
 

Course Syllabus 
 
MGT 492H1 Sections L0101, L5101 
INTRODUCTION TO STRATEGIC MANAGEMENT 
SPRING 2005 
 
L0101 meets Monday 4-6pm, WO 20 
L5101 meets Monday 6:30-8:30, WO 20 
 
 
Instructor:  Mara Lederman 
Office:   RSM 555 
E-Mail:    mara.lederman@rotman.utoronto.ca
Phone:   416.946.0196 
Office Hours:  Tuesday 2-4 
 
TA:   Nan Jia 
E-Mail:   nan.jia@romtan.utoronto.ca

 

Course Scope and Mission 
MGT492 will introduce you to the basic concepts, frameworks and methodologies useful to managers 
in crafting and executing business strategy.  The course focuses on the fundamental conditions that 
enable a firm to conceive, develop, and sustain a superior strategic position.  We will introduce and 
apply analytical tools that will help you identify and systematically assess (1) the various 
environmental forces acting upon a firm; (2) a firm’s internal source of competitive advantage; (3) 
the likely behavior of a firm’s rivals (and the ways in which a firm can influence its rivals’ behavior); 
and (4) the long-run sustainability of a firm’s competitive advantage.   We will also briefly discuss issues 
relating to the boundaries of the firm. 
 
The ultimate goal of this course is to improve your decision-making capabilities through the acquisition 
and internalization of strategy tools and through active discussion and debate with peers.  The 
emphasis of the course, and particularly of class discussion, is on rigorous thinking and learning rather 
than finding the “right” answer. 
 

Required Readings 
1. Strategy and the Business Landscape, Second Edition (paperback), by Pankaj Ghemawat. 
2. Case and readings package.   
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Evaluation and Grades 
 

Class Participation 15% 

In-Class Midterm Exam (individual) 20% 

Assignment Question Hand-in (group) 10% 

Case Project (group) 20% 

Final (individual) 35% 
 
 
Class Participation - 15% 
This class is highly interactive.  Regular attendance and class participation are therefore a critical part 
of this course.  If you are looking for a class where you can sit quietly for 13 weeks while the professor 
lectures, this is not that class.  While I do not want to discourage anyone from taking this course, I do 
want to emphasize that regular class participation is absolutely necessary for two reasons.  First, class 
participation accounts for 15% of your grade.  If you do not regularly participate, it will be virtually 
impossible for you to achieve a high grade in this course.  Second, this class is almost entirely case-
based.  While I will frequently give short lectures, the majority of our class time will be devoted to case 
analyses which are taught through interactive discussions (I do not prepare lectures on the cases).  
Trying to lead an interactive case discussion when only two or three students have prepared the case 
is an incredibly frustrating experience.  Therefore, if there is insufficient discussion surrounding any 
particular case, I will simply cancel that case discussion.  Note, however, that you will still be 
responsible for the material covered in that case. 
 
You are expected to come to each class prepared to participate actively in the class discussion.  
While I prefer voluntary class contributions over “cold calls”, I will occasionally call on students to 
answer particular questions.  It is my hope that our class can serve as a “riskless” environment in which 
we all feel comfortable testing new ideas and pushing the boundaries of our thinking.  I know that 
some of you might be shy or uncomfortable speaking publicly.  Unfortunately, you are still expected 
to actively participate in class discussions.  But, if you do fall into this category, please come see me 
early in the term and we will work together to come up with ways to facilitate your participation.  
 
So how should you prepare for class?  Most classes will cover both a theoretical reading and a case.  
For theoretical readings, you should be prepared to outline the topic that the reading addresses, 
describe its central points and offer your critical analysis of them.  For cases, you should be prepared 
to set forth the core challenge facing the case protagonist(s), offer an assessment of the situation 
and lay out a clear and persuasive course of action.  You should also be able to draw links between 
the theoretical reading and the assigned case.  The detailed class schedule attached to this syllabus 
provides assignment questions for each case that we will cover.  You should use these questions to 
guide your case preparation; they will help you focus your case preparation on what I consider the 
most important and interesting features of the case. 
 
Class participation will be graded using the following criteria: 

• Relevance: Are your comments clearly related to the case and to the comments of 
others? 

• Advancement: Do your comments move the class discussion forward or simply reiterate 
points that have already been made? 

• Support: Have you used specific data from the case, from the readings or from your 
personal experiences to back up the assertions that you are making? 

• Clarity: Are your comments succinct and understandable? 
• Quantity: DO you participate on a regular basis? 

 



 
 In-Class Midterm Exam - 20% (individual) 
An individual in-class midterm exam will take place on Monday, February 13, 2006.  This will be an 
individual, closed-book exam.  It will not be case-based.  I will provide information on the structure of 
the exam in advance of the midterm date.   The midterm will be graded and returned to you by 
Monday March 6, 2006. 
 
Assignment Question Hand-in - 10% (group) 
There are two group components to your grade in this course.  Please form groups of 4-5 students by 
the second week of the class.  If you do not have a group, please let me know ASAP and I will help 
you find one. 
 
Once during the semester, your group must write up (in sentence form) and hand-in answers to the 
assignment questions for a particular week’s case.  These are to be handed in at the start of the class 
in which the case is being discussed.  It is up to your group to choose the case that you wish to 
prepare.  You may want to choose a case that (a) that relates to an industry, firm or issue that you 
find particularly 1interesting; and (b) helps balance your work load from your remaining courses.  One 
advantage of choosing a case towards the beginning of the term is that it is more likely to be graded 
and returned to you with feedback before the midterm.  Your hand-in should be no more than 7 
pages (typed double-spaced).  In previous years, the hand-ins were generally in the range of 5-7 
pages (typed double-spaced).  You do not need to inform me in advance of which case you wish to 
write-up but note it is your responsibility to make sure that you have completed this assignment by the 
end of the term.  I will not be “policing” it.   
 
Note that the classes on Monday, March 20 (we have a class guest) and Monday 27 (there is no case 
that day) cannot be used for case hand-ins.  Please plan accordingly. 
 
Case Project - 20% (group) 
There will be a group case-based project that is due at the beginning of class on Monday, April 10, 
2006.  This project will be based on a case and assignment that I provide to you at the end of class on 
Monday, January 23, 2006.   
 
Final Exam - 35% (individual) 
There will be a closed-book 3 hour individual final exam scheduled during the exam period.  I will 
provide you with information on the structure of the exam on the final day of class. 
 
 
Attendance of Other Section 
I teach two sections of this class on Mondays - 4-6 pm and 6:30-8:30 pm.  It is my preference that you 
attend the section in which you are registered as this helps ensure two balanced classes of 
approximately 50 students.  If necessary, however, you may attend the other section (each section 
will cover the exact same material).  Note, that should attendance in any section be greater than the 
capacity of the class room, priority (i.e.: seats) will be given to those students registered in that 
section.   
 

Missed Examinations/Assignments 
There will be absolutely no extensions given on the case project.  Projects not handed in at the start of 
class on Monday, April 10, 2006 will not be graded.  There will also be no extensions given on the case 
hand-in.  Groups who have not completed the case hand-in by the final week of class will be given a 
zero on this assignment. 
 
Missed midterms will be accommodated only if they are missed for medical or family emergency 
reasons.  If you miss the midterm for either of these reasons, you must provide me with appropriate 



documentation.  Once you do, I will allocate the 20% of your grade that would have been 
accounted for by the midterm to your final exam.  Your final exam will then account for 55% of your 
final grade.  There will be no make-up midterm exams. 
 
Missed finals must be dealt with through your College Registrar. 
 

Academic Misconduct 
Students should note that copying, plagiarizing, or other forms of academic misconduct will not be 
tolerated. Any student caught engaging in such activities will be subject to academic discipline 
ranging from a mark of zero on the assignment, test or examination to dismissal from the university as 
outlined in the academic handbook. Any student assisting in such misconduct will also be subject to 
academic penalties. 
 
 
 



WEEK-BY-WEEK CLASS SCHEDULE WITH READINGS AND ASSIGNMENT QUESTIONS 
 
Class 1 - Course Introduction - January 9, 2006 
 
Readings: 
• Optional: Ghemawat, chapter 1 
 
Case: 
None 
 
Assignment Questions: 
None 
 
___________________________________________________________________________________________ 
 
Class 2 - Industry Analysis I - January 16, 2006 
 
Readings: 
• Ghemawat, chapter 2, pp. 17-31 
 
Case: 
• The Offshore Drilling Industry 
 
Assignment Questions: 
1. What does the supply curve in the offshore drilling industry look like? 
 
2. Why does the offshore drilling industry experience such severe cycles in rig dayrates and 

profitability?  What determines how low prices fall in downturns?  What determines how high 
prices rise in upturns?  

 
3. Page 10 of the case tells you that dayrates for inland barges have held steady while average 

dayrates for jackups and deepwater semis have fallen by about 50% and 10%, respectively.  
Why do you think barge rates have been so much more stable than jackup or deepwater semi 
rates? 

 
4. Is offshore drilling an attractive industry (Use the Five Forces)?  Are some segments more 

attractive than others?  Why? 
___________________________________________________________________________________________ 
 
Class 3 - Industry Analysis II - January 23, 2006 
 
Readings: 
• None 
 
Case: 
• Cola Wars Continue: Coke and Pepsi in the Twenty-First Century 
 
Assignment Questions: 
1. Is the concentrate business attractive? (Use the Five Forces) 
  
2. Is the bottling business attractive? (Use the Five Forces) 
 
3. What have been the “weapons of war” in the cola wars?  Who has gained or lost the most from 

the cola wars? 



 
4. Why do you think concentrate producers want to vertically integrate into bottling? 
 
___________________________________________________________________________________________ 
 
Class 4 - Creating Competitive Advantage I - January 30, 2006 
 
Readings: 
• Ghemawat, chapter 3, pp. 44-54 
 
Case: 
• Wal-Mart Stores in 2003 
 
Assignment Questions: 
1. Compare the recent financial performance of Wal-Mart’s Discount Store business in the U.S with 

competitors Kmart and Target (see Exhibit 5 and discussions in the text).  What do the 
differences imply about Wal-Mart’s strategy relative to these two other firms? 

 
2. What accounts for Wal-Mart’s assent to leadership in the discount retailing of nonfood 

merchandise?   
 
3. Much of Wal-Mart’s growth between 1997 and 2000 appears to have come through their 

expansion into discount retailing of food, via Supercenters.  Why have Supercenters unlocked so 
much additional value for Wal-Mart?  Can you reconcile your assessment with the estimates in 
Exhibit 12?  

 
4. Do you think that Wal-Mart’s superior performance in its core U.S business is sustainable?  What 

threats does Wal-Mart face? 
 
___________________________________________________________________________________________ 
 
Class 5 - Creating Competitive Advantage II - February 6, 2006 
 
Readings: 
• Ghemawat, chapter 3, pp. 55-65 
 
Case: 
• Husky Injection Molding Systems 
 
Assignment Questions: 
1. Why has Husky been so successful in the period prior to the recent problems? 
 
2. Are Husky’s injection molding systems worth the premium price the company charges? Be 

precise.  
 
Hint: To calculate the value of a Husky system, try to figure out how much it would cost to make as 
many preforms as a Husky PET Preform System can make in a year, but with a competitor’s system. 
You may be tempted to calculate the cost per preform with a Husky system vs. a competitor’s system. 
It is easier, however, to take the injection molding system - not the preform - as your unit of analysis. 
 
3. What has caused Husky’s current difficulties? 
 
4. How should Schad and the company respond?  
 



___________________________________________________________________________________________ 
 
Class 6 - In-Class Midterm Exam - February 13, 2006 
 
___________________________________________________________________________________________ 
 
Class 7 - Anticipating Competitor Dynamics I - February 27, 2006 
 
Readings:  
• None 
 
Case: 
• Du Pont’s Titanium Dioxide Business 
 
Assignment Questions: 
1. Is Titanium Dioxide an attractive industry?  (Use the Five Forces) 
 
2. Does Du Pont have a competitive advantage in this industry?  If so, what is the source of its 

competitive advantage?  Be as specific as possible. 
 
3. What are the benefits of the “grow” strategy?  What are the risks?   
 
Hint: The case provides enough information for you to roughly calculate industry demand and 
industry supply under the two options.  This may be a useful place for you to start your analysis. 
 
4. Given your analysis in Question 4, would you recommend that Du Pont “grow”? 
 
___________________________________________________________________________________________ 
 
Class 8 - Anticipating Competitor Dynamics II - March 6, 2006 
 
Readings: 
• Ghemawat, chapter 4, pp. 69-85 
 
Case: 
• The RTE Breakfast Cereal Industry in 1994 
 
Assignment Questions: 

1. Up until the current crisis, the RTE cereal industry has been a very profitable business.  In the past, 
why hasn’t this industry attracted more entry?  Are there barriers to entry?  What are they?  Can 
you quantify them? 

 
2. Why have private labels recently been able to enter this industry successfully?  If you argued in 

Question #1 that there are barriers to entry, be sure to explain how private labels have 
overcome these barriers. 

 
3. What does General Mills hope to accomplish with its April 1994 reduction in trade promotions 

and practices? 
 
4. To what extent does the “success” of General Mills move depend on how its competitors react?  

How do you expect each of General Mills’ major competitors to react?   
 
___________________________________________________________________________________________ 
 



Class 9 - Sustaining Superior Performance I - March 13, 2006 
 
Readings: 
• Shapiro and Varian, “Networks and Positive Feedback”, chapter 7 in Information Rules (in case 

packet) 
 
Case: 
• Power Play (A) and (B) 
 
Assignment Questions: 
1. Explain the way in which the video game industry is characterized by demand-side economies 

of scale. 
 
2. Nintendo resurrected the home video game business following the Atari-era boom and bust.  

How did it do so? 
 
3. How did Nintendo come to be worth more than Sony or Nissan?  That is, how was Nintendo able 

to not only create a tremendous amount of value but also capture that value for itself as 
profits? 

 
 
Power Play (B): 
4. Why was Sega more successful than NEC in the 16-bit market? 
 
5. Why do you think Nintendo delayed introducing a 16-bit video game system? 
 
___________________________________________________________________________________________ 
 
Class 10 - Strategy in Practice: Prashant Pathak, Partner McKinsey & Company - March 20, 2006 
 
Readings: 
TBA 
 
Assignment Questions: 
TBA 
___________________________________________________________________________________________ 
 
Class 11 - Sustaining Superior Performance II - March 27, 2006 
 
Readings: 
• Ghemawat, chapter 5, pp. 95-120 
 
Case: 
• None 
 
Assignment Questions: 
1. Think back to the cases we’ve covered this semester (Cola Wars, Wal-Mart, Husky, RTE Cereal, 

Du Pont, and Power Play).  Consider the central firm or firms in each of those cases.  For each of 
these firms, think about whether it had a competitive advantage and, if it did, what the biggest 
threat to its competitive advantage was or would be (use Ghewamat’s tetra-threat framework).  
You may also want to think about how the firm did or could protect itself against that threat.  
See Ghewamat’s example on Wal-Mart on pp. 116-119. 

 
___________________________________________________________________________________________ 



 
Class 12 - Strategy and Organization - April 3, 2006 
 
Readings: 
• Muris, Scheffman and Spiller, “Strategy and Transaction Costs: The Organization of Distribution in 

the Carbonated Soft Drink Industry,” Journal of Economics and Management Strategy, vol.1, 
no. 1, pp83-128, 1992 (in case packet) 

 
Case: 
• None, we will treat the Muris, Scheffman and Spiller reading as a case study 
 
Assignment Questions: 
1. What was driving the initial organization of bottling in the form of small local bottlers?  Why 

where these bottlers independent as opposed to owned by Coke and Pepsi? 
 
2. As a result of being independently owned, what risks did the bottlers face?  What risks did Coke 

and Pepsi face?  How did each side protect themselves against these risks? 
 
3. What factors lead to the consolidation of bottlers that took place in the 1960s and 1970s? 
 
4. What factors lead to the acquisition of bottlers by Coke and Pepsi beginning in the late 1970s? 
 
5. How does the example of the relationship between Coke/Pepsi and their bottlers illustrate the 

relationship between strategy and organization? 
 
___________________________________________________________________________________________ 
 
Class 13 - Course Conclusion - April 10, 2006 
 
Readings: 
• Gavetti and Rivkin, “The Use and Abuse of Analogies” (in case packet) 
 
Case: 
• None 
 
Assignment Questions: 
1. Come prepared to discuss the Gavetti and Rivkin reading.  In particular, think about what their 

article implies for you, having just completed a case-based class on strategy. 
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