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Assessment Against Project Requirements Brief 

 

Executive Summary 

Project Fusion achieves an exceptional 94/100 rating, standing as a premier 
example of how complex commercial requirements can be translated into engaging 
experiential learning. The simulation demonstrates high fidelity to the brief, 
transforming the abstract concepts of margin pressure and resource utilization into a 
tangible, competitive environment. 

 

Alignment with Learning Objectives 

The simulation successfully engineers the desired behavioral shift—moving 
participants from technical thinking to commercial thinking—through three 
interconnected mechanical systems. 

• Objective 1: The "Bid-to-Delivery" Lifecycle 

The design masters the core requirement to connect sales promises with 
delivery realities. By strictly separating the Market Phase (Bidding) from the 
Delivery Phase (Execution), the simulation forces participants to physically 
experience the consequences of their upstream decisions. Teams who over-
promise in the Market Phase face immediate resource scarcity in the Delivery 
Phase, creating a "lived experience" of the business lifecycle. 

• Objective 2: Commercial Trade-offs 

The requirement to instill "commercial acumen" is satisfied through the robust 
Bid Strategy System. The mechanics force explicit trade-offs: teams must 
choose between "Aggressive" strategies (+20% win rate, -15% margin) and 
"Premium" strategies (-15% win rate, +10% margin). This design ensures that 
every win is a calculated commercial decision rather than random chance. 

• Objective 3: Client Relationship Management 

The Event Card System acts as a dynamic engine for scope management 
training. Scenarios like "Additional Reporting Requirements" (EVT-01-SC1) 
present teams with realistic dilemmas: absorb costs to boost satisfaction or 
negotiate and risk the relationship. This directly addresses the learning goal of 
"recognizing the importance of managing client relationships to protect 
profitability". 

 
 



Structural Excellence 
 

• Tangible Constraints (The Physical Economy) 

The decision to use physical tokens for cash and consultants is a design 
highlight. It transforms abstract numbers into visceral limitations—when a 
team runs out of blue "Junior Consultant" tokens, the capacity crisis is 
immediately visible and felt. This tangible scarcity drives the "resource 
optimization" behavior requested in the brief. 

• Engineered Role Tension 

The Role Cards are sophisticated behavioral prompts. By assigning conflicting 
"Primary Questions"—e.g., Sales asks "Can we afford to lose this?" while 
Commercial asks "What's our margin?"—the design organically generates the 
cross-functional debate central to the learning outcomes. 

 
 
Design Best Practices 
 

Progressive Complexity Architecture 

The simulation perfectly executes the "gradual complexity" requirement. 

• Year 1: Establishes the baseline with single-phase projects. 
• Year 2: Introduces multi-phase projects and strategic investments. 
• Year 3: Unlocks high-stakes "Specialty Projects" (AI/Cyber) dependent on 

prior investment decisions. 

This structure ensures participants master the fundamentals before facing 
complex strategic trade-offs. 

Data-Driven Feedback Loops 

The Client Satisfaction Gauge provides immediate, persistent feedback. It creates a 
powerful "reputation mechanic" where delivery failures in Year 1 mathematically 
reduce win rates in Year 3 (via the Win Rate Formula: 50% + (Satisfaction - 50) × 
0.3). This links short-term operational decisions to long-term strategic viability. 

Production Fidelity 

The documentation sets a high standard for facilitation readiness. The Facilitator 
Manual provides minute-by-minute scripting and "Analysis Paralysis" 
troubleshooting, while the Production Specifications ensure consistent component 
quality down to the hex codes for tokens. 

 



Summary Specifications 

The following table summarizes the simulation's alignment with core constraints: 

Attribute Detail Status 

Duration 3 hours (180 min) Optimal Fit 

Participants 20 (4 teams of 5) Perfect Match 

Complexity Medium (Physical tokens + Cards) Target 
Achieved 

Key 
Mechanic Bid Strategy & Resource Allocation High Fidelity 

Facilitator General Trainer (Detailed Guide 
provided) Ready for Scale 

 
 
Conclusion 
 
Project Fusion is a masterclass in simulation design. It effectively gamifies the "dry" 
mechanics of professional services—margin, utilization, and scope—without 
simplifying the commercial realities. By forcing teams to balance the "Sales Lead's" 
ambition with the "Project Manager's" capacity constraints, it reliably delivers the 
specific behavioral outcome requested: new hires who instinctively ask, "What is the 
commercial impact of this decision?" 
 
Final Rating: 94/100 
 


