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DESCRIPTION & LEARNING OBJECTIVES
“The Boardroom” game simulates corporate competition wherein teams comprising of various
business heads co-ordinate to come out on top!
The promoters of your company woke up after a sobering dream and decided to replace old heads
with greenhorns. On one side, promoters got tired of bureaucracy and fighting between various
departments, on the other, they have taken a great leap of faith by promoting greenhorns to The
Boardroom. Let us see if you can prove the promoters right or leave them with life of nightmares. In
particular, your team members will have to













Target appropriate segments by positioning your products in a highly competitive market;
Decide upon advertisement budgets and appropriate media channels;
Run R&D department to design and develop new products;
Do ample modifications to existing products to ensure obsolescence is prevented;
Run Production department to plan capacity and production;
Invest in increasing efficiency of production systems;
Decide on the Sales Force and their assignments;
Decide on opening of New Stores and discounts to various store formats;
Take Finance decisions to ensure ample liquidity is available to the company;
Ensure that shareholders are kept in high spirits;
Order market research studies for taking informed decision making;
Do sufficient CSR activities to prop-up Company’s image;
Decision-making in face of ethical dilemmas.

Macro-Economic situation in “The Boardroom” world is stable. The game represents a general
product sector in any country where free competition prevails. The product can be anything from
electronics to cars. The team with good business acumen and practical sense of formal education
should prevail in the end.
The product is differentiable on basis of 5 parameters – Bulk, Features, Performance, Convenience
and Price. Apart from Price, other parameters have a value range from 0 to 100. For example, Bulk
Value of 80 (much lighter) is better than 10 (quite bulky) and similarly Convenience Value of 20
(quite a puzzle to operate) is worse than 70 (very intuitive user interface).
The firms in the game start with 2 products; each targeted at a specific consumer segment. At the
start of the game, all teams start at the same level with products targeted at 4 out of 5 consumer
segments. The various consumer segments are as followsLow Earners – People in this segment have practically zero knowledge about the product and are
only concerned about the price.
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High Earners – People in this segment are highly qualified, demand value and also willing to pay
money for it. They demand Lighter, Great Features, Maximum Performance and Most Convenient
product! And if someone can provide it cheaper, then it will be icing on the cake.
Geeks – People in this segment are extremely knowledgeable about the products in the market.
They prefer more features with high performance albeit at lower price.
Elite – People in this segment are elitist. They will demand the best thing but will have the least
knowledge of the product, comparable to Low Earners. If you can dish out a product which is Light,
has Great Features with Maximum Performance, then you can end up charging high premium on the
price front! Such naivety stems from the fact that the segment believes more in brandishing the
product than actually using it.
Others – People in this segment cannot be considered to belong to any other segment. They would
be happy with a product which is slightly bulky, not too many features, delivers average
performance at so-so convenience. The price which they would pay would also be greater than too
low and lesser than too high.
At the beginning of each decision round, you will have a set of Financial Statements of your
company. Your team should introspect this information alongwith various Market Research Studies
ordered by your company. After discussion and analysis of your strategy for the round, your team
members can take decisions for their department. Check the decisions with the Pro-Forma
statements and make alterations if required. The decisions can be altered till the round is kept alive
by the instructor. The same cycle is repeated and game can be simulated for 10 such years.
For the team to excel, it is essential that a good working relationship is developed within your
company. Involvement of every team member in the discussion helps in adding perspective. It is true
that everyone has their own department to handle, but it is the co-ordination between departments
which will help you win over the competition. We also suggest rotation amongst heads of
department every two rounds, so that everyone gets a shot at each management specialty.
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DESCRIPTION OF GAME DECISIONS
“The Boardroom” has 6 decision screens, one each for Chief Production Officer, Chief Finance
Officer, Chief Marketing Officer, Chief Sales Officer, Chief Research Officer and Chief Executive
Officer. The broad outline of decisions to be taken by each department chief is given below.

CPO Decisions
Chief Production Officer has to take decisions regarding the plant capacity, maintenance investment
and production volume of each of the product.
Building 1 Unit of Plant gives 100,000 production units at cost of 150,000. The plant does not have
any salvage cost, i.e. down-sizing does not make sense. Also, capacity investment is depreciated at
the rate of 10% using straight-line method.
Inventory cost is equal to 20% of Value of Inventory Holding.
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CFO Decisions
Chief Finance Officer has to decide upon receivable policy, payable policy, source of financing for the
company, alongwith dividend and share buyback.
The company has to maintain a minimum cash balance of 500,000. Anything above it would be
invested in money-market funds to yield a return of 2%. Any shortfall will be made up by emergency
loan which is available at a penal rate of 25%!
The maximum allowable Debt-Equity ratio for the companies at time of taking loan is 2:1. According
to D-E ratio, the loan rates will vary from 10% to 20%.
Shares can be bought back at 10% premium and sold at 10% discount to prevailing share price.
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CSO Decisions
Chief Sales Officer has to take decisions regarding opening or closure of Company-Owned
Showrooms, as well as recruitment and appointment of Salespeople for marketing the company’s
product to other Store formats such as Specialty Stores and Mass Merchandisers. Chief Sales Officer
also has to decide upon the margins to be made available to operators of various stores. Kindly note,
providing a greater margin at Company-Owned Store will make Specialty Stores and Mass
Merchandisers revolt and they would not store your products.
Company-Owned Stores – These are exclusive stores for the products of your company. While it is
frequented by Geeks and High Earners, it is quite important for Elites as they buy product only from
Company-Owned Stores.
Specialty Stores – These stores provide a high level of service and technical support. They usually
carry most expensive and high-performance products. Because of their high level of technological
expertise, specialty stores are frequented by Geeks, High Earners and Others.
Mass Merchandisers – These stores operate on a low-price, high-volume basis. As a consequence,
the level of service is quite low. They often distribute the cheaper, low-performance products. They
are frequented by Low Earners and Others segments.
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CMO Decisions
Chief Marketing Officer has to take decisions regarding advertisements budgets and media channels
to utilize for each of the product. Also, the onus of conducting advertising research for specific
consumer segment is also on the marketing department.
Demand for a product is created because of awareness about product, willingness of the consumer
and availability of the product. Awareness increases when the product is Advertised using proper
Media Channels. Willingness increases when consumers perceive characteristics of the product to be
close to their desired levels. Availability depends upon stocking of stores where the target consumer
visits.
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CRO Decisions
Chief Research Officer has to take decisions on development of products, after all your company is a
product company.
Many different type of R&D projects can be launched – From modifying existing products (to lower
production costs or improve product characteristics or both) to launching new products altogether.
The R&D investment is amortized over 3 years. Newly launched R&D project can be finished over
multiple years, depending upon the money made available to such a project.
Having more than 2 products in same consumer category may help in increasing your company’s
market share, but be aware of the cannibalization of customers amongst products.
Also, keep in mind that modifying a product’s characteristics will force liquidation of old stock at the
end of the period.
In a round, more than one existing product cannot be modified, more than one different product
cannot be launched and more than one new R&D project cannot be started. Investment in a new
R&D project cannot top 200,000,000.
Lastly but importantly, if you end up taking an emergency loan in excess of 10,000,000 in the
preceding year, then you will not be able to carry out any R&D activity in the current year.
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CEO Decisions
Chief Executive Officer is responsible for co-ordination amongst various departments and also
company’s image.
Research has shown that CSR activities have an important effect on company’s image which has a
cascading effect on brand loyalty towards products of the company!
The game revolves around co-ordination between the company heads and information assessment
from the various research reports. Buy the ones which seems important, research after all is costly.
CEO will also be faced with decision-making in face of ethical dilemmas and such decisions are not
easy to take!
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DESCRIPTION OF GAME SCREENS
The screen description is intended to give you a preview of what’s in store for you in the game. It is
critical to clearly understand the screens here although there is no replacement of in-game practice.

Pro-Forma P & L Statement
The decisions of the current round are projected one year into the future to generate Prof-Forma P
& L Statement. The statement is important and can be used to make appropriate changes in
decisions. One should also be cautious on reliance of Pro-Forma P & L Statement because the Retail
Sales (i.e. the Top line) is essentially guided by your company’s wishful guidance!
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Pro-Forma Cash Flow Statement
The decisions of the current round are projected one year into the future to generate Prof-Forma
Cash Flow Statement. The statement is important and can be used to make appropriate changes in
decisions, especially Finance decisions. One should also be cautious on reliance of Pro-Forma Cash
Flow Statement because the Inflow from Sales is essentially guided by your company’s wishful
guidance!
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P & L Statement
The P & L Statement helps you in analyzing output of your decisions taken in the previous period.
You can also compare it with previous year and pro-forma P & L statement, as well as against your
competitors.
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Balance Sheet
The Balance Sheet helps you in keeping track of your company’s solvency and consequently the
ability to take-up loan and invest into capacity building and/or development projects. You can also
compare with your competitors.
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Cash Flow Statement
The Cash Flow Statement helps you in analyzing actual cash flows. It is extremely important to
maintain minimum cash level with the company. You can also compare it with previous year and
pro-forma P & L statement, as well as against your competitors.
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Product-Wise
Product-Wise is a very important statement which provides ‘Net Contribution’ of each product in
your company’s portfolio. ‘Net Contribution’ is equal to excess of selling price over variable costs. It
helps you in gauging which product is making money and which doesn’t.
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Product Research
The report available at a cost of 500,000 gives an insight on various products available in the market
– Characteristics, Price, Advertising Budget and Advertising Research.
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Segment Sales Research
The report available at a cost of 500,000 gives an insight on the product purchases by various
customer segments – Low Earners, High Earners, Geeks, Elites and Others.
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Channel Sales Research
The report available at a cost of 500,000 gives an insight on the product sales through various
shopping channels – Company Owned Showrooms, Specialty Stores and Mass Merchandisers.
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Product Perceptions
The report available at a cost of 500,000 gives an insight on perception of product characteristics by
various customer segments – Low Earners, High Earners, Geeks, Elites and Others.
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Segment Awareness Research
The report available at a cost of 500,000 gives an insight on the level of awareness of various
products among customer segments – Low Earners, High Earners, Geeks, Elites and Others.
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Segment Willingness Research
The report available at a cost of 500,000 gives an insight on the level of willingness of purchasing
various products among customer segments – Low Earners, High Earners, Geeks, Elites and Others.
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Segment Availability Research
The report available at a cost of 500,000 gives an insight on the level of availability of various
products among customer segments – Low Earners, High Earners, Geeks, Elites and Others.
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Company Outreach Research
The report available at a cost of 500,000 gives an insight on outreach of various companies –
Showrooms, Stores, Salespeople, CSR Activity and Brand Loyalty.
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Consumer Survey Research
The report available at a cost of 500,000 gives an insight on the media channel and shopping
channel used by the various customer segments – Low Earners, High Earners, Geeks, Elites and
Others.

© LearnBiz Simulations LLP

P a g e | 24

Market Size Research
The report available at a cost of 500,000 gives an insight on lifecycle of various customer segments
and level of penetration – Low Earners, High Earners, Geeks, Elites and Others.

© LearnBiz Simulations LLP

P a g e | 25

Leaderboard
The page will display all the companies in descending order of share price.
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