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The “Buy, Sell, Trade, (Partner and Advocate)!” game is a role-playing exercise that 
demonstrates the multiple benefits of preserving ecosystems for the services that they 
provide to different stakeholder groups. The game is designed to simulate the 
negotiation of ecosystem services “deals” and to provide insights into the many 
practical, political, economic, moral and accountability issues involved with the 
negotiation of such “deals”. More specifically, the game will highlight the existence of 
“trade-offs” in ecosystem management decision-making and emphasize the importance 
of internalizing ecosystem values that are commonly left out of the marketplace.  

Every part of society, including business, government, non-governmental organizations 
(NGOs), and other local stakeholders depends directly or indirectly on the sustainable 
management of ecosystems and the services they provide. For example, wetland 
ecosystems help purify water, provide recreation and buffer against natural disasters. 
Everyone would benefit in the long-term if there was a common understanding of both 
the value of these services, and the larger role that market mechanisms play as a 
complement to existing strategies for conserving ecosystems. In fact, market 
mechanisms can be more cost-effective than regulatory approaches. In some 
instances, market mechanisms are incorporated into laws and/or regulations. 
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Note that many stakeholders might not be familiar with ecosystem services or key 
publications like the Millennium Ecosystem Assessment. This will create an 
environment for negotiations that is close to reality, where some players who have this 
understanding will be convincing others that ecosystem services can be the basis of 
deals, and other players will be skeptical of their value. 

When you play the game, make sure it brings value to you: 

� Find – create new situations that are relevant to you 
• e.g., add a natural disaster or an epidemic 

� Fit – change what you like to make it fit your needs 
• e.g., add an ecosystem service or stakeholders (farmers, consumers…) 

� Fun – keep it fun and encourage people to get into their roles
• e.g., use props (hats, whistles…) to help people feel part of Lanka Province. 

It is critical that the lead facilitator be comfortable and familiar with this material. 

This game is a result of a joint effort between the World Business Council for 
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The game is: 
� A learning tool to stimulate discussion 
� Based on potential market mechanisms around ecosystem services 
� Designed to be customized, although it can be used as is 
� For players of all ages and professions (a simplified version could be used by 

12-year olds, a customized version could be used in a company to increase 
awareness around ecosystems). 

The game is not: 
� A business simulation  
� A sophisticated process that explores specific solutions 
� Built on exact data and situations 
� Perfect and flawless. 

 � !���������

• The game should be played over 3-4 hours in order to create as much 
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� Teams break out to familiarize themselves with the risks, opportunities, 
interests and consider others perspectives, then agree on a team strategy 
for collaboration, market activities, partnering and other types of activities 
[20] 

� Consultation: Teams split up and meet potential partners and start thinking 
about deals that could be made [20] 

� Internal strategizing: Teams regroup and agree on deals they want to pursue 
[20] 

� Deal making at Meet at the Eco Marketplace: Each team representative 
goes back to the representative they talked to previously – if a potential deal 
exists – and they fill in a joint deal slip (note: they do not sign anything at this 
point) [20] 

� Teams regroup and prepare for the meeting at Town Hall; this includes 
deciding who in the team will present the key deals that have been agreed, 
but not yet signed (total 5 minutes to present) [15] 

� Multi-stakeholder dialogue at Town Hall begins; teams present the deals 
they made to the group; each team is given 5 minutes to read out the deals 
that have been agreed, which will then be discussed in plenary, and then 
signed in front of everyone; each team can reflect on whether they have 
achieved their objectives or not, and why [45] 

� Final remarks and takeaways by overall facilitator [10] 

� Participants fill out evaluation forms. [5] 

• Extra elements if more time is available include: 

� An unexpected cyclone could be announced between two rounds 

�
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3. Lanka Cement and Aggregates Company – a local cement and 
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There is no “preferred” or “right” answer to this game. The overall outcome of the 
game should be the discussions themselves, whereby participants have shared and 
learned from the other players in the room. 

There are no winners or losers in this game. While the team members are told that the 
objective of the game is to meet all of the objectives given on their team sheets, the real 
purpose is to facilitate a successful multi-stakeholder process of sound decision-
making. However, two opposite outcomes could occur:

� The wetland is conserved (no net loss). 

� The wetland is partially converted (net loss). 

In essence, the game will serve as an opportunity to test trade-offs between different 
development scenarios in a given landscape.  
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This game was developed by the WBCSD and IUCN with advice, input and suggestions 


