
Points of differentiation from a traditional simulation 
 
Advantexe’s ability to create a 100% custom simulation for GO is the 
reason they were selected as a partner for this project.  
 
Advantexe’s simulation platform allows for the creation of a custom 
simulation model, in this case to mirror the grocery store industry in 
general, as well as to incorporate unique elements related to Grocery 
Outlet’s business model.  
 
Advantexe was also able to create and incorporate custom decision sets and reports to 
highlight key information and decisions that GO Operators must consider and manage, as well 
as custom images to make the simulation look and feel close to, but not exactly like, Grocery 
Outlet. 
 
Screenshots of the simulation, along with descriptions of the differentiators can be found 
below. 
 

Food Castle Simulation Typical Enterprise Business Simulation 
Has 52 rounds simulating 52 calendar 
weeks. 

 

Consists of three or four rounds, with a 
“round” representing a fiscal quarter or 
year. 

In order for the Food Castle simulation 
experience to be most impactful and still fit 
within the timing of the overall AOT 
program, it was built to include multiple 
automated rounds. 
• AOTs use the simulation during 7 

sessions of the 16-session AOT training 
program. During each session they 
complete 1 month (4 weeks/4 rounds) 
of simulation play.  

• The months that the AOTs play were 
selected because of their characteristics 
and impact on the grocery industry and 
the Food Castle Store (e.g., August was 
selected for back-to-school and because 
of the possibility it is a 3 pay-period 
month, December was selected because 
of year-end holidays). 

• The simulation itself completes the 
other 5 months based on the AOTs’ 

Participants play every round of a 
simulation.  



prior performance. These are “ghost 
months.” 

• Following each of the 5 “ghost” months, 
AOTs resume play and must respond to 
the outputs of the “ghost” month. This 
had the added benefit of prompting 
teams to think short-term and long-
term at the same time.  

Has eight departments and thousands of 
individual product SKUs to order and 
merchandise. 

Is built with three or four products to sell. 

The Food Castle simulation decision sets 
include some high-level strategic decisions 
combined with myriad granular decisions 
needed to effectively run a store day-to-day 
and week by week.  

A round of play consists of only a series of 
high-level decision sets. 

 

In order to bring the simulation to life, the 
Food Castle simulation includes a total of 48 
unplanned situations (“wobblers”) that the 
users must respond to in addition to making 
the strategic and operational decisions 
associated with running the store.   

Contains two to nine unplanned 
situations/wobblers. 

 

For AOTs to effectively plan, especially with 
regard to their ordering decisions, they 
needed to see historical data for the same 
week the previous year. As a result, the 
simulation provides 52 weeks of prior 
performance data, resulting in five times as 
much code as contained in a typical 
simulation.  

Provides users with three years of historical 
data at a very high level.  

 

During the first simulation session (Month 1: 
January), the AOTs set their annual strategy 
and make their annual decisions. Next they 
make decisions specifically related to the 
month of January, and finally they make 
their decisions for each week of the month. 
In the next session, they come back to make 
monthly and weekly decisions for the 
simulated month of February. Each time the 
AOTs return to the simulation, they make 

Participants make decisions for one time 
period only -- commonly a quarter or a year. 

 



multiple sets of decisions on both a monthly 
and weekly basis.  

The Food Castle simulation provides the 
AOTs with multiple reports on their weekly, 
monthly, and annual performance, often by 
department or category.  

The simulation provides participants with 
reports on their annual performance.  

Had teams of two (the partners who will co-
run a GO store) so these participants are 
more involved in every single decision, they 
cannot sit back and let someone else drive. 

Involves a team of 4-5 people making 
decisions together. 

 
Examples of Informational Screens 
 
• Current Situation – Each month begins with a different write-up about what is happening in 

the store. In this way the simulation shows the cyclical nature of the business and the 
different base conditions/starting points as needed to make the Food Castle world realistic 
for the user. 

 
 
• Financial Data – To build financial acumen, the simulation presents detailed, week over 

week performance data that teams need to interpret in order to know how to make smart 
operational decisions. They started the sim unsure of how to analyze the data and after a 
few weeks were much more comfortable and confident, making the link between the 
numbers on these statements and their business outcomes.  



 
 
Examples of Input Screens 
 
• Social Media – The simulation showcases modern marketing elements such as social media, 

which is a new but extremely important aspect of running the business for some AOTs. 

 
 
• Merchandising – Each week teams must select which items from those listed they want to 

merchandise in the store. In choosing they need to take into account the inventory level, 
expiration days, and margin, among other factors, to make the strongest selection. The 
items chosen in the list then appear in the slots at the top of the screen.  



 
 

• Ordering – Managing inventory is key to running a successful store. Each week they had to 
order inventory for all departments using a variety slider to control the assortment of items 
and the on-hand slider to determine quantity, and allocate a certain percentage of ordered 
product for each department to the high margin, cross-department category called NOSH 
(which stands for natural, organic, specialty and healthy foods). 

 
 
• Scenarios / Wobblers – As mentioned above, there are 48 unplanned events occurring 

throughout the simulated calendar year in order to more accurately simulate the day-to-day 
challenges and opportunities of a real grocery store owner. 



 
 
Examples of Results Screens 
• Monthly Results – The simulation provides teams with monthly reports on how they 

performed in certain key metrics. This is an example of the year over year comparison for 
sales by department and monthly financials.   

 



 
 
• Leaderboard – The leaderboard allows teams to assess their performance vs. one another. 

The Learning Coach used this screen to conduct debriefs and encourage teams to share how 
they had achieved their results. In this way the teams quickly saw the strengths they each 
brought to different aspects of running the business and began to share best practices.  

 
 

• Cumulative Dashboard – Each team is represented by a colored line in these three 
charts that focus on the most important metrics to store owners: sales, margin, and 
customer count.  



 
 


