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STRATEGIC THINKING: THE IMPROTANCE OF STRATEGIC GAMES AND 

GAME THEORY  
INTRODUCTION What is strategic thinking? It is a process that helps people think about, evaluate and view the possible future for themselves. From business point of view strategic thinking is a tool that helps businessmen develop successful plans in line with what their organization tries to achieve in the future, taking into account market and economic situations. In the world of business, it is a widely-used tool that business leaders have to address issues the company is having or might have in the future. It helps with defining of company’s vision i.e. where it wants to be in the future, and mission i.e. the purpose of the company.    We assume that, by definition, strategic thinking is an important ability to have, a skill that every business leader should have in order to be successful. We also assume that every leader is the person, who is responsible for every strategic decision his company makes. Each of many decisions he makes can either be of success or on the contrary be a mistake and harm their company. Thus, the question that we shall ask is how leaders choose the right strategy among the alternatives they have in front of them? What factors make them pursue one strategy instead of another? Finally, how can leaders improve their ability to think strategically? Topic of strategic thinking has been researched numerous times, there are many theories and assumptions of how we can better understand and improve it. However, there is an approach that has not been used widely. It is trying to understand strategic thinking through the ideas of Game theory. What is it? Game theory is a study of conflict and cooperation. It can be applied whenever decisions of at least two people or participants become interdependent from one another. Those participants can be any individuals, groups of people or as in our case business organizations. Concepts of Game theory provide us with tools we can use to understand, analyze and formulate different strategic scenarios. Since Game theory is focused on strategic interactions its’ followers have their own definition of strategic thinking. They usually promote it as a skill to outperform your opponent, knowing that he tries to do the same to you.  The definition gives an answer to a question why use Game theory to understand strategic thinking in the world of business. Here it is associated with decision-making processes and is used to look into the interactions of competing organizations.   
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However, we should not think that game theorists’ concepts will provide business leaders with a direct answer which strategy is the best. What it does, it provides the tools to analyze previous interactions, predict what the future ones might be. It also helps to structure and formulate the possible strategy for the future.  We can apply Game theory to every situation that involves interactions between at least two participants. Let us take a look at a simple game of football. At the game of football main objective is to win, it is a motivation for every team, when you win you earn more points than if you draw or lose. There are two teams competing on the pitch. Each team’s coach wants to win over the other teams’ coach. Interaction between two coaches happens via their players. Each player is aware of some weaknesses and the strength of his own team and of the opposite team. Using that knowledge, they are trying to outsmart each other choosing different tactics and adopting them according to the game.   We can use Game theory to analyze strategic behavior by examining how two coaches expect each other to behave. It is used to discover the best outcome from the interactions between the team coaches by analyzing the interaction and finding of the possible equilibria of the game.   
AIM AND HYPOTHESIS  The main purpose of the thesis is to determine ways for business leaders to benefit from games of strategy in order to improve not only strategic thinking skills of their own, but also of their employees.  The main hypothesis of this paper is that game theoretical concepts are one of the simplest ways to analyze the strategic thinking.   
METHODOLOGY AND APPROACH In first four chapters, the thesis is going to outline the four areas of strategic thinking that are of interest for us. We will talk about strategy formulation process in Game theory – how strategy can be formulated and what problems may arise from the game theorists’ point of view.  Structure and process of strategic thinking – how a strategist chooses among alternatives to make the right decision. We will try to visualize a model of strategic thinking and strategic games – how strategic thinking should be shaped and what role games can play here. In the final chapter, we will discuss challenges that strategic thinking and strategic games are facing – the prejudice of the word “game” and barriers strategic thinking is facing. 
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These four areas of strategic thinking will be investigated using literature, academic articles and concepts of the Game theory and strategic games, to show their use and importance.  In empirical part of the thesis we will conduct a focus group study. We will use a focus group study to determine the area of strategic thinking and Game theory knowledge that businessmen have and see if they are willing to use games of strategy or have used them in their work already as a way to improve strategic skills. We will have interviews with chosen focus groups and ask them prepared questions, that will target the area of strategic thinking and Game theory. With analysis from the interviews, we should be able to see an answer to the central question of the paper. Whether strategic games could be recognized as a way to improve strategic skills not only for the leaders of companies, but for the entire company as well.   
1. STRATEGY FORMULATION PROCESS IN GAME THEORY Since the thesis is focused on the topic of strategic thinking and game theoretic attributes that we can apply to it, let us see first what is the difference between game theorists’ definition and the definition of other thinkers.  We have seen that game theorists approach strategy and strategic thinking as a tool that helps to outsmart your opponent being aware of your opponent’s desire to outsmart you. Strategy in the Game theory is one of the most essential parts of the ‘game’, because it represents a participant’s plan of actions or moves. Every interaction between players, who have to make a decision has to have a strategy i.e. a personal plan of their moves.  Outside the Game theory thinkers have been approaching strategic thinking and strategy in a way similarly. Take Henry Mintzberg (1976) for example, who considers strategy in business to be a tool that helps finding a common ground between dynamic environment and a stable operating system within the organization. (Mintzberg, 1976). Or Johnson et al. (2008), who consider strategy as a long-term direction of organization that matches its resources to its adjusting to the environment and particularly to its markets, clients and customers. (Johnson, Scholes, Whittington, 2008) We can see that both definitions outside the Game theory have a lot in common with the concept of strategic thinking. They both show that strategy and strategic thinking are seen as a tool that helps to define vision and mission of the company, concentrating on where it wants to be in the future and how it can get there.  
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1.1 WHAT GAME THEORY IS GOOD FOR Game theory can offer us the theory and the means to investigate strategic situations. However, the lack of experience in the beginning can make detecting and analyzing costs and benefits slightly harder. Even if we read all the theory and concepts it offers and look into every strategic situation we can find it still can be tricky, especially in the world of business. Every strategic situation is unique in its way. Thus, business leaders cannot hope that the position they find themselves in will be somewhat the same as in the examples they have learned or similar to the theory they have read. That is why Game theory offers us a set of strategic games that we can play in order to get more experience in detecting and analyzing different strategies. We can treat strategic games as strategy models, which we can apply to our own situations.  Let us now take a look into a few of the basic types and widely used in Game theory strategic games. Each game serves a different purpose that we can use in the thesis. Perhaps one of the most well-known strategic games is Prisoner’s Dilemma. It is an example of cooperation games.  Its name comes from a story involving suspects in a crime. In the scenario two suspects in a major crime are held in separate cells. There is enough evidence to convict each of them of a smaller crime. Yet there is not enough evidence to convict either of them of the major crime. The only option is if one of the suspects decides to inform on the other. If they both stay quiet, each will be found guilty of the smaller crime and spend a year in prison.  Yet, if one of the suspects decides to inform on the other he will be freed and the second will spend four years in prison. The last possibility is if both suspects inform on each other, they spend three years in prison each.  The strategic model that the Prisoner’s Dilemma portrays is the situation where players gain from cooperation i.e. each suspect prefers that they both choose not to talk rather than they both choose to inform on each other. However, each suspect has a strong incentive to betray, when he chooses to talk no matter what the other does.  Let us look into the model. Whenever each participant has two moves, where Q corresponds to “quiet” and T to “talk”.  The first player will always prefer option (T; Q) to (Q; Q) to (T; T) to (Q; T) and the second player prefers the opposite option to the first player (Q; T) to (Q; Q) to (T; T) to (T; Q). Payoffs of each strategic interaction can differ, depending on the situation, this is an example of the usual setting of Prisoner’s Dilemma. The results of the game are illustrated in Figure 1.   
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  Suspect 2    Quiet Talk Suspect 1 Quiet 1, 1 4, 0  Talk 0, 4 3, 3 
 

Figure 1. The Prisoner’s Dilemma payoff matrix 

 “The arms race” is one of the clearest and well known examples of Prisoner’s Dilemma in real life. This story talks about the time in 1950s when the United States and the USSR were involved in nuclear arms race. There are two options here, either each country builds an arsenal of nuclear bombs or each country doesn’t build any nuclear bombs. The best payoff for each country is when it has nuclear weapons and the other doesn’t. The second-best payoff is if neither country has bombs. The worst payoff will be if the other country has nuclear bombs.  In the business world, the famous example of Prisoner’s Dilemma model is between two well-known long-time rivals Coca-Cola and Pepsi. They both compete in the same market sector and are the main rivals. Let us pretend that Coca-Cola wants to cut the price. In order, not to lose its market share Pepsi has to follow and also cut the price. If they both cut the price the profits will drop for both of them. Thus, in this situation cutting the price is similar to talking and resuming the price is similar to staying quiet.  However as in Prisoner’s Dilemma the incentive to free-ride is strong, because if Coca-Cola cuts the price and Pepsi doesn’t it will gain more, same is for Pepsi.  The important thing this strategic game shows us is the so-called Nash equilibrium. In a Nash equilibrium, every participant of the game makes the best decision for himself based on what he thinks the others will do. In other words, no player in the game would take a different action as long as every other player remains the same. In Prisoner’s Dilemma, there is a Nash Equilibrium if both suspects talk, because it is better to inform on the other rather than stay quiet, knowing that the other can be informing on you.  Another Game Theory’s strategic game is called Bach or Stravinsky. It is an example of coordination games. In the scenario two people wish to go out together. There are two concerts that are available for that day. It is either concert with music by Bach or the concert with music by Stravinsky. Preferences differ, one wants to see Bach concert the other wants to see Stravinsky. If they choose and go to different concerts, each of them is equally unhappy listening to the music of either composer alone. 
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We can model this situation as a strategic game that involves two players. When one player who wants to go to Bach concert chooses to go to Stravinsky concert even when it is the second-best payoff he is still better off than going on the concert alone and the other way around. Thus, this game has two equilibria. One where both go to the Bach’s music concert and the other when both go to Stravisnky’s music concert. However, in this game equilibria are not fair, because one player is always doing better than the other. We can use Bach or Stravinsky example in a business situation. Well known and common example of coordination in business is industry standards. Let us imagine a country where there are two biggest video store chains that are at rivalry. It is good for industry if these companies agree on the same video format, because if there will be problems with compatibility not many customers will be purchasing home video players. One company has a big stock of VHS videos, when the other has Betamax videos. It is costly for each company to restock, however the cost of doing so is smaller than the benefit of coordination on the same video format. Thus, we have a typical Bach or Stravinsky situation where VHS is like Bach’s music concert and Betamax is Stravinsky’s music concert. Equilibria here if either first company restocks and the second stays the same or when the second restocks and the first preserves its stock. Situation where both will be worse of if no one restocks or both do. (Taylor, 2016) Another example of the game, which is used by game theorists is called Matching 

Pennies. It is an example of a conflictual game.  The scenario here is when two people choose, at the same time, whether to show the Head or the Tail of the coin. When the same side of the coin is shown, player 2 pays player 1 a dollar. When the different sides are shown, player 1 pays player 2 a dollar. Here each player cares only about the amount of money he receives and by nature each wants to receive more money than the other.  This strategic game represents the players’ interests that are strictly opposed, when player 1 wants to take the same move as the other player, yet player 2 wants to take the opposite move. It is a zero-sum game, where first player gains and losses are balanced by the gains and losses of the second player. In the business world, the best example of the Matching Pennies game or a so-called zero-sum game is the ‘SALES’ that different businesses have. In the zero-sum competition, same like in the Matching Pennies one side wins by taking away customers from the other side. Let us imagine there is a SALE going on in Nike and Adidas stores. These are world famous sport clothes manufacturers. Nike offers up to 30% discount 
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and when Adidas offers up to 50% discount. By offering a bigger discount Adidas is trying to win over more customers than Nike will with a smaller discount. Thus, we have a zero-sum game.  We have seen examples of three types of games: cooperation, coordination and conflict. However nowadays many companies still have not come to terms with strategic games, because of the word ‘game’ itself. Many leaders see it as a destruction of the working process and refuse to give strategic games a chance. Can playing strategic games benefit the company and help train strategic thinking skills?  We have seen that Game Theory can be applied to any strategic situation that consists of interaction and decision-making. The variety of strategic games it offers can be applied to any real life and business situation. Games can be used for several training advantages. Strategic games provide experience and give immediate feedback on the results of the action (decision) taken, because every result of the player’s decision is a response to the other competitors. They can teach businessmen see costs and benefits of each decision made by them or their competitors and analyze the payoffs. The end result is sharper strategic thinking skills, gained experience and better analytic skills. 
1.2 HOW GAME THEORY CAN BE USED To see the usefulness of Game theory, let us first examine what it can be used for. One of the more usual applications of its concepts are auctions, because of the decision-making process between the bidder and the seller, which we can put it in terms of the game. How auctions can be applied to a broader business context? Essentially auctions are relationships between customers and suppliers. This relationship is a tough process, because in order for it to work it should provide customers and suppliers basis for exchanging information and work for a result that will bring maximum value to both sides. Auctions in the business context are negotiations between sellers and buyers. (Subramanian, 2009) First, let us take a look into two common auctions: second-price auction and the first-price auction. In the second-price auctions bidders submit their bids without the knowledge of how much the other participants bid. In this type of auctions the highest bidder wins, yet the price he pays is equivalent to the second-highest bid. In the first-price auctions, is what we usually see on TV, the highest bidder wins and participants do not bid anonymously.  Now let’s take a look into the other types of auctions. The private-value auction, where the bidder knows his own valuation of the particular lot, thus his valuation does not take 
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into account the valuation of others. In the common-value auction, value of the object is the same for every bidder, but is uncertain. (Easley, Kleinberg, 2010) Now we have seen four types of most common auctions, let’s add Game theory to it.  We can apply the concepts to the auctions. The second-price auction put in terms of Game theory will look like that. If vp is bidder’s p true value for the lot, then bidder p’s strategy is to bid an amount of xp as a function of his true value vp . In this type of auction the payoff to bidder p with the true value of vp and a bid xp can be seen this way. Payoff to p will be zero if xp is not the winning bid. However, if xp is the winning bid and the xi bid of the other participant is the second-highest then the payoff to the p will be his true value minus the second highest bid, vp - xi . The dominant strategy for the bidder is to bid her true value of the lot, vp = xp .  When this is the case, no divergence of the bidder from this bid will improve his payoff, because the value that the bidder puts on the lot only affects if he wins or loses, yet never affects the amount he actually pays if his bid wins, because the amount he pays is the second highest bid of the auction. All the other bids will remain the same, despite any decision the bidder makes. On top of that, any change to the bidder’s bid only affects his payoff if it changes his win or loss result. (Easley, Kleinberg, 2010)  This is the way how Game theory can help us analyze the auction and see what the dominant strategy for a particular auction might be. How the knowledge of auction’s function can help in real life? If anyone ever bought anything on eBay.com or Amazon.com, two of the few most famous internet auction platforms, then they took part in the auction. eBay is an example of second-price auction, where bidding is anonymous and people pay the second price, auctions on eBay end at an exact specified time. Amazon, however, has a slightly different format, yet it is still a second-price model. On the Amazon auction ends once no new bids have been made for 10 minutes. There are a few issues with internet auctions that Game theory can point out. With the eBay, it is so-called proxy bidding. We can program a proxy bidder, so it can bid a maximum amount of what we are willing to spend on the object in the very beginning of the auction. The risk here if we put a proxy bid and the highest bid was 14, then eBay will enter 15 on our behalf. The problem with the Amazon auctions is sniping. Each auction ends once no new bids appeared for 10 minutes and sniping is bidding at the very last moment which will likely exceed the highest bid. (Ernst, Doyle, Chapman, Stoker, 2004) Let us take a look at the common-value auction famous real life example. This is the situation where oil companies are bidding on the oil tracts. Various oil companies value 
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the oil in the same way, however without the knowledge of how much oil is in the tract. These types of auctions show that companies, who are the most optimistic about amount of oil in the tract tend to win the auction. Yet, winning this auction most certainly means that oil company paid more than another and paid likely more than a tact actually worth, which is called a “winner’s curse”. This is where Game theory that assumes that all bidders are rational teaches us to anticipate the winner’s curse and bid carefully avoiding it. (Ernst, Doyle, Chapman, Stoker, 2004) We have seen how Game theory can help if we apply it to such and what it is good for. However, another way to understand real usefulness of its concepts is if we apply it to everyday situations and try to make sense of it. The business world and any market consists of constant competition and bargaining among different companies. No matter what industry we look at: Coca-Cola vs Pepsi, Apple vs Samsung, BMW vs Mercedes-Benz, Pilsner Urquell vs Budweiser Budvar etc. All these companies have one thing in common, they are at competition and bargain with their customers all the time.  Let’s imagine a real-life example of bargaining game, that is similar to the businesses. Almost each capital city has a flea market in it, the place where sellers put the products on display for a certain price and there is usually a room to bargain the price. Imagine the buyer who came to shop for the porcelain figurine that is missing from his collection, he sees a stand with porcelain figurines and notices the one he came on the market for. There are other buyers at the seller’s stand. The price for the porcelain figurine is 115€. The value of the figurine is higher for the buyer, than for the seller, because he needs this figurine in his collection. There are few alternative outcomes that Game theory can help us analyze. One is if the seller knew that the buyer needs this figurine he may refuse to negotiate the price, because he knows that buyer will be willing to pay the full price, because he needs it. It would have been an ultimatum game, because of seller’s avoidance to negotiate. Yet, if the seller didn’t know that the buyer needs the figurine he would start bargaining, for his own benefit he would not be able to drop the price sufficiently, because of all the other buyers. If he dropped the price very low, others would notice and he would have no other choice than to drop the price for the others, because he will still be better off with some sales than with none.  This example shows that it is important to know how to negotiate and make the other player feel treated fairly. Importance of negotiation can be seen and practiced in the popular ultimatum game setting. When one player receives a sum of money and has to divide it between him and the other player. The second player can either take money or reject it. If the second player accepts then the money is divided according to the 
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proposal of the first player if he rejects the offer, then no one gets the money. The perfect setting is if the first divides money equally, then the second player will accept the offer, however if for example first player has 10$ and decides to give the second player 1$ and keep 9$ to himself, the second one will likely reject the offer and no one will get any money. When, on practice, the second player should take any amount of money, because he is better off with 1$, then with no money at all.  
1.3 HOW STARETGIC THINKING WORKS IN GAME THEORY  We have seen how Game theory can be of assistance in analyzing strategic interactions. Since the thesis is concerned with strategic thinking, we need to see how it is approached and how it works in the game theoretic field. In their work, Haycock et al. (2012) use one example, that looks into strategic thinking from a perspective of military tactics, as a science that helps to choose a right maneuver to be in the most advantageous position. Thus, when we use and apply his strategic thinking notion to business world, strategy becomes this exact maneuver for competitive success. These strategies or so-called maneuvers are results of interactions between people, interactions while playing the “game”. (Haycock, Cheadle, Bluestone, 2012) Let us remember the definition promoted by game theorists, that we have seen on the example of the game of football. The coach of the opposing team is trying to predict our moves and outsmart us with his tactics. Thus, Game theory provides us with analysis of these interactions. It contributes even more and progresses further. When we think carefully and analyze our actions before we act. When we are aware of your aims or preferences, of any limitations or restrictions to our actions. When we choose our actions in a calculated way to do the best according to our own criteria or payoff, it means that we are behaving rationally. This is where we see another dimension added by Game theory to rational behavior – interaction with other equally rational decision makers. In other words, Game theory can be considered as the science of rational behavior in interactive situations. (Dixit, Skeath, Reiley, 2004) In the introduction of the paper we have mentioned that concepts game theorists provide us with will not tell business leaders the answer on the question which strategy is the best. Game theory provides the tools to analyze previous interactions, predict what the future ones might be, also it helps to structure and formulate the possible strategy for the future. However, for the beginners is essential to have a theoretic base, in order to take part in the strategic game. It is essential to know how Game theory can be approached and how strategic thinking can benefit from it.  
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Dixit et al. (2004) offer an approach that might help and is often used to study strategy.  It is called a case study approach. It is often used in business schools. It consists of reading a great number of chosen examples that are close to our experience since the beginners will not have a sufficient amount of knowledge in strategic thinking in the beginning. Those examples show the reader basic ideas of strategic thinking and strategic games, without having previous experience with strategy it will help see strategic interactions clearer. Theoretic approach often uses strategic games such as: Prisoner’s Dilemma, Matching Pennies, Bach or Stravinsky or ultimatum game – these are basic examples of strategic games that are used to better understand theory and start gaining experience. The idea behind this approach is when the time to face a real strategic situation comes we should be able to draw a parallel with one of the examples seen in the case studies. That can help to think about a strategy that will suit the specific situation. This approach is very crucial for strategic thinking and Game Theory, because it gives the foundation to the knowledge of strategy and what we can do with it. Combination of theory and strategic games that we saw can become a business leader’s guide for a right strategy. However, this approach only gives an inside on what the strategic thinking and strategy application may look like in particular economic situation. Learning this approach only will not help us much, because each strategic interaction and business situations are different and unique in their ways, thus in order to find a solution to each one of them we need an enormous number of examples. (Dixit, Skeath, Reiley, 2004) 
1.4 CONCLUSION OF THE CHAPTER In this chapter, we have seen that definitions of strategic thinking either from the followers of the Game theory or from the other thinkers on the topic have one thing in common. All those definitions have general attributes, they all strive for one thing – visualization of the possible future for the businessmen, organizations or players and by what means this future can be reached. If the definitions have the same idea why not make a universal definition out of it? On the example of the second-price auctions we have seen the usefulness of the concepts and tools that Game theory offers. Using its’ ideas we were able to establish how these types of auctions work and what the dominant strategy is for the particular example. From what we have seen on the example of auctions and analysis of auctions using Game theory we were able to take that knowledge and apply it to real life example of world-known internet auctions such as eBay.com and Amazon.com. We have seen two flaws that these auctions have and were 
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introduced to winner’s curse. On the example of auctions and how using Game theory we were able to draw the answers, it should be visible now, what usefulness its concepts might have for businessmen. They can apply its ideas to any strategic interaction and find all the sufficient information needed after analyzing the interaction.  If we juxtapose any business that is in competition, with the central theme of Game theory, which deals with decision situations where two or more rational opponents with conflicting objectives are trying to surpass one another we have the same result. Essentially, having well developed strategic skills can help us win the game or in other words, have a competitive advantage. Applying this view to the example of the buyer and seller on the flea market showed how it works. If the seller knows about the buyer’s preferences he can manipulate him to his benefits, if he doesn’t know what the preferences are, he still can choose the right strategy to be better off with the sold product by bargaining with the buyer. As we saw in the ultimatum game when the seller knows about the buyer’s desire to buy a figurine for any money, because it will complete his collection, he can give him an ultimatum and raise the price from 115€ to 150€ and still sell the figurine. However, when the seller doesn’t know about the buyer’s preferences, it is important for him to negotiate the price, so the buyer doesn’t feel unfair or lied to, because if he does, he may reject the proposal and both will be left with no money.   
2. STRUCTURE AND PROCESS OF STRATEGIC THINKING   In the previous chapter, we have tried to see how strategy and strategic thinking is approached from the point of game theorists view and what can be achieved if we put game theoretic concepts. This chapter will focus on the strategic thinking. Strategy makers in our case business leaders always have to make decisions based on the experience and knowledge they have. The question of this chapter is how in the situation requiring to make a strategic decision a strategic thinker makes this call? What can help with picking the right strategy?  Each strategic situation or game has a finite or infinite number of alternatives and strategies that participants can choose from. Every pair of strategies is associated with some kind of a payoff that one player receives from the other player as a result of interaction. There are three basic types of strategic games that we have seen on the example of Prisoner’s Dilemma, Bach or Stravinsky and Matching Pennies. These three games represent most usual situations business has: cooperation, coordination and zero-sum game. As Amitabh and Saray (2007) claim concepts of Game theory can be useful 
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in the context of the business environment, strategic choice results not only from an analysis of the eventualities of all aspects of business life such as: political, social, economic, technological and legal environment. On top of that acknowledgment about the competitor’s strategic choices that competition is likely going to make. (Amitabh, Saray, 2007) 
2.1 BUSINESS APPROACHES TO STRATEGIC THINKING  In the sense of structure of strategy and its formulation Game theory can be a helping tool for business leaders. A tool with a help of which they can conduct analysis and research of the market, in order to understand why competition is behaving this way and what costs and benefits can be achieved by moving in this or that direction for their organization. Also, we should not forget equilibria that can or cannot be achieved by the strategic decisions. Now let us take a look into what tools company leaders have if they are not familiar with game theoretic concept and see if there are any similarities or differences with Game theory. The name of the first approach to strategy that Fairholm(2009) suggests businessmen use for analyzing strategy is called - “The What-How Approach”. The What-How Approach requires from us that we should be very clear on what we are to do in the context of present external and internal affairs. It also asks from us to come up with a plan and create a system to monitor what we are going to do in case we do something wrong.  In business world, there are various tools to help companies seize their ideas and specify their focus. These tools are for example: SWOT analysis i.e. a study that is used in business context to see organization’s internal strengths and weaknesses as well as its external opportunities and threats. PESTLE analysis i.e. Political, Economic, Social, Technological, Legal, and Environmental. This analysis, when used in business context, allows to see the company its surrounding environment from many different angles. These are two types of widely used analysis that are there to analyze the environment inside and outside of the market, to see if company is moving in the right direction, if not what the direction should be and finally, to analyze what the competition is doing. We can see that there are similarities between this approach and Game theory. Game theorists use analytic data of eventualities from the strategic game that are used in PESTLE analysis for example. Or similar to SWOT analysis Game theory provides the tools to understand what would be the dominant strategy in particular situation, how it can be reached and what should be avoided. Let us remember Prisoner’s Dilemma and 
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Nash Equilibrium, when we analyzed all the possibilities that prisoners had and saw that best outcome or the dominant strategy is to cooperate with the police, so the one who cooperates can be set free and the other will spend four years in prison. However, if they both choose the dominant strategy, they both go to prison for three years. So, having this kind of knowledge, that they both are aware of outcomes they will either choose to stay quite or choose to free ride and tell on the other. When an organization has this kind of information it becomes easier to find out what its comparative advantage is and how to position itself in surrounding environment in any market. (Fairholm, 2009) Why it is important for strategic leaders to have the knowledge of Game theory or use the What-How Approach? Strategic games can give the same data and analysis that SWOT and PESTLE analysis do, thus by using strategic games business leaders can stay alert, understand the environment and what their company wants. Let us see on the example of Facebook, one of the biggest social networks in the world, why it is important to be aware of eventualities around your company. In 2012 Facebook decided to buy a photo sharing start-up called Instagram for an enormous sum of 1billion US dollars, which a lot of economists and analytic could not understand, because at that time it had 30 million user base and did not have any presence on Android platform, so being available for Apple products users mostly. By the year 2016 Instagram user base has reached 500 million. (Mikoluk, 2014) What was their strategy? Facebook’s strategy was to gain dominance of emerging image mobile sharing market and make sure this market will keep on growing. Acquiring Instagram had allowed Facebook to compete in the market, where it did not have a strong presence. Moreover, by this purchase Facebook assured its competitive advantage over Microsoft and Google, its biggest rivals. (Mikoluk, 2014) Another approach he business has is called - “The What-Why-How Approach”. Strategic thinking in itself is about standing in the way of the “whats” that may arise in the future. Asking why they might or may not occur and creating a strategy adjusting to such occurrences if they happen. Such approach requires the creation of a vision based on all of these assumptions and analytical data. Vision is a description or a blueprint of what organization would like to achieve in the future, a guide, which helps to see what are the best actions for the company now and in the future. Here we see resemblance with game theorists’ idea that strategic choice consists of making a push towards a new vision. Questions like: “What sort of business are you?” and “What sort of business do you want to be in the future?” is the basis of this approach. (Fairholm, 2009)  
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This approach is involved with predicting or making a forecast of what is to be expected in the potential future. Furthermore, these potential future assumptions are later on chosen and transformed into the new vision or mission that anticipates specified goals. Mission is an organization’s purpose that usually stays unchanged over time. The organization is then clear on what it wants to be and why. Then it is in a better position to plan the proper implementation or tactical plan to accomplish the mission and achieve the objectives that flow from it. (Fairholm, 2009) We have already seen that Game theory pushes us in similar directions as What-Why-How Approach to answer the questions what is the dominant strategy of the game and what payoffs should be achieved in order for outcome of the game to be a win. Same as this approach pushes strategy makers for a new vision and mission of the company.  Let us see on the real-life example why it is important to be able to predict the future situation on the market. We have already talked about Amazon.com as an Internet platform where you can take part in an auction. Nonetheless Amazon is also a huge market for different goods with its own delivery service. Recently Amazon has announced that it is developing drones in purpose of delivering small packages to its customers. Predicting the future of the market Amazon tries to gain technological advantage over competitors as eBay or AliExpress. Through the analysis Amazon conducted almost 86% of their packages are light weight, which makes drones idea possible to realize. Drones will make possible for Amazon to hugely expand their customer outreach, by making it possible targeting countryside and rural areas of cities. Finally, drones can be very time efficient, making delivery quick. (Mikoluk, 2014) We can see that it is important for business leaders to be able to understand the surroundings in order to implement the strategy that will bring them competitive advantage. Game theory is able to provide similar results as Fairholm’s examples of approaches. With a better understanding of the “whys” of social and organizational interaction, we can draw a much clearer picture of what is the best way for us to do things. With a better comprehension of “whats” we can become much more significant in terms of shaping up individual and organizational behavior, because they are based on individual and organizational values. Finally, with a better comprehension of the “hows” people within the company and business leaders can stay more aware, be more practical. (Fairholm, 2009)  
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2.2 DEVELOPMENT OF STRATEGIC THINKING AND IMPORTANCE OF 

REFLECTION Strategic thinking is sometimes viewed as a skill that anyone can learn. This assumption is not at odds with game theorists’ assumptions – as long as we are behaving rationally and our opponent behaves rationally we can be a part of the “game”. Vermeulen (2015) gives an interesting idea on how to look at the strategy. The main objective here is - if we ask anyone in any company a simple “How are you?” the common response will be “Occupied” or “Busy”. We will rarely hear “I’m very well, thanks for asking”. Vermeulen claims that this happens because it is a common sense, in any organization employees are supposed to be busy. Despite this urge to be constantly occupied there is a huge need to stop and make up some time for thinking and evaluating the work done. This is where we can see how strategy makers can think about the strategy and analyze the “whats”, “hows” and “whys” we have mentioned in previous part. The urge to stop is higher when you are in charge of the entire company or a unit of people. One thing that we can be sure of is that thinking is the basis of any. If we juxtapose Vermeulen’s idea with game theorists’ type of thinking patterns of similarity are visible. Game theory provides analysis after each strategic game or interaction. It allows to see which actions brought the equilibria, which was the best outcome, second best and the worst. It urges us to look not only for a win/win strategy, but also be aware of win/lose and lose/lose strategies.  Those many analyses are exactly what Vermeulen’s idea is - stopping and reflecting on the work that has been done, on the game that has been played. This idea also connects with Sloan’s (2006) vision, another thinker on the topic of strategic thinking, on three-cycle strategic learning process - preparation where we look for new possibilities, experience where we learn from our work and re-evaluation of the work done.  We have already seen that Game theory can be used on different levels to foresee or make clear the outcome of the strategy used. Look into the reasons of a particular outcome of any strategy. Explain why particular situation had a particular strategy and suggest a strategy for the future. Game theory motivates us to ask a “Why did it happen?”, when we look into upshots of events.  Other use lies in forecasting. When trying to predict the future situation where more than one decision makers are involved in strategic interaction. In such situation game theory provides a glance into actions that are anticipated and consequences of those actions that result in outcomes. Although prediction is possible, it is hard, because to be able to predict strategies we need to be aware of every detail.  
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Why having enough information and be aware of details surrounding your company is important? The point can be seen in the real-life situation.  In their book Schoemaker and others (2013) gave an example of Chief Marketing Officer of a U.S. food company, while she was developing a marketing plan for the company’s low-carb cake line. At that time, every food company due to high popularity of the low-carb diets were implementing a low-carb strategy. CMO of that company noticed that people on a low-carb diet were not avoiding company’s snacks. She has also noticed that there is a fast-growing segment of people with diabetes, who were avoiding snacks because they contained sugar. So, the CMO decided to push for sales of sugar-free snacks rather than low-carb ones and that strategy turned out to be very profitable. Thus, her analysis of the environment, that her business was in, upon a fast-growing segment of customers with diabetes, that were avoiding the product, because it contained sugar allowed her company gain a competitive advantage in the game and profit from the market by implementing a sugar-free strategy instead of a low-carb. (Schoemaker, Krupp, Howland, 2013)  
2.3 CONCLUSION OF THE CHAPTER In this chapter, we have seen that the way strategic thinking is structured and formulated can be explained either by the usual tools business leaders have at their disposal or by the concepts that Game theory provides. When we first looked into Fairholm’s approaches of how businessmen may structure and think of a strategy and what methods they can use. We saw that both approaches have similar ideas. PESTLE analysis that is used by businessmen to evaluate the situation surrounding the company and games of strategy, which Game theory offers to use the analytical data gathering tool after playing each round of the game. Similar to PESTLE strategic games can help business leaders use the analytical data and foresee how they can achieve competitive advantage and position themselves in the market. On the example of Facebook, we were able to acknowledge the importance of knowing about the surroundings of your company in order to implement the right strategy. For Facebook, it was buying a start-up Instagram company for an enormous amount of money, which now worth about 35 billion dollars. Second approach was concerned with making a prediction of the future environment and pushing for a new vision based on the assumptions of the future. We saw what predicting possible eventualities can bring the company on the example of Amazon, who will gain huge technological advantage over its competitors by introduction of drones, which will also bring a bigger customer outreach with more revenue coming 
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Amazon’s way. This chapter also showed why when deciding a strategy, it is important to reflect upon what has been done and use the information to company’s advantage as the CMO of food company did by pushing for sales of sugar-free snacks rather than low-carb snacks.   
3. A MODEL OF STRATEGIC THINKING AND STRATEGIC GAMES  In the last two chapters, we have attempted to look into Game theory and into strategic thinking, tried to see what use and purpose its concepts have. We saw how Game theory and strategic games can be used by businessmen. Nonetheless, understanding this type of thinking requires more. We need to see how strategic thinking and strategic games look as models. How they are built and what is the framework. In this chapter, we will attempt to visualize a model of strategic thinking and games of strategy. There is not much research done in this particular area. Still, there are a few notable ideas. We have already seen that according to game theorists’ type of thinking judging from previous chapters, strategic thinking requires creativity and innovation in generating alternative strategic choices. It also shows a necessity in exercising a choice from amongst alternatives, while we keep in mind the choices that are going to be exercised by all the other players that are present in the business situation or the game. Understanding a model or being able to visualize it is very important, because strategic games can be used by businessmen to help them choose the right strategy when the moment comes. 

3.1 GAME THEORISTS APPROACH AND STRATEGIC MODEL Game theory offers us its own idea how model of strategic thinking might look. As a mathematical tool for the decision-maker the advantage of Game theory is in the approach, which it provides for looking into structure and analysis of problems connected with strategic choice. The process of formally modelling a situation as a game requires the decision-maker to calculate clearly the players and their strategic options. Also, it requires considering the preferences that they might have and their reactions. The discipline involved in constructing such a model already has the potential of providing the decision-maker with a clearer and wider view of the situation. The main target of study in Game theory is the game itself. As we have mentioned, the game in itself is a model of a strategic situation. Turocy and von Stengel (2001) claim that usually we have games that involve more than one player, if the game has only one player it is called a decision problem. In the game, we have players, players have 
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preferences, they have information, strategic actions are available to them and finally how all these aspects influence the end result. (Turocy, von Stengel, 2001) Games can be usually narrated at different levels of detail. A coordination or cooperative game is a high-level description i.e. it specifies only what payoffs each potential group can get with the cooperation or coordination of its representatives.  Let us look on the example of the game, where the players represent several parties in parliament. Each party has a different strengths and weaknesses, which are based judging on the number of seats occupied by the representatives of that party. The game describes which coalitions of parties can form a majority, but does not describe, for example, the negotiation procedures through which an agreement to vote all together is achieved and we have seen in the first chapter that negotiation in the game is very important and good negotiating skills can give one player advantage over the other player. (Turocy, von Stengel, 2001) Yet, if we look into the contrast and talk about non-cooperative games, then Game theory is concerned more with the analysis of strategic choices that players make. The paradigm of non-cooperative Game theory is that the details of the ordering and timing of players’ choices are crucial to determining the outcome of a game. Turocy and von Stengel (2001) show that the term “non-cooperative” in this area of the Game theory, it clearly models the process of players making choices only out of their own interest. However, cooperation usually occurs in non-cooperative examples of games, when players think that cooperation is in their own best interests. Various levels and areas of its concepts also vary in their assumptions. We have already seen in previous two chapters of our paper that a central assumption in many variations of Game theory is that the players are rational. A rational player is the one who always chooses an action, which helps him to achieve the outcome he most prefers taking into account what he thinks his opponents will do. The goal of game-theoretic analysis in these branches, then, is to predict how rational players will play the game, or to give a suggestion on how best to play the game against opponents who are rational. This is an important point for business leaders to remember. Game-theoretic analysis like SWOT or PESTLE analysis help to see what is the best strategy can be in response to the actions of your competition. (Turocy, von Stengel, 2001)  The key differences between cooperative and non-cooperative strategic games is that in cooperative games players can agree upon, how to share payoffs for example, beforehand. In non-cooperative games, no such agreement can be reached. Thus, in cooperative games it comes to coalitions that are formed among players, as in the 



		 23	

example of parties in the parliament that we saw. When in non-cooperative games foundation of the game are individual players and payoffs they choose for themselves. In both types of games equilibria are different and can be tricky to find, because a coalition of players, if agreed upon a particular strategy, can be gaining advantage by jointly changing their strategies.  
3.2 THE THEORY OF RATIONAL CHOICE IN GAME THEORY In the last sub-chapter, we have seen that equilibria can be tricky to find in both non-cooperative and cooperative games, because of the various payoffs coalition of players or individual players have. In order to have some insights into how business leaders can analyze different payoffs we come to Osborne’s (2002) application of rational choice theory to the area of Game theory. Rational choice theory is an economic principle, assuming that individuals always make well-thought of and logical decisions. Those decisions are made from all available options and always in the self-interest of the particular agent. What this theory means in Game Theory is that a game participant chooses the best move according to personal preferences between all the possible moves available to the him.  Claims of the author then are that the basis of player’s rationality lies in the steadiness of his decisions when he faced with a particular set of moves, not in the nature of his preferences. In the strategic game, each decision-maker is a player, where every player has an available set of moves. This model focuses mainly on interactions between the players. Each player is affected not only by the actions of other players, but by his own as well. Particularly each player has personal preferences towards his actions and the actions of others. In order to see how model of rational choice works Osborne (2002) suggests to state each player’s preferences. For that to work each player should have a personal payoff.  Let us take a look at what player’s payoffs might look like. If payoffs to the actions a, b, and c are 1, 2, and 10. Rational conclusion will be that the player prefers c to b and b to a, thus 10 to 2 and 2 to 1. However, author states that these numbers do not suggest that the preference between c and b is stronger than preference between a and b. When we talk about preferences, the decision-maker, whenever faced with a choice of action pair he knows, which he prefers or regards both pair of actions equally satisfying. We can describe decision maker preferences by specifying for each pair of actions, the one he prefers or make a notation 
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that both pairs are equally preferable for him. The author suggests describing preferences with a payoff function, which links each action with a number in a way that actions with higher numbers are chosen. (Osborne, 2002) The author offers us an example of a person that plans a vacation. He has three cities to choose from: Florence, Barcelona or London. He prefers the trip to Barcelona to the other two trips, which he regards as equivalent. His payoff function represents his preferences between trips, where Florence and London are assigned with the same number of 0 and Barcelona assigned with a higher number of 1. For example, Barcelona = 1 and Florence = London = 0. From that we can draw that preferences are very personal and they can be represented by many different payoff functions, which if used like on the example of vacations can help the player see the preferences of the other player better and as a result act according to this knowledge. (Osborne, 2002) 
3.3 STRATEGIC THINKING MODEL Since we want to show that strategic thinking can benefit from the knowledge of Game theory we will now look into the strategic thinking model itself, from the point of view of strategists and see that this model has a lot in common with strategic games that we have already mentioned. Amitabh and Sahay (2007) look into Jeanee Liedtka’s idea, who attempted to come up with a better understandable model of strategic thinking, even though it is quite hard to do so, because any attempt at implementing strategic thinking within the organizational processes is disrupted with the lack of a working model of strategic thinking itself. (Amitabh, Sahay 2007) Liedtka (1998) portrays strategic thinking as a highly creative, innovative, and non-traditional way of thinking. According to her, strategic thinking should be viewed as a main concept for creating and maintaining competitive advantage, which is also close to Game theory as we have seen throughout the thesis. It is a tool that most businessmen use in order to move their organizations forward, introduce innovation, make organization more efficient and boost organization’s productivity. Strategic thinking in business is commonly deployed in areas of problem solving and decision-making and with thought to visualizing the company’s future. Again, we see that wherever we go in the range of strategic thinking ideas of different thinkers always have similarities with the ideas of game theorists. (Liedtka, 1998) Liedtka has similar views on analysis that we have already witnessed in previous chapters. What do we learn from analysis of strategic thinking? To Liedtka analyses provide a glimpse into common themes about how ideas are connected among each 
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other and how the future possibilities are considered. Liedtka’s strategic thinking model of interconnected attributes looks like this: First is the so-called systems perspective, where strategic thinking is used to reflect on systems or comprehensive view that looks into the process of how the different parts of the organization influence each other. (Liedtka, 1998) Second part of the model is called intent-focused, where strategic thinking delivers a sense of direction. The continuous forming and re-forming of the goal that drives it.  Third part of the model is called thinking in time, where strategic thinking is not solely concentrated on the future prospects, but by the gap between the today’s reality and the goal for the future. (Liedtka, 1998) The next part of the model is hypothesis driven, where the main activity of strategic thinking is to produce a hypothesis and test it. When testing, strategic thinking asks the creative question “What if?” followed by the critical question “If then?”. (Liedtka, 1998) The final part of the model is called intelligent opportunism, where strategic thinking summons the capacity to be intelligently opportunistic or not reject the new experience, allowing one to take advantage of alternative strategies that may emerge in a rapidly changing environment. (Liedtka, 1998) If we analyze each attribute, we see that first attribute creates a possibility for the organization to rethink and restructure its actions for a better productivity and fruitfulness. Second attribute is focused on keeping the company concentrated and more purposeful. Trying to avoid disturbance from rivals and developing a better ability of decision-making and strategy implementation is the idea behind the third attribute. Forth attribute points out the importance of generating hypothesis and testing it using both creative and critical thinking. The last attribute focuses on being able to see the opportunity. Environment outside and inside the company and the market changes constantly and rapidly, so being able to see the upcoming changes and use it in your company’s advantage is very significant. These attributes are crucial to business leaders, because they all form a strategic thinking, that is needed for creation of a strategy. Strategic games here can be used as a training ground for those attributes, because when the moment comes, businessmen should be able to make a decision or implement the right strategy.  Why is it important? Implementing the right strategy is the basic need for any business leader. Let us take a look at the Google Inc. a technological giant. In the world of business Google is famous for its technological success and prosperous strategic 
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thinking. Google has managed to stay at the high position in the world because of its employees. Unlike other huge corporations and companies Google chose a different strategy towards its employees, instead of offering enormous pay checks it implemented a very significant strategic thinking that turned to be very successful. They are selling the idea for potential employees that they can work and have fun at the same time. How? The Google Inc. offices have slides that go throughout the office straight to buffet, cafeterias on sight are free for all the employees and various choices of seating that can be a boat or bean bag or even hammock. They chose this strategy in order to attract positive attention of their employees, so the latter can have no problems with creating innovative and offbeat ideas that brings Google Inc. its name and revenues of billions of dollars. (Markovich, 2017) 
3.4 CONCLUSION OF THE CHAPTER In this chapter, we have seen on the example of Google Inc. and its strategic thinking choice why it is important to understand how strategic thinking works and why being able to have a clear model of a strategy is beneficial.   We saw that even though the theory of rational choice suggests, when we talk about payoffs, that to the actions a, b, and c payoffs are 1, 2, and 10. Rational conclusion will be that the player prefers c to b and b to a, thus 10 to 2 and 2 to 1. It is important to remember that each decision-maker has his own preferences, they can be very personal. They can either be strong to one pair or be indifferent to all pair of choices. We can analyze preferences with a help of payoff function.  When we were introduced to Liedtka’s model of strategic thinking we were also able to see the similar patterns with the ideas of Game theory. Because if we look into all five attributes of her model and remember of what we talked about, that each strategic game can be a model. We can juxtapose three examples of strategic games we saw in the beginning of the thesis: Prisoner’s Dilemma, BoS and Matching Pennies, we see that each game can be compared with Liedtka’s model. Those games covered three aspects of every interaction: whether to cooperate or not to cooperate and a situation of conflict. These three strategic games can serve as a perfect model for businessmen to train their strategic skills, because any situation can be imagined and played out through them. With a help of Turocy and von Stengel we were also able to figure out, that no matter if the player chooses a cooperative or non-cooperative strategy, he always chooses out of the self-interest and according to the theory of rational choice it is the way it is supposed to be.  
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4. CHALLENGES THAT STRATEGIC THINKING AND STRATEGIC 

GAMES ARE FACING  In the last three chapters, we have seen what uses Game theory can have for business leaders and for everybody, who wants to learn it. We have liked into the creation process of strategic thinking in and outside of Game theory by looking what tools and approaches to strategy there are for businesses and what are the similarities and differences of those approaches. We have also tried to understand what the model of strategic thinking is and why is it useful to know all the learned aspects, in order to be successful in what you do. This chapter will focus on the challenges that strategic games and strategic thinking are facing.  
4.1 GAME THEORY TRAPS  When playing a “game” it is important for each participant to realize where he stands if we want to see a value that a particular player brings to the business or the “game”, we need to see the value of when everyone is in the game. Then we have to remove one player from the game and see what changes. The difference will be a removed player’s value-added. If we look into any competition, which has more than two companies and withdraw one company from it and look at the changes that happen with the other companies, then judging from those changes we can say whether the company that withdrew had influence on the “game” or was a small player in the market. Brandenburger and Nalebuff (1995), claim that the problem is that most people view games egocentrically, meaning that players focus solely on their own position. We have seen this notion when we talked about cooperative and non-cooperative games or the theory of rational choice, no matter if players decide upon a strategy before the game or act individually – they all act out of a self-interest. The added value that Game theory brings is the significance of focusing on others. In order to analyze the game, we need to put ourselves in other players’ shoes and think what they might do. Like in Prisoner’s Dilemma, one prisoner tries to choose whether to cooperate with the police or not by thinking whether the other prisoner will. We need to think about not what others bring to the game, but what we bring to the game.  Brandenburger and Nalebuff (1995) talk about the game of business, which they claim is about creating value and apprehending it. Game of business consists of a couple of elements. One of the elements is introduced by the authors and is called the concept of Value Net, which is a scheme designed to show all the participants of the game and 
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interdependencies in between. Where the main players are customers and suppliers of the company and the secondary players with whom the company interacts – complementors and substitutors. (Brandenburger, Nalebuff, 1995) If we want to change and understand the game the Value Net map is only the first step. It requires from business leaders the knowledge of their customers and suppliers and all the other company’s interactions.  Another element or a second step is for business leaders to identify all the game’s elements. According to the Game theory there are five of the game’s elements: players, added values, rules, tactics and scope. Let us take a look into each element of the game separately. When we talk about players, we need to understand that they always come first as they are the basis of the Value Net map. Players of the game are not a fixed entity; thus, they can be changing numerous times and we need to be prepared for that and make sure when the new player enters the game that he will not disrupt it for us. (Brandenburger, Nalebuff, 1995) We have already seen what added values are and how to see what each participant brings to a particular game. There are always ways to make ourselves more valuable for the game and lower other players added values. Even though Facebook was not Mark Zuckerberg’s own idea, he was able to implement the idea of Facebook into reality, so he brought more added value to the game and lowered the added value of those who thought of the idea. (Brandenburger, Nalebuff, 1995) Rules are the basis of any game, its structure. According to the rules the game will be carried out. A rule can be a trading agreement, a contract or a simple law in business world. Authors say that when a player knows how to use those rules to his advantage, the player may be able to re-examine them and come up with the new ones. By doing so the player can become more valuable to the game or less. (Brandenburger, Nalebuff, 1995) When we talk about tactics in this context they are the moves of the game. They shape the way how each participant understands and plays the game. There can be two types of tactics. Ones that are made to create deception or uncertainty and other that are created to make sure there is no misconception and everybody is on the same page. (Brandenburger, Nalebuff, 1995) Scope relates to the borders of the game. It is possible for the participants to widen or shrink game’s borders. Scope of the game can be seen on the example of ‘Arms Race’ that we saw in the beginning of the thesis. The so-called strategic game was played only 
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between USA and the USSR, however if anything would have happened the scope of the game would become much wider, global even. (Brandenburger, Nalebuff, 1995) We have talked about these two steps, the Value Net map and the five elements that we have mentioned before, to show that each successful business strategy starts with understanding of both steps. This idea should motive the leaders not only to think outside of the box, on top of that it provides the tools to do so.  Concluding their book, Brandenburger and Nalebuff (1995) mentioned the so-called traps of the strategy that may arise when we try to follow the two before-mentioned steps of the game of business. First trap is that whenever we find ourselves in the “game”, we need to accept it and believe that we can change the game, because it is better to be a maker of the game rather than just a participant. (Brandenburger, Nalebuff, 1995) Second trap is when we think that the change in the game should come at the other participant’s cost. This way of thinking can be harmful and make us miss a win-win opportunity, however Game theory teaches us to look for all: win/win, win/lose and lose/lose opportunities. (Brandenburger, Nalebuff, 1995) Another trap that mentioned is to believe that in order to change the game we need to find something that others didn’t. When we find a way to expand the added value we shouldn’t be afraid to be imitated, it’s not always a bad thing. Example of Facebook and Mark Zuckerberg portrays exactly this point. He believed that he could create such a network, so he did. The last and the most crucial trap is when we fail to see the whole picture of the game, because when we can’t see the full picture we can’t make any changes to it. (Brandenburger, Nalebuff, 1995) 
4.2 CHALLENGES THAT BUSINESS LEADERS SHOULD CONSIDER BEFORE 

STRATEGIZING  Nathan Rothschild, once said: “Great fortunes are made when cannonballs fall in the harbour, not when violins play in the ballroom.” Rothschild understood one important thing that when the environment is unpredictable, the opportunity is even greater, however if you have the leadership skills to take advantage of it. Schoemaker, Krupp, Howland, 2013) In this part, we will focus on what challenges lie in front of the strategic thinkers in business. Schoemaker, Krupp, Howland (2013) showed in their article examples of what we should have in order to be successful in building a strategy. According to them in order to be successful in strategic thinking any leader should be able to do the 
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following: anticipate, challenge, interpret, decide and align. Now let us take a look into each of the aspects and see for ourselves.  
Anticipate. Anticipation is very important for the world of business; it is our ability to detect the threat or the opportunity. Many organizations and businessmen can sometimes have poor judgment in such important area. Let us take a look at Coors, a brewing company in the United States, executives, who famously were quite late in seeing the trend toward low-carb beers. Or Lego, a world-famous manufacturer of toys consisting of interlocking bricks in Denmark, management missed the electronic revolution in toys and gaming. (Schoemaker, Krupp, Howland, 2013)  Ability to anticipate should be acquired through experience and in order to get this experience businessmen should talk to their consumers, suppliers to better understand their challenges or put in the game theory language they need to see the full picture of the game. Similar to game theorists’ game analysis they should carry out a market research and play out different business situations in order to understand different perspectives of their competition, measure competitor’s likely reactions to new initiatives or products, and try forecast potential innovations. It is basically playing a strategic game, where you can learn how to do all those things. (Schoemaker, Krupp, Howland, 2013)  
Challenge. The first thing that needs to be challenged is a status quo of the organization. This exactly is what strategic thinkers do. The encouragement of diverse points of view happens through challenge of their own assumptions and assumptions of others. Before taking any kind of action strategic thinkers examine a problem with every method, through every lens i.e. asking such question as “how” which suggests thinking before acting and thinking about acting.  If we want to improve our ability to challenge, we should focus on the origins of a problem. As an example, we can look at the “five whys” of Sakichi Toyoda, Toyota’s founder. Product returns increased by 5% this month. Why? Because the product irregularly develops a fault. Why? etc. (Schoemaker, Krupp, Howland, 2013)  
Interpret.  Businessmen whose ability to challenge is working properly always come upon very complex and mismatched information. This is why interpreting is of a huge significance.  
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Best example of interpretation is a Chief Marketing Officer that we have talked about in the second part of our thesis. CMO of the US food company while developing a marketing plan for the company’s low-carb cake line. At that time, every food company due to high popularity of the low-carb diets used low-carb strategy. However, CMO of that company noticed that people on a low-carb diet were not avoiding company’s snacks. She noticed that a fast-growing segment of people with diabetes, were avoiding snacks because they contained sugar. So, the CMO decided to push for sales of sugar-free snacks rather than low-carb ones and that strategy turned out to be very profitable. So, her interpretation of the situation allowed her company to profit of the market. (Schoemaker, Krupp, Howland, 2013) 
Decide.  Sometimes it might happen that a decision has to be made with no time to reflect on it or even think it over. Even though there is not enough information to do so. Strategic thinking should help to see multiple options at the starting point and do not allow being restricted to only two options “do” or “not to do.” A true strategist always considers the payoffs involved and looks for equilibria. He also takes both short-term and long-term goals into account.  Example given here describes a division president, who was oriented on implementing strategy in a fast way. Decisions were made simply and quickly. This was working, because the environment was unchanging for some time and stayed very similar. However, when the environment started to change rapidly and unexpectedly competitors from another, non-traditional market, came and began conquering this market with lower prices, her fast decision-making stopped working. She wasn’t anticipating arrival of the new competition that is why her usual quick decision-making became inefficient very fast and she had to adapt. Strategy games should be considered here, since they are used exactly as simulators of situations where decisions are needed and needed quickly. (Schoemaker, Krupp, Howland, 2013) 
Align. Strategic thinkers should be experts in fields of finding common ground when it is needed. Especially between stakeholders, even if their agendas or programs differ on many levels. This ability of communication, building trust within and outside of the organization leads to success.  As an example, we can look at the chemical company president, who was in charge of Chinese market. He was trying to expand his business, but all his attempts were 
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unsuccessful. He didn’t have any success, because he had no support from colleagues throughout the world in different branches and markets. Thinking that he had no support, because he was disliked he decided to go ahead and continue his attempts, which has driven his colleagues away even further. However later it was found out that he didn’t get any support not because they disliked him, but more importantly, because they didn’t understand his strategy, so they were unwilling to support him. (Schoemaker, Krupp, Howland, 2013) Concluding the findings, we can say that it is important to see mistakes not as the end of the world, but as learning opportunities. If we want to be strategic leaders we need to know how to identify weaknesses and strengths. Above-mentioned six skills are very important. We shouldn’t forget one essential thing that if one of the skills is really strong, when others are not, the strong one will not be able to compensate for the lacking ones, all six should be on the same level.   
4.3 THE MISCONCEPTION OF THE WORD - ‘GAME’ The last challenge is the toughest one for strategic games. According to the literature and an article by Reeves and Wittenburg (2015) many organizations still haven’t come to terms with Game theory and haven’t started using it as a basis of looking into decision-making processes and analyzing interactions. Reeves and Wittenburg talk about strategic games still being a taboo in many organizations, because of the word “game” that business leader perceives as something rather disturbing the working process than something that can help and improve strategic skills. Today, almost everything is digitized, so now more than ever games can give leaders of companies an advantage over their competition in helping leaders to improve strategic skills. There are a few reasons why there is such a high need for the strategic games today.  First of all, in this thesis we have mentioned already that it is very important to understand the environment around the organization. Business environment is very unstable and can change at any moment, thus when engaging in strategic games, organizations have an opportunity to run various kinds of strategies and see what the payoff of each strategy will be, making games a training ground. Second reason is that today strategic games are much more sophisticated and effective than they ever were, meaning that today in the world full of gadgets and internet, strategic games can be easily obtained and implemented within any company. (Reeves, Wittenburg, 2015) 
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Why strategy games are good not only for leaders of companies, but for employees also? Let us look into board games, that are available for everyone, we will see where Game theory and strategic games come together. Main point of the first game is when we implement an imperfect strategy in the real world we cannot undo it so we have to face the consequences. However, when we apply imperfect strategy in the gaming sphere, the only thing left to do is to learn a lesson and make sure not to implement such a faulty strategy in the future. Strategy games that are managed well with clear instructions and specified purpose of each game e.g. a particular game focuses on strategy implementation methods, can not only help, but also benefit any company, because they can target problematic areas of the organization and as a result we can see an existing problem after the game is finished. (Reeves, Wittenburg, 2015) An example given here is a game called “People Express”. It is a business simulator that gives players an opportunity to look into a perspective on starting and managing an airline. Players are supposed to make strategic decisions in specified periods of time. They always receive feedback from past decisions on: how to grow fast, how prices should be set and how to advertise aggressively.  Main point of the second game is that interactive parts tend to provoke thoughts within players, because when participating players can make analysis of the surrounding environment, make an important decision, provide a strategy and in the end, reflect upon the upshot. Playing with or against others helps train a range of game-theoretic skills: wisely choosing one’s actions based on anticipated competitive reactions over a multiple-period time horizon. (Reeves, Wittenburg 2015)  An example to prove the claims is a game where utility company used role playing and divided into two teams: competitors and regulators. Each team’s aim was to make a decision on pricing and investment. They also had to implement a new business model, while waiting and reacting to the actions of each other. The game included cooperative interactions between teams in order to attempt and agree on different matters. For players’ improvement of staying alert and flexible environment changes were incorporated. This interactive element helped players to get into shoes of both competitors and regulators for a better understanding of the world from their perspective. Third game shows us the importance of the analyzing the situation. Here as an example serves a game called “Your Strategy Needs a Strategy”. This game features short rounds of game play in completely different environments. It provides a running commentary 
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on how the player is performing. Also, there is a leader board, which gives an opportunity to make comparisons across players and see who is the best.  Lastly, final game’s point is that things that are anticipated, but haven’t taken place in real life can be tested to see the reaction and the outcome. Doing that makes it easier to be prepared or adapt faster to any unexpected problem that might occur in the future. If used appropriately, games can serve as some kind of vaccination and help organizations build strategic skills in a timely, cost effective and focused manner – which is more than important in today’s always changing market environment. (Reeves, Wittenburg 2015) The game used as example here is called “The Settlers of Catan” an old-school board game, which according to the founder of LinkedIn, a business-oriented social networking service, Reid Hoffman most closely estimates entrepreneurial strategies. It requires from player to cooperate and exchange different resources to gather points, when the random roll of the dice causes the environment to be changed constantly, so players have to adjust their strategies continuously.  Throughout the thesis we have seen the examples of strategic games that have a great potential to transfer commonly used analysis (SWOT or PESTLE) into the interactive field of strategic games, that essentially are built to give the same knowledge about the interaction, but in a different form. Playing games can be very good not only for business leaders, but for all employees, because it might train their abilities to perceive a situation from different angles and analyze interactions, payoffs and possible equilibria. Knowing all these things is very important for the company. Seeing a full picture is one of the main points in order to change the game we find ourselves in.  
4.4 CONCLUSION OF THE CHAPTER  In this chapter, we have seen on the examples of board games that the word “game”, which is a taboo in many organizations should stop being so. We saw that Game theory and strategy games can be used on different levels to predict or describe the final result of a strategy. They can look into the reasons of a particular result to a strategy. Also, they can be used to show a particular type of situation with its associated strategies and suggest optimal strategies for the future. We can juxtapose that to what Schoemaker et 

al. talked about (anticipate, challenge, interpret, decide and align) as a challenge for businessmen and see that all those aspects can be learned and practiced through strategic games. Finally, we saw the traps that Game Theory has set for those who are inattentive explained by Brandenburger and Nalebuff. In order to change the “game” that we are in we need believe that we can do it. Because as they pointed out every 
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businessman would rather be a maker of the game than a participant. We also need to pay attention and not miss a win-win and win-lose opportunities, thus having more experience in playing games of strategy can help us. The last trap they mentioned which is important for us and especially for businessmen is to see the full picture of the game, because if we can’t see properly than we can’t act properly.   
5. FOCUS GROUP STUDY    Last four chapters of the thesis showed us what knowledge of Game theory can help us achieve, how we can use it and why it is good for strategic thinking. Now let us see if real world applications of this theory can help us find the answer on the main question of the thesis.  In order to determine whether strategic games can help business leaders with improvement of their strategic skills, the focus group study was conducted. We have conducted the research in accordance with Eliot and Associates “Guidelines for Conducting a Focus Group” (2005). Interviews with two focus groups were held, each group had 5 respondents. Groups were gathered based on judgment sampling and both consisted of middle level managers and top executives of the companies based in the private sector. During the interviews, each respondent has been asked nine questions from the prepared questionnaire, targeting their knowledge of strategic thinking and Game theory.  
5.1 FINDINGS FROM THE FOCUS GROUP We began with a question of what the respondents understand under strategic thinking.  First question: “What do you understand under strategic thinking?”, - showed a division of respondents into two halves.  Where one part of the participants thought of strategic thinking as an ability of an individual to reach the set aims and goals with a help of plan of actions, avoiding obstacles that might appear on the way.  For the other part of the respondents strategic thinking was an ability that can help an individual to outlook and predict the future upshots of events. For them strategic thinking is about being a step ahead and thinking 5 more steps ahead.  A difference between the respondents’ view on strategic thinking can be explained by the lack of universal definition of this concept. We have seen it in the first chapter of the thesis, on the example of thinkers like Mintzberg (1976) or Johnson et al. (2008), who approach the concept of strategic thinking differently. However, when we compared it 
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to the game theorists’ understanding of strategic thinking they all were similar in the view of strategic thinking as a tool that helps to define the vision and the mission of the company.  After that, respondents have been asked what do they think is the essential thing that is needed for building a strategy. Question number two: “What is needed to create a 

strategy?”, - has showed a bigger division in their opinions.  The most popular answer that the majority had, is that according to them strategy needs knowledge of where you and your company stand, analysis of the environment and understanding of your aims and goals. Opinion of the majority was that first of all, we need to set a goal, then in accordance with our goal we need to analyze the market. We have to figure out our interim goals and set time intervals, which will make possible for us to control time efficiency and ways for the set goals to be achieved.  Next most frequent response of the participants showed that for them building a strategy requires to have the maximum amount of information in the area of the market where you are planning to implement the strategy and organizational skills.  Next most frequent response the respondents had that in order to build a strategy we need to have experience.  Finally, the response which only one participant had that strategic thinking is what we need to build a strategy.   Third question was aimed at getting to know whether participants have tried to improve strategic skills of their own and how they did it. Question number three: “How did you 

develop your strategic skills?”, - showed us a very big diversity in their ways of development of strategic skills.  The most popular response that the third of the participants had was that they developed strategic skills through practice at work, by working and gaining experience through the working process.  Other most frequent response that the respondents had was that they developed their strategic skills by learning while watching others, more experienced and successful businessmen. Also, paying close attention to decisions made by politicians and famous military leaders like Julius Caesar, Alexander Nevsky and Napoleon Bonaparte.  Next most frequent answer was that in order to develop strategic skills participants first of all tried to like their job. Making a lot of acquaintances and talking to people brought experience. Finally, analysis of what didn’t work in the previous strategy, which was a great opportunity to learn and improve.  
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They believe that successful strategies come from experience, when we already know what did not work in the past and this gives us a great opportunity to learn and improve the next time. Next most frequent reply that respondents had was an approach to strategy that we have talked about in the second chapter of the thesis, when we have mentioned theoretical approach and importance of theoretical knowledge of Game theory. Participants said that they used to study strategy and Game theory in the university and later on were able to use acquired theoretic knowledge and use it in practice. Finally, only one of the participants said that he developed strategic skills by playing board games and by solving a lot of logical tasks.  Next question that we have asked was concerned with respondents’ attitude towards the strategy when the environment around the company started to either change rapidly or became very extreme. Question number four: “How did your strategy change when 

your business was in crisis?”, - had shown some interesting results.  The most frequent answer that majority of the participants had was that strategy started targeting relocation of resources within the company in order to support weakened sides of the organization, staff was being cut. During the interviews for the new positions one of the most crucial points that they paid attention to was great knowledge of strategy and great strategic thinking skills.  Next most frequent response of the respondents was that their strategy was following the changes in the market, both theirs and their employees’ salaries were reduced temporarily and the strategy was changing from smaller to larger problems that were appearing.   Another most frequent answer of the respondents was that strategy of their company did not change, because it was successful even during the times of crisis. They also said that it was a good lesson for their company, so they could compare their strategy to the strategy of their competition and evaluate what have they done right and wrong. Other most frequent answer of the respondents was that because of the crisis they started using reserves and methods that they were avoiding due to the high risk.  Finally, only one of the respondents has never experienced a crisis situation with his company yet.  After having collected and seen where the respondents stand with strategic thinking and strategy we have moved to the other field of interest. Next, we have asked participants if they have met with the Game theory before in their work. Question number five: “Do 

you know what Game theory is?”, - has revealed unexpected results.  
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Almost all the participants knew or heard about the concept of Game theory. Out of all the participants of the focus group only two have never heard of the Game theory before, but were very interested listening to other respondents’ answers. It is worth noting that the age of that two participants was 45+ years old.  Further, excluding two of the participants, who did not know what Game theory was, other eight participants have been divided into two halves. First group of the participants have heard about it and were able to define what Game theory is, but have never used it in practice. So, the first group only knew it on the theoretic basis and their definitions were similar. They all said that this is a study of optimal strategies in games, competition of the players for realization of self-interests, which is based on Mathematics.  The other halve of the participants have not only heard about it and defined it correctly. They are using it in their work for a better understanding of strategy. It also worth noting that this group had the subject of Game theory in their universities and now are able to apply it to the real world. This question shows that awareness of Game theory is there, among the businessmen, however, when it comes to strategy only four of the respondents use it in their work.  Following our findings of the participants’ knowledge of the concept of Game theory we have asked a question that is very crucial to the thesis, what did our participants think about strategic games and if they see what they can give to each of them. Question number six: “Are you familiar with strategic games? If yes, in your view, what are 

their pros and cons?”, - have shown us that a lot of respondents see the pros and the cons of the games in a similar way.  From the beginning of the discussion two participants said that they were familiar with strategic games, but found it difficult to describe their pros and cons.   The rest of eight participants were able to describe the pros and cons. When asked about pros of the strategic games the most popular answer that the majority of eight had, that the pros of strategic games are - they help train and improve strategic thinking, targeting big groups of people, which is time efficient, they also help them foresee the possible future and identify risks and potentials.  Biggest pros they agreed upon was - strategic games illustrate possible outcomes of a situation, based on the decisions taken and the probability with which these scenarios might play out. Using strategic game, we can estimate, with reasonable accuracy the result of a situation. This gives us the option and time to prepare for the possible outcomes. 
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The other most frequent response out of eight participants was that we can use them as a training ground for strategic thinking without risking anything. Mistakes made in the game are only there to teach us, not to punish.  When asked about the cons of the strategic games, most popular answer that the majority out of the eight respondents had was that games are focused on one the specific setting, specific situation, which makes it impossible to reflect upon the particular situation clearly and it makes it hard to apply the results from the game into the real life. When less frequent answer out of the eight participants, is that they see that cons of strategic games lie in the choices that player of the game makes, which are usually based on self-interest of each decision-maker, the player will try to manipulate the game in his favor, which can completely distort the game. It is also worth noting that when asked about strategic games seven of the respondents were familiar with the “Prisoners Dilemma” and when asked what to their opinion the dominant strategy of the game is only four said the correct answer (to talk and cooperate with the police, no matter what the other prisoner does) and three respondents said that in their opinion the dominant strategy was for prisoners to cooperate and stay quiet.  After asking the respondents about their knowledge of strategic games we have move on and tried to find out whether they see strategic games as an option to use in their business. Question number seven: “Would you consider using strategic games in 

your business for training and improvement of strategic skills?”, - has revealed interesting opinions of the respondents.  The majority had the most frequent answer, they will consider using strategic games in their business, because they see it as an interesting way of learning strategy.  Strategic game, if nothing else, can improve a person’s view of the world, how they look at possible situations at work and in personal life. It develops a certain area of thinking that can be very useful in both your personal and business development. We can see that majority of the respondents think that strategic games can actually help to develop strategic skills within the company, however they haven’t been using them until now.  Next most frequent answer was that strategic games and their analogues are already being used in their business. Finally, only one respondent said that he would not consider using strategic games in his work, because he thinks it can distort the working process of the company.   Second to last question that we have asked our focus groups was to see if they find it an important part of their job and their company to create such an environment where their 
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employees can learn new things and improve their working abilities. Question number eight: “Do you find it important to develop strategic skills among employees? If 

yes, how did you develop strategic skills among your employees?”, - showed that indeed everybody thinks that learning new things for the employees is important, yet it hasn’t been done with a help of strategic games.  The most popular answer among the majority of respondents have mentioned that their companies have mentoring policy where employees are always send to special companies that provide seminars and training of how to analyze, how to think outside of the box and look at things from a different angle. They are taught how to see things from a long run perspective. All of these is done so employees and employers can talk equally, on the “same language”. Respondents opinion here was that the more communication there is on ‘equal’ terms between an employer and an employee, the better. The more employer and employee can understand each other, the more employers can trust the judgment of his workers, which can lead to a higher interest to work and to a higher desire to have some extra work done by the employee. They regularly organized seminars in companies that specialize on training of the staff and conducted a SWOT analysis together with the company managers in order for them to understand our goals, how those goals can be reached and time efficiency of our strategy. Next most frequent response was that in order to improve employees’ abilities they have different trainings and team-building exercises within the company once a month.  Finally, even though they think that it is important to help employees learn and improve     two of the respondents said that their companies’ policy has no learning exercises in it, so it doesn’t focus on their employees’ improvement of strategic skills.  Having learned our focus groups’ opinions on strategy and strategic games, after discussing the pros and cons that they see games of strategy may have, we finished our interviews wanting to see if after discussing everything our respondents will think about strategic games and start using it for a purpose of studying and improving strategy. Question number nine: “Do you think that knowledge of Game Theory and strategic 

games can benefit your company?”, - has revealed that after our discussion, almost every participant was on the same page.  The majority, having nine out of ten of the respondents have said that knowledge of Game theory can be very beneficial for their business and that strategic games can help nurture their employees to have better strategic thinking skills.   



		 41	

They thought it can help improve the entire staff’s strategic knowledge, however implementation of strategic games into the working process means that we will have to pay a lot of attention to this process within the company if we want the acquired knowledge to be helpful and useful for the business.  Only one of the respondents said that it is not necessary to know Game theory and use strategic games in order for the company to function normally.  
5.2 SUMMARY OF THE FOCUS GROUP Focus groups were gathered in order to see how real managers approach strategy in their work and are they familiar with the concept of Game theory and strategic games. From the questions about strategic thinking and strategy we have learned that even though respondents were divided into two halves on their understanding of the concept, essentially like in the first chapter if you understand strategic thinking as a tool to reach your goals and predict what the future may hold for the company they all understood well that without strategic thinking you cannot be a good manager in your company.  We have seen that for them in order to create a good strategy we need to understand and see the whole picture i.e. where the company stands and where it wants to be. We have talked about the importance of it in the fourth chapter of the thesis. Also, the importance of information or analysis of the market where you want to implement this strategy, which we have also discussed in the second chapter of the thesis.  Only 20% of the respondents developed their strategic skills with a help of theoretical knowledge gained in university and only 10% developed it through playing board games and doing logical tasks. The rest did it in different ways. Which means that there can be a whole new dimension for them and for their successors in learning strategy by using strategic games.  Even though there was a big awareness of the concept of Game theory, only 40% of the respondents actually use it at work. When we have touched upon the topic of strategic games we have seen that the majority agreed on the pros, which were the possibility of learning how to identify risks and potentials, and predict the possible future happenings. Also, learning how to implement a strategy risk-free. We have also seen the majority on the cons, respondents agreed that strategic games have very specific settings and can only touch upon a very specific topic, meaning that it can be hard to apply the results to the real life. We have also seen that 70% of respondents knew what the Prisoner’s Dilemma is, but slightly less knew the correct answer for a dominant strategy, which means there is still a place for them to improve. 
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Furthermore, when we have asked whether they would consider using strategic games in the business and we had a result of the majority, who agreed that strategic games are a very interesting way to study strategy. When asked about employees and the way for them to improve their strategic abilities, even though there was a huge awareness of Game theory and strategic games like Prisoner’s Dilemma, respondents still had seminars, team buildings outside and inside the company, but not strategic games.  Finally, when asked whether to their opinion Game theory and strategic games can benefit their business 90% said yes. What that means is that even though majority of our respondents in focus groups were familiar with the topic of Game theory and strategic thinking, strategic games were not used as a way to study strategy in their companies, because of this idea that games can distort the working process. However, the majority agreed that knowledge of Game theory and what comes with it can be very good for their companies, thus after the interviews respondents started thinking about strategic games differently.  
 

CONSLUSION  Summarizing what we have learned from the thesis, first, we need to mention that the definitions of strategic thinking from the point of strategists’ views and game theorists are similar in the end, so this could be a good idea to make a universal definition, which can make it easier to study strategic thinking for businessmen. Same we saw in the results of the focus group where we had 50%/50% division of respondents, who thought about strategic thinking differently, yet in the end striving for the same thing – vision and mission. This could be investigated further in future studies.  When we looked on the example of auctions we have seen why and how Game theory and its concepts can be helpful for business leaders. Using its concepts, we were able to see which was the dominant strategy for a particular type of the auction and explain why it was so. After that we were able to take the theory and apply it to the real-world example of eBay and Amazon internet auctions. This is exactly what business leaders can use Game theory for, the ideas and theory can be applied to situations in business in order to see what should be done and how.  We have looked into many examples of the competition between the companies, because the central theme of the Game theory is decision making processes of rational players with conflicting objectives, who want to outsmart each other and seen why it is crucial for businessmen to have well-developed strategic skills, because good strategy brings business leaders what they strive for – competitive advantage.  
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When we touched upon the business tools and approaches that businessmen have for the strategy like Fairholm’s “What-Why-How approach”. We saw that PESTLE or SWOT analysis that are used by businessmen to evaluate the situation surrounding the company and games of strategy, which Game theory offers to use the analytical data gathering tool after playing each round of the game, are similar in many ways. Like PESTLE strategic games can help business leaders use the analytical data and predict how they can achieve competitive advantage and position themselves in the market.  It is an important point, because if we remember the focus group, when respondents were asked what is needed for a strategy, majority have mentioned knowledge and understanding of where the company stands and information about the market where the strategy will be implemented, both of these things can be achieved via strategic games that offer analysis of the interaction and nurture to think about all possible payoffs and outcomes of a strategy. Both on the example of Facebook’s purchase of Instagram and Amazon’s production of drones we have seen the importance of knowing your market and understanding your company.  This thesis has also shown us that having a clear view of the strategic model can be very beneficial for business leaders. The famous strategic thinking model that Liedtka’s has introduced us to had similar patterns with the ideas of Game theory. Because when we looked into all five attributes of her model and taken what we have learned, that each strategic game can be a model. We juxtaposed most famous strategic games like: Prisoner’s Dilemma, BoS and Matching Pennies and saw that each game can be compared with Liedtka’s model. Those games covered three aspects of every interaction: whether to cooperate or not to cooperate and a situation of conflict and bargaining. These three strategic games can serve as a perfect model for businessmen to train their strategic skills, because any situation can be imagined and played out through them. This is a very important point for the thesis. When we have asked our focus groups about strategic games and whether they will consider using them in their business the majority has said that they will. When we look into all strategic games that we have mentioned in our thesis they cover every aspect of business: cooperation, conflict and negotiation. We saw what strategic games can give the businessmen on the example of the bargaining on the flea market. When we are aware of somebody else’s preferences, knowing strategic games and having played them, it becomes easy for us to manipulate the other player into the result that we want. However, when we are not aware of the other player’s preferences, which is usually the case, having experience with strategic 
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games can help us bargain with the other player in the way that he doesn’t feel lied to and doesn’t reject the proposal.  We have also learned from interviews that one of the cons the respondents saw in strategic games is that players can be selfish and try to manipulate the game according to their own preferences no matter what the other players want. We have mentioned this problem in the third chapter of the thesis that equilibria in cooperative and non-cooperative games are tricky to find, because of the various preferences that players have. We have also discussed, that all players act out of self-interest, but this view of the respondents can be changed by the theory of rational choice that we have seen, because it can help us analyze the preferences of other players with a help of payoff function, that can tell us which is the strongest preference among the alternatives and which preferences are less strong.  From what we have learned the main hypothesis of the paper that Game theory can be used as the most convenient way to study strategy proves to be right, because of the similarities that Game theory has with the concepts that strategists use to study strategic thinking. Game theory here can be a more interactive and interesting way to approach the strategic thinking in business and anywhere else. This thought is worth investigating further.  As for the main purpose of the paper, we wanted to determine whether strategic games can be used by business leaders to improve strategic thinking skills of their own and of their employees.  During the interviews majority of the respondents agreed that strategic games can be a very good way to target a big group of people, that it is a good way for employees to analyze and implement strategies without risking anything. However, until now, their companies and them have used different approaches by sending employees to team buildings and seminars on strategy. Strategic games can prove to be very time efficient, no budget is needed and they can nurture strategy learning processes within the company. We have seen that games of strategy like Prisoner’s Dilemma and others cover almost every situation that can happen on the market. Strategic games can teach business leaders and their employees see the full picture. Because as we have pointed out every businessman would rather be a maker of the game rather than a participant. Games of strategy teach us to look for win-win, win-lose and lose-lose opportunities. Playing games can give the experience players have been lacking and provide the basis for the players to learn. All in all, after 
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the interviews 90% of the respondents agreed upon one thing that knowledge of Game theory and strategic games can be beneficial for their business.  However, the awareness of strategic games should be raised among the business leaders and they should be shown what we have tried to show in the thesis, what Game theory can give them and why games of strategy are a good way to improve strategy, otherwise they will remain being a taboo in most of the organizations and businesses.  
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