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Results – sources of information

• Scorecard is the base for the team 

ranking.

• Ranking is created based on the 

„Business result”

• Business result is calculated as the 

product of 5 remaining ratios.

Business result=economic result*employee satisfaction*customer satisfaction*business development*debt ratio



Results – sources of information

• Financial report – summary 

of previous month’s KPIs 

(revenues, costs, lost sales etc)

• Revenues and expenses 

ledger – all revenues and 

costs from last month step by 

step



Results – sources of information

Results section in every tab –

market information, competitive 

information, internal analyses 

e.g. demand for all services, 

employee utilization rate, 

competitors' prices 



Example questions to check 
students’ understanding 
of their business situation



What was the demand 
for your services?

(How many customers wanted to buy your services?)



Where to find it?

• Summary of demand for 
services shows the number of 
customers who wanted to buy 
all services from all teams. 

• IMPORTANT! The demand does 
not equal sales. The number of 
customers a team serves 
depends on the supply prepared 
and is show in further table 
„Sales vs. Lost sales”.



How accurate were your 
demand forecasts?

(Did you prepare for more or less customers than really came?)



Where to find it?

Demand forecast is the 

number of customers the 

team was preparing for 

(monthly demand forecast 

in the Offer tab) while 

actual demand is the 

number of customers who 

really came to buy your 

services. 



Perfect situation! 

The number of 
customers for 
this service is 

exactly the same 
as your forecast.

There are no 
lost sales and no 

need for 
returning excess 

resources.

There were fewer customers than 
you expected.  

If the difference is just few people, 
no worries, but if it is significant, 

there may be high costs of 
returning unnecessary resources 

(cancelling reservation). 
Teams should think how to attract 

more customers (price, quality, 
marketing) or reduce the forecast 

for next round.

There were more customers 
than you expected. 

Most probably there will be lost 
sales as the team prepared the 
resources for fewer customers 

according to the forecast. 

Teams can either increase the 
forecast next month or e.g. keep 
it if they decide to increase the 

price, change quality etc… 

How to interpret it?



Did you manage to serve all 
customers?

(Were there any lost sales?)



Where to find it?

Sales vs lost sales table 
shows if all the potential 
customers (demand) were 
served. 

If the supply was sufficient to 
serve all customers, there will 
be no lost sales. 

Lost sales will occur if there 
were not enough employees, 
equipment or resources to 
serve all potential customers.



If there are any lost sales, 
teams need to identify the 
reason.

There are 3 possible 
reasons for lost sales 
(explained in the next 
slides).

How to interpret it?



Case 1. 

Employees 
were too 
busy to 
serve more 
customers

Employees did not have 

enough time to serve more 

customers.

If this team had 1 employee 

of each type, we can check 

the remaining free time:

▪ Domestic consultant: 

160h-99,6%*160h =0,64h

▪ International consultant:

160h-99,8%*160h=0,32h

If serving 1 customer takes 1 

hour, neither of the 

employees had enough time 

to do it. 

Lost sales explained



Case 2. 

There was 
not 
enough 
equipment

Equipment was fully occupied 

and could not be used to 

serve more customers

(similarly to employees).

Lost sales explained



Case 3. 

There were 
not enough 
resources 
(from 
suppliers)

The number of resources 

ordered equals the number of 

resources used. 

E.g. when it comes to 

Adventure holidays, there was 

no more accommodation to 

serve more customers. 

In the Travel Agency 

simulation this is the most 

common problem in the 

first few rounds, usually 

because of the  

miscalculation of the 

necessary  

accommodation, daily 

meals or insurance.

Lost sales explained



Other common problems & 
advanced strategic challenges



Price vs. quality

Teams often set the price without relation to the quality of their services. 
They purchase expensive, high quality resources and set low price.



Costs of cancelling the reservation of resources

If the forecasted demand is significantly higher than the real demand, 
the costs of returning resources may be high (the excess resources 
are returned to suppliers with 10% fee).



Number of workstations

Teams sometimes do not realize that the workstations they purchased are
already theirs. They think it is necessary to indicate the number of workstations
they need every month and they end up purchasing new workstations every
month and bear unnecessary costs.



Price wars

Teams sometimes focus too 

much on competing with 

prices. They cut all prices and 

engage in price wars without 

calculating the break-even 

price. If they purchase high 

quality resources and skilled 

employees they may end up 

offering unprofitable services.



Huge spendings on advertising (round 5+) 

Teams sometimes overspend on 
traditional marketing without 
relating the amounts to their 
revenues or income.



Did you find this presentation useful?

For more tips:

Follow us on Facebook – Revas – Business Simulation Games

Visit our YouTube channel - Revas - Business Simulation Games

Let us know at contact@revas.pl what other materials would be 
useful for your simulation courses!

https://www.facebook.com/revasbsg
https://www.youtube.com/channel/UClnUZ23N5mEQTxSYZ62AOvg
mailto:contact@revas.pl

