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Market Segmentation Game – Traditional Instruction 

Purpose: To help students understand the importance of segmenting a market to identify suitable 

target markets. After identifying market segment, students must design an event to match their 

target market. 

 

How the game is played: In a class of up to 40, divide students into teams of four. Take a pack 

of playing cards and remove all face cards (jacks, queens and kings). Deal a hand of four cards 

(market) per team and provide the following information:  

 

Number cards represent age (e.g. 2 = 20’s) 

Color cards represent gender (e.g. red = male, black = female) 

Suit cards represent income (e.g. diamonds = $30,000, hearts = $50,000,     

clubs = $70,000, spades = $100,000). 

 

Step 1: Allow the teams a few minutes to choose one “target market” (card) they do not want.  

 

Step 2: Let each team exchange one unwanted card for another. They can exchange one card at 

random, so hold the pack face down, so they cannot see the cards. 

 

Step 3: Let each team exchange one more unwanted “target market” (card). This time let them 

choose from a selection of cards with face up. They will need to find compatible targets. 

 

Step 4: Ask each team to design an event. The event needs to have a design suitable to their 

market mix and a registration price that matches the market income. 

 

Step 5: Ask each team to present their event and market mix. Ask questions such as, “How easy 

was it to design an event when you had a choice of target market, compared to when you were 

dealt a market mix?” 

 

 

Note: The game can easily be adapted to a hotel or F&B market segmentation game, asking 

teams to design a lodging property or four-item F&B menu to match the target markets. 
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Market Segmentation Game – Online Instruction 

Part 1: Before the discussion 

1. You will use this playing card shuffler [https://www.random.org/playing-cards/] to help 

determine your target market.  

2. Enter the following information on the shuffler: 

• Select "Draw 4 cards from 1 shuffled deck(s)" 

• Include spades, hearts, diamonds, and clubs. 

• Do not include jokers. 

• Do not select any display options. 

3. Click “Draw Cards” 

4. Take a screenshot of the four cards you were dealt. 

The screenshot below gives you a visual of the information you should enter the shuffler as 

described above. 

 

 
 

 

 

 

 

 

 

 

 

https://www.random.org/playing-cards/
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Market Segmentation Game – Online Instruction cont’d 

Part 2: Initial post 

1. Upload the screenshot of your cards on your initial discussion post. 

2. Use the following information to understand your market segment: 

• Number cards represent age. 

o 1 = 10s 

o 2 = 20s 

o 3 = 30s 

o Etc. 

• Color cards represent gender. 

o Red = male 

o Black = female 

• Suit cards represent income. 

o Diamonds = $30,000 

o Hearts = $50,000    

o Clubs = $70,000 

o Spades = $100,000 

3. Design and describe an event suitable to your market mix.  

4. Identify a registration price that matches the market income. 

5. Answer the following questions: 

• What is the event you planned for your target audience? 

• What is the registration price that matches your market income? 

• How easy (or difficult) was it to design an event when you were dealt a market segment 

compared to if you chose the target market? 

 

Part 3: Response post 

After you create your initial post with answers to the initial post questions, it is time to think like 

a meeting planner! Respond to one of your classmates by asking about his or her responses and 

comparing them to your own ideas. 

 

 

Note: The game can easily be adapted to a hotel or F&B market segmentation game, asking 

teams to design a lodging property or four-item F&B menu to match the target markets. 
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Selling Dice Game – Traditional Instruction 

Work in pairs. Act out roleplays from below, roleplaying the entire conversation each time from 

the opening greeting to saying goodbye at the end.  

You can choose the roleplays by: 

- Rolling a dice and acting out the roleplay based on the number you rolled 

- Choosing a random number without looking below and acting out the roleplay 

- Choosing any you like 

Your instructor will tell you if you have free choice or must stick to one of the three above 

Roll of the dice – who you are communicating 

with 

1. Hotel 

2. Restaurant 

3. Airline 

4. Meeting space/venue 

5. Car rental 

6. Casino 

 

Follow the steps in the personal selling process to outline how you would make a sale to a 

potential client/customer and maintain the relationship with the client/customer.  

Steps in the personal selling process 

1.  Acquiring product knowledge – gather knowledge useful to the client 

2. Approaching the client – initial contact with the potential client 

3. Qualifying the client – determining the needs of the client and whether you have the 

service to fulfill those needs 

4. Making the sale – present the benefits of the service that fulfills the needs of the client 

5. Closing the sale – responding to any questions/concerns and booking the sale 

6. Following up – service after the sale; builds client loyalty 

7. Building relationships – professional behaviors when interacting with the client 

Next, roleplay as if you are selling through email. You can do this by passing pieces of paper 

back and forth, or by saying what you would write in each email. Continue until the end of the 

email exchange, then switch roles, roll the dice, and repeat the selling process. 

Finally, roll the dice to decide if you will communicate by email or telephone. 1, 2, 3 = telephone 

and 4, 5, 6 = email. 
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Selling Dice Game – Online Instruction 

Automatically assign two students to a breakout room. 

Act out roleplays from below based on the number you roll from the virtual dice roller 

[https://www.google.com/search?q=dice+roller]. Roleplay the entire conversation each time 

from the opening greeting to saying goodbye at the end.  

 

Roll of the dice – who you are communicating 

with 

7. Hotel 

8. Restaurant 

9. Airline 

10. Hunting/fishing resort 

11. Car rental 

12. Casino 

 

Follow the steps in the personal selling process to outline how you would make a sale to a 

potential client/customer and maintain the relationship with the client/customer.  

Steps in the personal selling process 

1.  Acquiring product knowledge – gather knowledge useful to the client 

8. Approaching the client – initial contact with the potential client 

9. Qualifying the client – determining the needs of the client and whether you have the 

service to fulfill those needs 

10. Making the sale – present the benefits of the service that fulfills the needs of the client 

11. Closing the sale – responding to any questions/concerns and booking the sale 

12. Following up – service after the sale; builds client loyalty 

13. Building relationships – professional behaviors when interacting with the client 

Next, continue roleplaying, but this time you are selling through email. You can do this by 

typing in the chat box, or by saying what you would write in each email. Continue until the end 

of the email exchange, then roll the dice, switch roles, and repeat the selling process. 

Finally, this time roll the dice to decide if you will communicate by email or telephone. 1, 2, 3 = 

telephone and 4, 5, 6 = email. 

https://www.google.com/search?q=dice+roller
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Revenue Pricing Game – Traditional Instruction 

Purpose: To simulate a stream of customer arrivals and purchasing decisions and simulate how a 

revenue manager controls the sale over time of a fixed amount of inventory. Students play the 

role of customers and the revenue manager, giving thought toward customer purchase behavior 

and valuations of a company’s pricing process.  

 

How the game is played: Divide students into small groups. Provide each student with two 

index cards. Tell the students an appealing vacation package is for sale (see slides in Appendix). 

Choose a product/service with a range of valuations, difficult to price. 

Each student writes down the maximum amount they are willing to pay. The valuation is for the 

entire vacation package. This task is performed individually, and students are not to consult their 

group. 

 

Collect and mix the cards; it is good to have at least 20 cards. The pack of cards serves as the 

customer population. 

 

The students now play the role of the revenue manager. 

 

Simulation I: Static Pricing 

The first simulation is setting a price, observing customers arriving over time, and making 

purchase/no-purchase decisions. The revenues are tallied in the end. 

 

Each group sets a price for the package. The price is for the entire package and will remain fixed 

throughout the simulation. Their objective is to maximize the total revenue collected during the 

sale period. Customers (the index cards) arrive over time, and each customer buys if the number 

on the card (customer valuation) is greater than or equal to the price. If the number on the card is 

lower than the price, the customer does not buy the cruise package.  

 

Pull one card after another and record sale/no-sale, using ‘A’ for accept and ‘R’ for reject, in 

each column for the student groups. Table 1 shows a sample simulation run with four groups. 

Run at least two simulations to let students familiarize themselves with the process. After each 

simulation, students total the revenue they obtained for their group. 

 

When groups begin calculating costs in order to accept or reject, use this time to discuss fixed 

and variable costs. Ask students to simply base their pricing on their perceptions of how 

customers value the product. 

 

Simulation II: Dynamic Pricing 

The second simulation is setting a price, but that price can change anytime, any number of times. 

The objective is to identify the ability to forecast dynamic pricing based on customer valuations 

over time.  
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Revenue Pricing Game – Traditional Instruction cont’d 
 

Shuffle the cards to remind students of uncertainties in the market. Hide the cards so students 

cannot see how many customers remain. Tallying revenue is complicated in this simulation; 

record the price changes of each group carefully. Table 2 shows a sample simulation run with 

four groups. 

 

Table 1. Sample Data for Simulation Run with Static Pricing 

 Group 1 Group 2 Group 3 Group 4 

Prices: 500 1,200 700 2,000 

 A A R R 

 R A A R 

 A A A R 

 . . . . 

 . . . . 

Total revenue: 7,500 6,000 4,500 9,600 

Note. A is for sale (accept); R is for no sale (reject). 

 

Run at least two simulations of the game. After each simulation, ask to start thinking 

strategically rather than simply setting a price. 

 

Because dynamic pricing changes over time, do not announce the time remaining in the sale of 

the cruise package during the first round of play, as many companies may not know when the 

sale will end. In the next rounds, start to announce the how many days left until the cruise 

departure date. When groups begin to panic at the last minute to lower prices, pause the game 

and discuss long-term customer behavior and expectations and the dangers of last-minute offers. 

Do not criticize students for lowering prices at the end, as that may be the right strategy, but 

rather discuss how customers form expectations of low prices at the end of a sale and may 

always delay purchases. 

 

Table 2. Sample Data for a Simulation Run with Dynamic Pricing 

 Group 1 Group 2 Group 3 Group 4 

 500 A 1,300   A 900 A 5,000 R 

  A 1,200 R  A 4,000 A 

  A  A  A  R 

 900 R  R  R  R 

  .  .  .  . 

  .  .  .  . 

Total revenue: 12,580 11,990 10,230 13,000 
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Revenue Pricing Game – Online Instruction 

Purpose: To simulate a stream of customer arrivals and purchasing decisions and simulate how a 

revenue manager controls the sale over time of a fixed amount of inventory. Students play the 

role of customers and the revenue manager, giving thought toward customer purchase behavior 

and valuations of a company’s pricing process.  

 

How the game is played: Tell the students an appealing vacation package is for sale (see slides 

in Appendix). Choose a product/service with a range of valuations, difficult to price. 

Each student sends a private message in the chat box with the maximum amount they are willing 

to pay. The valuation is for the entire vacation package. This task is performed individually, and 

students are not to consult with anyone. 

 

The students now play the role of the revenue manager.  

 

Simulation I: Static Pricing 

The first simulation is setting a price, observing customers arriving over time, and making 

purchase/no-purchase decisions. The revenues are tallied in the end. 

 

Each group sets a price for the package. To do this, automatically assign students to breakout 

rooms. Allow the students approximately two minutes to decide on the price for the page. The 

price is for the entire package and will remain fixed throughout the simulation. Then, close the 

breakout rooms and have the students join the main room for the remainder of the simulation. 

Their objective is to maximize the total revenue collected during the sale period. Customers (the 

private message prices in the chat box) arrive over time, and each customer buys if the number 

on the card (customer valuation) is greater than or equal to the price. If the number on the card is 

lower than the price, the customer does not buy the cruise package.  

 

Announce one amount from the private chat box after another and have the students record 

sale/no-sale, using ‘A’ for accept and ‘R’ for reject, in each column for their group. Run at least 

two simulations to let students familiarize themselves with the process. After each simulation, 

students total the revenue they obtained for their group. 

 

When groups begin calculating costs in order to accept or reject, use this time to discuss fixed 

and variable costs. Ask students to simply base their pricing on their perceptions of how 

customers value the product. 

 

Simulation II: Dynamic Pricing 

The second simulation is setting a price, but that the price can change anytime, any number of 

times. The objective is to identify the ability to forecast dynamic pricing based on customer 

valuations over time.  
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Revenue Pricing Game – Online Instruction cont’d 

Send the students back to the breakout rooms. Have them decide on the initial price for the 

package. Also have them choose one student to communicate with the instructor on price 

changes and another student to record revenue totals. Allow two minutes in the breakout room. 

 

Close the breakout rooms. Have the designated group contact speak or chat the initial package 

price. 

 

Shuffle the prices to remind students of uncertainties in the market. Tallying revenue is 

complicated in this simulation; remind them to record the price changes of each round carefully. 

 

After each group has gone, send all groups back to the breakout rooms to decide if they want to 

keep or change their price. This should be decided quickly to keep the game moving; close the 

breakout rooms after 30 seconds. The group contact speaks or chats the new price (if changed). 

Repeat the breakout room process after each group has had a turn in that round. 

 

Run at least two simulations of the game. After each simulation, ask to start thinking 

strategically rather than simply setting a price.  

 

Because dynamic pricing changes over time, do not announce the time remaining in the sale of 

the cruise package during the first round of play, as many companies may not know when the 

sale will end. In the next rounds, start to announce the how many days left until the cruise 

departure date. When groups begin to panic at the last minute to lower prices, pause the game 

and discuss long-term customer behavior and expectations and the dangers of last-minute offers. 

Do not criticize students for lowering prices at the end, as that may be the right strategy, but 

rather discuss how customers form expectations of low prices at the end of a sale and may 

always delay purchases. 
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