
PARTICIPANTS BRIEF
INTRODUCTION

This simulation involves you introducing a new service – CHUCKER CABS – the floor-to-door Taxicab Service for the party animal. With a hoseable rear cage this is the transport from the hen night or other party to the front door of your cave

You launch CHUCKER CABS making decisions covering price per mile, promotion and how many cabs to buy. You enter these in to a computer that simulates their effect and produces results for you to analyse before making more decisions. You should do this for at least eight periods.

SITUATION

Initially, CHUCKER CABS is unique and you have no competitors currently. However, eventually, competitors will launch similar services. So, it is important to get established in the market before the computer simulated, competitors arrive.

Initial market research suggests that the total market for CHUCKER CABS is one million miles each period. Unfortunately these potential consumers are totally unaware of the CHUCKER CABS service and must be made aware of it.

COSTS
Besides the promotion expenditure that you decide), each CHUCKER CABS costs $0.25 per mile to run, $2500/Cab/Period and there are fixed costs each period of $20,000..

FINANCE
To fund the launch of CHUCKER CABS you have $400,000 available. This cash must be used to fund initial losses and investment in cabs. If you spend more than the $400,000 you may go bankrupt!

Investment in fixed assets takes place automatically whenever the number of CHUCKER CABS is increased. Each cab purchase involves an investment of $20,000. And each cab is able to drive party-goers 10,000 miles each period.

Since customers pay when they use CHUCKER CABS, sales income can be used to pay for expenditure.

DECISIONS

To influence your performance in the market you must make the following decisions:

PRICE/MILE

PROMOTION

CABS TO RUN

Each period you will enter these decisions into the microcomputer. The Price may be entered to two decimal places. Promotion and Cabs to Run are entered as whole numbers. Although you can reduce the number of cabs to run you cannot sell the cabs.

The first time you use the computer you will be asked for a short team name (of up to six letters). This name will be used to identify you for the subsequent periods.

RESULTS

Each period, as illustrated below, you will receive the following results:

PENETRATION is the percentage of the population who is aware of CHUCKER CABS and is willing to buy it.

MARKET SHARE is the share of the penetrated market who actually buys your service. Since, initially, there is no competition, market share is 100%. But when competition arrives it will fall.

MILES is the total driven by CHUCKER CABS. Provided there is sufficient capacity this will approximate the market size (1,000,000 miles) multiplied by the penetration and the market share.

SALES INCOME is the total income received and is miles multiplied by price.

NET PROFIT is the income less all costs.

FIXED ASSETS is the value of the factory machinery.

INVENTORY (VALUE) is the value of inventory at the end of the period

CASH is the cash remaining at the end of the period. (If this is getting close to zero you should worry about becoming bankrupt.)

CUM. PROFIT is the total, cumulative, profit earned so far.

TEST MARKET RESULTS

To help with your initial decisions the following decisions have been tested

	PRICE/MILE
	1.9

	PROMOTION
	75000

	CABS TO RUN
	7


and would produce the following results

	PENETRATION
	5

	MARKET SHARE
	100

	MILES

	50000

	SALES INCOME
	95000

	NET PROFIT
	-32500

	FIXED ASSETS
	140000

	CASH
	227500

	CUM. PROFIT
	-32500


This test market should suggest to you how the market may respond to your decisions.

OBJECTIVES

Your objectives are to discover how to make a profit, grow the business and survive. With careful thought and analysis it is possible, although very difficult, to make a cumulative profit of one million by the end of the eighth period.
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