• In 2012, Nova Scotia reported $2.2 million in new vehicle sales and $186,629 in used car sales 

(Stats Canada) 

• In 2012 the average dealer reported to have revenues of $22.7 million with net profits of 

$500,000 (The Globe and Mail) 

• Lincoln sales in Canada dropped from 8630 units in 2010 to 5814 units in 2013, with a slow 

increase to 6819 in 2014 (Good Car Bad Car) 

• Businesses in Canada reported automotive repair and maintenance accounted for an average gross 

margin of 47% of annual revenues (Industry Canada). 

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

them organize their thoughts.   
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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. 

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. 

 

 

SUGGESTED COURSES 

 

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

 

• Management 

• Leadership 

• Franchising 

 

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).     

 

Students interested in learning more about the industry in general might make use of numerous online 

information sources some of which are noted below:  

 

• AIA Canada, www.aiacanada.com, represents the automotive aftermarket industry.  

• Statistics Canada, www.statscan.gc.ca, high-quality statistical information.  

• The Globe and Mail, www.theglobeandmail.com, Canada’s #1 weekday and weekend newspaper.  

 

REFERENCES 

A number of articles, referenced below, offer insight that might help instructors effectively explore this 

case with students. 

• http://www.aiacanada.com/document.cfm?itemid=232117&smocid=1487&isNews=1 

• http://www.statcan.gc.ca/tables-tableaux/sum-som/l01/cst01/trad38d-eng.htm 

• http://www.theglobeandmail.com/globe-drive/news/cato-car-dealers-profit---but-not-as-

much-as-youd-think/article16188656/ 

• http://www.goodcarbadcar.net/2012/10/lincoln-brand-sales-figures-usa-canada.html 

• https://www.ic.gc.ca/app/sme-pme/bnchmrkngtl/rprt-flw.pub?execution=e1s3 

 

 

 

 

 


