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Liz Claiborne: The US Apparel
Retailer’s “Three-M’s” Strategy

STRUCTURED ASSIGNMENT (SA)

SA has a set of logically sequenced questions based on a specific case study. These
questions are meant to enhance the logical and analytical skills of the students. Students
are advised to attempt a SA only after they have acquired a reasonable conceptual
understanding as indicated below.

Structure of the Structured Assignment

Section Title of the Section Number of
Questions

I Apparel Industry’s Changing Dynamics and CSFs 6

II Liz Claiborne: The US Apparel Retailer’s Rise and Fall 4

III Three-M’s Strategy vs Multi-price-point-brands Strategy 2

PREREQUISITE CONCEPTUAL UNDERSTANDING

(a) Value chain of apparel retailers

(b) Trends in the US apparel industry

This structured assignment was written by Vineetha Ravipati, under the direction of Rajendar Singh Rathore, IBSCDC. It was prepared to
accompany the case ‘Liz Claiborne: The US Apparel Retailer’s “Three-M’s” Strategy’.

© 2007, IBSCDC.
No part of this publication may be copied, stored, transmitted, reproduced or distributed in any form or medium whatsoever without the
permission of the copyright owner.
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Grade Awarded / Marks Awarded :

Remarks :

Signature :

Date :

INSTRUCTIONS TO THE STUDENTS

This assignment should accompany the case on Liz Claiborne: The US Apparel Retailer’s “Three-
M’s” Strategy developed by IBSCDC.

• The learning from this SA can be enriching if it is attempted after having a prerequisite
understanding of concepts outlined in the previous page

• Start working on this assignment after carefully going through the case and grasping the
significant aspects of the case, including the ‘central dilemma’

• Refer to the case as often as needed, when you are working on this assignment. This is an
“open book” assignment

• Write your answers in as much detail as possible. Do not write cryptic or too brief answers
in telegraphic language

• Attempt to answer all questions in all sections

• For a few questions, there may neither be ‘one’ answer nor a ‘correct’ answer. Therefore,
give your analysis and logic wherever required. Develop your answers in an integrated
manner drawing from your complete understanding of the case

• Use extra sheets, if necessary

• The time limit for completing the assignment and the weightages assigned to each section
in this SA for the purpose of grading will be announced by the instructor.
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Apparel Industry’s Changing Dynamics and CSFs

1. Discuss the value chain of apparel industry. Critically evaluate the components of
value chain, and discuss whether companies should outsource or produce in-house.
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2. Highlighting the outsourcing trends in the apparel industry, discuss the impact of
trade regulations on the global textile and apparel trade.
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3. Using Michael E. Porter’s five forces model, do an industry analysis on the US
apparel industry?
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4. “Just when you think you’ve figured out exactly what your customers want, everything
changes – sometimes overnight.”a (page 3, para 4 of the case study). In the light of
this statement, discuss the various challenges to the apparel industry, due to changing
consumer preferences. So, what strategies did the apparel companies adopt?

a “Trends analysis”, http://www.highbeam.com/doc/1G1-60377448.html, March 15th 2000
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5. “… the US apparel industry encountered changing trends that include consolidation,
diversification, pressure to minimise time to market and quota driven sourcing.” (page
5, para 3 of the case study). Discuss the trends affecting the US apparel industry.
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6. Based on your analysis for the previous questions, identify the various critical success
factors in the apparel industry.
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Liz Claiborne: The US Apparel Retailer’s Rise and Fall

7. “In 1977, Liz Claiborne had sales of $2.6 millionb , by 1980 its sales increased to
$79.5 million and the net income grew to $6.2 millionc .” (page 6, para 6 of the case
study). Discuss the growth of Liz Claiborne, and analyse the reasons behind its initial
remarkable success.

b Guzzardi Walter, “THE NATIONAL BUSINESS HALL OF FAME”, http://money.cnn.com/magazines/fortune/fortune_archive/1990/03/12/73165/index.htm, March 12th 1990
c Mayo Anthony J. and Benson Mark, “Liz Claiborne and the New Working Woman”, Harvard Business School (Case Study), Harvard Business School Publishing, March 23rd

2007 [Ref. No.9-407-060]
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8. Conduct SWOT analysis for Liz Claiborne.
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9. “In 2006, Liz Claiborne’s revenues further declined when compared to most of its
competitors.” (page 9, para 1 of the case study). Highlighting the industrial
downtrends, discuss and analyse the various reasons for Liz Claiborne’s falling
revenues.
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10. William McComb opined, “This a big-picture conversation. There is a major change
in channel dynamics. Neiman’s doesn’t want to carry what Bloomingdale’s carries.
Penny’s and Kohl’s are in bitter battle. They all think they can press the vendor
world for exclusives.”d (page 10, para 1 of the case study). How did the changing
dynamics in the retail industry scupper the sales of Liz Claiborne? Discuss the various
strategies that were resultantly chalked out.

d Dodes Rachel, “Liz Claiborne’s Unexpected Stumble”, The Wall Street Journal, May 3rd 2007, page 29
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Three-M’s Strategy vs Multi-price-point-brands Strategy

11. Paul R. Charron, former CEO of Liz Claiborne, said, “Our multi-brand, multi-
channel, multi-geography portfolio helps to protect shareholder value by giving us
the flexibility to address trends in distribution and changes in consumer behavior.”e

(1st introductory quote of the case study). Highlighting the various benefits of the
Three-M’s strategy, discuss whether Liz Claiborne – through this strategy – will
succeed in turning around its fortune?

e “Liz Claiborne Inc”, http://media.corporate-ir.net/media_files/NYS/LIZ/reports/ar_2003.pdf
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12. Discuss about the multi-price point brand’s strategy followed at Phillips-
Van Heusen. Make a comparative analysis of the ‘Three-M’s strategy’ and
‘multi-price-point-brands’s strategy’. In your opinion, which strategy is
better?


