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1. Introduction 

CompanyGame is an e-learning platform that supports a range of Business 

Games and management simulators for training. Management simulators 

promote learning through discovery. They recreate real work situations, integrating 

anything from strategic decision-making to day-to-day operational decisions. They are 

an innovative yet tried and tested method for more effective business 

training.  

And that is because thinking about which decision to make or which strategy to follow 

is not the same as actually making that 

decision or adopting a certain strategy and being 

able to see its outcome.  

Simulators aid learning through practical exercises, 

experimentation and discovery. The use of 

simulators is complemented by the acquisition of 

theoretical knowledge. To obtain optimal results, 

the training objectives must be in line with the 

students' level of training and the selected 

simulator must be consistent with the 

defined training programme, in terms 

of its theme and level of complexity.  

Simulators help people to consolidate and 

develop their skills and knowledge. This 

process requires people to have an adequate 

theoretical basis in order to gain the maximum 

benefit from the learning experience. 

Imagining or explaining do not compare to simulating. Simulation allows you 

to bridge the gap between theory and practice. 

CompanyGame simulators are designed to present students with challenges and make 

the learning process a rich educational experience. The aim of our products 

is to place the student at the centre of the activity, adopting an active role in their 

training. To fulfil this aim, we offer a wide range of simulators that can be 

used online, in the classroom or both. 

The CompanyGame training range has been designed based on Levels and Themes, as 

described in the following sections. 

To design their training activities correctly, the teacher must also take the following 

factors into account: 

• The students' expected time commitment. 

• The tutoring model or activities to provide support to the students. 

 

 

"I hear and I forget;  

I see and I remember;  

I do and I understand." 

CONFUCIUS 
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2. Simulator levels 

The CompanyGame range of simulators is divided into 7 levels, so you 

can determine which is most appropriate for each training action. The complexity of 

the simulator, the number of decisions to be made and the depth of the information 

system vary for each level. 

The table below lists the different levels, along with the type of participant they are 

designed for.  

No. Level Recipients 

1 Induction 
Students just starting out in business 

management. 

2 Basic 
Students with a basic knowledge of business 

management. 

3 Intermediate 
Students with an intermediate knowledge of 

business management. 

4 
Intermediate 

Plus 

Students with an intermediate knowledge of 

business management and with advanced 

knowledge in an area of specialisation. 

5 Advanced 
Students with advanced knowledge of business 

management and leadership. 

6 
Advanced 

Plus 

Students with advanced knowledge of business 

management and leadership, and a little 

professional experience. 

7 Expert 

Students with advanced knowledge of business 

management and administration and extensive 

professional experience. 

*Experience in the use of simulators allows the students to cope with a higher level of complexity in the 

simulation exercise. 

 

One of the reasons for defining levels is so that the student may gradually 

become proficient in the use of simulators and may therefore use several levels 

during the course of their training. The levels are designed so that new 

skills and knowledge may be acquired and practised in each one, 

in an environment that allows students to experiment and put theory into practice. 
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3. Simulator themes 

Each CompanyGame simulator allows students to practice with a series of business 

themes. These themes relate to the key areas of business management and are the 

ones commonly included in training programmes. According to the simulator level, 

these themes are treated in different degrees of depth, from the most basic, in which 

students only make one decision, up to the more advanced levels where they must 

make several decisions in each theme. 

The themes included are as follows: 

AREA THEME 

Business Management 

Introduction to business management 

Keys to successful business management 

Customer portfolio management 

Business strategy 

Marketing 

Advanced marketing  

Marketing of services 

Marketing of products and mass consumption 

Finance 

Finance for non-finance managers 

Finance management 

Finance strategy 

Operations 

Operations management 

Production and logistics 

Store/branch management 

Human resources 
Staff management and development 

Integrated human resources management 

Internationalisation 
Growth and internationalisation strategy 

International marketing 

Creation of companies 
Keys to creating successful companies 

Leadership and management of new projects 
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4. Teaching approach 

The teaching approach we recommend for effectively implementing the business 

simulation is that of “learning by doing”. Next, we propose the stages to follow to 

achieve the best performance: 

 

 
 

The basic content of each of the stages is defined below. However, these guidelines 

must be adapted and refined to suit the specific objectives and scope of the training 

activity. 

Learn 

• Learn the conceptual framework 

• Learn about the tools 

• Learn about the platform 

• Learn about the competitive 

environment 

• Learn about the company 

• Learn about the team 

Understand 

• Practice with the different decision-

making areas 

• Diagnose the initial situation 

• Identify alternative actions 

• Define objectives, guidelines and 

priorities 

• Define the business/action plan 

Compete 

• Make decisions 

• Evaluate the results 

• Evaluate the evolution of the 

competitive environment 

• Review the business/action plan 

 

Grow 

• Consider the work method 

• Identify successes and errors 

• Compare with the real business 

environment 

• Assimilate the learning. Change 

 

The student's itinerary in the various stages allows them to assimilate the main 

concepts, tools and methods by applying them in a practical situation. 

 

To properly direct the students' business management, we suggest applying the 

following series of stages: 
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5. Simulators available 

CompanyGame has simulators to cover a range of sectors and various themes, and 

which can be used at different levels. 

The time spent using the simulators depends on factors such as the training method 

(online, classroom-based or blended), the timetable for use of the simulator and the 

intended teaching method.  

The table below describes the simulators available. 

Simulator Level Sector Theme 

HotelVirtual 1,2 Services 
Introduction to business management 
Marketing of services 

InnovaHotel 3,4 Services 

Marketing of services 

Finance management 

Human resources 

HotelCompany 4,5,6 Services 

Business strategy 

Marketing of services 

Finance management 

Operations management 

Human resources 

Global2020 3,4,5 Production 

Internationalisation strategy 

Finance management 

Operations management 

Human resources 

InnovaTech 1,2 Production 

Internationalisation 

Product marketing 

Finance management 

TechCompany 4,5,6 Production 

Internationalisation strategy 

Finance management 

Product marketing 

Human resources 

BusinessGlobal 5,6,7 Production 

Internationalisation strategy 

Finance management 

Product marketing 

Operations management 

Business21 4,5 Production 

Keys to successful business management 

Internationalisation strategy 

Product marketing 

Corbatul 1,2 
Finance for 
non-finance managers 

Finance management 

FitnessGym 3,4,5 
Personal  
services 

Finance management 

Product marketing 

Operations management 

Human resources 
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TechRetail 2,3,4 Store management 

Definition of stock 

Planning the point-of-sale 

Business marketing 

GlobalRetail 4,5,6 Chain of shops 

Finance management 

Product marketing 

Operations management 

Human resources 

FoodCompany 3,4,5 Mass consumption 

Finance management 

Product marketing 

Operations management 

Human resources 

GlobalMarket 4,5,6 Mass consumption 

Brand management 

Product marketing 

Marketing channels 

Sales team management 

BankGame 3,4,5 Banking and finance 

Office and portfolio management 

Risk management 

Finance management  

Staff management and development 

BusinessBank 3,4,5 Banking and finance 

Portfolio management 

Risk management 

Finance management 

BankCompany 4,5,6,7 Banking and finance 

Banking strategy 

Risk management 

Marketing of services 

Finance management  

Staff management and development 
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6. Simulator selection criteria 

Selecting the appropriate simulator is key to the success of this training experience. 

Select the simulator or simulators that are suitable for your project, taking into 

account the criteria set out below. 

Themes 

Each simulator includes a certain number of themes. The initial levels have a smaller 

number of themes. In the higher levels, the simulators progressively expand on the 

themes and address them in greater depth. Themes are therefore addressed very 

simply in level 1, with no more than one decision having to be made, but it may be 

necessary to make several decisions in the advanced levels. For example, in the 

simulators for the Services sector, only one decision has to be made about pricing in 

the initial levels, while it may be necessary to make more than 10 decisions in the 

more advanced levels. 

Complexity of the simulator 

The level of complexity varies according to the number of variables and options that 

the simulator uses. Continuing with the example of Services, in level 1 (Induction) 

only one company is used, which has just one work centre and offers no more than 3 

products or services to a market. In level 7 (Expert), the student may manage a 

company in a competitive environment, which may have several work centres and 

offer a portfolio of several products to a market segmented into several customer 

types. 

Students' time commitment 

A basic factor for the use of our simulators is the time that the students will spend 

using them, as well as the implementation timetable that will apply to the simulation. 

It is critical that the students have sufficient time to perform all of the required 

activities correctly, to think about each decision they must take and to carefully assess 

the results obtained and the reasons behind them. 

The CompanyGame platform includes a model for measuring the time students spend 

using the simulator, as well as the time that the teacher dedicates to it. The pupils will 

be informed at regular intervals as to how the time they are dedicating compares to 

the other students, in order to motivate them to increase their commitment if this is 

lower than the average. This measurement is also made for each team. 

The student's commitment to performing the various activities specified in the 

teaching method is essential. Since the value that the simulators add to the learning 

process is based on practice, the student must supply this, and the variable of 

measurement is time. The activities must also be performed correctly, which will be 

measured using the results obtained in their company management or in the 

resolution of the case under consideration, and based on the assessment of the 

complementary activities by the teacher (as set out in the teaching method). 

This may have a greater or lower level of complexity, depending on the time that the 

student dedicates to the exercise. Naturally, the more time that is dedicated, the 

higher the level of complexity that can be assigned to the exercise, taking into account 

that the difference between the level of knowledge already acquired by the students 

and that which is necessary to correctly resolve the simulation exercise may be 

greater. At a higher level of difficulty of the simulator, the student must have more 
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knowledge to better understand the case under consideration and apply the 

appropriate tools. If they do not have this knowledge at the start of the exercise, they 

must acquire it during the exercise, which requires time. 

Tutoring model 

The tutor's time commitment will depend on the students' training needs and the 

chosen teaching method. The teaching method refers to the sequence of activities that 

the student must perform in order to fully resolve the simulation exercise or module 

and the support or evaluation activities performed by the teacher or tutor. 

Some of the more common complementary activities are: 

• Planning activities: depending on the training objectives, the use of the 

simulator may require prior planning or preparation of the decision-making 

process involved in the company's management. Depending on the specific 

theme of the exercise, the teacher may ask the students to draft: a business 

plan, financial plan, marketing or sales plan, operations plan or human 

resources plan. 

• Personalised tutorials: brief work sessions involving the teacher and the 

various teams to assess certain decisions, evaluate compliance with the 

business plan or verify the appropriate implementation of the theoretical 

concepts. 

• Control activities: reports that must be submitted to the teacher between 

different decision-making periods, to ensure that certain criteria or tools are 

being applied when performing the simulation exercise. 

• Pooling information: the students reveal their action plans and there is a 

discussion among the participants about the advantages/disadvantages or 

strengths/weaknesses of each selected line of action. This type of activity 

triggers the activation of knowledge and the generation of best practices in 

order to obtain certain objectives in different environments or competitive and 

market situations. 

• Resolution of queries or mid-simulation assessments. Deal with queries 

from students, whether they concern the application of certain criteria, 

concepts or tools, or their understanding of the simulation environment. In 

addition, mid-simulation assessments or comments may be made about certain 

activities or decisions made by the students. 

• Evaluation of results: the various teams and/or students participating in the 

simulation must carry out an overall assessment of the management of their 

company and the results obtained. In this activity, it is important to compare 

the results with the competition and draw lessons from successful and 

erroneous management decisions. 

Based on the Tutoring Model, the timetable and necessary time commitments can be 

set, comparing this with the tutor's timetable and time commitment and, finally, the 

degree of difficulty that the students can assume may be assessed. In addition to the 

tutoring activities, the timetable for use of the simulator must include the time to 

study and learn about the simulation environment; familiarisation with the simulator 

and completion of the first questionnaire; and the organisation and launch of the 

management teams. 
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If the Tutoring Model defined is very intense, the degree of difficulty of the exercise 

may be increased, because the student will be strengthened by the advice and support 

that the teacher provides. If, on the other hand, the model is less intense, this entails 

a higher risk, as perhaps not all the students or teams will obtain the same 

performance in the self-learning sessions and, consequently, will not manage to 

acquire the optimum level of knowledge needed to successfully resolve the simulation 

exercise. 

Final selection of the simulator 

Taking the previously identified factors into account, the teacher will be able to 

determine which simulator level is most appropriate to their needs and which 

simulator is best suited to the defined training objectives. 

CompanyGame will supply advice throughout the selection process and suggest which 

solution is most suited to your specified requirements. 

Below is a table of the full range of simulators available: 

Range of CompanyGame simulators 
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7. Simulator fact sheets 

Below is a fact sheet of the main simulators available. These simulators can be 

adapted to the needs of different customers. 

 

Simulator 

 

Sector Services 

Level 1,2 

Themes Introduction to business management 

Marketing of services 

Mode Non-competitive individual 

Time  8 Hours 

Description 

 

HotelVirtual offers the possibility of managing four different types of hotel. 

It is developed for people who are new to business management or the use 
of simulators. This simulator is in “non-competitive” mode, although the 
results are positioned in a ranking, which allows them to be compared with 
those of other users. 

The different versions included in this simulator are: 

• Hotel Green (interior)  

• Hotel Valle (mountain) 

• Hotel Beach (beach) 

• Hotel Avant (urban) 

 

Each hotel has a different level of difficulty, so that students can gradually 
familiarise themselves with the different variables of business management. 

 

Participants must make decisions 
related to: 

• Prices: price level by service. 

• Promotion: promotional 
budget by market. 

• Service: service level 
offered. 

• Equipment: investments in 
equipment. 

• Human resources: staff 

training. 

• Financing: long-term loan. 

• Selection of strategic 

projects 
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Simulator 

 

Sector Services 

Level 3,4  

Themes Marketing of services 

Finance management 

Human resources management 

Mode Competitive Individual 

Competitive Team 

Time  16 Hours 

Description 

 

InnovaHotel reproduces the competitive scenario of various city hotels in the 
same Mediterranean city, which compete with each other. The hotel has 100 

double rooms, a restaurant, a cafeteria and four conference rooms. All 
competitors start the simulation in the same competitive position.  

The environment is determined based on three markets, with three demand 
segments in each and three marketing channels (direct, offline intermediate 
and online intermediate). The hotel services are split into three areas: 
accommodation, catering and complementary services. 

Participants must make decisions related to: 

• Prices: price level by service. 

• Commissions: percentage of commission for marketing channels. 

• Promotion: prioritisation of the demand segments and promotion budget 
by market. 

• Service: percentage of variable cost by service. 

• Equipment: investments in equipment. 

• Human resources: staff training. 

• Financing: long-term loan. 

• Consultant: purchase of reports. 

• Selection of strategic projects. 

 

In addition, participants must solve certain exercises which will help them 
understand the importance of quality management and customer satisfaction 
for successful management, as well as understand the importance of e-
business. 
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Simulator 

 

Sector Services 

Level 4,5,6 

Themes Business strategy 

Marketing of services 

Finance management 

Operations management 

Human resources 

Mode Competitive Team 

Time  24 to 40 hours 

Description 

 

HotelCompany reproduces the competitive scenario of various hotel chains 
that compete with each other. They all start the simulation in the same competitive 

position. The hotel chains comprise 3 hotels (520 rooms - 1040 beds), located in 
different tourist destinations and with different service profiles. 

The environment is determined from four international markets, with five demand 
segments in each (young people, families, best-agers, seniors and business) and 
three marketing channels. The hotel services are split into three areas: 
accommodation, catering and complementary services. 

Participants must make decisions related to: 

• Prices: price levels per service (accommodation, catering, conference rooms, 
spa/wellness and accessories). 

• Commissions: percentage of commission for marketing channels. 

• Promotion: prioritisation of the demand segments and promotion budget by 
market. 

• Service: percentage of variable cost by service and size of staff team. 

• Equipment: investments in equipment. 

• Human resources: staff training. 

• Consultant: purchase of reports. 

• Financing: long-term loan. 

Most of the decisions will be taken for each of the chain's hotels. 

In addition, participants must solve certain exercises which will help them 
understand the importance of the senior management recruitment policy, quality 
management and customer satisfaction for successful management, as well as the 
importance of e-business and staff training. 
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Simulator 

 

Sector Textile Production 

Level 3,4,5 

Themes Internationalisation strategy 

Finance management 

Operations management 

Human resources management 

Mode Competitive Individual 

Competitive Team 

Time  16 Hours 

Description 

 

Global2020 reproduces the competitive 

scenario of five companies that manufacture 
textile clothing items, which must compete with 
each other. They all start the simulation in the 
same competitive position. The companies 
produce and sell three product lines: shirts, ties 
and clothing accessories. 

The company manufactures and markets its 
products in one country but, during the simulation, it may be decided to set up a 
factory in another country and enter new markets. Each market is defined by 

three demand segments. 

Participants must make decisions related to: 

• Markets: entry into new markets. 

• Production: acquisition of new factories, investment in technological 
development, units to produce by product and units to buy from suppliers. 

• Design: Improvement in product design. 

• Prices: prices by products and markets. 

• Promotion: promotional expenditure by product and market. 

• Human resources: staff training. 

• Market research: purchase of research. 

• Financing: long- and short-term loans. 

 

The participants must also solve certain exercises such as the opening of a 

purchasing department, the entry of a silent partner, change of production to 
distribution mode or an investment in new machinery. 
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Simulator 

 

Sector Production 

Level 1,2 

Themes Product marketing 

Cost management and control 

Mode Individual - Non-competitive  

Time  8 to 16 hours 

Description 

 

InnovaTech reproduces the business environment of three hardware and 

software companies that must compete with each other. They all start the 
simulation in the same competitive position. The participant will manage one 
of these companies, in non-competitive mode. The simulator may be very 
suitable for people who are new to business management or the use of 
simulators. 

The companies manufacture and sell three product 
lines: game consoles, entertainment software and 
tablets. The simulator focuses its activities on the 

design, marketing and sale of the products. The 
simulator encompasses five demand segments in a 
single market. The products are sold through three 
marketing channels (internet, specialist shop and 
mass distribution).  

 

Participants must make decisions related to: 

 

• Production: expansion of manufacturing capacity. 

• Products: product design and innovation. 

• Prices: prices by product and market. 

• Promotion: prioritisation of demand segments and promotional budget by 
market and product. 

• Marketing: promotion of the product at the point of sale and discounts by 
marketing channel. 

• Organisation: staff training. 

• Market research: purchase of research. 
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Simulator 

 

Sector Production 

Level 4,5,6 

Themes Internationalisation strategy 

Product marketing 

Cost management and control 

Mode Competitive Team 

Time  16 to 40 hours 

Description 

 

TechCompany reproduces the competitive scenario of five hardware and 

software companies that must compete with each other. They all start the 
simulation in the same competitive position. The companies manufacture 
and sell three product lines: game consoles, entertainment software and 
tablets. 

The simulator focuses its activities on the design, 
marketing and sale of the products. The simulator 

encompasses three priority markets and five 
demand segments in each market. The products 
are sold through three marketing channels. 

Participants must make decisions related to: 

• Markets: entry into new markets. 

• Production: expansion of manufacturing capacity. 

• Products: product design and innovation. 

• Prices: prices by product and market. 

• Promotion: prioritisation of demand segments and promotional budget by 
market and product. 

• Forecasts: estimate of sales volume by product. 

• Marketing: promotion of the product at the point of sale and discounts by 
marketing channel. 

• Human resources: staff training. 

• Market research: purchase of research. 
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Simulator 

 

Sector Production 

Level 5,6,7 

Themes Internationalisation strategy 

Finance management 

Product marketing 

Operations management 

Mode Competitive Individual 

Competitive Team 

Time  16 to 40 hours 

Description 

 

BusinessGlobal reproduces the competitive scenario of five home 

technology companies that must compete with each other. Each of the 
companies has a different competitive position based on its presence in 
different geographical areas at an international level. The companies 
produce and sell three product lines: high technology for personal use, small 
home appliances and home automation. 

The simulator allows students to understand 
the impacts of the globalisation process on 
the different links in the value chain 
(organisation, financing, innovation, 

production, marketing). The simulator 
encompasses up to 10 markets and 3 
demand segments in each (price, innovation 
and services).  

Participants must make decisions related to: 

• Markets: entry into new markets. 

• Production: acquisition of new factories and investment in technological 
development. 

• Products: product innovation. 

• Marketing: promotion and prices by market. 

• Human resources: staff training. 

• Market research: purchase of research. 

• Financing: long-term loans. 

In addition, participants must solve certain exercises related to human 
resources, quality management and market research analysis. 
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Simulator 

 

Sector Production 

Level 4,5 

Themes Internationalisation strategy 

Finance management 

Product marketing 

Operations management 

Mode Competitive Individual 

Competitive Team 

Time  16 to 40 hours 

Description 

 

Business21 reproduces the competitive scenario of five home technology 

companies that must compete with each other. Each of the companies has a 
different competitive position based on its presence in different geographical 
areas at an international level. The companies produce and sell three 
product lines: 

• Multimedia players 

• Televisions 

• Home cinema 

The simulator allows students to understand the impacts of the globalisation 

process on the different links in the value chain (organisation, financing, 
innovation, production, marketing). The simulator encompasses up to 6 
markets and 3 demand segments in each (price, innovation and services).  

Participants must make decisions related to: 

• Markets: entry into new markets. 

• Production: acquisition of new factories and investment in technological 
development. 

• Prices: prices by products and markets. 

• Brand: promotion by product and market. 

• Products: product innovation. 

• Human resources: staff training. 

• Market research: purchase of research. 

• Financing: long-term loans. 

In addition, participants must solve certain exercises related to human 
resources, quality management and market research analysis. 
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Simulator 

 

Sector Finance for non-finance managers 

Level 1,2 

Themes Finance management 

Mode Non-competitive individual 

Time  16 Hours  

Description 

 
Corbatul reproduces the financial management tasks of a company that 

manufactures and markets men's clothing. This simulator individually assesses the 
results of the student's management, awarding them a mark upon completion. The 
company's results will be directly related to the student's effective management of 
the financial area. 

The simulation exercise is split into three stages, each with 
a three-year duration:  

• Stage 1: implementation 

• Stage 2: growth 

• Stage 3: international development 

The challenges and priority areas for action may vary as 
the simulation progresses. Throughout the whole exercise, 
the participants must make decisions related to:  

• Products: size of range, quality of raw material, 
packaging and improvement of product quality.  

• Brand: branding expenditure. 

• Prices: prices by product, rebates and discounts. 

• Marketing: promotion of the product at point of sale, discount by product and 
point of sale, and logistics model. 

• Virtual shop: possibility of creating a virtual store and main characteristics for 
growth. 

• Production: expansion of production capacity, units to produce by product and 

percentage of expenditure for plant maintenance. 

• Short-term financing: selection of the most suitable financial instruments and 
acquisition of resources. 

• Long-term financing: definition of the long-term financing strategy and 
presentation of the operations before financial institutions and potential investors. 

• Risk management: credit to customers, exchange rates, interest rates, etc. 

• Dividend policy: establishing the remuneration for shareholders. 

• Organisation: defining the department's organisation and required team profile. 

Participants will also have access to financial training resources, such as a glossary, 
to expand their knowledge. 
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Simulator 

 

Sector Entrepreneurial capacities and project management 

Level 3,4,5 

Themes Entrepreneurship, Project management 

Finance management 

Marketing of services 

Operations management 

Mode Competitive Teams 

Time  24 to 48 hours 

Description 

 
FitnessGym reproduces the competitive scenario of five 

sports centres. The participants will be faced with the 
challenge of developing a new sports centre. They must 
make all the decisions necessary to start up a long-term 
business, organised in three stages: 

• Creation: Design the business, looking for a model 
that stands out from the competitors, taking the market 
as a key reference and setting the decision-making criteria in the key areas of 
investment and management in the following aspects: 

 

Selection 
of the 
location 

Design 
of the 
centre 

Activities  
and 

Organisation 

Marketing 
and  
Sales 

Activity 
and  

Income 

Financial 
operations 

          

• Planning: Detailed planning of the business, the priority management policies, 

and necessary investments, as well as an analysis of the financial needs together 
with the expected profitability. All of this will allow the viability of the proposed 
project to be assessed by means of an in-depth financial analysis. At the end of 
this stage, the participants will have a 3-year business plan that will reflect 
their strategy and allow them to enter the last stage. 

• Competing: Manage the centre for several years in a highly competitive 

environment. Demonstrate that the designed sports centre is competitive and 
allows the set objectives and forecasts to be met.  

If the business expectations are not met, the participants must implement actions 
to improve results and adjust expenditure. They must also pay attention to the 
financial structure of their centres and review the selected financing model. The 
simulator provides information about the results obtained in the project's different 
financial ratios and profitability parameters. 
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Simulator 

 

Sector Store management  

Level 3,4,5 

Themes Management of the range 

Marketing of services 

Operations management 

Human resources 

Mode Competitive Individual 

Time  16 to 32 hours 

Description 

 
TechRetail reproduces the competitive scenario of five shops that sell technology. 
They all start the simulation in the same competitive position. 

The simulator reproduces a market with 4 demand segments: specialist, impulsive, 
innovative and practical. 

The store's range is split into three sections: computing, image and sound, and 
accessories. Each section encompasses three product lines. 

The simulator focuses its activities on defining the range of products, organising the 
point of sale, defining the sales team, branding and customer management.  

Participants must make decisions related to: 

• Range of products: prioritisation of sections and depth of each product line. 

• Suppliers: selection of suppliers by 
section. 

• Point of sale: allocation of spaces and 
investments to improve the point of 
sale. 

• Brand: prioritisation of demand 
segments and attributes of brand 
image, as well as branding budget. 

• Prices: margin level/prices by product 
line. Prioritisation of offers and 
promotions. 

• Sales team: staff profile, sizing of 
staff team and staff training. 

• Customer management: service 

quality and payment methods model.  
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Simulator 

 

Sector [UNDER PREPARATION] Chain of shops  

Level 2,3,4 

Themes Finance management 

Product marketing 

Operations management 

Human resources 

Mode Competitive Teams 

Time  16 to 32 hours 

Description 

 
GlobalRetail reproduces the competitive scenario of five chains of shops marketing 

household items and utensils. They all start the simulation in the same competitive 
position. The company operates in a country comprising 8 regions and 24 cities. 

The simulator focuses its activities on defining the range of products, organising the 
point of sale, defining the sales team, branding and customer management. It 
encompasses five demand segments. Sales at the point of sale can be 
supplemented by developing the Internet channel. 

Participants must make decisions related to: 

• Expansion of the chain: strategy and criteria for growth of the chain. 

• Product range: definition of the 
category of products and depth of the 
category. 

• Merchandising: Organisation of the 
point of sale. 

• Brand: attributes of brand image and 
investment in the brand. 

• Prices: margin level/prices by product 
category and promotions. 

• Sales team: staff profile and staff 
training. 

• Market research: purchase of 

research. 

• Customer management: service 
quality and payment methods model. 

• Financing of growth. 

 

In addition, the participants will have to complete activities on human resource 
management or quality management. 
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Simulator 

 

Sector Mass consumption 

Level 3,4,5 

Themes Finance management 

Product marketing 

Operations management 

Human resources 

Mode Competitive Teams 

Time  16 to 32 hours 

Description 

 
FoodCompany reproduces the competitive scenario of five companies selling dairy 

products for mass consumption that must compete with each other. They all start 
the simulation in the same competitive position. The companies produce and sell 
three product lines: milk, fresh cheese and yoghurt.  

The simulator focuses its activities on the quality, 
marketing and sale of the products. The simulator 
encompasses 3 demand segments (children/young 
people, adults and healthy) and 3 marketing channels 
(traditional store, mass distribution and catering). 

Participants must make decisions related to:  

• Products: size of range, quality of raw material, packaging 
and improvement of product quality.  

• Brand: prioritisation of demand segments and branding 
expenditure. 

• Prices: prices by product. 

• Marketing: promotion of the product at point of sale, 
discount by product and point of sale, and logistics model. 

• Production: expansion of production capacity, units to 
produce by product and percentage of expenditure for plant maintenance. 

• Financing: long-term and short-term loan and term of collection-payment to 
customers and suppliers. 
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Simulator 

 

Sector Mass consumption 

Level 3,4,5 

Themes Brand development 

Product marketing 

Marketing channels 

Management of sales team 

Mode Competitive Teams 

Time  16 to 32 hours 

Description 

 
GlobalMarket reproduces the competitive scenario of companies that produce 

soft drinks for mass consumption, which must compete with each other. The 
companies produce and sell three lines of soft drinks: normal, premium and 
diet. 

The simulator focuses its activities on the 

design, marketing and sale of the products. The 
simulator encompasses 3 demand segments 
and 3 marketing channels. Two key areas in 
this simulator are the development of a brand 
and the positioning of the product in the point 
of sale. 

Participants must make decisions related to: 

• Expansion: acquisition of new factories or entry into new markets 

• Products: size of range, quality of raw material, packaging and improvement 
of product quality.  

• Brand: prioritisation of demand segments, prioritisation of communication 
messages and branding expenditure. 

• Prices: prices, promotions and offers by product.  

• Marketing: promotion of the product at point of sale, discount by product and 
point of sale, logistics model and sales team incentives. 

• Production: units to produce by product and percentage of expenditure on 
plant maintenance. 

• Financing: long-term and short-term loan and term of collection-payment to 
customers and suppliers. 
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Simulator 

 

Sector Banking and finance 

Level 3,4,5 

Themes Business management of an office 

Risk management 

Staff management and development 

Mode Competitive Teams 

Time  16 to 32 hours 

Description 

 
BankGame reproduces the competitive scenario of five branch offices of 
different banks that must compete with each other. They all start the simulation 
in the same competitive position.  

The companies attend to six demand segments: private 1, private 2, premium, 
business, small companies and institutions. Each segment has its own volume of 
operations, profitability and risk profile.  

In the office, you have to perform a wide variety of operations: 

• Assets (loans, credit, leasing, etc.) 

• Liabilities (current account or deposit account) 

• Services (e.g. insurance, transactions and fund management) 

Participants must make decisions related to: 

• Prices: interest/commissions of the different products/services. 

• Risk: prioritisation of segments and level of risk by segment. 

• Marketing: promotional activities by product and segment. 

• Service: activities for improving quality of service. 

• Office operations: e.g. prioritisation of activities, management criteria, review 
of procedures. 

• Human resources: staff training (customers, products, operations and risk). 

The participant must also make decisions concerning improvements to the 
performance of the office team and improvements to the risk management of 
customers and operations. 
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Simulator 

 

Sector Banking and finance 

Level 3,4,5 

Themes Portfolio management 

Risk management 

Finance management 

Mode Competitive Teams 

Time  16 to 32 hours 

Description 

 
BusinessBank reproduces the competitive scenario of five financial entities 
that must compete with each other. They all start the simulation in the same 
competitive position. The companies focus their business on the corporate 

segment.  

The participant must make decisions concerning the overall management of the 
corporate area and a portfolio of five clients, with different sectors and profiles. 
The market is split into three demand segments, to which the entity offers 
various asset products (leasing/loans/credits), liability products (current 
accounts or deposits) and services (operations, insurance). 

The customer portfolio comprises five companies. The student will have 
sufficient information about the company's income statement and balance 
sheet, existing operations, and the profitability obtained with the customer, etc. 

Participants must make decisions related to: 

• Prices: interest/commissions for the different products/services. 

• Marketing: promotional activities by product and segment. 

• Service: activities for improving quality of service. 

• Human resources: staff training (team management/recruitment and 
customer management/risk analysis and assessment). 

• Risk: prioritisation of segments and level of risk by segment. 

• Management of the different operations proposed by the customers in the 
portfolio. 

The participant must also make decisions concerning improvements to the 
performance of the office team and improvements to the risk management of 
customers and operations. 
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Simulator 

 

Sector Banking and finance 

Level 4,5 

Themes Business strategy 

Bank management 

Risk management 

Finance management 

Mode Competitive Teams 

Time  32 to 48 hours 

Description 

 
BankCompany reproduces the competitive scenario of various financial entities 

that must compete with each other. They all start the simulation in the same 
competitive position.  

Companies are organised into two 
business areas: individuals and 
companies. Each business area must 
attend to three demand segments. 

For each area, the banks offer asset 
products (leasing/loans/credits), liability 
products (current accounts or deposits) 

and services (transactions, insurance or 
fund management). 

Participants must make decisions related 
to: 

• Prices: interest/commissions for the different products/services. 

• Marketing: priority by business area, promotional activities for product 
segment. 

• Service and technology: activities for improving service quality, business 
technology and bank management. 

• Human resources: staff training (team management/recruitment and 
customer management/risk analysis and assessment). 

• Risk: prioritisation of segments and level of risk by segment. 

• Selection of strategic projects. 

 

In addition, the participant must make decisions relating to the improvement of 
the different ratios present in the banking business, such as defaults, customer 
satisfaction, etc.  
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8. Intelligent platform 

The CompanyGame platform allows the interactive online participation of all those 

involved in the training process: 

• Supervisor/Coordinator 

• Teacher/Monitor 

• Students/Teams 

Using their own passwords, the different users can access all the services or options 

that the platform offers. 

The students will be able to access the various courses they register for and will keep 

a record of the results obtained in each of the courses. 

The navigation model in all the courses/simulators is similar, making them much 

easier to use for the students and teachers. 

The following image gives an outline of the platform's key components. 
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Contact us at: info@CompanyGame.com 

 

 

 

 

 

Balmes, 301 - 08006 Barcelona, Spain - info@companygame.com-  

Tel. (+34) 93.534.04.02 - Mobile (+34) 607.56.88.56 

Discover all our simulators and perform demo simulations. 

Register on our website: www.CompanyGame.com 

Enter and experience! 

“The biggest risk is not taking any risk. In a world that is changing really 

quickly, the only strategy that is guaranteed to fail is not taking risks.” 

Mark Zuckerberg 


