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About this Guide 

This guide is designed for the facilitators of the E-Growth Project to help them navigate through the 

various opportunities the project offers. On the following pages, you will find a description of this 

training and its details (what it is about, its features, and the tools to be used). In addition, it contains 

instructions and guidance on using the platform and facilitating the course. 

About the E-Growth Project 

Six European partners have embarked upon an important project which could help small businesses 

to recover and growth post pandemic. The Erasmus+ project called, ‘Enterprises Growing Through 

Business Simulations’ (E-Growth) will train business owners how to grow their enterprise. The 

materials developed share a common purpose: helping young entrepreneurs find their way around 

the complicated universe of entrepreneurship. Being an entrepreneur requires different skills in 

different fields of entrepreneurship.  There are, however, some skills and knowledge that are common 

and essential for any entrepreneur. Project E-growth aims to provide the necessary basics and extra 

valuable tips to help young entrepreneurs understand the pitfalls of doing business and help VET 

teachers/trainers deliver a better training experience.  

Additional relevant information connected to E-Growth Project 

There are several outputs of the E-Growth project beside this Facilitator Handbook: 

❖ Prosper Business Simulation, 

❖ Business Growth Toolkit,  

❖ E-book 

E-book– A Guide to Technology Enhanced Learning in 

VET 

This E-book is based on the research, learning and experiences undertaken throughout the 

project. The purpose of the e-book is to provide a practical, step-by-step guide to using TEL in VET. In 

this e-book you can also find seven different learning journeys. A learning journey is a way of getting 

experience in a chosen field through different channels and learning methods. In this project, we have 

developed seven learning journeys related to Technology-enhanced learning. Each learning journey 

explains key terms, tools, and methodologies such as Serious games, E-portfolios, Virtual learning 
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environments, Digital learning tools, and Social media. There are practical “how-to” checklists and 

guides and specific examples of digital tools in some of the learning journeys. You can download the 

learning journeys from our website! 

The 7 learning journeys are the following: 

❖  Introduction to Technology Enhanced Learning 

❖  Simulation and Serious games 

❖  E-assessment and E-portfolios 

❖ Virtual Learning Environments 

❖  Introduction to E-learning and Digital Learning Tools 

❖ Introduction to Collaboration and Social Media 

❖  Technology Enhanced Learning Strategy 

  

Business Growth Toolkit 

There are common aspects of entrepreneurship that an entrepreneur should be aware of. 

Such aspects involve Business planning, Marketing and Sales, Financial planning, and Human resource 

management. These terms cover a large spectrum of information, and each of them is a field on its 

own, studied by individual experts. But do you have to know every detail from all areas of 

entrepreneurship? Of course, nobody expects a young entrepreneur to have absolute knowledge of 

his job. One improves the understanding by studying the problems and getting life-long experience. Is 

getting all that knowledge tedious and painful? Not with our Business Growth Toolkit!  

Our toolkit shows learners the excellent starting point for the crucial 

aspects of entrepreneurship. Rather than vast amounts of text, we 

bring the learners a concise form of the documents, accompanied by 

schematics and valuable tools.  

 

Use the game as a lead-in to discuss one topic of the Toolkit 

you can demonstrate better by referring back to what they 

experienced. 
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Business Planning Marketing and 
Sales 

Financial Planning 
and Management 

Human Resource 

Management 

Creating a Vision  Developing a Unique 
Selling Proposition 

(USP) 

Cash Flow 
management 

Job description 

template 

Creating a Mission Marketing plan 
template 

Calculating Break 
Even Point 

Person specification 

template 

Key Performance 
Indicators 

Social media 
scheduling plan 

Gross and Net Profit 
template 

Coaching plan 

template 

Competitor and 
Market Analysis 

template 

Creating a branding 
sheet 

Variance Analysis Appraisal or 

Performance 

Management 

template 

Risk assessment  Key account 
management plans 

Creditor analysis 

(creditor days) 

Training plan 

template 

Swot analysis Customer profile Debtor analysis 

(debtor days) 

Teamworking 

checklist 

Critical Success 
Factors (CSF) 

Customer Value 
Proposition 

Financial ratios Meeting checklist 

Business plan Market 
segmentation 

Business 
Improvements tools  
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Business Background  

 

Several aspects of the business environment of the 

simulation are explained in this Handbook or in the 

simulation itself.  A brief overview of the background topics: 

1. Introduction  – see in the simulation 

2. Business Loan Repayment Plan – page 9.  

3. Market Survey –  Annex 

4. Estimating demand, based on the Market survey – Annex  

5. Venue Refurbishment Designs – see in the simulation 

6. Marketing and Promotion – see in the simulation 

7. Wine Stock – see in the simulation 

8. Pricing Strategies – see in the simulation 

9. Staffing and Salaries– see in the simulation 

There will also be a mock-up of three design schemes for the bar as well as an overall plan of the 

layout. During the simulation, participants can choose to diversify into coffee and cocktails as well as 

investing in developing the bar’s outdoor garden space – these are all decisions that participants will 

have to make.  

The simulation is taking rounds with several variables to be decided by the player. After entering the 

set of decisions/variables, the simulation will generate the result of the round: 

❖ A financial statement for the business period 

❖ Bank summaries 

❖ New messages and information for participants 

❖ and as an entering point to the next round, new 

decisions will be made for the next business 

cycle. 

The winning participant/team will be the one with the 

biggest current account.  
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Based on what mistakes each group makes recommend a chapter in the Toolkit or Dossier. This is how 

you can tailor the material to the learners’ needs. As the material is already prepared you need less 

energy investment for differentiation and personalization. 

 

Business Loan Repayment Plan 

The following table shows the weekly repayments at current interest rates (¥) in two years’ time.  

Loan Loan Plus Interest Weekly Repayment Over Two Years 

5000 7500 72 

10,000 15,000 144 

15,000 22,500 216 

20,000 30,000 288 

25,000 37,500 361 

30,000 45,000 433 

 

Additional Information: If you need to take out an additional loan at a later stage, repayments will be 

on a similar weekly basis with the remainder of the original, two-year period (e.g. if you negotiated an 

additional loan of ¥2000 at the beginning of week five, then repayments on the additional loan would 

amount to ¥30 per week-for the hundred weeks remaining).  
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PROSPER Business Simulation 

 

The simulation can be entered through: 

❖ https://e-growth-project.eu/  → Prosper Simulation 

❖ or directly from here: https://app.e-growth-project.eu/  

The paramount output of the E-growth project is the business simulation that will take the learner on 

a short mission of having his virtual business. The learners will become owners of a new wine bar, and 

from the very beginning, they will have to start making decisions that will influence the future 

development of their business. How many personnel will be needed? How must the wages be set? 

Should they get a loan to expand quicker? And what will be the cost of the wine? Do they have enough 

wine in stock, or isn’t it too much? Many factors can influence the business’ stability, and a wrong 

decision at one point can cause a lot of trouble in the future. Learn and understand how to be the 

entrepreneur doing a profitable business! Our business simulation will lead the player through several 

business cycles while making decisions. Will they pass the game successfully? 

 

 

 

 

Key Learning Points 

This business simulation is fundamentally focused on five core issues: 

❖ Being able to make business-related decisions 

❖ Being able to understand main business performance-related indicators 

❖ Being able to react properly when the business situation is not favourable 

❖ Being able to understand (and later implement) business-related literature 

❖ Being able to run a profitable business 

 

 

In order to make profit and have good results, you can ask the students to create a second 

profile after getting to know how things work in the simulation and playing some rounds. By 

this they can avoid the negative results from the trial rounds.  

Winning a game will create a positive atmosphere.  

https://e-growth-project.eu/
https://app.e-growth-project.eu/
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Running the Simulation 

 

❖  Explain that each individual/team represents the manager and owner of a new wine bar called 

PROSPER. As the manager, they will set up and run their own wine bar over a period of weeks. 

The aim is to make as much profit as possible by the end of the simulation. The winning 

individual or team will be the one that has made the most money (Yart (¥)) in its current 

account at the end of the simulation.  

 

❖ All the information that is needed for the simulation is provided in a business dossier. The 

dossier includes several briefing sheets covering marketing, pricing, staffing, premises and 

many other topics. The simulation takes the form of a series of business periods (weeks). At 

the start of each week, the manager/owner must make a series of decisions about how they 

will set up and run prosper. The first business., Which requires time to assimilate all the 

information, takes much longer than subsequent rounds. 

 

 

❖  Issue the manager/owner with the business dossier and allow time for them to analyse the 

information resulting in the first decision sheet being completed and entered into the 

simulation. After the team’s decisions have been entered and the results generated, the 

results should be printed out and they should be provided with a handout which explains how 

to understand and interpret the 

financial statement.  

 

 

 

 

 

 

 

Use the simulation to inspire the students 

and encourage them to dream big, and write 

down their vision. 
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Getting Started 

Step #1 

First, select the language, in order to understand everything better. 

  On your top right menu, select the language that is best for you and your students. 

 

 

Step #2 

Instruct your students to set up their profiles. They should click on their user icon on the top left. 

    Fill in the correct details and press the "Submit" button to save the changes. 
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Step #3 

In order to start the simulation, they should press the start button on your side 

menu. 

Then, a woman will appear who will guide them through the simulation process, so 

make sure the students pay attention to her advice! 
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Step #4 

Give enough time for the students to read the introduction carefully, and then proceed by pressing 

the submit button to go to the next phase. 

 

Step #5 

Every stage consists of tabs. These tabs open another menu of choices for you to manage. 

Every time they click on a choice, it will be saved, and a little window will appear on your top right 

informing them. Please make sure that they make their choices on all tabs that appear in the round: 

Venue, Marketing, Managing Variables, in later weeks: Decisions for week X and Loan as well. 
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Step #6 

When students finish with a round, they should press the “Submit” button, on the bottom right corner. 

A window will pop up to verify their choice. Their managing decisions will reflect on their score. 

  

Step #7 

When students have finished the round for the week, their data and scores are listed. Make sure they 

review them, learn from their mistakes, and proceed to the next round! 

 

 

 



16 

 

Step #8 

They can view a list of their play attempts on the Simulation Results menu and a summary of their 

playthrough! 

 

Step #9 

Just click on the table in any simulation, and the detailed rounds will be displayed above! 
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Step #10 

They can also see their results on a dynamic dashboard page, which helps to see their results better, 

and it is easier to compare the statistics to the previous rounds. 
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Decision Variables 

During the first week of trading, participants will need to enter 7 decisions into the simulation. The 

first one is to select the preferred refurbishment scheme – this will only be visible in week one. The 

other six decision variables will appear in subsequent business cycles. The maximum number of 

business cycles that can be played is 10. 

 Number Decision Description / note 

1 Venue refurbishment 

plans 

1, 2, or 3 

2 Marketing and 

promotions budget 

Multiples of ¥1000 (e.g. 1K, 2K, 3K) 

3 Marketing promotions 

design 

Option 1, option 2, or option 3 

4 Cases of wine ordered A whole number must be entered up to 3 spaces 

5 Average staffing levels A whole 1 or a half number must be selected (e.g. 1 or 1.5) 

NOTE: 0 or 0.5 is NOT permitted 

6 Salary levels Minimum value equals ¥3.0 with multiples of 0.1 (e.g. 3.1, 3.2) 

7 Selling price wine per 

glass 

Multiples of 0.1 (e.g. ¥1.2. 1.3) 

 

Note: Depending upon the decisions made by participants subsequent business cycles will require 

additional decisions to be made including: 
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Number Decision variable Description /note 

8 Loan capital repayment  A whole number must be used (five spaces available for 

entry) 

9 Bank loan payment Y or N 

10 Stockroom enlargement  Y or N 

11 Continuous 

improvement 

A whole number between 0-10 inclusive 

12 Develop the garden Y or N 

13 Diversify into coffee Y or N 

14 Diversify into cocktails Y or N 

15 Coffee stock A whole number (two spaces available) 

16 Cocktails stock A whole number (one space available) 

17 Selling price of coffee A multiple of ¥0.1 (e.g. 0.9. 1.0, 1.1) 

18 Selling price of cocktails A multiple of ¥0.1 (e.g. 0.9. 1.0, 1.1) 
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Achieving the Optimal Results 

The information below is essential when debriefing participants, but it is also a quick reference point 

that will enable the trainer to support and identify where teams are struggling enabling them to 

provide hints and tips. 

Number Decision variable Optimal choice 

1 Name of bar No impact on performance and pre-set 

2 Venue refurbishment plans 2 

3 Marketing and promotions budget ¥700  

4 Marketing promotions design Option 2 

5 Wine stock (number of cases 
ordered weekly 

23, 36, 42, 44, 53, 61, 53, 53, 40, 66, then 
always 53 cases per week 

6 Average staff on duty at any one 
time each week 

2, 3, 3.5, 3.5, 4, 4.5, 4.5, 4.5, 3.5, 5.5, then 
always 4.5 per week 

7 Salary levels ¥4.6 per hour (most weeks) 

8 Selling price wine per glass ¥1.80 per glass 

9 Loan capital repayment  No 

11 Stockroom enlargement  No, (yes, if venue refurbishment plan one is 
selected) 

10 Bank loan payment No, (yes if yes above) 

12 Continuous improvement 10 

13 Develop the garden Yes 

10 Bank loan payment Yes 

14 Diversify into coffee Yes 
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16 Coffee stock From week 7: 

18 Selling price of coffee ¥1.10 per cup 

15 Diversify into cocktails No 

17 Cocktails stock None. If yes above, then 1.0 

19 Selling price of cocktails None. If yes above ¥3.70  

 

 Additional Notes for Getting the Optimum Results 

❖  Venue Refurbishment Scheme 

Scheme to provide places for 72 cases of wine which is enough. A low selling price however could push 

the potential sales over 72 but profitability would be reduced. 

❖  Promotions design 

Design 2 contains all the necessary information and important details about the bar such as location 

and opening hours. The actual layer and the design of the leaflet has no impact in the simulation, it is 

all about the content.  

❖  Stock levels 

The closer the weekly order is to the weekly demand the better. Stock capacity provided by venue 

refurbishment scheme 2 is optimal. 

❖  Number of staff 

Approximately one member of staff for every 1000 drinks sold (1:500 cocktails). Overstaffing can 

significantly impact profits. 

❖ Staff salaries 

Paying ¥3.3 per hour or less results in ¥50 per week going missing from the till (suspected theft) – and 

is reflected in the cash Bank figure on the financial statement. Paying over ¥4.6 per hour does not 

bring in any more customers. 
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❖ Selling price 

As prices increase, the number of sales decreases. The optimum revenue is obtained at a selling price 

of ¥1.80 per glass. 

❖ Repayment of capital loan 

A capital repayment of the bank loan over and above the agreed weekly repayment arrangement is 

not a good decision. From a business point of view, in the early stages of a new business it is better to 

keep cash available for emergencies 

❖  Quality assurance programme 

This is scored between 1 and 10. Any score over seven has a positive effect on sales, a score of 10 

having the most effect. Scores below seven have a negative effect. Scoring exactly 7 has a neutral 

effect. 

❖  Garden development 

The increased revenue from developing the garden (increase of 15%) is worth having despite the 

capital cost, the increase in overheads and the dependence on good weather. 

❖  Diversifying into coffee/cocktails 

The revenue from coffee cells is well worth the extra capital cost, the increase in overheads and the 

increase in opening hours. It does not affect wine sales. The revenue from cocktails is not enough to 

offset the effect on wine sales (reduced by 10%) and the extra time to prepare the cocktails (twice as 

long).  
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Annexes 

Market Survey 

You have commissioned some market research to help you to decide on your business plan. 
Specifically, you wanted to learn more about the town centre and the potential market for your 
business.  

The research showed that Blenheim Spa is an ideal place to set up a wine bar. Currently, there is little 
direct competition with just one wine bar called ‘And All that Jazz’. It is well established and has a 
loyal customer base and is famous for its late-night jazz evenings.  

There are other places to eat and drink such as traditional style pubs and several bistros and 
restaurants. During the research around 50 people in the town centre were interviewed – the 
interviews took place during the afternoon and evening with the aim of learning more about their 
drinking habits and interests.  

Three of the key questions that were asked were:  

❖ Which age group are you in:  
˙ (a) 18 – 25; (b) 26 – 40; (c) 41 – 55; (d) 56 – 65; over 55 years 

➢ Seventy-five per cent of respondents were aged 26 – 55 years.  
  

❖ If there was a traditional French-style wine bar in Blenheim Spa how likely is that you would 
visit it?  
 
➢ Of those aged 26 – 55 years → 40 per cent said yes 
➢ Twenty-five per of those aged 18 – 25 years said yes, but only if the wine was not too 

expensive.   
 

❖ How often would you expect to use a wine bar?   
 
➢ Of those who answered yes for question 2, a large proportion said they would visit maybe 

once a month.  
 

❖ How much would you think you might expect to drink in an evening?    
➢ Although the answer to this varied considerable, a rough average was around 1 – 2 glasses 

in an hour. Although this seems a little high, it gives an indication of potential drinking 
patterns.   

Additional Information:  

This type of research can be unreliable as what people say does not always reflect their actual 
behaviour. At best, this research can only be considered as indicative rather than predictive, but it 
does look promising! 
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 Estimating Demand 

The street survey market research gives information on the potential market for any bar. Based on 

the results of the Market Survey above, an estimation could be done for the demand.  Of those asked, 

75% were 26-55 years old (56,250 people if the sample held for the whole population). Of those 30% 

(16,875) said that they were interested in using a bar once a month, would use the bar about once a 

month and would drink at a rate of about two glasses of wine per hour.  

It is important to remember that this sort of market research provides an indication only and not facts, 

but it is certainly better than making a wild guess. The research indicates there is plenty of potential 

(over 4000 customers per week) and gives some idea of consumption rate. Analysis of the floor plan 

shows that a maximum capacity is 60 customers at any one time. Given a consumption rate of two 

glasses/hour, the weeks maximum potential (theoretically!): 

= 60 capacity x 2 glasses x 9 hours x 6 days = 6480 glasses of wine per week. 

So, the following occupancy can be derived: 

Occupancy Potential Glasses Sold Per Week 

Wine bar, on average three quarters full 4860 

Wine bar, on average half full 3240  

Wine bar, on average quarter full 1620 

Note: over the first four business cycles, a “getting established” factor has a limiting effect on trade. 
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 Scoring Quality Programme Rules/Criteria 

The trainer/facilitator is required to score the team’s quality programme out of 10 points. The 

following scales of scoring should be used:  

❖ 1 – 6 points has a negative effect on sales; 

❖ 7 points has no effect; 

❖ 8 points or more has a positive effect on sales. 

One point should be awarded for each ‘reasonable statement’. If a team score is low (under 7), they 

will receive a note of an opportunity to improve to the following week’s score.  

 

Examples of statements include:  

Staff: 

❖ regular meetings with team members procedures for handling tips 

❖ procedures for dealing with staff misconduct 

❖ providing learning opportunities about wines for staff 

❖  training on relevant legislation 

Customers: 

❖ Introducing a code for customer complaints 

❖ Knowing when to apologize and call the manager 

❖  Procedure for recording orders and using the cash register 

Premises: 

❖ Attention to detail and cleanliness. 

❖ Putting out fresh flowers daily 

Wine: 

❖ Doing regular stock checks 

❖ Clear display of process 

❖ Serving wine at the correct temperature 

  



26 

Record of Participant’s Decisions (Facilitator’s Record) 

 

 

Ref Decision Business Cycle 

1 2 3 4 5 6 7 8 9 10 Optional 

extra 

2 Refurbishment 
scheme 

            

3 Promotions budget             

4 Promotion design             

5 Wine stock (cases)             

6 Staff number             

7 Staff pay             

8 Selling price of wine             

9 Repayment on loan 
capital 

            

11/

10 

Stockroom 
enlarged/if so by 
loan? 

            

12 Quality programme             

13/

10 

Develop garden/if so 
by loan? 

            

14/

10 

Diversifying to 
coffee/if so by loan? 

            

16 Coffee stock 
(kilogram) 

            

18 The selling price of 
coffee 

            

15 Diversifying to 
cocktails 

            

17 Cocktail stock (packs)             

19 Selling price of 
cocktails 

            

 Glasses of wine sold             

 Closing stock value             

 Operating profit             

 Bank balance - 
current 

            


