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Why Entrepreneurship – The Game 

The purpose of the simulation is to provide you with a hands-on experience of the topics being discussed in your 
business class using experiential learning technologies. The simulation reinforces the 7P’s, Internal Operations, HR, 
Cash Flow, Investment decisions, product design, market value proposition, effectiveness of different advertising 
mechanisms, short term strategic planning, competitive analysis and a number of other concepts all emulated in an 
easy-to-use intuitive system. The simulation will provide you with: 

• an immersive hands-on experience 

• the opportunity to practice what you have learned 

• a product design experience and appreciation of the importance of the Value Proposition 

• an opportunity to perform market analyses and experience the impact of your managerial choices 

• analyzing a variety of advertising approaches to create an advertising campaign 

• experience in managing cash flow and understanding sources of funds 

• the insight into the real-world difficulties of projecting sales and the impact of excess inventory 

• an experience in the dilution of ownership when selling shares in your privately held corporation 

• a “sandbox” to test your strategies versus other students 

• an opportunity to become a better manager by doing and experiencing the responsibility of managing 

• a hands-on opportunity to practice ‘responsibility’ and subsequently accountability 

• a confidence building experiential learning tool that supports your education 

 At the end of the simulation, you will have some experience with:  

• Understanding the process of starting a business 

• The importance of the 7P's in product marketing 

• Determining a products Value Proposition and the usage of ‘EVAC’ (Effort, Value, Acceptance & Cost) 

• The forces that can cause a business failure 

• The differences between Entrepreneurship, creativity, and innovation 

• An experiential approach to thinking about a business plan 

• Identifying the market niche of a product or service 

• Describing the components of a marketing plan and be able to prepare one 

• Projecting unit sales and revenue 

• Developing a pricing strategy for a product 

• Understanding the ‘Knowledge Chain’ culminating in Actionable Knowledge (decisions) 

• Creating and managing a Proforma Cash Flow 

• Managing debt and equity capital 

• Monitoring measures & metrics and when necessary, Manage change 

Student Procedure (refer to your syllabus for a class specific procedure) 
A. Simulation Software – Entrepreneurship – The Game, Web site GoEntrepreneur.net  or 

https://lekacos.com/tpieent/Index.php 

B. Create an account. 

C. Register using the Game Code assigned by your faculty. 

D. Purchase the License. Requires payment of $26.99 during the account creation step. 

E. Be aware of your classes grading schema (refer to your syllabus)  

F. Note the Due Dates for each Quarters processing 

1. Quarter 1 processing date 

2. Quarter 2 processing date 

3. Quarter 3 processing date 

4. Quarter 4 processing date 

G. Review all student training materials and terms used in game 

H. Quarter Procedure (repeat these steps each of the 4 quarters) 

1. Due Diligence (analysis of quarterly results) 

2. Product and Market decisions 

3. Marketing decisions 



Page | 3 Entrepreneurship – The Game (Student Guide) 

4. Cash Flow and HR decisions 

Student Checklist 
A. Review Growth and Gap tables (Main Page starting in Quarter 2) 

B. Product Page (if allowed after Quarter 1) 

1. Select or review 5 features 

2. Select or review 3 Markets 

C. Marketing Page 

1. Select or review 3 Ad Plans features 

2. Change or review Promotional Budgets for the 3 Markets 

3. Change or review Selling Price 

4. Change or review Quantity to Order (QOO) 

D. Cash Flow Page 

1. Use or review Cash Personal Bank 

2. Use or review Personal Credit Card 

3. Use or review Commercial Loan 

4. Use or review Family Loan 

5. Use or review Family Investment 

6. Use or review Professional Investment 

7. Select or review HR 

Main Page 

When you log into the simulation, you will immediately be directed to your main page. This page contains the 

Growth tables and Gap tables that are used during the due diligence step. On this page you will also see the 

quarterly due dates which represent the date the specified quarter will be processed. All your decisions need 

to be entered before processing takes place. If your system is configured to prevent product modifications 

after the first quarter you will note a message to that effect under the quarter processing table. 
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The lower portion of this main screen contains the growth and gap tables. After the first quarter has been 

processed you will use these two tables to analyze the relative success of your company. The growth table will 

show each of the quarters that have been processed and pertinent measures. Your managerial objective is to 

ensure a constant improvement in these measures, hence the title growth table. The gap table represents a 

summary of all of the competitors positions in this quarter. You should employ this table to ascertain any gaps 

that may exist in satisfying customer demand. Upon completion of your analysis, you may deem it necessary to 

change markets and if allowed product features. Your due diligence employing these two tables represents the 

managerial analysis that is needed prior to making decisions in the product, marketing, and cash flow screens. 

Product Page 

The product page is where you will design the product that you will be selling. A product is composed of five 

features with each feature having a suggested retail price, an associated cost, and a value proposition in each 

of the five possible markets. The value proposition can range from zero to seven, where zero implies the 

feature has no value in the designated market whereas a seven indicates a high desirability in that market. 

Your objective is to select up to five features from the 20 available and then the three most desirable markets 

out of the five. The design table appears as shown below. Use the checkboxes to select the product features of 
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your sellable product. If you select more than five features, the system will accept the first five as your product 

design. It’s important to note if your system is configured to prevent changes to the product design after the 

first quarter you should ensure that this product is the most desirable for the markets you have selected. Once 

you have determined the product features that comprise your product then select up the three markets that 

the product will be sold in. Upon completion update the product and review the results in the table shown 

below. This table essentially describes your product, it lists the five features you have selected, the total cost of 

those five features and the total suggested retail. In addition to that it shows the value proposition in each of 

the five markets. Since the highest value a feature can have in a market is seven and the most number of 

features you can have are five that implies that the highest value proposition you can have in the market is 35.

 

It is important to realize, that you will not be able to have a value proposition of 35 in the three markets you 

selected. You may not even have a value proposition of 35 in any one of the markets you have selected. 

However, you should make sure that the markets you have selected reflect those that have the highest value 

proposition. In the table above you can see that market one has a value proposition of 34 you can see that 

market three has a value proposition of 26 and the third selected market 4 has a value proposition of 19. This 

is not an optimal market selection. Why? Well market 2 has a value proposition of 24 which means you should 

re-configure the markets you are selling to and select market two in lieu of market four. You can also change 
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the features of your product and come back to this table and see the results. Your goals and objectives on the 

product page is create the most desirable product for the markets that have been selected. Once you have 

achieved this objective you then will proceed to the marketing page.  

Marketing Page 

The marketing page is where you will develop the ad campaign to promote your product in the various 

selected markets. An ad campaign is composed of up to three ad plans which represent different forms of 

promotion. Every ad plan has an effectiveness of value associated with each market. This effectiveness of value 

has a range from 0 to 7 with zero implying the ad will have no impact on the customer population whereas a 

seven indicates that it is an highly efficient form of advertising in the specific market. You can select up to 

three advertising plans, therefore the maximum effectiveness of an ad campaign in a targeted market can be 

21. It is not feasible for an ad campaign to have an effectiveness of 21 in all the targeted markets. It is your 

managerial responsibility to select the advertising plans, thus creating an advertising campaign, that is most 
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effective for your primary markets and acceptable in the secondary markets. The screen above highlights the 

workspace associated with crafting an advertising campaign. In addition to the selection of the ad plans, on 

this marketing screen you will also determine the promotional budget for each market that is being pursued 

and the retail selling price as well as the sales projection. The sales projection represents the number of units 

you anticipate selling in this quarter. To determine the quantity to order you would subtract from the sales 

projection any quantity on hand and that would represent your order quantity. It is important to remember 

that you are purchasing the units being ordered and will pay for them upon receipt. However, your projection 

is a anticipated revenue amount and may not necessarily be achieved. In that case you will have excess 

inventory, which will have a carrying charge associated with maintaining it. When determining a selling price, a 

number of elements must be considered. First and foremost, the number of competitors in the market, the 

value proposition of your product in that market, the size of the market (I. E. Population), the associated cost 

of your product (GM – gross margin) and the market share if you are in quarters two, three or four. If you are 

in a purely competitive market, then you will have to maintain a lower than suggested list price. If you are in a 

concentrated market or duopoly, then your retail price can exceed suggested list. 

As with the product features, this is an iterative process where you create a preliminary advertising campaign 

and then preview its effectiveness in the table. If necessary, you may determine that markets need to be 

changed, as such you would go back to the product screen and select the new desired markets. In all cases 

your goals are to have an ad campaign that is it extremely effective in the primary markets. The more effective 

your ad campaign is the more return you will receive on your promotional dollars. That means an advertising 

campaign that has a zero effectiveness will not promote your product in a market irrespective of how much 

you spend. An advertising campaign that has a high effectiveness in a market indicates your promotional 

dollars will impact more potential customers. These are the decisions you need to analyze while crafting the 

advertising campaign via targeted markets. Once you have completed the marketing decisions you’re now 

ready to analyze your pro forma cash flow.  

Cash Flow Page 

The Cash Flow is where you will manage the inflow of additional capital to maintain a positive cash flow. On this screen 

you will also be able to enter HR expense. The objective is to look at debt or equity inflows and request appropriate 

amounts to always maintain a positive cash flow. What is important to remember is that this is a pro forma cash flow and 
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not an actual cash flow. What that means is that the incoming revenue is merely a projection and may not actually represent 

the dollar amounts. As such the cash flow may go negative. To prevent that possibility, you should review the various 

sources of capital and determine the amount of funding you require. Remember you can fund your startup via debt or equity 

funding each has its own benefits and drawbacks. In the middle of the screen, you will see displayed the cash flow with any 

requested funding included. See the figure above. This pro forma cash flow will show you all the inflows and outflows for 

the specified quarter. The only value to be scrutinized is the potential revenue, as stated this is merely a projection and may 

not be achieved. As such the cash flow balance that is shown could be less. Therefore, review the sources of capital and the 

appropriate funding from the desired source. The bottom portion of the screen contains the entry of the funding request by 

source. Look at the figure shown below. You can select from debt sources or equity (i.e. stock sale). Your choice depends 

upon the due diligence you have performed regarding the associated “cost” of the funding source. To assist in the analysis 

interest percentages are shown for the various funding sources and current corporate ownership for the equity holders. Once 

you have completed your funding requests proceed to the next step which is HR investments. HR, the hiring of staff, is an 

essential part of any growing business. In the simulation staff hired will enhance the marketing effort and improve the 

internal operational environment. However, it also comes with an increase in salaries. The decision on how much you wish 

to spend for the quarter depends upon how quickly you would like your company to grow. Once you have completed 

entering the HR investment for the quarter you are finished entering your decisions for the quarter. 
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Once the quarter is processed, the results will be displayed as previously discussed on your main screen and the process is 

repeated. 

Simulation Strategy 

 The Product and Market Strategy 

o Product and market strategy go together. Your objective in any product design is to satisfy a need that 

exists in a particular market or markets. To do so one needs to understand what is important in the market 

and desired (needed) by that market. This is called the value proposition, and when designing a product or 

looking to align a product to a market is what we must employ to determine if our product will satisfy 

that need. In the simulation the value a feature has is represented by numerical value between zero and 

seven. Seven representing a desired feature whereas zero an undesirable one. Your goals are to design a 

product that has the highest value proposition in the selected markets. This is typically an iterative 

process where trade-offs are made between one feature versus another. In Entrepreneurship - The game 

you can only utilize 5 out of the 20 features to create your product which represents this trade-off process. 

In addition to the value proposition of a feature you must look at the cost associated with that feature and 

the corresponding perceived retail value. You would not want a feature whose retail is very close to cost 

since the margin of that component is very low. Once you have designed your product, the next step is to 

look at the markets that most desire it. This is easily determined by looking at the value proposition of 

your design product. The maximum value a product can have in a market is 35 thus this represents your 

baseline measurement. As the game progresses and if your simulation is configured to allow changes to 

the product design after the first quarter you may wish to adjust the product features to take advantage of 

gaps in the overall market. For example, if you are in the purely competitive market, (i.e. many 

competitors) you may wish to move your product to a less competitive market and in doing so create a 

niche. In all cases your objective is to ensure a viable, sellable product that generates operating dollars. 

 Advertising Campaign, Product Pricing and Projections 

o To support your product and make the market aware that your product exists you must promote it. In the 

game, this advertising campaign is composed of up to three advertising plans. Think of advertising plans 

as different forms of promotion. For example, you may wish to use social media, possibly television, 

email campaigns, trade shows and so forth. In the game these mediums can either be represented by a 

standardized ad plan one through seven or possibly have been modified by your faculty to represent real-

world mediums. Irrespective, each ad plan has an effectiveness value in each of the markets. This 

effectiveness value ranges from 0 to 7. Zero indicates that this medium in the specific market will have no 

impact on the awareness of the population to your product. A value of seven implies this is an excellent 

form of promotion for the specified market. Your objective is to select three of the ad plans to create an 

advertising campaign. This advertising campaign should be most effective in your primary markets, those 

selected under the product screen. Since you are restricted to three ad plans, the maximum effectiveness 

of an advertising campaign in a market is 21. A high effectiveness in a market means your promotional 

dollars will be more efficient in generating customer awareness. In markets where your effectiveness is 

low you can compensate by spending more in your promotional budget to increase awareness. This may 

sound illogical, however if you are in a concentrated market, (i.e. a few companies) then it may behoove 

you to heavily promote the product to gain market share. It is important to remember that promotion 

leading to customer awareness does not necessarily ensure capturing market share. Once you have 

entered your promotional budgets, your next decision is to determine the selling price and the sales 

projection. The selling price can be based on the type of market you are selling in, the competitors in that 

market, the value proposition of the product in that market, the size of the market and the suggested list 

price. If you are in a purely competitive market, your selling price may have to be lower than the 

suggested list. If for example, you are in a duopoly, you could reasonably change your selling price to 

exceed suggested list. Once the price has been entered your last objective is to determine the number of 

units you will be selling. As in the real world, this is an extremely difficult task. Theoretically you would 

always want one unit left in inventory which means a minimum inventory storage costs and maximum 

revenue. Realistically, if you end up with one unit this is more by chance than by modeling accuracy. A 

good rule of thumb is to have a remaining inventory that is 10% or less of the number of units sold. For 

example, if you sold 1200 units than having 120 units left in inventory would be considered excellent. 

Upon determining the projections for the current quarter, you then must order units from your supplier. 

The units to order should take into consideration any current quantity on hand. The supply chain assumes 

you will have your order quantity on hand prior to the start of the quarter. 
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 HR Expense 

o Companies are made up of teams, which imply you must have employees. That means you need to invest 

in hiring, training, and motivating your workforce. To hire staff in the game you enter an amount in the 

HR expense field. This will add additional staff to your company which will improve internal operations 

and external efficiencies. However, the salary of these employees will be reflected in the cash flow. 

Employees are a long-term investment in the Corporation and if properly selected can add continuous 

value to the company. 

 Cash Flow 

o Lastly once all of your decisions have been entered you now must look at the pro forma cash flow to 

determine if additional funding is needed to maintain a positive bank balance. In business the term “cash 

is king” means we have liquidity on our balance sheet in the form of capital. In a mature business, 

operations are the typical source of operating capital. In a startup, additional funds are often required 

during the early stages. As a manager it is your responsibility to review the cash flow and ascertain if a 

safety influx of capital is needed. If for example, you are apprehensive about the projected revenues 

shown on the cash flow you should seek funding from one of the available debt or equity sources. Once 

you have determined this additional funding the decision cycle for the quarter has completed. Now, you 

will wait until the quarter is processed and once processed repeat the cycle.  

Vertical Industries Option 
Your faculty may elect to configure the game using one of the vertical industries to define product features, ad plans, 
market segments and market populations. In that case the elements of the simulation have changed but the processes 
remain as described. Instead of standardized components they are now specific to a certain industry. The value 
proposition still is a range of 0-7, the ad plans effectives is the same 0-7 and the markets have a customer population. 

 

 

 

 

 

 

 

 

 

  

 


