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Resources for Courses
Global Pursuits

Teacher Instructions
Global pursuits is best played in groups of 3 or 4 and aims to get over some of the
key theoretical considerations when covering international trade and global business
decisions such as protectionism, economic growth and emerging markets. Photocopy
the game board onto A3. Cut out and glue the sad and happy cards with the face on
one side and the text on the other. These should be placed in two piles. It is best to
have the counters (below) secured onto card.

To start each player chooses one of the firms which they use as a counter. The
youngest person goes first and throws the dice then moves their counter forward the
number of squares on the dice. If they land on a happy or sad face then they need 
to draw a relevant card which directs them to move further either back (sad face) or
forward (happy face). Potentially a player could move a few times before they settle
on a square with a picture of a country in which case their turn is over and the next
person throws the dice.

Happy and sad cards
Whoever draws the card needs to read the text to the whole group before moving
their counter forward or back.

Most of the cards state exactly how many squares to move forward or back in brackets.
However the ones that state “you decide” must be discussed as a group for that 
particular firm and agreed on how many squares forward or back will be moved from
1-3 spaces. The teacher is the final judge on any disagreement.

Some of the cards require the player to “roll again” and the number of moves forward
or back depends on whether the player rolls an odd or even number.

The winner is the person who gets to the final square 48 first 
in which case they have become a truly global firm!
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Debrief questions

What factors are important to consider when choosing countries to target 
overseas?
What factors limit success in foreign countries?
What impact do exchange rates have on success overseas?
How can government actions affect overseas success?
What factors should be considered when deciding upon recruiting staff
from overseas?
Why is localisation necessary in many markets overseas?
What are the reasons for targeting overseas markets?

Counters – please cut out and stick onto card





The emerging MINT
economies (Mexico, 

India, Nigeria and Turkey)
continue to create sales 
opportunities. Nigeria 
is expected to grow 
by 5.5% next year

(+2)

China continues to 
grow well above the 
UK with forecast GDP

growth of 7% compared 
to 2.6% in the UK

(ROLL AGAIN +2 
for even +1 for odd)

Your firm is targeting 
Qatar – great news – 

the national income per
head is a whopping

$128,530

(+3)

You need a new 
sales team from 
South Korea – 

brilliant – the literacy 
rate there is 100% 

(+1)

You are considering 
setting up in Japan. 

A huge positive is that 
life expectancy is 83.6

years showing high 
quality health care and 

social systems

(+1)

Your recruitment drive 
in Germany has been 

highly effective as you 
realise the average 

schooling per person 
is 12.9 years, one of 
the highest rates in 

the world 

(+2)

Your firm decides to 
undertake FDI (foreign 
direct investment) by 

taking over a profitable
company in Switzerland 

(+2)

As you start selling 
to India you realise 

that tariffs on imports 
have fallen from 28% 
to just 5% added to 

price

(YOU DECIDE +1 TO +3)

Sri Lanka have 
reduced import quotas 

on how many goods 
you can export there

(+1)

The UK government 
are giving you a 
subsidy towards 

R&D (Research and 
Development) which 
should improve your 

competitiveness

(+1)

The EU expands to 
include Turkey meaning

your firm can export 
without any tariffs or 
quotas to major new 

customers

(+1)

Huge advancements 
in Infrastructure in 
Dubai have made 

shipping and 
transport of goods 

much easier 

(+1)

A weaker exchange 
rate makes your 

goods 20% cheaper 
overseas

(YOU DECIDE +1 TO +3)

You are outsourcing 
production to 

Malaysia where wage 
costs are less than 

half of the UK 

(+2)

Your firm has been 
taken over by a 

powerful conglomerate
based in India. They are
willing to invest £500m 
in new innovation and 

technologies 

(+3)

A new localised 
marketing campaign 

made just for the 
Chinese economy 

has been welcomed 
by consumers 

(ROLL AGAIN +1 
EVEN +2 ODD)

By carefully employing 
and training overseas 

sales staff to take 
account of foreign 
cultures you have 

secured a huge new 
contract from a major 

buyer

(+2)

By altering the brand 
name to not offend 

people in Saudi Arabia 
you have increased 

sales by 15% 

(+2)





A slowdown in the 
BRIC economies (Brazil,
Russia, India and China)

means potential for 
expanding sales in Brazil 

is limited with a GDP 
forecast of 2% growth 

next year

(-2)

GDP growth in China 
has fallen from 7.7% 

in 2012 to under 
7% now

(ROLL AGAIN -2 
for even -1 for odd)

Your firm is 
targeting Malawi which

only has national 
income per head 

of $750 

(-3)

You are hoping to 
employ a sales team 
from Sierra Leone but 

have just found out 
the literacy rate

is only 42%   

(-1)

After setting up 
in Swaziland your 

firm is disappointed 
to find that life 

expectancy is only 
49 years 

(-1)

When employing 
staff in Chad you 

realise the average 
amount of schooling 
for a 25 year old is 

only 1.5 years

(-1)

Your firm decides to 
undertake FDI (foreign 
direct investment) by 

taking over a loss 
making company in 

Italy. The whole thing 
has been a disaster due 

to a clash of cultures  

(-2)

As you start selling
to China you realise 
that a 50% tariff on 
imports has pushed 

up your price 
considerably 

(YOU DECIDE -1 TO -3)

Indonesia have set 
a strict import quota 
on how many goods 
you can export there 

(-1)

The ASEAN Trading 
Bloc have decided 
to increase tariffs 

on imports from the 
EU by 10%

(YOU DECIDE -1 TO -3)

Increased political 
instability in Russia 

and rising corruption 
make trading 

conditions difficult 

(-2)

A strengthened 
exchange rate make 

your goods more 
expensive overseas 

costing an extra 20% 
on the usual price  

(YOU DECIDE -1 TO -3)

A skills shortage 
in the country you 

have moved to means 
you cannot fill 

vacancies for skilled 
engineering staff 

(-1)

Marketing gone bad! 
By trying to use a 

global marketing slogan 
it has offended 

customers in Saudi 
Arabia when translated.
Sales have plummeted 

(ROLL AGAIN -1 
EVEN -2 ODD)

Your sales team has 
not understood the 
different cultures in 

China and has offended
many customers and 
suppliers. There is a 
lot of work to do to 

put this right  

(-1)

A member of your 
sales staff gave a 
thumbs up gesture 
to a client in the 

middle east who has 
taken serious offense 

(-2)

A junior sales 
member shook hands 

with his left hand 
during a Dubai business
deal and offended the 

Muslim buyer, who 
has now cancelled

the contract 

(-2)

Having set up in 
several overseas 
countries the firm 

has attracted 
negative publicity 

for using sweat 
shop labour in 

it’s supply chain

(-2)


