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The challenge

• Application-based assignments are often forgone in large 

marketing classes due to the daunting implementation and 

assessment challenges they present. 

• One solution is to divide large classes into groups, but 

groups present their own challenges—of note, the potential 

for students to free-ride on the efforts of others. 



The solution

• The 4Ps method of case discussion was developed to 

address these issues. Specifically:

– The 4Ps method is designed to hold students in large classes 

accountable for case preparation while maintaining a high level of 

engagement during case discussions. 

– Further, the 4Ps method minimizes grading requirements for 

instructors while developing students’ writing and presentation 

skills. 



Process Overview of  4Ps Case Method

Prep

Before class

Students prepare individually by reading the case and submitting answers to the case prep questions before class begins.

Ponder

Beginning of  class

Nine standing teams of 4-5 students convene at the beginning of class to discuss their collective impression of the case, 
using the case preparation questions as fodder.

Remainder of  class

Three central questions are posed, in turn, by the instructor. After students have discussed each question with their teams, 
a representative from each of three teams is called upon to present. Thus, all nine teams present each class (3 questions 
x 3 team representatives = 9 teams). Teams and team representatives for each central question are selected at random. 

Pivot

After responses to each central question are presented and the next central question is posed, teams have the 
opportunity to discuss and pivot based on new information and insights gleaned from the previous discussion.

Present

Teams are assessed on the quality of their representative’s presented response to the central question and a follow-up 
question posed by the instructor. At the conclusion of each representative’s response, teammates are invited to contribute 
anything they feel will bolster their team’s performance.



Before class: Case prep questions (individual)



Grading (individual case prep)



During class: Central questions (team)

1. What is the key problem Calyx Flowers is facing?

2. How should Calyx Flowers segment the market, and why? 
To which segment can Calyx deliver superior value relative 
to the competition?

3. How should Calyx Flowers position itself? (Be sure to 
address the target, frame of reference and reason for 
choice.)



Grading (team presentations)



Effectiveness of  the 4Ps case method

1. Perceived and actual student learning outcomes

– 3 Qs to gauge comfort level with material (perceived)
• e.g., “I am confident in my ability to write a strategically-sound positioning statement.” 

(1 = strongly agree; 7 = strongly disagree)

– 4 Qs to gauge mastery of the material (actual)
• Multiple choice questions with correct/incorrect answers

2. Student opinions
– Open-ended comments in end-of-course evaluations

3. Time spent grading



Perceived and actual learning outcomes

F(1, 30) = 24.73, p < .001 F(1, 30) = 3.47, p = .07



Student opinions

“thoroughly enjoyed 

the cases”

“the cases were a great 

way to apply what we 

learned”

“the class involved lots of 

group work and even 

speaking in front of my 

peers; very beneficial class”



Time spent grading



Conclusion

• The 4Ps case method was developed to keep students in large 
classes engaged and accountable while minimizing the grading 
burden on instructors

• Indeed, the 4Ps method:

– Enables students to apply course concepts through stimulating case-
based discussions 

– Develops students’ writing and presentation skills

– Improves perceived and actual learning outcomes

– Is cited by students as one of the most enjoyable and valuable aspects 
of the course


