SALES CALLS

INTRODUCTION

This simulation involves you running a sales area for several months. Each month you must decide how often to call on customers. Based on this, revenue and profit will be generated.

The simulation allows you to test your ability to make decisions without risk. You will see the impact of your decisions simulated by a computerized business model that will produce results that you must analyze and reflect on before making the next month's decisions.

THE SITUATION

You are responsible for a sales area that is currently operating and relationships have been built with customers. Currently you have fifteen customers but new customers may appear and existing customers may vanish.

When deciding how often to call on a customer, you must consider how you wish to improve sales in both the short and long term. This should involve considering your customer's potential, current relationship and the competitive situation.

Although each customer is likely to respond in a similar way to each call, the actual sales you achieve will differ. Experience suggests that each month you can plan to make between ninety and one hundred and thirty calls.

Because customers have different needs and buy from several suppliers, it is unlikely that you will get all of a customer's business. Because customers buy differing mixes and volumes of products, profitability will vary from customer to customer.

RESULTS

Your effectiveness is measured in financial terms (sales revenue, profits and profitability.) and the company has a comprehensive sales' reporting system that treats each customer as a "profit center". So, for each customer, besides information about the revenue earned, the costs incurred and the money owed (Receivables) are identified and used to measure progress.

This reporting system produces for each customer and for the area in total, the following:

Potential Sales

Sales Revenue

Market Share 

Gross Profit

Gross Profit %

Selling Costs

Net Profit

Net Profit %

Receivables

Return

Calls

Revenue/Call

Potential Sales is an estimate of the customer's total purchases from all customers for the month.

Sales Revenue is the actual revenue obtained from the customer for the month.

Market Share is the sales revenue expressed as a percentage of potential sales. It is very unlikely that you will ever get 100% of any customer's business.
Gross Profit is the sales revenue less the manufacturing cost of the goods sold. 

Gross Profit % is gross profit expressed as a percentage of sales revenue.

Selling Costs is the cost of selling (allocated on a per call basis) plus the cost of customer administration.

Net Profit is gross profit less selling costs.

Net Profit % is net profit expressed as a percentage of sales revenue.

Receivables is the amount of money owed to you by the customer.

Return is the net profit expressed as a percentage of the Receivables.

Calls is the actual number of calls made during the month.

Revenue/Call is sales revenue expressed on a per call basis.

COSTS

All costs and revenue are measured in Account Units (AU). Total selling costs (salary, overheads and management costs) are 2000 AUs each month and the costs of administrating each customer is 100 AUs each month.

USING THE SIMULATOR

When you use the simulator you will be identified by a team name. So, the first time you use the simulator you must choose a name of up to six letters. You should enter this name and click Confirm. (When you first enter your name you will be asked to confirm that you are starting the simulation.) In following periods, after entering your team name, the simulator will retrieve your current situation and ask you to enter decisions for the next month.

When entering decisions, a template is displayed on the screen showing the customer names and the number of calls that you made on each the previous month. You are positioned on the highlighted cell. To move between the cells use the arrow keys or click on a new cell. To change the number of calls for a customer, position on that cell and type in the new number and press Enter or move to a new cell. When you have made all the changes, click the Confirm button. 

If you make a typing error while typing in a number, use Backspace to erase the incorrect data. If you notice an error after moving to a new cell, go back to the incorrect cell and re-enter.

After you have made and confirmed your decisions the simulator will check your decisions and, if appropriate, comment on them. If it seems that there are no problems, the effect of your decisions will be simulated and the results produced.

OBJECTIVES

Your objective is to plan you sales calls to ensure financial success for your area. Success that will require a balance between growing revenue and profits, ensuring good gross and net profit percentages and an adequate return on Receivables and revenue per call.

At the end of the simulation your results will be compared with those of the other participants and you may be asked to defend and explain your strategies and results.

SALES CALLS - Previous Period's Results

Customer 
Acme
Best
Coin
Delta
Excel
Fume
Grade
Highe

Potential Sales
14279
6395
1997
15024
9512
3025
1065
4559

Sales Revenue
7953
4017
457
9615
4212
1274
209
2864

Market Share
56
63
23
64
44
42
20
63

Gross Profit
2558
1310
176
2666
1408
485
86
1071

Gross Profit %
32
33
39
28
33
38
41
37

Selling Cost
500
220
120
50
320
140
120
200

Net Profit
2058
1090
56
2166
1088
345
-34
871

Net Profit %
26
27
12
23
26
27
-16
30

Receivables 
10130
4434
520
15364
5632
1286
198
4334

Return
20
25
11
14
19
27
-17
20

Calls
20
6
1
20
11
2
1
5

Revenue/Call
398
670
457
481
383
637
209
573

Customer 
Iota
Jam
King
Lowe
Mash
Nout
Over
Total

Potential Sales
30507
6489
5179
2151
3350
1562
1001
106095

Sales Revenue
10637
3880
2816
743
1545
888
390
51500

Market Share
35
60
54
35
46
57
39
49

Gross Profit
2428
1377
1000
274
622
329
160
15950

Gross Profit %
23
35
36
37
40
37
41
31

Selling Cost
500
220
200
120
140
140
120
3560

Net Profit
1928
1157
800
154
482
189
40
12390

Net Profit %
18
30
28
21
31
21
10
24

Receivables 
23274
5614
3586
1028
1902
904
380
78586

Return
8
21
22
15
25
21
11
16

Calls
20
6
5
1
2
2
1
103

Revenue/Call
532
647
563
743
773
444
390
500
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