
1 
GlobalAPC (www.globalapc.com) 

 

 

 

 

 

 

 

CIMA/CGMA Management Case Study 

(MCS) 

 

Speedy Pass Note (SPN)  

Part 1 

November 2026 – February 2027 

 

 

 

 

 



2 
GlobalAPC (www.globalapc.com) 

Contents 

 

Introduction .................................................................................................. 3 

to the MCS exam ........................................................................................... 3 

Core Activity A Evaluate opportunities to add value ............................................. 6 

Core Activity B Implement Senior Management Decisions ................................... 59 

Core Activity C Manage Performance and Costs to Create sustainable value ......... 124 

Core Activity D Measure performance ............................................................. 222 

Core Activity E Manage internal and external stakeholders ................................ 276 

 

 

 

 

 

 

 

© GlobalAPC 

All rights reserved. No part of this publication may be reproduced, stored in a 
retrieval system, or transmitted, in any form or by any means, electronic, 

mechanical, photocopying, recording or otherwise, without the prior written 

permission of GlobalAPC. 

 

 

 

 

 



3 
GlobalAPC (www.globalapc.com) 

Introduction  

to the MCS exam 
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Session 1: Exam 
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Topic 1: Exam 

 

Exam 

The exam is 150 marks, and you must achieve 80 marks. The exam is 3 hours, 

and it is split into 4 questions, each question/section includes several sub-

requirements. All unseen questions and exhibits are basing on the Wuudbreak 

case. 

Nov 26 Exam: 

 

Feb 27 Exam: 

 

Your exam result 

When you get your case study exam result you will see: An overall grade 

(Pass/Fail). A scaled score between 0–150 (80 or above represents a pass). 

Feedback on your performance by each core activity (formerly sectional or 

competency feedback). 

Syllabus 

Management level Examination Blueprint (Case Study Examinations in May, 

August, November 2026 and February 2027) 

Marking guidance 

1. We mark the whole answer not each sentence. 

2. We do not have a hugely detailed marking guide that breaks the answer 

into a series of 1-mark points. 

3. We may have 6 marks available for part of an answer so a good discussion 

is usually required. 

4. All answers are marked on their merits and do not have to be like ours at 

all. 
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5. There are many different approaches you can take and all will be awarded 

marks if they answer what was asked. 

From CIMA examiner 

Question: (The below answer is worth 8 marks) 

Finally, please include in your email an outline of three non-financial performance 

indicators we could use to measure the commercial success of Wuudbreak’s 

booking website and explain why the indicators chosen will be helpful to us. 

 

Answer: 

Although revenue and occupancy are important financial measures, Wuudbreak 

should also use non-financial indicators to assess whether its booking website is 

commercially effective. I would suggest the following: 

Website visitor-to-booking conversion rate 

This is the percentage of visitors to the Wuudbreak website who complete and 

pay for a booking. It directly indicates how effectively the website converts 

interest in a park holiday into confirmed sales. A low conversion rate may suggest 

that the booking process is difficult to use, prices are unclear, or guests are 

unable to find a suitable apartment, park or date.  

Booking abandonment rate 

Wuudbreak could measure the percentage of customers who begin a booking, 

such as by selecting a park and apartment, but leave the website before making 

payment. This is particularly helpful because guests must pay in full when 

booking. A high abandonment rate could identify problems with the payment 

process, the presentation of dynamically calculated prices, or limited availability 

at the chosen park. Management could then improve the website and reduce lost 

bookings.  

Customer satisfaction with the booking process 

Guests could be asked to rate the ease of using the website after they complete a 

booking, with space for comments. This would provide direct evidence of whether 

customers find it straightforward to compare Premium, Standard and Value 

apartments, understand prices and complete payment. Comments may reveal 

specific issues that website data alone cannot explain, enabling Wuudbreak to 

refine the booking experience and protect its reputation for good value and 

enjoyable holidays. 

 

Why 8 marks are awarded: 

• It provides three relevant non-financial indicators for Wuudbreak’s booking website. 

• It explains how each measure would help management assess and improve the website’s 

commercial effectiveness. 

• The discussion is applied to Wuudbreak’s online booking, dynamic pricing and immediate-

payment system. 
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Core Activity A Evaluate 
opportunities to add value 

 

CONTENTS: 
• Session 1: Selecting Capital Investment Appraisal Techniques 

• Session 2: Using Digital Data Sources for Capital Investment Decisions 

• Session 3: Pricing Strategies 

• Session 4: Business Models 

• Session 5: WACC 

 

CIMA/CGMA BLUEPRINT ‘I CAN…’ QUESTIONS: 
• I can select appropriate capital investment appraisal techniques and apply 

them in order to support capital investment decisions, including 

product/service development, digital transformation projects and acquisitions  

• I can identify and use relevant digital data sources to assist in capital 

investment decisions  

• I can recommend appropriate pricing strategies  

• I can select and implement suitable business models that will create 

sustainable value for stakeholders  

• I can analyse the impact of disruptive and digital operating business models 

in the context of digital ecosystems  

• I can explain the implications of change to the weighted average cost of 

capital 

Weightings: 15%-25% 
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Session 1: Selecting Capital 
Investment Appraisal 

Techniques

 

CIMA Blueprint Knowledge 
1 NPV 
2 Internal Rate of Return (IRR) 

3 Real options 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



8 
GlobalAPC (www.globalapc.com) 

1.1 NPV 

 

Cash timing 

Wuudbreak should identify when cash is paid and when cash is received. 

It may have to pay for equipment, training, transport, marketing or staff before it 

receives cash from customers, sales or recovered materials. 

A proposal can be profitable overall but still create a cash problem if money is paid 

out long before customers pay Wuudbreak. 

Only include extra cash 

Wuudbreak should include only incremental cash flows. 

These are cash inflows and outflows that happen only because the proposal goes 

ahead. 

For example, include extra sales, extra staff costs and extra equipment costs. Do not 

include existing revenue or existing costs that would happen anyway. 

Customer demand 

Wuudbreak should estimate how many customers will actually use the new service or 

offer. 

Customers may decide not to take part because they prefer the current service, do 

not understand the benefit, use a competitor or do not think the offer is worth the 

price. 

Wuudbreak must distinguish between genuinely new sales and sales that simply 
move customers away from its existing products or services. Only genuinely 

additional sales improve the cash-flow forecast. 

Customer value 

Demand is more likely if customers value the benefit offered, such as convenience, 

safety, a discount, better quality, environmental benefits or a trade-in payment. 

However, customers may say that they value a benefit but still decide not to buy. 

Wuudbreak should use realistic assumptions about take-up, price and repeat 

purchases. 

Market research, a pilot or previous customer behaviour can provide better evidence 

than optimistic estimates. 

Running costs 

Wuudbreak should estimate the extra cost of providing the new service. 

These may include staff time, transport, materials, equipment, maintenance, 

administration, technology, waste disposal, insurance and marketing. 
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Costs may change depending on the number of customers or the type of work 
required. Wuudbreak should therefore estimate costs for low demand, expected 

demand and high demand. 

Value recovered at the end 

Some proposals create extra cash from selling recovered materials, used equipment, 

scrap, trade-ins or unwanted stock. 

Wuudbreak should use cautious estimates because the amount recovered may 
depend on condition, quantity, usable materials, processing costs and customer 

demand. 

It should not assume that every item will produce the same resale or scrap value. 

Changes in prices 

The value of recovered materials, resold goods or other income may change because 

market prices change. 

For example, a fall in the price of scrap metal or second-hand goods may reduce 

cash inflows, while staff and processing costs remain unchanged. 

This makes the forecast uncertain, even where demand remains the same. 

Test the forecast 

Wuudbreak should test how the result changes if sales volume, selling price, 

operating cost or recovered value differs from the original forecast. 

Sensitivity analysis shows which assumption is most important. If a small fall in 

customer demand or recovered value makes the proposal unattractive, Wuudbreak 

should investigate that risk further before proceeding. 

Conclusion 

A good cash-flow forecast shows when cash is paid and received, includes only extra 

cash flows, uses realistic demand and cost assumptions, and tests the effect of 

adverse changes. 

 

Wuudbreak Q: Adapted from N25 F26 V3 Q1a 

Wuudbreak’s Park Operations Director has proposed a biodiversity enhancement 

programme across the Group’s nine holiday parks. 

The Director is concerned that some areas of Wuudbreak’s forests contain too many 
conifer trees and therefore offer a limited range of habitats for wildlife. 

Environmental campaigners have recently criticised commercial forests with low 

biodiversity. 

Under the proposal, Wuudbreak would employ tree surgeons to transplant mature 

broadleaf trees, including oak, ash and chestnut, into selected areas of its parks. 

Mature trees would be bought from commercial growers. The programme would also 

include the removal of unstable or overgrown trees where necessary. 
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The Director believes that a more diverse forest ecosystem would increase the range 
of birds and mammals that guests can observe. This could strengthen Wuudbreak’s 

reputation for sustainable, nature-based family holidays and attract additional 

guests. 

The programme would require significant initial expenditure on purchasing, 

transporting and transplanting trees. Tree surgeons would also be needed to 

maintain the trees and ensure that work is completed safely. Some trails may need 

to be temporarily closed while work is undertaken. 

Required: 

Identify and evaluate the difficulties associated with predicting the cash flows to be 
used in calculating the net present value (NPV) of the Park Operations Director’s 

biodiversity enhancement proposal. (Sub-task (a) = 60%) 

 

Answer: 

Cash flows 

Wuudbreak should include only incremental cash flows arising from the biodiversity 
enhancement programme. However, both the additional cash inflows and the costs 

are uncertain. 

 

Timing 

Wuudbreak would incur substantial cash outflows at the beginning of the project to 
purchase mature broadleaf trees and pay for their transport and transplantation. It 

may also incur costs for tree surgeons, safety measures and temporary trail closures 

before receiving any financial benefit. 

 

Any increase in bookings or guest spending may arise only after the new trees have 

become established and wildlife habitats have improved. Therefore, the timing of 

future cash inflows is uncertain and important when calculating NPV. 

 

Demand and additional revenue 

It is difficult to predict whether improved biodiversity would generate additional 

bookings. Wuudbreak already has a 94% occupancy rate, 71% of guests are repeat 
visitors and 96% of surveyed guests rate their stay as good or excellent. This 

suggests that there may be limited spare capacity to accommodate extra demand, 

particularly at popular times. 

 

The proposal may attract environmentally conscious new guests or encourage 
existing guests to return more frequently. However, some bookings may simply be 

transferred from another Wuudbreak park or from a different date. Only genuinely 
additional accommodation revenue, activity spending and supermarket income 

should be included in the NPV forecast. 

 

Customer benefit 

Guests may value the opportunity to observe a wider variety of birds and mammals 

in a more natural forest. This could reinforce Wuudbreak’s sustainability credentials 

and its distinctive nature-based holiday offering. 
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However, it is uncertain whether guests would recognise the improvement, be willing 

to pay higher prices, or choose Wuudbreak rather than another holiday provider 
because of it. Management should use cautious assumptions about increased 

bookings, prices and guests’ additional spending during their stay. 

 

Operating costs 

The cost of the programme may be difficult to estimate. Mature trees vary in size, 

condition and species, while transport and transplantation require specialist 

equipment and skilled tree surgeons. Trees may also need continuing maintenance 

or replacement if they fail to establish successfully. 

 

There may be further costs from monitoring wildlife, adapting trails, training park 

guides and managing safety while work is undertaken. Wuudbreak should prepare 

low-, expected- and high-cost scenarios. 

 

Disruption and lost cash inflows 

Temporary closure of trails or restricted access to parts of a park could reduce 

guests’ enjoyment and affect demand for guided walks, cycling activities or other 

paid activities. It may also create additional staffing and safety costs. 

 

The extent and timing of this disruption will be uncertain. Wuudbreak should 

consider undertaking work during lower-demand periods to minimise lost income. 

 

Long-term benefits and avoided costs 

A more diverse forest may be more resilient to pests and diseases and could reduce 

future expenditure on replacing damaged trees. It may also protect the wildlife that 

is central to Wuudbreak’s business model. 

 

However, these benefits are long term and hard to quantify. Management should not 

include speculative savings in the NPV calculation without evidence. 

 

Sensitivity analysis 

Wuudbreak should carry out sensitivity analysis on the main uncertain variables, 
including the cost of mature trees and tree surgeons, the level of additional 

bookings, any price premium achieved, disruption to guest activities and future 

maintenance costs. 
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1.2 Internal Rate of Return (IRR) 

The IRR is the discount rate that gives a project a net present value of zero.  

Decision rule 

If the IRR exceeds Wuudbreak’s required rate of return, the project has a positive 

NPV and should normally be accepted. 

If the IRR is below the required return, the project has a negative NPV and should 

normally be rejected. 

Advantages 

IRR expresses the return as a percentage, which managers may find easy to 

understand and compare with (the cost of borrowing), (the cost of capital), or (the 

required return). 

It takes account of the timing of cash flows and the time value of money. It can be 

useful for screening a stand-alone project. 

Required return 

The required rate of return must reflect the risk of the specific project. A single 
hurdle rate may be suitable for (existing low-risk activities), but unsuitable for (a 

new market), (a new country), (new technology), or (a high-risk product). 

A riskier project may require a higher hurdle rate. A lower-risk project may require a 

lower hurdle rate. 

Mutually exclusive projects 

IRR is less suitable when projects are mutually exclusive. Wuudbreak may have to 

choose between (Project A) and (Project B), because both use the same (funds), 

(premises), (staff), or (capacity). 

In this situation, NPV is more appropriate because it shows the total increase in 

shareholder wealth. A project with a lower IRR may still have a higher NPV and be 

the better investment. 

Incremental cash flows 

IRR is reliable only if the project cash flows can be identified separately. 
Management must include the net additional cash flows and exclude cash flows that 

would arise anyway. 

It should allow for (cannibalisation of existing sales), (opportunity costs), (shared 

resources), and (additional working capital). Otherwise, the IRR may be overstated. 

Scale 

IRR shows a percentage return, but not the total value created. A small project may 

have a high IRR but generate little cash, while a larger project may have a lower IRR 

but a much higher NPV. 

Management should therefore consider the scale of investment as well as the 

percentage return. 
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Limitations 

A project with unusual cash flows, such as several changes between cash inflows and 

outflows, may produce more than one IRR or no meaningful IRR. 

IRR also assumes that interim cash inflows can be reinvested at the IRR, which may 

be unrealistic for a very high-return project. 

 

Wuudbreak Q: Adapted from May August 23 V1 Q1a 

Wuudbreak’s Marketing Director has proposed launching a new “Wuudbreak 

Inclusive” package. 

Under the proposal, guests would pay one price when booking through Wuudbreak’s 
website. The price would include accommodation, bicycle hire, guided walks and 

cycle tours, boating activities, adult indoor sports, and a daily allowance to spend at 
food-court restaurants. Wuudbreak would negotiate a payment arrangement with the 

independent food-court franchisees for meals supplied under the package. 

The Marketing Director believes that guests would value knowing the cost of their 

holiday in advance. The proposal is intended to respond to the growing popularity of 
fully inclusive domestic holidays and increase demand, particularly in lower-

occupancy periods. 

The proposal would require Wuudbreak to invest N$60 million in upgrading its 
booking website, wristband system and financial controls. It would also require 

marketing expenditure and staff training. The estimated internal rate of return (IRR) 

is 17%. 

Wuudbreak normally accepts investments with an IRR above its 12% required rate of 

return. 

Required: 

Evaluate the Marketing Director’s use of internal rate of return (IRR) and 
Wuudbreak’s 12% hurdle rate to financially appraise the proposed Wuudbreak 

Inclusive package. Identify issues that should be considered. (Sub-task (a) = 60%) 

 

Answer: 

Decision rule 

The proposed Wuudbreak Inclusive package has an estimated IRR of 17%, which 

exceeds Wuudbreak’s usual 12% required rate of return. 

This suggests that the proposal has a positive NPV and should normally be accepted. 
The 5 percentage-point margin provides some allowance for forecasting error. 

However, the proposal should not be accepted solely on this basis because both the 

estimated IRR and the appropriateness of the hurdle rate require further evaluation. 

Advantages of IRR 
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IRR expresses the return as a percentage, which is straightforward for directors to 
understand and compare with Wuudbreak’s cost of capital, borrowing costs and 12% 

required return. 

It also considers the timing of cash flows. This is useful because Wuudbreak will 
incur website, wristband-system, training and marketing costs before it receives 

additional booking income or increased spending from guests. 

Required return 

Wuudbreak’s 12% hurdle rate may reflect the risk of its existing holiday-park 

operations, which are well established. The company has nine parks, a 94% 

occupancy rate, strong guest satisfaction and a high proportion of repeat guests. 

However, the inclusive package is a different commercial proposition. It depends on 
guests changing their booking behaviour, on accurate pricing of future activity use, 

and on successful agreements with independent food-court franchisees. Therefore, it 
may be riskier than Wuudbreak’s normal activities and may require a higher, risk-

adjusted hurdle rate. 

If the appropriate required return is above 17%, the proposal would have a negative 

NPV and should be rejected. Management should assess the specific commercial and 

operational risks before relying on the 12% rate. 

Incremental cash flows 

The IRR calculation must include only incremental cash flows. Some guests who buy 
an inclusive package may have booked a standard Wuudbreak break anyway and 

paid separately for activities and food. In this case, the package may transfer 

existing income rather than create additional Group cash flows. 

Wuudbreak should include the additional accommodation bookings, activity income 
and any increased supermarket spending only to the extent that they arise because 

of the proposal. It should also include the cost of paying food-court franchisees for 
meals, extra activity capacity, marketing, staff training, system development and 

additional working capital. 

Impact on existing income 

The package could reduce Wuudbreak’s profitability if guests who would normally 

spend heavily on chargeable activities choose an inclusive package priced too 
cheaply. Similarly, guests may use their daily food allowance more heavily than 

expected. 

The business must estimate the likely use of boating, guided tours, bicycle hire, adult 

sports and food-court meals. These variable costs and payments to franchisees 

should be included when calculating the IRR. 

Mutually exclusive projects 

The N$60 million investment may be mutually exclusive with other projects, such as 
improving accommodation, investing in sustainability initiatives or expanding activity 

capacity. Wuudbreak has finite finance, management attention and staff resources. 
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IRR is less useful when comparing mutually exclusive alternatives. A project with a 
lower IRR may generate a higher NPV and a greater absolute increase in shareholder 

wealth. Wuudbreak should therefore compare the NPV of the inclusive-package 

proposal with the NPVs of alternative investments. 

Scale 

IRR shows a percentage return but not the total value created. A relatively small 
proposal could have a high IRR but create less total wealth than a larger park-

improvement project with a lower IRR. 

The Board should consider the N$60 million scale of investment, the total forecast 

NPV and the strategic importance of the inclusive package, rather than focusing only 

on the 17% return. 
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1.3 Real options 

A real option is the flexibility to change an investment decision after new information 

becomes available. It can reduce risk and increase the project’s value. 

Delay (pilot) 

Wuudbreak can delay a major investment until demand, costs, or technical feasibility 

are clearer. 

Instead of investing immediately, it could (outsource production), (run a pilot), 
(lease equipment), or (use a short-term contract). This allows it to earn some profit 

and test demand without committing to (major capital expenditure). 

If the project performs well, Wuudbreak can invest later. If it performs poorly, it can 

(renew outsourcing), (change the project), or (allow the arrangement to end). 

Expand 

Wuudbreak may keep the option to expand if demand is higher than expected. 

For example, it could use (expandable premises), (modular equipment), (a supplier 

with additional capacity), or (a contract allowing higher volumes). 

Expansion should be chosen only if it is expected to create a higher (NPV/profit) than 

continuing with the existing arrangement. 

Switch 

Wuudbreak can buy flexible assets that can be used for different (products), 

(services), (customers), or (markets). 

For example, (equipment) may be reconfigured to make different products if demand 

for the original product falls. This reduces the risk of relying on one product or 

customer. 

Flexible assets may cost more than specialised assets, but cheaper specialised assets 

may be a false economy if demand is uncertain. 

Abandon 

Wuudbreak should consider whether it can stop the project if it becomes 

unprofitable. 

It can reduce abandonment risk by using (rented or existing space), (equipment with 

a resale value), (short-term contracts), or (assets that can be used elsewhere). 

For example, (premises) could be repurposed for (storage), (another activity), or 

(future expansion) if the project ends. 

Staffing 

Wuudbreak should plan for employees if the project is reduced or abandoned. It may 
use (redeployment), (cross-training), (temporary contracts), or (natural staff 

turnover). 

This reduces redundancy costs and helps retain useful skills for other parts of 

Wuudbreak. 
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Conclusion 

This flexibility may justify a higher initial cost because it reduces the risk of 

committing to an uncertain investment. 

 

Wuudbreak Q: Adapted from N25 F26 V4 Q2a 

Wuudbreak’s Park Operations Director has proposed opening a wellness and spa 

facility at one of its holiday parks. 

The facility would offer massage treatments, facials, saunas and relaxation areas. 
The Director believes this would attract adults seeking a relaxing domestic break and 

allow Wuudbreak to respond to the increasing popularity of fully inclusive spa 

holidays. 

The proposal would require a substantial investment in a new building, specialist 
equipment and trained therapists. However, it is uncertain whether enough 

Wuudbreak guests would use the facility, because the company’s existing holidays 

are primarily based on outdoor nature activities and family entertainment. 

The Director has asked whether the investment can be structured to preserve 

flexibility if demand differs from expectations. 

Required: 

Recommend, with reasons, the real options that Wuudbreak could create to manage 
the risks associated with investing in the proposed wellness and spa facility. (Sub-

task (a) = 60%) 

 

Answer: 

Delay / pilot 

Wuudbreak should avoid immediately investing in a permanent spa building at all 
parks. It could first run a pilot at one park by using a temporary or rented facility 

and employing external beauty therapists under a fixed-term contract. 

This would allow Wuudbreak to test guest demand, appropriate pricing, therapist 
availability and the effect on guest satisfaction without committing to major capital 

expenditure. If demand is weak, the temporary arrangement could end. If demand is 

strong, Wuudbreak could invest in a permanent facility with greater confidence. 

Expand 

If the pilot is successful, Wuudbreak should retain the option to expand the spa 

facility. For example, it could design the building with space for additional treatment 
rooms, saunas or relaxation areas, or negotiate arrangements with therapists that 

allow additional staff to be engaged when demand is high. 

Expansion should occur only if the expected additional NPV exceeds the cost of 
increasing capacity. This would prevent Wuudbreak from investing in excessive 

capacity before demand has been demonstrated. 
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Switch 

The spa facility should be designed as a flexible, multi-purpose indoor space. If 
demand for spa treatments is lower than expected, treatment rooms could 

potentially be used for indoor fitness classes, wellbeing activities, adult sports or 

other guest services. 

This reduces Wuudbreak’s dependence on one activity and is particularly useful 
because its parks serve guests of all ages. Flexible facilities may cost more initially, 

but a specialised spa building could be a false economy if the expected adult-market 

demand does not arise. 

Abandon 

Wuudbreak should retain the option to abandon the spa activity if it does not 
generate sufficient cash flows. It could reduce this risk by leasing some specialist 

equipment, using fixed-term contracts for external therapists and avoiding a highly 

specialised building where possible. 

If the spa is discontinued, the indoor space could be repurposed as an activity area, 
guest lounge or additional facility for children and adults. Any purchased equipment 

should, where possible, have resale value. 

Staffing 

Wuudbreak should avoid recruiting a large permanent team of therapists until 

demand is established. It could initially use self-employed therapists, agency staff or 

fixed-term contracts. 

Existing Wuudbreak employees could be trained to support reception, booking and 
guest-service aspects of the facility. If the proposal is reduced or abandoned, these 

employees could be redeployed elsewhere in the park, reducing redundancy costs 

and retaining useful skills. 

Conclusion 

Wuudbreak should begin with a small-scale pilot at one park, using flexible space 
and temporary staffing. This preserves the options to expand if demand is strong, 

switch the facility to another indoor use if demand changes, or abandon the spa 

activity with limited losses. 
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Session 2: Using Digital Data 
Sources for Capital 

Investment Decisions

 

CIMA Blueprint Knowledge 

 

• Information systems 

• Data Mining Using a Business Intelligence System 

• Disruptive technology 
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2.1 Information systems 

 

Purpose 

Wuudbreak should use a (name of system – see below list) to support 
(recording transactions / reporting performance / analysing data / making 

decisions / managing customers / sharing knowledge). 

TPS   records routine transactions 

Records routine transactions, including website bookings, accommodation payments, 
wristband top-ups, activity charges, supermarket purchases, food-court payments and 
automatic wristband refunds at check-out. 

MIS   produces regular management reports 

Produces regular reports for park and Head Office management, such as occupancy rates, 

revenue by park, activity usage, food-court footfall, staff costs, guest satisfaction and carbon 
emissions per sleeper night. 

BIS   identifies trends and patterns from data 

Analyses booking, wristband, CCTV occupancy and survey data to identify patterns—for 
example, which facilities become overcrowded in wet weather, which guests spend most on 

activities, and which parks have highest repeat-booking rates. 

DSS   evaluates options and forecasts outcomes 

Evaluates options and forecasts outcomes, such as the effect of changing apartment prices, 

adding indoor facilities, opening a new activity, altering staff rotas, or investing in 

biodiversity improvements. 

CRM   manages customer information and relationships 

Manages guest information and relationships, including contact details, booking history, 
repeat visits, survey feedback, complaints and marketing communications. It could support 
personalised offers for guests who regularly book similar breaks. 

ERP   integrates information across departments 

Integrates information across booking, finance, park operations, staffing, procurement, 
activity management, supermarket inventory and sustainability reporting. This would give 
Head Office and park managers consistent information. 

KMS   stores and shares organisational knowledge 

Stores and shares organisational knowledge, such as safety procedures for boating and 

trails, wildlife-observation guidance, first-aid training, cleaning standards, incident reports 
and best practice developed by individual parks. 

AI/expert system gives automated recommendations or advice 

Provides automated recommendations, for example suggesting dynamic accommodation 
prices based on vacancy levels and booking timing, predicting overcrowding from bookings 

and weather forecasts, or recommending staff deployment in central areas. 
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The system should help management make better decisions about (staff), 

(customers), (sales), (costs), (inventory), or (strategy). 

Data and output 

The system can use data from (sales), (customer feedback), (staff records), 

(financial records), (inventory), or (operations). 

It can produce (transaction records), (regular management reports), (trend 

analysis), (forecasts), (customer profiles), or (recommendations). 

Decision making 

The output can help management identify (problems), (high-performing employees), 

(customer needs), (cost savings), (sales opportunities), or (risks). 

For example, management may use the information to (set targets), (improve 

recruitment), (change prices), (allocate resources), or (improve customer service). 

Benefits 

The system may improve (speed), (accuracy), (consistency), (access to information), 

and (quality of decisions). 

It may also reduce (manual work), (administrative costs), (errors), or (delays). 

Data quality 

The system is useful only if data is (accurate), (complete), (relevant), (up to date), 

and (consistently recorded). 

Incorrect or incomplete data may produce misleading reports and poor decisions. 

Controls and ethics 

Wuudbreak must protect confidential information and comply with (data-protection 

rules). It should control who can (enter), (change), and (access) data. 

System output should support management judgement, not replace it completely. 

Management should check for (bias), (errors), or (unfair outcomes). 

Implementation 

Wuudbreak should consider (cost), (staff training), (integration with existing 

systems), (cybersecurity), and (resistance to change) before implementation. 

Conclusion 

The appropriate system depends on the decision required. It should provide reliable 

information that improves decisions while maintaining data quality, security, and 

human oversight. 

 

 

 

 


