
	Career Field
	Business and Administrative Services, Finance and Marketing

	Course Name
	Strategic Entrepreneurship

	Description
	Students will use innovation skills to generate ideas for new products and services, evaluate the feasibility of ideas, and develop a strategy for commercialization. They will use technology to select target markets, profile target customers, define the venture’s mission, and create business plans. Students will take initial steps to establish a business. Students will calculate and forecast costs, break-even, and sales. Establishing brand, setting prices, promoting products, and managing customer relationships will be emphasized. 

	Unit 1
	Becoming Your Own Boss
Students will examine the skills, traits and factors contributing to entrepreneurial success.

	Outcome
	1.6	Business Literacy: Develop foundational skills and knowledge in entrepreneurship, financial literacy and business operations.

	Competencies
	1.6.2	Assess the reality of becoming an entrepreneur, including advantages and disadvantages (e.g., risk vs. reward, reasons for success and failure).

	Outcome
	1.7	Entrepreneurship/Entrepreneurs: Analyze the environment in which a business operates and the economic factors and opportunities associated with self-employment.

	Competencies
	1.7.2	Explain the role of profit as the incentive to entrepreneurs in a market economy.
1.7.3	Identify the factors that contribute to the success and failure of entrepreneurial ventures.
1.7.6	Describe life cycles of an entrepreneurial business and an entrepreneur.
1.7.7	Create a list of personal strengths, weaknesses, skills and abilities needed to be successful as an entrepreneur.
1.7.8	Explain pathways used to become an entrepreneur.
1.7.9	Conduct a self-assessment to determine entrepreneurial potential.
1.7.10	Describe techniques for obtaining experience (e.g., apprenticeship, cooperative [co-op] education, work placement, internship, job shadowing) related to an entrepreneurial objective.

	Instructional Strategies
Each student should identify a successful entrepreneur and analyze the person’s skills, personality traits and motivation(s) for and pathway to becoming an entrepreneur. Each student should write a brief paper about the person, providing a rationale as to why the identified traits, skills, motivation and pathway have facilitated the person’s success.  Students should also include a discussion of the role of profit as an incentive to the entrepreneur and explain factors that have contributed to the success (or failure) of the entrepreneur’s business(es). 

Then, each student should use the Entrepreneur Self-Test at http://www.youronestopcenter.com/entrepreneur-test.php to assess her/his entrepreneurial potential. Students should evaluate their results and identify their areas of strength and those needing additional improvement. Each student should prepare a written reflection discussing actions s/he plans to take to improve the areas needing improvement. 


	Instructional Resources
Entrepreneur Self-Test
http://www.youronestopcenter.com/entrepreneur-test.php
Developed by the Chamber of Commerce of West Alabama, this test assesses character qualities, problem-solving methods, motivations, relational skills, business knowledge and support systems known to be critical in successful entrepreneurship.
Is Entrepreneurship for Me?
http://www.mvp.cfee.org/en/selfassessisentforme.html
This self-assessment will help students to determine how entrepreneurial they are.

The Nine Personality Types of Entrepreneurs
http://sbinformation.about.com/cs/development/a/personality.htm
Students can use this article to identify their dominant personality themes and better understand how they operate in their businesses.

The Seven Traits of an Exceptional and Successful Entrepreneur
http://ezinearticles.com/?The-7-Traits-of-an-Exceptional-and-Successful-Entrepreneur&id=4889
This article identifies and explains the personality traits that exceptional and successful businesspeople typically possess.

Ohio Means Jobs
https://jobseeker.ohiomeansjobs.monster.com/Seeker.aspx
Students can use the Ohio Means Jobs system to explore career opportunities, labor market projections and educational options.






	Career Field
	Business and Administrative Services, Finance and Marketing

	Course Name
	Strategic Entrepreneurship

	Description
	Students will use innovation skills to generate ideas for new products and services, evaluate the feasibility of ideas, and develop a strategy for commercialization. They will use technology to select target markets, profile target customers, define the venture’s mission, and create business plans. Students will take initial steps to establish a business. Students will calculate and forecast costs, break-even, and sales. Establishing brand, setting prices, promoting products, and managing customer relationships will be emphasized. 

	Unit 2
	Small Business Creation
Students will examine contributions that local businesses have made to society and identify factors impacting those and other businesses.

	Outcome
	2.1	Business Activities: Relate business functions to business models, business strategies and organizational goal achievement.

	Competencies
	2.1.1	Explain the reasons that businesses and organizations exist and their role in society, and describe types of business models.
2.1.3	Describe types of business activities, or functions (e.g., accounting, finance, human resources management, information management, marketing, operations, sales and strategic management); the interactions among business functions, or activities; and the differences in implementation that occur in big versus small business.
2.1.4	Explain forces that are driving business changes (e.g., globalization, consumer demand, government policies, political climate, diversity, spending trends, industry structure changes) and how organizations are adapting to today’s business environment (e.g., proactive management, competitive aggression, innovative management, agile management, organizational learning, market orientation, slack resources).

	Outcome
	2.2	Economic Principles: Relate principles and concepts of applied economics to business models, business activities and organizational goal achievement.

	Competencies
	2.2.3	Identify the impact of small business and entrepreneurship on market economies.

	Outcome
	2.3	International Business: Relate factors impacting international business to internal business operations, practices and strategies.

	Competencies
	2.3.1	Describe the global environment in which businesses operate, identify leading economies, and explain how the global environment impacts a business’s overall global strategy.




	Instructional Strategies
Individually or in small groups, students should determine what constitutes a “small business” in our economy. Students should identify local small businesses and determine ways that the businesses have contributed to society. Each student (or group) should write a brief paper about the businesses’ contributions, discuss his/her findings with the class and submit the report for review.

Then, lead the class in a discussion of the various business functions in these local small businesses. Students should also identify differences in how these functions operate in large businesses versus small ones.

Finally, instruct each student or group to use presentation software to create a visual depicting the factors affecting businesses. Students should share their presentations with their classmates and collect the classmates' feedback.


	Instructional Resources
Business Owner’s Toolkit 
http://www.bizfilings.com/toolkit/index.aspx
The Business Owner’s Toolkit contains free information and resources about starting, running, and growing a business. Articles in the Finance, Marketing and Office and HR sections are especially useful when studying the different business activities.

Debunking Five Myths to Global Expansion
http://www.allbusiness.com/government/loans-small-business-association-sba/3471953-1.html
This article debunks five myths about going global that many small business owners seem to believe.

Factors and Trends Affecting Business
https://sites.google.com/site/sblbusinessbtecl2yr10/home/btec-level-2-2013/the-business-model/unit-1/factors-and-trends-affecting-business
Developed by an instructor at a secondary school in England, this site contains a mini project about forces driving change in the business environment. Individual student tasks and templates are provided.

Free Management Library
http://managementhelp.org/
This site contains free articles about a variety of different business topics, including different business activities (e.g., marketing, management, human resources management, etc.). Can be translated into 58 different languages.





Reference for Business
http://www.referenceforbusiness.com/
Reference for Business is a free website containing multiple business encyclopedias, business biographies, sample business plans, and a guide to American industries. The Encyclopedia of Small Business and Encyclopedia of Business contain comprehensive overviews of the business activities.





	Career Field
	Business and Administrative Services, Finance and Marketing

	Course Name
	Strategic Entrepreneurship

	Description
	Students will use innovation skills to generate ideas for new products and services, evaluate the feasibility of ideas, and develop a strategy for commercialization. They will use technology to select target markets, profile target customers, define the venture’s mission, and create business plans. Students will take initial steps to establish a business. Students will calculate and forecast costs, break-even, and sales. Establishing brand, setting prices, promoting products, and managing customer relationships will be emphasized. 

	Unit 3
	Identifying the Possibilities
Students will generate and screen potential business and/or product ideas and then define their business mission.

	Outcome
	1.1	Employability Skills: Develop career awareness and employability skills (e.g., face-to-face, online) needed for gaining and maintaining employment in diverse business settings.

	Competencies
	1.1.4	Describe the role and function of professional organizations, industry associations and organized labor and use networking techniques to develop and maintain professional relationships.

	Outcome
	1.2	Leadership and Communications: Process, maintain, evaluate and disseminate information in a business. Develop leadership and team building to promote collaboration.

	Competencies
	1.2.7	Use problem-solving and consensus-building techniques to draw conclusions and determine next steps.

	Outcome
	1.5	Global Environment: Evaluate how beliefs, values, attitudes and behaviors influence organizational strategies and goals.

	Competencies
	1.5.8	Identify how multicultural teaming and globalization can foster development of new and improved products and services and recognition of new opportunities.

	Outcome
	1.6	Business Literacy: Develop foundational skills and knowledge in entrepreneurship, financial literacy and business operations.

	Competencies
	1.6.1	Identify business opportunities.

	Outcome
	10.1	Strategic Planning: Implement planning tools to guide organization’s/department’s activities.

	Competencies
	10.1.2	Define business mission.




	Outcome
	10.6	Product Development: Generate, screen and develop ideas into new products and services that can be commercialized.

	Competencies
	10.6.1	Generate ideas for new products and services using innovation skills, creative-thinking techniques, and crowdsourcing.
10.6.2	Develop decision-making criteria, and define the decision-making process that will be used to screen ideas for feasibility. 
10.6.3	Research the potential costs, revenues and profits, and marketing strategy of the new product or service (i.e., conduct feasibility study).
10.6.8	Determine resources available to advance ideas to the commercialization stage in either an intrapreneurship or entrepreneurship capacity (e.g., grants, business-development agencies and incubators, partnerships, joint ventures).

	Instructional Strategies
Individually or in small groups, students should identify and record several possible opportunities for a new venture, product, or service. Encourage students to think about what they’ve noticed or learned at work about a particular industry, product, competitor, production method, etc.; what they do in their free time, including personal interests and hobbies; the frustrations and problems that they have experienced as a customer; complaints and ideas that other people have shared with them; local, regional, national and international trends and changes that are intriguing to them; and other random thoughts and observations that they have had pertaining to a new venture, product, or service opportunity. Students should also consider the needs, wants and obstacles that they or others have had or experienced. 

After generating several ideas, students should discuss their new venture, product, or service ideas with a group of classmates. After receiving feedback, students should select the product/service that they are most interested in pursuing.

To determine the viability of their idea, students should conduct thorough research and conduct a feasibility test of their idea. After completing the feasibility test, each student or group should use presentation software to prepare and present a five-minute slideshow that explains the selected venture, product, or service, the rationale for the decision and supporting information and plans that the student or group has developed as a result of research and completion of the feasibility test. 


Finally, students should access the web sites of three businesses that sell similar products/services or. Students should evaluate the businesses’ mission statements, determining whether they are well crafted, allow for growth of the business and would support adding the product/service chosen (if appropriate). Students should discuss their observations with a small group of peers. After conducting this research and discussing their observations with their classmates, students should write a mission statement for a business, share it with classmates and revise and/or edit as needed.

	Instructional Resources
Developing New Products and Services
http://www-rohan.sdsu.edu/~renglish/370/notes/chapt10/index.htm
These notes, developed by a San Diego State University professor, explain the phases of new product development.

Generating and Evaluating New Product Ideas
http://www.bizfilings.com/toolkit/sbg/marketing/product-development/generating-new-product-ideas.aspx
This detailed article from the Business Owner’s Toolkit explains the product development lifecycle, starting with brainstorming new ideas and ending with evaluating the success of prototypes and test marketing.

Idea Assessment and Business Development Process
http://www.extension.iastate.edu/AGDM/wholefarm/pdf/c5-02.pdf
This article details steps to follow to assess a business idea and decide whether to turn it into a new product or venture.

Managing Products Tutorial
http://www.knowthis.com/managing-products
Much of this tutorial on product/service management focuses on new product development. Start with the Developing New Products page, and continue reading to the end of the tutorial.

Nine Steps to Effective Business Problem Solving
http://www.businessinsider.com/nine-steps-to-effective-business-problem-solving-2011-7
This article, provided by the Business Insider, provides tips for mastering the discipline of problem solving for entrepreneurs.






	Career Field
	Business and Administrative Services, Finance and Marketing

	Course Name
	Strategic Entrepreneurship

	Description
	Students will use innovation skills to generate ideas for new products and services, evaluate the feasibility of ideas, and develop a strategy for commercialization. They will use technology to select target markets, profile target customers, define the venture’s mission, and create business plans. Students will take initial steps to establish a business. Students will calculate and forecast costs, break-even, and sales. Establishing brand, setting prices, promoting products, and managing customer relationships will be emphasized. 

	Unit 4
	Marketing Planning
Students will select a target market, conduct market and competitive analyses, set prices, forecast sales, develop marketing goals and prepare a marketing budget.

	Outcome
	1.2	Leadership and Communications: Process, maintain, evaluate and disseminate information in a business. Develop leadership and team building to promote collaboration.

	Competencies
	1.2.2	Deliver formal and informal presentations.
1.2.10	Use interpersonal skills to provide group leadership, promote collaboration, and work in a team.

	Outcome
	2.1	Business Activities: Relate business functions to business models, business strategies and organizational goal achievement.

	Competencies
	2.1.9	Explain factors that motivate customers, clients and businesses to buy and actions employees can take to achieve the company’s desired results.

	Outcome
	5.1	Marketing Fundamentals: Describe principles of marketing, marketing functions and the factors influencing their effectiveness.

	Competencies
	5.1.6	Explain factors affecting pricing decisions (e.g., customer value perception, brand, negotiating power, corporate policies, competitive strategy, stage of customer life cycle).
5.1.7	Describe foundational concepts associated with product and service management to understand its nature and scope (e.g., product life cycles).
5.1.8	Explain the drivers of brand and the impact, benefits and drawbacks of branding.
5.1.9	Describe promotion’s nature, scope and role in meeting business objectives (e.g., types of promotion, promotional mix, promotional channels).




	Outcome
	5.5	Market Planning: Utilize principles and tools to select an audience and to identify and select marketing strategies to reach targeted audiences.  

	Competencies
	5.5.3	Describe the concept of market and market identification.
5.5.4	Identify market segments, and select target market(s).
5.5.5	Profile target customer to determine market needs and customer demand for products and services.
5.5.6	Explain the role of situation analysis in the marketing planning process.
5.5.7	Conduct a market analysis (market size, area, potential, etc.).
5.5.9	Conduct a competitive analysis.
5.5.10	Forecast sales, and establish sales goals.
5.5.11	Set marketing goals, objectives and budget to achieve corporate goals and objectives.

	Outcome
	5.8	Branding: Apply branding techniques and methods to acquire position in the minds of internal and external customers that is consistent with organizational goals and objectives.

	Competencies
	5.8.4	Determine company’s unique selling proposition.

	Outcome
	9.7	Managerial Accounting: Track, report, and analyze a company’s financial information to enable decision-making by internal parties.

	Competencies
	9.7.4	Calculate break-even; and analyze cost, volume, and profit variances (c-v-p).
9.7.5	Set break-even and c-v-p targets.

	Instructional Strategies
Students should conduct market research to determine their target market(s) and then prepare a market analysis of the target market(s). The analysis should include a clear description of the target segment(s), each target segment’s needs, each target market’s buying habits and communication channels that are most effective in reaching each target market.

Each student should prepare a report detailing her/his business’s primary and secondary competitors and write a short report identifying these competitors, the competitors’ product offerings, their strengths and weaknesses and their position in the market. S/He should also determine how his/her business is different/unique from the competition, create a Unique Selling Proposition for his/her business and identify ways to incorporate it in marketing efforts. After doing so, s/he should develop at least one strategy for positioning his/her new business/product. After developing the strategy, s/he should also create a positioning statement that aligns with the strategy. 

Next, students should gather the financial information necessary to calculate their businesses’ break-even point for one or more products in units and in dollars. They should prepare a graph of their calculations. Then, students should set prices for the goods or services that they plan to sell. They should estimate product demand, identify the products’ floors and ceilings and use a spreadsheet software program to show costs, miscellaneous charges, discounts, profit margin and final selling prices. Also instruct each student to select an approach for forecasting sales for his/her business and forecast sales for the business. S/He should use a software program to create a bar graph depicting forecasted sales for the first 12 months of operation.

Following this, students should identify broad-based marketing goals for their businesses and prepare objectives to support them. Finally, students should evaluate the marketing activities they plan to conduct for their businesses. They should access the website www.BizStats.com or a hardcopy of The Almanac of Business and Financial Ratios by Leo Troy, determine representative industry ratios for the marketing activities and use a spreadsheet to set up a marketing budget.

	Instructional Resources
Budgeting and Forecasting
http://www.canadabusiness.ca/eng/page/2642/
This article from the Canada Business Network contains detailed information (via a series of links in the body of the article) on preparing marketing, sales and manufacturing budgets.

Free Management Library—Positioning
http://managementhelp.org/marketing/positioning.htm
The Free Management Library’s section on positioning examines unique selling propositions.

KnowThis.com Tutorials
Managing Products: http://www.knowthis.com/managing-products
Pricing Decisions: http://www.knowthis.com/pricing-decisions
Product Decisions:  http://www.knowthis.com/product-decisions
Targeting Markets: http://www.knowthis.com/targeting-markets
These online tutorials address multiple elements of marketing.

Managerial Accounting Explained
Cost-Volume-Profit Analysis: http://accountingexplained.com/managerial/cvp-analysis/
Standard Costing and Variance Analysis: http://accountingexplained.com/managerial/standard-costing/
The AccountingExplained website contains explanations of many financial and managerial accounting concepts. Be sure to review every link listed under Cost-Volume-Profit Analysis and Standard Costing in the table of contents at the right-side of the page.

MarketingTeacher.com Lessons
Segmentation: http://www.marketingteacher.com/segmentation/
Segmentation, Demographics and Behavior: http://www.marketingteacher.com/segmentation-demographics-and-behavior/
Segmenting Publics in America: http://www.marketingteacher.com/segmenting-publics-in-america/
Targeting: http://www.marketingteacher.com/targeting/
These four lessons provide comprehensive information on segmenting and targeting markets.





New Business Development—Marketing Products
http://www.extension.iastate.edu/AgDM/vdmarketing.html
Provided by the Iowa State University Extension office, this website provides comprehensive information on a variety of marketing topics, including understanding marketing, marketing research, direct marketing, promotion and brands.
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	Course Name
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	Description
	Students will use innovation skills to generate ideas for new products and services, evaluate the feasibility of ideas, and develop a strategy for commercialization. They will use technology to select target markets, profile target customers, define the venture’s mission, and create business plans. Students will take initial steps to establish a business. Students will calculate and forecast costs, break-even, and sales. Establishing brand, setting prices, promoting products, and managing customer relationships will be emphasized. 

	Unit 5
	Business Finance
Students will determine the financing necessary for business operations, prepare pro forma financial statements, select sources of financing and complete loan applications.

	Outcome
	1.6	Business Literacy: Develop foundational skills and knowledge in entrepreneurship, financial literacy and business operations.

	Competencies
	1.6.12	Describe classifications of employee benefits, rights, deductions and compensations.

	Outcome
	1.9	Financial Management: Use financial tools, strategies and systems to develop, monitor, and control the use of financial resources to ensure personal and business financial well-being.

	Competencies
	1.9.1	Create, analyze and interpret financial documents (e.g., budgets, income statements).
1.9.3	Review and summarize savings, investment strategies and purchasing options (e.g., cash, lease, finance, stocks, bonds).
1.9.4	Identify credit types and their uses in order to establish credit.
1.9.5	Identify ways to avoid or correct debt problems.
1.9.6	Explain how credit ratings and the criteria lenders use to evaluate repayment capacity affect access to loans.
1.9.8	Identify income sources and expenditures.
1.9.9	Compare and contrast different banking services available through financial institutions.

	Outcome
	2.1	Business Activities: Relate business functions to business models, business strategies and organizational goal achievement.

	Competencies
	2.1.5	Describe the need for and role of accounting and finance (e.g., understanding accounting treatment, verifying information, analyzing variances, guiding decision-making), and explain how they interact with and impact other business activities or functions.




	Outcome
	9.1	Financial Principles: Apply tools, strategies, and systems to plan and monitor the use of financial resources.

	Competencies
	9.1.4	Determine risks to short-term and long-term business strategy using critical information on financial documents (e.g., pay register, bank statements, income tax forms, financial statements).
9.1.5	Explain how accounting and accounting standards impact business financial performance, and distinguish between cash and accrual methods of accounting.
9.1.6	Distinguish among profit, cash flows, and return on investment (ROI) measures; and identify factors that could cause different outcomes within these three measures of business performance.
9.1.13	Compare and contrast financing options for domestic and international markets.

	Outcome
	9.6	Financial Reporting and Auditing: Perform specialized accounting; and summarize, report and evaluate the accuracy of a company’s financial information.

	Competencies
	9.6.1	Explain the importance of accurately reporting a business’s financial position and activities, the types of systems that are used for that purpose (i.e., tax systems, financial and cost systems) and the linkage to operational systems (i.e., enterprise systems).

	Outcome
	9.7	Managerial Accounting: Track, report, and analyze a company’s financial information to enable decision-making by internal parties.

	Competencies
	9.7.2	Track and allocate costs to projects and cost centers (e.g., job order cost sheets, standard cost application, overhead calculation).
9.7.6	Apply cost and revenue data for short-term and long-term decision-making, strategic planning, and forecasting.
9.7.7	Project future revenues and expenses for budgeting and forecasting purposes.

	Instructional Strategies
Instruct students to access and use the business cost calculator located at http://www.businessknowhow.com/startup/startup.htm to determine the funds that their businesses will require per month for business operations. Students should print these estimates and discuss the start-up costs with their classmates. Finally, instruct students to extend their financial-need projections for the next six months.

Next, students should research a variety of sources (e.g., the Internet, small-business owners, SBA, magazines/journals, etc.) to develop realistic income and expense estimates for the businesses they plan to start. As they do this, students should identify the assumptions impacting their income/expense estimates. Using these assumptions and obtaining technical assistance, each student should prepare pro forma financial statements for her/his business. Each student should also create a list of factors that s/he anticipates will speed up/slow down income and expenses.

Invite a venture capitalist or loan officer to speak to the class about the importance of credit to small businesses and to provide information about the most frequently provided types of credit for small businesses in your area. Following the guest speaker’s visit, lead a class discussion focused on the advantages and disadvantages of each type of credit. Then, each student should decide what sources of financing are appropriate for starting his/her business. Students should write rationales for their decisions. Finally, students should obtain loan applications from the financial institution(s) from which they plan to borrow money. Students should complete the forms, providing supporting documentation requested. 

	Instructional Resources
Financial Management
http://www.smallbusinessnotes.com/business-finances/financial-management/
This introduction to business financial management examines financial decisions that small-business owners must make. Use the table of contents at the bottom of the page to see more detailed information and guidance for each of these decisions.





Financial Manager for a Small Business
http://www.sba.gov/sites/default/files/files/PARTICIPANT_GUIDE_FINANCIAL_MANAGEMENT.pdf
This handbook from the Federal Deposit Insurance Corporation (FDIC) and the U.S. Small Business Administration looks at the benefits of financial management, budgeting, cash flow and business financing.

Free Financial Management Guide
http://bizmove.com/financial.htm
Targeted at new small-business owners, this guide focuses on financial planning, understanding money sources, credit and collection methods, watching profits and cutting costs.

Reference for Business
http://www.referenceforbusiness.com/
Reference for Business is a free website containing multiple business encyclopedias, business biographies, sample business plans, and a guide to American industries. The Encyclopedia of Business contains comprehensive overviews of the different financial statements.
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	Course Name
	Strategic Entrepreneurship

	Description
	Students will use innovation skills to generate ideas for new products and services, evaluate the feasibility of ideas, and develop a strategy for commercialization. They will use technology to select target markets, profile target customers, define the venture’s mission, and create business plans. Students will take initial steps to establish a business. Students will calculate and forecast costs, break-even, and sales. Establishing brand, setting prices, promoting products, and managing customer relationships will be emphasized. 

	Unit 6
	Planning Your Business
Students will identify their staffing needs; determine the supplies, equipment and technology that their businesses will require; examine risks that their businesses are likely to face; review a lease agreement; and develop a comprehensive business plan.

	Outcome
	1.2	Leadership and Communications: Process, maintain, evaluate and disseminate information in a business. Develop leadership and team building to promote collaboration.

	Competencies
	1.2.12	Use technical writing skills to complete forms and create reports.

	Outcome
	1.6	Business Literacy: Develop foundational skills and knowledge in entrepreneurship, financial literacy and business operations.

	Competencies
	1.6.3	Explain the importance of planning your business.

	Outcome
	1.6	Business Literacy: Develop foundational skills and knowledge in entrepreneurship, financial literacy and business operations.

	Competencies
	1.6.4	Identify types of businesses, ownership and entities (i.e., individual proprietorships, partnerships, corporations, cooperatives, public, private, profit, not-for-profit). 

	Outcome
	1.8	Operations Management: Plan, organize and monitor an organization or department to maximize contribution to organizational goals and objectives.

	Competencies
	1.8.8	Identify routine activities for maintaining business facilities and equipment.

	Outcome
	1.9	Financial Management: Use financial tools, strategies and systems to develop, monitor, and control the use of financial resources to ensure personal and business financial well-being.

	Competencies
	1.9.7	Review and summarize categories (types) of insurance and identify how insurances can reduce financial risk.

	Outcome
	2.1	Business Activities: Relate business functions to business models, business strategies and organizational goal achievement.

	Competencies
	2.1.13	Identify ways that technology impacts business activities.


	
Outcome
	2.4	Business Processes: Relate business-process design to organizational structure and organizational goal achievement.

	Competencies
	2.4.1	Explain the impact of organizational design (e.g., reporting lines) on business process design.

	Outcome
	5.9	Marketing Communications: Apply the concepts and determine the strategies needed to communicate information about products, services, images or ideas to achieve desired outcomes that support organizational goals and objectives.

	Competencies
	5.9.1	Describe types of promotional channels used to communicate with targeted audiences (e.g., word-of-mouth, direct, advertising, social) and the use of public-relations activities and trade shows or expositions.  

	Outcome
	6.3	Business Applications: Apply tools, processes and procedures to manage the efficient and effective use of technology to achieve organizational goals.

	Competencies
	6.3.11	Identify the information technology needs of a new business venture, project, product, or service.

	Outcome
	6.6	Talent Acquisition: Apply policies, procedures and strategies to obtain the best qualified candidates for job positions in union and non-union environments while minimizing associated costs.

	Competencies
	6.6.1	Determine staffing needs, and evaluate availability of talent.

	Outcome
	7.5	Facilities Management: Plan, maintain, and monitor property and equipment to facilitate ongoing business activities.

	Competencies
	7.5.10	Evaluate options for securing facilities and office space to support growth, risk mitigation strategies (e.g., off-site data centers), and new ventures.

	Outcome
	10.2	Strategic Execution: Apply the principles and concepts used to align organizational and departmental strategies into tactical execution plans.

	Competencies
	10.2.1	Identify activities required to support the strategic goals, objectives, and plans of the organization; and adjust departmental focus.
10.2.2	Identify functions, skills, and capabilities required to execute strategy; and determine whether those skills and capabilities are present or available.

	Outcome
	10.6	Product Development: Generate, screen and develop ideas into new products and services that can be commercialized.

	Competencies
	10.6.9	Create a business plan.
10.6.10	Implement the initial steps to establish a business (e.g., select business structure, complete legal and regulatory filings, establish financial and tax accounts).
10.6.11 Identify the purposes and the components of a business plan.



	Instructional Strategies
Direct each student to determine what positions and responsibilities are critical for his/her business start-up. Students should assign job titles to the positions and decide who should report to whom. Then, each student should write a rationale for her/his decisions and prepare an organizational chart to depict that structure. 

Next, students should determine what equipment, supplies, hardware and software that they should purchase or generally obtain for their businesses. In addition to identifying these items, students should develop plans for the general maintenance and upkeep of the different capital goods. Students should also determine risks that their business start-ups are likely to face and what steps they could take to minimize these business risks. Direct each student to talk with an insurance agent about insurance coverage for her/his business. 

Following those activities, students should develop business plans for their start-ups. When finished, students should submit their business plans for review and feedback. 

Lastly, divide the class into groups of four, and provide each student with a copy of the sample commercial lease agreement found at http://www.freefranchisedocs.com/agreement_CommLeaseAgreement.php. Students should read the lease and identify its terms, discuss potential problems that could result if the terms were accepted and recommend changes that could be made to make the lease more favorable to the leasee. 



	Instructional Resources
Creating a Written Business Plan
http://www.bizfilings.com/toolkit/sbg/startup/planning/creating-a-written-business-plan.aspx
This article discusses reasons for preparing, factors to consider when writing and common components of business plans.

Determining Your Technology Needs: The Needs Assessment
http://nces.ed.gov/pubs2005/tech_suite/part_2.asp
This article from the National Center for Education Statistics identifies who should participate in a needs assessment and explains the steps in the needs assessment process.

Developing a Strategic Plan
Developing an Action Plan: http://ctb.ku.edu/en/table-of-contents/structure/strategic-planning/develop-action-plans/main
Developing Successful Strategies: http://ctb.ku.edu/en/table-of-contents/structure/strategic-planning/develop-strategies/main
Identifying Action Steps in Bringing About Community and System Change: http://ctb.ku.edu/en/table-of-contents/structure/strategic-planning/identify-action-steps/main
Developed by the Work Group for Community Health and Development at the University of Kansas, this virtual “tool box” of information highlights many elements of strategic planning. 

The Different Types of Business Plans
http://articles.bplans.com/the-different-types-of-business-plans/
This article addresses standard business plans, start-up plans and internal plans used for a variety of purposes.

Different Types of Organizational Structure
http://smallbusiness.chron.com/different-types-organizational-structure-723.html
This article focuses on three common types of organizational structure: functional, divisional and matrix structure.

Free Small Business Plan Outline Guide
http://www.bizmove.com/starting/m1e1.htm
This guide explains the different components of a business plan in depth.

Human Resource Planning
http://www.sasknetwork.gov.sk.ca/html/Employers/hr/Module1-HR.pdf
Pages 2-5 of this module discuss methods for forecasting hiring needs.

Risk Management Options
http://www.projectsmart.co.uk/risk-management-options.php
This article examines risk management options including avoidance, control, assumption and risk transfer.





	Career Field
	Business and Administrative Services, Finance and Marketing

	Course Name
	Strategic Entrepreneurship

	Description
	Students will use innovation skills to generate ideas for new products and services, evaluate the feasibility of ideas, and develop a strategy for commercialization. They will use technology to select target markets, profile target customers, define the venture’s mission, and create business plans. Students will take initial steps to establish a business. Students will calculate and forecast costs, break-even, and sales. Establishing brand, setting prices, promoting products, and managing customer relationships will be emphasized. 

	Unit 7
	Business and the Law
Students will examine laws and regulations impacting business.

	Outcome
	1.3	Business Ethics and Law: Analyze how professional, ethical, and legal behavior contributes to continuous improvement in organizational performance and regulatory compliance.

	Competencies
	1.3.1	Analyze how regulatory compliance affects business operations and organizational performance.
1.3.4	Identify how federal and state consumer protection laws affect products and services.
1.3.6	Identify deceptive practices (e.g., bait and switch, identity theft, unlawful door-to-door sales, deceptive service estimates, fraudulent misrepresentations) and their overall impact on organizational performance.
1.3.7	Identify the labor and practice laws that affect employment and the consequences of noncompliance for both employee and employer (e.g., harassment, labor, employment, employment interview, testing, minor labor laws, Americans with Disabilities Act, Fair Labor Standards Acts, Equal Employment Opportunity Commission [EEOC], human trafficking) and interpret personal safety rights according to the employee Right-to-Know Plan.
1.3.8	Verify compliance with computer and intellectual property laws and regulations.

	Outcome
	2.2	Economic Principles: Relate principles and concepts of applied economics to business models, business activities and organizational goal achievement.

	Competencies
	2.2.7	Determine the relationship between government and business, identify government agencies that facilitate trade, and describe the impact of government regulations on business activities.




	Outcome
	4.4	Legal Environment: Identify the requirements of the legal environment in which businesses and society operate to facilitate accurate and efficient legal services.

	Competencies
	4.4.7	Explain tax regulations affecting business, tax reporting requirements, penalties for noncompliance with tax laws and the tax enforcement process.

	Outcome
	9.1	Financial Principles: Apply tools, strategies, and systems to plan and monitor the use of financial resources.

	Competencies
	9.1.1	Compare and contrast types of business, types of business ownership, and the role of profit and taxes in influencing business structure.

	Outcome
	10.6	Product Development: Generate, screen and develop ideas into new products and services that can be commercialized.

	Competencies
	10.6.4	Consider legal restrictions and requirements impacting the sale and marketing of new products and services (e.g., non-disclosure agreements, non-compete agreements, statement-of-work, master service agreements).

	Instructional Strategies
Students should conduct research to identify laws that pertain to the businesses that they are interested in starting. Using a spreadsheet software program, each student should create a multi-column spreadsheet with the following headings: Type of Law/Regulation (e.g., sales, intellectual property, tax, etc.); Title of Law/Regulation; Impact of Law/Regulation (e.g., what the law/regulation is, how the law/regulation affects your business, etc.); and What to Do (i.e., what you must do or not do as a result of the law/regulation). Students should discuss their completed lists with classmates interested in a similar business.

	Instructional Resources
AmosWEB
http://www.amosweb.com/cgi-bin/awb_nav.pl?s=awb
AmosWEB contains a glossary of economic terms, an encyclopedia of economics, and other resources that use simple, fun examples to explain complicated economic concepts.

Business Compliance Requirements and Consequences
http://www.bizfilings.com/learn/business-compliance.aspx
This article explains internal and external requirements with which businesses must comply.

Business Owner’s Toolkit—Start Up
http://www.bizfilings.com/toolkit/sbg/startup.aspx
The Business Owner’s Toolkit contains free information and resources about starting, running, and growing a business. Articles in the Start Up section of the Toolkit are especially helpful when studying types of businesses, ownership and entities.

Law Library—United States—Doing Business
http://www.doingbusiness.org/law-library/united-states
Compiled by the World Bank Group, this list of business regulations includes banking and credit laws, bankruptcy and collateral laws, civil procedure codes, commercial and company laws, labor laws, securities laws, tax laws and trade laws.

Legal Information for U.S. Organizations (Businesses and Nonprofits)
http://managementhelp.org/businesslaw/index.htm
This article from the Free Management Library examines the basics of U.S., business contracts and types of law.





	Career Field
	Business and Administrative Services, Finance and Marketing

	Course Name
	Strategic Entrepreneurship

	Description
	Students will use innovation skills to generate ideas for new products and services, evaluate the feasibility of ideas, and develop a strategy for commercialization. They will use technology to select target markets, profile target customers, define the venture’s mission, and create business plans. Students will take initial steps to establish a business. Students will calculate and forecast costs, break-even, and sales. Establishing brand, setting prices, promoting products, and managing customer relationships will be emphasized. 

	Unit 8
	Communicating with Customers
Students will select and develop promotional tools, build a business website and a sales training guide.

	Outcome
	1.2	Leadership and Communications: Process, maintain, evaluate and disseminate information in a business. Develop leadership and team building to promote collaboration.

	Competencies
	1.2.3	Identify and use verbal, nonverbal, and active listening skills to communicate effectively.
1.2.5	Communicate information (e.g., directions, ideas, vision, workplace expectations) for an intended audience and purpose.

	Outcome
	3.1	Customer Relations: Apply techniques, strategies and tools to develop, maintain and grow positive internal and external customer, or client, relationships.

	Competencies
	3.1.1	Explain the nature of positive customer, or client, relations and their role in keeping customers; and describe the importance of meeting and exceeding customer expectations.
3.1.8		Build, maintain and improve relationships with customers or clients; and promote brand and solicit new ideas and solutions using social media.
3.1.9	Identify opportunities to use crowdsourcing to engage customers or clients, improve customer or client relationships, promote brand, and solicit new ideas and solutions.

	Outcome
	5.1	Marketing Fundamentals: Describe principles of marketing, marketing functions and the factors influencing their effectiveness.

	Competencies
	5.1.11	Describe sales processes and techniques that can be used to facilitate selling.




	Outcome
	6.3	Business Applications: Apply tools, processes and procedures to manage the efficient and effective use of technology to achieve organizational goals.

	Competencies
	6.3.4	Research and use website creation tools to post web pages and storefronts that support multimedia use and achieve operational metrics (e.g., load time, availability, usability, search engine optimization) on multiple devices and platforms.

	Instructional Strategies
Students should research, determine and develop marketing communications tools to promote their businesses to potential customers. They should also design, build, test and maintain a business website that is appropriate given their business’s objectives and goals for the website, needs in terms of a website and target market.

[bookmark: _GoBack]Then, students should develop a sales training guide for them and/or their staff to follow when selling their business’s product offering(s). The sales training guide should explain the importance of positive customer relations and retention, the role of social media in customer relations, proper customer interactions, special service offerings, sales completion processes, etc. 

	Instructional Resources
Customer Service 
http://www.sba.gov/tools/sba-learning-center/training/customer-service
This free, self-paced tutorial from the U.S. Small Business Administration introduces the concept of customer service and its impact on a business.

Customer Service Lesson Plan
http://www.cteonline.org/portal/default/Curriculum/Viewer/Curriculum?action=2&view=viewer&cmobjid=231209
This comprehensive lesson plan addresses customer service and good customer service techniques. Includes role plays, handouts, lecture notes, a slideshow presentation, a video and multiple forms of assessment.

MarketingTeacher.com—Marketing Communications Lessons
http://www.marketingteacher.com/category/general-marketing/
These free lessons and videos address the basics of marketing communications.

New Business Development—Marketing Products
http://www.extension.iastate.edu/AgDM/vdmarketing.html
Promoting Your Business and Evaluating Alternative Types of Advertising, both found in the Promotion section of the website, provide clear, detailed information about marketing communications. Provided by the Iowa State University Extension office.



Personal Selling Lesson
http://www.marketingteacher.com/personal-selling/
This lesson details the personal selling process, including prospecting, making first contact, the sales call, objection handling and closing the sale.

Principles of Online Presence Lesson Plan
http://www.bized.co.uk/educators/16-19/business/marketing/lesson/online1.htm
In this lesson, students examine the impact, advantages and disadvantages of business websites.





	Career Field
	Business and Administrative Services, Finance and Marketing

	Course Name
	Strategic Entrepreneurship

	Description
	Students will use innovation skills to generate ideas for new products and services, evaluate the feasibility of ideas, and develop a strategy for commercialization. They will use technology to select target markets, profile target customers, define the venture’s mission, and create business plans. Students will take initial steps to establish a business. Students will calculate and forecast costs, break-even, and sales. Establishing brand, setting prices, promoting products, and managing customer relationships will be emphasized. 

	Unit 9
	Actualizing Your Business
Students will actively manage business operations, supervise staff and develop necessary business policies, procedures and processes.

	Outcome
	1.2	Leadership and Communications: Process, maintain, evaluate and disseminate information in a business. Develop leadership and team building to promote collaboration.

	Competencies
	1.2.4	Use negotiation and conflict-resolution skills to reach solutions.

	Outcome
	1.3	Business Ethics and Law: Analyze how professional, ethical, and legal behavior contributes to continuous improvement in organizational performance and regulatory compliance.

	Competencies
	1.3.3	Use ethical character traits consistent with workplace standards (e.g., honesty, personal integrity, compassion, justice).

	Outcome
	1.5	Global Environment: Evaluate how beliefs, values, attitudes and behaviors influence organizational strategies and goals.

	Competencies
	1.5.5	Recognize the ways in which bias and discrimination may influence productivity and profitability. 

	Outcome
	1.7	Entrepreneurship/Entrepreneurs: Analyze the environment in which a business operates and the economic factors and opportunities associated with self-employment.

	Competencies
	1.7.13	Protect intellectual property and knowledge (e.g., copyright, patent, trademark, trade secrets, processes).




	Outcome
	2.1	Business Activities: Relate business functions to business models, business strategies and organizational goal achievement.

	Competencies
	2.1.6 	Explain the role and function of human resources management, describe its interactions with other functional areas, and identify its contributions to an organization.
2.1.7	Explain the nature and scope of information management and its contributions to business operations.
2.1.10	Describe connections among business ethics, company actions and results (e.g., influencing consumer behavior, gaining market share).
2.1.11	Differentiate between operations and supply chain, and describe their components, or activities, and contributions to business.
2.1.12	Explain the nature of management and levels of management (e.g., front line, middle management, executive).

	Outcome
	3.2	Relationship Management: Apply techniques and strategies to develop, maintain and grow positive relationships with employees, peers and stakeholders.

	Competencies
	3.2.7	Identify when and how to take risks to achieve objectives.
3.2.11	Manage internal and external business relationships to foster positive interactions, and strategically plan and leverage business relationships for growth.

	Outcome
	3.3	Business Communications Management: Apply strategies and procedures to plan, create, implement, and evaluate internal and external company communications.

	Competencies
	3.3.5	“Sell” ideas to internal and external audiences.

	Outcome
	4.6	Corporate Social Responsibility (CSR): Interpret, apply and communicate an organization’s ethics and social responsibility policies and code of conduct in routine and ambiguous situations.

	Competencies
	4.6.1	Compare and contrast ethical standards and challenges in domestic and international markets and across countries or areas (e.g., Brazil, China, Latin America, Pacific Rim).
4.6.2	Compare and contrast ethical challenges across industry sectors (e.g., healthcare, financial services, consumer products, manufacturing, retail) and functional areas (e.g., marketing, human resources, financial reporting).
4.6.5	Develop ethics and CSR policies and reporting processes.

	Outcome
	4.8	Legal Foundations: Identify the legal principles that undergird business operations, and apply regulatory provisions to business situations.

	Competencies
	4.8.9	Identify requirements needed for an enforceable contract, and differentiate among types of contracts (e.g., oral, written, implied, transferable, nontransferable).
4.8.11	Determine tactics businesses can take to avoid litigation and alternative methods and processes they can use to resolve disputes.  




	Outcome
	6.1	Management Fundamentals: Describe business management practices and their contributions to goal achievement and organizational success.

	Competencies
	6.1.1	Distinguish between management and leadership, and describe the factors that influence management.
6.1.3	Describe the types of resources managed in business and their significance in business operations, and explain the differences between managing internal versus external resources.
6.1.4	Explain the purposes and nature of management functions (e.g., strategic and tactical planning, organizing, directing, staffing, controlling), and describe considerations in the business environment that impact their use.
6.1.5	Compare management and motivation theories, and determine appropriate situations in which each would be used.
6.1.10	Describe the need for and impact of quality management in organizations.
6.1.12	Describe project management processes, skills and knowledge necessary for successful project outcomes.

	Instructional Strategies
In this unit, students should actualize their new ventures. In addition to actively managing business operations and supervising any needed human resources, they should develop ethics and corporate social responsibility policies, quality-management processes and supply-chain management procedures. 

If students aren’t able to start their businesses at this time, have each student manage a CTSO project for the class, a small business or school store, or a credit union.  Each student should create a multimedia piece describing management functions and theories, quality management and project management prior to their time as a manager.  Have students determine five potential ethical issues that could occur in their management position and what alternatives are available to resolve the issue.  Finally, have students discuss ethical differences across industries, businesses and countries.   

 
	Instructional Resources
Business Owner’s Toolkit 
http://www.bizfilings.com/toolkit/index.aspx
The Business Owner’s Toolkit contains free information and resources about starting, running, and growing a business. 

Ethical Leadership, Decision-Making and Organizations
http://www.businessballs.com/ethical_management_leadership.htm
This article examines ethical behavior at both the individual and corporate levels.

The Five Functions of Management Lesson Plan
http://kwhs.wharton.upenn.edu/lesson_plans/the-five-functions-of-management/
This free lesson plan from the Wharton School of the University of Pennsylvania focuses on roles and responsibilities common to business management.




Managing Relationships
http://business.uni.edu/buscomm/Interpersonal/Managing%20Relationships.htm
This comprehensive chapter on managing relationships explains strategic choices involved in managing interpersonal relationships, special expectations and difficulties involved in workplace relationships and the role of interpersonal relationships within the larger communication networks of organizational life.

OperationsManagement.com
Supply Chain Management Role in Operations Management: http://www.operationsmanager.com/what-is-operations-management/supply-management-role-in-operations-management/
Supply Chain Manager in Operations Management: http://www.operationsmanager.com/what-is-operations-management/supply-chain-management-in-operations-management/
These two articles from OperationsManagement.com, the purported “guide to the operations management profession,” explain the relationship and roles of supply chain management and operations management in simple terms.

Quality Tools and Topics
http://ocw.mit.edu/courses/aeronautics-and-astronautics/16-660j-introduction-to-lean-six-sigma-methods-january-iap-2012/lecture-videos/MIT16_660JIAP12_3-5.pdf
This slideshow from the Massachusetts Institute of Technology explains the need for quality management and basic quality-management tools.






	Career Field
	Business and Administrative Services, Finance and Marketing

	Course Name
	Strategic Entrepreneurship

	Description
	Students will use innovation skills to generate ideas for new products and services, evaluate the feasibility of ideas, and develop a strategy for commercialization. They will use technology to select target markets, profile target customers, define the venture’s mission, and create business plans. Students will take initial steps to establish a business. Students will calculate and forecast costs, break-even, and sales. Establishing brand, setting prices, promoting products, and managing customer relationships will be emphasized. 

	Unit 10
	Assessing Performance
Students will analyze business performance and identify methods to increase profitability and decrease expenses.

	Outcome
	1.6	Business Literacy: Develop foundational skills and knowledge in entrepreneurship, financial literacy and business operations.

	Competencies
	1.6.9	Explain how the performance of an employee, a department and an organization is assessed.

	Outcome
	3.2	Relationship Management: Apply techniques and strategies to develop, maintain and grow positive relationships with employees, peers and stakeholders.

	Competencies
	3.2.8	Describe the nature of organizational culture and its impact on business, and interpret and adapt to a business’s culture.

	Outcome
	6.2	Information Management: Institute and evaluate information management tools, policies, procedures and strategies to achieve business unit and organizational goals.

	Competencies
	6.2.3	Monitor and audit internal records.

	Outcome
	9.1	Financial Principles: Apply tools, strategies, and systems to plan and monitor the use of financial resources.

	Competencies
	9.1.9	Calculate sales and financial ratios. 

	Outcome
	9.7	Managerial Accounting: Track, report, and analyze a company’s financial information to enable decision-making by internal parties.

	Competencies
	9.7.3	Apply cost accounting techniques to challenge prices and to calculate cost of goods sold (e.g., job and process costing, activity-based costing).

	Outcome
	10.1	Strategic Planning: Implement planning tools to guide organization’s/department’s activities.

	Competencies
	10.1.8	Track achievement of goals and objectives using benchmarking techniques and internal information.

	Outcome
	10.2	Strategic Execution: Apply the principles and concepts used to align organizational and departmental strategies into tactical execution plans.

	Competencies
	10.2.7	Determine alternative actions to take when goals are not being met (e.g., modify tactics, increase allocated resources, challenge goals, identify exit options).

	Instructional Strategies
Each student should analyze his/her business’s cash flow and determine the implications of any patterns that appear. Then, students should calculate the business’s financial ratios. Beside each calculation, students should indicate whether the ratio is a positive or negative for their business. For each negative factor, they should indicate what changes can be made to improve it. Finally, students should determine what could be done to increase their sales and reduce their expenses and cost of goods sold.

If students are not actively operating a business at this time, provide students with business financial documents and have them calculate ratios and other metrics of business success.  Have students determine whether the business is healthy, needs assistance or is failing.  Then, students should determine what steps to take to improve business outcomes.  

	Instructional Resources
Cash Flow: Understanding Cash Flow
http://www.bankrate.com/brm/news/biz/green/cashflow.asp
This tutorial, written for new small business owners, explains the importance of and means to conduct a cash-flow analysis.

Cost Control
http://www.referenceforbusiness.com/encyclopedia/Cos-Des/Cost-Control.html
This entry from the Encyclopedia of Business examines cost control applications, control reports, standards, the role of accounting and strategic cost control.

Financial Ratio Tutorial
http://www.investopedia.com/university/ratios/
This tutorial identifies sources of financial data, explains relevant financial ratios, shows how to compute the ratios and discusses the significance of each ratio. 

How to Control Expenses and Increase Profitability
http://www.smalltownmarketing.com/expenses.html
This article explains commonsense methods to increase profitability and reduce expenses.

How to Do a Cash Budget for Your Business
http://bizfinance.about.com/od/cashflowanalysis/ht/howcashflow.htm
This article lays out the steps involved in analyzing a business’s cash flow.



