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SPARKASSEN AND DEVELOPMENT COOPERATION
A success model “Made in Germany” blazes a trail around  
the world

Sparkassen (Savings Banks) were first 
introduced in Germany some 200 years 
ago as microfinance institutions for 
low-income earners. Since then, they 
have evolved into one of the largest 
financial groups in the world, success­
fully combining a high level of profes­
sionalism with a strong social mandate. 

As the Deutsche Sparkassenstiftung für 
internationale Kooperation (German 
Sparkassenstiftung for International 
Cooperation, DSIK), it is our mission to 
pass on this experience to our partners 
in developing and emerging countries. 

Whether in Latin America and the 
Caucasus, in Central Asia, Africa or in 
Southeast Asia – since its foundation 
in 1992, DSIK has been promoting 
financial institutions that enduringly 
foster economic and social develop-
ment by enabling sustainable access to 
financial products and services at local, 
regional or national level. 

DSIK‘s partner institutions essentially 
target micro, small and medium-sized 
enterprises (MSME), low and middle 
income earners and also socially mar-
ginalized groups in a bid to generate 
jobs or provide financial services to 
the broad population.

German Sparkassenstiftung conducts 
projects in all areas of banking 

Essentially, it focuses on the following 
six thematic priority areas, designed 
to foster financial inclusion:

�Capacity Development

��Financial Literacy

��MSME Finance

�Institution Building

�Rural Finance

�Green Finance

The coloured areas mark 
regions in which German 
Sparkassenstiftung has 
been active since its 
foundation.



BUSINESS GAMES
A core module of knowledge transfer in leading financial  
institutions and universities

German Sparkassenstiftung offers  
4 Business Games for different target 
groups. Overall, some 5,000 trainings 
have been conducted since the nineties.
More than 100,000 participants in over 
50 countries took part with outstanding  
results and participant satisfaction.

Business Games made by German 
Sparkassenstiftung have become an 
international brand for an innovative 
interactive learning experience. Lear-
ning with simulations is knowledge 
far away from dry theory. Interaction, 
practical exercise and the motivation to 
finish the game as the winner lead to a 
high learning success. 

The participants always interact in 
groups, taking the role of managers 
and simulating the transactions and 
decisions of a bank, a microfinance 
institution, a small business or even 
a private household. In doing so, the 

existing own knowledge is applied 
directly and expanded by sharing expe-
rience with the other players. 

Discussions within the groups and 
the competition between them are 
essential parts of the didactic concept. 
Simulations allow a risk-free trial and 
error approach. In contrast to the real 
practice, erroneous decisions made 
here only inflict damage on virtual capi-
tal. Each decision has an impact on the 
course of the next simulation round. 
The identification of the reasons and 
the analysis of contexts are the main 
learning objectives of the simulations. 

Based on the interpretation of results 
and the evaluation of competitor 
performance, teams are pursuing their 
goal to be successful.

Since the 1990s, DSIK has developed 
and used Business Games to train pro-
fessionals and managers in developing 
countries and emerging countries. 
International and local instructors, who 
were specially trained by DSIK, evaluate 
the results of each round and analyze 
them in depth with all participants.



MICRO BUSINESS GAME
Manage successfully a small fruit store

Micro Business Game is a highly interactive training for  
microentrepreneurs and for all people who want to learn in  
practice how the success and sustainability of start-ups and  
small businesses can be improved.

In the haptic board simulation Micro 
Business Game, entrepreneurs manage 
a small fruit store. In the course of the 
training, they form teams and encounter 
growth opportunities, challenges of 
employers, threats as well as business 
opportunities. The participants literally 

pick up and move “money” in four 
rounds, addressing different topics like 
how to increase financial knowledge,  
efficiently manage the business or  
expand on the market by making neces-
sary investments or taking out a loan. 

The material is available in various 
languages and can be translated and 
produced in any local language. The 
material is tried and tested in many 
courses and cultural contexts all 
around the world.

Micro Business Game: The goal of the simulation is to manage your store in a successful way.

?
Event  
Cards

Round 0 Round 1 Round 2 Round 3 Round 4
Period 1 Period 2 Period 1 Period 2 Period 1 Period 2 Period 1 Period 2 Period 1 Period 2

Price 1cu 1cu 1cu 1cu 1cu 1cu 1cu 1cu 1cu 1cu

Number of 
customers 200 200

Revenues: 
orange juice 200cu 200cu

Revenue Calculation: Orange

Round 0 Round 1 Round 2 Round 3 Round 4
Period 1 Period 2 Period 1 Period 2 Period 1 Period 2 Period 1 Period 2 Period 1 Period 2

Price 2cu 2cu 2cu 2cu 2cu 2cu

Number of 
customers

Revenues: 
pineapple juice

Revenue Calculation: Pineapple

N/A

Micro Business Game
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Salary

Raw MaterialSupplier Production Finished Goods

Bank Loans

Cost of
Products
Sold

= 10 Cuhlia

Storage Kitchen Sales

Your debts

Rent & 
Electricity

Other Costs

Interest

Taxes & Fees

Customers‘ 
Money

Revenue Calculation
See Participant Guide

Investment Cash

Calculate your revenues 
in the participant guide. 
Collect your revenues 
from Customers’ Money
and place it in Cash.

Pay 40cu         in salaries 
per employee by moving 
money from Cash to 
Salary Costs.

Pay 20cu          in Other 
Costs by moving money 
from Cash to Other Costs.

Pay 25% Interest  
(50cu         ) on amount 
of Bank Loan by moving 
money from Cash to 
Interest Costs.

Pay back 40cu          from 
your Bank Loans. Reduce 
your Cash by 40cu, as 
well as your Bank Loan 
by 40cu and give the 
money to the bank (the 
facilitator).

Pay 10cu          in Taxes & 
Fees by moving money 
from Cash to Taxes & 
Fees.

Fill in the statements in
your participant guide by 
following the instructions.

Clear the Costs from 
the board. Keep Cash, 
Investment and Bank 
Loans.

Sales Forecast
See Participant Guide

Supplier Cost Calculation
See Participant Guide

During rounds 2,3 and 4:  
Select one Business 
Improvement Option 
from the participant 
guide according to the 
round you are in and 
follow the instructions in 
the guide.

Make a Sales Forecast
of how many glasses
you think you will sell for 
each of your products, 
mark your Sales Forecast 
in the participant guide 
and on the Sales Forecast 
Meter.

Calculate the cost of Raw 
Material in the participant 
guide. Purchase Raw 
Material from Supplier by 
paying them with money 
from Cash. Move the Raw 
Material from Supplier to 
Storage.

Pick and read an Event 
Card, and follow the 
instructions.

Pick and read a 
Consequence Card, and 
follow the instructions.

Produce juice and note 
the incurred cost by 
moving Raw Material 
to Production, then to 
Finished Goods, and 
finally to Cost of Products 
Sold.

1 2 3 4 5 6 7 8 9 10 11 1312 14
Pay 30cu           in Rent 
& Electricity by moving 
money from Cash to  
Rent & Electricity Costs.
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Period 2

Period 1 Start of Period 2

End of Round

Number of 
customers

Round 0 Round 1 Round 2 Round 3 Round 4

Period 1 Period 2 Period 1 Period 2 Period 1 Period 2 Period 1 Period 2 Period 1 Period 2

High 250 250 250 300 350 350 400 400 450 450

Medium 200 200 200 250 300 300 350 350 400 400

Low 150 150 150 200 250 250 300 300 350 350

Sales Forecast: Orange

Round 0 Round 1 Round 2 Round 3 Round 4
Period 1 Period 2 Period 1 Period 2 Period 1 Period 2 Period 1 Period 2 Period 1 Period 2

Number of  
customers/glasses 200 200

Amount of raw 
material per unit x2 x2 x2 x2 x2 x2 x2 x2 x2 x2

Total amount of  
raw material 400 400

Amount of raw 
material per box /20 /20 /20 /20 /20 /20 /20 /20 /20 /20

Number of boxes 20 20

Price per box x 4cu x 4cu x 4cu x 4cu x 4cu x 4cu x 4cu x 4cu x 4cu x 4cu

Total costs for 
raw material 80cu 80cu

Costs for additional 
raw material

Supplier Cost Calculation: Orange

Sales Forecast: Pineapple

Number of 
customers

Round 0 Round 1 Round 2 Round 3 Round 4

Period 1 Period 2 Period 1 Period 2 Period 1 Period 2 Period 1 Period 2 Period 1 Period 2

High 60 60 80 80 100 120

Medium 40 40 60 60 80 100

Low 20 20 40 40 60 80

N/A

Supplier Cost Calculation: Pineapple

Round 0 Round 1 Round 2 Round 3 Round 4
Period 1 Period 2 Period 1 Period 2 Period 1 Period 2 Period 1 Period 2 Period 1 Period 2

Number of  
customers/glasses

Amount of raw 
material per glass x2 x2 x2 x2 x2 x2

Total amount of  
raw material

Amount of raw 
material per box /20 /20 /20 /20 /20 /20

Number of boxes

Price per box x 5cu x 5cu x 5cu x 5cu x 5cu x 5cu

Total costs for 
raw material

Costs for additional 
raw material

N/A

Consequence
Cards
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OBJECTIVES
The interactive training approach for microentrepreneurs

Participants of the training learn the 
crucial principles of managing a store 
and how to deal with upcoming  
challenges and opportunities.

•	 �Gain basic economic knowledge of 
all influencing factors.

•	 �Understand the meaning of entre-
preneurial thinking and acting.

•	 �Learn how to further develop micro 
and small enterprises and discover 
challenges and opportunities on the 
way forward.

•	 �Understand basic accounting and 
controlling principles and apply 
simple financial tools.

•	 �Develop a deeper customer  
understanding and basic marketing 
knowledge.

•	 �Realise market dynamics and  
competition.

•	 �Understand the interface between 
microfinance institutions and clients 
and realise implications.

The overall objective of the Micro Business Game is 
to experience how to manage a Micro Business 
effectively, using an experience-based approach. 



SET UP
The learning process is characterised by four phases

  �The participants are divided into 
small groups, each group assumes 
the leadership of a business, takes 
management decisions and gains 
an insight into internal and exter-
nal factors that influence the per-
formance of their business (Do).

  �The participants receive a feed-
back and reflect their progress 
within the simulation as well as 
their own actions (Reflect). 

  �The participants apply their newly 
acquired knowledge during the 
training (Apply). 

  �In transfer sessions, the simu­
lation encourages the participants 
to implement their newly acquired 
skills in their business practice 
(Implement). 

A training for local multipliers 
(“training of trainers”) is  
performed by experienced  
international trainers. 

The ToT is followed by an appli-
cation of the training material 
in practice where trainers form 

teams of two multipliers to lead 
the first courses for start-ups 
and small entrepreneurs.  

�The local multipliers attend a 
workshop for advanced trainers 
to exchange their experiences 
as trainers and a follow-up 

training session, at the end of 
which a special trainer certifi­
cate is handed over to each 
trainer.

TRAINING OF TRAINERS
The general approach to rolling out this training

Becoming a qualified and experienced 
trainer for the Micro Business Game.

REFLECT
Feedback &  

Coaching

IMPLEMENT
Recommended Actions

LEARNING 
PROCESS

DO
Business 

Simulation

APPLY
Know-how  
Sessions



IMPORTANT LESSONS LEARNED
Learning effects of the Micro Business Game

The learning effects of the Micro  
Business Game are very tangible.

•	 �Increase financial and entrepreneur­
ial knowledge about starting a 
small business and getting it run 
by understanding basic accounting 
principles and applying simple 
financial tools like sales forecasts, 
cash-flows, balance sheets and profit 
and loss statements.

•	 �Understand the role of different 
business stakeholders like suppliers 
and customers, lenders and regula-
tors, defining goals and strategies 
for dealing with each stakeholder. 

•	 �Learn to identify new business op-
portunities by entering new markets 
or introducing additional products.

•	 �Manage unexpected events and 
risks, plan investments and work 
with financial institutions and their 
products.

•	 �Together with experienced trainers 
complex situations are broken down, 
decision options and best solutions 
are actively discussed in groups and 
set against real business practice. 

Proven success – for more 
than 30,000 participants all  
around the world.



PARTICIPANT COMMENTS
Positive feedback underlines the success model 
of the Micro Business Game

„ It completes and  
explains the ‘puzzling 
mosaic’ of entrepreneurship.

„ Especially I liked the 
unexpected events, which 
taught us to be very care-
ful by decisionmaking  
and actions.

„ Excellent training  
program. Should be  
standard training for  
every entrepreneur.

„ I really liked the activity. We 
learned so much about making 
decisions on business and how 
to solve problems. Thank you 
so much!

„ The game is 
very addicitve  
and exciting.

„ I liked the fact that we 
were actively involved in 
the seminar and not only 
listened to the trainers.

„ This seminar was the best among 
the other ones that I attended. I highly 
appreciate the experience of the trainers 
and their ability to explain complicate 
things in a simple way.



Interested?

Deutsche Sparkassenstiftung für internationale Kooperation e.V.

Simrockstr. 4 
53113 Bonn 
Germany

Contact Us!

  business.games@sparkassenstiftung.de

  www.sparkassenstiftung.de

German Sparkassenstiftung is solely responsible for the content and it does not reflect the views of the BMZ.


