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SINCE 2004, AWÉLÉ HAS BEEN HELPING DECISION-MAKERS DEVELOP DISRUPTIVE STRATEGIES 
AND ENGAGE THEIR EMPLOYEES IN PROJECTS
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New strategic portfolio
Bottom-up strategy
Implementation of decided strategy
Employee buy-in to target strategy
Neutralization of a dangerous competitor
Bypassing a value thief
Building intelligence

X-Com at war with itself
Loss of meaning, employees demotivated
All teams on board with the project
Reducing casualties on industrial sites
Recruiting the right people

Levers for increasing sales
Perception of added value
Thriving next to less expensive competitors
Training sales staff

Organizing the next seminar
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All solutions come from your people
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HERE ARE A FEW EXAMPLES OF THE CHALLENGES WE HAVE ADDRESSED





"All too often, I observe that
employees' level of information is overestimated,
while their knowledge and creativity are under-exploited.
All the potential is there, lying dormant."

Fortunately, there are solutions.
One of them is SERIOUS GAMING, which is both fun and effective.

 Fun, because it's a game.

 Effective because the players are your colleagues, and they are the best sensors of 
        trends, wells of knowledge and sources of innovation that are just waiting to be shared.
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FACED WITH UNPRECEDENTED ECONOMIC CHAOS, DECISION-MAKERS MUST CONTINUE TO 
ANTICIPATE THE FUTURE, MAKE THE RIGHT DECISIONS AND COACH THEIR TEAMS

Awélé offers a playful and engaging method

Anonymous





AWÉLÉ, CREATOR OF INTELLIGENT BUSINESS GAMES

Custom-made
conception

Proven

know-how

Specific

design

Socio-cognitive approach
Strategy & Change consulting
Anthropology

Attractive
Face-to-face
Immersive
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Your challenge
Your history
Your organization
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SOME SUCCESS INDICATORS

Number of sales outlets at 

maximum quality level

Reducing maintenance costs in the 

nuclear industry

Improved 

customer loyalty

Increased sales force 

remembrance on 

new models

Douai plant moves up from 

5th to 2nd place in Europe

Reduced accident 

frequency rate

+14%

+50%
7, 8

4 ,1

+6%
-11%
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Results measured by our customers





ROLES TO BE INTERPRETED :

1 CHALLENGE PER TEAM :

THE 36 STRATAGEMS

3D CHESS

MINUTE DAY

SCRIPTS

COMPANY DATA SHEETS FOR EACH TEAM

PREDICTIVE METHOD

THE 10 PRINCIPLES

BUSINESS GAMES N°1 : SMART STRATEGIES
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You

Adversary

Co-operator

Value driver

Franchisees

Stress-testing strategies

Weakening the competition

Winning a tender

Anticipating the market

Launching a product

Initiating a business capture

Exploring new avenues

Identifying blind spots

Seizing opportunities

Circumscribing risks

Finding allies

Preparing for an M&A

Diversifying assets

Strengthening the value chain
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WHO ? WHY ?WHAT ?

HOW ?





BUSINESS GAMES N°2 : SMART BOARDS
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Each participant can become 

the leader of an exponential 

pyramid deployment

100% of employees Managing change

Generating support for a project

Training teams

Improving added value

Reducing accidents by half

Arguing in difficult situations

Recruiting the right people

Transforming the transactional 

into the relational

Drawing up a training plan

Raising awareness of disabilities

Empowering employees

Assimilating new processes

Raising quality standards

>
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SHOGUN

BLASON

BOURGEOIS DE BRUGES

CINEBELLA

DOGON

TROPIK

BUSINESS GAMES N°3 : SMART ROLE-PLAYING GAMES
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12 to 200 high potentials

>

>

>

>

Through pedagogical 
accelerators

Thanks to the principle of 
decentralization and the 
writing of non-sequential 
scenarios

By creating a physical object

By assimilating professional 
laws through historical 
contexts

Difficult decision

Complex meeting

Team management

Project management

Macro-economic vision

Collective and values

Team building

Negotiation

Inter-silos

Team cohesion

Customer-supplier relationship

>

8

WHO ? WHY ?WHAT ?

HOW ?





EXAMPLES OF DELIVERABLES
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A dual concept of 
experts + users

Pedagogy is 
embedded in the 
tool

"We have a good 
time together. The 
brakes come off."

All decisions are 
validated by the 
group

Face-to-face

ALWAYS 
TESTED UNDER 

REAL-LIFE 
CONDITIONS

100% of participants' time is 
devoted to the objective

Easy to deploy, light, 
short, anywhere and 
in any language

Critical mass is 
reached with a tilting 
effect

Detailed analysis of all field 
feedback

Visionaries in the making

REASONS FOR THE SUCCESS OF OUR BUSINESS GAMES
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“The craze for the 
game was total”.

“We took part in the strategy game in November and in 
February all our forecasts came true”.

P.L.M. 
ACCOR

R.P.
PGS

“Your tool had the 
effect of a bomb”.

"Gérald has an easy manner and is a pleasant person to work with. 
Brilliant, discreet and efficient, he delivers high standard consulting"

E.N.
MAZARS

M.D.
AFD

A.A.
EGE

"I contacted you on Friday for a seminar the 
following Tuesday. Thank you for saving my life."
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