Marketplace business simulation, Decisions by quarter, Supply Chain and Channel Management


Decisions by quarter
Quarter 1: Organize the firm, establish its initial business strategy and setup shop; name the company, sell 2 million in stock to the executive team, assign corporate responsibilities, and establish personal goals, decision-making process and team norms. Next analyze the market survey and supply chain business options. With this information in hand, choose to be either a supplier or a reseller and establish an initial business strategy. 

If you choose to become a reseller, you must then 1) choose your target segments, 2) design a brand for each target segment, and 3) schedule the opening of the first sales office and/or web center. If you choose to become a supplier, you must then decide 1) where to build a factory and 2) how large of a factory to build. 

Finally, suppliers and resellers should begin preliminary negotiations in order to determine with whom each party might like to do business in the future. 

Quarter 2: Go to test market; sell 1 million in stock to executive team. Resellers must 1) establish brand prices and priorities, 2) design an advertising campaign, 3) hire sales and service personnel, 4) select web marketing tactics, 5) negotiate supply contracts with one or more suppliers, and 6) purchase market research. 

Suppliers must 1) negotiate sales contracts with resellers, 2) schedule production to meet the resellers' needs, 3) add capacity if needed, and 4) purchase market research in order to judge the effectiveness of each reseller in the market.

Quarter 3: Skillful adjustment and market expansion; sell 1 million in stock to the executive team, review the market, financial and operational data from the test market, and adjust the firm's strategy and tactics as needed. Also, make investments for the future, including the opening of new sales outlets (resellers) or the addition of factory capacity and a quality improvement program (suppliers). Both members of the supply chain should invest in technology and procedures to streamline the flow of information and inventory from the supplier to the end user. 

Quarter 4: Invest in the future; prepare a business plan and seek investment from venture capitalists. In concert with the business plan, firms should review their performance and adjust their overall strategy and tactics for the future. In addition, resellers should invest in research and development in order to introduce new brand features to the market and substantially expand market coverage by adding new sales outlets. Suppliers should continue their efforts to improve product reliability, production scheduling and capacity utilization. Both parties should continue to invest in technology and procedures to streamline the supply chain. 

Quarter 5: Expand the business strategy; Study the market, financial, and operational data to determine how to better meet customer needs, improve economies of scale, add to the bottom line and surpass the competition. Resellers can explore licensing opportunities and the development of strategic alliances with other resellers. 

Quarter 6: Refine the business strategy; study the market, financial, and operational data and adjust the firm's strategy and tactics as needed. 

This description represents the whole of the world you will face. From this point forward, you will receive information, as you need it. You will also be given an ever-expanding set of decisions to make. The sequence follows the logical way in which an entrepreneurial firm develops a new market in the real world. 

