
Business Case Study for MBA Students 
 

Introduction 

EcoWear, an emerging sustainable fashion brand, aimed to penetrate the highly 

competitive market of eco-friendly apparel. Facing challenges in scaling 

operations and positioning its brand effectively among 

environmentally-conscious consumers, the company sought innovative 

strategies to increase its market share and brand recognition. 

Problem Statement 

Despite having a unique value proposition of producing 100% sustainable clothing, 

EcoWear struggled with limited brand visibility and market penetration compared 

to established competitors. The challenge was to enhance brand recognition and 

increase sales while maintaining its commitment to sustainability. 

Analysis 

A detailed market analysis was performed, which included consumer behavior 

studies, competitive analysis, and supply chain evaluation. The findings indicated 

a growing market for sustainable products but highlighted that EcoWear's 

marketing strategies were not adequately aligned with its target demographic’s 

preferences and buying behaviors. Additionally, supply chain inefficiencies were 

causing higher production costs and impacting pricing strategies. 

Proposed Solutions 

1.​ Enhanced Digital Marketing Campaign: Utilize social media platforms and 

digital marketing to reach a broader audience. Focus on storytelling to 



communicate the brand's mission and the environmental impact of 

sustainable clothing. 

2.​ Strategic Partnerships: Collaborate with well-known eco-friendly brands 

and influencers to increase brand credibility and reach. 

3.​ Supply Chain Optimization: Revamp the supply chain to reduce costs by 

partnering with local suppliers and using technology to improve logistics 

and inventory management. 

4.​ Customer Loyalty Program: Introduce a customer loyalty program that 

rewards repeat customers and encourages referrals, further building the 

community around sustainable practices. 

Implementation 

EcoWear launched a multi-channel digital marketing campaign focused on 

educating consumers about the benefits of sustainable fashion and the brand's 

impact. They partnered with influencers and other eco-conscious brands to 

co-host events and promotions. The supply chain was restructured to include 

local suppliers, reducing the carbon footprint and production costs. A loyalty 

program was introduced, offering discounts and exclusive content to repeat 

customers. 

Results 

Within the first six months, EcoWear saw a 40% increase in online engagement 

and a 25% increase in sales. The partnerships with influencers significantly 

boosted brand visibility, contributing to a 30% growth in brand awareness metrics. 

The optimized supply chain reduced costs by 15%, allowing more competitive 

pricing and improving profit margins. 

Conclusion 



EcoWear's strategic approach to overcoming challenges in the sustainable 

fashion industry highlights the importance of targeted marketing, strategic 

partnerships, and efficient operations. This case study provides MBA students with 

insights into the practical applications of business theories in sustainability, 

marketing, and operations management, demonstrating how integrated 

strategies can lead to business success in competitive markets. 
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