
© Matt Morris.  This case is fictitious.  People names are random. 
GardenRemote is a tech start-up founded in 2013 by Lorna Melara 
and Theodore Chambers.  
 
It all started in Starbucks in Uptown Waterloo in late 2012.  Lorna 
Melara and Theodore Chambers got together for their weekly 
coffee and banana bread to talk shop.  Both were successfully 
progressing in their careers.  Lorna was a Marketing VP at a RIM and was responsible for a unit that had 140 
employees.  Theodore was a senior Staff Manager at OpenText.  But they both dreamed of running their own 
start-up.  They finally had an idea they wanted to launch.  In early 2013 they decided to do some 
bootstrapping and launch GardenRemote.  

 
The concept was to develop and launch a retail product that 
would allow the user to control the watering of their vegetable or 
flower garden from their iPhone.  The product involved two parts:  
1) An iPhone application and 2) A battery powered device 
attached to an outside house tap that could turn water on and off 
given instructions from a web-linked iPhone.  The water would 
flow through buried hose that would have break off spigots aimed 
at key parts of the garden.  See sketch at end of case.  The hoses 
and spigots have been readily available for some time now from 
many competing manufacturers.  GardenRemote has no interest 
in this part of the business.  Their focus is the application and tap 
connected device.  
 
They are also currently trying to perfect an add-on to the product.  

The idea is to make a video camera that would allow the garden owner to view their garden from their 
iPhone.  Serious gardeners could check their garden when away from home.  If it looked dry they could turn 
on the water for a selected period of time.  They could even watch the water spraying onto their precious 
plants.  This part of the business involved designing the video camera/base as well as the additional software 
to manage it. 
 
They hired key personnel necessary for success, being very careful to select people that matched the work 
hard and play hard culture they were trying to foster.  Their office was in a ground floor 600 square foot unit 
of the Seagram Lofts in Waterloo.  
  
Current status:   
Since start-up Theodore’ team has turned over 5 
programmers.  Sales are currently low as the product just 
recently launched.  Cora and her sales people are pushing the 
concept to retailers in hopes of building relationships and 
eventually getting the product on store shelves.  Currently, 
they have convinced TSC to stock the product.  Many 
retailers say the device/application will be marketable once it 
ships with the video feature.  Cora and her team are currently having a tough time breaking through without 
the video feature.  A buyer from Wal-Mart provided this detailed analysis in rejecting the product placement 
with their company:   



 
“Why would I need to use my iPhone to turn the water on and off—I can just turn on the tap or use a 
competing product that executes a predetermined schedule of watering.  I can program, right into an 
existing (competing) device, the length of the watering cycle and how many days I want between watering.  
That’s all customers want.  But once you get that video thing going, let us know.  I think that would be a 
winner for the serious gardeners.  In fact I think you’ve missed the real market here for the video camera.” 
 
Separately, Lorna has become concerned with Philip as he has been 
pestering her about cash flow.  He keeps talking about burn rate.  
She has been working 70 hour weeks mainly on business strategy, 
marketing strategy, product design, channel design, supply chain 
issues and a myriad of other general management issues such as the 
constant hiring of U of W and Laurier co-op students.  She feels the 
pressure but knows that running a start-up, or any business for that 
matter, is stressful.   
 
Theodore and his programmers think they have the software working for the main unit (now starting to ship).  
But programmer turnover has reduced their confidence that the app is bug free.  So many people have 
touched the code it’s starting to look like spaghetti.  But the marketing team really put on the pressure to ship 
which led to the decision to begin production.  So far Landon and his team are receiving about 10 phone calls 
per week from users either confused about how to program the unit or irate because the unit is not working 
properly.  In one case Ethel said that a 1 hour watering cycle turned into 24 hours which resulted in her 
begonias getting drenched.  She hopes they will recover.   
 
The programming for the video component is ‘going well’ and is currently seen to be at 40% completion.   
 
 
Stephen Layton has been working to bring a reliable, attractive and 
cost effective product to market.  Some competitive products are on 
the market but nothing can be controlled by an iPhone.  The main 
unit that attaches onto the tap is now in production and starting to 
ship, but the video device still needs perfecting.  A big challenge is to 
come to a final decision on the design of the video unit.  He wishes he 
could just hold the final product in his hand.  His co-op student was 
great with CAD-CAM but then 
had to go back to class.  The 
new co-op student has not 
been as skilled.  He finds it a 
challenge to design the 
physical video product while 
co-operating with Theodore 
and his team who have to 
produce the required 
software. 

Existing 'manual' product sold by 
others.  No iPhone type function.  
Just a big dial to select length of time 
and on/off pattern. 



The organization:  Colours show reporting. 
1. Lorna Melara:  President, CEO 

a. Cora Petras:  Vice President Sales  

b. Manahil Yan: Administrative Assistant.  General office duties.  

c. Philip Moffat:  Administration. Payroll and general office duties. 

d. Co-op Student:  Business process.  Projects as created by Philip. 

e. Landon Mitchell:  Inbound Manager.  All inbound calls and questions about the product.  Also 

development of telephone support plan once volumes increase.  

f. Brady Vo: Inbound Specialist.  Handles inbound calls regarding the product. 

g. Joceline Karabasic: Inbound Specialist (currently part time but wants more hours).  Handles inbound 

calls regarding the product.  

h. Kaleel Garling: Sales Manager.  Overall strategy to approach the retail market.  

i. Erica Weltner:  Salesperson.  Visit potential retail stores and build relationships. 

j. Christina Kresky:  Salesperson. Focus on the trade show market and other promotional 

opportunities. 

 

2. Theodore Chambers:  Chief Technical Officer (CTO) 

a. Milos Slough:  Vice President Customer Experience 

b. Mallory Balfour: Systems Engineer 

c. Kirk Dyson: Programmer 

d. Sara Crichton:  Senior Programmer 

e. Co-op Student :  Programmer 

 

3. Stephen Layton:  Vice President Product 

a. Co-op Student : Designer 


