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LEARNING REQUIRES THINKING - BUT TALK TO ME SO | CAN UNDERSTAND!
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What often happens...
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The Celemi approach

No teacher will spoon-feed you information...
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Why a simulation?
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Why a simulation?




Learning by doing in a safe environment
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CELEMI Decision Base™

PULLING IN THE SAME DIRECTION

Roles & responsibilities

Purchasing and production

* Production planning

* Purchase of materials

» Execution of production
orders

* Delivery of finished goods

* Expansion and replacement of
production equipment

Corporate intelligence

* Analyzing market trends

* Getting established in new
markets

+ Development of new products

* Monttoring competitors

* Analyzing market position

* Review internal decision-making
process

Finance and accounting

* Cash payments (in and out)

* Financing (short- and long-
term loans, factoring)

* Financial statements

* Liquidity planning

Marketing and sales

* Marketing

* Get the sales

* Get the right sales!

* Monitor the competition at the
marketplace

» Coordination between sales and
production
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If you want your people to be able to run a company you provide
them with a compay.
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CELEMI Decision Base”

PULLING IN THE SAME DIRECTION




CELEMI Tango™

MANAGING INTANGIBLE ASSETS




CELEMI Cayenne” =

Typica| deCiSionS SECURING PROJECT SUCCESS

4 project phases, 6 periods Key learnings from each
period

* Key stakeholders are not engaged — what to do? \
* New insights arise—should you revise the scope or Y
. \

stick to the plan?

* Project team is overloaded—should you take a quick
action or make systematic changes?

* Actualsare not in line with budget and timeline—
should you adjust figures or adjust ambitions?
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See the impact of your decisions and
calculate your score
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PEOPLE PLANET PROFIT

During Celemi Sustainability™ participants get to experience the greatest
challenge in business today by stepping into the driver’s seat of a
sustainability transformation.
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What often happens...

...people are expected
to take the right
actions

Based only on information...




Trust the cognitive loop, trust this process — don’t take shortcuts ﬂ/

Action

Help people make links to
their own reality. Motivation
y Excite curiosity so that people are
{

SV receptive to information.
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conclusions and reach

new insights. :

g / ¢ 2 /
‘ e Information

Provide the necessary, and
sufficient information — not too
much and not too little.

Processing
Allow people time to discuss and
process the information...
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