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1 East Coast Lifestyles 2 – Teaching Note 

________________________________________________________________________________________________ 

Conor Vibert developed this teaching note to guide the use of the multimedia case entitled East Coast Lifestyles 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 @ 2014, Acadia International Executive Insight Series  

______________________________________________________________________ 
 

SUMMARY  
 
Alex MacLean, CEO of East Coast Lifestyle has, in a short period of time, built a successful business 
selling clothing internationally through an online store and in Atlantic Canada through a regional chain of 
clothing stores. He now needs to figure out how expand the business.  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  
 

• Product/Market Choice, Start Up, Retail 
 
 

 

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 help students apply two of the four P’s of Marketing, Product and Place.  

• To build on student’s knowledge of the retail apparel industry 

 
1 The Author wishes to thank Alex MacLean for his/ 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:   
 

•  How well does the decision related to company objectives? 

•  What trends or environmental changes does the company need to address? 

• Would there be any new regulations and standards to abide by with growth and expansion? 
 
CASE ANALYSIS 

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

• Currently we have two different ways of selling our clothing.   We have our online store 
where we sell products all over the world every day.   We have our retail locations, 
Pseudio, that sell our clothing through 30 different locations in the Maritimes.  It is going 

very well at the moment but we are really trying to figure out how to grow the brand and 
how to expand. So the whole brand is important to me because I am passionate and I am 

from Nova Scotia. And I really feel that this brand can mean a lot of anyone who loves 
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the East Coast.  Whether you are from Newfoundland or from Florida, you will be really 
proud to where East Coast Lifestyles clothing. 

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.   

• East Coast Lifestyles is new company conceived and started in a university class 

• The company sells shirts, ball caps, hoodies and sweat shirts online and through a small retail chain 
in Atlantic Canada 

• Sales revenues and units sold are beyond the wildest expectations of the founder and have grown 
quickly and dramatically 

• The company does not produce the shirts itself. It depends on outside contractors to do so.  

• The founders is making extensive use of social media to promote his line of products 

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

•  In 2011 apparel manufacturing accounted for 29.7% of exports (Industry Canada). 

•  Apparel and textile products are regulated by the Textile Labelling Act, as well as others in Canada 
(Canadian Apparel Federation). 

•  “Having stores dedicated to a single brand gives a company control over a line's image and 
identity,” (Value Line). 

•  “A broader product line may be called for even with optimistic forecasts for present products,” 
(Ansoff). 

• “ For many growing businesses, a key decision is whether to bring in outside investors to provide 
the equity needed to underpin further expansion.” (Info Entrepreneurs) 

With this information in hand students can be challenged to identify an analytic framework that will help 
them organize their thoughts.   

• At the time that this case was East Coast Lifestyles was three months old.  Alex MacLean sold his 
products online and through a regional clothing store chain. In simple terms he sold one product 
line into one market.  This presents an excellent opportunity for instructors to guide students 
through an analysis of the situation using Ansoff’s product/market matrix. Students can be asked 
to think of four possible growth strategies for this company with each being defined in terms of 
existing and new products and markets. Thus, options would include  market penetration, 
diversification, market development and product development. 

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 alternatives are that we could increase our social media efforts and target new areas 

that we have not reached yet such as Alberta, Ontario and the U.S. We could find new 
malls that are in our region that Pseudio is not in and increase the number of stores. We 
could find new store locations to carry the brand that are in other areas such as Atlantic 
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Canada, Western Canada or the U.S. Or, we could keep things fresh with our current 
markets and keep upgrading our products in Pseudio and online. 

 
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. 
 

• So the plan for East Coast Lifestyles future is to grow the brand everywhere. We are 

going to focus first on North America down the East Coast and then also in West in 
Alberta where are the East Coast people live. 
 

SUGGESTED COURSES 

 

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

• Marketing  

• Entrepreneurship 
 

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 industries in general might make use of numerous online 
information sources some of which are noted below.  
 

• Canadian Apparel Federation. http://www.apparel.ca/, Includes Apparel, Retail and Supplier 
Directory 

• High Beam Business, http://business.highbeam.com/industry-reports,   Industry Overviews 

• Industry Canada, http://www.ic.gc.ca/eic/site/026.nsf/eng/h_00070.html  Apparel Industry Profile 
- 2010 - 2014 

• Plunkett Research, http://www.plunkettresearch.com/,   Industry Overview 
• Value Line, http://www.valueline.com/Stocks/Industries.aspx,   Industry Overviews 
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