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Unit Guide — Small Business EE

Small Business

This apprenticeship gives students the chance not to take the world as it comes, but make it the way they
wish it would be. They will begin to see every aspect of a business not as a “given” but as a choice that
the owner made, which they will be equipped to improve on. With the guidance of local business owners,
they will learn how to settle upon a successful business ideaq, create a brand, devise marketing strategies,
plan their budget to make a profit, and make a formal presentation to loan officers to “apply” for their
start-up loan. Through structured group work, this class builds investment and ownership in shared ideas.

Standards and Objectives

Citizen Schools Unit Standard #1: Citizen Schools students will Citizen Schools Unit Standard #2: Citizen Schools students will use
demonstrate an ability to work as a member of a team. a problem solving process to approach an issue systematically.
Lesson Objectives Lesson Objectives
o Give and receive constructive feedback . Identify the problem to be solved and the process being used to solve it
e Adapt to varied roles, job responsibilities, schedules, and contexts *  Summarize the steps to solving a problem in a specific context area of
. Exercise flexibility and willingness to be helpful in making necessary expertise
compromising to accomplish a common goal . Observe a situation in order to describe the problem and identify steps to
. Assume shared responsibility for collaborative work solve it
. Explain the value of contributions made by each team member . Use brainstorming, small group discussion, research, and evidence/data to
. Comprehend when it is appropriate to listen and when to speak propose solutions

. Create a solution that solves the presented problem

Guiding Questions

=  What does it mean to be the employer, not the employee; the one making decisions, not the one receiving them?
=  If you could make start any business, what would it be?

= How can you overcome the challenges of limited time, space, and money, and still make a profit?

Assessment (WOW!)

Citizen Schools students will make an effective oral presentation. They will present a business plan with a professional,
polished, and confident feel, and make a sales pitch for their business to a panel of experts from the community. The panel
may include a representative of a government grant program, a representative of a private foundation, or professionals
from the financial community, especially a loan officer from a bank or credit union.

Basic Unit Plan

Week Connections to Standard/WOW! Week Connections to Standard/ WOW!
1 Understand the importance of making your business 6 Figure out business costs and sources of income.
“unique.”

Observe and act out the challenges small businesses face Calculate the profit and profit margin of the business.
and brainstorm solutions to meet them.

3 Decide on 4 business ideas; divide into 4 groups. 8 Present to class how to maximize profit margin.
Make your business stand out from the competition. Type previous information for books; draw color logo.

5 Design a logo and devise a marketing strategy. 10

Rehearse presentations with visual aids and books.
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Small Business

UNIT CONTEXT / BIG IDEA

Students use math skills to calculate costs and prices, profit and
profit margin, and geography skills to choose the best location for
A their business. They learn the importance of using these school
I longterm  sybjects to succeed in the business world.

Mid-term
Short-term
CS program
SHARED GOALS
If you teach this unit successfully,
= Students will be proud to show off the business they call their own.
= Students will have practice finding percentages and ratios.
P
chfgggd = Students will report to their parents and friends with equal
enthusiasm about the business they are going to starf when
they're adulfs.

TIMELINE OF SKILLS

» Students practice math skills when finding costs and

deciding what price to charge based on the profit margin

Academic 21%Century

Skills Skils they are aiming for.

College
Readiness
Skills

IMPLEMENTATION NOTES

» Computers are helpful but not necessary.

" This apprenticeship works best if the Citizen Teachers are local small business owners—the more a part of the
neighborhood the CTs are, the more invested students will be. It makes a difference for them to say, "yeah, my mom
goes to your store,” or, "I know you; | buy coffee from you!”

" Involve businesses in the apprenticeship within walking distance of the school to facilitate (freel) field trips.
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LESSON PLANS AT A GLANCE

Week Lesson Objectives Activities WOW! Prep
Which of your objectives will be taught Hc.>o.k: Teachback.from fair Understand the
in this lesson? Mini-Lesson: Decide your importance of making
e assume shared responsibility rolej ) your business “unique.”
for collaborative work Activity 1 Employer
1 * identify the problem to solve Exp'e.ctat|ons
(starting a viable small Activity 2: Employer
business) and the processes Harjnd.book )
being used to solve it Activity 3: Leadership .Style
(research, branding, Check fqr Un('jerstandmg:
marketing, budgeting) apprenticeship structure
Hook: Make it unique
Observe a situation in order to Mini-Lesson: Business
describe the problem and challenges Observe and act out the
identify steps to solve it. Activity 1: Make Postnet cha{/enges small
identify the problem to solve unique busmessesface qnd
2 (starting a viable small Activity 2: Pricing brainstorm solutions to
business) and the processes Challenge meet them.
being used to solve it Activity 3: Customer
(research, branding, Service Challenge
marketing, budgeting) Check for Understanding:
Challenges and Solutions
Comprehend when it is Hook: Business Idea
appropriate to listen/speak Mini-Lesson: Location and Decide on 4 business
Give/Receive constructive Market ideas; divide into 4
feedback Activity 1: “Sell” your groups.
Exercise flexibility and shoes
3 willingness to be helpful in Activity 2: Form business
making compromises to groups
achieve a common goal Activity 3: Choose location
Use brainstorming, small Check for Understanding:
group discussion, research, Constructive Feedback,
and data to propose solutions Business, Location
Adapt t od roles. iob Hook: Prep for field trip
apt to varied roles, jo P . ; )
responsibilities, schedules, ls\il;glé_;zsson. Marketing Make your business s.tc.md
and contexts = ) out from the competition.
Activity 1: ID marketing
Observe a situation in order to tools at Hava Java
4 describe the problem and Activity 2:Act out customer
identify steps to solve it service
Activity 3: Discuss
competition

CFU: Marketing for your
business
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LESSON PLANS AT A GLANCE

Week Lesson Objectives Activities WOW! Prep
Assume shared responsibility Hook: Favorite brand
for collaborative work Mini-Lesson: Branding is
Use brainstorming, small making a personality Design a logo and devise
group discussion, research, Activity 1: Branding for a marketing strategy.
5 and evidence/data to propose your business
solutions Activity 2: Business names
Activity 3: Logos
Activity 4: Marketing
Strategies
Check for Understanding
Identify the problem to be Hook: New CT intro
solved and the process being Mini-Lesson: Costs,
used to solve it Incomes, Profit Figure out business costs
Summarize the steps to Activity 1: and sources of income.
6 solving a problem in a specific Expenses&Income for
context area of expertise restaurant
Activity 2:
Expenses&Income for your
business
Activity 3: Make a Profit
Check for Understanding
Hook: Fixed, Non-Fixed
Create a solution that solves Costs teachback
the presented problem Mini-Lesson: Profit vs. Calculate the profit and
Profit Margin profit margin of the
Activity 1: Budget Sheets business and present
7 Activity 2:We/You Do budgets to class.
Budgets
Activity 3: Presentations
Check for Understanding:
Costs and Profit [Margin]
of your business
Creat lution that sol Hook: Bulk is Cheaper
tr::apreeies:t:dlg:obl?ar:o ves SIVIclar::e-Lesson: Economies of Prese‘enf to clas.s how t?
Give and receive constructive Activity 1: Find Profit maximize prof/t.margm
feedback } . through increasing sales.
8 Margins with larger sales

Activity 2: Presentations
Check for Understanding
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LESSON PLANS AT A GLANCE

Week Lesson Objectives Activities WOW! Prep

* Give and receive constructive Hook: New CT intro
feedback Mini-Lesson: Tagline,

e Use brainstorming, small Mission Statement Make a tagline, mission
group discussion, research, Activity 1: Final logos statement, final color

9 and evidence/data to propose Activity 2: Create taglines logo. Type previous
solutions Activity 3: Write mission information for books to
statements use at WOW!

Check for Understanding: 1
rep. per group types info.

Hook: Drama warm-up:

¢ Explain the value of Funny Voices
contributions made by each Mini-Lesson: WOW! Rehearse presentations
team member presentation expectations with visual aids and
* Adapt to varied roles, job Activity 1: Plan books
10 responsibilities, schedules, presentation roles '
and contexts Activity 2: Rehearse

presentations
Check for Understanding:
Shout-outs and Teachbacks



SMALL BUSINESS APPRENTICESHIP
De Vargas Middle School, Santa Fe, NM Fall 2012

Team Leader (TL): Erin Donohoe
Citizen Teachers (CTs): Bob Vigil, Cecilia GonzalB#dl Weldon, Julie Robinson

Apprenticeship Fair: (10 minute pitch)
Intro: “This is the Small Business Apprenticeship.”

Activity (5 minutes): [show 2 pictures of businesses on the screenjKlad these 2 pictures,

and decide which business you would go to buy dmew pair of running shoes. Why? Take 30
seconds to think about thatMave students vote by raising their hands. Askesitgito raise

their hands and offer why they chose that busir@agle them towards answers like the brand,
the location, whether it's a national chain or ealcstore, what prices they think each store
would have (which would be cheaper, and would ¢thange your mind?)

Pitch (2 minutes): “Be your own boss. If you could start any businegsat would you start?
We’'re going to give you the means to own whatewssiress it is you want to own. Students in
this apprenticeship get to choose a product oliggrfigure out how to market it by creating a
brand, a label, and decide who to sell it to andtvghice to charge. Apprentices also have to run
this business with a limited amount of money agdre out how to make a budget so they get
the most money out of their business and don’taykhupt. At the WOW!, apprentices give a
presentation to a panel of small business owneatdaam officers who decide if their business is
worth investing money in.”

Allow 3 minutes for questions at the end.

Materials (TL will have them set up} A projector, my computer with the 2 PowerPoindes.
“Small Business Apprenticeship” should be writtentbe white board.



Unit Plan

21% Century Skills

Unit Standard #1

Unit Standard #2

Citizen Schools students will demonstrate ai
ability to work as a member of a team.

nCitizen Schools students will use a problem
solving process to approach an issue
systematically.

Lesson Objectives throughout the semeste

Lesson Objectives throughout the semeste
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Give and receive constructive feedba|
Adapt to varied roles, job
responsibilities, schedules, and conte
Exercise flexibility and willingness to
be helpful in making necessary
compromising to accomplish a
common goal

Assume shared responsibility for
collaborative work

Explain the value of contributions ma
by each team member

Comprehend when it is appropriate ta
listen and when to speak
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Identify the problem to be solved and
the process being used to solve it
Summarize the steps to solving a
problem in a specific context area of
expertise

Observe a situation in order to descri
the problem and identify steps to solv
it

Use brainstorming, small group
discussion, research, and evidence/d
to propose solutions

Create a solution that solves the
presented problem
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What does it take to own your own business? (Wé&eksBob Viqil)

Lesson 1: 9/19/2012

o Introduce structure of this apprenticeship avitb will be teaching.

o Establish expectations, and have students jgectassroom procedures.
o What is a small business?

o0 What challenges do we face?

o Explain the final WOW!, and list important steglong the way to it.
WOW! prep:

Students will understand that the WOW! will be aaltvisual presentation to a panel of finance
experts/small business owners, pitching their lrssin

21% century skill objectives:
» assume shared responsibility for collaborative work
» identify the problem to solve (starting a viableadinbusiness) and the processes being
used to solve it (research, branding, marketinggbting)

Hook (10 minutes):

5 minutes: Teach back the part of this apprentipegbu’re most excited about.
5 minutes: Briefly outline structure, weeks, antizen teachers.

Mini-lesson (15 minutes): Deciding your role

Ask: “How many want to be your own boss?—raise ywamds.” Repeat Q: how many want to
be your own boss, raise hands?
Bob: started out thinking, being a small businessey is about being your own boss, realized...
What's important:
(1) what is there a need for: what do | need? Do gikeple need that too?
Take 2 min. to silently write notes: try to comewph 3 things
Teach-backs
(2) What am | good at and what do | like?
Take 2 min. to write a list of 3 things you’re goatdand you like to do.
Teach-backs
Look at your 2 lists and see what could go together
Preview: by & week you'll have an idea for your business, buinfow focus on what YOUR
role is.
Small business owner not necessarily manager, elitmake that assumption in this
apprenticeship.

Activity 1 (15 min): Employer Expectations



Transition: focus on YOUR role. If you are a mamageu set expectations for how employees
should act. In school we have expectations (Teathiwhat the expectations are). Are those true
for employees? What other expectations do you bayeur employees? [volunteer writes notes
on board]

Model: employee handbook. Bob: what's important

transition: how do expectations change from emm@dgeemployer? Bob: structure by giving
some ideas: e.g. Arrival time, quitting time, exteaponsibilities?

Then ask students: what other responsibilities/etgte@ns of employers do you think there are?
[volunteer writes notes on board] [To guide studense metaphor of teachers & students: do
teachers also have to meet those 3 expectatistaaénts? What do they have to do that's
“extra”? What time to you arrive at school? Whatdido your teachers? What time do you
leave? What time do your teachers? How many tesy®od take per class? How many does your
teacher grade?]

Activity 2 (25 min.): Establish Employer Handbookfor expectations, procedures, behavior
guidelines. “As the owner and employer of this hass, | hold myself to these expectations:
...bullet points...signed and dated” (hand out shedts space in middle to write in employer
guidelines)—»bring folders and keep in the room.

Activity 3 (20 minutes). Leadership Style Games Part II

Review: democratic leadership style

Divide into 2 groups. Each group will have 1 leadbe “manager’—and 3 “customers.” The
rest (about 6 per group) are employees. It's theager’s job to get their team of employees to
do their jobs. Every employee will be the perfetpéoyee. (teach back what that means!) We’'ll
do this twice. The first time, employers will follothe instructions written on their card (be
distracted, show up late, sit down and put feeetip) The second time, they will follow the
employer handbook.

e.g. palm reading and data collection (equal nusmbeemployees and “customers”™—in that
case employees should ask age, favorite food, itavby show—but wait for instructions from
manager and materials) manager instructions farddu talk on phone for 3 minutes, tell
employees to wait, talk to employees about somgttutally different, lose track of time...
debrief after round 1: what was hard about beingleyee? About being customer? As
customer, would you recommend this business?

Round 2 debrief: what was hard about being an eyeplemployer? As a customer, would you
come back? Recommend this business to friends?

Check for Understanding (5 min.) parts of the apprenticeship, responsibilitiesmployers,
Preview: what's important when you think about what buséntesstart?

[quote on board]

“If you can truthfully and honestly fill in the bi&s to make this statement true, then you
probably have a good business idea: ‘My __ itiig that s.”

Ex. “My soccer field is the only field that can bsed year-round.”




Lesson 2: 9/26/2012

» Identify several challenges that small businessera/face.

WOW! preparations: Students continue to brainstorm ideas for thesiress, this week
focusing on making a business unique in its comiguBitudents will be able to recognize some
challenges that small businesses face and eacknstwdl generate one idea of a step they could
take to address that challenge and make the bsssnesessful.

Standard:
Citizen Schools students will use a problem solpiragess to approach an issue systematically.

21% century skill objectives:
» Observe a situation in order to describe the prolded identify steps to solve it.
» identify the problem to solve (starting a viableatinbusiness) and the processes being
used to solve it (research, branding, marketinggbting)

Hook (10 min): My is the only that [orsposter on board at
front of room]

(1) 2 min.: think silently and copy this statemdilling in the blanks with your idea.

(2) 2 min.: pair up with the person next to youeCkthat your idea really is the ONLY one--if
not, think of a way to make it more uniqu&p( connection unique-unico

(3) 5 min.: share back: volunteers read their statgs, extend by having them explain why or
how their business would be the ONLY business that.

Preview field trip to PostNet! (5 minutes)

Today we’re talking about challenges that smalifesses face and each of you will be able to...
(refer to the 411 and have students read objegtivesne one problem you might have as a
business owner, and name one step you can take thve that problem so that your business

is successful.

Last week we talked about the challenges of beimgaager and having employees. Today,
we’ll discuss limitations of time, space, and man@ote to self: in budgeting classes we’ll get
to the big picture, which is that the main challelmgvners face is operating costs. Today’'s
objective is for students to notice specifics whichy can refer back to as examples of potential
expenses when they’re working with Bill later iretbemester.)

Have students take an index card and pencil wigmthThey should draw 2 columns: 1 labeled
at the top “challenge” and the other labeled at tio@ “solution.” [Erin: bring 15 index cards,
and a model example to hold up and show--Spanighereverserhroughout the time at
PostNet, ask them during activities, “what’s a daabe you see right now? What's a step you
could take to make sure this doesn’t keep youmessi from succeeding?” Especially stress this
during the debrief of the fragile-cup-drop activity



Walk to PostNet (5 minutes)
Concrete examples of the “problem” of owning andning a small business:

« activity 1 (10 min.): discussion of how to make this business uniqo@&ce congested.
Challenge of growth: Bob has taken on mailbox nenbeit doesn’t have room for them.
Show students temporary mailboxes. For this majllgox get a physical address, unlike
at a PO box. This establishes residency in NMdges, schools, etc. Possible service to
make it unigque: scan mail to let out-of-town boxdewss know what their mail is. Take
student ideas: what’s a way you could make thiguef?

« activity 2 (20 min.): discussion of costs; observe the process of gbraiting, survey
willingness to pay. Detail one service: photo prigt Look more deeply into cost:

o Wwhatis my cost? cost of paper, cost of ink, cdsinoe (and expertise: if you're
the only one who can do this, you can charge meret do you think we should
chargeqErin: bring markers and students can write the lners on brown paper
taped to wall]

o Then what do | charge? Take a group picture; rioiit; discuss pricing.

o What are my competitors charging?

o Survey students: how much would you pay for...Ar@evocabularyprofit (the
money that you make at the enchst(the money you spend making that product
or providing that servicejrice (what you charge the customer). Get 3 teachbacks
from students on definitionfPre-made visuals: profit = price of item - cost to
make it. Price of item = the most that customeesvating to pay.]

o how much would you charge...to whom? Bob: expl&iarging different prices to
different people for various reasons: discountgégular customers, schools,
nonprofits. That's why you do your homework on fe®ple who you want to be
your customers.

« time (5 min.): (opt. if extra time)

o business time: opening hours, days (Sunday?)

o employee time: hours/day, days/week

o problem ex.: employee doesn’t open the store. Carbeek to responsibilities of
owners: Mr. Vigil had to come in and open the stehen he found out no one
was there.

o delivery time for services: ex. when someone ordessness cards--can | really
have them ready in less than a week?

+ activity 3 (25 min.). meeting customer needs:

o getting things to their destination in 1 piece.

o activity (10 min. for group work): split into 3 gups. Each has to pack a fragile
item. Each is given instructions: (group 1) doe$ultow request of customer to
wrap as if it's fragile. (group 2) oops! You rami@n bubble wrap and packing
peanuts because you forgot to order them in advadfmecan either make do
with what you have (paper) or wait until the veagtl 30 seconds before
“shipping” to use bubble wrap and packing peanatedhey’re delivered to you
[by teacher]. (group 3) best-case scenario: youigeoexcellent customer service,
have all materials, have time to complete the t@ska: write these instructions
on slips of paper to give to each group; one im&g



o Test (5 min.): go out back and test in the parkatdpy dropping each package to
see if the fragile cup survives. Which group wilhvand get their package
“delivered” in one piece?

o debrief (5 min.): what were your group’s instrua@ What was hard? what did
you do about it that worked well? what do you wysl could have done ahead of
time? [write these ideas on index cards!] why do tfank group was able
to complete this successfully?

« [Return to DVMS ideally by 5:05 but as late as SflifieededDebrief and check for
understanding: [5-15 min. discussion depending on when we retoinmin. students
write silently, coming up with one answer to eaclestion as per the lesson objectives on
the 411]

o Wwhat was a challenge you noticed that this busifeess?

= e.g. making sure employees come in and the businegen
= e.g. making sure all the supplies you need arereddend ready when you
need them
= e.g. customer satisfaction
= e.g. figuring out what to charge for an item
o how could you solve this problem? what would youidki?
= e.g. give all employees a schedule, give them pbone number
= write in an agenda to make sure all materials edered on time

Alternative activities for any students who dordt/e permission slips signed and
turned in on Wednesday:

Hook will be done in class. ("My is the only that s.”)

After the rest of the class goes to PostNet, reimgistudents will be in the Step Up room (or
remain in the classroom if a floater is able tond them)

Direct Teachwill be to read this article:

Get Down to Business!

Follow these simple steps to become your own boss

By Andrea Delbanco from Timeforkids.com

Becoming an entrepreneur is hard work. But if y@dedicated and have excellent organizationalsskiltan be rewarding:
Sometimes, a small business can grow into a mdiittmidollar company! Neale S. Godfrey, authotdifimate Kids’ Money
Book,shares these tips for starting a successful bssine

Step 1: Have an innovative idea.
Suppose you like dogs, have free time and compassigeople with busy schedules. Why not starbg@alking service?

Step 2: Find out if your business has a chance aicceeding.

Come up with questions and donarket survey. Ask prospective clients about their likes anddse&ind out how much they
would be willing to pay for your services. The respes to your questionnaire will help you decidgoifi should move forward
with your plan. Also, check out the competitiontHére's another dog-walking service in your negghbod, your business has a



smaller chance at success.

Step 3: Compile a business plan and a budget.
A detailedbusiness plansays what product will be sold, how it will be dolvho the customers will be and how much it will
cost to start. Audgetoutlines your finances in detail.

Step 4: Contact potential customers.
Reach out to anyone who might need you. Then, getrla schedule for yourself. Finally, you have tbually start walking
dogs!

Step 5: Keep tabs on your business.
Once your business is up and running, look at hi@xdoing. If you have money left over after yowrsiness expenses are paid,
you’'ve made grofit. You can consider yourself a successful entrepiéne

Activity 1 (10 min.) will be to look up the vocabulary words in boldtire article and define
them on paper. Also define: profit, cost, priceidgnts can do this in pairs.

Activity 2 will be to

(1)split into 3 groups

(2)each group will read a story of a business ow#giis at an easier reading level in English, #2
at a slightly more difficult reading level, and #3n Spanish for a Spanish-speaking group that
should include Lizbeth if she doesn’t have permisgor the field trip)

(3)within their groups they will answer these quast (appoint 1 scribe/group):

1. what is the problem this business owner has® ahallenge does he or she face?

2. what can this business owner do in order toamree this challenge and still have a
successful business? (to scaffold: what can hbeds regularly, as a procedure? what should
he or she do right away?)

(4)each group will have 1 person share back todbkeof the class what the problem was and
their ideas for steps to overcome it. The othesclaembers can add ideas of their own for
solutions.

STORIES TO READ:

1. Marcos wanted to open a restaurant. He thotigike food. I'm good at knowing what kind

of food is popular with people around here.” Sogkeided that since what he likes matches
with what he’s good at, it would be a good busirfesfiim to start. He opened his restaurant
near the Plaza. It was called the Blue Wolf Cafeerlf single dish his restaurant served included
green chili. Most of his customers were tourists] they liked the food and told their friends to
come to the restaurant, but sometimes their frievmldd try to come and get lost and end up at
the Blue Corn Cafe or the Coyote Cafe instead. Tyt really know the difference, though,
because at both of those places, they could betinedtaza and eat dishes with green chili, too.
Marcos’s restaurant was just fine, but he neverthadame customer twice, and hardly anybody
knew about it.



What's Marcos’s problem? What are some challengascds needs to overcome?

2. Natalie has a beautiful hair salon on the coofi€@uadalupe and San Francisco streets, in a
thriving business district of downtown Santa Fer tlestomers all agree that she never charges
too much for a haircut, and most of the time thetyaxcellent quality haircuts, because Natalie
only employs hair stylists with years of experiemg¢e are good at what they do. Her customers
love to spend time at her hair salon, because sterdted it with soft lights, comfortable chairs,
and instead of giving her customers magazinesaw, i=he gives each one a portable DVD
player to watch any movie they want while they wilibwever, lately Natalie has been very
busy, and her business is barely making moneyaVe sioney and to save herself time, she cut
back the hours her business is open. She useddpdreevery day of the week from 8 am to 8
pm, but now, she is only open from Monday to Frittayn 9 am to 5 pm. Suddenly, she lost her
best customers. It turned out that they liked hesitiess because they could come on Saturdays,
Sundays, and evenings, when they didn’t have t&Mider employees are complaining that they
don’t make as much in tips because the best cussotho&’'t come any more. The employees are
threatening to go work at a different hair salorevehthey can make more money.

What challenges is Natalie facing as a businese?What are the problems she has right
now? What can she do to make sure her businessadsssful?

3. “La Bodega de Noruega” es uno de los supermescadhs populares de toda la ciudad,
porque es el tnico que lleva productos europeado €bmundo va alli a comprar el aceite de
oliva, el pan, el queso espariol y francés y mucés que no se puede encontrar en ningun otro
sitio. Los clientes dicen que solamente entrarsensepermercado es una maravilla porque esta
decorado con fotografias de bellos paisajes déd mer Europa. Ademas los precios son bastante
baratos. Lo Unico que hay de malo es que cuandasemi encuentras a nadie que te ayude a
encontrar lo que buscas. Es peor porque muchas laegente que va alli no sabe exactamente
gué quiere o cdmo se cocina esa comida extraj@egesita mucha ayuda en hacer sus
compras. Pero no se ve ningun dependiente casarmel supermercado, y los Unicos que hay
se quedan donde las cajas registradoras y no tamtgagunas preguntas. Solo dicen cuanto
cuestan los productos. El duefio, Andy Flojo, est@sre en su oficina de atras y no tiene la
menor idea de qué sucede en el supermercado. Balet megocio le va bien y que tiene muchas
ganancias(profit) pero no sabe que la clientela se va disminuygodo a poco porque los
clientes estan hartos de no ser atendidos.

¢, Cual es el problema, o cuales son las problerabsedocio “La Bodega de Noruega™? ¢Qué
puede hacer el duefio para aliviar el problema? p@ués tu en el lugar de él?

Assessmen{same as for the field trip group, when groupsrammited at DVMS)



Branding&Marketing (Weeks 3-5, Cecilia Gonzalez)

Lesson 3: 10/3 Market Research

In this first lesson with Cecilia, students willtdamine the product or service to be sold, and
how to conduct market research to pick a succebsfiihess (product/service and location).
Students will be split into 4 groups, each with tnsiness idea.

Objectives (from 21st century skills):
« Comprehend when it is appropriate to listen andnitbespeak
« Give and receive constructive feedback
« Exercise flexibility and willingness to be helpinlmaking necessary compromising to
accomplish a common goal
« Use brainstorming, small group discussion, reseamth evidence/data to propose
solutions (to the problem of location)

By the end of the lesson, students will be able to...
« Work as a group to come up with 4 top ideas feuecessful small business
« Choose a location for my business
- Give and receive 1 piece of constructive feedback

Hook (5 min.)

Write 1 business idea and 1 way it is a good bgsimdea (based on what we’ve learned so far—
making it something you’re good at, something yike,Isomething that you and others need,
and somehow unique.

Mini-Lesson Part 1: (10 min.)

o Vocabulary: product vs. service, what is a market¥o you're selling to: your
potential customers), visibility
o Location is very important to any business. You iahusiness that has
= high visibility
= good access from every direction
o strip malls/shopping centers: why or why not? Ask students.
o Vvs. downtown, where cost of space is higher, baibility is also higher
o do you go with higher rent and higher visibility,maore affordable rent? share
opinions.

Activity 1: (10 min.)



o How to stand out in a competitive market: what nsaj@ur business different
from competitors’? Vocabulary: define direct comifpet (there’s more than one
business with the same products or services)

o Sell your shoes vs. othergveryone has shoes; what makes yours special?

Activity 2: Students brainstorm and come up with 4business ideas, divide into groups (25
min.)

o define “constructive feedback” (about building dea up and making it stronger,
not tearing someone’s idea down) and giving exasyplen-examples of
constructive feedback. You have to say 1 positiweg and why, and 1 thing that
could be improved and how.

everyone read their business idea from Hook

discussion

silent secret vote for 1st choice

divide into 4 groups

if necessary, second round of voting for 2nd cheaceivide groups more evenly

O O O O O

Mini-lesson Part 2 (5 min.)

Cecilia’s direct teach: How to conduct market reskeafind the best location (display map,
introduce GIS)

Activity 3: Choose a location (15 min.)

= choose as a group your location (using GIS San&it€é®n computers)
o figure out who your direct competition is: pick 3dsinesses you're competing
with
= name
= what they offer
= their strengths and weaknesses

Assessment (5-10 min.)

o What was a piece of constructive feedback you ¢ad@y? what made it
“constructive”?

o What is your business?

o Where will you locate it?

o Why did you choose that location?



Lesson 4: 10/10/2012: FIELD TRIP TO HAVA JAVA

The main concepts in this lesson are marketingpousr service, and competition. (Marketing is how
you get customers to come to you, not the conme)iti

Objectives

» Adapt to varied roles, job responsibilities, scHeduand contexts
» Observe a situation in order to describe the proldad identify steps to solve it

3:55 read 411 and introduce today’s “I can” skills

» Learn 3 marketing tools used by Hava Java
» Describe what Ms. Gonzalez can do with competitiert door
» Describe what my business can do to make it difterem competition

[Erin] Hand out interactive note sheets. Explaiatithe WOW! will be a professional presentation and
part of making that presentation is using PowerPainhave a visual. Today they'll fill in the sl&lso
that next week they can simply enter some ofrifésmation into the presentation.

HAVA JAVA FIELD TRIP NOTES 10/10/12
Name:
Marketing techniques

ays that Hava Java can market itself to standroot Green Owl:

(A)NHEUW-&(AJI\JH

Ways that | can market my business so it stand& oot the competition nearby:
1
2
3

4:00 Marketing

Cecilia’s direct teach:

Fill in the first section of the note sheets, “meatikg strategies,” as Cecilia is talking.

Everything is marketing: how you get your customerthe door, how you get people to come to your
business. Marketing is persuasion. Marketing isnting your business.

For example: commercials (TV and radio), sampliffigse sample in the grocery store), ads in the pape
sign on your business, location, knocking on dookntives (e.g. frequent buyer cards), pricing



(undercutting), release dates, grand openingsguithd opening specials, mailers, signs around the
neighborhood (school), giveaways/freebies.
Competition: another business that sells essentially the saatkipts/service that you do

4:10 Go to Hava Java.

Cecilia will show samples, examples of what makasailava unique.

Students will be standing on the opposite sideafd{lava from St. Michael's, away from the newspape
stands, within distance of each other that theydctmuch elbows.

4:20 Activity 1: Identify marketing tools in that situation. Stactt with Cecilia directly teaching and
pointing out a few of the marketing strategies sbes. Then ask questions of students:
“Look at Hava Java. What do you see here thanisuketing tool?’Put a check mark on your notes next
to the marketing strategies you see Hava Java Uséng.
Tools:

*  Word-of-mouth

* Sign

* Etc.

4:30 Activity 2:

Act out the employer-employee-customer role plafl@ava Java. Cecilia with 2-3 students inside at a
time. Erin outside with the others. Some can balitjucontrol” and give feedback on customer seavic
they see. The rest can act out a car. All studeititbe either inside or on the SAME side of Haawd at
a time (non-street side). The driver&passengernshsithe mock customers. We'll act out 2 timesgtim
permitting.

4:45 Debrief - Everyone sits in 2 levels (some on box, othermgittn ground, facing Green Owl) for 5
minute debrief.

* What do customers like about this business? (pesiti
» What could be better that would attract more custasf (improvement, piece of constructive
feedback)

4:50 Direct Competition— Ask students to teach back what direct competit. Refer to examples they
gave last week, like rival Nike shoe stores. Wthikey're sitting, look at Green Owl. Discuss THE
COMPETITION. Cecilia will talk about Green Owl, altchow they're actually not affecting business,
what makes it work. Students will write on shedteotstrategies Cecilia could use to stand out.

5:05Return to DVMS.
5:15 Assessment:

Students will fill out the last slide of their imgestive note sheets, “Ways that | can market myriess so
that it stands out from the competition nearby,itimg three ways.



Lesson 5: 10/17 Branding

Objectives

- Assume shared responsibility for collaborative work
« Use brainstorming, small group discussion, reseaumth evidence/data to propose
solutions

| can:

- Work with my business partners to create a “brdonddur business
« Using examples of brands, and thinking of our lmraaind who our market is, discuss
with my group how we will “brand” our business

3:55 Hook (5 min.): Think of your favorite brand. What do you thinktbat brand? What image
does it have for you?

4:00 Direct Teach: (10 min.)
Branding is the image you put forward, it's thegmerality of your business.
Image is not what customers actually see (for exantipe “image” for Hava Java is not “it's a
small Drive Thru with lots of Halloween decorati®yst's what customers perceive (“the
personality of Hava Java is that it's fun, downetarth, and approachable”).
Example: Kit-Kat bar. What do you think of when yitnink of a Kit-Kat bar? (opt. Sunny
Delite, fallback ex. is Coca-Cola)
We give feedback: we did hear you say... (opinipesceptions)
we did NOT hear you say...(describe how ikkb@mall, brown, crunchy
chocolate bar)

Give an example of something you buy regularljk&taxample)
What's your perception of that product? What do tidok of that product?

Think of your business. In your business, givemugxample of branding. What perception do

you want customers to have of your business? (8ldads needed: how do you want people to
feel about your business? Do you want them todesifortable and at home? Or do you want

them to feel they're in a special place?)

(take 3 responses)



4:10 Activity 1: Branding for your business (15 min)

Take out a piece of paper and pencil. You're geémngome up with 3 perceptions/images you
want customers to have of your business. For eaalye, write 1 thing you’ll do to create that
image. Think of your location. Who will your custers be? Santa Feans? Tourists or
vacationers? What do they want, and what do thegh&hat’s the image you want to show
them.

Break into groups and sit with your business pastnéou’ll come up with these branding ideas
and strategies as a group. 5 minutes to come Uppeitteptions you want customers to have
(left-hand column) and then we’ll come togetheaatass to share.

Allow 5 min. for sharebacks as a class and tofgidbranding” as needed, answer any
guestions, etc.

Branding for your small business

Perception or image customers should halestep you will take to create that perceptlion

1.

4:25 Activity 2 (5 min.)

Sitting in groups but working individually, eachites a potential business name on paper (1
min.) Working as a group, everyone reads their {deain.) Discuss for 2-3 min. Vote within
business groups on a name.

4:30 Direct Teach Part Il (5 min.):



Logos:(Erin will bring pictures)
EX.

Nike swoosh

McDonald’s arches

Olympic rings

Apple

Ask students to suggest more?

4:35 Activity 3: Create a logo (15 min.)
Create a logo. Everyone draws an idea (10 minaresaround your group, discuss, choose one
or come up with something new combining and adgpteas.

4:50 Activity 4: Market that brand (25 min.)
Transition from branding to marketing. Now you haeerr business name, logo, and you've
decided what perception you want customers to bayeur business.

[as a class] Teach back 3 marketing techniques.

Gather together as a group and go around in a&ci@re person will share one marketing
strategy they wrote until all have shared thestfstrategy, then they’ll go around and share their
2nd, then share their 3rd. (5 minutes)

They'll discuss as a group those strategies andsghthe top 3, which they would like to put
into action for their business. (5 min.)

Each group member will be in charge of one of thoaeketing strategies. Make a rough draft of
an ad, a poster, a sign, or write down the scfifit@announcement you will make as a
commercial. (15 minutes to work).

5:15 Assessment: (10 min.)

What is “branding”? Define it in your own wordséomplete sentences.



Business Finances (Weeks 6-8, Bill Weldon)

Lesson 6: 10/24/2012

Materials:
bucket of sand and cup, extra pail (Bill will prdeP?)
~$20 worth of pennies (Erin will provide)

Objectives:

+ Identify the problem to be solved and the processdoused to solve it
« Summarize the steps to solving a problem in a fipexntext area of expertise

« Figure out the costs my business will have to pay
- Explain how I will make those costs balance ouhwiburces of income

3:55 Hook: (5 minutes)

Bill: introduce yourself! Intro to how you came dan your small business. Preview of the next
few weeks: how to make a profit. Share how muchiifpyou make (what %)? How do you make
that happen? (Keep this extremely brief and “hablem...you can provide details throughout
the lesson from your personal experience—thatalsib help keep students engaged. They think
business owners are cool, and you’re already d&sldrom the newspaper ad.)

Students read today’s objectives and agenda fremM14.

4:00 Direct Teach: (15 minutes)

Bill lays out everything we’re doing for the nextn2eks, writing on the board. Choose a student
scribe to write the numbers on the board (make wefee dictating these numbers properly, e.g.
“five thousand dollars” instead of “5k” just becaustudents are learning the “proper” way to
read numbers).

Use the restaurant as the example for the clagmedfxed andnon-fixedcosts.
total fixed costs$5,000 (that includes: rent, ... give a short lst,more than 5 things, and
student will write them on the board) [take a laageount of sand out of bucket, empty into



another pail]

Non-fixed costseach meal costs us, the business owners, $16 dtakipful of sand out for each
meal—Ilabel the cup on the side $10]

we charge $20 (that's the price) [put 2 cupfullsaifid back into the bucket for each meal--have
a student figure out that if the price is 2x thstcthey should put 2 cupfulls back in the bucket,
and have a student actually put the sand in]

Ask students how you find the profit (answer: ttie difference between price and cost)

What is the profit per meal? (if students readitpw and raise hands, call on them, but this is
not the focus of today’s lesson so you can quipkbvide this answer)

How many meals do you have to sell to make a podf5,000 so that you break even? That’s
the question we’ll be dealing with next week. Todag/re figuring out what all the costs are,
and what some sources of income are.

4:15 Activity 1: (10) Expenses and Income for theastaurant

[Hand out pennies and cups. Explain:]--the penyiesstart with in the cup represent the money
you get from your start-up loan from the bank, bhsesof COURSE your presentation to the
bank was excellent and you convinced the bankythat business is going to be successful!
Each penny represents $10. [ask to check for utadetisig: if your business had to cover a cost
that was $100, how many pennies would you take It cost was $1,000, how many pennies
would you take out?]

come up with total costs we need to cover withpasste average meal cost

students still in seats, Bill & scribe at boardidgints supply information of costs

(still for restaurant example)

[For each cost, students take pennies out of thepooportionate to the cost.]

Then, come up with examples of sources of incomainga a student scribe can write these on
the board.

[For each source of income, students put penniels inahe cup]

4:25 Activity 2: (30) Expenses and Income for youbusiness

Break into groups, and by the end of this activiigye come up with the total costs (fixed and
non-fixed) for THEIR business, as well as some segiof income they’ll have.

For non-fixed costs: what'’s the average cost togfogour product? 1st, choose what your
“average product” is, e.g. a dish of enchiladgacket, a Halo game, or a pair of Jordans. How
much will it cost you, the owner, to buy eitherttpeaoduct or the materials to make it? What
about the cost of the time of the employees whiatésgrve it?

[stop group work and get attention to say] Now,tf@t “average product,” what price do you
charge?

Subtract [I can write this on the board] Price gharge -- cost to you = profit per item.

4:55 Activity 3: (20) How to make a profit



estimate how much money they want to make: how nmoahey do they need to generate at
each level of profit:

« how much income needed to break even

« how much income needed to have profit of $1000

« how much income needed to have profit of $2000

« how many of product do you need to sell

Bill- direct teach: economies of scale: (Bill, If groups are finishing this early and easily, teac
this to the whole class. It's more likely that gosuwwill be finishing at different times, though--in
that case, you can teach this group-by-group a&xeamsion to groups that need a little more
challenge!)

5:15 Assessment: (10)

What is one cost your business will have?

What are the total costs your business will haweryemonth?

What is one source of income you will have?

How much of that product do you need to sell eveonth to break even?



Lesson 7: 10/31/2012

Objectives:
» Create a solution that solves the presented problem

| can:
* Find the profit margin of my business and calcutades much profit we’ll make

3:55 Hook:

Students teach back what the two types of cosfsdnatfixed andnon-fixedmean, and give
examples of each.

4:00 Direct Teach:

Quick, 5-minute max. intro:

Define profit marginandprofit. (I will write definitions on posters so studentm refer back to
that visual aid.)

Example (write on board):

Total costs (fixed and non-fixed) = $6500 each rhont

Total income = $10,000 each month

Profit = $3,500

(have a student teach back how we found that)

Profit margin = 35%

Again, distinguish profit (the dollar amount) frgmofit margin (the percent of sales that are
profit).

10-minute direct teach with hands-on applicationdtudents:

Hand out a cup of pennies to each student (sanastaseek).

“Your goal is a profit margin of 35%. That mearfgjau have $10,000, you want to make how
much profit?” (have students find 35% of 10,0003;:580)

“You have 100 pennies in your cup, so each penpresents $100.”

Students take out the equivalent of $6,500. (tf&8' pennies, but have them offer that answer.)
Shake the cup—what’s left? How many pennies? (&5 should reply!) How much money
does that represent? ($3,500) What name do wet@ivet $3,500? (profit!)



4:15 Activity 1:

10 minutes:

Hand each student a budget sheet, and go thropgint iby part, having students read the
sections and if they know the definitions, ask therteach that to their classmates; otherwise,
Bill will explain (in very kid-friendly language Emphasize that this is the budget sheet business
owners use—not d™grader’s worksheet—but we think they can handleitow time for
guestions. | will have one, too, and will model htwafill it in. (Bill, if you can somehow get me

a copy before class, | can draw one up on a ptstgeate a large version we can fill in as an
example).

4:25 Activity 2:
Replace pennies in cups, pass cups to fronts of,rthe person in front of each row puts them
all on the front table. (“*Can we do this in undenthute??”)

5 minutes’ intro to group work, to make sure theyset up to fill out budget sheets with clarity
and confidence:

Have each student think of one non-fixed cost theginess will have, and write that on the
budget sheet. Be as specific as possible! Get thigieafrom each business to share with the
class.

Have each student think of one source of incomie business will have, and write that on the
budget sheet. Still be specific! E.g., Call of DuBjack Ops game. Again, get 1 example from
each business to share with the class.

Split into groups by business. Allow 2 minutes filoving desks, materials, bodies.

Apprentices fill out their budget sheets for tHaissiness, writing in their own costs and sources
of income, being as specific as possible. Th@oise in groups, but every student should fill out
a sheet, and within a group the sheets shoulddbukst identical (the first couple answers may
be different because at first we asked them tdtbfrtheir own expenses/sources of revenue).
To do this they can, of course, talk! Allow 20 niest

2-minute direct teach with 5 minutes’ work timegmoups againHave each group find how
much profit they would make if sales equal $15,866 $20,000. Bill and | will be going
around, making sure each group gets this.

4:55 Activity 3:

5 minute intro:

Explain that the WOW! will be an oral presentatiand at the WOW! Fair, they will be called
on to talk like experts in the field of owning asimess. So, we’re going to start practicing



speaking in front of a group. For today, have oolenteer from each group present to the class
how their business will be successful financiatgch spokesperson will say:
1. the costs of the business
2. the profit margin of the business
3. how much profit the business will make with sabé&
$10,000
$15,000
$30,000
(I will also write up this list on a poster so skeis have something to refer to.)
We’'re looking for strong presentation voices arahding up straight and tall! Each person has 2
minutes to present.

10 minutes for 4 presentations
5:15Move desks back, agssessment

Name 2fixed costsof your business:

Name 2non-fixed costsof your business:

What is your business’s profit margin?

How much profit will your business make if youreslequal $10,000?

PwnNpE



Lesson 8: 11/7/2012

Objectives:

e Create a solution that solves the presented problem
e Give and receive constructive feedback

“I can: maximize my profit margin and practice presenting my budget plan to a group”

3:55 Hook: If you want to get chips for 20 people at a party, which is cheaper: buying 20 single-serving
bags of Doritos, or 2 large party-size bags of Doritos? Which costs you less as the customer at the store?
Which costs the store less?

4:00 Direct Teach: Economies of scale—how profit margin changes as sales increase

It’s cheaper as a customer to buy in bulk, and it’s also cheaper as a business owner to buy in bulk. The
bigger the quantity, the less each individual item costs. If your business is bigger (if sales are bigger),
your cost per item is actually less.

Think of one thing your business will sell—like the typical meal you'll serve, typical video game, etc.

Say that thing (meal, game, etc.) costs you as the owner $10. Then you set the price at $20. What’s your
profit? (510) What’s your profit margin? (50%)

Now say that it usually costs you $10 because you only get 500 of it a month. What if you bought&resold
1,000 a month? If you buy more, it’s cheaper---like bags of Doritos. Now your cost for each is only S5.
You still charge $20, so price=$20. If costs=$5 and price=$20, what’s your profit? ($15) What’s your
profit margin? (75%) Your profit margin is BIGGER when your business is BIGGER. A more technical way
of saying that is if your sales are bigger, your profit margin is bigger.

4:10 Activity 1:

Return last week’s budget sheets. Have students

(1) write typical item sold

(2)write how much that costs you if you buy 500 of it each month

(3)write how much that costs you if you buy 1000 of it each month (ask students to share if that’s going
to be a bigger cost for them or a smaller cost by pointing up or down)



(4)write the price you will charge for that typical item
(5)find the profit you make if you sell 500/month
(6)find the profit you make if you sell 1000/month
(7)find profit margin if you sell 500/month

(8) find profit margin if you sell 1000/month (ask students to check if that’s going to be a bigger profit
margin)

4:30 Activity 2: Oral presentations of plans to increase profit margin

1 person from each group (not the same person as last week) presents their expected monthly profit
and profit margin if sales=(smaller #) and their expected monthly profit and profit margin if sales=(larger
#)

Divide into groups, move desks so you’re all facing each other (2 minutes).

5 minutes for each group to find all that information and prepare their speaker for presentation. 2 min.
more to choose a speaker and allow their speaker to practice.

@4:45, 1 person from each group presents

Students/teachers can give constructive feedback (1 think I liked about it, and 1 way I think it could be
made better)



Creating the Brand and Preparing to Present (WedK®, Julie Robinson

Lesson 9: 11/14/2012

In this lesson we’ll get the last materials readythe books students will be using in their
WOW! presentation on December 5, and build on stisti&nowledge of branding by having
them come up with a tagline and mission statenegrhéir business.

Objectives (from 2T%century skills):
» Give and receive constructive feedback
» Use brainstorming, small group discussion, reseamth evidence/data to propose
solutions

21%-century skills in student-friendly language

| can...
» ...work with my group to make a tagline, mission etaént, and a “pro” logo
* ...give and receive constructive feedback

3:45-3:55students are eating snack, but if snack is delaygethay start the lesson. Either way,
this is the perfect time for you, Julie, to intraguyourself!

Hand out guides to logos, taglines, mission statege
3:55 Mini-Lesson (10 min.)

Julie: From your experience, teach students hoatiog a logo is about creating a feeling/an
emotional response to a business. The tagline, logsion statement are all parts of branding.
Ask students to teach back what branding is—thewlshget something like, “making people
see your business a certain way” or “making afl@eyour business.” Explain that all successful
business now have taglines and mission statensrdghis is something new, so we’re going to
stay on top of the game! Explain: what is a missitatement? Have 2-3 students teach back
what it is in their own words to check for understig.

4:05 Activity 1- Mini-lesson on logo coloring and groups draw logopfep for books (20
min.): Julie, take about 5 minutes to show students poamding guide to colors in logos, and



what feeling each color scheme conveys. | will jievmaterials—markers, colored pencils,
paper—for students to then take 15 minutes to @avcolor their logo. Only 1 student per
group needs to draw; | will ask 1-2 volunteers freath group to be the “scribe” and use this
time to type their group’s business name, owneagi@s, location on the computers (computers
are in the classroom). Julie will go around helpisgheeded, giving constructive feedback! |
will work with students at the computers.

4:30 Activity 2—create a tagline (10 minutes)
Come back to desks, sitting with group members

Julie: briefly defingagline Students: Make a tagline for your businessrtugs, go in a circle
and each person gives an idea, then give eachathstructive feedback on the ideas. Teach
back what constructive feedback is?—"This is somethlike...” and“This is one way we can
make that better...” After getting into groups, stoidehave 5 minutes to come up with a tagline.

4:40 Activity 3— Mission Statements (15 min:)Still sitting at desks in groups, work together
to create a mission statement. Have each groupgragpperson to write it neatly on paper. [l
will type it up for the books.] Instruct them agadiit wasn’t clear—whatis a mission statement?
How do you create itFlow longshould it be? Have students teach back. Each drasip
minutes to brainstorm, then 5 minutes to write asmoin statement out neatly in complete
sentences. (Julie and | will walk around to checleach group and help as needédajy group
finishes early, their “scribe” can return to the sguter and type this up.

4:55 order forms for books (10-15 minutes)Julie, show an example of a book like you'll be
making for each business. I'll explain the layout ou explain the importance,
professionalism, etc., and explain how a businesgeonormally goes about getting one—
through filling out an order form! Distribute ordErms to each group and then go through it
line by line, giving specific instructions of what fill out, where.

It's unlikely we’ll have extra time, but if we dee can print each group’s papers and have 1
volunteer from each group present that informafioa 1-minute “pitch” of their business. The
bell rings at 5:24 pm.

The next lesson is Wednesday, 11/28, because nkddiaing break. For that lesson, Julie will
have mock-ups of the books for students’ presems&and students will prepare and practice
their 10 minute oral presentations for the WOW!fitiowing week.



Lesson 10: 11/21/2012

Materials
Julie: books—one per student—and posters with lofipsssible

Erin: old posters with vocabulary terms and deifomis, list of expectations for public speaking
on the board or a poster

Objectives

» Explain the value of contributions made by eacimtezember
» Adapt to varied roles, job responsibilities, scHeduand contexts

21%-century skills in student-friendly language:

* | can explain what each of my group members hagiboted
* | can be a strong public speaker

4:00 Hook: (10 minutes)

Drama warm-up to practice standing up straightakiog in strong voice, looking out—not
down.

Students take turns coming up to stand in frorthefclass in pairs. One student holds a poster
(pre-made) with a term we’ve learned in this appeeship and its definition. Their partner
reads the word and definition in a funny voicd.Hdve a hat with different kinds of funny
voices on slips of paper and they draw one froratgddng. cowboy, underwater, squeaky,
booming, whisper, baby, Ms. Donohoe,...)

4:10 Mini-Lesson (10 minutes)

Julie: introduce who will be at the WOW!, what &gentation of your business would look like.
It would be great if you could model this—do a 5amte presentation of alphagraphics so
students have an example to follow. If you wardaahat, | will take a minute before you start
to make it clear what students should be doing whew're listening to others’ presentations. |
will go over a list of what I'm looking for from gtlents’ presentations: standing up tall,



speaking in a strong voice (“volume level 4”) doenough for all to hear clearly, speaking not
too fast and not too slow, looking up at the audéeor just beyond them at the windows.

4:20 Activity 1: Plan presentation roles

Give students time to look through the books amamgand plan who will present each part. The
four roles are:

1. introduce the business name and owners, refertde logo on the board

2. explain the mission statement and locationaha@and why that location will make the
business successful

3. present the marketing strategies you'll use

4. say the costs and income of your businesshandmuch profit you'll make in the
worst-case and best-case scenarios, and your bgsibfe profit margin

Students can take 5 minutes to choose and 10 mardes to write down what they plan to say.
Those who finish can practice saying it out loua jeartner from another group.

4:35 Activity 2: Practice presentations

Each group will have only 5 minutes!—to allow 3 mies for students and teachers to give
constructive feedback. [get a teach-back on whastcoctive feedback is] Their final
presentations will be 10 minutes. This is a “ruretlgh” to give all students a chance to speak
for just over a minute and practice going from peeson to the next, how they all will stand
when their partners are speaking, etc.

5:10 Assessment: contributions!
written individually:

Write a shout-out to one of your group members tireitions one way they contributed to
making your business great. A shout-out is a ftlitence or two that mentions the person’s
name and what they dgpecifically

[first ask a student to share an example of a tlooit, then all write one on their own]

Write a teach-back: something specific you learad you can share with somebody who
wasn't in this apprenticeship.

[first get a shared example, then all write one]

5:20Finally, a word on the WOW! — Dress professionally. Naoganice button-down shirts.



[collect all the shout-outs and teach-backs, hudestts can keep the scripts in this room in the
cabinet. If they want to practice at lunch next Westlay, we can meet back in that room for
extra practice and their notes will be there]

WOW! Small Business Ownership Panel (11/25, All)

Standard for this presentation Citizen Schools students will make an effectiva o
presentation. They will present a business plah aiprofessional, polished, and confident feel,
and make a sales pitch for their business to al phrperts from the community. The panel
may include a representative of a government greogram, a representative of a private
foundation, or professionals from the financial coamity, especially a loan officer from a bank
or credit union.

Presentation Objectives

v Speak loudly enough for the audience to understand

Speak slowly enough for the audience to understand

Speak clearly enough for the audience to understand

Present information using eye contact when spedhipgblic
Present information using hand gestures when spgakipublic
Present information using good body posture whealdpg in public
Effectively use visual aids in the presentation
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Apprenticeship Content Objectives

o0 Have developed a brand (product/service, nameayua) |
0 Have communicated brand to target market
o Have persuaded 10% of target market to be loyatdad



