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THE BUSINESS WAR GAME
FOR DISTRIBUTOR OPERATIONS

HIGH-LEVEL,
HANDS-ON, RISK-FREE

Test Drive puts the keys to astute operational leadership in your hands.

This two-day AED University event
combines practical seminar instruction
with intense, team-oriented management
application using a business simulation

program called DealerSim.

REGISTER ONLINE AT

WWw.aednet.org/testdrive

M BDO Seidman is the official
:DO Sttaidltnan,dLlC.P v sponsor of Test Drive.
The AED Foundation

An affiliate of Associated Equipment Distributors






Q: WHAT Is TeEsST DRIVE?

A: Test Drive is a premier professional
education experience in which teams run
their own dealerships for two simulated
years of competition. PriSim’s virtual
distributorship is modeled after AED
member distributorships with comparable
profit centers, business dynamics, and
metrics. Attendees also participate in
lectures and discussions of strategic
planning, financial statements, financial
ratios and analysis, and leadership.

Q: How poEs TesT DRIVE WORK?
A: Participants are divided into teams. Each
team controls a single simulated dealership.
Team members work together to lead the
dealership through two years by making
decisions in Equipment Sales, Parts, Service,
Rentals, Staffing, Facility, and Finance.

The simulation takes place in six-month
decision rounds (each round lasts about two
hours). The first round allows teams to learn
about the simulation and how to navigate
the software correctly. The following
rounds will introduce new challenges and
situations to the team members that they
must consider when making decisions for
their dealerships. At the conclusion of each
round, the dealerships are measured on a
series of performance metrics. Results and
performance feedback are delivered to the
teams in a class discussion before beginning
the next round.

Between rounds of play, teams gather
in one single group for a series of ‘mini-
lectures’ and discussions. These large
group sessions cover a variety of topics:
strategy and planning, marketing, financial
statements, key performance metrics, and
leadership. Each mini-lecture builds on

concepts fostered by the simulation and
leads into the next round of competition.
Prior to the conclusion of the
simulation, teams choose three to four
performance metrics upon which they
wish to be measured. When the final
dealership results are tabulated, the
team that performs best in their selected
performance metrics wins the simulation.

Q: WHAT’S sO DIFFERENT ABOUT
TesT DRIVE = ISN’T IT JUST ANOTHER
SEMINAR?

A: Consider the unique benefits of learning
the critical elements of business success
through a simulation rather than standard
“chalk and talk”:

® Engagement — Test Drive requires
participants to discuss, analyze, strategize,
experiment, and actively draw insights from
the experience.

® Application — Participants do not

have to wait until they get back to their
dealerships to practice what they have
learned during the mini-lectures. Instead,
they put theory into immediate practice
through the simulation.

® Risk-Free — The complex (yet easy

to navigate) simulation software makes

it possible for teams to experiment with
their decisions without posing any actual
financial or operational risk to their real-life
dealerships.

® Immediate Gratification - In real-
life business, it can take months or years to
see the full-cycle results of a decision. At
Test Drive, results are apparent in a matter
of hours through the performance feedback
that participants get at the

end of each round.

® Team Interaction — People bond



Who Shou Attend

A complex course that assumes familiarity with equipment dealer operations, Test
Drive is ideally suited for managers (or higher) with some dealership experience.

Participants can register alone or as a team from one company.

Individuals:

® |ndividual department managers or branch managers

® |ndividual dealership team members

Dealership Teams:

® Managers with team members
® Management heads of departments: Parts, Service, Sales, Rental, Branch
® Executive/owner with key department management team

when they share a joint objective. The
simulation fosters a natural camaraderie
between participants which translates
into stronger interpersonal and
professional relationships outside

of the simulation.

Q: | ONLY HAVE A FEW PEOPLE
TO SEND AND THIS SOUNDS LIKE A
TEAM EXPERIENCE — CAN WE STILL
PARTICIPATE?
A: Yes —Test Drive holds value for
everyone. In addition to dealership
operations and financial acumen,
Test Drive fosters and teaches the
elements of effective communication
to those who attend as individuals or
with a group from their dealership.
Everyone who participates in Test Drive
will work together on a team with
other participants and will therefore
experience the natural bonding that
occurs when a group of individuals join
forces to work toward a common goal.
The benefit of working with a team
from the dealership lies in the ability to
quickly translate the learned content
from Test Drive into the regular real-life
operations of the dealership. However, all
participants of Test Drive will receive the
same operational and financial educational

content and experience from the program.

Q: So, WHAT wiLL TeEsT DRIVE
TEACH OUR MANAGERS?

A: At the conclusion of Test Drive,
attendees will be able to:

® Define and describe the elements of
strategic thinking and implement these
practices into the planning processes for
their dealership

® |dentify and demonstrate the ability
to use specific techniques to analyze
complex business situations

® Describe a business plan and discuss
the essential elements of an effective
business plan

® Develop an effective business plan
for an equipment dealership

® Define customer lifetime values and
discuss the importance of customer
lifetime value as it relates to dealership
performance

® |dentify the purposes and function
of the Balance Sheet, the Income
Statement, and the Cash Flow Statement
® Define and describe the major line
items of the Balance Sheet, Income
Statement, and Cash Flow statement using
AED’s Cost of Doing Business model

® Demonstrate the ability to read and
interpret financial statements using the
AED Cost of Doing Business model

® Define and discuss the concept and
processes of integrated decision-making
and provide examples of how decisions
made in one area of the dealership
impact other departments and the
dealership as a whole

® Demonstrate the ability to use
common financial and operational ratios
to evaluate the performance of an
equipment dealership

® Produce and implement an effective
group decision-making process for an
equipment dealership

® Formulate a “Total Dealership
Perspective” and apply this to the
process of making decisions for each
profit center of an equipment dealership
® Translate proven business techniques
and strategies into specific dealership
initiatives



The Presenters

Jeffrey R. LeFebvre,
Ph.D, founded PriSim
Business War Games,
a management educa-
tion and consulting
firm that conducts
intensive business

simulation exercises.
PriSim has taught courses featuring busi-
ness simulations for clients such as Ray-
theon, ADP, Delphi Automotive, National
Semiconductor, Harley-Davidson, and
Northwestern University. Jeff is a faculty
member in two departments at North-
western University (Industrial Engineering
and Management Sciences, as well as Com-
munication Systems), a faculty member at
Harley-Davidson University, and a member
of the master faculty at the Mortgage
Bankers Association’s School of Mortgage
Banking in Washington, D.C.

David Semb is a
partner at PriSim Busi-
ness War Games Inc.,
drawing upon his man-
agement and strategy
consulting experience
to help clients utilize
quantitative business
techniques to create strategic change. Da-
vid has also held management and owner-
ship positions in several businesses including
construction contracting, real estate, and
manufacturing. His expertise is in strategy,
finance, and marketing, and he has consult-
ed with major corporations, mid-size com-
panies, and start-ups to develop business
plans, conduct financial analyses, and lead
data mining and statistics projects. Applying
this experience to the design and delivery
of simulation-based business training, David
now works with clients to improve employ-
ees’ understanding of strategy, finance and
business decision-making.

(et in the Game

Test Drive will be presented in two separate locations this year.

May 5-6, 2009 - Boston, Mass.

EmBASsY SuUITEs BosToN AT LOGAN AIRPORT

207 Porter Street
Boston, Mass. 02128
617-567-5000

www.bostonatloganairport.embassysuites.com

® Complimentary shuttle from airport and evening out

® Complimentary Cook-to-order breakfast and nighly manager’s reception

® Mention AED to receive the special rate of $159 per night for a spacious suite

® Reservations must be made at least three weeks prior to guarantee space

at the hotel.

Sept. 30-Oct. |, 2009 - Phoenix, Ariz.

CHAPARRAL SUITES RESORT
5001 N Scottsdale Rd.
Scottsdale, Ariz. 85250
937-436-2400
www.chaparralsuites.com/

MEeMBER REGISTRATION: $1,195 per person
NoONMEMBER REGISTRATION: $1,495 per person





