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1. Sustainable Business Simulator 

The Sustainable Business Simulation 
allows leaders to engage with a broad 
set of decisions about their business 
each of which either directly impacts 
their value chain or indirectly 
mitigates some risk around 
sustainability. These decisions have 
immediate impact and also a longer-
term impact, which reflects the 
reality of the time needed to develop 
new capabilities and address 
capability issues. The impact of these 
decisions are instantly displayed on a 
dashboard each quarter over a 3 year 
period which shows their impact both 
on key lagging (financial) and key 
leading (non-financial) performance 
indicators. 
  

Run Sim: 
http://forio.com/simulation/ns/ken.thompson/subs1958/  

 

The simulator can be set up for any number of different scenarios and challenges where factors such 
as the business start position (maturity) can be varied as well as the ability to schedule negative and 
positive external and/or global events to start (and finish) at specific points during any simulation. 
This simulator uses short life-like talking avatar videos to create realism on the reporting of 
certain conditions and events.  

http://forio.com/simulation/ns/ken.thompson/subs1958/


2. Social Media Optimization Simulator 

One of the biggest 
challenges for any 
Enterprise today is 
Social Media 
Optimization, defined 
as "a set of methods 
for generating 
publicity through 
social media, online 
communities and 
community websites." 
The Social Media 
Optimization 
Simulator Game lets 
you instantly 'what-
if' the effects of 
different social media 
activities (blogging, 
tweeting etc) on your 
enterprise.  

  

More Info: 
http://www.bioteams.com/2009/09/07/social_media_optimization.html#more 
Run Sim: 
http://forio.com/service/netsims/ken.thompson/socmedoptsim/index.html  

http://www.bioteams.com/2009/09/07/social_media_optimization.html
http://forio.com/service/netsims/ken.thompson/socmedoptsim/index.html


3. The Discipline of Market Leaders Simulator  

The Discipline of Market 
Leaders (TDML) by Michael 
Treacy and Fred 
Wiersema (1997) equips the 
leadership of an enterprise 
with a choice of 3 strategies 
for competing in the 
marketplace - Customer 
Intimacy, Operational 
Excellence or Product 
Leadership. TDML says you 
must excel in one of these 
AND maintain minimum 
thresholds for the other two. 
Here is a little web-based 
management simulation that 
lets you to test TDML 
strategies virtually before 
betting your business on 
them!  

More Info: 
http://www.bioteams.com/2009/07/16/the_discipline_of.html#more 
Run Sim: 
http://forio.com/service/netsims/ken.thompson/TDML/index.html  

http://www.bioteams.com/2009/07/16/the_discipline_of.html
http://forio.com/service/netsims/ken.thompson/TDML/index.html


4. Virtual Enterprise Network Simulator  

This simulation 
exposes key 
dilemmas in the 
incubation stage 
of Virtual 
Enterprise 
Networks. In the 
early stages of 
development of 
Virtual Enterprise 
Networks some of 
the key leadership 
decisions may be 
counter-intuitive.  

More Info: 
http://www.bioteams.com/2007/11/23/management_flight_simulator.html#more 
http://www.bioteams.com/AManagementFlightSimulatorforVirtualEnterpriseNetworkIncubation.pdf 

  
Run Sim: 
http://forio.com/service/netsims/kenthompson/tne001_fornetsim/index.html  

This “management flight simulator” allows monthly resource allocation decisions in the areas 
of business development, member development and network development, to be 
experimented with in a risk-free environment. It offers the user immediate feedback on the 
impact of their decisions on key results outcomes – bid opportunities, contracts won, new 
members, membership base and network capital.   

http://www.bioteams.com/2007/11/23/management_flight_simulator.html
http://www.bioteams.com/AManagementFlightSimulatorforVirtualEnterpriseNetworkIncubation.pdf
http://forio.com/service/netsims/kenthompson/tne001_fornetsim/index.html


5. Local Government Simulator  

The Simulator allows you make 
annual Local Government 
Investment decisions over a 10-
year period. Each year you 
decide the % of your budget 
(which can be growing or 
decreasing as can Demand) you 
wish to invest in each of 6 Key 
Areas and decide the Strategies 
to implement each of them. Each 
key activity is effective in 
different degrees in its ability to 
provide and support citizens with 
employment and healthcare.  

  

Run Sim: 
http://forio.com/simulation/ns/ken.thompson/locgovsimdemo/  

For example Healthcare investment assists with the flow of healthy potential employees into the economy 
and also reduces the average annual sickness level (and cost) per citizen whether employed or not. Economic 
development activities increase the chances of work-seeking employees finding jobs in the region and 
improve the average regional income levels. Educational investment provides new potential employees and 
increases their chance of employment, advancement and higher salaries in local companies. Public Transport, 
Arts & Leisure and Services Investments attracts new employers and make it less likely that citizens will seek 
employment outside the region or choose early retirement.  
  
The goal is to maximize the number of citizens in employment over the 10-year period and associated 
income tax earned for the local economy. At the same time you must minimize the costs of local unemployed 
citizens and the cost of local citizen sickness in the local economy as this drains financial resources from the 
local economy! 

http://forio.com/simulation/ns/ken.thompson/locgovsimdemo/


The Sustainable Business Simulation was developed for a global  organisation as  a learning tool for staff and a 
consulting tool for customers. The  simulation enables users to work in teams  to explore the trade-offs  between direct 
Value Chain decisions  such as Sales and New Product Development and Risk Management / Corporate Responsibility 
decisions such as  Staff development and Environmental Management.   

6. Corporate Social Responsibility (CSR) Simulation  

Value Chain decisions extend the customer base and the level 
of sales ;  Risk Management decisions avoid losses and 
damage to company reputation which also impacts future 
sales. There is a finite budget and trade-offs need to be made.  

Decisions can be taken on a monthly or quarterly basis and 
results seen immediately in revenues, profits and share price.  
The dashboard also shows the impact of decisions on key leading 
indicators in the style of a balanced scorecard. The simulation can 
be configured for different market scenarios (such as more 
competition) and allows scheduling of future events (such as an 
environmental accident at a company location). 

The Sustainable Business Simulation was developed using ithink  
state-of-the-art business simulation technology used by major 

enterprises including:  Americredit Corp,  Boston Consulting,  Dow 
Chemical,  DuPont, Eastman Kodak, Eli Lilly, Ford Motor Company, 

General Motors, Hewlett-Packard, Kaiser Permanente,  London 
Business School,  Los Alamos National Laboratory, McKinsey & Co, 

MetLife,  NASA, Pfizer, Shell, UK MoD and the US Air Force. 
For more information visit www.bioteamsdesign.com or contact 

ken.thompson@bioteams.com 

http://www.bioteamsdesign.com/
mailto:ken.thompson@bioteams.com
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7. Off-Price Retail Management Simulator 

Simulation Objectives 

This simulation allows users to engage with two key off-price decision trade-offs/dilemmas: 

1. What Volume of  which products do we buy each month ? High volumes mean low purchase cost but higher risk 
of unsold stock (demand risk) 

2. What Sales Discount do we offer these products at?  We will need to find the discount-demand sweetspot which 
optimises the net profit . Too little discount we lose sales – too much discount we lose profits! 

 

The aim of the simulation would be to optimise three outcomes 

• Net Profit (Revenue less Procurement Costs etc) 

• Procurement Budget Utilisation 

• Stock Valuation/Position (stock at year end needs to be at right levels for the next year!) 

 

Simulation Rules and Dynamics 

• Each month the simulation users would be presented with volumes of available units to buy plus forecast demand for a number of 
different product lines (setup by admin). We can show users the complete 12 month forward profile or just the current month. 

• Users have 2 decisions to make  each month 1) how much do I buy of available products  from my procurement budget and 2) what 
discount do I sell these products at. 

• Each month the more users buy of a product line the better cost price they will get from the supplier 

• Each months product demand is satisfied only from product in stock (note that newly purchased product will have a specific delivery 
time and will not automatically become available to sell. This delay will make the simulation realistic and challenging  with users 
needing  to procure for future demand not just current demand. 

• Core Product  Line demand will be specified in advance (by admin) on a monthly profile and this will be adjusted by a factor to take 
into account the level of discount offered. The ability to define this monthly demand allows all kinds of scenarios to be defined  such 
as Seasonal demand, blips, declining demand and growing demand. 

• For all Product Lines , opening balances can be created (by admin) for both stock and product procured but not yet delivered – this 
allows for different scenarios e.g. stock low and high stock by product line 
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Off-Price Retail Management Simulator 

MAIN DASHBOARD SCREEN – WITH COMMENTS 

            Procurement Opportunities                   |             Stock , Sales & Demand                |      

Decisions 
Product Line            |  Avail    |  Cost   Range | RRP      | Stock |  Prev. Month Sales              | Demand  |   Buy | Discount| 

                                                                                                      |  Units   |   Price     |    Revenue  | 

Ralph Lauren Polos 

Hilfiger Jeans 

North Face Hoodies 

10000 

5000 

15000 

10.00 -12.00 

5.00 – 7.00 

10.00 -15.00 

50.00 

50.00 
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5000 

5000 
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5000 

40.00 

30.00 
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Current Month: March  
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Purchase Price  - 
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Net Profit (%) 25% 

Stock Valuation 200000 

Simulate 

Next Month 
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and Product Demand 

defined per product line 

on  monthly profile for 
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current month or include 
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* 
* 

Relationship between  purchase 

price and volume procured. The 

more you buy the lower the price 

Relationship between demand and 

price discount. The higher the 

discount the greater the 

demand…. up to a ceiling 

Note there will also be a lead-time from 

products being bought and being available to 

sell. This could be set by product line 

Opening stock balances and product on order 

would be set for each product line before the 

simulation starts 



8. Sales Performance Optimization Simulator 

The Sales Optimization Engine is a sophisticated family of tools which identifies the unrealized revenue in any sales 
operation and how to release it.  
 
The engine starts by loading the organization’s own sales KPIs (about 20 indicators covering new contact/suspect 
rates, pipeline ratios and times and average sale values) into a comprehensive tried and tested sales process model 
which executes month-by-month for 36 months.  
 
As each opportunity is converted to a customer according to the organization’s own conversion rates the full 
revenue sold and revenue earned is recorded creating an initial Sales Baseline.  
The engine then automatically flexes each of the organizations sales KPIs individually  in turn by 50% and runs the 
full simulation model with only this setting changed for 36 months month-on-month to create a detailed ‘league 
table’ of which KPIs make the biggest difference to the organizations closing revenue position.  
 
The engine supports all types of sales scenarios including product sales where base and upgrade products are 
taken for subscription periods and project/consulting sales where small projects are initially sold and run for a 
specific periods some of which convert into bigger and longer follow-on projects.  
 
The engine captures the existing customer and historical revenue position plus the full sales pipeline to ensure it 
includes all the revenues managed by the sales organisation. It can also capture fixed and variable costs to simulate 
profitability. In addition staff resourcing forecasts can be generated covering both pre-sales and post-sales staff 
broken down over a number of different roles.  
 
The engine can handle multiple sales campaigns and product lines each with different sets of KPIs and accepts KPI 
data from excel and popular sales force systems.  A full set of Sales Optimization Reports can be instantly exported 
to excel which, if required, can be customized by the user or consolidated with other organizational data and 
systems. 

RUN DEMO http://www.salesperformanceoptimizer.com/sales-optimizer-demo.html 

http://www.salesperformanceoptimizer.com/sales-optimizer-demo.html
http://www.salesperformanceoptimizer.com/sales-optimizer-demo.html
http://www.salesperformanceoptimizer.com/sales-optimizer-demo.html
http://www.salesperformanceoptimizer.com/sales-optimizer-demo.html
http://www.salesperformanceoptimizer.com/sales-optimizer-demo.html
http://www.salesperformanceoptimizer.com/sales-optimizer-demo.html
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The purpose of the Retail Banking Simulation  is to balance the customer deposits and 
customer loans so that there is enough deposit capital to service the loans with the 
objective of earning greater interest from the loans  than paying out on the deposits.  
 
Each month there is the opportunity to allocate resources to the different areas of 
banking activity across loans and deposits plus the ability to decline to accept a % of loan 
or deposit applications. 
 
Each month the simulation calculates a Liquidity Gap between Monthly Deposits and 
Loans and any shortfall must be met by borrowing from the market at a pre-defined 
interest rate 

9. Retail Banking Simulator 







10. High Performance Team Game Simulation 



http://forio.com/simulate/ken.thompson/a4/simulation/# RUN DEMO:  

http://forio.com/simulate/ken.thompson/a4/simulation/



