[.earn from the best

Bring the best teaching and learning tools to your classroom
with the HBP Student Success Package.

Made up of two essential components - HBS Select Case
Study Collection and Core Curriculum - the HBP Student
Success Package prepares students to solve real-world

business problems with critical thinking and creativity.




Methodology for using case studies

The HBS Select Case Study Collection provides more than 2,000 Harvard Business School case studies. Each case
study delivers immersive real-world business and corporate scenarios to help students examine issues related to

the dynamics of business and society, navigate changing workplaces, and manage teams, personal decisions and
career growth.
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LISA MAZZANTI

All my ideas just sort of come. I don’t know how to expl ifive I think. [. . .] I have been
immersed in the dustry for nearly 30 years, loving day. Whether I'm doing Apple or
Target, you're imme i try — you're reading, y Hou'r 1g. Through that you're
forming your on. It's not like you go out and go study something and go, “What am I going to do?” You
just kind of have an instinct for this stuff.

— Ron Johnson, CEO of |.C. Penney, January 2012*

In April 2013, Ron Johnson (HBS ‘84), an acclaimed retailer respected for his innovation and
success in shaping the retail image of Target and Apple, stepped down as CEO after just 18 months at
Plano, Texas-based J.C. Penney, once the largest chain of department stores in the country. Brought in
on November 1, 2011, as the company reported a third-quarter loss of $143 million, investors had

How do you use case studies in the classroom?

I ET T

Faculty should select materials Faculty can divide students into Both faculty and student groups
for case studies. Students should groups to discuss dilemmas will analyze and evaluate the final
read the case, identify the in the case and collaborate on decisions together to determine
problems, and formulate their potential solutions. the best solutions to the problem
own opinions for a solution. presented.
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Core Curriculum Readings

Core Curriculum offers 76 readings authored by faculty at Harvard Business School. Each one includes a Teaching
Note document to help instructors gain insight into the case. In addition, each reading provides related course
materials, 35-question test banks, practice questions, video clips, and interactive illustrations to enhance student

comprehension of specific topics.

How do you use Core Curriculum in the classroom?

Before Class After Class

Faculty can assign core curriculum Faculty can take advantage of the Faculty can assign additional
readings to students as pre-class sidebar and questions to explain questions to students for both
materials. Students can prepare and guide students. Interactive group discussion and individual
for an in-class discussion on the illustrations enhance student research.

concepts covered. comprehension of key topics.
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—-— Videos demonstrate best practices from

industry leaders as well as Harvard Business
School faculty.

The purpose of gathering information is to make better decisions.”” When launching new
ventures, major marketing and selling decisions include:

* Determining customer identification criteria

« Assessing transaction costs
* Segmenting rather than partitioning customer opportunities

+ Understanding transaction versus relationship buyers.

In turn, clarity about these decisions is essential for tailoring marketing strategies that
target customer groups and avoiding the pitfalls and expense of indiscriminate selling

What Is a Business Model?
A venture's business model is an interconnected set of choices affecting how the enterprise
H H H H provides unigue value to customers—and how it will design its own and its partners’ activities
S I d e ba r a n d P ra Ctl Ce q u eStI O n S: Q u Ic kly to deliver that value while earning a profit. Savvy entrepreneurs design and continually adapt
their sales and marketing activities in ways that align with their business model, making
understand the business concepts and T

1 Customer value proposition. What unmet needs will the venture address? What kinds of
customers will the company target? What features will distinguish the product or service

fO u n d a t| O n a | fra m EWO rkS . the entrepreneur wants to offer?

2 Operations. What activities will be reguired to develop and preduce the venture’s
offering? Where will these activities be performed—inside the organization or within
partner, supplier, or customer organizations? What specific units or individuals will

INTERACTIVE ILLUSTRATION 1 Customer Profitability
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Interactive illustrations highlight different
business topics and key foundational concepts.




You may also be interested in:
Harvard Business Review E-Book Subscription Collection
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Access more than 600 e-books published by Harvard Business Review Press. The collection also
includes more than 400 monographs and newly published e-books as well as seminal works
with more than 150 article compilations with foundational articles from the HBR Classics series.

Business Subjects Covered:

* Business Communication + Leadership & Management
+ Career Development + Marketing

+ Decision-Making & Problem Solving + Organizational Behavior

+ Economics + Personal Success

* Entrepreneurship + Skill Development

* Finance + Strategic Planning

* Human Resources & Personnel Management

OO 0O0OO0O0O00Oe OO0 000O00eo o
OO OO0 0O0O000O0O00O0O0eo oo
ONOON NONOCHONOIOION I INONOIOIOIOIOINO

www.ebsco.com/products/research-databases/harvard-business-publishing-resources

Harvard

Business
Publishing
Education




