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GLOBAL SUPPLY CHAIN
MANAGEMENT SIMULATION V2

Our revised version of the Global Supply Chain Management
Simulation includes an updated interface and modernized features
in the product line managed by students.

In this single-player simulation, students set

up a global supply chain to deliver 2 models of
mobile phones. The simulation takes place over
4 simulation years and students visit 4 different
“rooms” each year. Students choose new mobile
phone features and forecast demand. They

of suppliers—all with different lead times—

and contract for production. The goal is to
understand how to balance competing priorities
and a supply chain that is flexible enough to
react quickly to unexpected shifts in demand
while remaining profitable.
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In the Design Room, students choose options for 2 models of mobile phones and analyze their possible impact on sales.

The Design Room

In the Design Room, students choose among 4 options to add to 2 mobile phone models.
The Design Room advisors offer different opinions on the relative value of each possible
product feature and provide individual demand forecasts. Analysis tools allow students to
summarize the forecasts from the advisors and determine the best combination of options.
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The Production Room

In the Production Room, students set up the supply chain to meet the demand
forecast. There are 4 possible suppliers located in different parts of the world. Each o S N+ ot
supplier has different production costs, lead times, and capacities that students
consider in constructing an effective supply chain. Once the orders are placed,
students advance the simulation 1 month at a time through 12 months of production.

—> Students forecast their demand estimates for
the year based on the selected phone options.

Estimated demand numbers are replaced by actual sales for each month and
students monitor whether the supply chain is able to match demand. Student must
weigh the costs and benefits of changing production orders midyear. Production
shortages result in lost revenue while excess inventory must be sold off at a
substantial discount to liquidators at the end of the year.
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Students keep track of their yearly performance in the Scorecard ¢ previews - rer
section. The Scorecard tracks yearly profits as well as the number
of “board votes.” ~> Board members provide feedback on the performance for
’ the year.
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—> The class summary screen provides high-level reporting of user results, with
several metrics.

NEW TO THIS EDITION

PRODUCT #8623

si Updates to the revised version include an improved layout and design for students,
ingle-player

Seat Time: 90-120 minutes new product options, new characters, a dynamic debrief PowerPoint slide deck,
and compliance with the Web Content Accessibility Guidelines (WCAG) 2.0.

DEVELOPED IN PARTNERSHIP WITH Viewing Simulation Results Faculty have full and immediate access to the
FORIO ONLINE SIMULATIONS simulation results organized by profits, board votes, and other metrics. Results are
also available for download in Microsoft Excel format.

Capturing Student Strategies Faculty have the option to require students to
submit short statements about the strategies they are using in each room. The
statements are saved with the simulation results and can be useful for class
discussion.

FREE TRIAL ACCESS A Free Trial allows full access to the entire simulation and is available to registered

hbsp.harvard.edu Educators on our website.

Educator registration is a free service for faculty at degree-granting institutions and allows access
to Educator Copies, Teaching Notes, Free Trials, course planning tools, and special student pricing.

NOT REGISTERED? Apply now: hbsp.harvard.edu
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