Program title:

Storewars Business Simulation

Program
description:

Developed at Insead, one of the world’s top busiseools, Storewars provides
participants with a chance to learn and test gfrat@anagement concepts for the
Consumer Packaged Goods (CPG) / Fast Moving ConsBowds (FMCG) industry fo
both manufacturers and retailers.

Decisions must be made under tight deadlines aasanech as brand segmentation,
positioning, promotions, price, discounts, new picidievelopment, terms of payment
shelf space allocation, store service levels ateboay management.

Storewars also recreates the interface betweeiterstand suppliers, allowing
participants to sharpen their negotiating skills

Target
audience:

Types of companieRetailers, Manufacturers, Wholesalers/Distribsit@ales Agencies

CPG/FMCG industry service providers/consultants

Primary functions

» Retailers — Buyers/merchandisers/category manageirketing, marketing researc

* Manufacturers — Sales, customer development, cateéganagement, trade and
brand marketing, market research (syndicated datesumer and shopper insights

Secondary functions

* Retailers — Finance, supply chain, IT, store ojpanat etc.

« Manufacturers — Finance, supply chain, IT, produgg8upply chain, R&D, etc.

Date/place:

July 12-15, 2010 — Minneapolis, MN
September 27-30, 2010 — Bentonville, AR

Cost:

$2895 per participant; $2595 per particigan8 or more from same company

Prerequisite:

Intermediate/advanced level “applceétcourse. Helpful, though not required, for
participants to have minimum of 5 years of busireg®erience and negotiation skills
training.

Program type

Business Simulation — mixture of lectures, groupkyteedback sessions

Length: 4-day program; participants are encourdgetily onsite for maximum networking
Trainer: Hope Mandel — President, Global Decisiplns co-facilitator
What you At the completion of this program, participantslwi¢ able to:
will learn: » Offer greater insights into the relationships betwsuppliers and retailers in the
CPG/FMCG industry.
« Use enhanced negotiation skills to arrive at win-gituations.
« Create a strategy and implement the appropriatiesaeffectively.
e Operate more effectively with other departmentinityour organization.
« Work in teams to achieve a group objective.
e Transform information into profitable decisions.
e Provide trading partners/customers with the mopt@wiate information for
effective decision-making.
« Use time more efficiently to make decisions.
Pre-work: Participants will receive “Participant Meal” to read two weeks prior to program start.
Contact: Storewars@GlobalDecisionsTraining.coml 203 926 6926




