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Appendix B

Hand-outs Needed at the Start of Exercise

Hand-out to each member of the team building the Basic Plane (see http://jme.sagepub.com/supplemental/)
JetFighter

Basic Training Plane Information
Price Paid for each Basic Training Plane that 

passes inspection: $5,000,000 per plane
Cost for JetFighter Raw Materials

BASIC TRAINING PLANE

Raw Materials Purchased
 Cost for each
      
       
  5 (min order size)                $4,400,000

6-10



          $4,200,000

11-15



 $4,000,000

16-20



 $3,900,000

21-25



 $3,800,000

26-30



 $3,700,000

31-35



 $3,600,000
36-40



 $3,550,000
 41+



          $3,500,000

Appendix B

Hand-outs Needed at the Start of Exercise

Hand-out to each member of the team building the Deluxe Plane (see http://jme.sagepub.com/supplemental/)
JetFighter

Deluxe Combat Plane Information

Price paid for each Deluxe Combat Plane 
that passes inspection: $10,000,000 per plane
Cost for JetFighter Raw Materials

DELUXE COMBAT PLANE
Raw Materials Purchased
 Cost for each
       
        
  5 (min order size)                $8,500,000
6-10



          $8,300,000

11-15



 $8,100,000
16-20



 $8,000,000
21-25



 $7,950,000
26-30



 $7,900,000
31-35



 $7,900,000

36-40


          $7,950,000
41+                                       $8,000,000
Appendix C

Tables and Figures to be Used During the Exercise

Table 2: Example of a spreadsheet used to calculate each team’s profit and loss
	Team Results Production Period 1

	 
	 
	 
	 
	 
	 

	 
	Raw
	Cost $ per
	Total
	Planes
	Price $
	Total
	Profit

	 
	Materials
	Raw
	Cost
	Passing
	 
	Revenue
	(Loss)

	 
	Purchased
	Material
	$ 
	Inspection
	 
	 $
	 $

	Team 1
	22
	3.80
	83.60
	10
	5.00
	50.00
	-33.60

	Team 2
	10
	4.30
	43.00
	5
	5.00
	25.00
	-18.00

	Team 3
	17
	8.00
	136.00
	11
	10.00
	111.00
	-25.00

	Team 4
	5
	8.50
	42.50
	3
	10.00
	30.00
	-12.50

	 
	
	
	
	
	
	
	 

	Production Period 2

	 
	 
	 
	 
	 
	 

	 
	Raw
	Cost $ per
	Total
	Planes
	Price $
	Total
	Profit

	 
	Materials
	Raw
	Cost
	Passing
	 
	Revenue
	(Loss)

	 
	Purchased
	Material
	 $
	Inspection
	 
	$ 
	$ 

	Team 1
	10
	4.20
	42.00
	8
	5.00
	40.00
	2.00

	Team 2
	15
	4.00
	60.00
	13
	5.00
	65.00
	5.00

	Team 3
	7
	8.30
	58.10
	5
	10.00
	50.00
	-8.10

	Team 4
	5
	8.50
	42.50
	5
	10.00
	50.00
	7.50
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Table 3: How Porter’s Activity Drivers May Impact Costs and Revenues in JetFighter
	Driver 
	Potential Impact on Cost or Revenue

	Scale
	Firms with higher production levels incur lower unit costs. In this case, the more planes purchased, the lower the raw material cost per unit.

	Learning
	The more times students repeat the steps, the less time required to complete the activity and the greater the quality. There are 18 folds to construct a JetFighter plane. If students specialize in just three folds, they may quickly become experts. Note that activity specialization allows McDonald’s Restaurants to quickly train its employees to produce each of its menu items; McDonald’s breaks each complex task into several easily mastered steps.

	Capacity Utilization
	How firms keep production flowing smoothly through their assembly lines and thus have all employees/machines fully utilized. If a student at the end of the line is waiting three minutes for planes to arrive at his or her station, he or she is not being fully utilized. Note that in JetFighter, the goal is to keep an even flow of planes moving through the production line.

	Linkages
	How an activity impacts the costs incurred or differentiation added in another activity down the production line. For example, installing higher quality bearings reduces after-sales service expenses in washer machines. In JetFighter, an incorrect fold early in the production process is difficult, if not impossible, to rectify later in the production line.

	Interrelationships
	Can another division of the company help reduce cost or increase differentiation? For example, can separate divisions share purchasing? In JetFighter, students may merge teams and then share buying activities to reduce input cost.

	Integration
	Is the activity outsourced? Are there ways to lower cost by outsourcing or is it better to keep the activity in-house? In JetFighter, teams may look at outsourcing some activities (for a fee) in order to reduce costs or increase the quality of their planes.

	Policy Choices
	Choices regarding production strategy, marketing techniques, after sales service, and other strategic tactic to raise the buyer’s willingness to pay or reduce cost. For example, teams may decide to decorate their planes in order to increase the willingness of the Government Purchasing Agent of accepting them.

	Institutional Factors
	What governmental and other institutional regulations impact the cost and revenue of an activity? Can the team alter these so it impacts their team favorably?

	Timing
	When was the activity started or key assets purchased?

	Location 
	Where are the activities performed relative to our suppliers and customers? Is there an opportunity for teams to move closer to buyers in order to induce more buying or reduce transportation costs and delivery times?
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Figure 1: Critical value chain activities for JetFighter teams
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Appendix D
Student Feedback Questionnaire
JetFighter: A Value Chain Analysis Exercise
Student Questionnaire

The purpose of this questionnaire is to learn some of your reactions to the “JetFighter Exercise”. This feedback will be used to revise the exercise and submit it for publication in a management education journal. Please do not give your name on this questionnaire so that you feel free to provide your honest opinions. Your comments below may be quoted in teaching notes that would be published with the exercise, but because you are not identifying yourself they will remain completely anonymous.

Who You Are

1. How old are you?  ________ years

2. How many years of university have you completed?  _______ years

3. What grade do you expect to receive in this course  ________%

How You Prepared

1. Did you read the assigned readings before coming to class?



Yes  /  No

2. Have you ever undertaken value chain analysis prior to attending this class

Yes  /  No

What You Thought

1. Answer each of the following questions by circling the number that best corresponds to how you feel about the case.

a) How much did the exercise help you understand how to perform value chain analysis?
Unhelpful 1
  2
3
4
5
6
7
8
9
10 Helpful


b)   How interesting was the JetFighter Exercise? 

Boring      1
  2
3
4
5
6
7
8
9
10 Interesting

---  PLEASE TURN OVER  ----
2. Did you find anything in the exercise unclear or unrealistic? If so, what specific parts of the exercise were unclear or unrealistic?   __________________________________________________________________________
__________________________________________________________________________
__________________________________________________________________________
__________________________________________________________________________

3. Would you have liked any additional information to aid in your understanding?  What information?   __________________________________________________________________________
__________________________________________________________________________
__________________________________________________________________________
4. Would you recommend that instructors at other universities use this exercise?  YES   /   NO 
Why or Why not? __________________________________________________________________________
__________________________________________________________________________
__________________________________________________________________________
5. In the space below, please provide any other comments you have regarding the exercise.

__________________________________________________________________________
__________________________________________________________________________
__________________________________________________________________________
__________________________________________________________________________

Thank you for your help!
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