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LINKS Across The Curriculum

How do you use LINKS in your full-time MBA program?

In the very first semester of the program, in the regular marketing class we add the LINKS

Marketing Strategy Simulation.  They play LINKS for the complete 10-quarter cycle in that class.

This is done outside of class on their own time and does not take any class time.  The teams are

assigned based on their materials in their application for the MBA program. We use multifunctional

information in their backgrounds so we don’t put a bunch of finance people on one team.  The

students have no choice of who is on their team and have nothing to do with the creation of their

teams.  Results from the LINKS simulation account for one-third of their course grade, and are

not based on their earnings, but on a paper that they write that describes what they set out to do

Chris Puto (Dean of the Opus College of Business at the University of St. Thomas in Minneapolis/St. Paul)

is a long-time LINKS user and a member of the LINKS Instructor Hall of Fame.  He previously used LINKS

(and its predecessor, BRANDMAPS) at the University of Arizona. The University of St. Thomas  uses the

LINKS Marketing Strategy Simulation in the 1st term of the full-time MBA program (in a marketing course)

and then following-up with xLINKS Marketing Strategy Simulation [Extreme Edition] in the 4th term business

strategy course.  So, these full-time MBAs experience LINKS twice, a "medium-sized" version and then an

"extreme" version.

Chris Puto

 University of St.
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and what they have accomplished.  At the end of the semester they make a 20-minute presentation

to the class that is video-taped and graded both for its content and presentation style.  It is a very

rigorous version of the graduate marketing LINKS software.

There is no LINKS’ activity in the second semester.   Then, in the third semester, these second-

year students first hold an election around mid-term across the class for the position of CEO.

We determine how many teams we are going to use in the second administration of LINKS, say

it’s 20.  Then we elect the 20 CEOs.

These CEOs are then responsible for recruiting four teammates from their class to be on their

team.  We have various, well-structured processes not unlike a player draft in pro sports.  The

CEOs have to send four invitations to teammates.  These invitations have 24 hours to be accepted

or declined.  And then we move on to the second round and usually within two rounds everyone

is on a team.

Each team creates a “team contract”—understanding what their expectations, obligations, and

commitments are to the simulation team.  They all sign that.  Then we identify an existing industry

that Randy has been running someplace else at some other school in xLINKS [Extreme edition

LINKS] and I take that data from that industry and rename it so that the other school is not

identified. No one ever knows the source.   I then put these materials out for the teams to put in

a financial bid on what it would take to buy 49% of any company. It’s a one-

time auction.  They put their best bid in.  The highest bid gets first choice and

we go right on down the list.    If we are going to have multiple industries, I take

the industry and clone it as many times as we need to get the correct number of teams.  If we are

going to have 20 teams, we may take a five-team industry once, sell it four times and clone it.

This takes the better part of the second-half of the third semester to put this all together.  I lend

them the money for the bids.  I lend it to them at whatever the Wall Street Journal prime rate is.

I keep a spreadsheet offline.  They buy 49%.  I own 51% as the Administrator or the Czar of

LINKS.

We also allow for teams to fire an individual if they have a teammate who is not performing,

which is specified  in their team contract.  If somebody gets fired from an xLINKS team, they have

two-weeks to find another team that they can be hired by or they have to write a 25-page paper

on the value of effective teamwork and the highest grade they can get in the capstone course is

a “C”.

In the fourth and final semester we run the 10-period simulation.  We allow mergers and

acquisitions.  One team can elect to buy out another.  They have to approach the Czar who owns

the other half to determine if there will be a sale or not.  And then we have to negotiate how that

all would work.  I measure their overall performance

on a separate spreadsheet that I maintain and look at

variables such as the cumulative earnings, the

cumulative return on investments and cumulative return

on assets. We also look at the trends, to see if they are
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trending up or down.  Finally we have a measure we call the net-change in wealth which has to

do with the overall total earnings minus what they have borrowed from me.  We take these

measures and we give them unit weighting.  They get 5-points for being on the top of each one

and the one with the highest points so-called “wins” the game.

How are the teams evaluated?

At the end of the semester, each team has to perform a 360-evaluation on every team member.

If there were five people on a team, then four would meet and evaluate the missing person and

that would continue all around so that each team member gets an evaluation from their peers.

The report has to be delivered to that individual in person, and they have to sign it.  The report

comes into the instructor and may be used as a weighting factor in

the individual’s grade vs. the overall team grade.  So if the team got

and “A” but everyone on the team decided that they didn’t want to

fire “Judy” but she didn’t perform very well, she could end up with a

“B” or a “C”.

Do the CEOs get any perks?

When an individual is elected a CEO, they get to attend our meeting

of the Business School strategic board of governors and present their activity of their team at the

Spring Governor’s Meeting.  These are real CEOs of real companies in the region. So they get

the added visibility and the distinction of having been there and done that along with added

experience so there are some perks attached to being a CEO but it’s also got the added stresses

and work-load.

How is the second LINKS session graded?

This second administration, the xLINKS part is all done outside of class but it amounts for 50%

of the grade in the MBA capstone course.  The only thing we do in class is at the end of the

semester we take a separate day and the teams do a 20 minute presentation to me as their

board, justifying what they accomplished.  We video tape that too.  We have a history of each

student from their first semester to their last semester on video which we can use to measure

their learning and their improvement in thinking and presentation.

How long have you been using LINKS?

I have been doing this since 1989 when I was at the University of Arizona, and Randy had

BRANDMAPS.  When I moved to the University of St. Thomas, I brought it with me.  As far as I

know we are the only school that does it this way.  We have a long history originally with

BRANDMAPS and we carried it on with LINKS.  We started the multiyear application in 1995. For

the most part, Randy created xLINKS for us in this form and then found other markets that were

interested.
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What is the reaction of the students?

They love it.  When they start as first-year MBA students up through mid-term of the first year,

they pretty much hate it because they find that each team is spending

on-average 12 hours a week figuring out LINKS.  This is in addition

to a full-load of five MBA courses.  They are frustrated and don’t like

it, but by the time they make their presentations at the end of the

fall semester, they are convinced they have got it figured out.  They

are disappointed that they can’t keep playing it in the next semester.

That’s how powerful it is.  Some of them then begin planning for the

following year when they are going to have these elections.  They

make up some elaborate spreadsheets for tracking things.  I have

had students that created an Excel file that wouldn’t even fit on a

standard disk it was so big to use for forecasting and making decisions and measure the impact

before they ran the simulation.  It is fabulous what they do.

Do the students campaign to be CEOs?

There is no formal campaigning for the CEOs, but I suspect there is a fair amount of informal

“who are you going to vote for?”  But we don’t see that so it is not public.  Several of our Fridays

are designated as Professional Fridays when they are all expected to be on campus and doing

things even though there is no formal class. We take one of those Fridays and have the election

right then and there.  And then the recruiting starts and by the next Tuesday we have the teams

all set.

The whole idea of the first LINKS experience is to make them intimately familiar with all the

nuances of the software as well as an understanding of the general concept.  It

takes awhile to adapt to any simulation software.  By definition, simulations

are not the real world, they are representations of the real world with nuances

attached.  There are certain things that if you do it wrong in the software you

can make some grievous mistakes.   There are two learning things going

on...one is that they understand concepts that the simulation is wonderfully

effective in delivering for business, and the second thing is that they get the

mechanics of the simulation down pat, so they can then focus their efforts in

xLINKS on the substance of what is going on because they are truly already

expert LINKS players.

In my opinion we couldn’t get nearly as much out of xLINKS without them having played LINKS

first.  We have a lot of coordination.  We have faculty in other parts of our MBA curriculum who

work to incorporate pieces of LINKS in the accounting faculty.  They go over the financial statements

in class so they understand what that means.  We truly use LINKS across the curriculum.
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What feedback do you get from your students?

We do two things with current students.  There is a mid-semester interview that each team

has to arrange with me, as the Czar/Administrator, to outline the strategies, what issues

they are facing, and any questions that they have in this.  We get interim feedback

on that.  At the end of the semester we do a standard de-brief on the whole course

and there are points that the students  can comment on. All we get are positives.

We are very close to our alumni. They stay in close contact with us. We have

hosted events.  Where this really comes home is...I can’t tell you how many alumni who stop me

a year after they graduate and they say, “You won’t believe this, but I am are living LINKS in my

job.” That is really neat when you hear that. Once they finish that last semester, they are convinced

that this is the highlight of their educational experience.  Even before they have a job, they see

that this is a distinguishing feature of the MBA program

Do you need to tweek the system or does it run without changes from year to year?

There are parameters that Randy and I change or modify from one year to the next. We lay out

the entire schedule in advance so his team knows when to execute parametric changes in the

simulation.  We put out bulletins to the students announcing a new market, or announcing a

short-fall in raw materials and then they have to figure out how to deal with it.

What do you consider to be the biggest challenge to the students?

The biggest challenge the first year is to fit it into a very rigorous curriculum.  In xLINKS, they

have got the curriculum figured out but they are also in a job-search mode.  They are traveling,

doing interviews, and they have to meet and reach decisions and they realize the significance of

it because of the grading in one of their key courses.  The challenge remains “How do I make

sure that I have given enough quality time to it to deliver the performance that I expect for

myself.”

What is the most unique feature of your program?

The program requires awareness across all of the faculty.  Often times, only a Dean or Program

Director can orchestrate this. It would be very hard for an individual professor to sell this beyond

their own class.  What makes it unique is that we do use it across the entire program.  Once the

faculty saw its impact it took on its own being.  The faculty come and attend the presentations

even when they are not teaching the class.   There are ten professors that teach in our core.  The

operations professor uses some of the production scheduling issues in his class, the accounting

and finance people use understanding the financial instruments and some of the strategic

implications in their classes.
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· http://www.LINKS-simulations.com/TTT/EMttt.pdf  [Enterprise Management]

· http://www.LINKS-simulations.com/TTT/MSttt.pdf  [Marketing]

· http://www.LINKS-simulations.com/TTT/SMttt.pdf  [Services Marketing]

· http://www.LINKS-simulations.com/TTT/SCttt.pdf  [Supply Chain Management]

Details about LINKS Train-The-Trainer seminars may be accessed via these URLs:

LINKS Train-The-Trainer Seminar
May 18-20, 2010

LINKS Simulations Immersion Experience

Five Teleconferences and a Four-Round LINKS Simulation Event

R
egistration is available for the next three-

day, intensive-mode Train-The-Trainer

distance-learning seminar for the LINKS

simulations.  Randy Chapman, the LINKS author,

leads these distance-learning events for academic

faculty interested in learning more about teaching

with LINKS.  This intensive-mode seminar format

includes 5-6 hours of work per day during the three

days of the distance-learning seminar.

LINKS Train-The-Trainer Seminars are offered

for the enterprise management, marketing,

services, and supply chain management LINKS

variants.

Current LINKS instructors are invited to pass

along this announcement to faculty colleagues and

advanced doctoral students who might be

interested in learning more about teaching with

LINKS.

Experienced LINKS instructors sometimes

participate in a LINKS Train-The-Trainer Seminar

to refresh their memories of LINKS details just prior

to teaching with LINKS or to explore another LINKS

simulation variant for a future teaching activity.

Such experienced LINKS instructors may elect just

to participate in the TTT’s four-round simulation

event, ignoring the public teleconferences included

in the LINKS TTT program.  (PowerPoint decks are

e-mailed to all LINKS TTT participants before each

teleconference, so such experienced LINKS

instructors may freely choose to participate in all,

some, or none of the teleconferences as per their

availability and interest.)
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Introducing the LINKS Marketing Tactics

Simulation

W
hen you don’t have time in your introductory marketing courses for a “larger” marketing simulation

but you’d still like to include a “smaller” team-based, competitive marketing simulation experience

in the latter part of your introductory undergraduate, MBA, and EMBA marketing courses, we

invite your consideration of our newest LINKS simulation:

LINKS Marketing Tactics Simulation·
· Focus on tactical, “go-to-market” decisions for low-end

and mid-range products through a retail channel in

multiple market regions

· Pricing and marketing communications decisions

(marketing spending, marketing mix allocation,

marketing communications positioning, and

promotional programming)

· Sophisticated marketing research studies to support

fact-based analysis and decision making· Four 1.5-

hour rounds, equivalent to 2-3 “Harvard”-style cases

· Value priced @ $20/student

Like all LINKS simulations, the LINKS Marketing Tactics

Simulation is:

· Competitively dynamic (LINKS supports industries with

between 2 and 8 firms; simultaneous, parallel LINKS

industries accommodate larger class sizes)

· Web-based (no software to download/install)

· Fully-administered by LINKS-simulations.com

(instructors teach; we run LINKS for you according to

your schedule).

A 20-minute telephone briefing with Randy Chapman, the LINKS author, is a convenient way to

learn more about the LINKS Marketing Tactics Simulation.  If you have an active internet connection

during the briefing, we can do a guided tour of the LINKS website and the resources available to

support students and instructors throughout LINKS events.

More information about the LINKS marketing simulations portfolio (including access to full participant’s

manuals) is conveniently accessible via the LINKS website:

http://www.LINKS-simulations.com
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Volume Discounts in the Enterprise

Management and Marketing Simulations

V
olume discounts now exist for all raw materials and sub-assembly components procurements in

the xLINKS Enterprise Management Simulation [Extreme Edition], the LINKS Marketing Strategy

Simulation, and the xLINKS Marketing Strategy Simulation [Extreme Edition].

· Raw Materials:  If a firm’s Alpha or Beta raw materials procurements exceeds 750,000 kilograms

in a quarter, a firm receives a 7.6% discount on the current raw materials price for Alpha or

Beta procurement volume in excess of 750,000 kilograms.  An additional 6.2% discount (a

total discount of 13.8%) accrues for Alpha or Beta raw materials procurements in excess of

1,500,000 units.  A further 5.4% discount (a total discount of 19.2%) is realized for Alpha or

Beta raw materials procurements in excess of 3,000,000 units in any quarter.

· Sub-Assembly Components:  If a firm’s Gamma, Delta, or Epsilon sub-assembly component

procurements from any sub-assembly components supplier in a region exceeds 150,000

units in a quarter, a firm receives a 10.4% discount on the current sub-assembly components

price for Gamma, Delta, or Epsilon sub-assembly components procurement volume in excess

of 150,000 units.  An additional 7.1% discount (a total discount of 17.5%) is realized for

Gamma, Delta, or Epsilon sub-assembly components procurements in excess of 300,000

units from any sub-assembly components supplier in a region.

Volume discounts will be included in all new LINKS industries with the xLINKS Enterprise Management

Simulation [Extreme Edition], the LINKS Marketing Strategy Simulation, and the xLINKS Marketing

Strategy Simulation [Extreme Edition].

Did You Know?

I
f you would like to learn more about teaching  with the LINKS Simulations,

Randy Chapman, the LINKS author, is available for a 20-minute telephone/

teleconference briefing.  This is a convenient way for prospective LINKS

instructors to learn more about teaching with the LINKS simulations with a

minimal time investment.

No prior preparation is required to participate in a LINKS Briefing. An active

internet connection during a LINKS Briefing facilitates a guided-tour of LINKS and the LINKS resources

on the LINKS website. Please contact Randy Chapman (Chapman@LINKS-simulations.com), the LINKS

author, to schedule a LINKS Briefing.

20-Minute Telephone Briefings
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LINKS Passcode Retrieval:
Convenient LINKS passcode retrieval for a LINKS participant (student or instructor) is possible via

the “Retrieve LINKS Passcode” link on the main LINKS webpage (http://www.LINKS-simulations.com).

Executing the “Retrieve LINKS Passcode” operation e-mails the firm’s passcode to the participant’s

official e-mail address as currently recorded in the LINKS Simulation Database.

E-Mail Address Management:
LINKS instructors submit their students’ e-mail addresses (grouped into teams) as part of the

information-set provided to initialize a LINKS industry.  Often, these are institutional rather than personal

e-mail addresses.  Since some participants prefer to use a personal e-mail address rather than an

institutional e-mail address for LINKS, it’s possible for participants to update their official e-mail address

as recorded in the LINKS Simulation Database.

Participant updates of official e-mail addresses as recorded in the LINKS Simulation Database are

possible only after initialization and publication (via e-mail to all team members) of each LINKS firm’s

passcode.  Using their LINKS firm’s passcode, LINKS participants may change their official LINKS e-

mail address after LINKS initialization via the “E-Mail Address Management” button in the LINKS

Simulation Database.  Confirmations of e-mail address changes are e-mailed to the old and new e-mail

addresses.

Student Payment Timing:
The published LINKS price (the discounted price) is in effect until the first round of LINKS is complete.

Then, the price is increased 25%.  This means that we can initialize your LINKS simulation event (and

advance LINKS through to its normal starting point) and students can continue to pay at the discounted

price until the first scheduled round.  Before initialization can occur, we do need to receive your game-

run schedule and the students’ e-mail addresses (grouped into teams).

It is not necessary for your students to pay before LINKS begins to have access to the discounted

LINKS price.  Students must only pay before the first official game run on your game-run schedule to

receive the discounted price.  Thus, student payments can occur simultaneously with the beginning of

your LINKS simulation event.

Student payment with a personal credit card is via the “Pay For LINKS” link on the LINKS webpage.

As a practical matter, a final warning/reminder will be e-mailed to those students who haven’t paid

by the first game run, before implementing the non-discounted price.

Reminders
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LINKS Resources:
- LINKS Website Resources:  LINKS website (http://www.LINKS-simulations.com) links provide

convenient access to all LINKS simulation variants, to the LINKS Simulation Database, to passcode-

protected instructor resources, and to user interaction contact points such as “Pay For LINKS”, ”Payment

Questions?”, and ”Retrieve LINKS Passcode”

- Printed Manuals:  LINKS manuals are freely available for download via the LINKS website.  However,

some LINKS instructors prefer to have publication-quality printed manuals provided for all of their

students, rather than relying on their students to individually download/print the participant’s manual

from the LINKS website.  We’re happy to provide this service for LINKS instructors.   The all-inclusive

additional cost for participant manuals varies from $18/student to $28/student depending on the LINKS

simulations variant.  We normally need three weeks advance notice to arrange for production and

shipping (to the instructor) from our on-demand printer.

- LINKS Instructor Resources Access:  You may access the evolving LINKS Instructor Resources

via the LINKS webpage.  Contact Randy Chapman (Chapman@LINKS-simulations.com), the LINKS

author, to obtain the relevant access parameters (username and passcode).

LINKS® is a registered trademark of Randall G Chapman.
 All rights reserved. Copyright © 2010 by Randall G Chapman.

Access this edition:  http://www.LINKS-simulations.com/newsletter.pdf

Access previous edition:  http://www.LINKS-simulations.com/newsletter-previous.pdf

T
he LINKS-Simulations Newsletter is a monthly newsletter for current and prospec

tive LINKS instructors and for LINKS friends.  Please e-mail questions, comments,

suggestions, and other contributions (e.g., LINKS teaching tips) to Winkler@LINKS-

simulations.com.

Editor:  Cyndy Winkler


