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Accounts Receivable

Advertising

Aptitude

Assets

Balance

Balance Sheet

Board of Directors

Brainstorming

Brand

Breakeven Point

Business Ethics

Business Plan

Cash Flow Statement

Glossary of Terms

Money owed to a business for merchandise and services
provided.

A paid form of communication sent out by a business about a
product or service.

The ability to learn a particular kind of job.

Everything a business owns, such as equipment, land,
buildings, etc.

The current amount of money one has in a bank account.

Financial statement that describes the condition of a business
at a particular moment in time. Financial statements describe
assets, debts, profits, losses, revenue, expenditures, etc.

A group of people who meet several times a year to make
important decisions affecting a business or company.

A creative group problem-solving technique that involves
generating a large number of fresh ideas.

A name, term, design, symbol or any other feature that
identifies one seller's good or service as distinct from those of
other sellers. A legal name for a brand is trademark.

The volume of sales that must be made to cover all the
expenses of a business.

The application of the principles between right and wrong to
issues that come up in the workplace.

A written document that describes all the steps necessary in
opening and operating a successful business. Also includes
what the business does, who its customer base is, what its
financial needs are, what equipment and supplies it needs
and who will lead, manage and operate the business and
how much profit the business is likely to make.

An accounting report that describes the cash that flows in and
out of a business.
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Checking Account

Code of Ethics

Collateral

Consensus

Contract

Copyright

Corporation

Creativity

Culture

Customer Profile

Debt Capital

Delegate

Demand

Demographics

Depreciation

Dividends

A bank account from which money can be withdrawn by
writing a check.

The level of ethical behavior demanded by an individual,
business or culture.

Property that the borrower forfeits if he or she defaults on a
loan.

An agreement among a group of people.

A legally binding agreement between two or more persons or
parties.

The legal right to exclusive publication, production, sale or
distribution of a literary or artistic work.

A business with legal rights of a person, which may be owned
by many people.

Human mental phenomena based around the deployment of
mental skills and/or conceptual tools that originate and
develop innovation.

A set of customs, beliefs and social attitudes that
characterize a particular group of people.

A description of the characteristics of a person that is likely to
purchase a product or service.

Money loaned to a business with the understanding that the
money will be repaid, with interest, in a certain time period.

To let other people share workloads and responsibilities.

An individual’'s need or desire for a product or service at a
given price.

Data that describes a group of people in terms of their age,
marital status, family size, ethnicity, gender, profession,
education and income.

The lowering of the value of an asset to reflect its current
worth.

Distributions of profits to shareholders by corporations.
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E-commerce

Entrepreneurial
Thinking

Entrepreneurs

Entrepreneurship

Ethics

Factors of Production

Fixed Costs

Focus Group

Franchise

Freelancers

Free Enterprise

System

Intellectual Property

Interest

Job Description

Liability

Selling products or services over the Internet.

A way of thinking and acting that is opportunity obsessed,
holistic in approach and leadership balanced.

Individuals who own, operate and take the risk of a business
venture.

The process whereby an individual or group of individuals
uses organized efforts and means to pursue opportunities to
create value and grow by fulfilling wants and needs through
innovation and uniqueness, no matter what resources are
currently controlled.

The study of moral choices and values.

Resources used by businesses including land, labor, capital
and entrepreneurship.

Costs that must be paid regardless of how much of a good or
service is produced. Also called sunk costs.

An interview with groups of target customers who provide
valuable ideas on products or services.

A legal agreement that gives an individual the right to market
a company’s products or services in a particular area.

People who provide services to businesses on an hourly
basis or by the job.

An economic system where businesses are free to compete
with others for their own economic gain.

Refers to the creations of the mind including inventions,
literary and artistic works, symbols, names, images and
designs used in commerce.

An amount that can be earned on money that is invested or
paid on money that is borrowed.

Written statement listing the duties and responsibilities of a
job.

The amount owed to others.
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Life Cycle

Limited Liability
Company

Logo
Management

Market Research

Market Share

Marketing

Monopoly

Networking

Net Worth

Opportunity Cost

Partnership

Patent

Payroll

Press Release

Principal

The business cycle determined by changes in the type of
competition faced by a product. The four stages of a business
life cycle are introduction, growth, maturity and decline.

A business structure that is a hybrid of a partnership and a
corporation.

A graphic design that is used as a continuing symbol for a
company, organization or brand.

The process of working with others to achieve business
goals.

A system for collecting, recording and analyzing information
about customers, competitors, goods and services.

The percentage of a market owned by a business.

Everything a business does to come to the marketplace and
exchange goods and services for money.

When one company controls all of a market.

Establishing informal ties with people who can help a
business grow.

The difference between what a person owns and what a
person owes. Net worth is sometimes referred to as owner’s
equity.

The cost of choosing one opportunity or investment over
another.

A business owned by two or more people.

A legal document that gives an inventor the sole right to
produce, use and sell an invention.

A list of people who receive salary or wage payments from a
business.

A written statement meant to inform the media of an event or
product.

Amount of money borrowed in a loan.
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Profit

Promissory Note

Public Good

S Corporation

Scarcity

Slogan

Sole Proprietorship

Start-up Costs

Supply

Target Market

Tariff

Trademark

Unit of Sale

Variable Costs

Venture Capitalists

The difference between a company’s income and expenses.

A formal agreement a business signs agreeing to pay back
the money borrowed.

A good from which everyone benefits, not just the individual
who directly is obtaining and using the good.

A corporation organized under the subchapter S of the
Internal Revenue Service whose income is listed as a
partnership.

A situation that occurs when people’s needs and wants are
unlimited and the resources to produce the goods and
services to meet those needs and wants are limited.

The verbal or written portion of an advertising message that
summarizes the main idea in a few memorable words. A
slogan is also known as a tag line.

A business owned exclusively by one person.

The one-time only expenses that are paid to establish a
business.

How much of a good or service a producer is willing to
produce at different prices.

The individuals or companies interested in a particular
product or service and willing and able to pay for it.

Tax on imports from other countries.

A name, symbol or special mark that can only be used by
certain businesses.

How much a given good or service costs for a customer to
buy.

Costs that go up and down depending on the quantity of the
good or service provided.

Individuals or companies that make a living investing in start-
up companies.
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Introduction

Each day as you make your way to school, you usually pass people going to or from
work. Today, there are many opportunities to work for a small, medium, or large
company. The company could be located nearby, in another state or even another
country.

There are also many opportunities to work for yourself. You could even work from the
comfort of your own house or apartment! You might manufacture a product, provide a
service or resell products. You could start a business from scratch, purchase an
existing business or buy a franchise. You may enjoy working by yourself, with a partner
or with several people.

During your lifetime you may change jobs several times and even change the line of
work you are in. You may find what you love to do the first time around and stay with it
for most of your life. You may go back to school to learn new skills to prepare for a new
career.

Whatever path you take, learning how to think and act as an entrepreneur will serve you
welll This Student Guide is designed to provide you with practical applications of the
concepts and techniques that you will be studying this semester. At the back of this
Guide, you will discover a section to take notes about business opportunities you have
read about in the Wall Street Journal. You will also find a Glossary to help you
understand new and familiar business terminology. You may want to consider this to be
your own personal portfolio to help you Get aHead for Business.

Young Americans Center for Financial Education, in partnership with
OppenheimerFunds, is excited about the opportunity to share interactive, real-world
lessons that will serve you well in any business in which you participate. This semester
will provide you with a broad overview of entrepreneurship. Just wait for second
semester—you will be amazed.
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Entrepreneurial Thinking

1. Develop skills that may
contribute to entrepreneurial behavior.

6. Plan and prepare the ‘ep rQ" 2. Examine opportunities to

venture thoroughly. fulfill needs or wants and to
‘ solve problems.

5. Use all available sources ;'
and resources to evaluate STU I“ 3. Generate ideas to

opportunities and ideas. - satisfy the opportunities.

4, Assess the
opportunities and ideas.
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Interview with an Entrepreneur

Directions: Contact your teacher and review the list of entrepreneurs. Select two entrepreneurs to
interview during the next two weeks. Use the interview questions below to complete the assignment.
Once you have completed the interviews, use the template on the following page to complete a profile for
each entrepreneur and prepare to present the information in class.

Interview Questions:

1. What made you decide to go into business for yourself?
2. Where did you get the idea for your business?
3. Did your personal interests, hobbies or skills play a deciding role in your

business idea?

4. Who is your target market?

5. How did you research your market?

6. Who are your competitors?

7. What are your goals for your business?

8. What do you like most about owning your own business?
9. What do you like least about owning your own business?

10. What advice would you give me if | told you | was thinking about becoming an
entrepreneur?
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Entrepreneur Profile

Directions: Complete this profile for each of the entrepreneurs you interviewed.

Business Name:

Owner:

Add

Photo
Product/Service:

Idea Origination:

Personal Interests, Hobbies, Skills:

Target Market:

Business Goals:

Best Thing About Being an Entrepreneur:

Least Favorite Thing About Being an Entrepreneur:

Advice:
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My Dream

1. What were my most important feelings about this day?

2. What type of work did | choose for myself? Why?

3. Did | work with people, ideas or things?
4, Did | use interests/hobbies/skills that | am developing now?
5. Did | work for someone else or was | in charge of the business?

6. Was | satisfied with the job | chose? Why or why not?

7. Did | live somewhere close to where | live now or far away?

8. If I could go back, what would | change?

Adapted from: Risks and Rewards of Entrepreneurship, Consortium for Entrepreneurship Education.
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Entrepreneurial Profile — Personal Skills

Directions: Complete the following profile about yourself using a scale of 1 to 4. Remember that there are
no right or wrong answers.

Scale: 1 Strongly Disagree 2 Disagree 3 Agree 4 Strongly Agree

Statement Score

| prefer to work alone.

| manage my time well.

| enjoy competing in school and at play.

| am comfortable meeting new people.

| listen actively.

| am a self-starter. For instance, no one has to nag me to do my
homework, practice my instrument or clean my room.

| regularly set goals for myself.

| like to take chances.

| regularly meet the goals | set for myself.

If I can choose, | prefer to work in a group.

| get bored easily.

When | work in a group, | am usually the leader.

| really enjoy inventing (with my imagination or in reality) new ideas,
products or solutions to problems.

| have many natural talents.

| am happiest when there are no set rules to follow to get the job done.

Total points: If you scored between 15 and 25 points, this represents the mid- to low-
range score. Partnering with others or first working in a small business might be a great
way for you to develop entrepreneurial skills. If you scored between 26 and 40 points,
you are well on your way to having the right mix of personal skills to become an
entrepreneur. Whatever your score, the trick is to identify areas you need to focus on
for improvement.
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Entrepreneurial Profile — Lifestyle Skills

Directions: Complete the following profile about yourself using a scale of 1 to 4. Remember that there are
no right or wrong answers.

Scale: 1 Strongly Disagree 2 Disagree 3 Agree 4 Strongly Agree

Statement Score

Starting my own business is about making money more than anything
else.

I am willing to give up something to get my business started, including
going places with friends, playing sports, etc.

I have the full support of my family to start my own business.

| don’t worry what others think of me.

| can continue to do well in school and run my new business on the side.

| try new things for the thrill of it.

Part of my job in my new business will probably include taking out the
trash, answering phones and stuffing envelopes.

| have a high energy level.

| get along with people from different ethnic and socioeconomic groups.

| want to be able to determine when and where | work.

I would not mind working long hours and weekends if | need to.

| believe in doing whatever it takes to get the job done.

| consider myself to have a lot of “stick-to-it-ism” and | rarely give up.

I like to think about the future because | see many opportunities.

My family is my number one priority.

Total points: If you score below 32 points, there may be a number of family, financial or
personal responsibilities that will take time away from your business. This simply
reveals some of the realities of your current life and gives you parameters within which
you need to make your business decisions. If you scored above 33 points you can
begin to understand what type of business opportunity is best for you to pursue.
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Entrepreneurial Profile — Business Skills

Directions: Complete the following profile about yourself using a scale of 1 to 4. Remember that there are
no right or wrong answers.

Scale: 1 Strongly Disagree 2 Disagree 3 Agree 4 Strongly Agree

Statement Score

| have an e-mail address and | use it.

| read the daily newspaper cover to cover, not just sports, comics or
fashion.

| have a bank account and | know exactly how much money | have because
| keep accurate records.

| find myself constantly thinking up new ideas.

I like to organize tasks so they go quicker and | am more efficient.

I have borrowed money from my parents/brother/sister or friends and repaid
the amount.

| create savings and spending plans and stick to them.

| usually plan my tasks before | get started.

I understand the difference between fixed and variable costs.

| am comfortable using a computer to make banners, cards, write papers,
surf the Internet and complete my homework.

I enjoy making presentations and know how to give a professional
presentation.

I like selling an idea or product to people | don’t know.

| have experience in the business | want to start.

| can make up my mind in a hurry if | have to and my decision is usually a
good one.

| am good at negotiating a decision and | usually get what | had hoped for.

Total points: If you score between 13 and 31 points on this assessment you should
take some time to narrow down the specific areas of business in which you need to
develop more skills. If you scored above 32 points, you possess a good deal of basic
business knowledge. No matter what your score is, you should seek out experienced
business people to find out what skills they developed to succeed in business.

Entrepreneurship: Starting a Business 1.2 Are You an Entrepreneur? Page 12





Characteristics of an Entrepreneur

Directions: Researchers have identified several characteristics that successful entrepreneurs share.
Think about entrepreneurs you've read about or whom you know personally. List the characteristics you
believe that all successful entrepreneurs must possess.

Now, find two other students with whom to share your list. As a group, agree on the top 5 characteristics
that every successful entrepreneur must possess:

1.

2.
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My Hobbies, Interests and Skills

Directions: On the left-hand side, make a list of your past and current hobbies, your interests and your
skills. Now, consider how you could turn a hobby, interest or skill into a business opportunity. On the
right-hand side of the page, list the business opportunity next to the corresponding hobby, interest or

skill.

Hobby/Interest/Skill Business Opportunity
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To Make My Dream Come True...

Directions: Review the information on your My Dream worksheet. Think about what steps you need to
take to make your dream come true. Create an action plan by writing down very specific steps with
completion dates attached to each step.

For example, to make your dream come true you may decide that you need to enhance
your computer skills.

Goal: Enhance my computer skills to include Power Point.

Action Steps:

1. Research class offerings October 15
2. Register for Power Point class November 1
3. Attend 4-week Power Point class January 5

4 Create Power Point presentation February 1
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Free Enterprise Map

Directions: Answer the questions on the Free Enterprise Map.

What is free
enterprise?

Who benefits
from free
enterprise?

How does a
person use free
enterprise?

Free
Enterprise

Why do | need
to know about
free enterprise?

What are some of

the advantages of
free enterprise?

What are some of
the features of
free enterprise?
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Supply and Demand

Take Me Out to the Ballgame!

The Blake Street Boppers have a supply of autographed baseball hats. They have
decided to sell 50 hats at $30, 40 hats at $25, 30 hats at $22.50 and 15 hats at $17.
Baseball fans are willing and have the money to buy 15 hats at $30, 20 hats at $25, 30
hats at $22.50 and 50 hats at $12. Build a supply-and-demand graph to determine the
market clearing price and how many hats will be sold.

$30—

25—+

@ 20—
Q

a 15—+

10—+

5 |

| | | | |

NN

10 20 30 40 50
Quantity

Bling and Things

Janella and Tasha have decided to turn their jewelry hobby into a small business. They
make their own clay beads and mix them with glass beads to create dazzling bracelets.
They have decided to sell their necklaces and bracelets at the school art fair next week.
They are going to sell 30 double-strand necklaces for $22, 20 single-strand necklaces
for $18, 16 double-twist bracelets for $16, 12 single-loop bracelets for $12 and 10 clasp-
bracelets for $8. When Janella and Tasha get to the fair they discover that prospective
buyers are willing and have the money to purchase 10 double-strand necklaces at $22,
12 single-strand necklaces at $18, 15 double-twist bracelets at $16, 22 single-loop
bracelets for $12 and 30 clasp-bracelets for $8. Build a supply-and-demand graph to
determine the market-clearing price and how many items will be sold.

$30— $30—
251 25—
o 20— o 20—+
ks S
a 15—+ I 15—+
10—+ 104 $30—
$30—
ST - 5 — 25—+
| | | | | T | | | | |
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Quantity a 15—+ Quantity 10—
10—+
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e . 10 15 20 25 30
10 15 20 25 30 Quantity

Quantity
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And the Beat Goes On...

Carlos and Anthony are members of a rap group and they are getting ready to organize
a talent show at their high school. They are planning to sell tickets and are struggling to
determine what price to charge. They want to attract a big crowd. They are considering
charging a different price based on the seats. They are thinking about selling 60 seats
at $25, 50 seats at $20, 40 seats at $18, 30 seats at $15, 25 seats at $10 and 10
standing room only spots at $8. They do a quick market survey and discover that
students are willing and have the money to buy 10 seats at $25, 12 seats at $20, 18
seats at $18, 30 seats at $15, 40 seats at $10 and 50 standing room spots at $8. Build
a supply-and-demand graph to determine the market-clearing price and suggest what
price Carlos and Anthony should charge per ticket.

$30— $30—
25—+ 25—+
o 20— o 20—
.© O

a 15—+ & 15—
10—+ 10—+
51 51

| | | | | | | | | |
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Quantity Quantity
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Entrepreneurs’ Role in a Market Economy

Directions: Using the Internet or reference materials at the library, find articles about entrepreneurs in
magazines such as Inc., Fortune, Entrepreneur, Business Week, Money, etc. Write a 2-3 paragraph
paper that provides examples of how the economy benefited from the entrepreneurial activity outlined in
the article. Attach a copy of the article you chose for your paper. Spelling, grammar and punctuation

count.
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Cost of Goods Sold

Directions: Read through the scenarios and complete the calculations to determine the answers.

1. CJ's Sweets manufactures chocolates and sells them by the box. Each 1lb box of
chocolates sells for $18.00. CJ pays her friends $6.00 an hour. It takes two people
one hour to produce a box of chocolates. The box, ribbon and tissue materials cost

$3.50.

Cost of Goods Sold
Manufacturing Business: unit =

Selling Price per Unit:

Labor cost per Hour: $
# of Hours per Unit: X hours = $
Materials per Unit: $

Cost of Goods Sold per Unit

2. Benita’s Beads and Baubles sells glass beads collected from all over the world. The
beads are sold in bags, which Benita buys from the manufacturer for $15 per bag.

Retailers must purchase one dozen bags at one time from Benita for $300.

Cost of Goods Sold
Wholesale Business: unit =

Selling Price per Unit:
Cost of Goods Sold per Unit
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3. Philippe’s Photocards sells a variety of poster-size laminated photo cards of wildlife,
seascapes, celebrities, national parks, etc. Philippe buys the photo cards from a
wholesaler for $300 per 25 cards. He sells each card to his customers for $22.00 a

card.

Cost of Goods Sold
Retail Business: unit =

Selling Price per Unit: $
Cost of Goods Sold per Unit $

4. Natalie’s Nails offers a variety of services. Natalie’s most popular service is a full set
of nails with polish, which takes approximately an hour to complete. Her supplies,
including nail polish remover, nail polish, cotton swabs, etc., cost $3.00 per set. She
pays herself $15 an hour. Natalie charges $35 for a full set with polish.

Cost of Goods Sold

Service Business: unit =

Selling Price per Unit: $
Labor cost per Hour: $

# of Hours per Unit: X___ hours=$%
Materials per Unit: $

Cost of Goods Sold per Unit $
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Business Idea Survey

Directions: Refer back to the My Hobbies, Interests and Skills worksheet. Consider the business
opportunities you listed that correspond with your hobbies, interests and skills. Select the business idea
that you would like to develop into an actual business. Answer the questions below.

Business ldea:

1.

What characteristics, interests or skills do | have that will help me in this

business?

Has anyone started this type of business before? If so, give examples.

How can | learn to run this business or who can teach me?

How much time will the business involve?

Who will buy the product/service?

What's my potential for profits?

Am | ready to begin?
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EOU Practice Skills

Directions: Read through the scenarios and complete the calculations to determine the answers. Hint:
Refer back to the Cost of Goods Sold worksheet.

Remember, sales price — cost of goods sold = gross profit per unit.

1.

CJ’'s Sweets manufactures chocolates and sells them by the box. Each 1lb box
of chocolates sells for $18.00. CJ pays her friends $6.00 an hour. It takes two
people one hour to produce a box of chocolates. The box, ribbon and tissue
materials cost $3.50.

What is CJ’'s Gross Profit per Unit? $

Benita’'s Beads and Baubles sells glass beads collected from all over the world.
The beads are sold in bags, which Benita buys from the manufacturer for $15 per
bag. Retailers must purchase one dozen bags at one time from Benita for $300.

What is Benita’s Gross Profit per Unit? $

Philippe’s Photocards sells poster-size laminated photo cards of a variety of
wildlife, seascapes, celebrities, national parks, etc. Philippe buys the photo cards
from a wholesaler for $300 per 25 cards. He sells each card to his customers for
$22.00 a card.

What is Philippe’s Gross Profit per Unit? $

Natalie’s Nails offers a variety of services. Natalie’s most popular service is a full
set of nails with polish, which takes approximately an hour to complete. Her
supplies, including nail polish remover, nail polish, cotton swabs, etc., cost $3.00
per set. She pays herself $15 an hour. Natalie charges $35 for a full set with
polish.

What is Natalie's Gross Profit per Unit? $

Which business has the highest Gross Profit per Unit?
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If Only...

Part I: Take a few minutes to think about things/problems that annoy you. List the problems on the left-
hand side of the worksheet. Then go back and consider a business solution for each of the problems
listed and write them in the appropriate space.

Problem Business Solution
1. 1.
2 2
3 3
4 4

Part II: Consider the following situations and think about what business you would start in response. List
your solution in the appropriate space.

Situation Business Solution

1.The population of people over 1.
60 years of age is increasing steadily.

2. A new sports arena is being built in 2.
your town.

3. Recent studies indicate that childhood 3.
obesity is a major health problem.

4. The local parks system has banned all 4.
animals.
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Business Category Game

Directions: Write the name of the business category in the appropriate space. Choose four letters from
the alphabet and write one letter at the top of each column. Then, fill in as many spaces as you can with
a product or service that fits the category and begins with the letter at the top of each column.

Business Category,

Letter:

Business Ideas:

Business Category,

Letter:

Business Ideas:

Entrepreneurship: Starting a Business 1.5 Opportunity Recognition Page 25





Business Category

Letter:

Business Ideas:

Business Category,

Letter:

Business Ideas:
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SWOT Analysis

Directions: Read the following business opportunity and complete a SWOT analysis.

Business Opportunity:

In the past two years, you have noticed that more and more of your friends like to drink coffee products.
You are not particularly fond of anything but Dr. Pepper, but every day you see more students coming to
high school carrying specialty coffee drinks from a variety of major chain coffee shops. The school
cafeteria does not offer anything but hot chocolate and is only offered November through February. The
school store only offers bottled drinks and is not open before school or during lunch.

Your brother works in a local coffee shop and has been thinking about starting his own business. He is
looking for a good location for his own coffee cart. His boss is willing to provide your brother with a
reasonable lease on a cart, products at wholesale and only wants 25 percent of the profits. Your brother
approaches you about the idea of putting his cart in your high school and he has offered you the
opportunity to work the cart. He is asking you to invest money and time in the business. You decide to
evaluate the business by conducting a SWOT Analysis.

Strengths Weaknesses Opportunities Threats

Based on your analysis, is this a good investment of your time and money?
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Opportunities are Everywhere!

Directions: Entrepreneurial thinking requires that you view the world differently. You can learn to view
situations from a different perspective by observing and listening carefully. Business opportunities are
everywhere; you just have to learn how to recognize them when you come across them. You can use
this activity to practice. No need to write complete sentences, just jot down your ideas and observations.

1. Check out your community. Are there problems that people are always
complaining about? Can you think of a creative way to resolve the problem?

2. Check out your friends. How do they use certain products? Do they have to
make adjustments? Do they use them for other purposes? Do you have an idea
for a more convenient use?

3. Do you have younger brothers and sisters? What annoys them? Is there a
business idea that would meet their needs/wants that would also meet other kids
their age?

4. Do you have access to people aged 65 and older? Is there something that
annoys them? Can you think of a way to resolve their issues that would also be
a good business idea?

5. Random Observations:
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Idea Investigation Worksheet

Media used:

a Internet URL:

u Magazine:

a Newspaper:

Root of Opportunity:

a Problem:
a New Law:
a Trend:

a Invention:

(N Technological Advances:

(N Unigue Knowledge:

Business Opportunity:

Team Members:

Teacher Approval:

Date of Presentation:
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Avoiding the Ten Taboos —
Ground Rules for Creative Thinking

Directions: Below is a list of 10 negative thoughts than can sabotage our creativity. How can you turn
these negatives into positive “ground rules” to follow in the upcoming breakthrough thinking exercises?

1. There’s one right answer. » 1.
2. Our answers must be logical. » 2.
3. We must follow the rules. » 3.

4. Our ideas must be practical. » 4.

5. Play is frivolous. » 5.
6. That’s not my area. » 6.
7. We can’t be foolish. » 7.

8. Avoid ambiguity. » 8.
9. To err is wrong. » 9.
10.  I'm not creative. » 10.

Source: Adapted from A Whack on the Side of the Head.
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Imagination Gone Wild

Directions: Number your page from 1 to __, depending upon your teacher’s instructions. Listen carefully
as your teacher poses the question. There are NO right or wrong answers. Expand your mind and allow
yourself to think creatively as you did when you were 5 years old. Have fun!
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“The Jeopardy Effect”
(For Defining Problems)

“I'll take problem-solving
for $400, Alex.”

When the Right Questions Produce Winning Answers!

STEPS:
e Asking journalistic questions to help you pinpoint the cause.
e Applying innovative strategies to create ways to solve the problem.

SAMPLE ISSUE:
Students are cranky in the cafeteria line.

Who? Who is cranky?
People seem to take turns.

What? What is it like when students are cranky?
It’ is not fun. The attitude is contagious.

When? When are they cranky?
The last lunch period, usually.

Where? Where are they cranky?
In the cafeteria line.

Why? Why are they cranky?
They don’t have enough time to eat and the good stuff is
usually gone.

How? How are they cranky?

They're rude to each other.
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“The Jeopardy Effect”

Cause: People are cranky the last lunch period of the day because they don't
have enough time to eat and the good food is usually gone!

How do you make people less cranky during the last lunch period?

Solutions:

1.
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“Sum of Its Parts”

STEPS:
1. Identifying the problem/issue
2. Breaking it down into characteristics or elements
3. Listing possibilities for each element
4. Trying various combinations to find possible solutions

SAMPLE ISSUE:

1. What kind of Homecoming party should we have?
2. The elements: time, location, attendees, food, drinks, activities

3. The possibilities:

Timeframe Location Attendees Food Drinks Activities
Morning Parking lot Upper-class Desserts Coffee Talent show
Noon Cafeteria All students Hot dogs Lemonade Games & prizes
Afternoon Hotel Dates only Catered Soft drinks Stand-up comic
Evening City park No dates BBQ Punch Dance contest
Appetizers
4, The combinations: make a choice from each column and list those

combinations for later evaluation.

e Afternoon + City park + No dates + BBQ + Soft drinks + Games & prizes

REMEMBER:

Suspend evaluation until after combinations are listed.

Evening + Cafeteria + Upper-class + Desserts + Coffee + Dance contest
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“Sum of Its Parts” - Practice Sheet

The Possibilities

The Combinations
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STEPS:

“Reversing the Question”

1. Stating the problem/issue

. Restating it in the opposite

2
3. Brainstorming on the opposite problem/issue
4

. Translating responses into positive solutions

SAMPLE ISSUE:

1. Stating: How can we deliver excellent customer service at the School Store?

2. Restating: How can we deliver terrible customer service?

3. Brainstorming:

Overcharge customers

Don’t restock until the end of the day
Know nothing about our products

Be rude

Act as though customers are an imposition

Ignore customers

4. Translating

REMEMBER:

Know the correct prices and count back change

Keep correct inventory on hand and anticipate special events
Be knowledgeable about our products

Be polite

Let the customers know they are valued

Greet customers promptly and stop talking among ourselves

Translations may need to be defined further. Suspend evaluation until after
translations are completed.
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“Reversing the Question” - Practice Sheet

Stating

g

Restating
Brainstorming
Translating
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7

“Inquiring Minds Want to Know”
??

STEPS:
1. Identifying the problem/issue

2. Asking structured questions to help see the problem/issues differently

3. Recording possible solutions

SAMPLE ISSUE:

1. Identifying: Staplers do not always work properly.
2. Asking:

e  What other product/problem is like this? (Adapt)
e  What could be added to this product? (Magnify)

e What could be used instead of this product? (Substitute)

3. Recording:
. Adapt? Fastens paper together without using staples/stapler?

. Magnify? Enlarge the top of the stapler so it fits the hand better?
. Substitute? Manufacture staplers from other materials, such as

cardboard, plastic or wood?

REMEMBER:

These are just a few kinds of questions and action words that may be used. For
more ideas, turn the page.
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“Ideas for Inquiry”

Adapt?
Transpose?

Modify?
Reverse?

Flatten? Minimize?
Unify?

Rotate? Substitute?
Invert?

Divide? Lighten?
Squeeze?

Protect? Freeze?
Dissect?

Abstract? Combine?
Segregate?

Separate? Repeat?
Distort?

Eliminate? Symbolize?
Reverse?

Submerge? Thicken?
Add?

Magnify? Increase?
Complement?

Multiply? Centralize?
By-pass?

Duplicate?
Subdue?
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“Inquiring Minds Want to Know” - Practice Sheet

Identifying

& D

Asking and Recording
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Brain Stretches

Directions: Creativity can be learned, strengthened, enhanced and effectively applied to everyday living.
However, it takes practice to open your mind! These brain stretches have been designed to give you a
mental workout. Have fun!

Age Isn’t Just Another Number
Feeling young? Feeling old? Figure out how old you are in days, months and dog, cat
and elephant years!

Alphabet Soup

Use the alphabet to stir up those creative juices! Select a category such as food,
animals, destinations and song titles. Use the alphabet as a naming tool for the first
letter of the item. For example, if the category is food, A = artichoke,

B = baklava, C = chocolate and so on.

Be a Part of the Idea Generation

No matter your age, you can be a member of the Idea Generation. Find a small
notebook and a pencil or pen. Put your notebook in your back pocket, purse or
backpack —anywhere that it's handy all day long. Record every idea that pops into
your head for the next two days. Don’t evaluate your ideas just jot them down.

Heads or Tails?

When was the last time you took a different route to school or to a friend’s house? Grab
a penny and at each point along the way that you have to decide to go left or right, flip
the penny and go in the direction determined by heads or tails. Take a moment to
discover what's new in the view!

A Picture’s Worth a Thousand Words

Can't find the right words to describe you or your dreams? Gather some magazines,
scissors, glue and a big poster board. Cut out the images that describe you and/or your
dreams and create a collage story.

The Rest of the Story
Try your hand at writing the rest of the story! Read an article or a story about three-
quarters of the way through. Stop. Now, write your own ending.

Sandwich, Smamwich

Tired of the same old peanut butter and jelly sandwich? Create a new menu of
sandwiches by considering all of the possible combinations. Go one step further and try
out some of your new concoctions.
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Brain Stretches

We're Going on a Walk...

Pack your mental baggage and get ready to lead a group on an adventure. Take a
deep breath and imagine leading an expedition to a far-away place. Who's in your
group? What are you all carrying? How long does it take?

Other ideas?
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Who’d Have Thought?

Directions: Research inventions online. Select four that are of interest to you. Write a separate
paragraph detailing the invention and how it met a consumer need.

Invention #1:

URL and Date Accessed:

Consumer Need Met:

Invention #2:

URL and Date Accessed:

Consumer Need Met:
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Invention #3:

URL and Date Accessed:

Consumer Need Met:

Invention #4:

URL and Date Accessed:

Consumer Need Met:
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Invention Contest Worksheet

Directions: Ask yourself, “What need or problem do | have that is not being met by products or services
already in existence?” Now, develop a new invention or product improvement to meet your need! Use
the space below to describe your invention briefly and include a sketch.

To enter the Invention Contest, you will need to use your notes and write a memo detailing your ideas.
The memo must include:

e A name for your product or service

e How the product would work or service would be delivered

e The consumer need it would fill

Provide an illustration of your invention in the box below or on a separate piece of paper. Please staple
the drawing to your memo.

Don't forget to sign up for a presentation date and time.

Unmet Need/Problem:

Invention/Innovation:

Name of Product or Service:
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Pros and Cons of Buying an Existing Business

Directions: Brainstorm the advantages or disadvantages of buying an existing business. Consider a
variety of elements such as customers, suppliers, profits, employees, capital, etc. Complete the
appropriate section based on the assignment given by your teacher.

Advantages to Buying an Existing Business:

1.

Disadvantages to Buying an Existing Business:

1.
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Franchise Pluses and Minuses

Directions: Brainstorm the advantages or disadvantages of owning a franchise. Consider a variety of
elements such as competitive advantage, gain/loss of independence, support and costs.

Advantages of Owning a Franchise:

1.

Disadvantages of Owning a Franchise:

1.
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Business Ownership

Directions: Help Samantha Sour choose a form of business ownership by completing the table. Answer
each question as it applies to each from of business ownership by placing your answer in the advantage
or disadvantage column. In some instances you may have answers in both the advantage and
disadvantage columns.

—~ Sole Proprietorship
2
V Luscious Lemonade

(Samantha Sour owns and operates the business herself)

Advantage Disadvantage

Who owns the business
and makes the decisions?

Who is liable?

How hard is it to organize?

Where does the money to
start the business come
from?

How are the profits
distributed?

What happens if the
business loses money?

What is the life span of the
legal structure?
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—~ 5 General Partnership

© 2

Yy Sour & Sweet Lemonade
(Samantha Sour and a partner, Susan Sweet, run and
operate the business together)

Advantage Disadvantage

Who owns the business
and makes the decisions?

Who is liable?

How hard is it to organize?

Where does the money to
start the business come
from?

How are the profits
distributed?

What happens if the
business loses money?

What is the life span of the
legal structure?
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—~ S Corporation

s5

\/ Luscious Lemonade
(Samantha Sour sells stock in her business and hires
employees to assist with business operations)

Advantage Disadvantage

Who owns the business
and makes the decisions?

Who is liable?

How hard is it to organize?

Where does the money to
start the business come
from?

How are the profits
distributed?

What happens if the
business loses money?

What is the life span of the
legal structure?
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—~ &5 Limited Liability Company

© 2

Vg Sweet & Sour Lemonade
(Samantha Sour, Susan Sweet and Sam Slush join
together as members in the company)

Advantage Disadvantage

Who owns the business
and makes the decisions?

Who is liable?

How hard is it to organize?

Where does the money to
start the business come
from?

How are the profits
distributed?

What happens if the
business loses money?

What is the life span of the
legal structure?
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Franchise Opportunity

Directions:

1.

Imagine that you are an entrepreneur seeking a franchise opportunity.

2. Assume that you have financial backing, the necessary educational background and business
experience needed for this business venture.

3. Research and evaluate a franchise opportunity that is of interest to you. Search online at The
Franchise Zone (http://www.entrepreneur.com/Franchise_Zone/FZ_FrontDoor).

4. Use the questions below to evaluate the franchise opportunity. Based upon your research
answer the question: Is this the right franchise for you? Outline your answer in a one-page
report.

Franchise:

Company Background:

10.

11.

What is the total investment?

What is the initial franchise fee?

How much are the royalty fees?

How long has the franchisor been in business?

How profitable is the franchise?

How long is the term of agreement? Is it renewable?

Where is the franchisor seeking franchises?

How many employees are needed to run the franchise operation?
What qualifications must you meet to qualify as a franchisee?
What is the main reason this franchise opportunity interests you?

Additional information:
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Which Form of Business Ownership?

Directions: Imagine that you are a business consultant. You specialize in the area of business ownership
for people who are considering starting a business or growing a business. You have a variety of clients
seeking your expertise. Consider each client’s situation and provide a written response to each client in
the space provided. Remember, the four forms of business ownership include sole proprietorship,
partnership, corporation and a limited liability company.

Client #1:

| am 16 years old and adore little kids. | like to organize special events like birthday
parties for children. | have decided that a great way to earn extra money is to provide
themed birthday parties for a modest fee to families with children. 1 do it all: arrange the
food, supply the music, decorate the party room, play games, give away small prizes
and even play the part of Bingo, the Birthday Clown.

Which form of business ownership do you recommend?

Why?

Client #2

| am 27 years old and have just finished law school and passed the state bar exam. |
am ready to begin my new career as a lawyer. | am not interested in a job with a big
law firm. I'd like to be on my own and | have two friends who are in similar situations. It
takes money to start a law practice. You need computers, fax machines, a copier, etc.
Even in a small firm you might need to hire employees such as a receptionist and
maybe a paralegal. | want this firm to be a success, but I'm not sure | have all the legal
and business skills that | need to pull it off.

Which form of business ownership do you recommend?

Why?
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Client #3

| am 35 years old and have been operating three successful bookstores for five years.
My customers think | have the right mix of books to appeal to younger and older
readers. | have even opened a coffee bar in each of the bookstores and they have
been a big hit. | am thinking of expanding to seven stores. | have identified the new
locations. My two biggest problems are that | do not have enough money to support
this expansion and | am not sure | have the skill to manage seven locations.

Which form of business ownership do you recommend?

Why?

Client #4

My business partner and | are 25 and 26 years old. We run a small but growing
business. We buy auto parts from overseas for American cars. Then we sell the parts
to auto repair shops in five cities in four states and two cities in our home state. We are
now getting requests for our auto parts from auto repair shops in three new states. To
meet this demand, we will need a major expansion of our warehouse facility and we will
need to hire employees.

Which form of business ownership do you recommend?

Why?
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Client #5

| am a 45-year-old agricultural scientist. | have been working for years to develop a
natural egg that is free of cholesterol and low in fat. | have finally completed all the tests
and have received government approvals needed for my new eggs. Up until now, my
work has been simple and | have been my own boss. Now | want to launch my new
product, Eggs You Can Love, on a national scale.

Which form of business ownership do you recommend?

Why?

Client # 6

My college roommate and | have come up with the idea of Dorm in a Bag. We want to
purchase sheets, pillowcases, comforters, blankets and towel sets from a wholesaler
and then package them for resale. Our idea is that for out-of-state students it's a pain to
pack bedding and ship it, so we’ll take care of it and we’ll deliver it right to the dorm the
day the student arrives on campus. We're also thinking about adding a few other items
like cool desk lamps and bulletin boards to our product line.

Which form of business ownership do you recommend?

Why?
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Interview with a Franchisee

Directions: Select a local franchise that is of interest to you. Perhaps it is one of your favorite fast-food
outlets. Maybe you are interested in owning a similar franchise. It could be that the franchise offers a
unigue service. Once you have made your selection, visit the franchise and explain your purpose for
contacting the franchise owner. Set up a 30-minute appointment to interview the franchisee using the
guestions below. Feel free to add questions of your own.

Interview Questions:

e How did you become a franchisee?

e Why did you select the particular franchise you operate?

e What knowledge and skills did you have that helped you succeed as a
franchisee?

e What do you wish you had known before you became a franchisee?

e What are the pros and cons of starting a new business? Being a franchisee?

e What did the franchisor do to help your business succeed?

e How was your franchise financed?

¢ What advice would you give me if | were thinking about buying a franchise?
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Calculating EOU with Variable Costs

Directions: Complete the calculations for each business.
For the Birds hand crafts and sells birdhouses. Each birdhouse sells for $30. For the
Birds uses $6 worth of wood, screws and paint for each birdhouse. The birdhouse

builder values her time at $7 per hour. She can build a birdhouse in one hour. For the
Birds’ cost of goods sold per unit is $

For the Birds packages every birdhouse at the cost of $1 per birdhouse.

Complete the EOU analysis to determine For the Birds’ gross profit per Unit:

ECONOMICS OF ONE UNIT (EQU)
Manufacturing Business: unit = Date:
Selling Price per Unit: $
Supplies/Materials:
Direct Labor ($___x 1 hour)

B H H P

Cost of Good Sold per Unit: $

Packaging: $
Total Variable Costs per Unit: $ $
Gross Profit per Unit: $

Use the EOU to estimate For the Birds’ Total Gross Profit:
Gross Profit per Birdhouse x Number of Units Sold = Total Gross Profit

$  per birdhouse X 10 units sold

$  per birdhouse X 20 units sold

Crazy Caps sells a variety of baseball-style caps. Each cap sells for $15. Crazy Caps
unit of sale is one cap. Crazy Caps pays a wholesaler $48 per dozen caps.
Crazy Caps’ cost of goods sold is $

Crazy Caps pays a 15% commission to several teens who sell the caps at high school
sporting events. The commission is $ per cap.

Complete the EOU analysis to determine Crazy Caps’ gross profit per Unit:

ECONOMICS OF ONE UNIT (EQU)

Retail Business: unit = Date:
Selling Price per Unit: $
Cost Goods Sold: $
Other Variable Costs: $
Total Variable Costs per Unit: $ $
Gross Profit per Unit: $
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Use the EOU to estimate Crazy Caps’ Total Gross Profit:
Gross Profit per Cap x Number of Units Sold = Total Gross Profit

$  percap X 10 units sold

$  percap X 20 units sold

A Picture’s Worth is a one-person service that provides illustrations for children’s
books. The illustrator sells his labor to draw illustrations and also uses materials such
as paint, brushes and paper. The illustrator values his time at $10 per hour. It takes
about 12 hours to complete an average assignment. He uses $3 of paper, paint and
brushes per assignment. A Picture’s Worth’s cost of services sold per unit is

$

A Picture’s Worth pays a 10% commission to his colleagues who refer assignments to
him. The commission is $ per assignment.

A Picture’s Worth charges $220 for an average assignment.

Complete the EOU analysis to determine A Picture’s Worth’s Gross Profit per Unit:

ECONOMICS OF ONE UNIT (EOU)
Service Business: unit = Date:
Selling Price per Unit: $
Paint, Paper, Brushes: $
Direct Labor ($__x 12 hours): $
Cost of Services Sold per Unit: $ $
Other Variable Costs: $
Total Variable Costs per Unit: $ $
Gross Profit per Unit: $

Use the EOU to estimate A Picture’s Worth’s Total Gross Profit:
Gross Profit per Assignment x Number of Units Sold = Total Gross Profit
$  per assignment X 10 units sold =
$  per assignment X 20 units sold =
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Ham on Rye, Hold the Mayo

Directions: Complete the worksheet as you and your fellow students help your teacher determine whether or not his/her sandwich business will be
profitable.

ECONOMICS OF ONE UNIT

Retail Business: unit = 1 ham and Swiss on rye sandwich Date:
Selling Price per Unit: $
Cost of Goods Sold Price Units Quantity Used Cost Each

Ham (4 oz.):

Rye Bread (2 slices):

Swiss Cheese (2 slices)

Mustard (1 0z.)

Lettuce (1 0z.)

Tomato (V4)

Pickles (3)

Direct Labor ( min.)

Total Cost of Goods Sold per Unit: $ $

Other Variable Costs

Napkin:

Paper Wrapping:

Plastic Bag

Total Other Variable Costs per Unit: $ $

Total Variable Costs per Unit: $ $

Gross Profit per Unit: $

Is the sandwich business profitable?
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Tough Decisions

Directions: You are a business consultant who focuses on helping businesses identify their costs. Over
the past few months, you have noticed that very few of your clients are spending time considering
marginal benefit, marginal cost or opportunity cost. Four clients have recently contacted you asking for
help.

Client A: The Donut Hole

Sam Jefferson owns a small coffee and donut shop. He wants to increase his sales.
He’s considering opening for business two hours earlier every day to cash in on the
early-bird commuters. He estimates that during the two early hours of the day, he will
sell an additional 35 cups of coffee and 10 dozen more donut holes. The additional
sales will add $150 to his daily revenues.

Sam realizes that he will need to purchase additional ingredients to produce another 10
dozen donut holes and 35 cups of coffee. He will need to pay his baker premium pay
for the early morning shift and pay his counter staff overtime for the two extra hours.
Since it's dark in the early morning, he’ll have higher electricity bills. Sam determines
that opening up two hours earlier will cost him $185 a day.

What is Sam’s marginal benefit?

What is Sam’s marginal cost?

Should Sam open up two hours earlier to increase his sales? (Explain your
recommendation.)

Client B: Invest in the Market?

Tiffany Langstaff designs and makes unique silver jewelry with a western flair. Her
business, Hi Ho Silver has been doing reasonably well. She has just been
commissioned to create special gifts for the Western Ball and she will have an extra
$3,000 when she completes the order that she had not been counting on. She has
been considering investing in a retirement plan and this money would get her in the
market sooner. On the other hand, there is a jewelry marketplace in Santa Fe that is
coming up next month. The booth fee, travel expenses, advertising and additional
materials to add more jewelry pieces to her collection adds up to $3,000. Which market
should she invest in?

Outline the opportunity cost for Tiffany:

Would you recommend Tiffany invest in the stock market or the Santa Fe market?
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Client C: Is it a Wrap?

Carla and Manuel met in art class and soon discovered that they both enjoyed
designing greeting cards. When their high school decided to hold a crafts fair, they
decided to start a gift card business. They have been very successful and are able to
keep up with special orders as well as have enough inventory to enter several craft
fairs. Carla thinks it's time to add a new line of wrapping paper to their business.
Manuel isn’'t quite sure that is such a good idea.

Carla figures if they create a line of five designs of wrapping paper they can bring in an
additional $200 in revenue at each of the craft fairs. She estimates that the only
additional costs will be for butcher paper, additional paints and her and Manuel’s labor.
She estimates the total cost to be $100 per craft fair.

What is Carla and Manuel’'s marginal benefit?

What is Carla and Manuel’'s marginal cost?

Should Carla and Manuel add a line of wrapping paper to their business to increase
sales? (Explain your recommendation)

Is there an opportunity cost involved?

Client D: Toes on the Go

Venus Johnson currently works in her mother’s nail salon. Her mother pays her a base
salary and she receives an additional percentage of each of the services she provides.
In addition, Venus keeps 100% of any gratuities she receives. Venus has become
frustrated with her mother because Venus has no control over her time. Her mother
books all of the appointments and many of them are on Saturday morning. Venus is
considering starting her own mobile pedicure business, Toes on the Go. She needs
your help in thinking through the opportunity cost of her decision.

Outline all the things Venus should take into consideration:
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Ham on Rye Sub Sandwich

Directions: Review the Ham on Rye, Hold the Mayo worksheet that you completed in class.
Compare the ham on rye with Swiss cheese sandwich your teacher made in class with a similar sandwich
at Subway.

How much would a similar sandwich cost at Subway?

What is Subway’s approximate gross profit per sandwich?

What kinds of fixed costs might Subway incur in operating a store and making
sandwiches?

What kinds of variable costs might Subway incur in operating a store and making
sandwiches?

If Subway wants to add a new menu item, what concept should they be familiar with in
order to make a decision?
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What's The Benefit?

Directions: Consider each product or service and list all the associated customer benefits you can think
of. Remember, customers buy benefits, not features!

1. Hammer

2. Sun screen

3. Breath mints

4. Backpack

5. Cell phone

6. Google
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Name That Brand

Directions: Identify the product/brand represented by each logo or ad icon.

1. Product/Brand

2. Product/Brand

3. Product/Brand

4. Product/Brand

5. Product/Brand
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Directions: Identify the product/brand represented by each logo or ad icon.

6. Product/Brand

7. Product/Brand

8. Product/Brand

9. Product/Brand

10. Product/Brand
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Identify the product/brand represented by the logo or ad icon.

11. Product/Brand

12. Product/Brand

13. Product/Brand

14. Product/Brand

15. Product/Brand
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Build a Brand

Adapted from: How to Build a Brand, The National Foundation for Teaching Entrepreneurship

1. Choose a name for your business that is easy to remember, easy to
spell, describes your business and establishes your business in the
customer’s mind.

2. Create alogo that symbolizes your business. A logo is a distinctive
company trademark or sign.

3. Develop and maintain a good reputation. Concentrate on the quality of
your product or service. Make certain that when customers hear your
company name or see your company logo they feel good about your
company.

4. Create a brand personality. Consider what statement you want your brand
to make; caring, studious, youthful, playful, expensive, casual, etc? Your
brand personality will help you develop a relationship with your customers.

5. Communicate your brand personality to your target market. Identify what
type of advertising will best reach your target market.
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Putting It All Together
Inventors:
You will have 5 minutes to create a product from the company’s creation station. The
table with the filled lunch sacks will serve as the creation station. You will select one of
the sealed bags, bring it back to your team’s table, empty the bag and create a product
using only the contents of the bag and a limited amount of “product adaptation” material
(masking or duct tape).

You must define the following:
e What is the product?

e What are the important features of the product?

Marketing Consultants:
As the inventors are creating the product, you may observe and take notes but may
NOT speak.

At the end of the inventors’ time, you will have 5 minutes to draft an initial marketing
strategy including:
e Target market (business or consumer)

e Primary characteristics of the target market (age, gender, etc.)

e The4P’s
o Product: Name of the product and unique benefits

o Price: All raw materials and production costs total $5 for initial quantity.
Determine pricing strategy and sales per unit.

o Place: Determine if there are any special packaging and shipping
requirements. Will the product be sold to distributors, over the Internet or
directly through retail?

o Promotion: Describe how you will get the attention of your target market,
demonstrate benefits and convert interest into sales.

Team:

Each team will make a 4-minute presentation to the Board of Directors, which are the
other classmates. The Board will select the top two inventions to be marketed this year
using a secret ballot process.
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Who Are We?

Directions: Develop both demographic and psychographic profiles of your group. Record the
characteristics that group members have in common. Be prepared to compare your group’s results with
those of the other groups.

Demographic Profile:
Name

Age

Marital
Status
Family
Size
Ethnicity

Gender

Profession

Education

Income

Psychographic Profile:
Name

Favorite
Music
Favorite
Food
Political
Viewpoint
Favorite
Leisure
Activity
Favorite Film
Genre
Other

Commonalities:
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Who Are They?

Directions: Look through your magazine. Answer the questions below. Pick a spokesperson to share
your group’s analysis with the rest of the class.

Type of Magazine:

Kind of articles written within:

Products or services being advertised (Describe 2 ads to the class):

Describe ways in which advertisers gain the interest of the readers:

Who do you think the target market is?

Age

Gender

Income Level

Ethnic Group

Education Background

Values
Other:
Other:
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Competitive Analysis

Directions: First, select a successful business in your area. Next, select four competing businesses and analyze each business using the six

points for analyzing your competition discussed in class. Create your own chart or fill in the chart below.

Competitor Price Location Building Strength Weakness Strategy
Facility
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Options, Options, Options

Directions: Read through the scenario and select the financing option that you and your partner prefer.
State your reasons for choosing or not choosing the option. Be prepared to share your reasoning with the
class.

You and your partner have decided to go into business together. After much discussion
and calculation, you have determined that you need $800 to start your business. You
and your partner are meeting today to explore various options for financing your start-up
costs.

Option A:

You are a good bank customer and you know that you and your partner are eligible for a
bank loan. When you checked with your bank loan officer, she told you that you could
borrow the $800 at only 8% interest for 12 months.

How much would you owe with interest?

What happens if your business fails in 6 months?

Is this the option for you?

Option B:

Your partner’s brother has shown an interest in the business. He has suggested that he
is willing to invest $800 in the company for a 51% share in the company. He has some
great ideas and he’s ready to tell you how to run the company.

What would you be giving up in exchange for the $800 investment?

Is this the option for you?

Option C:

You have a part-time job that you were hoping to quit, but you could work for another 12
months and save up your money. Your partner could get a job and save up as well. If

you both worked and saved up the money, you could probably start the business in 8-12
months.

What would you be risking if you wait to open your business in 8-12 months?

Is this the option for you?
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Start-Up Cost$

Directions: Consider the business idea listed on the Business Idea card distributed to your group. Think
about all the costs associated with starting that business. Remember, start-up costs are one-time-only
expenses that must be paid to start the business. Estimate the cost of each item.

Business ldea:

Iltem Estimated Cost

TOTAL
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Pro Forma Cash Flow Statement

Carver Cabinets

Jan Feb Mar Apr May June
Revenues $5,500 $5,000 $5,200 $5,700 $5,800 $5,900
Operating
Expenses
Cost of Goods 2,900 2,600 2,650 3,000 3,000 3,100
Rent 950 950 950 950 950 950
Utilities 150 150 150 150 150 150
Salaries 2,000 2,000 2,000 2,000 2,000 2,000
Advertising 500 500 500 500 500 500
Supplies 20 15 35 50 50 50
Insurance 75 75 75 75 75 75
Payroll Taxes 175 175 175 175 175 175
Other 40 40 40 40 40 40
Total Expenses 6,810 6,505 6,575 6,940 6,940 7,040
Cash Flow $-1,310 $-1,505 $-1,375 $-1,240 $-1,140 $-1,140
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Pro Forma Balance Sheet

Carver Cabinets

December 31, 20—

Assets Liabilities
Current assets Current liabilities
Cash $ 1,500 Accounts payable $13,000
Accounts receivable $9,000
Less allowance for -800 Long term liabilities $15,500
uncollectible accounts Loans payable
Inventory $15,000
Total current assets $24,700 Total liabilities $28,500
Fixed assets Net Worth
Equipment $10,200 Mike Carver $21,505
Less depreciation $-2,195
Furniture $2,300
Less depreciation $ -200
Vehicles $19,000
Less depreciation $-3,800
Total fixed assets $25,305
Total liabilities
Total assets $50,005 & net worth $50,005
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There Has To Be A Way...

Directions: Copy the start-up costs listed on the board. Review each one and brainstorm ways to reduce
or eliminate the cost. Be creative in your approach. Remember, entrepreneurs are able to see
possibilities where others see problems.

Business ldea:

Start-up costs:

Ways to reduce or eliminate costs:
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Personal Financial Statement

ALL ABOUT YOU

Name

Phone Number

Address

Length of Time at Residence

City, State, Zip

Date of Birth

EMPLOYMENT INFORMATION

Employer

Phone Number

Employer Address

Length of Employment

Wage or Salary: Hourly $

Average Hours Worked per Week

Monthly $

Position

Amount of Other Income

BANK RELATIONSHIPS

Bank Name

] Checking L] Savings

Bank Name

] Checking L] Savings

LIABILITIES

Rent

Monthly Payment $

Credit Cards

Balance $

Credit Cards

Balance $

Loans

Car

Other

ASSETS

Cash, Savings $

Balance $
Balance $

Balance $

Money Market $

Other $

Monthly Payment $
Monthly Payment $
Monthly Payment $
Monthly Payment $

Monthly Payment $

Stocks $

Automobile $
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Where Did the Money Go?

Directions: Reflect on your recent spending. List everything you bought and what you paid for each item
in the past five days. Checkmark any items for which you still have the receipt.

Receipt? Item Cost

OOoO000000o0o00O0o0ooooO0oooooooooao
PAPPAPPAPARPAPPPAPBAABD PO PDBHPBPHBH PG

Entrepreneurship: Starting a Business 3.2 Record Keeping Page 78





Recording Business Transactions

Directions: Using the Monthly Record Keeping Journal, record each transaction in the appropriate line on
the journal. When you have finished recording the transactions, total each column.

4/30

5/1

5/2

5/3

5/4

5/6

5/9

5/12

5/15

5/18

5/19

5/23

5/25

5/30

5/31

You and your best friend brainstorm a name for your potential lawn mowing
business and come up with Green To Go.

You and your best friend start a lawn mowing business by each investing $200 to
mow and trim lawns within a 10 block radius.

You buy a used trimmer from your father, Jason Smith, for $20.

You pay Sir Speedy $18.67 for printing flyers advertising your business.

You purchase two pairs of work gloves from Home Depot for $15.95 each.
You get your lawn mower blade sharpened at A-1 Rentals for $13.76.

You hire your best friend’s younger brother and sister to distribute flyers in the
neighborhood. You pay them each $5 per hour in cash and they both work 2

hours.

Two people hire you to mow their lawns for $15 each. You do a great job for
both new customers and receive the fee plus a $5.00 tip for each lawn.

Three new customers contact you and hire you to mow their lawns at $15 per
lawn. You complete all three jobs and get paid. One customer tips you $3.00.

You order business cards from Sir Speedy and pay $8.43 for your order.

You run out of gas and have to fill up a 10-gallon container at Diamond
Shamrock for $2.39 per gallon.

You mow a new customer’s lawn for $15 and trim another customer’s hedge for
$10.

You decide to buy an edging tool since several customers have requested that
you edge their lawns. The edger costs $29.95 at Ace Hardware.

Your first five customers’ lawns are ready to be mowed! You complete all five
lawns for $15 per lawn. You make a total of $20 in tips.

The string on your trimmer breaks and you replace it for $4.50 at Home Depot.
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Business Name:

Monthly Record Keeping Journal

Page of Month: Year:
Date || Check Transaction AMOUNT EXPENSE AMOUNT
or Description - - — - - -
Invoice || (Paid to or Income | Sales Owr!ers O\(vners Advertising || Auto/ || Equipment | Inventory || Supplies || Rent || Misc.
Number Il Received Tax Capital Withdrawal Travel
from) Collected

TOTAL FOR THE MONTH
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How to Make a Deposit

A deposit is money put into an account. You must complete a deposit slip whenever
you want to put money into your checking account. Follow the directions below to learn
how to fill out a deposit slip.

10.

@ O casH p
INCLUDING COINS

Green to Go "
123 Garden way
—X
( : ) List
@ Checks 4I i
DATE Singly I
@ TOTAL FROM REVERSE —k

@—» sug ToTaL P
[] LESSCASH o
RECEIVED )

®

102006012

SIGN HERE IF CASH RECEIVED FROM DEPOSIT

Business deposit slips usually are preprinted with the business name and address.
If the deposit slip is not preprinted, print the business name and address.

Business deposit slips usually are preprinted with the bank routing number and the
business checking account number.

Write the total amount of cash, including coins you are going to deposit, on this line.
Write the amount of each check you plan to deposit on these lines. If you have more
than three checks to deposit, write the amounts of the checks on the other side of
the deposit slip.

Add the checks on the back of the deposit slip and write the total on this line.

Add all amounts listed on the front of the deposit slip together and write the total on
this line.

Write the amount of cash you want back from the subtotal on this line.

Subtract the amount of cash you want from the subtotal and write the new total here.
This is the amount you will add to your register.

Write the date you are making the deposit.

Sign your name on this line in cursive when you want the teller to give you cash
back.
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Business Deposit Worksheet

Directions: Refer back to the Recording Business Transactions worksheet in your Student Guide.
Record your deposits using the deposit slips on this page and the next page. In some instances you may
need to use the back of the deposit slip to list your checks. For this activity, simply total up the amounts
of the checks that you are not able to list separately on the front and write the total in the space labeled
“Total from other side.”

C
Green to Go ey
123 Garden Way Coin

H

E

C
DATE 20 K

Total from other side

SUB -TOTAL
SIGN HERE IF CASH RECEIVED FROM DEPOSIT

Less cash received

WS Youno TOTAL DEPOSIT
’, Americans
Bank 102006012 2530301297
Currency
Green To Go :
123 Garden Way coin
H
E
C
DATE 20 K

Total from other side

SUB -TOTAL
SIGN HERE IF CASH RECEIVED FROM DEPOSIT

Less cash received

Ynun x TOTAL DEPOSIT
/‘ Amtm‘aﬂ& 102006012 2530301297
Currency
Green To Go i
Coin

123 Garden Way

AO0OmMTI

DATE 20

Total from other side

SUB -TOTAL
SIGN HERE IF CASH RECEIVED FROM DEPOSIT

Less cash received

_— TOTAL DEPOSIT
/‘ Amﬂ‘lca“‘" 102006012 2530301297
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Business Deposit Worksheet # 2

Green to Go
123 Garden Way

DATE 20

SIGN HERE IF CASH RECEIVED FROM DEPOSIT

Young
Am(,ncam

Currency

Coin

A0mMI

Total from other side

SUB -TOTAL

Less cash received

TOTAL DEPOSIT

SIGN HERE IF CASH RECEIVED FROM DEPOSIT

/‘ }\i;'}_:?ﬁca ns

102006012 2530301297

Currency
Green To Go :
123 Garden Way Coin

H

E

C
DATE 20 K

Total from other side

SUB -TOTAL

Less cash received

TOTAL DEPOSIT

SIGN HERE IF CASH RECEIVED FROM DEPOSIT

Young
‘ Ame,rlcans

102006012

2530301297

102006012 2530301297
Currency
Green To Go -
Coin
123 Garden Way
H
E
C
DATE 20 K

Total from other side

SUB -TOTAL

Less cash received

TOTAL DEPOSIT
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How to Write a Business Check
Writing a check is a way to give someone money without actually giving cash. When
you write a check, the amount of money written on the check is taken from your account
and given to the person or business. Review the directions below to learn how to fill out
a check.

@ Green To Go @ 1087
, 20

123 Garden Way @

Pay to the @

Order of J $

©

Dollars

?‘ g\%lfr:;glcans @
an
® ©

102006012 2530301297 1087

For

1. Business name and address are usually preprinted.

2. Business checks usually have the bank routing number and the business checking
account number preprinted at the bottom of the check.

3. Checks usually have preprinted check numbers in the right hand corner.

4. Write the date you are writing the check.

5. The name of the person or business you are paying goes on this line. Be sure to
write clearly. If you are writing the check to get cash from your account, write the
word “cash” on this line.

6. Write the amount of the check in numbers and decimals in this box.

7. Write the amount of the check in words on this line. Start as close to the left edge of
the line as possible and fill leftover space with a squiggly line.

8. Use this line to keep track of the reason for writing the check.

9. Sign your first and last name in cursive on this line. Only properly signed checks
can be cashed.
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Business Checking Worksheet

Directions: Refer back to the Recording Business Transactions worksheet in your Student Guide.
Using the checks below, write checks #1001—1009. Fill in the date, the name of the business or person
you are paying, the amount of the check, and make a note of what the check is for on the line available.

Sign the check with your name.

Green To Go
123 Garden Way

Pay to the
Order of

20

1001

Young
Ameru:ans
Bank

Green To Go
123 Garden Way

Pay to the
Order of

20

1002

Dollars

Young
Aml:rlcanb
Bank

Green To Go
123 Garden Way

Pay to the
Order of

1003

Young
Aml:rlcanb
Bank
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Business Checking Worksheet # 2

Green To Go 1001

123 Garden Way
20

Pay to the .
Order of |

Dollars

'{ Young
/‘ Americans
Bank

For

Green To Go 1002

123 Garden Way
20

Pay to the .
Order of |

Dollars

Young
Aerlcanb
Bank

Green To Go 1003
123 Garden Way

Pay to the .
Order of |

Dollars

Young
Aerlcanb
Bank
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Business Checking Worksheet # 3

Green To Go 1001

123 Garden Way
20

Pay to the
Order of | : $

/] Young
‘ Americans
Bank

For

Green To Go 1002

123 Garden Way
20

Pay to the .
Order of |

Dollars

Young
‘ Amcrlcanb

Green To Go 1003
123 Garden Way

Pay to the
Order of | . $

Young
‘ Amcrlcanb
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Business Checkbook Register

Check
Number

Date

Paid to? or Deposit

For what reason?

Balance Forward

Subtract check -
Add deposit +

Balance

Subtract check -
Add deposit +

Balance

Subtract check -
Add deposit +

Balance

Subtract check -
Add deposit +

Balance

Subtract check -
Add deposit +

Balance

Subtract check -
Add deposit +

Balance

Subtract check -
Add deposit +

Balance

Subtract check -
Add deposit +

Balance

Subtract check -
Add deposit +

Balance

Subtract check -
Add deposit +

Balance
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Business Checkbook Register, page 2

Check
Number

Date

Paid to? or Deposit

For what reason?

Balance Forward

Subtract check -
Add deposit +

Balance

Subtract check -
Add deposit +

Balance

Subtract check -
Add deposit +

Balance

Subtract check -
Add deposit +

Balance

Subtract check -
Add deposit +

Balance

Subtract check -
Add deposit +

Balance

Subtract check -
Add deposit +

Balance

Subtract check -
Add deposit +

Balance

Subtract check -
Add deposit +

Balance

Subtract check -
Add deposit +

Balance
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Tips for Business Checking

Writing a Check
Write in ink. Pencil can easily be erased and amounts changed.
Use the correct date on the date line.
Clearly write the name of the person or business after "Pay to the order of."
Write the amount of the check in numbers next to the $.
Write the amount of the check in words on the second line. Write the cents as a fraction
over 100. Example: 25 cents is written as 25/100. Fill in unused space with a squiggly line
so that the check cannot be altered by adding more words.
e Sign the check only when it is completely filled out.

Use the “for” line to write what you paid for.

Using the Checkbook Register
e Record your checks and deposits immediately before or after you make them and keep the
running total up to date to avoid overdrawing the account. Know your balance at all times!

Endorsing a Check
o Do not endorse a check until you are ready to deposit it.

o To deposit a check, use the restrictive endorsement "For Deposit Only," and then write your
business name and account number.

Making a Deposit

o List the total of currency and separately list all checks you are depositing. Record the
customer's name and the amount of each check on the deposit slip so you will have a record
of who has paid you.

e Always get a receipt for your deposits and add the total of the deposit to your check register.
Keep all receipts until you receive your next statement in the mail. If there is a mistake you
will need to show the bank your receipt so they can correct it.

Safeguarding a Checking Account

o Keep blank checks in a safe place like you would do with cash. If checks are lost or stolen,
notify the bank immediately and report the theft to police.

¢ Never sign checks until they are completely filled out.

Destroy any remaining blank checks if you close your account.

¢ When you receive new checks, make sure your account number and other information are
correct.

¢ Notify the bank immediately if you have a change of address.

e Call the bank to stop payment on checks you have written that you think are lost or stolen.
The bank usually charges a fee to do this.

e If you make a big mistake while writing a check, write VOID across the front of the check,
tear up it up and start over with a new one. Write VOID in your checkbook register for the
check number you discarded. If the mistake is small, such as the date, draw a line through
the error, write it correctly and initial any changes.

e Cash or deposit checks as soon as possible. State law requires you do so within 6 months,
but as a rule of thumb, do not wait more than 30 days. Do not accept checks that are more
than six months old.

¢ Do not endorse a check until you are ready to make a deposit.

Carefully review checks received from customers, verifying that the numerical and written
amounts match and that the check is properly signed and dated.
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Locate and circle the categories that are usually listed on a general recordkeeping

journal:

Utilities

Owners Capital
Owners Withdrawal
Rent

Sales tax
Supplies
Travel

Equipment
Miscellaneous

Income
Inventory

Advertising
Auto
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Choosing a Bank That’s Right for You

Name of Bank:

Date Visited:

Name of Person Contacted:

(Attach business card)

Branch information:
v Branch nearest your home:

v Branch nearest your school:
v Number of branches:

Number of ATMs:

Bank Hours:

Are your funds FDIC insured?

Types of accounts available:

Amount of initial deposit required:

Fees:
v Must maintain a minimum daily balance of:
v Must maintain an average daily balance of:
4 Monthly maintenance charge:

Interest
v How much interest do you earn on your account?
v How is interest calculated?

Charges
v Printing checks
v Bouncing checks
v Stopping checks
v Certifying checks

Balance inquiries:
v’ Atteller window

v Over the Internet

v AtATMs

v By phone
Special services:

v Internet banking

Fund transfer by phone

I

v
v Debit card
v Educational classes
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Company Profiles

Directions: Create a separate income statement for each company. Three blank sheets follow this page
for you to use to create the income statements. Review the completed income statements and answer the
guestions at the bottom of the next page.

Company A: Silvia’s Scarves
Silvia purchases 100 hand painted scarves for $8 and sells them for $20 each. Her
total COGS is . Her revenue is :

Silvia pays her friend a 15% commission on everything she sells. This month her friend
sold 45 of the 100 ties. Therefore, Silvia paid her friend $

Silvia’s monthly fixed costs are:

e $25 for utilities (cell phone)
$100 for Salary (Silvia’s)
$45 for Advertising
$10 for Insurance
$0 for Interest
$35 for Rent (storage space)
$0 for Depreciation

Silvia uses 20% to calculate her taxes.

Company B: Pedro’s Pet Care

Pedro provides a pet-sitting and pet-walking service for dog and cat owners. He sells
his service in one-hour blocks for $18. Pedro values his time at $8 per hour. This
month Pedro has sold 45 hours of service. His total COSS is . His
revenue is $ . Pedro pays his customers a $5
referral fee for every customer they help sign up. This month he received 3 referrals.
Therefore, Pedro paid out $

Pedro’s monthly fixed costs are:

$18 for Utilities (cell phone)

$0 for Salaries (figured into COSS)
$10 for Advertising

$15 for Insurance

$0 for Interest

$0 for Rent

$0 for Depreciation

Pedro uses 15% to calculate his taxes.
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Company Profiles, page 2

Company C: Gina’s Gems

Gina designs and makes wooden bead and stone necklaces. Gina sells each necklace
for $25. This month she sold 60 necklaces. She purchases her beads and stones and
has determined that each necklace uses $4 in materials and supplies. She pays herself
$8 an hour. Each necklace takes Gina 1.5 hours to make. Her total COGS is

. Her total revenue is $

Gina’s monthly fixed costs are:

$35 for Utilities

$0 for Salaries (figured into COGS)
$40 for Advertising

$15 for Insurance

$15 for Interest (loan from mother)

$30 for Rent (space at local bead store)
$0 for Depreciation

Gina uses 20% to calculate her taxes.

Which business is doing the best? How do you know?

Which business’ gross profit represents the greatest percentage of sales?
Note: Prove your answer by creating a percentage analysis for each company
and use sales as 100%.

List each business’ ROS:

Sylvia’s Scarves:

Pedro’s Pet Care:

Gina's Gems:
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Income Statement Template

Name of Company: Time Period:

Sales/Revenue: $

Variable Costs
Cost of Goods/Services Sold
Total Labor/Wage Costs: $
Total Supplies:
Total Cost of Goods Sold: $

Other Variable Costs:
Commission: $
Shipping:

Total Other Variable Costs $

Total Variable Costs: $

Gross Profit: $

Fixed Operating Costs
Utilities: $
Salary:
Advertising:
Insurance:
Interest:
Rent:
Depreciation:
Other:

Total Fixed Operating Costs $

Profit: $
Taxes:

Net Profit: $
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Income Statement Template #2

Name of Company: Time Period:

Sales/Revenue: $

Variable Costs
Cost of Goods/Services Sold
Total Labor/Wage Costs: $
Total Supplies:
Total Cost of Goods Sold: $

Other Variable Costs:
Commission: $
Shipping:

Total Other Variable Costs $

Total Variable Costs: $

Gross Profit: $

Fixed Operating Costs
Utilities: $
Salary:
Advertising:
Insurance:
Interest:
Rent:
Depreciation:
Other:

Total Fixed Operating Costs $

Profit: $
Taxes:

Net Profit: $
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Income Statement Template #3

Name of Company: Time Period:

Sales/Revenue: $

Variable Costs
Cost of Goods/Services Sold
Total Labor/Wage Costs: $
Total Supplies:
Total Cost of Goods Sold: $

Other Variable Costs:
Commission: $
Shipping:

Total Other Variable Costs $

Total Variable Costs: $

Gross Profit: $

Fixed Operating Costs
Utilities: $
Salary:
Advertising:
Insurance:
Interest:
Rent:
Depreciation:
Other:

Total Fixed Operating Costs $

Profit: $
Taxes:

Net Profit: $
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Business Name:

12-Month Income Statement

Month1 Month 2 Month 3 Month 4 Month 5 Month 6Month 7 Month 8 Month 9 Month 10 Month 11 Month 12 [Total Year 1

Units Sold*

Unit Selling Price*

Sales/Revenue

Total Cost of Goods
Sold

Total Other Variable
Costs

Total Variable Costs

Gross Profit

Total Fixed Costs

Profit
o Total Sales/Revenue = Units Sold x Unit Selling Price
Less Taxes
. Total Cost of Goods or Services Sold = Units Sold x Cost of Goods or Services Sold per Unit (20%)
o Total Other Variable Costs = Units Sold x Other Variable Costs per Unit
) Total Variable Costs = Total Cost of Goods or Services Sold + Total Other Variable Costs Net Profit
o Gross Profit = Total Sales — Total Variable Costs
o Total Fixed Costs = Total of USAIIRD * Units Sold and Unit Selling
] ] ) Price are not part of the
o Profit/(Loss) = Gross Profit — Total Variable Costs Income Statement but when
o Taxes = Profit x .20 (estimated) g:lléf/lg gvté)r?lf éher give Total
o Net Profit = Profit — Taxes
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Negotiation Situations

Directions: In your group, brainstorm all the situations in which an entrepreneur may need to negotiate in
order to do business. For example, if an entrepreneur is renting space for his or her business, he/she
may need to negotiate the terms of the building lease.

Think of as many situations as possible!
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Elements of a Contract

A contract is a legally binding agreement between two or more persons or parties. As
an entrepreneur, you will enter into contracts as you start and operate your business.
For a contract to be considered legally binding, certain elements must be included.
These elements are:

> Agreement
This occurs when there is a meeting of the minds. Each party must be clear as
to the essential details, rights and obligations of the contract.

» Consideration
If the other party is to be held to the contract, you must give up something in
exchange. No party can have a free way out or the ability to obtain something of
value without providing something in exchange. Money is the most common
form of compensation, but it can be property, giving up a right or valid claim,
making a promise to do or not to do something or anything of value.

» Capacity
For a contract to be valid, each party must have the capacity to enter into it.
Most people and companies have the sufficient legal competency. An
intoxicated, drugged or mentally impaired person has impaired capacity and
chances are a court may not hold that person to the contract. Minors (i.e.,
usually individuals under eighteen) cannot generally enter into a binding contract
without parental consent, unless it is for the necessities of life, such as food,
clothing or student loan contracts.

» Legality
Agreeing to perform an illegal or illicit act is not consideration and the contract is
void.
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Sample Contract

Directions: Based on the issue assigned, your group will draw up a sample contract. Pay close attention
to the elements of a contract and be sure to include them in your sample contract.
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Competition: Who Wins?

Directions: Consider the role your group has been assigned. Develop a strong argument supporting your
viewpoint. You will have approximately 5 minutes to state your viewpoint at the city council meeting.
Once all parties have been heard, you will have approximately 3 minutes for rebuttal. The city council will
make a decision to either allow the big-box store to build or not. Good luck!

The scenario: The community is a suburb of a metropolitan area. Small businesses
line the main street of the business district. A big-box store has applied for a permit to
build a superstore in an undeveloped area approximately one mile from the main part of
town. The city council is considering preliminary approval. The small business owners
are up in arms. The big-box store considers this town to be a prime location. The city
council meeting is tonight.
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So What's a Little Sharing Among Friends?

Directions: Consider the question: “Is it okay to download music from ‘free’ sites on the Internet or burn a
CD for a friend?”

Based on the role your group was assigned, develop either an affirmative position or a negative position
and list your major reasons. Develop a two-minute opening statement stating your group’s position. In
addition, develop a one-minute closing statement that is persuasive.
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