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1.Who am I and what is BrandNewGame? 

2.Why use games as a marketing-/ training tool? 

3.What’s your challenge?  

4.How can you use games as a marketing-/ training tool? 

5.Where to begin? 



1/5: Who am I?
ACHIEVEMENTS 
 
Bachelor Business Administration 
Master of Brand Management   
 
+ Author  
+ Speaker  
+ Concept Developer  
= BrandNewGame 



CLIENTS 
 

ABN Amro Bank  
ACN / Schiphol Airport  

Fontys Hogescholen 
Haven Amsterdam 

Holland Casino  
Novamedia  

Red Bull 
Robeco  

Unilever  
Ziggo 

1/5: Who am I?



3rd Party 
Events 

GameStorm 

Blogs 	

Books 

Research

1/5: What is BrandNewGame?

Publications Presentations 

Projects 	

Products  

Gamification 
Workshop 

Tailor Made  Of the 
shelve



1. 100% Attention  
2. Fun!  
3. Voluntary  
4. Active experience  
5. Multi-sensory & Re-playable  
6. Hours, weeks and potentially years of engagement  
7. Immersion: suitable to address complex issues  
8. Measurable effect: Our Management Dashboard delivers data! 

2/5 Why use Games?



“I have problems convincing my employees to work in a different way”

3/5: What’s your challenge?

“I need to build up a CRM dBase and increase relevance”

“I want to improve our sales skills” 

“I want to engage our visitors and increase conversion” 

“I want our brand values to come to live” 
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GameStorm- COSTS 

+ REVENUES

BUSINESS 
PLAYGROUND

!
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��������������������  
satisfaction���������	
��������������������  and���������	
��������������������  
improve���������	
��������������������  sales���������	
��������������������  

  Challenge # 1
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  Challenge # 2
!

Test���������	
��������������������  level���������	
��������������������  of���������	
��������������������  
‘compliant���������	
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  Challenge # 3

!
Teach���������	
��������������������  1400���������	
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Cross-selling

  Challenge # 4

INTERNAL EXTERNAL
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  Challenge # 4

Ziggo 

Ziggo 

Björn Borg

Schiphol

INTERNAL EXTERNAL

BelCompany 



4/5: How can We?



4/5: How can We?

Client Bjorn Borg Europe
Objective Build up a CRM dBase and Increase store traffic 
Target Group Young minded consumers 
Essence of Challenge Translate brand essence into creative concept that helps to increase sales 



4/5: How can We?

Client Bjorn Borg Europe
Objective Build up a CRM dBase and Increase store traffic 
Target Group Young minded consumers 
Essence of Challenge Translate brand essence into creative concept that helps to increase sales 



Client ABN Amro Bank 
Objective Make brand values come to live and teach new product information 
Target Group All bank employees and their management (retail staff) 
Essence of Challenge Give meaning to brand values on a virtual training field and teach new product specs 

4/5: How can We?



4/5: How can We?

Client Unilever - Yunomi 
Objective Increase conversion from visitors to members and time spend on website 
Target Group Mothers 30-50 years old 
Essence of Challenge Make Unilever brands and products relevant on the Yunomi website by means of interaction 



4/5: How can We?

Client Air Cargo Netherlands, Dutch Customs and Schiphol Airport 
Objective Increase awareness for SmartGate and increase willingness to change 
Target Group 350 companies involved in the air cargo industry surrounding Schiphol Airport 
Essence of Challenge Experience consequences of red and green freight throughout the logistic chain
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4/5: How can We?

Client BelCompany 
Objective Train characteristics of different persona’s and the effect of chosen sales approach 
Target Group 680 Retail employees 
Essence of Challenge Teach the impact of tone of voice and sales rhythm on customer behavior 



4/5: How can We?

Client Ziggo 
Objective Improve the use of the intranet and increase knowledge about target group 
Target Group 100 Marketing communication employees 
Essence of Challenge Give insight in the living room and buying behavior of 8 different consumer segments 



Client Ziggo 
Objective Improve sales skills by teaching up-selling and cross-selling based on consumer needs
Target Group 1.200 client-service employees 
Essence of Challenge Creating commercial opportunities during client service moments (calls & contacts)  

4/5: How can We?



Client Ziggo 
Objective Increase knowledge about new propositions to create maximum client satisfaction 
Target Group 1.200 client-service employees 
Essence of Challenge Teaching employees all the procedural specifics for fulfillment of a new proposition 

4/5: How can We?



Client Ziggo 
Objective Address compliance issues and help to bring the subject to live 
Target Group All employees and especially management 
Essence of Challenge Discuss what the ‘norm’ should be and show consequences of certain behavior 

4/5: How can We?



Do a GameStorm to determine objective, current challenges, desired 
and undesired behavior and potential impact in euro’s per month 

BrandNewGame develops a Game Concept that will solve the 
problem, takes care of production and quality assurance 

1

2

3 Together we evaluate the result of the game through our 
Management Dashboard to determine if we need to iterate  

5/5: Where to begin?



5/5: Where to begin?

BartHufen@BrandNewGame.nl  
!

Mobile +316 4818 6632  
Twitter @BartHufen  
!

Website www.brandnewgame.nl 

mailto:BartHufen@BrandNewGame.nl
http://www.brandnewgame.nl


5/5: Where to begin?

START 
PLAYING

at www.brandnewgame.nl

http://www.brandnewgame.nl

