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Abstract: Players conduct a sequence of bilateral negotiations. The negotiations are pursued through private threads. Players
are given both qualitative and quantitative information regarding their role, their objectives and each scenario’s general
background. At the end of each negotiation an algorithm calculates the players’ score on the basis of the agreement they

negotiated.

& Print Review

Typology Section

Activity Administration

Participants/Relationships

Engine/Model

Interface

Outcomes

Ancilliaries

Description

This part of the typology deals with the experience’s
application and how it is set up and governed.

This is where the typology indicates who are the parties that
are engaged in the experience and how they relate to each
other.

This section describes the nature of the mechanism that
drives the experience and the phenomena that is being
simulated.

This part of the typology describes the methods and devices
that allow the experience’s participants to interact and act
intelligently with the simulation.

This section deals with the experience’s expected results
and how those results are communicated to its participants.

Ancillary materials that complement the serious game

Activity Administration

This part of the typology deals with the experience’s application and how it is set up and governed.

N° Question

1 Teleology (Question)

2 Teleology (Detail(s))

Last
modified

2015-11-19

2015-11-19

2015-11-19

2015-11-19

2015-11-19

Response

3 Decision cycle (Question) .

4 Decision cycle (Detail(s)) .

http://typology.seriousgames.online/index.html#/review_summary?idReview=21

Response

8/8

11/14

15/16

10/10

10/10

0/1

Complete at

100.0%

78.6%

93.8%

100.0%

100.0%

0.0%

An unlimited number of playing rounds

Players can answer to their counterpart an unlimited number of

times

Continuous free-form rounds

Continuous free-form rounds.
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N°

Typology
Question Response
Decision round sequencing (Question) e Linear

Decision round sequencing (Detail(s))

Interval time clock source (Question)

Interval time clock source(s) (Detail(s))

Participants/Relationships

This is where the typology indicates who are the parties that are engaged in the experience and how they relate to

each other.

N°

Question

Game integration degree(s) (Question)

Game integration degree(s) (Detail(s))

Coaching provision(s) (Question)

Coaching provision(s) (Detail(s))

Participant sophistication level(s) (Question)

Participant sophistication level(s) (Detail(s))

Participant interaction(s) (Question)

Participant interaction(s) (Detail(s))

Participant composition(s) (Question)

Participant composition(s) (Detail(s))

Participant evaluation/status base(s) (Question)

Participant evaluation/status base(s) (Detail(s))

Role(s) (Question)

http://typology.seriousgames.online/index.html#/review_summary?idReview=21

« Game/Instructor calendar

« Individual participant(s)

« Calendar and/or the Individual participant’s pace. Players can write
their messages around the clock but the instructor may request
them to finish a negotiation before a deadline.

Response

+ None

¢ Occasionally with a non-group individual(s)/facilitator

« College level
« Executive
« Graduate level

« Mature/Post-Graduate level

« Directly aganist other participant-staffed groups

PARTICIPANT INTERACTION—Game-based messaging

[h3ss T 25 August 2012 - 14:44:141
|Hel|o_ it is a pleasure for me to see you again.

Scrivi un messaggio

« One participant per experience/opponent

« Each player has a human counterpart, which changes as the next
negotiation scenario is started

« As individuals

« Absolute, changeable roles
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N° Question Response

14 Role(s) (Detail(s)) « Within the same scenario, players have to play the roles that were
assigned to them by the software. Roles change when the next
negotiation scenario is started.

ROLE— Absolute, non-changing role

Engine/Model

This section describes the nature of the mechanism that drives the experience and the phenomena that is being

simulated.
N° Question Response
1 Representation (Question) « Model does not mimic real-world time

¢ Model does not mimic thr real-world's physical environment

2 Representation (Detail(s))

3 Sub-set decision content (Question) « Totally Quantitative

4 Sub-set decision content (Detail(s)) « Totally Quantitative available.

SUB-SET DECISION CONTENT-- Quantitative

We could not find an agreement

Mr. White's share percentage
Mr. Black's share percentage

Acca Kappa Other

-

CEO
Cash to Mr. White

Cash to Mr. Black
Acca Kappa Other

.

Company's name

Milan London Both

Headquarter S

5 Model openness (Question) « Many routines conceptually explained

6 Model openness (Detail(s))

7 Content width and depth (Question) « Broad and deep

8 Content width and depth (Detail(s)) « Broad regarding the situation's economic conditions. Deep
regarding the number of negotiating possibilities
possible/encouraged.

9 Domain (Question) « Real-world generic

10 Domain (Detail(s))

http://typology.seriousgames.online/index.html#/review_summary?idReview=21 317
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N° Question Response

1 Behavior (Question) * More stochastic than deterministic

12 Behavior (Detail(s)) « Stochastic component embedded in the participants’ bounded
rationality.

13 Model configurability content (Question) ¢ Adjustable box

14 Model configurability content (Detail(s)) « Any number of scenarios can be installed before play begins. The
instructor can also customize the scenarios supplied by the
publisher.

MODEL CONFIGURABILITY—Multiple Scenarios and Scenario
levels

Logout

A Mr. Black has asked you to negatiate the s of the merger
Scenario of his company "Kappa Inc." with Mr. White's one (Akka Inc.).
Kappa Is owned entirely by Mr. Black, it purchases and

Sign the sgresment assembles components for heavy-duty mobile phones on
behalf  of

important  communications  corporations. A
- management consultant valued it 6000000 euros, Its CEO has been In charge for
G tothe 4 years. The brand "Kappa® has been used since 1920
[
B S 11 the tast. years, Ak Inc. has become ane of the mast important suppliers of
Kappa. Akka develops high-quality components for heavy-duty mobile phones. A
Preferences ement consultant valued it 1900000 euros, A market research shawed that
potween Akkn and Koppa would made important synergies, thus the
See all the outcomes f the resulting company would be 9480000 eurcs.

LN TR L IEER vou are going to negotiate with Mr. White's delegate about the percentage shares
to be assigned to Mr. Black and Mr. White. One of the two partners may receive
cash from the other as compensation. Mr. Black cannot offer more than 000
@uros to the counterpart as compensation. Mareover, you are going to negotiate
about which CEO will lead the new company (Akka's, Kappa's or a third one
recruited from the market) and about the new company's name (Akka, Kappa, of a
third one invented).

Even though the plants of the two companies are neighboring, their headquarters
are far away e from the other: Kappa Is Milan-based and Akka is London-based
You may consider the two sites similar In terms of services and potential for the
business of the new company, Closing one of the two offices would force the

15 Challenge source content (Question) « Situation is altered by participant actions/randomness

16 Challenge source content (Detail(s)) « The situation is altered by each negotiator's actions or responses.
The game's scenarios can be changed between runs of the game. .

Interface
This part of the typology describes the methods and devices that allow the experience’s participants to interact and
act intelligently with the simulation.

N° Question Response

1 Spatial interface (Question) « Offsite materials/game via the internet/LAN
« Offsite network via the internet/LAN
« Remote computer
« Onsite local network via the internet

2 Spatial interface(s) (Detail(s))

3 Output form(s) (Question) « Alpha numeric

« 2D pictorial

4 Output form(s) (Detail(s))

http://typology.seriousgames.online/index.html#/review_summary?idReview=21 4/7
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N° Question

5 Input form(s) (Question)

6 Input form(s) (Detail(s))

7 Decision round savability (Question)
8 Decision round savability (Detail(s))
9 Avatar/participant travel (Question)

10 Avatar/participant travel (Detail(s))

Outcomes

Typology

Response

« Keyboard/Terminal/CRT

* Mouse

INPUT FORM(S)— Keyboard/Terminal/CRT;

Mouse

win win manager
Ao W Mmoo vy ] e Clases's e

e e
L SN LT T ——

INPUT FORMS—Alpha numeric; Keyboard; Mouse

We could not find an agreement

Mr. White's share percentage
Mr. Black's share percentage

CEO Acca Kappa Other

Cash to Mr. White
Cash to Mr. Black
Acca Kappa Other

Company's name

Milan London Both

Headquarter

Assess your satisfaction about the agreement you signed
123456782910

Assess your counterpart’s behaviour during the negotiation
23456782910

You seem unsatisfied with your opponent’s behaviour,
Please send him/her a feedback to make his/her mistakes clear,

INPUT FORM(S)— Keyboard/Terminal/CRT;
Mouse

i WM o
win win manager
Wi WMo Manager 5 f S— iy Claseife b

e e

i e =
N Y YT T T T —

« Not possible

« Not possible/Not available

« Not available but possible.

This section deals with the experience’s expected results and how those results are communicated to its

participants.

http://typology.seriousgames.online/index.html#/review_summary?idReview=21
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N° Question
1 Adopter goal(s) (Question)
2 Adopter goal(s) (Detail(s))
3 Didactic goal(s) (Question)
4 Didactic goal(s) (Detail(s))
5 Performance goal(s) (Question)
6 Performance goal(s) (Detail(s))
7 Debriefing program nature (Question)
8 Debriefing program nature (Detail(s))
9 Feedback information immediacy (Question)
10 Feedback information immediacy (Detail(s))
Ancilliaries

Ancillary materials that complement the serious game

N°

1

Question

Ancilliaries (Detail(s))

EUSINEEE

Typology

Response

Assessment
Education
Entertainment

Research

Soft human skills

Logistics Bull Whip Negotiation

Comparative

Ranked

PERFORMANCE OUTCOMES—Ranked

Mostly qualitative

Final decision set review

FEEDBACK IMMEDIACY/PERFORMANCE—Summary feedback
and ranked performances

"\/\/N\ﬁ

win win manager

Hi Taxonomyl, y
Click on the left to ask fo
a new counterpart

Request a scenario

Logout
Preferences
ol s et Ranked performance
of your negotiations |

Summary feedback

Response

http://typology.seriousgames. onllne/mdex html#/review summary’?ldRewew 21
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