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Accounting Applications Series Event

PARTICIPANT INSTRUCTIONS

PROCEDURES

1.
The event will be presented to you through your reading of these instructions, including the Performance Indicators and Event Situation. You will have up to 10 minutes to review this information to determine how you will handle the role-play situation and demonstrate the performance indicators of this event. During the preparation period, you may make notes to use during the role-play situation.

2.
You will give an ID label to your adult assistant during the preparation time.

3.
You will have up to 10 minutes to role-play your situation with a judge (you may have more than one judge).

4.
You will be evaluated on how well you meet the performance indicators of this event.

5.
Turn in all your notes and event materials when you have completed the role-play.

PERFORMANCE INDICATORS 
1. Conduct break-even analysis. 
2. Determine profit margin requirement. 
3. Set financial goals. 
4. Forecast sales. 
5. Identify factors affecting a business’s profit. 
EVENT SITUATION

You are to assume the role of sales manager for Dreams By Design, a party preparation service business that helps parents/families plan specialty birthday parties for their kids. The owner of Dreams By Design (judge) wants you to calculate how many party supply packs and on-site party room rentals she/he needs to sell a month to break even and earn a desirable profit.  

Dreams By Design provides everything customers need to create the ultimate dream birthday bash for kids. First customers receive a personal consultation on the premises. Next, customers choose a theme for their personalized party package and select a coordinating party supply package including all party decorating supplies and rental of a themed party room on site.

Dreams By Design is a new business, and the owner (judge) wants to make sure that his/her prices will generate a profit in the competitive party supply/rental industry. The business is located in a city of 120,000 people. Dreams By Design’s target market is busy, working adults with small children aged from infants to pre-teens.  
The owner (judge) has provided you with figures on the expenses he/she plans on incurring per month. 

Fixed Expenses per month

Rent
$650.00

Payroll
$700.00

Utilities
$300.00

Advertising
$150.00

Variable Costs per party

Party pack supplies
$10.00

Party setup
$20.00

Party clean up
$20.00

Dreams By Design will charge $127.00 for each consultation, party supply pack and on-site party room rental fee. 

The owner (judge) has asked you to determine the following:

· How many party supply packs and party room rentals does he/she need to sell a month to break even?
· How many party supply packs and party room rentals does he/she need to sell to earn a desired profit of $1,200 a month?
· Is the current price realistic and competitive for the target market?
· How can Dreams By Design get customers to purchase multiple parties for siblings (repeat customers)?

You will present your findings to the owner (judge) in a role-play to take place in the owner’s (judge’s) office. The owner (judge) will start the meeting by greeting you and asking for your analysis. After you have presented your information and have answered the owner’s (judge’s) questions, the owner (judge) will conclude the meeting by thanking you for your work.

JUDGE’S INSTRUCTIONS

DIRECTIONS, PROCEDURES AND JUDGE’S ROLE

In preparation for this event, you should review the following information with your event manager and other judges:

1. Procedures

2. Performance Indicators 

3. Event Situation

4. Judge Role-play Characterization

Participants may conduct a slightly different type of meeting and/or discussion with you each time; however, it is important that the information you provide and the questions you ask be uniform for every participant.

5. Judge’s Evaluation Instructions

6. Judge’s Evaluation Form

Please use a critical and consistent eye in rating each participant.

JUDGE ROLE-PLAY CHARACTERIZATION

You are to assume the role of owner of Dreams By Design a party preparation service business that helps parents/families plan specialty birthday parties for their kids. You have asked the sales manager (participant) to determine how many party supply packs and on-site party room rentals you need to sell per month to break even and earn a desirable profit.  
You have provided the sales manager (participant) with figures on the expenses you plan on incurring per month. 

Fixed Expenses per month

Rent
$650.00

Payroll
$700.00

Utilities
$300.00

Advertising
$150.00

Variable Costs per party

Party pack supplies
$10.00

Party setup
$20.00

Party clean up
$20.00

Dreams By Design will charge $127.00 for each consultation, party supply pack and on-site party room rental fee. 

You have asked the sales manager (participant) to determine the following:

· How many party supply packs and party room rentals do you need to sell each month to break even?

· How many party supply packs and party room rentals do you need to sell to earn a desired profit of $1,200 a month?

· Is the current price realistic and competitive for the target market?

· How can Dreams By Design get customers to purchase multiple parties for siblings (repeat customers)?

The sales manager (participant) will present the information to you in a role-play to take place in your office. You will begin the role-play by greeting the sales manager (participant) and asking to hear his/her analysis. 

During the course of the role-play you are to ask the following questions of each participant:

1. What would happen to the break-even point if the payroll expenses increased?

Solution:  If the payroll expenses increase, the break-even point would also increase.  The business would have to sell more party packages each month to cover the increased expenses.

2. What other types of products or services should we consider offering to this customer base?
(Answers will vary.) 

3. How would you determine the necessary sales price if I could service only 20 parties per month?

(Answers will vary, but should recognize the calculation of 20 x variable plus fixed cost and profit divided by 20= $200.00) 

Possible Solutions:

Break-even Point


Unit Sales x N= (variable costs x N) + fixed costs


$127.00 x N = (50.00 x N) + 1800


24 party packages 

Target profit of $1,200.00 a month.


Unit Sales Price x N = (Unit variable costs x N) + Fixed Costs + Net Income


$127.00 x N = (50.00 x N) + 1800 + 1200


40 party packages

Once the sales manager (participant) has presented the information and has answered your questions, you will conclude the role-play by thanking the sales manager (participant) for the work.

You are not to make any comments after the event is over except to thank the participant.

JUDGE’S EVALUATION INSTRUCTIONS

Evaluation Form Information

The participants are to be evaluated on their ability to perform the specific performance indicators stated on the cover sheet of this event and restated on the Judge’s Evaluation Form. Although you may see other performance indicators being demonstrated by the participants, those listed in the Performance Indicators section are the critical ones you are measuring for this particular event.

Evaluation Form Interpretation

The evaluation levels listed below and the evaluation rating procedures should be discussed thoroughly with your event chairperson and the other judges to ensure complete and common understanding for judging consistency.

	Level of Evaluation
	Interpretation Level

	
	

	Exceeds Expectations
	Participant demonstrated the performance indicator in an extremely professional manner; greatly exceeds business standards; would rank in the top 10% of business personnel performing this performance indicator.

	
	

	Meets Expectations
	Participant demonstrated the performance indicator in an acceptable and effective manner; meets at least minimal business standards; there would be no need for additional formalized training at this time; would rank in the 70-89th percentile of business personnel performing this performance indicator.

	
	

	Below Expectations
	Participant demonstrated the performance indicator with limited effectiveness; performance generally fell below minimal business standards; additional training would be required to improve knowledge, attitude and/or skills; would rank in the 50-69th percentile of business personnel performing this performance indicator.

	
	

	Little/No Value
	Participant demonstrated the performance indicator with little or no effectiveness; a great deal of formal training would be needed immediately; perhaps this person should seek other employment; would rank in the 0-49th percentile of business personnel performing this performance indicator.


JUDGE’S EVALUATION FORM
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DID THE PARTICIPANT:
	1. Conduct break-even analysis?

	Little/No Value
	Below Expectations
	Meets Expectations
	Exceeds Expectations

	0, 2
	4, 6, 8
	10, 12, 14
	16, 18

	Attempts at conducting a break-even analysis were inadequate or weak.
	Adequately conducted a break-even analysis.
	Effectively conducted a break-even analysis.
	Very effectively conducted a break-even analysis.

	
	
	
	

	2. Determine profit margin requirement?

	Little/No Value
	Below Expectations
	Meets Expectations
	Exceeds Expectations

	0, 2
	4, 6, 8
	10, 12, 14
	16, 18

	Attempts at determining profit margin requirement were inadequate or weak.
	Adequately determined profit margin requirement.
	Effectively determined profit margin requirement.
	Very effectively determined profit margin requirement.

	

	3. Set financial goals?

	Little/No Value
	Below Expectations
	Meets Expectations
	Exceeds Expectations

	0, 2
	4, 6, 8
	10, 12, 14
	16, 18

	Attempts at setting financial goals were weak or incorrect.
	Adequately set financial goals.
	Effectively set financial goals.
	Very effectively set financial goals.

	

	4.  Forecast sales?

	Little/No Value
	Below Expectations
	Meets Expectations
	Exceeds Expectations

	0, 2
	4, 6, 8
	10, 12, 14
	16, 18

	Attempts at forecasting sales were inadequate or unclear.
	Adequately forecast sales.
	Effectively forecast sales.
	Very effectively forecast sales.

	

	5. Identify factors affecting a business’s profit?

	Little/No Value
	Below Expectations
	Meets Expectations
	Exceeds Expectations

	0, 2
	4, 6, 8
	10, 12, 14
	16, 18

	Attempts at identifying factors affecting a business’s profit were inadequate or weak.
	Adequately identified factors affecting a business’s profit.
	Effectively identified factors affecting a business’s profit.
	Very effectively identified factors affecting a business’s profit.

	

	6. Overall impression and response to the judge’s questions.

	Little/No Value
	Below Expectations
	Meets Expectations
	Exceeds Expectations

	0, 1
	2, 3, 4
	5, 6, 7
	8, 9, 10

	Demonstrated few skills; could not answer the judge’s questions.
	Demonstrated limited ability to link some skills; answered the judge’s questions adequately.
	Demonstrated the specified skills; answered the judge’s questions effectively.
	Demonstrated skills confi-dently and professionally; answered the judge’s questions very effectively and thoroughly.


Judge’s Initials 

TOTAL SCORE 

Published 2010 by DECA Inc. Copyright © 2010 by DECA Inc. No part of this publication may be reproduced for resale without written permission from the publisher. Printed in the United States of America.




