Economics for Everyone Unit: Market Failures Lesson 3 of 3: Adverse Selection

Unit: Market Lesson Title: The Economics of Information &
Failures Adverse Selection

What you do not know can definitely hurt you!

Fundamentals Steps #1-2 1-1.5 Class Periods
Deeper Dive Steps #3-4 1 Class Periods
Context

Asymmetric information occurs when one party in a transaction possesses private knowledge that the
other party does not, leading to imbalance and inefficiencies in the market. Economists distinguish
between "hidden characteristics," where one party knows specific details about a good or service that the
other does not, such as the history of a used car, and "hidden actions," where one party takes unobserved
actions that impact the transaction, such as extended lunch breaks by workers. This imbalance can cause
adverse selection, which is considered a market failure. When markets lack transparency and information
about the goods or services is not symmetric, problems such as distorted prices, reduction in gains from
trade and the potential collapse of the market altogether. Asymmetries of information may lead to
situations in which pareto improving trades do not occur. For instance, in the used car market, buyers
unable to differentiate between high-quality cars ("peaches") and low-quality cars ("lemons") will offer to
pay lower prices, driving sellers of peaches out of the market. To combat adverse selection, methods like
signaling are used, where sellers provide warranties to indicate high-quality goods. Similarly, individuals in
labor markets may signal their productivity by pursuing education or certifications. These strategies aim to
bridge information gaps, fostering more efficient and fair markets.

Lesson Outcomes
By the end of the lesson, students will be able to:
1. Understand the concept of asymmetric information and its two forms—hidden characteristics and
hidden actions—and how they impact market transactions.
2. Explore the adverse selection problem and its consequences, including its role in market
inefficiencies or shutdowns due to information imbalance between buyers and sellers.
3. Learn how signaling, such as warranties or educational credentials, can be used to overcome
adverse selection and reduce the negative effects of asymmetric information in various markets.

@ The Videos (linked to E4E website)
2 E4E videos are integrated into this lesson plan.
1. Core Video: Adverse Selection
a. Explainer Video: The Economics of Information

Classroom Activities (linked within document)
1. Insurance Unknowns: An Adverse Selection Simulation
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STEP #1 Insurance Premiums and Adverse Selection Simulation (25
minutes)

= Teachers background information: The objective of this simulation is to show how hidden driver

I characteristics and actions lead to adverse selection and market inefficiencies. 20% of your
students will play the role of Insurance Agents and while the remainder 80% will be potential
customers. You will simulate two different years of policy deals (two rounds). In the 2" round, insurance
agents will have more information about drivers, potentially making a more efficient market.

Materials Needed: You need to duplicate the following forms for students (all are available as Teacher
Printables at the end of this lesson:

a. Background Info Sheet about insurance (one per student)

b. Agent Pricing Tiers (one per insurance agent)

c. Agent Profit Template (one per insurance agent)

d. Applicant Questionnaire (one per potential customer)

e. Mini Bios (one per potential customer)

f. Teacher Damage Sheets (teacher will reveal after each round to see which cars need repairs)

= Teacher Instructions:
' 1. Provide each student with a Background Info Sheet and give them 5-7 minutes to read
it. Then review with the following questions:

a. Define: premium, deductible and coverage

b. How do insurance companies make a profit?

c. Why might it be important to insurance companies to have accurate information about a
driver purchasing insurance?

d. Why might a driver purchasing insurance want to hide proof of a bad driving record?

2. Assignroles: Choose 20% of your class to be insurance agents, the rest of the class to be
potential customers.

3. Explain how to “win” simulation: the ONE agent with the most profits wins. The FOUR
customers who spend the least money on insurance or repairs win.

4. Distribute materials: Insurance agents receive Pricing Tier and Profit Template sheets
Customers each receive a unique Mini Bio and an Applicant Questionnaire.

5. Prep Time: Have each customer read their Mini Bio and fill out their Applicant Questionnaire.
and have agents study their Pricing Tiers.

6. Round One (voluntary disclosure):

a. Inform each agent they must sell four policies to different customers

b. Inform each customer they must purchase one insurance policy or risk a very expensive
car repair bill.

c. Customers will ONLY identify themselves by the number (1-24) assigned to them
on their mini bio.

d. Begin: Allow 8 minutes for customers and insurance agents to meet; during that time
agents can interview customers and negotiate a premium (if any) they want to offer.
IMPORTANT: Customers may NOT show their mini bios to insurance agents. Also,
customers are free to be dishonest if they choose. Agents and customers can haggle
for ANY price on the premium they want to agree to charge/pay.

e. Settle the Round:
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From the Teacher Damage Sheet, read off (by number) the customers who need
car repairs from Round One.

If the customer did NOT buy insurance, they add the fullamount as a cost on their
Applicant Questionnaire. If they did buy insurance, their insurance agent must
add this fullamount as a cost on their Profit Template.

Have insurance agents ADD UP the premiums they collected from
customers, then subtract any costs they must pay for repairs. The
number left is their profit. Have each insurance agent share their first-
round profit.

Ask insurance agents the following question: “Were there any applicants
who seemed low risk but ended up costing your insurance company more
than expected? Why do you think that happened?”

7. Round Two (Safe Driving Tracker Possible):

a. Thisround will proceed exactly like the last round, with one difference. Insurance
agents can now offer a “safe driving tracker” to customers. These devices track
speed, braking, acceleration, phone usage, etc. This will give them more
information about who they are insuring. To simulate this, if both insurance agent
and customer agree to do this, here’s what happens:

Before negotiating a price, the insurance agent requests to see the mini bio
of the customer. If the customer agrees to show it to them, the insurance
company automatically incurs a $500 cost if they sell them a premium

IN ADDITION to the price of the premium (goes on their profit sheet). If no
premium is agreed to, there is no cost.

b. Begin: Give students 8 minutes to negotiate a new insurance premium.
c. Settle the Round:

From the Teacher Damage Sheet, read off (by number) the customers who
need car repairs from Round Two.
If the customer did NOT buy insurance, they add the full amount as a cost on their
Applicant Questionnaire. If they did buy insurance, their insurance agent must
add this full amount as a cost on their Profit Template.
Have insurance agents ADD UP the premiums they collected from
customers, then subtract any costs they must pay for repairs. The
number left is their profit. Have each insurance agent share their final
profit.
Figure out your winners: ONE agent with most profit; four customers with
lowest costs
Simulation Debrief Questions:
1. Agents:
a. Didyou agree to pay for Safe Driving Trackers in Rd. 2?7 Why
or why not?
b. Forthose thatdid pay, how did the new information
influence the premium you charged?

I THE UNIVERSITY OF CHICAGO
E m ECONOMICS
mm FOR EVERYONE



Economics for Everyone Unit: Market Failures Lesson 3 of 3: Adverse Selection

c. Ifinsurers cannot distinguish between high- and low-risk
drivers, what problems does this cause forinsurance
companies and the insured?

2. Customers:

a. What caused you to buy insurance or not buy insurance?

b. Didyou withhold or alter any information? How might this
behavior impact the insurance market over time in terms of cost
of premiums and the way automobiles are covered?

c. Whatis one thing you learned about the auto insurance
process in this simulation?

STEP #2 Watch the Core Video: Adverse Selection &
Answer Comprehension Questions (7 minutes)

@ Adverse Selection (5:49min)

In this video, Professor Andrew Simon explores the concept of asymmetric information, a
situation where one party in a transaction has private information that the other lacks, leading to
inefficiencies in markets. He explains the two types of asymmetric information: hidden
characteristics, where one side observes qualities of goods or services that are unknown to the
other, and hidden actions, where one side takes actions unnoticed by the other party. Professor
Simon uses the used car market to illustrate how asymmetric information can lead to adverse
selection, where uncertainty about the quality of cars causes buyers to offer lower prices, driving
sellers of high-quality cars ("peaches") out of the market. He further discusses tools like signaling,
such as offering warranties to indicate a car’s quality, to address adverse selection and restore
trust in transactions. Additionally, he highlights how similar signaling mechanisms, like
educational achievements, can help in other markets to combat information imbalance and
foster fair and efficient exchanges.

‘za Video Comprehension Questions
1. Whatis asymmetric information?
a. When one party has more knowledge or private information than the other.
b. When both parties in a transaction have equal information.
c. When both parties make decisions based on personal preferences.
d. When information is publicly accessible to all parties.

2. Whatis signaling?
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a. A method used to hide private information during market transactions.
Offering a product without warranties to maintain profit margins.
A strategy to convince others about the quality of a good or service using observable
actions.

d. Ignoring adverse selection problems in transactions.

Answer key: a., c.

\3 DEEPER DIVE

STEP #3 Watch the Explainer Video: The Economics of
Information (15 mins)

@ The Economics of Information (4:16min)

In this video, Faisal explains the concept of adverse selection in the used car market,
which arises due to asymmetric information when sellers know more about the quality of
cars than buyers. Faisal explores the potential negative impact of hidden characteristics
in the used car market. He uses the example of peaches (high-quality cars) and lemons
(low-quality cars) to demonstrate how buyers, unable to distinguish between the two, end
up only purchasing lemons. Sellers refuse to sell peaches at a price that buyers are willing
to pay, shutting down the market despite potential gains from trade. This highlights how
hidden characteristics and private information can lead to market inefficiency and
collapse.

=~ Teachertip: The idea that a lack of full information will collapse the marketis a

I challenging concept for students. Consider having them answer the questions while

watching the video and then discuss in small groups or as a whole class.

Answer the following questions while watching the video.
1. According to the video, what was the value of lemons to buyers? sellers? What was the

value of peaches to sellers? buyers?

2. Despite these valuations, what happens to the potential price of all cars in a used car
market without full information?
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3. Given the potential price of used cars in a market with hidden characteristics, what
happens to the availability of peaches? Explain.

4. Based onthevideo, if you did purchase a car in this used car market, how much would
you pay and what kind of car would you get?

5. Explain why private information that only sellers have will “collapse the market”.

6. Why is asymmetric information (in the case in the form of adverse selection)
considered a market failure?

\ DEEPER DIVE
STEP #4 I laughed, | cried...l wasted $10. (15 minutes)

-

' Teacher Instructions:
Print or show the following to students and use discussion questions to explore how the
economics of information improves the movie market.

Before going to see a movie, many people want to know if it’s good or not. They want to know if
they are putting their $10 to good use. Actually, they want to know if they are putting their $16 to
good use which, according to cabletv.com is the current national average price of a movie ticket.
That's not exactly chump change, especially for teenagers. So, it makes sense that people will
seek out information before they purchase a ticket since $16 can buy them other forms of
entertainment.

Movie reviewers play a crucial role in the economics of information by helping consumers make
better choices about which movies to see. Since people cannot know the true quality of a movie
before watching it, they rely on the opinions and expertise of critics and other viewers to reduce
uncertainty and avoid wasting money on disappointing films. Roger Ebert and Gene Siskel,
Chicago based journalists and movie reviewers, revolutionized the “market” of information by
expanding their review from newspapers to local and then national television audiences about
50 years ago. Their simple “thumbs up/thumbs down” rating system simplified their evaluation
and provided movie goers either a warning that the movie might not be worth it or a sense of
confidence that they were spending their money on a solid opportunity for entertainment.
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Movie reviews provide valuable information about a film’s plot, acting, and overall entertainment
value, which helps audiences decide if a movie is worth the ticket price. This flow of information
makes the movie market more efficient because it allows consumers to make more informed
decisions, encourages filmmakers to improve quality, and can even predict how well a film will
perform financially. Without movie reviewers, consumers would have to rely only on advertising
or word-of-mouth, which might not always be reliable or detailed, leading to poorer choices and
a less efficient market.

Because of the internet, there is a greater opportunity for individual movie goers to voice their
opinions, which has expanded ways to figure out whether a movie is worth your $16. Rotten
Tomatoes features two main scores: the Tomatometer, which aggregates the percentage of
professional critics who gave a positive review, and the Audience Score, which reflects the
percentage of regular viewers who rated the film positively. Anyone can sign up and add their
ratings and reviews on Rotten Tomatoes website. Generally, the Tomatometer is closely aligned
with the consensus of professional critics, though it simplifies reviews into two ratings, either
“fresh” or “rotten” as opposed to scrutinizing acting or plot.

IMDb ratings are based on the weighted average of scores submitted by a large number of users,
not professional critics. This system reflects the "wisdom of the crowd," and while it can offer a
broad sense of general audience enjoyment, it is subject to demographic biases and popularity
effects. IMDb ratings often rate popular or "iconic" films higher and can sometimes overrate
average films due to fan enthusiasm. These two more modern methods often align closely. Both
are useful and can help potential movie goers determine if buying a ticket is worth that $16 or
not.

1. Why do you think movie reviews are important for consumers, especially when
the average ticket price is $16? How do reviews help people decide how to spend
their money?

2. How do movie reviewers like Siskel and Ebert, or platforms like Rotten Tomatoes
and IMDb, make the movie market more efficient? Can you think of examples
where reviews might have changed your own movie choices?

3. How might the availability of both critic and audience reviews influence
filmmakers and the types of movies that get made? Do you think this leads to
better movies overall?

4. If movie reviews did not exist and people had to rely only on advertising and word-
of-mouth, how might this affect the quality of movies and the experience of movie
goers?

5. What other markets might benefit from improved information similar to what
movie reviewers provide?
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rf_i_} TEACHER PRINTABLE
'-Eﬂ STEP #1: Insurance Premiums and Adverse Selection Simulation

1a. Background Info Sheet
How Insurance Companies Make a Profit Selling Auto Insurance

Auto insurance companies are businesses that sell policies to vehicle owners, providing financial protection
against losses from car accidents, theft, and other types of damage or liability. When you buy auto insurance, you
pay a regular fee known as a premium—this can be monthly, semi-annual, or annual—in exchange for specific
coverage outlined in your policy. Coverage refers to the types and limits of protection your policy provides, such as
liability coverage for injuries or property damage you may cause to others, and protection for your own vehicle. The
amount you pay in premiums depends on factors like your driving record, the type of car you own, where you live,
your claims history (how many times the insurance company has given you money because of accidents or
damage), and the amount of coverage you choose. Auto insurance is required by law in most states to ensure
drivers can pay for damages or injuries resulting from accidents, making it a key part of responsible car ownership.
Auto insurance policies also include a deductible, or a dollar amount you are responsible before your insurance
company pays for damage to your car. You choose your deductible amount when you buy your policy, and it
usually applies to types of coverage like collision and comprehensive. A higher deductible means you’ll pay more
yourself if you have an accident, but your monthly insurance payments will be lower. A lower deductible means
your insurance will cover more of the repair costs, but you’ll pay a higher premium each month.

EXAMPLE OF HOW A DEDCUTBLE WORKS: Brenda Osterberg drives a 2019 Ford Fusion. She has an excellent
record, drives about 8,000 miles a year, has been employed by the same company for 10 years, and has no moving
violations. Her monthly premiums amount to $50. One day while driving out of a parking lot, a small child runs in
front of her, and she swerves and hits the base of a streetlight doing damage to her front right finder. She calls her
insurance company, takes the car into a body shop and they give her an estimate that it will cost $2300. She has a
$1000 deductible, which means the insurance company will pay the remaining $1300. Additionally, as she has
“met her deductible” any other damage that she makes a claim for the rest of the year will be paid for by the
insurance company.

Itis important to understand how auto insurance companies earn revenues and profits. The insurer pools
premiums from many customers and uses statistical analysis to predict how much they’ll need to pay out in
claims. While waiting for claims to be made, insurance companies invest the collected premiums in assets like
bonds and stocks to generate additional income. If they price their policies accurately (making sure they bring
more money in from premiums than they pay out in claims (repairs) they make a profit.

Therefore, insurers want to know about the driver to whom they are issuing an insurance policy. A clean driving
record with few or no incidents typically results in lower premiums, while a history of accidents, violations, or
frequent claims leads to higher rates
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1b. Agent Pricing Tiers

Why this is Important: You will negotiate how much customers will pay you for their insurance policy (the premium).
Depending upon how risky they are (there are five risk tiers below), you can see how much you are expected to have to pay out
to them in repairs each year. You need to make sure you charge MORE than this amount for the premium so you can make a

profit.

Risk Tier

Estimated cost you will have
to pay out for repairs (annual)

Typical Driver Profile

Preferred (Low risk) $900 Cleanrecord, no accidents/violations,
excellent credit, continuous coverage

Standard (Med-Low) $1,380 Minor violations or 1 at-fault accident,
average credit, prior insurance

Nonstandard (Medium) $1,980 Multiple violations/accidents, poor credit,
possible lapse in coverage

New/Young Driver $2,580 Under 25, limited history, minor
infractions, risky behavior

Severe Risk/Specialty $3,900 Recent DUI/DWI, serious accidents,

suspended license, frequent violations,
proof of income often required
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1c. Agent Profit Template

Round One

Customer Premium Customer

# Agrees to Pay

Have customer
initial here

Repair Costs You Have to Pay Out

$

(if any)
$

| A

| A

&

Round Total Premium $

One Totals $

&

Total Repair Costs Paid Out $

Round One Profit

$

Round Two

Customer Premium Customer Have customer Repair PLUS Safe Driving Tracker
# Agrees to Pay initial here Cost You Have to Pay
(if any)
Round Total Premium $ Total Repair and Safe Driver Costs Paid $
Two Totals $

Round Two Profit

$

TOTAL PROFIT
(BOTH ROUNDS)

$

1d. Customer Questionnaire

Personal Information

Customer # Occupation: Marital Status: (circle one)
SINGLE MARRIED
Vehicle Details
Make/Model of Car: Year of Car: How many miles car has: How many miles you drive a year (circle one)

5K - 10K 10K - 15K
more than 20K

Less than 5,000
15K - 20K

Driving History

Any at-fault accidents in past three years?

YES NO

Any of the following in the past three years? (circle)

Speeding Ticket DUI Conviction

Any other information for us to know?

Costs Incurred: po NoT fill this out until after each round. If you buy insurance, you’ll list your premium price as your cost. If you don’t buy

insurance, when your teacher reads what customers had repairs (after each round) you might have to list that cost here, if you have one.

Round One Cost:

$

Round Two Cost:

$

TOTAL GAME COSTS (Rd 1 +Rd 2)

$
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1e. Mini Bios — teachers cut these out and provide each student with different one

1. The Reckless Gig Worker
21M, pizza delivery driver, 1999 Dodge Neon (190k miles, frame damage)

Known: 2 at-fault accidents (18 months), 1 DUI (expunged)

Hidden: Binge drinks weekly, uses car for Uber Eats after work hours, no mechanical inspections
Questionnaire lies: Lists "leisure-only" vehicle use.

Accident chance: high

2. The Distracted Parent
36F, real estate agent, 2015 Honda Odyssey

Known: Clean record for 5 years

Hidden: Texts constantly while driving, lets unlicensed 14-year-old practice in empty lots
Questionnaire lies: Omits there are secondary drivers for the car

Accident chance: mid-high

3. The Street Racer
24M, mechanic, modified 2018 Subaru WRX STI

Known: 3 speeding tickets (2 years)

Hidden: Competes in illegal drag races, disables traction control, uses fake license plates for events
Questionnaire lies: Lists car as "stock condition"”, but has actually added an aftermarket
supercharger to increase horsepower

Accident chance: high

4. The Fraudster
58M, unemployed, 2007 Toyota Camry

Known: 1 not-at-fault accident (3 years ago)

Hidden: Stages "accidents"” for insurance payouts, parks car in high-crime area but lists rural garage
Questionnaire lies: Claims "anti-theft system installed"

Accident chance: high
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5. Bad Choice Making Dude
29F, freelance artist, 2003 Ford Explorer

Known: Lapsed insurance twice

Hidden: Drives high on prescription opioids, odometer rolled back 40k miles; at-fault in accident
last year.

Questionnaire lies: Underreports annual mileage by 8k

Accident chance: high

6. The Safe Commuter
45M, teacher, 2022 Toyota Prius

Truthful: 12k miles/year, hybrid for fuel efficiency, no tickets in 10 years
Bonus: Installs dashcam, parks in secure garage
Accident chance: medium-low

7. The Retired Vet
67F, retired nurse, 2019 Honda CR-V

Truthful: Drives only to grocery store/pharmacy, 5k miles/year, sometimes drives out of her way to
get the cheapest gas prices.

Bonus: Completes defensive driving course annually

Accident chance: low

8. The Family Planner
38F, accountant, 2020 Volvo XC90

Truthful: All safety features enabled, no accidents, lists teen driver in household
Bonus: Offer to use a safe driving tracker for premium discounts
Accident chance: low

I THE UNIVERSITY OF CHICAGO
E m ECONOMICS
mm FOR EVERYONE



Economics for Everyone Unit: Market Failures Lesson 3 of 3: Adverse Selection

9. The Eco-Conscious Cyclist
30M, urban planner, 2023 Tesla Model 3

Truthful: Drives 6k miles/year, uses public transit 4 days/week
Bonus: Charges car at home (reduces fire/theft risk)
Accident chance: low

10. The Newlywed
28F, marketing specialist, 2021 Hyundai Elantra

Truthful: Marital discount eligible, commutes 10 miles/day
Bonus: Wants to explore options to “bundle” with renter’s insurance

11. The Stressed Entrepreneur
41M, startup founder, 2017 BMW 5 Series

Disclosed: 1 speeding ticket (3 years ago)
Hidden: Road rage incidents, sleeps 4 hours/night, uses car for 3hr/day sales calls
Questionnaire lies: Claims "relaxed driving habits"

12. The Cautious Professor
52M, university lecturer, 2020 Lexus ES 350

Truthful: Drives 7k miles/year, no accidents in 15 years, uses adaptive cruise control
Bonus: Insists on winter tires November-March
Accident chance: low

13. The Work-From-Home Parent
36F, freelance writer, 2018 Subaru Outback

Truthful: School drop-offs only (3 miles/day), car seats installed, no violations
Bonus: Adheres to manufacturer-recommended maintenance schedule
Accident chance: low
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14. The Hybrid Enthusiast
41M, solar panel installer, 2022 Toyota RAV4 Hybrid

Bonus: Offer to use the save driving tracker
Accident chance: low

Truthful: 8k miles/year, all highway commuting, automatic emergency braking enabled

15. The Small-Town Librarian
60F, librarian, 2017 Honda Civic

Bonus: Airbag recall repairs completed promptly
Accident chance: low

Truthful: 4k miles/year, no night driving, garaged vehicle, one accident 5 years ago: not-at-fault.

16. The Graduate Student
25F, PhD candidate, 2019 Nissan Leaf

Truthful: Campus-only driving (2k miles/year), charges at university stations
Bonus: No passengers (reduces distraction risk)

17. The Safety Engineer
48M, automotive engineer, 2021 Volvo XC60

Truthful: Tests collision avoidance systems professionally, 0 claims
Bonus: Installs aftermarket blind-spot monitors
Accident chance: low

18. The Rural Gardener
71M, retired farmer, 2015 Ford F-150

Truthful: Drives 3k miles/year to local feed store, no traffic lights en route
Bonus: Tows trailer with certified hitch system
Accident chance: low

2
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19. The Part-Time Rideshare Driver
29M, bartender, 2016 Kia Optima

Disclosed: 1 minor fender-bender (2 years ago)

Hidden: Drives Uber nights/weekends with suspended license, removes rideshare decals to avoid
detection

Accident chance: medium-high

20. The Impulse Buyer
22F, influencer, 2024 Jeep Wrangler (lifted 6 inches)

Disclosed: New driver (less than 1 year)

Hidden: Recently renewed license after it was suspended for 6 months. Posts TikTok videos of off-
roading on small trails and in parking garages; hides modified suspension from insurer

Accident chance: medium-high

21. The "Recovering” Addict
44M, construction foreman, 2008 Chevy Silverado

Disclosed: DUI 4 years ago (expunged); slammed previous car into his previous boss’s car - plead no-
contest.

Hidden: Drinks mouthwash before morning shifts despite drinking, hauls unsecured (not tied-
down) equipment

Accident chance: very high

22, The Discount Hunter
33F, coupon blogger, 2012 Hyundai Sonata

Disclosed: "Occasional” driving

Hidden: Resells goods via Facebook Marketplace (400 miles/week), lies about garaging address to
get urban discount

Accident chance: medium-high
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23. Urban Parents
45F and 47M parents of two; Work from home instructional designer and public-school
administrator, Toyota Highlander Hybrid

Truthful: Drive children to local events, averaging 5,000 miles/year, parks car in own garage, bike
and walk for many errands

Bonus: Curious about bundling with homeowner’s insurance

Accident chance: low

24. Gearhead Car Nut
25M, mechanic; 1986 Chevy Monte Carlo, completely rebuilt engine adds 100 more HP over original
stock engine.

Disclosed: "Occasionally takes car to legal dragstrip on weekends."

Hidden: 3 speeding tickets in the last 12 months (one in a school zone), rocketing out of stoplights,
illegal drag races, subwoofer instead of backseat, offensive window sticker

Accident chance: very high

1f. Teacher Damage Sheet
Round One - below is listed the repair costs for each customer this round

Customer #1 #2 #3 #4 #11 #12
$ 12,000 $ 7,000 $9,000 $ 15,000 $ 2,500 $ 800
Customer #13 #17 #19 #21 #22 #24
$ 900 $ 600 $ 2,000 $ 7,000 $ 8,000 $ 4,000

Round Two- below is listed the repair costs for each customer this round

Customer #2 #4 #5 #6 #9 #14
$ 1,500 $ 7,000 $9,000 $ 500 $ 2,500 $ 600
Customer #14 #16 #18 #19 #20 #24
$ 900 $ 400 $ 2,000 $ 7,000 $ 8,000 $ 4,000
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