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YEBW Staff 
 

J O HN  C HA N G,  E X E C U T I V E  D I R E C T O R  

John oversees YEBW operations and programs. He also focuses on growth 

strategies, community partnerships and staff development. As an advocate for 

youth education, John believes all students should have the opportunity to attend 

YEBW. John@yebw.org 

 

 

DA WN  MY ERS,  P R O G R A M  M A N A G E R  

Dawn builds, plans and executes YEBW programs across university campuses, 

while ensuring students have a positive environment to learn and grow. She also 

works on curriculum development and strategy. Dawn@yebw.org 

 

 

 

KY LE  KA VAS ,  C O M M U N I C A T I O N S  A N D  V O L U N T E E R  R E L A T I O N S  

Kyle’s focus is communications, community outreach and volunteer engagement. 

Her journey with YEBW began back in 2011 while serving as a volunteer Judge, 

Mock Interviewer, and eventually, Company Advisor. She is passionate about the 

mission to build the next generation of business leaders. Kyle@yebw.org 

 

 

A N DR EW  W EISS ,  S T U D E N T  E N G A G E M E N T  O F F I C E R   

Andrew manages student relationships and YEBW’s Alumni Network. He is also a 

liaison for outreach and partnerships with high schools and student-focused 

organizations. As a YEBW Alumni himself, Andrew wants to inspire future 

students to explore business and entrepreneurship. Andew@yebw.org 

 

Contact 

YEBW Staff 503-933-0220 

Emergency 9-1-1 
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Welcome to YEBW 
 

 

Congratulations on your decision to attend 

YEBW and invest in your future! 

 

As a teenager, this is an exciting time in your 

life, where many important decisions are just 

around the corner.  With your participation 

in YEBW, you have become part of a 

community comprised of students, business 

leaders, partners, and educators from across 

the state and country that have, and will 

continue to, support your future success. 

 

Whether your current aspiration is to 

become a CEO, a doctor, a teacher, an 

athlete, or any other profession, you will find that there truly is a business side to every occupation and the skills 

you will learn, improve, and utilize this week are applicable in both meeting and surpassing your goals for the 

future.  It is critical that you understand how business works.  YEBW is going to provide you with the ability to gain 

valuable perspectives by putting you in the shoes of a business executive, allowing you to make those critical 

decisions with short deadlines, and enabling you to become a better leader, a better communicator, and ultimately, 

better prepared for success. 

 

Similar to the real world, your company this week will succeed by best utilizing the resources at your disposal.  You 

will be running a business against stiff competition, each equipped with a diverse group of students from different 

high schools, a Company Advisor to act as your business consultant and guide throughout the week, guest speakers 

and activities to pull vital information from to help you succeed, and most importantly, yourself.  There’s a reason 

you’re here; there’s a reason you stand out.  Maybe you don’t know what that is just yet, but this is the right time 

and place to look for it.  Utilize your talent, your enthusiasm, and your creativity this week.  Stand up for what you 

believe in, and stand out from the crowd.  Prepare to work hard, play hard, and learn something about business and 

surprise yourself in the process.  Step out of your box, stretch, reinvent yourself.  Your future starts today! 
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Program Deliverables 
 

 

Welcome to YEBW!  You have been placed into a company comprised of a group of students with very diverse 

skillsets and backgrounds.  Your entire company will work on and complete several deliverables throughout the 

week, while also taking part in large group activities and guest speakers.  

 

1. BizSim, the Business Simulation 
Your company has just taken over a tablet manufacturing company, and you will be running the company during 

the week, simulating three years.  YEBW will provide you with the company name (ex: Company 1).  You will also 

have access to the company’s latest financial history, and examining these records will help you understand the 

position that the company is in today. 
 

Like a sports team, each member of your company will have a different role and responsibility.  It is up to you and 

your company to assign these roles, including Chief Executive Officer (CEO), Chief Financial Officer (CFO), and 

Chief Marketing Officer (CMO).  Your company will make many decisions throughout the week that will influence 

the success of your simulated tablet manufacturing business. 

 

You will make financial and ethical decisions for the equivalent of 3 years.  Decisions are submitted to the YEBW 

Office where they are entered (by Business Week staff) into a computer program creating the simulated market 

place.  After each input, companies will receive a quarterly report summarizing the results of their decisions.  This 

process continues throughout the program.  The companies are compared on the basis of how well their company is 

performing in the simulated marketplace. 

 

Companies will present to “shareholders” on Friday morning.  Additional information and a tutorial of BizSim will 

take place on Monday morning. 

 

2. New Product Business Plan 
Your company will also be given the challenge of coming up with a new product to produce and sell.  The new 

product will not replace or alter the tablet product in the simulation.  Look at it as a completely separate company – 

you will come up with a new company name and logo, although your management positions within the BizSim 

company (CEO, COO, CMO, etc.) will be the same. 

 

Companies will present to “venture capitalists” on Friday afternoon and request funding for the new product.  You 

will also create a tradeshow booth for Saturday morning. 
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Program Terminology 
 

 

The Company Advisors 
Your Company Advisor (CA) is an excellent resource for assistance and guidance during the week.  CAs are not 

teachers; instead, they are business professionals.  YEBW is about experiencing the situation and discovering things 

on your own, so your CA will not be instructing you or making decisions for your company throughout the week.  

He or she will assist you in understanding the general concepts of business and will provide advice and feedback, 

ensuring that your company stays on track.   
 

College Interns 
Each company will have a college intern, who is also a YEBW alum.  He or she is a great resource for questions 

inside and outside of YEBW, from BizSim to selecting a college.   
 

Morning Meetings 

Nearly each morning, all of the student companies will join together in the auditorium for a range of activities and 

topics.  Students will sit with their company and CA.  

Guest Speakers 

These large group meetings include all programs.  They will range in topic and format, and they will help you 

better understand business concepts.  It is appropriate to take notes during these presentations, but not required.  Be 

prepared to ask questions, be attentive, and be interactive.    

Life Balance Activities 

It is essential to balance work and leisure, and YEBW students will be given many opportunities during the day to 

engage in a variety of leisure activities.  YEBW Interns will assist in the organization of these games and activities.  
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YEBW Code of Conduct 
 

 

 
 Any violation of this Code of Conduct will be considered cause for YEBW Staff to require violators to withdraw 

from the program.  

 

1. Alcohol, non-prescription drugs, and/or weapons are not permitted.  

2. Females are not allowed in male dorm rooms and males are not allowed in female dorm rooms.  

3. Students must comply with all residence hall rules and cooperate with residence hall counselors, 

supervisors, and YEBW Staff.  

4. Students must stay on campus throughout the entire program.  

5. Students who bring a vehicle to campus must obtain a parking permit from the YEBW Office and turn in the 

keys until the end of the program. Students are not to be in any vehicle during their stay.  

6. Students may only withdraw from the program with parent/guardian consent, and must be picked up 

immediately.  

7. Students must abide by the schedule put forth by YEBW in regards to attendance, participation, and 

residence hall quiet hours. If a student needs to be excused from an activity due to illness or injury, he/she 

needs to contact YEBW Staff.  

8. For your own safety, and the safety of all your belongings, be sure to lock your dorm room when not 

occupied. YEBW is not responsible for lost or stolen articles.  

9. Do not hang out of or throw objects from windows. You will be financially responsible for any damage 

caused by you.  

10. Cell phones are allowed but must be turned off during all industry meetings and speakers 

11. Students are required to wear appropriate clothing while at YEBW. Clothing with inappropriate words or 

graphics is not allowed. Attire is casual, except for during Friday’s Presentations and Etiquette Dinner, 

mock interviews, and the Saturday Tradeshow, where business/semiformal attire is required.  

12. Students are expected to be responsible, appropriate, respectable, and engaged during YEBW.  

13. Cheating, plagiarism, or unethical behavior during YEBW is unacceptable.  

14. YEBW maintains an environment where harassment of any kind is unacceptable. No staff member, 

volunteer, or program participant shall harass another staff member, volunteer, or program participant on 

the basis of race, color, creed, religion, sex, gender, age, national origin, citizenship, veteran or marital 

status, sexual orientation, the presence of any sensory, physical or mental handicaps or any other legally 

protected status.  

 

Serious misconduct will be reported to parents/guardians, principal, and/or other authorities. Under these 

circumstances, parents, campus security, Portland Police, or the Oregon State Police will be notified and 

students will be sent home at their own expense and there will be no refund of tuition. It is the 

parent/guardian’s responsibility to make arrangements to pick up the student.  
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Your Company’s CEO Job Description & Selection Process 
 

 

Chief Executive Officer (CEO) 

The Chief Executive Officer is like the captain of a sports team, recognizing the skills and opinions of team 

members, while confirming that they all move/pull in the same direction.  The CEO generally oversees the financial, 

marketing, and operating divisions of the company, and can make the final business decisions for each.  The Chief 

Marketing Officer (CMO), Chief Financial Officer (CFO), and Chief Operating Officer (COO) report directly to the 

CEO.  The CEO facilitates the development of the long term business plan and strategies for the company regarding 

its product(s); adding new products; overseeing existing customers, potential new customers and markets; while 

ensuring the financial goals of the company are being achieved, based on the performance and input from all three 

divisions. 
 

The CEO’s Role 
• Facilitate the selection process of the CFO, COO, and CMO. 

• Initiate group action by suggesting the next step, pointing out goals, proposing procedure, or clarifying 

actions.  The CEO will make sure that all team members are included and that no one is left out. 

• Determine who will keep track of deadlines and timing during Company Meetings. 

• Delegate responsibilities to those best able to get work done.  The CEO watches for the interests and 

abilities of team members and attempts to give them fitting jobs. 

• Support the company, and create an atmosphere that makes it easy for all members to feel comfortable 

working and contributing to tasks.  The CEO can channel discussion in a positive direction, taking various 

perspectives into account, while demanding respect for all team members.  

• Evaluate the company’s decisions, goals, or procedures. 

• Coordinate decision making by connecting the Marketing, Operating, and Financial divisions.  Divided 

teams are ineffective, and many tasks are linked with the tasks of other divisions.   Marketing should decide 

on the number of sales representatives, advertising costs, and the distribution of goods for sale; Production 

needs to plan for the number of units to be produced; and the Financial group needs to budget for each of 

these items and to develop strong a cash flow plan.  The CEO helps coordinate these groups to provide the 

decisions needed for the successful operation of the company. 

• Create an organizational strategy to store all decisions, result sheets, and other documents in preparation of 

presentations.  This history can also be examined to help clear up confusion about results or changes. 

CEO Selection Process 

The company must determine a selection strategy to elect the CEO.  He or she must be elected by the end of the 

meeting.  This first exercise intentionally lacks instruction and suggestions.  Encourage your company to discuss the 

best way to select a leader without knowing each other very well; use icebreakers, introductory activities, personal 

elevator pitches, or other methods to aid the company in their selection process. 
 

When a CEO is chosen, it must be recorded on the YEBW CEO Selection Form (in the Black Book) and turned into 

the office.  
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Your Company’s CEO Selection 
 

 

 

Company Number: _____________         Name of CEO: ___________________________________________ 

 

List additional or reassigned responsibilities for the CEO: 

__________________________________________________________________________________________ 

 

__________________________________________________________________________________________ 

 

__________________________________________________________________________________________ 

 

__________________________________________________________________________________________ 

 

__________________________________________________________________________________________ 

 

__________________________________________________________________________________________ 

 

__________________________________________________________________________________________ 

 

__________________________________________________________________________________________ 

 

__________________________________________________________________________________________ 

 

__________________________________________________________________________________________ 

 

__________________________________________________________________________________________ 

 

__________________________________________________________________________________________ 

 

__________________________________________________________________________________________ 

 

__________________________________________________________________________________________ 

Please submit the Black Book to the YEBW Office  
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Organizing Your Management Team 
 

 

Your company’s success will be dependent upon how well it works together as a team.  The first few company 

meetings will include the selection of various positions or roles within the company.  The Chief Executive Officer 

(CEO) will lead the company through meetings with assistance from the CA.  In addition, there will be three teams 

that will work together: Finance, Marketing, and Operations.   

 

 

 

 

 

 

 

 

 
 

 

Chief Financial Officer (CFO) 

Most CFOs are responsible for the financial management and reporting of the company.  This includes reviewing 

and making decisions regarding financial statements and reporting the results to the CEO.  He or she also 

supervises the financial aspects of the marketing, finance, and operations divisions and is responsible for preparing 

and reviewing financial budgets of each.  
 

Financial Team 

Business Simulation (BizSim) 

• Collaborate with the marketing team, CEO, and 

COO to determine the price point of the product. 

• Allocate/approve all financial decisions, including 

dividend amounts and acquiring/repaying debt. 

• Complete the final copy of the input sheets and 

calculate the verification total.  

• Manage other tasks as needed. 
 

BizSim Presentation 

• Illustrate relevant financial data in charts/graphs 

in a visually appealing way. 

• Prepare the company income statement and 

balance sheet. 

• Field questions from judges relating to all 

financial decisions. 

• Manage other tasks as needed. 

Business Plan Presentation (New Product) 

• Collaborate with the marketing team, CEO, and 

COO to determine the price point of the product 

and how much it will cost to produce. 

• Set sales goals. 

• Calculate the cost of planned expenditures. 

• Prepare the company income statement and 

balance sheet. 

• Determine how much money to ask the venture 

capitalists, showing supporting documentation. 

• Manage other tasks as needed. 

 

Tradeshow 

• Aid the marketing team in visually representing 

relevant financial data and plans for the new 

product.  

• Manage other tasks as needed. 

Marketing Team 

Chief Marketing 
Officer 
(CMO) 

 

Finance Team 

Chief Financial 
Officer 
(CFO) 

Chief Operating 
Officer 
(COO) 

Chief Executive 
Officer 
(CEO) 

Company Advisor 
(CA) 
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Chief Marketing Officer (CMO) 

Most CMOs are primarily responsible for defining the sales and marketing objectives of the company.  He or she 

will also identify the target markets for the product, decide how many will be sold, where it will be sold, and how 

the company will sell it.  Promotion of the product through advertising, gaining new market and product research 

to keep up with competitors, and ensuring that the growth goals of the company are being reached are all the 

CMO’s responsibility.  The CMO facilitates the execution of marketing department objectives and reports the 

decisions to the CEO.  
 

Marketing Team 

Business Simulation (BizSim) 

• Collaborate with the financial team, CEO, and 

COO to determine the price point of the product. 

• Calculate expected sales for the company. 

• Monitor industry sales and analyze market 

research studies. 

• Recommend additional salespeople to the COO 

and financial team.  

• Recommend expenditures for the marketing 

decisions.  

• Manage other tasks as needed. 

 

BizSim Presentation 

• Illustrate relevant marketing data in charts/graphs 

in a visually appealing way. 

• Field questions from judges relating to all 

marketing decisions. 

• Manage other tasks as needed. 

 

Business Plan Presentation (New Product) 

• Confirm that the look and feel of the presentation 

accurately represent your company. 

• Perform a SWOT (strengths, weaknesses, 

opportunities, and threats) analysis, identify the 

target market, and brainstorm advertising and 

promotion avenues. 

• Manage other tasks as needed. 

 

Tradeshow 

• Plan the layout and feel of the tradeshow booth to 

accurately present your company’s brand and 

product. 

• Manage other tasks as needed. 
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Chief Operating Officer (COO) 

Most COOs are responsible for executing strategic and operational growth plans and ensures that products are 

manufactured as efficiently as possible.  He or she works with the officers of the company to monitor efficiency and 

profit objectives, ensures that the company is optimizing the existing operating capacity, certifies the manufacturing 

and distribution of the product support the sales and growth goals of the company, and confirms that employees 

are happy. 
 

Chief Operating Officer 

Business Simulation (BizSim) 

• Collaborate with the financial team, marketing 

team, and CEO to determine the price point of the 

product. 

• Monitor productivity of the plant, determine 

production amount, and recommend quality 

management budget. 

• Adopt expansion plans based on plant capacity 

and demand for the product.  

• Manage other tasks as needed. 

 

BizSim Presentation 

• Illustrate relevant operating data in a visually 

appealing way. 

• Field questions from judges relating to all 

operating decisions. 

• Manage other tasks as needed. 

 

Business Plan Presentation (New Product) 

• Identify distribution and production details and 

all materials needed. 

• Collaborate with the marketing and finance teams 

to determine production amount.  

• Keep all parties informed of production cost 

changes.  

• Determine how many employees are needed and 

their wages. 

• Manage other tasks as needed. 

 

Tradeshow 

• Be able to field questions from tradeshow 

attendees.   

• Manage other tasks as needed. 
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BizSim Mini-Case A BIZ-A 
 

What pricing strategy have you chosen?  Why? 
 

______________________________________________________________________________________________________ 

 

______________________________________________________________________________________________________ 

 

______________________________________________________________________________________________________ 

 

______________________________________________________________________________________________________ 

 

______________________________________________________________________________________________________ 
 

What is your company’s mission? (Why are you in business, in addition to making a profit?) 
 

______________________________________________________________________________________________________ 

 

______________________________________________________________________________________________________ 

 

______________________________________________________________________________________________________ 

 

______________________________________________________________________________________________________ 

 

______________________________________________________________________________________________________ 
 

What is your first year goal or objective?  (What would you like to achieve the first four quarters in the simulation?) 
 

______________________________________________________________________________________________________ 

 

______________________________________________________________________________________________________ 

 

______________________________________________________________________________________________________ 

 

______________________________________________________________________________________________________ 
 

Where do you want to be by the end of the simulation (after three years)? 
 

______________________________________________________________________________________________________ 

 

______________________________________________________________________________________________________ 

 

______________________________________________________________________________________________________ 

 

______________________________________________________________________________________________________ 
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List your management team below. 

 

CEO: 
 

______________________________________________________________________________________________________ 

 

 

 

CFO: 
 

______________________________________________________________________________________________________ 

 

Financial Team: 
 

______________________________________________________________________________________________________ 
 

______________________________________________________________________________________________________ 
 

______________________________________________________________________________________________________ 

 

 

 

CMO: 
 

______________________________________________________________________________________________________ 

 

Marketing Team: 
 

______________________________________________________________________________________________________ 
 

______________________________________________________________________________________________________ 
 

______________________________________________________________________________________________________ 

 

 

 

COO: 
 

______________________________________________________________________________________________________ 

 

 

 

 

•  
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BizSim Mini-Case B BIZ-B 

 

Your production manager gave two weeks’ notice and left to start his own business.  You have conducted 

interviews with several applicants and you have the list down to three.  Here is a short synopsis of the three: 

 

Applicant #1 

 

This applicant is currently your assistant production manager.  He is middle age, has a bachelor’s degree in 

business and been in the position since the firm began a year ago.  He had a similar position before joining your 

company.  Although he knows the production process at your plant relatively well, his people skills are somewhat 

weak according to the departing plant manager.  The advantage of hiring this person is that he knows every small 

detail of your operation and perhaps he could work on his people skills if given a chance to get the promotion. 

 

Applicant #2 

 

This applicant is currently employed by an electronic manufacturing facility such as yours.  She has excellent 

credentials, a bachelor’s degree in production management and has excellent references.  She needs to re-locate to 

your area.  She has two other offers and both have offered her a bonus of $5,000 for signing.  Your human resource 

manager feels you can hire her if you offer a $5,000 signing bonus, which includes $2,000 for moving expenses.  One 

of your staff has pointed out that the bonus will establish a precedent in your firm.  If you hire this applicant, you 

will be charged $5,000 in Other Expenses. 

 

Applicant #3 

 

The applicant has the most experience of the three.  At age 63, he has been the production manager in four firms 

over the last 30 years, all in electronic production facilities.  He has an associate degree in science and has excellent 

references.  One of your staff members has pointed out two possible problems with this applicant.  The first is that 

he is handicapped and uses a wheelchair to move around; there are some areas of your plant that are not equipped 

for wheelchair usage.  The second potential issue is that he is nearing retirement age, although he assures your 

committee that he plans to work until he is 70, as long as his health holds out.  This applicant would bring a lot of 

experience to the position. 

 

Choose which applicant you will hire.  If you choose #2, your “other expenses” will be charged $5,000.  

 

On the Decision Form, enter 1, 2 or 3 depending on your choice.  Do not forget to add this into the verification 

total. 

 

Justification for your selection:          _____________ 

             _____________ 

             _____________ 

             _____________ 

             _____________  
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Product Guidelines 
 

The product is a mechanism for students to understand basic concepts (cost of goods sold, labor, target 

audience, etc.) not necessarily to come up with the next million dollar idea.  The reminders below are not 

included in the student book, but are a way for you to steer the ideation process and understand how the 

“decision makers” will be basing their decisions. 

 

Some general guidelines for the product include: 

 

• Must be relatively realistic.  Creating a time machine would not allow the students to gain an 

understanding of researching and evaluating material costs and is difficult to identify an accurate 

target market/audience. 

• Must include components/materials that currently exist.  Clothes that change colors based on 

weather, temperature, or the consumer’s mood may be in the realm of reality, but students will not 

be able to accurately identify specific materials/components (and their costs) to manufacture the 

product.   

• Must be available for an average consumer, and needs to be a personal consumer product.  Selling 

an airplane does not allow the students to understand scaling of production, since the cost is 

astronomical and is unrealistic to expect a bank/venture capitalist to fund something of this 

magnitude. 

• Must be a product, not a service or app.  An app that tracks behavior (whether music, exercise, 

eating habits, etc.) does not provide the required learning outcomes and is likely not a new concept.  

Although services and apps are very prevalent in the business world, they don’t provide a tangible 

method to identify material costs and labor.   

• Must be a relatively new concept.  An iPhone battery that lasts three weeks, although attractive, is 

not acceptable for this week. 
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Product Abstract #1 J-1 

 

Company # _________________  Tentative Name of Product ________________________________ 

 

Brief Product Description (What is it?) 

 

__________________________________________________________________________________________________ 

 

__________________________________________________________________________________________________ 

 

__________________________________________________________________________________________________ 

 

__________________________________________________________________________________________________ 

 

__________________________________________________________________________________________________ 

 

 

Need addressed by product (Why does it exist?) 

 

__________________________________________________________________________________________________ 

 

__________________________________________________________________________________________________ 

 

__________________________________________________________________________________________________ 

 

__________________________________________________________________________________________________ 

 

__________________________________________________________________________________________________ 

 

 

Target Audience (Who is it for?) 

 

__________________________________________________________________________________________________ 

 

__________________________________________________________________________________________________ 

 

__________________________________________________________________________________________________ 

 

__________________________________________________________________________________________________ 

 

__________________________________________________________________________________________________ 

 

This is not a chronological template for your 30-second product pitch. 
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Product Abstract #2 J-2 

 

Company # _________________  Tentative Name of Product ________________________________ 

 

Brief Product Description (What is it?) 

 

__________________________________________________________________________________________________ 

 

__________________________________________________________________________________________________ 

 

__________________________________________________________________________________________________ 

 

__________________________________________________________________________________________________ 

 

__________________________________________________________________________________________________ 

 

 

Need addressed by product (Why does it exist?) 

 

__________________________________________________________________________________________________ 

 

__________________________________________________________________________________________________ 

 

__________________________________________________________________________________________________ 

 

__________________________________________________________________________________________________ 

 

__________________________________________________________________________________________________ 

 

 

Target Audience (Who is it for?) 

 

__________________________________________________________________________________________________ 

 

__________________________________________________________________________________________________ 

 

__________________________________________________________________________________________________ 

 

__________________________________________________________________________________________________ 

 

__________________________________________________________________________________________________ 

 

This is not a chronological template for your 30-second product pitch.  
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Product Abstract #3 J-3 

 

Company # _________________  Tentative Name of Product ________________________________ 

 

Brief Product Description (What is it?) 

 

__________________________________________________________________________________________________ 

 

__________________________________________________________________________________________________ 

 

__________________________________________________________________________________________________ 

 

__________________________________________________________________________________________________ 

 

__________________________________________________________________________________________________ 

 

 

Need addressed by product (Why does it exist?) 

 

__________________________________________________________________________________________________ 

 

__________________________________________________________________________________________________ 

 

__________________________________________________________________________________________________ 

 

__________________________________________________________________________________________________ 

 

__________________________________________________________________________________________________ 

 

 

Target Audience (Who is it for?) 

 

__________________________________________________________________________________________________ 

 

__________________________________________________________________________________________________ 

 

__________________________________________________________________________________________________ 

 

__________________________________________________________________________________________________ 

 

__________________________________________________________________________________________________ 

 

This is not a chronological template for your 30-second product pitch. 
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Determining Your Company Name & Logo L 

 

Company # _________________  Company Name ________________________________ 

 

Design a company logo and turn in by the end of this Company Meeting, via email (yebwrocks@gmail.com).  Below 

are a few examples to get your brainstorm started. You can sketch out ideas, but the final email submission must be 

a digital version. 

Logo Gallery 

    

 
 

 

 

  
 

 

 
 

  

   
Make your own logo and 

email to troy@yebw.org 

 

mailto:yebwrocks@gmail.com
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BizSim Mini-Case C BIZ-C 
 

In order to provide parking and expand your production facility, a large lot at the rear of your building must be 

cleared of several trees.  The local government mandates that any trees removed must be replaced by new ones. 

There is room to plant the requisite number of trees on the perimeter of the large lot; however, one of your most 

respected staff members made a passionate plea to go “beyond the law” by purchasing 10-20 acres out in the rural 

area and plant several hundred young trees on it as well.  “If we are to think of ourselves as trustees of the global 

environment and not just consumers of the environment, we must go beyond the legal requirement and leave 

something for future generations.”  Your CFO responded with, “This would cost us $10,000 and we could use those 

funds for building the business.  We could do this after we have profits built to a much higher level.  Besides, I 

personally believe that we should meet the legal requirements and no more.  If we continue to spend money on 

every social cause that comes along, we will not be serving our stockholders well.” 

 

The staff member responded with, “Our stockholders would want us to be a socially responsible firm and we 

would be doing it for the future descendants of the stockholders.  I think the majority of them would approve of 

that.  As for waiting, there will never be a better time than now.  Besides, the expense is a tax deduction and it 

would actually cost only $6,000 cash outlay.” 

 

Discuss this situation with your team and enter: 

• a one (1) on the Input Sheet if you are going to budget the $10,000 cost of the tree project.  You will see a 

$10,000 expense in Other Expenses. 

• a zero (0) if you are not going to do it. 

  

On the Decision Form, enter 1 or 0 depending on your choice.  Do not forget to add this into the verification 

total. 

 

Justification for your selection:          _____________ 

             _____________ 

             _____________ 

             _____________ 

             _____________ 

             _____________ 

             _____________ 

             _____________ 

             _____________ 
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BizSim Mini-Case D BIZ-D 

 

The ring containing the master keys to many areas of the building disappeared off the production manager’s desk 

this morning. Changing all the locks would cost $2,000, as they are all high quality custom-keyed locks. An 

anonymous note left at lunch time on the desk of a production foreman listed three or four employees that could have 

taken them and that there was a rumor that they had been put in the guilty employee’s locker for safe keeping in case 

the employees were searched. The production manager wanted to search the four lockers for the keys but the human 

resources manager warned him that the lockers could be considered as a personal area and the company did not have 

a right to search a personal area. He ended his remarks with a statement about a potential lawsuit, especially by the 

three non-guilty employees. 

 

Discuss this situation with your team and enter: 

• a one (1) on the decision form if you plan to search the lockers. 

• a two (2) if you choose to change the locks. If you choose the latter, “other expenses” will be charged $2,000. 

 

On the Decision Form, enter 1or 2 depending on your choice.  Do not forget to add this into the verification total. 

 

 

Justification for your selection:        ______________   

       ______________       

       ______________       

       ______________       

       ______________       

       ______________       

       ______________       

       ______________       

       ______________       

       ______________       

       ______________       

       ______________       
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BizSim Mini-Case E BIZ-E 

 

All employee computers are now connected to the company Internet access and there has been a surge in Email traffic 

that you suspect is due to personal Email and personal use of the Internet. Although the law is very clear that the logs 

and records on the hard drives of the corporate computers belong to the company, Email is a non-cash perquisite that 

some companies permit to their employees. One department manager is concerned that there is a significant amount 

of “social loafing” associated with personal Email and Internet surfing. It is hard to compute the exact amount of 

work time used without hiring a specialist to conduct detailed reviews of the usage logs. It is clear that the company 

must establish a policy on this matter. The concerned department manager wants to have a “no use at any time” 

policy because he fears that “if you give them an inch they will take a mile.” “Where do you draw the line?” he asks. 

 

Discuss the situation with your team and enter: 

• a one (1) if you are going to formally permit people to use their own discretion about personal Email and 

Internet activity. 

• a two (2) if you allow employees to use their computers for personal activity only before and after work hours. 

• a three (3) if you will not permit personal use of the company computers at any time. 

 

On the Decision Form, enter 1, 2 or 3 depending on your choice.  Do not forget to add this into the verification 

total. 

 

Justification for your selection:        ______________   

       ______________       

       ______________       

       ______________       

       ______________       

       ______________       

       ______________       

       ______________       

       ______________       

       ______________       

       ______________       

       ______________       

  



Business Week 
 

25 

Copywrite © 2018, YEBW. 

 

BizSim Mini-Case F BIZ-F 

 

A group of employees has approached management with a request from a majority of employees that the firm 

establish a health insurance plan, paid for by the company. One staff member has pointed out that the plant does not 

have a union at this point and that this type of situation cannot be ignored nor placed in a committee for a 6 months 

analysis. The human resource manager has received proposals from an excellent insurance company for different 

types of plans. While the plans are not top-of-the line- in benefits, they are adequate. The plans are listed below: 

 

#1 Do not establish a health plan but contract an all-purpose clinic to treat employees and their dependents for 

discounted fees. No cost. 

 

#2 Establish a health plan for employees only (not dependents). With company paying half the cost and employee 

paying half the cost. Cost: $3,000 per quarter. 

 

#3 Establish a health plan for employees only (not dependents) and pay the full cost. Cost: $6,000 per quarter. 

Employees could add and pay for dependents at the full dependent cost. 

 

#4 Establish a health plan for employees and their dependents). With company paying half the cost and employee 

paying half the cost. Cost: $5,000 

 

#5 Establish a health plan for employees and their dependents and pay the total cost. Cost: $10,000 per quarter. 

 

Make your decision (1-5) and place it on the decision form. If you choose an alternative with a cost, it will appear as 

“other expense” for the length of the simulation. 

 

On the Decision Form, enter 1, 2, 3, 4 or 5 depending on your choice.  Do not forget to add this into the verification 

total. 

 

Justification for your selection:         _______________  

      _______________        

      _______________        

      _______________        

      _______________        

      _______________        

      _______________        

      _______________        

      _______________        
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BizSim Mini-Case G BIZ-G 

 

The Marketing Director brought up the idea of becoming an international company by exporting your product. The 

choice of a location is not a factor in this decision but the method of marketing your product in that country is. The 

following choices are available to you: 

 

#1 Do not export at this time. You feel you need to continue and expand in your current markets and exporting 

would require precious capital and managerial resources. 

 

#2 Contract with a broker in the foreign country to handle your product as part of his line. He calls on the types of 

stores that would carry your product. The advantage of this alternative is that it costs nothing, as the broker would 

be paid a commission on each sale. The disadvantage is that you have no way of telling how hard the broker is 

trying to sell your line versus the other competing products he offers to his customers. It is estimated that he may 

be able to increase your current sales 1% to 5%. All brokers require a one-year contract as your only representative.  

 

#3 Hire a salesperson in that country to market your product there. The cost would be $15,000 per quarter (in other 

expenses) for salary. It is estimated the salesperson would be able to increase your current sales by 5 to 20% within 

two quarters.  

 

#4 Establish a sales office and stocking warehouse in the country. This would allow immediate shipments of goods 

to the customer, saving days as compared to alternatives #2 and #3 above. The cost would be $25,000 per quarter 

(in other expenses). It is estimated this alternative could increase sales 10% to 30% of your current sales. 

 

On the Decision Form, enter 1, 2, 3 or 4 depending on your choice.  Do not forget to add this into the verification 

total. 

 

Justification for your selection:         _______________  

      _______________        

      _______________        

      _______________        

      _______________        

      _______________        

      _______________        

      _______________        

      _______________        
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BizSim Mini-Case H BIZ-H 

 

You have the choice of several countries to begin marketing activities and open up sales to the country. The 

alternatives are listed below. Although you may not enter the country immediately, the President wants your group 

to select a country so you would be ready if the decision were made. 

 
 
Country Selection for Exporting 

 
Selection Factors 

 
Country 

#1 

 
Country 

#2 

 
Country 

#3 

 
Country 

#4 

 
Language - Same as ours or Different 

 
Same 

 
Different 

 
Different 

 
Different 

 
Annual Economic Growth Rate 

 
1% 

 
3% 

 
5% 

 
8% 

 
Level of Taxes and Tariffs 

 
Moderate 

 
Moderate 

 
Higher 

 
Highest 

 
Currency Strength vs. Our Currency 

 
Equal 

 
Stronger 

 
Stronger 

 
Weaker 

 
Ease and Cost of Exporting to this country 

0=Somewhat Difficult   10=Easy 

 
9 

 
8 

 
7 

 
6 

 
Stability of Government 

0=unstable     10=very stable 

 
10 

 
9 

 
7 

 
6 

 
% Literacy Rate 

 
93% 

 
96% 

 
92% 

 
80% 

 
Relative Affluence 

0=poor     10=same as your country 

 
10 

 
8 

 
7 

 
5 

 

Make a selection of the country you would enter. You must make the selection whether or not you think your firm 

should export.  On the Decision Form, enter 1, 2, 3 or 4 depending on your country choice.  Do not forget to add 

this into the verification total. 

 

Justification for your selection:         _______________  

      _______________        

      _______________        

      _______________        

      _______________        

      _______________        

      _______________        
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BizSim Mini-Case I BIZ-I 

 

The firm you are managing is relatively small and therefore you have a small staff. In assuming management of the 

firm a few tasks need to be accomplished as soon as possible so that you can get the firm operating as efficiently as 

possible. The tasks that need to be accomplished are listed below. Your team should rank order these tasks from the 

choices below. 

 

1. Review the marketing plans and expedite marketing and sales of the product.  

 

2. Review the production operations of the firm and make the shifts necessary for producing the highest 

quality product and the lowest cost. 

 

3. Review the packaging, warehousing and shipping of the product to assure the product is promptly shipped 

to customers without delays. 

 

4. Review personnel record of all employees to get a feel for the strengths and weaknesses of the human 

resources in the organization.  

 

Even though your team would like to attend to all these matters, you are being asked to prioritize them. Rank order 

the four items and place your choice on the decision form (do not use commas or spaces). 

Example: 1342, 3421, 1243, etc. 

 

On the Decision Form, enter 1342, 3421, 1234, etc., depending on your choice.  Do not forget to add this into the 

verification total.  NOTE:  Your verification total will be a large amount – Do not be alarmed! 
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BizSim Mini-Case J BIZ-J 
 

Business is built on the principle of giving the customer a safe product or service at a fair price. The minimum level 

of business ethics is to obey all laws and regulations relating to one’s business. Then comes behavior, which is legal 

but perhaps not ethical. Next there is a gray area of ethical behavior in which decisions are difficult to make. Finally, 

there is behavior which is clearly ethical, in which the firm could pass the “TV rule.” (The firm so conducts its business 

that all of its actions could be disclosed to the public on TV without fear of any condemnation.) 

 

The situation faced by your team today is one in the gray area of ethics. The sales force has reported 

that some retailers have had the latest model of your tablet returned because of a problem with overheating and 

automatic shutdown. A check of 100 units off the production line showed that five had the potential to be defective 

and one was defective. The defect is not expected to do any bodily harm to the user, since the product doesn’t reach 

a temperature that can burn skin. Luckily, it is a new model and there have only been 5,000 units sold. Steps have 

been taken to correct the problem immediately on units coming off the production line. A meeting of your staff 

produced nothing except very diverse opinions as to what action to take. The alternatives appear below.  

 

#1 Recall all units of that model, inspect them and either return it or replace it, as required. Your legal counsel has 

recommended this action. Cost $20,000 

 

#2 Place ads in stores and a few newspapers announcing a voluntary recall. Only customers who would happen to 

see the ads would return the units. Cost $10,000 

 

#3 Adopt an unwritten policy to repair (without cost to purchaser) any defective unit that is sent back to the factory. 

This would be in effect as long as the units were in consumers’ hands. This is known as a “secret warranty” and 

no notice of the extension is given. No recall notice is given. Cost $1,000 to repair the few units that may come in.  

 

#4 Stand behind your usual 180-day warranty. No recall would be made. If a unit comes in after the 180 days, the 

customer would be charged for the repair. No cost. 

 

Discuss with your team and enter your decision (1-4) on the decision form. Although you may think of a better 

alternative, in a simulation the menu of choices must be adhered to. 

 

On the Decision Form, enter 1, 2, 3 or 4 depending on your choice.  Do not forget to add this into the verification 

total. 
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BizSim Mini-Case K BIZ-K 
 

At a department head’s meeting the production manager brought up the topic of “Catching up with the 21st Century.” 

He noted that while the firm was producing a tablet with the latest features, the firm was behind in some areas of 

technology. By the time everyone had spoken at the meeting, several proposals had been made concerning utilization 

of new technology. They are listed below. 

 

A. Equip the sales force with point-of-sale credit card processing, so orders can be placed immediately, prices 

confirmed and an approximate order date can be provided instantly to the customer. Cost $2,000 

 

B. Place the purchasing system on the company Intranet and allow all employees to purchase any item where 

purchasing has already established a contract with automatic flow of the order directly to the supplier. A great 

deal of time and some cost savings would occur. Cost $4,000. 

 

C. Purchase a new CAD (Computer Assisted Design) system, which would allow us to trade designs with our lead 

customer and our lead supplier. We could shorten the development time and reduce the error of designing 

something too expensive to build or to maintain. Cost $8,000. 

 

D. Establish a relationship with a cell phone company to sell your tablet at their retail stores.  Cost $16,000. 

 

All of the proposals above have pluses and minuses. Your team should discuss them and enter the total cost of any 

proposals you want to activate. Since the costs are unique numbers, the computer program can sort out which you 

want. For example, if you want to implement A and C, enter ($2,000 + $8,000) $10,000 on the decision form.  

 

On the Decision Form, valid entries are 0 to 30 (no thousands) depending on your choice.  Do not forget to add 

this into the verification total.  NOTE:  Do not place the alphabetic letters on your decision form (A, B, C, etc.), as 

the program will not accept them. 
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BizSim Presentation 
 

 

Your company has taken over a tablet manufacturing company.   Decisions are being made on a quarterly 

basis for a total of three years (12 quarters).  Over this time period, your company has gained insight from their 

decisions.  During the BizSim Presentation, you will explain these insights to a panel of judges.  

 

Time Allocation: 

 

5 minutes Introductions of students and judges 

20 minutes Student presentation 

10 minutes Open dialogue for questions from judges 

5 minutes Students exit room, judges tally scores, and prepare for feedback session 

10 minutes Students return to room and judges may provide feedback 

 

Template and Tips: 

 

The order and method in which your company presents is up to you.  Remember to be creative and 

professional with your PowerPoint to make your product stand out.  Everyone in the company must speak 

and participate during the presentation without the use of notecards.   
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Product Presentation 
 

 

Your company has brainstormed potential product ideas, pitched the three best ideas to a panel of decision 

makers, and arrived at a final product.  You then decided on a company name and a company logo to best 

represent your product and your company.   

 

Now it is time to develop your business plan and create a presentation for a panel of potential investors in 

hopes of securing funding to turn your product idea into a reality.   

 

Time Allocation: 

 

5 minutes Introductions of students and judges 

20 minutes Student presentation 

10 minutes Open dialogue for questions from judges 

5 minutes Students exit room, judges tally scores, and prepare for feedback session 

10 minutes Students return to room and judges may provide feedback 

 

 

Outline and Tips: 

 

The following is a outline to consider for your product presentation.  The order and method in which your 

company presents is up to you.  Remember to be creative and professional with your PowerPoint to make 

your product stand out.  Everyone in the company must speak and participate during the presentation without 

the use of notecards.   

 

Introduction  

• Introduce your product and the purpose of the presentation (you want to garner their financial support in 

your business plan)  

• First impressions count  

o Appropriately introduce yourselves 

o Speak with confidence  

o Be prepared  

o Be creative to capture attention  

Sales & Marketing  

• Product & Price  

o What is the product? 

o What problem does the product solve? 

o What features does it have? 

o How is it priced? 

▪ How did you arrive at that pricing? 

o Who are your competitors? 
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• Customer Base  

o Who are your customers? 

▪ What are they like? Young/old, income, interests? 

o How large is your target market? 

o How will you target that particular segment of the larger market? 

o Why do your customers need your product? 

• Promotion 

o How will you market your product? 

o What forms of advertising will you use? 

o How much do you expect this to cost? 

o How do you know you will reach the right customers? 

Operations  

• Manufacturing  

o How will you produce your product? 

▪ What type of equipment do you need? 

o How many units will you produce initially? 

▪ How much equipment and staffing do you need? 

o How fast do you want to grow the company? 

• Location & Distribution  

o Where will your product be produced? 

o How will you distribute your product? 

o What do you expect your distribution costs to look like? 

• Sales & Profits  

o What are your sales projections? 

▪ First year? 

▪ Second year and beyond? 

o Do your sales projections match with what you can produce and distribute? 

o What profit margins do you expect, and what will you do with them? (Reinvest? Pay dividends? A 

mix?)  

o Have you identified your costs of goods sold? Can you still make a profit? 

Finance  

• Balance Sheet  

o Shareholder’s Presentation provides a good example of a balance sheet.   

o How will this look at the end of year one? 

▪ Does everything match your Marketing and Operations numbers? 

o Are your figures reasonable? 

• Income Statement  

o Your BizSim Presentation provides a good example of an income statement  

o How will this look at the end of year one of operations? 

▪ Does everything match your marketing and operations numbers? 

o Are your revenue, cost of goods sold, and expense figures reasonable and accurate? 

• Loan Request  

o How much investment are you requesting? 
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o What are the terms of the loan? 

o What payment plan are you suggesting? 

o How much are you personally investing as a team? 

o Does your funding request make sense, given what you company really needs? 

 

• Conclusion  

o Tell them why this product is so exciting, needed, valuable etc.  

o Tell them why your plan works 

o Make sure you ask them to invest! 

o Thank the investors for their time  

 

Tradeshow Booth 
 

 

Each company will create a tradeshow booth to highlight the product they developed during the week.  The 

tradeshow will take place during the last day of YEBW for businesses professionals and parents.  Companies 

will “sell” the idea of their new product to tradeshow guests by designing a visually appealing tradeshow 

booth and engaging in conversations about their product benefits. This is your last chance to highlight what 

you learned throughout the week before the closing and awards ceremonies.  Everyone in the company must 

participate.   

 

Each company is responsible for the following: 

• Design a visually appealing tradeshow booth.   

• Design a trifold that represents their product plan.  

• Engage people at the tradeshow by explaining the benefits of their product.   

 

Trifold Guidelines:  

• All text must be printed in the YEBW office prior to the event. (See printing guidelines)  

• Trifold must highlight the product in a professional and visually appealing manner.   

• Trifold must include the following content: 

o Company name  

o Project description  

o Need met by product  

o Target market  

o Advertising plan  

o Price, cost of goods sold, and profit margin  

o Funding request 

o Financial projections  

• Be creative. Teams in the past have created prototypes, decorations, and challenges to make their booth 

stand out from others.   

 

Printing Guidelines: 

• All documents the company wants printed must be emailed to yebwrocks@gmail.com by Friday at 

midnight.  

mailto:yebwrocks@gmail.com

