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7.6_Case stu~y _ 

Discussion 
D Calista, IMM and Reysonido sell musical instruments in Central America. Look at the 
figures and compare the three businesses. 

FY FY·1 FY·2 

IMM (M$) (M$) (M$) 

Cost of Sales 

EBIT I 2.5 i 1 2.5 

EBIT ' (1.5) I 0 1 

REYSONIDO (M$) (M$) (M$) 

' : 

EBIT i 0 i 0.6 : 1.2 

Reading 
D Read the newspaper article and answer the questions. 

1 How has Dylan achieved its impressive growth? 
2 What effect has it had on the market? 
3 Which company has adapted best to the new market leader? 

Dylan rocks instrument market 
New figures yesterday confirmed the meteoric 
rise of Dylan Instruments to number one in 
Central America's musical instrument market 
(see charts). Panama-based newcomers Dylan, 
who have modelled their business on PC direct 
sales giant Dell, have pushed former market 
leader Instrumentos Musicales Mejicanos 
(IMM) into second place. Under the charismatic 

Market share 

This year Y·1 

Others 19% 

Ca listo Calisto 
15% 18% 

Dylan 35% 
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leadership of CEO Abejundio Dylan, the firm has 
used slick marketing and aggressive discounting 
to capture market share from all its competitors. 
'We aim to have 50% of the local market in two 
years' time,' trumpets Dylan. Competitors like 
IMM, Calista and Reysonido are considering 
alliances to ensure their survival; several smaller 
players have already gone out of business. 

Y-2 

Others 24% 
Reysonido 12% 

Others 28% 

Calisto 
20% 

Dylan 27% 



Inter:net h researc 
How can smal ler 
companies compete 
with a dominant market 
leader? Search for the 
keywords "Avis: We Try 
Harder" to read about 
how Avis took on a 
giant . 

7.6 Case study • 

Listening for gist 
0 3:15 Listen to a presentation by Calista's President to the Board of Directors and list the 
company's six options in column 1 of the table. 

('(" ("(" 

Opt iO'VcS Note.s 

I C1At jobs - sv....e. sfrv.te.0~ V.S 
- wo1Aid re.d1Ace. ope.rv.t i"'?t e.xpe."'se.s blr - - - 7. 

2. - sv....e. stmte.a~ v.s 
- wo1Aid re.d1Ace. prod1Act i o'~< costs b~ _ __ 7. 
- wo1Aid i'Vccre.v.se. ope.mti"'?t e.xpe.'Vcse.s bn --- pe.r ne.v.r 

3 - "'e.xt ~e.v.r 's sv.ie.s : 
- cost o sv.ie.s wo1Aid i1<cre.v.se. to 

4- -price.: 
- v.dvv.1<tv.~e.s: 
- disv.dvv."'tv.?te.s: 

!; -price.: 
- bo1<1AS: 
- re.pv.~...e."'ts : 
- co"'"B'"'e.d sv.ie.s : 

b - se.ii o.f.t o1Ar ____ .. ___________ ..,. _________ -.... ______ .._.,.._ __________ _... _ _, 

Listening for detai l 
D Listen again and complete the notes on Calista's six options in column 2 of the table above. 

Discussion and presentation 
0 In small groups, meet as consultants to Calista's Board of Directors. 

1 Review Calista's six options, as well as your own ideas, and decide what strategy you will 
recommend. 

2 Prepare a presentation outlining your recommendations to the Board, using slides to structure 
and support your arguments. 

3 Give your presentation. Yours will be in competition with those of other groups. As Calista's 
Board of Directors, the class should ask questions and vote for the best presentation. 
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