Mini Market EXERCISE





A: The Story





In this exercise, all participants act as individual sellers, trying to sell a self-made or self-owned item or a service to the trainer who acts as customer. In one corner of the room, a table is prepared with materials participants can use for their production. As in real life, participants have to perform in a limited market, as only few products will be acquired by the trainer. After a short time given for preparation, the mini market is opened to the customer offering many different products and eventually services. He/she walks around, listening to one seller after the other advertise their items. Finally the trainer chooses only three or less products or services he/she wants to buy and acquires them in a real selling-buying transaction.


In processing the exercise, the results and marketing strategies are analysed. Many participants will recognise that they failed to start with the most important: investigating customer’s needs, desires and tastes and to develop a proper marketing strategy afterwards. They also get aware of the difficulties selling in a limited market and their personal skills to negotiate. Finally, the basics of marketing are highlighted.


Mini market is a good introductory exercise as it allows to discuss various aspects of marketing. It stimulates creativity.


The exercise can be easily adapted to different situations.


�
B: Basic information





Objectives of learning�
�
�
Minimum objectives to be achieved by participants


�
The participants 


-	get aware of basic elements of marketing


-	get ware of the importance of meeting clients` demands.


-	get aware of their selling and negotiation skills.�
�
Additional objectives of a higher level depending on the situation and the current conditions of the target group�
The participants 


-	compare pros and contras of different marketing strategies.


-	develop individual marketing strategies.�
�
Uses�
Marketing, negotiation, development of individual marketing strategies�
�
�
C: Further Information





Time�
1,5 h �
�
Preparation of rooms�
-	at the beginning: chairs in U-shaped formation


-	afterwards: participants organise their working and selling space�
�
Requirements�
�
Trainers/assistants�
one or two�
�
Didactic aids to prepare�
-	instruction chart (rules of the exercise in annex 1)


-	flipchart or metaplan cards with 4 or 5 Ps written on it (annex 3)�
�
Materials for the facilitators (during the game)�
-	small money to buy some products 


-	if a participant acts as a buyer, instructions for buyer (annex 2)�
�
Materials for the participants (during the game)�
-	basket containing sheets of paper


-	magazines


-	scissors


-	metaplan cards


-	pearls, scrap of cloth, buttons, threads


-	masking tape etc. �
�
Important conditions of the room�
-	spacy enough for individual production �
�
�
D: Learning Process Overview





Step�
Time�
Most important contents�
�
Introduction, explication of rules, instructions�
10’�
Explanation of situation


Explanation of tasks and rules of exercise


Time overview �
�
Identification and preparation of items preparation for selling�
15’�
Individual decision what to offer to the market (self-produced item, self-owned one or a service), production and preparation of presentation �
�
Selling process�
2’ for each seller�
Individual selling efforts�
�
Processing


Generalising�
20’ - 30’


10’ - 20’ �
Highlighting reasons for success and failure


4 or 5 P, marketing strategies�
�



�
E: Integrated Learning Process Organisation (ILPO)





�
Step�
Time�
Most Important Contents�
Activities of Trainer�
Range of Possible Activities of Participants�
Required Materials�
Hints�
�
Introduction�
2'�
Motivation of participants.�
explaining�
listening�
�
Introduce the exercise as an opportun�ity to practise personal skills to market their own product/service.�
�
Explication of rules/ instructions�
8'�
Explanation of the participants` tasks: every participant has 15 min. to decide on a product or service which he will try to sell to the trainer and prepare the chosen item for selling.








Clarify the rules of exercise utilising the prepared chart: 


the item must be owned by him, may be produced during the 15 min. or has to be a service that can be realised within 5 min.


it is not allowed to sell promises


the maximum price for selling is xx (local currency not more than equivalent of $ 2)


the trainer will buy up to 3 items and pay cash at the end of the game 


every participant will have only two minutes to convince the trainer to buy his product 


once the item is sold, it has definitely changed ownership and will not be returned


participants can use free of charge magazines, paper, scissors etc. out of the prepared basket 


(see also annex 1)�
explaining,


answering�
listening,


asking�
chart with main information�
Tell them to listen to the instruc�tions carefully as you will repeat the instructions only once. 





Announce that you will only enter�tain questions which shall clarify things written on the instruction sheet.





Any other information which they would like to know apart from those given will have to be sought by them from the facilitators on an individual basis.





Emphasise the competitive situation in view that only up to 3 items are to be bought by the trainer. 





Don’t advice them on the importance of analysing the target market. 


Depending on purchase power of the group, the maximum selling price can be lower or higher. 











Make sure that the participants understand that the sold items will not be returned to them later on. �
�
Preparation for mini market �
15' 


�
Participants choose their individual product/service, if needed, produce it and prepare presentation. �
observing,


taking notes for processing, 


if asked for individually, give to that particular person information about needs and personal desires �
deciding 


production,


preparation of presentation�
�
Monitor the time as no extra time will be given. Time pressure is intended and should be felt by the participants.





Participants decide how and where to promote their products or services.


Do not advice the whole group on the need of market information.�
�
Selling �
2’ for each seller�
Participants experience their personal selling and negotiating skills.


�
walking around carefully observing and listening to each seller advertise their product or service,


finally he/she makes a spontaneous decision, hands over the money to the seller.


�
advertise their individual product or service


�
�
The trainer may also go intentionally to one ”shop” or another in random order. Make sure that only two minutes are spent per seller and that all sellers get the opportunity to promote their products or services. Make participants speak loud during their sales presentation so that everybody can listen to it. 





Establish some order so that everybody is not trying to convince you at the same time and rushing to you. 





The marketing and negotiating strategies are the most important as far as the learning points are concerned. Make sure that the points to be discussed during processing are part of your negotiation with sellers. �
�
Publishing�
5'


�
�
announcing the reasons for the purchase�
listening


�
�
Explain your personal reasons for buying.


�
�
Processing


�
20' - 30'


�
key questions


What are your feelings now? 


Tell about the decision process: for what reasons did you choose your product/service?


What was your strategy in marketing the prouct/service?


What are the reasons for success and failure?


How asked the buyer about his needs and tastes before deciding on a certain product/service?


Why did bargaining work out in some cases and not at all in others?�
asking the key-questions,


taking notes on soft board


�
answering and discussing�
flip charts �
Participants get the chance to express their emotions and to make some individual conclusions.








Trainer elicits that some buyers stuck to their selling price, others were not able to create a positive atmosphere for the buyers, again others were too curt during negotiations.�
�
General-ising�
10' - 20'�
What can be learnt from this exercise? 


What can be improved in marketing the participants` real products/services?�
summarising, presenting 5 P's�
�
�
To the well-known 4 P’s there has been added a fifth P for service which is called person or process. The fifth P comprises relationship with client, technology, environment.





Other considerations have been added to the 4 P’s namely


people or everyone involved from producer to consumer


packaging, which means the wrapper or the box the product comes in, but also all added-value and intangible assets


phasing, or everything to do with time.





It depends on the group how extensive and detailed this part is presented.�
�
Synthesis�
�
See list of articles referring to this subject.�
�
�
�
�
�
�
F: Hints for preparation, typical situations and dangers





Despite the rule that the items must be owned or produced by the participants, some may try to by-pass and ”sell” materials from the host institution (e.g. scissors, clock etc.) found in the classroom. Do explain that only materials out of the basket can be utilised. 


Some participants are very shy and do not advertise their items actively. While doing the ”bazaar” walk, involve them into negotiations.


Others may be too loud so that a wild session may take place. Don’t exceed time limit for each participant. 


Inject also funny remarks in order  to render this exercise a lively one.








�
G: Variations





1)	Alternatives uses and objectives


If for time reasons this exercise is used instead of market room simulation, a free movement of sellers can be allowed. In this case, less time is needed for selling. If some participants are very active, possibly the trainer will not listen to the more passive ones.


One or two participants can act as buyers. They have to be briefed by the trainers.


2)	Minimising/Maximising


If the trainer feels that participants need to acquire more marketing experience, a second round can be introduced, with all participants selling the same item (e.g. eggs, chewing gum or matches) provided by the trainer.


3)	Substitutions


None





�
H: Annexes


Chart


Annex 1: Flipchart








Sell an item to the buyer. 





You have 3 possibilities: 


To sell an item owned by you


To sell an item you produce


To sell a service which can be realised within 3 min 





You have 15 min. for deciding what to sell, eventually produce it and for preparing your sales presentation





Only 3 products or services will be bought paying cash





Maximum price is __________ (local currency)





It will be a real buying-selling transaction





Sold items are not returned or exchanged afterwards





You must not sell at a loss





You have two minutes for your sales presentation


�
�



�



Session


Document 


Annex 2: Instructions for the buyer





You can buy up to three products or services offered by the sellers.





Walk around the ”bazaar”, listen carefully to the promotion and negotiate with the seller. 





Do not accept first price offered. 





Make sure that you have listened to all sellers before deciding what to buy. 





Finally, make a spontaneous decision and buy the product or service paying cash.  





Explain your decision to the whole group, highlighting the product, seller's behaviour, promotion etc.  


 


�



Handout





Annex 3: The 5 P's








Product�
�
Place�
�
Promotion�
�
Price�
�
Person or


process�
�



��
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