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Altius Inc.: The Moorfball Jersey Challenge 
 
This case illustrates the challenge faced in managing a profitable presence in an emerging market for a product 
that has a high emotional connect with the audience, but one that is not translating to sales. All brand names, 
logos, country names, name of sport, etc., have been masked. The history of the sport in the fictitious country is 
fictional to help establish the flow of the narrative in the case. 
 
The case may be used to demonstrate multiple facets of Marketing: 

a) in a course on Marketing Strategy to illustrate the planning process in setting marketing strategy,  
b) in a Sports Marketing course to illustrate management of a sports brand, 
c) in the Pricing module of a Marketing Management course, or in an elective on Pricing to understand 

the various types of pricing and pricing research, 
d) in a module or session where the focus is understanding consumer behaviour in emerging markets.  

Given the scope of the case, its use is suitable for a class comprising post-graduate level students or for 
executive education. 
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Altius Inc.: The Moorfball Jersey Challenge1 
 
In early 2008, Rob Kale, COO of the Altius Inc.’s Lululand Office was grappling with a challenging problem. 
Altius Inc., kit sponsor for the Lululand Moorfball team, had sold only two thousand pieces of the replica 
Lululand Moorfball team jersey over a span of two years. This was worrying give that Moorfball was to 
Lululand as Football is to Brazil, and the number of Moorfball-crazy Lululanders supporting the Lululand 
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Moorfball came to the shores of Lululand with the arrival of the Europeans who subsequently ruled over 
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The Distribution Option 
Altius was a premium brand with a footprint limited to its stores, which numbered on average to one store per 
city. The online presence through its website would be limited in its reach to people with access to the internet 
and thereafter to the willingness to purchase online, both of which were low in 2008 for Lululand. Retail costs 


