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Commerciality Physical Business Simulation
Our Commerciality Simulation will provide your people with a real-time opportunity to practice and focus on the key skills, attitudes and 
behaviours they need to adopt to drive the commercial success of your business.  In teams, participants are responsible for setting up, 
managing and growing an operational business.  Each business has to wrestle with the complexities of strategy, finance, solution design 
& delivery, customer service and a changing competitive landscape whilst working collaboratively and effectively as a team to deliver 
against their strategic goals and KPIs.  Each simulation we run for our clients is unique to them - we would work in close partnership with 
you to ensure we immerse the simulation around your leadership behaviours and values, and your commercial context.  We have 1 and 2 
day versions of our Commerciality Simulation.

Simulation -
bringing it all 
together
Final results
• The final results 

are revealed

Individual, 
team and 
coach review
/feedback
• What have you 

learnt about 
yourself?

• Data-specific 
team feedback

• What will you 
stop, start, 
continue?

• Feedback on 
development 
edges

• Learning 
commitments -
delegates 
explore and 
commit to what 
they will take 
back and apply 
in the workplace

Simulation year one -
establishing the business
Planning and year one
• Strategy and business development

- developing the initial strategic plan
- analysing product, customer and market demand

• Operations
- designing operational systems and processes 

to ensure best value from resources
- achieving initial operational success

• Customer experience
- delivering a service culture 

that will exceed expectations
- exploring the service offer to

your customers
- regulating contracts and prices with customers

• Supply chain management
- developing initial supply chain to meet objectives
- securing initial resources required
- putting a plan in place to manage the order book

• Finance
- monitoring revenues, cash flow 

and profitability
- capturing value ensuring an 

appropriate split between 
customer service and profitability

• People management
- ensuring the entire team is at its best and 

coaching/supporting each other

Leadership and financial review
• Team and individual performance review against 

your actual organisational leadership behaviours 
and business KPIs

• What did your team excel at?
• How well are you performing as leaders?
• What would you do differently next time?

Simulation year three -
growing the business
Planning
• Expanding the business
• Expanding the service offer to customers
• Exceeding customer expectations whilst 

securing an appropriate profit
• Entering and growing new markets
• Identifying value drivers

- identifying opportunities for market 
and product development

- considering how you are going to continue to 
progress and innovate in your business and 
take steps to ensure continuous improvement

Year three - growing the business
• Delivering against plan
• Maximising sales and profit growth
• Dealing with bottlenecks and 

management stretch
• Maintaining continuous improvement

and innovation
• Securing value from collaboration
• Securing value from new strategic 

and operational opportunities

Review
• Team members review and score

themselves against leadership 
behaviours and business KPIs

• Individuals reflect on how they have
performed against their personal
leadership edge

Simulation year two -
running the business
Planning
• Action planning to address priorities from year one
• Commitment to customers - how are you going to 

improve your customer experience
• How are you going to improve the operating model
• What strategic steps are you going to take to 

enable market expansion
• How can you become more efficient through 

economies of scale
• How can you enhance the capability of your team

Year two - running the business
• Expanding international sales 

and operations
• Improving performance through 

operational excellence
• Reducing the number of 

operational incidents

Leadership and financial review 
• Team and individual performance review against 

your actual organisational leadership behaviours 
and business KPIs

• Identifying key learning points
• What have you learnt about effective teamwork
• How well are you managing and leading 

the business?
• Choosing your attitude in the face of 

setbacks and challenges

Option to blend a facilitator-led session around interpersonal and/or commercial/finance skills
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In the planning phase, 
participants analyse the 
industry and assess the 

dynamics of the business for 
a national car park operator  
• Participants construct a 

plan for phase 1 where they 
have to allocate resources 

to optimise commercial 
performance and customer 

satisfaction

At the end of phase 1, results are 
distributed to teams supported by 

facilitator-led industry and 
business commentary

In phase 1 teams have 45 minutes to 
allocate a range of types of car parking bays 

(e.g. electric, mobility, standard) across a 
number of city centre and out-of-town sites  •
Participants action their plans, focussing their 

decisions on revenue, profit, cash flow and 
customer satisfaction

In phase 2, teams are faced with 
ambiguity and change brought about 

by mega trends affecting the 
business landscape • Participants 
have to assess what impact these 

trends will have on business strategy 
operations, people resourcing and 

financial performance

Participants need to communicate 
potentially difficult messages to their 
colleagues regarding the impact of 
these mega trends  • Participants 

receiving the message(s) give 
feedback on how successfully the 
change was communicated via an 

online feedback mechanism

The simulation ends with a 
review of the results from 
phase 3  • Results are 

distributed, supported by 
facilitator-led industry and 

business commentary

In phase 3, participants 
implement their revised plans 

again focussing their decisions on 
revenue, profit, cash flow and 

customer satisfaction  • Can they 
optimise the performance of their 

business to emerge as the 
winning company?

Phase 1 Phase 2 Phase 3Planning

T1 - John R:  Great results team, 
but let’s see impact in phase 3

T2 - Maria: Good effort guys, but 
we got some ground to make up 
across our KPIs - big push in P3!

T1 - Tim: I agree John, its all 
going to come down to phase 3!!

DigiPark Virtual Business Simulation
In teams, participants have to optimise resources to drive customer service and maximise commercial performance.  Working 
collaboratively as a team, they must respond to fundamental change and disruption in the marketplace and industry, adapting their 
business to deliver commercial results.  DigiPark can run as standalone simulation (half-day) or incorporated into a wider programme 
and blended with facilitator-led sessions around interpersonal and commercial skills to help reinforce the learning.

Option to blend a facilitator-led session around 
interpersonal and/or commercial/finance skills
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