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Entrepreneurship 

 
You will gain knowledge about the benefit of starting a business and how to 

identify types of businesses at which you would be successful. You will develop 

the skills relevant to starting a business now. 
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Becoming an Entrepreneur 
Is It Right for You? 

Warm-Up Activity 

What are some benefits to owning your own business?  ________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________ 

You’ve already started your first business. You are in the business of YOU. Now let’s find ways 

you can make money by doing things you love. There are many benefits to owning your own 

business: working with friends, added freedom, and ability to sell at a profit. Even if you don’t 

think you’ve hit on your “million-dollar idea” yet, start a business now to build up vital skills to 

improve all areas of your life. When your big idea does hit, you’ll be ready. 

Many of the world’s greatest—and richest—entrepreneurs are self- made. Entrepreneurship is 

an investment of time, energy, and money which can yield excellent returns. While it’s not for 

everyone, working for yourself can certainly be incredibly rewarding and financially lucrative. 

If you think it takes skills and motivation to build a successful money making business, you’re 

right. But entrepreneurial thinking adds value to any career. Showing an entrepreneurial edge 

in the workplace might lead to increased innovation, even a chance for promotion! 

At the end of the day, we’re all business owners. We’re in the business of building brighter, 

better futures for ourselves! 

 Is Entrepreneurship Right for You? 

An entrepreneur is a person who recognizes opportunities and organizes resources to take 

advantage of those opportunities. A good entrepreneur might notice a gap in the market and 

decide to introduce a new product or service, or improve upon an existing product or service. 

The entrepreneur raises the necessary funds, assembles the production factors, and organizes 

an operation. Essentially, an entrepreneur is the person who takes initiative to start a new 

business. 

The benefit of working for yourself is that you create your own financial destiny. You can build 

something of value that can be sold in the future. You get to keep more of your money, pay 

lower taxes, and take pride in your creation. 
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Not all of us would make great surgeons or novelists. Likewise, being in business for yourself is 

not for everyone. All those who succeed in building businesses—whether it’s a corner 

drycleaner, a restaurant, or the next Microsoft or Google—share certain personality traits. The 

“entrepreneurial spirit” refers to having the confidence to seize the opportunity to make things 

happen. We’re all in control of our own destinies, and successful entrepreneurs come in all 

sizes and shapes—from the Olsen twins to Bill Gates. Each of them created a unique empire, 

and you can too. 

 What it Takes to be an Entrepreneur 

Choosing to become an entrepreneur is a big decision and will require substantial trait 

development. 

Obviously, you don’t have to possess all the traits associated with entrepreneurship to be 

successful. Skills can be learned and improved upon. But the key quality you need is 

determination to make your business venture succeed. The remaining traits will fall into place 

as you gain experience. That said, here is a list of qualities that make up good entrepreneurship: 

• Determination. Stay on course to accomplishing your goals, fight through adversity, and 

maintain your focus throughout the process. 

• Goal-oriented. Have written goals and a plan to accomplish them. 

• Resilience. Belief in yourself and the ability to stay on course, no matter how many 

setbacks you experience. 

• Focus. Operate with a definite purpose and goals in mind. 

• Dedication. Go the distance and do what is necessary to succeed. 

• Self-motivation. You must inspire yourself to make your business succeed. You are the 

business, and what you do each day determines success. 

• Ethics. Do what’s right—always. Successful entrepreneurs have learned that running 

their businesses ethically leads to greater profits and rewards. 

• Flexibility. Have the creativity to change direction and overcome obstacles. 

• Decision-making Skills. Be decisive. Take responsibility for all aspects of the business 

and make the tough decisions. 

• Risk and Reward Assessment. Realistically assessing the risks and potential rewards will 

eliminate speculation (guesswork) when making business decisions. 

• Delegation. The knack of passing responsibility to qualified people you’ve hired, and the 

ability to excite and motivate employees to create your dream, helps ensure your 

success. 

• Time Management. The ability to list tasks and appropriately prioritize time to stay on 

track is critical. 
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Don’t worry if you do not possess all the traits shown above. All these qualities can be learned 

and developed over time. Focus first on developing your strong areas and build up your weaker 

areas over time. 

 
 

 

UPSIDES 

 LIFESTYLE. The personal freedoms associated with being an 
entrepreneur are unrivalled. You are the decision-maker about 
everything. You can work your own schedule, make your own 
hours, and control your own income. 

 CHOOSING YOUR COLLEAGUES. You get to choose the people 

with whom you conduct business. It’s a great feeling talking 
business at the beach with your friends (who are also your business 
partners). 

 FINANCIAL REWARDS. As a business owner, you have the ability 
to control how much you earn. When you want to make more 
money, you simply work more efficiently. There is no income cap 
on your own business earnings – the sky’s the limit! Well, in fact, 
you are limited, but only by your own ability to think of new, 
creative ways to make profit.  And unlike working a regular job, you 
are creating a company that has value. That value can be sold, 
borrowed against, and leveraged.  
 For instance, if you start an Internet-based company with 
revenue of $100,000 per year, you can sell that company to 
someone else. People may buy an existing, profitable Internet 
business for five times its annual earnings. So in this example, you 
could sell your company for $500,000. That’s how entrepreneurs 
can afford penthouses. 

 TAX BENEFITS Business owners enjoy several tax benefits business 
owners, which helps them keep more of the money they earn. It 
has been said that being self-employed is “the last great tax 
shelter.” 

 SKILL SET GROWTH Being a business owner means you are 
responsible for everything that happens within your company. 
Consequently, you will be learning many new skills and probably 
handling a stack of paperwork — No one said it would be sunshine 
and rainbows all the way! 

DOWNSIDES 

 FINANCIAL INSECURITY. You 
must take the rough with the 
smooth, and owning your own 
business is no different. Being 
in charge may mean sacrificing 
the security of a regular 
paycheck (and regular work 
hours). At the start the income 
stream probably will be 
uneven; or it may take time to 
turn a profit, and you’ll need a 
second source of income to 
tide you over.  

 HEALTH INSURANCE, 
Employer health plans and 
other benefits you get with a 
regular 9-5 job are now your 
responsibility, and are likely to 
reduce your bottom line. 
Fortunately many companies 
offer individual insurance.   

 DECISIONS, DECISIONS. 
Although being the primary 
decision-maker is a key benefit 
of entrepreneurship, it also can 
be difficult. All the business 
decisions fall to you. Setting up 
an office, hiring staff, 
marketing – you must handle 
everything. In time you will 
build a network of advisors, 
but at the beginning making all 
the decisions can be 
challenging. 
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Lesson Activity: Benefits and Drawbacks 

Go through the scenarios below with your instructor. 

SCENARIOS 

TOM has worked at Starbucks for the past 8 years. He is still in the same position at which he 

started. He decides to move on.  

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________  

          

ALEXANDRA has been working for Enron for the last 30 years. She has no money saved for 

retirement, but is counting on the company’s pension plan to pay her $5,000 per month.  The 

company goes bankrupt. She now has no pension. 

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________  
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TADAO has been working for a company for 12 years. He has moved up the corporate ladder 

and has saved over $300,000 in a retirement account. His company matched his contributions 

with an additional $300,000. He was fully vested.  

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________  

  

SALVADOR started a company that has grown over the last 10 years. He is making about 

$100,000 per year and has a good reputation in the industry. He has decided to sell his 

business. The amount depends on many factors (income, future growth, assets, expenses, 

industry, team, etc.). 

 

Businesses typically sell based on a multiplier of income. If he can sell at 3 times his business 

income, he could walk away with an extra $300,000.  Or he may choose from other options, like 

taking a monthly income or bonuses.   

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________  
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 Where to Start 

I want to start my own business: Where do I begin? 

Get started immediately, even if it’s part-time. If the business grows slowly, you’re still learning 

vital skills along the way. Here are some quick tips: 

• Identify your passion or interests. One of the most important aspects of starting a 

business is to choose a field/industry/service/product about which you are passionate. A 

business that matches your personal interests makes the time you spend building your 

business enjoyable. It doesn’t feel like work; you’re doing what you truly like to do. 

Many top entrepreneurs suggest starting a business about which you are enthusiastic 

and energetic. 

For example, if you enjoy video games and computers, you might start a business 

related to technology, IT, gaming, or fixing computer systems. If you love music, you 

might consider a business recording or selling CDs, sound mixing, or running a karaoke 

club. 

• Educate yourself. Once you decide on an idea, learn as much as you can about the topic. 

The Internet offers a wealth of information that makes research easy. Search keywords 

related to your business, and read, read, read. Talk to everyone with knowledge on the 

business you are considering. You can become a leading expert in just a short period. 

TIPS TO STARTING A BUSINESS 

 Reflect on the activities you enjoy. Many top entrepreneurs suggest that business 
success starts with finding the business about which you can feel passionate. 

 Learn as much as you can about your chosen business. Vides, DVDs, books, 
magazines, the Internet, seminars, and knowledgeable people are all good 
resources for learning about a field. 

 Draft a rough business plan. Don’t make it too complicated. Just start writing some 
bullet points on paper. 

 Network with people who can help your business; come up with ways to help their 
businesses succeed in exchange. 

 Look for low-risk ways to start your first business. Keep overhead low. Use your 
first endeavor as a learning process — the “hands on” versions of school. Build 
skills and knowledge you need to prepare for this and future opportunities. 

 Get your business started.  
LEARN. GROW. GAIN SKILLS. NETWORK. AND HAVE FUN! 
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• Start now. If you have an idea you’re passionate about, and there’s a market need for 

your product or service, start your business now. Even if it’s not your “million-dollar 

idea,” start building your foundation. That way you’re prepared for future opportunities. 

Here’s an example. There was a young girl who liked shoes. She dreamed of creating her own 

shoe line, but didn’t have the money to start. So she decided to break into the industry by 

writing reviews of all the hottest shoes of the season. She gave this information away free on 

her website in exchange for the reader’s contact information. She began to build a reputation, 

establish contacts in the industry, and create a contact list for future clients. In addition, her 

reviews became popular. Shoe companies started sending her free shoes in exchange for her 

reviews. When she launches her personal shoe company, she will have a solid list of potential 

clients to get her business off to a fast start. Her established reputation and industry contacts 

tip the odds of success in her favor. 

If you have an idea for a business, start now. You may not end up with the exact business you 

envision, but you can take one small aspect and expand on it. When you’re ready to move up to 

the next level, your skill set and network will be ready with you. 

 Business Plan 

No self-respecting quarterback runs onto the field without a game plan. When you have a 

business goal in mind, you need a solid plan. At the initial stage, the first draft need not be 

elaborate; don’t get bogged down in creating the “perfect” plan—there’s no such thing. Just 

getting some bullet point ideas down on paper will help. 

A business plan is a roadmap to creating the business you imagine and making it successful. The 

plan will change over time as your knowledge grows and new ideas come to mind. Perhaps you 

decide not to start a business immediately, but want to do so in the future. Even so, start your 

long-term business planning today. 

1. Describe your goals. 

Accurately describe your business goals and objectives. Here are two examples of 

specific objectives: 

• I will start a lawn care business that will be in operation during summer break, from 

June 8 to September 4. During this time I will earn $4,500, buy $500 worth of 

equipment for the business, and establish 10 clients who will use my services again 

next summer. 

• I will start an Internet marketing company. Ten thousand people will have visited my 

site by January, and I will have made income exceeding $25,000. 

 



 

 

Becoming an Entrepreneur 

E1 

2. Describe your product or service. 

What product or service will you offer? Describe your idea in as much detail as possible.  
Identify the strengths and weaknesses, and set the price point (base price at which the 
product or service will be sold). Clarity of thinking at the outset will help develop all the 
details that must follow. 

• Think through the features that make your product or service stand out, and 

describe how the product or service will benefit your potential customers. Features 

are the functions of your product or service. For example: “a small, sturdy, sleek 

case that keeps lipstick organized” describes the features of a makeup case. 

Benefits, on the other hand, describe how your product or service will help your 

buyer. How will you solve their problem? “You will save time and money with 

Product X because your makeup will be organized—you won’t lose or ruin your 

eyeliner.” 

• Make a list of all the features. Next to each feature, write the benefit that feature 

represents to the person who uses your product/ service. Remember to continually 

remind potential customers of your product’s benefits—in your advertising and 

when you’re talking to customers in person. 

• People will purchase your product or service because of its associated benefits. The 

better you understand their needs, the more effectively you’ll be able to 

communicate your product’s benefits in a meaningful way. 

3. Finding the need 

Find out early whether the market has a need for your product/ service. You should 
offer a solution to a problem for which people are actively looking. There must be a 
demand for your product/service, and people must be willing to pay for your solution. 
Additionally, you should verify whether other products or services already exist that 
offer the same solution at a better price. 

Determine whether there is a need for your product or service through active research, 
studying the competition, and talking with people. Study your competition carefully to 
understand the needs they’re trying to fill. What makes you stand out? Why would 
people want to call you instead of your competitor? 

There are several ways to uncover a need in the market: 

• Is there a current product/service you feel needs improvement? If so, other people 

probably feel the same way. 

• Ask buyers of a service or product whether they can think of improvements. Could it 

be more convenient to purchase, less expensive, or higher quality? Could the 

product satisfy another need? 
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4. Identify your competition 

Thoroughly understanding your competition gives you an advantage when marketing 
your product or service. Learn what they offer, their pricing, and what makes them 
stand out. Learn the history of your competition and some of their top customers. For 
example, if you’re starting a summer house-painting service and you know your 
competitors mainly advertise exterior painting, you might advertise interior painting. 
You’ll gain a competitive edge and stand out from other painting companies. 

5. List your skills 

What experience do you have that puts you in a great position to start this business? For 
example, if your idea is to offer in-house computer support and trouble-shooting, how 
much do you know? What are your credentials? Maybe you set up a small network for a 
friend’s business, for example. That counts as experience. Write it down in your 
business plan. 

Understanding the skills you bring to the table gives you confidence to stand behind 
your service and gives your business a competitive advantage. 

6. Identify risk and reward 

As with all investments, managing risk is an important part of starting a business—
especially your first business venture. 

The ability to accurately evaluate risk is a key attribute of a successful entrepreneur. A 
common misperception is that entrepreneurs are crazy risk-takers. Successful 
entrepreneurs don’t take wild risks— only calculated ones. 

Here’s an easy trick used to identify possible risks and to keep your eye on the prize. 
Take a piece of paper. On the left side write down all the potential risks; on the right 
side write down all the potential rewards. List them in order of importance to you. Do 
the potential rewards outweigh the risks? If so, this may be a good opportunity for you 
to undertake. 

When starting a new business, you face money risk and time risk. You will dedicate 
resources to making the venture successful, so you must identify how much money and 
time you will invest.  

If the idea of starting a business still seems like a good fit after you’ve completed all 
these steps, the next move is to think about how to generate sales. Your idea for 
generating sales is called a Marketing Plan and it’s a necessity. 

7. Identify your target market 

Who are your potential customers? Target market means those people who are most 
likely to purchase your product or service, and to whom your selling efforts will be 
directed. A true understanding of your target market is one of the most important 
pieces of your business plan. So identify the people to whom you’re trying to sell. For 
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example, if you’re starting a tutoring service and math is your specialty, your target 
market might be: college and high school students in math courses level 200 or below 
with grades B or lower. Your plan might even extend to parents of the students who 
want better grades. 

If you’re selling a personally-designed skateboard deck, your target market could be 
people who skateboard, ranging in age from 14 to 28, mostly male, and active. Your 
potential customers could be found at skate parks, skate shops, and action sports 
events. 

In these examples, you’ve identified exactly who will benefit most from your service and clearly 

described the people most likely to be your customers. A clear understanding of your potential 

customer is critical to focus your marketing efforts wisely. 

A common mistake is to attempt to be a company that solves every problem for every person. 

Setting your target market wide may require more resources than you have. You should focus 

on the most profitable and easily appealed to group of individuals first. The more “narrow” 

your target market, the better you can gauge and forecast their demands. 

 Reach your Customers 

Of course, once you create a general business plan and have target customers in your sights, 

you may wonder how best to reach your target market to communicate the benefits of your 

product/service. This is the start of a marketing plan. 

Marketing is an entrepreneur’s best friend. Without solid marketing, nobody will even know 

your company exists. Marketing includes all the activities associated with buying and selling a 

product or service. Consider the “four Ps” of marketing: Product, Place, Price, and Promotion. 

The four Ps often are referred to as the “marketing mix.” 

PRODUCT (or service) was covered in the business plan section above. 

PRICE With all product/service businesses, establishing the price that yields the best mix of 

sales to profit margin is important. If you price the product too low, people may 

view it as “cheap,” and will result in low profit margins with minimal sales. On the 

flip side, price the product too high and you may make very few sales. There is no 

perfect middle ground, however. There are high and low ends of the market. For 

example, Toyota’s Scion line is priced at a very affordable range. Toyota attempts to 

make these cars for as cheap as possible while still maintaining key attributes of the 

product that their target market desire. Toyota makes many sales with a smaller 

margin per sale. Even though the margin is small, the number of sales creates a nice 

profit for Toyota. Ferrari on the other hand prices their line at the very top of the 

market. They use premium, top of the line materials in making their cars. Ferrari’s 
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target market is interested in performance and status and are willing and able to pay 

for it. Ferrari sells significantly fewer cars than Toyota’s Scion. However, Ferrari’s 

profit margin per car is very high. So Ferrari can sell fewer cars at high margins and 

market a profit while Toyota can sell many cars at lower margins and make a profit. 

 To determine the right price for your product, look at competitors’ pricing and 

consider how you want your product to be viewed. Talk to people who use similar or 

competing products/services and get their opinions. 

 You probably will refine your product pricing several times during the business 

planning process, and again after you launch your product or service. To start just 

use a “ball-park” figure to get your plan rolling. 

PLACE Deciding how to distribute your product is an important step in your plan. In today’s 

age small-scale distribution is easy to handle, but it’s likely to become more complex 

as your company grows. For storefront businesses, most products will probably be 

sold at the store location. 

 For web-based and remote businesses, you can deliver product in several ways. 

Electronic products like eBooks can be delivered by email or via a download page. 

Physical products might be delivered through the mail; you can mail the product 

yourself, or hire a fulfillment company to manage your inventory and shipping 

needs. Fulfillment companies often take a percentage of each sale as their fee. 

PROMOTION A common goal of promotion is to capture your target audience’s attention 

through exposure. You might be trying to increase awareness about your product, 

create name recognition, and/or increase sales.  

There are several ways to promote your product or service: 

• Networking – Let all your contacts know about your new venture; remind them often. 

The next time they meet someone who needs your services, there’s a good chance 

they’ll pass along your contact information. Spread the word that you’re in business, 

and soon you’ll find that people are telling their friends and colleagues (and driving 

business to you!). 

• Referrals – When a customer is satisfied, he or she may give you a positive referral. 

Remember that, on average, unsatisfied customers tell ten people that they didn’t like 

your service—while happy customers will tell only six. 

o Strive for customer satisfaction, and referral business will eventually come your way. 

o Discover ways to encourage referrals.  

For example, give your best customers an incentive—like a discount on their next 

purchase—to send other customers your way. 
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• Internet Marketing – A wide variety of Internet marketing techniques are now available. 

Internet marketing is a cost-effective promotional method for savvy entrepreneurs. You 

can track returns on different types of advertising and accurately reach your specific 

target market. Some Internet marketing methods include: 

o Article writing – you can write articles that tie in with your product and create links 

to your website. 

o Videos – Create a YouTube video to help spread the word. 

o Affiliate programs – Have other people sell your product and offer them a 

commission for each sale. 

o Email – Email reaches your customers quickly and cost-effectively. You can email 

your current list of clients, and/or purchase email lists to expand your reach. 

o Google AdWords – On the right-hand column and on top of each Google search are 

advertisers that pay each time a potential customer clicks onto their site. 

o Online communities – MySpace and Facebook are examples of social media sites 

where you can promote your company. 

o Search Engine Optimization (SEO) – There are ways to optimize your website to 

ensure that it appears as close as possible to the top when people search keywords 

describing your product or service. 

o Blogging – Creating and maintaining a blog that’s likely to interest your target 

market will help you generate new customers. 

These are just a few of many online promotion methods. If your company is web-based, gaining 

a good understanding of several Internet marketing techniques will be the key to your success. 

• Publicity – When used properly, publicity can greatly increase awareness about your 

business. Writing an article or column for the newspaper as an expert on an aspect of 

your business is one type of publicity that lends credibility and creates possible sales. 

Pick up a book on public relations to learn how to create favorable interest in your 

product or service. Many businesses hire PR consultants to raise their community and 

media profile. 

• Direct mail – Those mounds of junk mail in your mailbox are called direct mail. You can 

purchase address lists that match your target market’s demographics and send 

marketing material to those addresses. There are companies that handle all aspects of 

the process for you, including mailing lists, mail piece design, and mail delivery. 

• Newspaper – Many people believe you need a lot of money to advertise in papers. 

Newspapers, like many advertising outlets, charge according to how many people your 

ad will reach. So advertising in a weekly small-circulation newspaper would be much less 

expensive than advertising in the New York Times. 
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• Television – As your business grows, you may look toward advertising your product or 

service on television. Local TV stations offer a cheaper alternative to the large networks. 

• Magazines – Like newspaper and TV ads, magazine advertising offers exposure to your 

specific target audience. Say you have a product or service that targets new parents; 

you would want to advertise in a magazine about parenting or a related subject. In other 

words, select the media that offer maximum exposure to the buyers you identified as 

your target market. 

• Radio – There are thousands of radio stations; each targets a unique listener. You might 

purchase commercial time, sponsor an event, or donate your product to the station as a 

promotional giveaway. If you have a product/service that you think is newsworthy, try 

to get on the show as a guest. 

If this has really peaked your interest in starting your business and you now feel that it might 

not be as impossible as you once imagined, visit www.sba.gov for an ENORMOUS amount of 

information on how to get your business going. The Small Business Administration (SBA) offers 

grants, loans, business plan templates, mentorship programs, research tools, industry 

information and much more.  

Lesson Questions 

1. Which of the following is a benefit of starting your own business? 

a. Limited income potential. 

b. Ability to work with the people you choose. 

c. Financial security. 

d. Ability to delegate decisions. 

2. What has been called “the last great tax shelter”? 

a.  Being self-employed 

b.  Financial security 

c.  Health insurance plans 

d.  A company’s pension or retirement plan 

  



 

 

Becoming an Entrepreneur 

E1 

 

Essential Questions 

Why should I consider starting my own business? ______________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________ 

 

How do my passions relate to starting my own business? ________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

 

What are three benefits of starting my own business? __________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________ 
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What Is a Social Entrepreneur? 

Warm-Up Activity 

What do you think a social entrepreneur is?  __________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

 

How is a social entrepreneur the same or different from an entrepreneur? 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 
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 Doing Well by Doing Good 

Why should you become a social entrepreneur? Basically a social entrepreneur is someone who 

uses basic entrepreneurial principles and tactics to build a business that addresses a social 

issue. So a social entrepreneur starts a business that “does well by doing good” — that is, it 

earns money while also making a difference in the world. 

 

 Examples of Social Entrepreneurs 

BLAKE MYCOSKIE 

In 2006, Blake Mycoskie traveled to Argentina where he discovered that many of the 

children had no shoes. So Blake created TOMS Shoes. Now for every pair of shoes 

someone buys, Blake’s company donates one pair of shoes to a child in need. 

ROY AND LOUISE VAN BROEKHUIZEN 

On December 26, 2004, one of the deadliest disasters in history struck Indonesia, killing 

more than 285,000 people. Homes and businesses were destroyed. The survivors were 

left devastated, jobless, and homeless. So Roy and Louise van Broekhuizen launched 

Laga Handbags. This company was set up to teach women affected by the disaster a skill 

that could earn them money. They craft the Laga Handbags, and then Roy and Louise 

market the bags worldwide through the internet, store sales, and Laga Handbag parties. 

Sales income allows Laga Handbags to continue its efforts to provide income, refuge, 

and assistance to victims of disaster while they rebuild their lives.  

Roy says, “We are dedicated to providing a secure future for as many victims of disaster 

as possible. With your help, we will achieve that goal. When you order a Laga Handbag, 

know that you are helping create a better and brighter future, and that you can make a 

difference.” Find out more at www.laga-handbags.com. 

 

Don’t worry if you do not possess all the traits shown above. All these qualities can be learned 

and developed over time. Focus first on developing your strong areas and build up your weaker 

areas over time. 
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Lesson Activity: Designing a Social Enterprise 

 

A social enterprise can start out small and grow over time. For example, maybe you have a lot 

of friends on Facebook and enjoy communicating with others on the site. You can easily find 

other groups and organizations that align with your values, and promote them to your friends. 

This could grow into creating your own Facebook group or fan page and building a following. 

Later, you may be able to market products or services to your group in order to raise funds that 

will support both you and your outreach efforts, but first building that trust and showing your 

activities for a good cause should be established. 

  

TIPS FOR MAKING A DIFFERENCE 

 Find a cause or mission in which you believe deeply. Ask yourself: What are the 

things happening in the world that make me feel like I want to make a 

difference? 

 Research organizations already involved in the causes about which you feel 

passionate. Do a simple web search or use tools like www.charitynavigator.org 

or www.mtdn.com. Also research business enterprises, social enterprises, and 

people who are making a difference in your chosen causes. Volunteering your 

time will help you learn even more about each organization.  

 Set a clear, big-picture goal for what you want to achieve. 

EXAMPLE: I will feel great knowing that I did my part to reduce the 50,000 daily 

deaths that occur due to extreme poverty by 50% by October 17, 2016. 

 Decide how you would like to participate. Focus on things you like to do and 

how your talents can best serve others. Volunteer for a nonprofit, start a social 

enterprise or business enterprise, or start your own nonprofit. 

 Take action. Now that you’ve found a cause you like and identified how you 

want to participate, go out and make a difference. Think about how you can 

make a real difference: volunteering; blogging about issues; raising awareness 

online; voting; fundraising; creating a website; putting on events; or starting a 

social enterprise. One simple way to make a difference is to stop patronizing 

companies that don’t align with your values and only do business with ones 

that do. 

 Build a network of like-minded friends and keep focused on the outcome. 
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Complete the activity by filling in the information in the form below.  

  

Company Name  _________________________________________________________  

The company will help the following cause: 

 _______________________________________________________________________  

 _______________________________________________________________________  

 _______________________________________________________________________  

 _______________________________________________________________________  

 

Mission Statement:  ______________________________________________________  

 _______________________________________________________________________  

 _______________________________________________________________________  

 _______________________________________________________________________  

 _______________________________________________________________________  

 _______________________________________________________________________  

 _______________________________________________________________________  

 _______________________________________________________________________  

 _______________________________________________________________________  

 

The company will help the world in the following ways: 

 _______________________________________________________________________ 

 _______________________________________________________________________  

 _______________________________________________________________________  

 _______________________________________________________________________ 

 _______________________________________________________________________  

 _______________________________________________________________________  

 _______________________________________________________________________  
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Lesson Questions 

1. Which of the following is a primary way in which a social entrepreneur differs from a 

traditional entrepreneur? 

a. Has an extensive Facebook profile. 

b. Has a nonprofit company. 

c. Contributes a portion of profits to addressing a social problem. 

d. Works to build a network of like-minded friends. 

2. Which of the following represents a way to use the social enterprise model to make a 

difference in the world? 

a. Volunteer time for an organization that has values aligned with your own. 

b. Set a clear goal for the social change you want to achieve. 

c. Write a blog to raise awareness about your chosen cause. 

d. Host an event to raise funds for your cause. 

e. All of the above. 
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Essential Questions 

What is a social entrepreneur? _____________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________ 

 

What do social entrepreneurs do? __________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

 

How are social entrepreneurs different from traditional entrepreneurs? ___________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________ 
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The Entrepreneurial Mindset 

Warm-Up Activity 

Do you think you have what it takes to be an entrepreneur? 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

 

 What Does It Take? 

Successful entrepreneurs possess certain skills and personality traits. While they might not have 

all of the following qualities, this list describes typical traits people need to succeed as 

entrepreneurs.

 Imaginative 

 Can see the bigger picture 

 Study and evaluate trends 

 Creative 

 Risk tolerant 

 Motivated 

 Understand their own strengths 

and weaknesses 

 Self-starters 

 Goal oriented 

 Honest 

 Learners 

 Persuasive 

 Organized 

 Financially responsible 

 Competitive
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Not everyone is cut out to be his or her own boss. But if you long to be in control of your life — 

and a lot of the traits on the list describe you — then you have a head start toward becoming a 

successful entrepreneur. 

Starting your own social enterprise comes with pros and cons, just like everything in life. Weigh 

the benefits and drawbacks against your life goals. Keep in mind that most good business 

venture ideas are evolutionary rather than revolutionary. Every entrepreneur has to struggle 

before they hit on that successful idea. 

EXAMPLE: The “Snuggie” 

 The Snuggie is an excellent example of a hot product that evolved from an everyday 

item. Scott Boiden just added sleeves to a blanket and marketed it on late-night 

television. Now he’s made over $60 million in sales. Scott uses some of his earnings 

to host fundraisers for Ronald McDonald House.  

 Boiden’s main talent is marketing. Gary Clegg is actually credited with the original 

Snuggie idea, which he dreamed up while watching television and wishing he had a 

blanket that would stay on while leaving his hands free. Although Snuggie is a for-

profit company, they also have created a Snuggie to raise awareness for breast 

cancer and donate funds to support other nonprofit organizations. 

Lesson Activity: Are You an Entrepreneur? 

Complete the quiz below and review your answers with the instructor. 

1. Are you a self-starter? 

a. If you point me in the right direction, I’ll get there. 

b. If I set my mind to it, I’ll make it happen. 

c. If I have to, I’ll get it done. 

2. Do you get along well with others? 

a. I already have plenty of friends. 

b. I like to talk to people and am easy to get along with. 

c. Most people are annoying. 

3. Are you a good leader? 

a. I can make people do what I want. 

b. I can usually motivate people to do things. 

c. I know when to let people do their own thing. 
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4. Are you responsible? 

a. I can take over when needed. 

b. I’m usually in charge of making sure things get done. 

c. If someone else wants to do it, why not let them. 

5. Are you organized? 

a. I like to take things as they come. 

b. I typically have a plan before I get started. 

c. I do pretty well as long as things don’t get too complicated. 

6. Can you keep track of records? 

a. I’ve got a good memory and that’s more important. 

b. It’s not the most fun I’ve ever had, but I can do it. 

c. I’m busy getting the work done, but I can do it if I have to. 

7. Are you a hard worker? 

a. Hard work never got my parents anywhere. 

b. If I enjoy what I’m doing, I hardly notice the time pass. 

c. I work hard enough to get the bills paid. 

8. Are you trustworthy? 

a. I’m usually up front, but sometimes little white lies are easier. 

b. I never say things I don’t mean. 

c. Who cares as long as people think I am. 

9. Are you able to make decisions? 

a. I can make a decision if given plenty of time to think it over. 

b. My first choice is usually the best one. 

c. I’ve been known to change my mind pretty often. 

10. Do you follow through? 

a. I generally finish things that I start. 

b. Nothing gets in my way once I’ve made up my mind. 

c. If a job’s not going well, it’s best to move on. 

Your instructor will explain the scoring system for the quiz so that you can determine whether 

your personality is suited to entrepreneurship. 
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Lesson Questions 

1. A USP (unique selling point) is a feature of a service or product that … 

a. Sets it apart from its competition. 

b. Proves its value in the open market. 

c. Offers an opportunity to give back to a charitable cause. 

d. Makes it easier to market online. 

 

2. Which of the following are characteristics of someone with an entrepreneurial mindset? 

a. High tolerance for risk 

b. Already having a revolutionary idea 

c. Meticulous attention to detail 

d. Leadership skills 

e. All of the above 

f. “a” and “d” only 

Essential Questions 

What are three traits of an entrepreneur? 

1. ____________________________________________________________________________ 

2. ____________________________________________________________________________ 

3. ____________________________________________________________________________ 

What skills do entrepreneurs possess?  ______________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________   

How are entrepreneurs different from other people? 

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________

______________________________________________________________________________  

______________________________________________________________________________ 
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Internet-Based Businesses 

Warm-Up Activity 

What does the following quote from Mark Victor Hansen, author of the Chicken Soup book 

series, mean to you? 

“There’s enough business for every young entrepreneur to make a fortune. 

That’s what’s so beautiful. We’re in the most opportune time in human history.” 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

 

 The Power of an Internet Startup 

In the Web 2.0 age, anyone can start a business and earn income. In fact, most of the top-

earning web sites in the world today are run by talented young men and women under the age 

of thirty. The Internet has opened up the world of global commerce to anyone, not just big 

corporations. 

Anyone with a computer and a credit card can easily setup a website and be ready to sell 

products or services to customers from around the world – almost overnight. Advances in 

technology and the new global economy offer people access to resources and suppliers without 

ever leaving their desks. 

This opens up a lot more potential business models to individuals, such as importing, exporting, 

self-publishing, software development, affiliate marketing, incentive marketing, virtual 
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merchants, or e-retail. The E-commerce explosion and widespread Internet access gives small 

businesses easy access to foreign markets. 

Self-publishing, the publishing of books and other media by the author rather than by a third-

party publisher, is a good example of a popular new Internet business model. 

Affiliate marketing and incentive marketing are other business models. Individuals or 

businesses launch content-based websites. Then they partner with other websites, agreeing 

that they will get paid either for sending traffic or sales to the partner (affiliate marketing) or 

for getting a site visitor to perform an action such as signing up for a newsletter (incentive 

marketing). The website is monetized (earns money) from the affiliate or “pay for performance” 

fees. 

Other traditional business models have been reinvented by the internet too. Drop shipping, 

content advertising, auctions, and broadcasting are some examples. 

• Drop shipping allows individuals and businesses to sell another company’s products 

online through their own website or auction sites, without ever touching the 

product. 

• Google AdSense pioneered content advertising, where advertisers pay to display 

their ads on other relevant websites. The advertiser pays per click or per impression, 

and the display site earns a portion of the fees. 

• Auction websites like eBay and Overstock are places where individuals and 

businesses can sell anything and everything online, for a fixed price or to the highest 

bidder. Sellers pay a small fee for the service. 

• The Internet allows information broadcasting at a very low cost compared to the 

huge investments in media outlets, print and/or broadcast equipment that 

traditionally were required. Now bloggers can earn income from ads that show up 

alongside their blog posts. Membership sites earn monthly fees from providing 

access to clip art, templates, coaching services, and more. 

In this Information Age, anyone with Internet access can instantly get information that 

previously was very difficult – even impossible – to find. This ease of information access makes 

starting an Internet-based business simple and inexpensive. 
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INTERNET BUSINESS MODEL DEFINITIONS 

• Affiliate marketing – an Internet-based marketing practice where a business pays an 

individual for each customer or visitor brought about through the individual’s marketing 

efforts. 

• Click and Mortar – a business model where a company has both offline and online 

presences. (Also known as Bricks and Clicks.) 

• Content advertising – content-based advertising placement such as that pioneered by 

Google, also classified ads and ‘pay for performance’ models. 

• E-commerce – commercial transactions that take place over the Internet. 

• Incentive marketing or pay-for-performance (PfP) – a business model used in online 

advertising where an ad agency charges a marketer for results achieved by the ad 

campaign. 

• Monetize – to convert something into a venture that earns money. 

• Virtual merchant – a retail sales business that has only an online presence, rather than a 

‘brick and mortar’ storefront. 

Lesson Activity: Choose the Marketing Method 

 

EXAMPLES OF  
ONLINE MARKETING METHODS 

Article Marketing Paid advertisements 

Auto-responder email systems Partners & affiliates 

Blogs Point-of-purchase upsells 

Directory submissions Press releases 

DMOZ listing Search engine optimization (SEO) 

Forum posts Social bookmarking: Digg, Del.icio.us. StumbleUpon 

Google AdWords (pay-per-click advertising? Social media: Facebook, Twitter, Instagram 

Google indexing Testimonials (both giving and receiving) 

Opt-in mailing lists Webinars & teleseminars 
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Answer the question at the end of each scenario below. 

Scenario 1:  Sally is launching prettyribbons.com, a site where ribbon enthusiasts may 

purchase unique ribbons.  

What online marketing methods would you suggest she use? Why? 

__________________________________________________________________ 

__________________________________________________________________ 

__________________________________________________________________ 

__________________________________________________________________ 

__________________________________________________________________ 

__________________________________________________________________

__________________________________________________________________ 

__________________________________________________________________

__________________________________________________________________ 

__________________________________________________________________ 

 

Scenario 2:  Ralph is launching showithere.com, a site where children can display art and 

videos they create.  

What types of marketing methods do you think Ralph might use? Why? 

__________________________________________________________________ 

__________________________________________________________________ 

__________________________________________________________________ 

__________________________________________________________________ 

__________________________________________________________________ 

__________________________________________________________________

__________________________________________________________________ 

__________________________________________________________________

__________________________________________________________________ 

__________________________________________________________________ 

 



 

 

Entrepreneurship 
 

 

E4 

Scenario 3:  You have an idea for an Internet-based business.  

What marketing methods would you use? Why? 

__________________________________________________________________ 

__________________________________________________________________ 

__________________________________________________________________ 

__________________________________________________________________ 

__________________________________________________________________ 

__________________________________________________________________

__________________________________________________________________ 

__________________________________________________________________

__________________________________________________________________ 

Lesson Questions 

1. The increased level of global Internet access has done which of the following? 

a. Made it possible to run more classified ads. 

b. Increased revenues for traditional publishing firms. 

c. Created new business models for starting entrepreneurial ventures. 

d. Increased traditional information exchange among the broadcast media. 

 

2. The Information Age has meant which of the following to individuals? 

a. They can gain access to specialized information much more easily. 

b. More business models for startup businesses are available to them. 

c. They have increased opportunity to work from home and avoid the commute. 

d. All of the above. 

 

3. A blogger receiving income from an ad that appears next to his/her blog post online is 

an example of: 

a. Social bookmarking 

b. Article marketing 

c. A webinar 

d. Social media marketing 
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Essential Questions 

What is an Internet startup business? _______________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________

______________________________________________________________________________  

______________________________________________________________________________ 

 

How can the Internet be used for business? __________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________

______________________________________________________________________________  

______________________________________________________________________________  

 

What are two different business models that can earn income online? 

1. ____________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

2. ____________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________ 
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How to Start Your Own 
Internet-Based Businesses 

Warm-Up Activity 

What does the following quote from Thomas Edison mean to you? 

“Opportunity is missed by most people because it is dressed in overalls and looks 

like work.”  Thomas Edison 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

 

 Starting Your Online Business 

More and more entrepreneurs today are realizing the dream of establishing an online business. 

Once you know how to use the Internet for business and have learned some of the available 

business models, you can move from planning to action. 

First, identify funding sources. If you have a little seed money set aside and can “bootstrap” 

your business (start without investor funding), go ahead. If not, here are a few potential 

funding sources: 

• Angel investors – there are websites that connect startup companies with wealthy 

individuals interested in funding entrepreneurs. Check out AngelList 

(http://www.angel.co) or Invstr.com (www.invstr.com) to find out how it works. 
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• Crowdfunding. At other sites you can trade rewards (like free products, service 

coupons, or stock shares) for funding. Two examples are Kickstarter 

(https://www.kickstarter.com) and Fundable (https://www.fundable.com).  

• Friends and family. Folks in your personal network might help you get going. Again, 

you can trade a reward or a stock interest in the company for their donations. 

• Loans. Many small businesses borrow their startup funds. A good place to start 

looking is the U.S. Small Business Administration (www.sba.gov).  

• Drop shipping allows individuals and businesses to sell another company’s products 

online through their own website or auction sites, without ever touching the 

product. 

• Google AdSense pioneered content advertising, where advertisers pay to display 

their ads on other relevant websites. The advertiser pays per-click or per-impression, 

and the display site earns a portion of the fees. 

• Auction websites like eBay and Overstock are places where individuals and 

businesses can sell anything and everything online, for a fixed price or to the highest 

bidder. Sellers pay a small fee for the service. 

• The Internet allows information broadcasting at a very low cost compared to the 

huge investments in media outlets, print and/or broadcast equipment that 

traditionally were required. Now bloggers can earn income from ads that show up 

alongside their blog posts. Membership sites earn monthly fees from providing 

access to clip art, templates, coaching services, and more. 

In this Information Age, anyone with Internet access can instantly get information that 

previously was very difficult – even impossible – to find. This ease of information access makes 

starting an Internet-based business simple and inexpensive. 

 Steps to Starting an Internet-based Business 

STEP 1  Get a domain name. Create multiple choices for your domain name; the first one 

you think of might already be taken. Choose a few possible domain names that are 

easy to remember and that relate well to your type of business and target market. 

Then purchase a domain name. 

STEP 2  Set up a website once you’ve registered the domain name. A website will be your 

business’s single most important marketing tool. 

STEP 3  Make your business look big. Here are some ways to make your business appear 

larger than it is: 

• Avoid doing things that make your business seem small or inexperienced. 
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• Don’t get “free” business cards that come with the printing company’s logo on 

the back.  

• Pay for your email address and web hosting service – you can’t use free services 

and expect to be taken seriously. 

• Use technology tools that make your small business look big, like virtual phone 

systems that route calls and faxes to and from all your phone numbers without 

having to hire a receptionist or secretary. 

STEP 4 Dress, act, and look the part.  

• Wear business attire whenever you meet people in person. 

• Look for office or meeting space you can borrow or rent by the day or hour. 

• Hold meetings by phone conference or video chat. 

• If you do need full-time office space, look for co-op space where you rent an 

individual office and share a receptionist. 

• Have a professional-sounding voicemail recording. 

Step 5 Set up a payment process your customers can use to pay you.  

• Start a banking relationship to securely process credit card payments.  

• Set up a PayPal account. 

Step 6 Market your business.  

• Create an email newsletter.  

• Write a blog on your website and make it available via RSS feed. 

  

DEFINITIONS OF TERMS 

 Angel investor — an affluent individual who backs emerging entrepreneurial 

ventures. 

 Bootstrapping— starting a business without outside investors. 

 Domain name — the address or URL of a particular website. 

 Hosting — a service where a web server maintains and serves files for one or 

more websites. 

 URL — Uniform Resource Location or web address of a site. 

 Venture capital — money and resources made available to startup firms and 

small businesses that exhibit exceptional growth potential. 
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Lesson Activity: Financing My Startup 

Using the chart below, write down the estimated startup expenses that you’ll need for your 

business, then in the next column write down any potential sources of startup funds. 

 

Estimated Startup Expenses Potential Sources of Funds 
Item Estimated Cost  
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Lesson Questions 

1. One example of a crowdfunding website is … 

a. AngelList 

b. PayPal 

c. Kickstarter 

d. Gust 

 

2. The term bootstrapping refers to … 

a. Starting a business without outside investors. 

b. Connecting angel investors with entrepreneurs. 

c. Brainstorming various business models. 

d. Preparing a market analysis and feasibility study. 

 

3. Why should you avoid using a free email account like Yahoo or Hotmail as your business 

address? 

a. It’s too difficult for potential customers to access. 

b. It doesn’t help build your company’s brand. 

c. It doesn’t support your domain name. 

d. It will make you look unprofessional. 
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Essential Questions 

Why should you start an online business? ____________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________ 

 

What skills are needed to start an Internet-based business?  _____________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

 

How can your online business appear larger than it is? 

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________ 

 

What are some possible funding streams for a startup Internet business?  __________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________  
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Calculated Risks 

Warm-Up Activity 

Do you like to take risks? Why or why not? 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

 

 You Can’t Win if You Don’t Try 

You’ll never win big in the marketplace by doing things only a little bit better than the 

competition. But when faced with decisions, most people “play it safe.” If you begin a business 

venture with the goal of minimizing risk, you’re already starting from a point of weakness. 

When you start a business venture it’s probably a good idea to minimize financial risk. 

However, we recommend taking “time risk.” Time risk is when you put time and effort into a 

business and risk losing the time you invested if the business fails. The good thing about time 

risk is that you can gain valuable skills in the process. Everything is a potential learning 

experience. From that point of view, “there is no failure, only feedback.” 

The less risk you’re willing to take, the less chance you have of success. If you aim at nothing, 

nothing is exactly what you’ll get. You have to reach for your dreams to have a chance at 

realizing them. That means you need to be a “doer,” not a “talker.” It means you have to take 

some risks. 
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Anytime you take a risk, there’s a chance you’ll fail – that’s what risk means. The difference 

between successful and unsuccessful people is how they deal with failure. Successful people 

view mistakes as learning experiences, opportunities to grow and evolve. If you make the same 

mistakes over and over, or give up after just one setback, you’ll never succeed. 

The future is unknown and thus risky by definition. Reduce your fear and chances of failure by 

learning to take calculated risks. Remember: 

• People told the Wright brothers human flight was impossible. Yet now you can get 

from New York to London in about eight hours. 

• Prior to the popularity of the fax machine in the 1980s, most people would never 

have dreamed that you could instantly transport a copy of a document from one 

place to another in seconds. 

• Alexander Graham Bell probably never imagined being able to drive down the road 

while talking on the phone. 

Never let anyone tell you “you can’t.” When you have vision and determination, you can 

accomplish anything you set your mind to. 

DEFINITIONS OF TERMS: 

• Calculated Risk – a risk that has been given thoughtful consideration and for which 

the potential costs and potential benefits have been weighed and considered. 

• Dedication – selfless devotion to a purpose, cause, or project. Feedback – a reaction 

or response to a particular process or activity. 

• Perseverance – steadily pursuing a course of action or purpose in spite of 

difficulties, obstacles, or discouragement. 

KEYS TO BEING A SUCCESSFUL RISK-TAKER 

 Don’t Be Too Critical 

Perfect is the enemy of good.” If you consistently wait to take any risks until 

you think all the pieces are in place, you’ll never get anywhere. It’s up to you to 

put the pieces of the puzzle together. 

 Don’t Give into Fear 

Fear is a very real thing but it has no place in decision-making. It gives you false 

signals that keep you from taking any risks at all. 

 Go for It 

Look around at other successful people and the risks they took. You must be 

willing to do whatever it takes to make your business work. 
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• Reward – a benefit resulting from some event or action. Risk – exposure to a chance 

of loss or damage. 

• Time risk – time and effort spent in a business venture that one risks losing if the 

business fails. 

Lesson Activity: Potential Risks & Rewards of My Business 

List the potential reward you could receive from your business, along with the steps you need 

to take to get there.  

Next, list the potential risks, and the ways you could minimize those risks. 

Your instructor will explain the scoring system for the quiz so that you can determine whether 

your personality is suited to entrepreneurship. 

 

POTENTIAL REWARDS STEPS TO ACHIEVE REWARDS 

  

  

  

  

  

  

  

  

  

  



 

  

Calculated Risks 

E6  

 

POTENTIAL RISKS STEPS TO MINIMIZE RISKS 

  

  

  

  

  

  

  

  

  

  



 

 

Entrepreneurship 
 

 

E6 

 Dream Big 

Imagine all of the best possibilities that could come from your business (e.g., wealth, fame, 

ability to travel, support your family) and list them in the chart below. Next, rank each 

outcome’s importance to you and your long-term goals on a 1 to 10 scale, with 1 being most 

important and 10 being least important. 

POTENTIAL OUTCOME RANK (1 TO 10) 

  

  

  

  

  

  

  

  

  

  

 

Lesson Questions 

1. Which of the following is a potential benefit of taking “time risk?” 

a. Maximizing your chances of failure. 

b. Realizing your long-term financial goals. 

c. Minimizing your fear of making a mistake. 

d. Picking up valuable skills from your time investment. 

  



 

  

Calculated Risks 

E6  

2. One key to being a successful risk-taker is … 

a. Focus on the negatives. 

b. Avoid being too critical of yourself. 

c. Create mental images of the possibilities for success. 

a. Strive to become a perfectionist. 

3. You can do anything you set your mind to if you have … 

a. Vision and determination. 

b. Market analysis and a business plan. 

c. Risk and feedback. 

d. Time risk and venture capital. 

Essential Questions 

What is a calculated risk? _________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

Why should you take calculated risk in business?  ______________________________________  

______________________________________________________________________________  

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________ 

   

How can calculated risks help you achieve significant results? ____________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________

______________________________________________________________________________ 

______________________________________________________________________________ 
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Creating a Social Enterprise 

Warm-Up Activity 

What does the following quote mean to you? 

“There is no excuse for not being able to find a solution to any problem your business might 

face, with the vast amount of information and expertise available online. There are a multitude 

of valuable resources online for business startups.” Vince Shorb 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

 Action Plan for Starting a Social Enterprise 

Here are some action steps to follow toward creating a viable business: 

• Conduct market research 

• Develop some financial projections and a timeline for your business 

• Identify what you need to get started 

• Using the outline provided, write up a business plan for your venture 

• Develop a marketing plan 

• Participate in seminars, trade shows, and classes that would be beneficial for your 

business 

• Review your progress each week 

• Update and revise your goals, strategies and business plan as needed 

• Keep it simple – pick 2–3 tasks to complete each day 

• Stay focused! 
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STEP 1. The first step is to do some research. Check other Internet sites similar to your own 

idea, and study the feasibility of the business you want to start. 

• Analyzing the market and competition is a critical element of your marketing 

plan. 

• Market research helps you determine whether there is a market, how profitable 

the market might be, and your position within that market. 

• Market research questions: 

o Is my product or service constantly in demand? 

o Can I create demand for my product or service? 

o Is there much competition for my product or service? 

o Can I compete effectively in terms of quality, price, and delivery? 

• You need to know whether demand for your product or service is constant or 

seasonal; how much competition you face; and whether current market prices 

will yield enough profits. 

• Once you answer all the questions, use the information you gather to increase 

your profit potential. 

• Keep all the data organized. Maintain a notebook or folder of data and 

information on your computer so that you can easily find and refer to the 

information. 

• Next, answer the following questions: 

o Who are my customers and where are they located? 

o What need could I fill for my customers? 

o Is my product or service affordable? 

o Is my market growing or declining? 

o What is the economy like in my product or service area? 

• Market research doesn’t have to be difficult, time-consuming, or expensive. Use 

the following sources: Trade associations and journals 

o Regional planning organizations 

o Chambers of Commerce 

o Local banks and Realtors 

o U.S. Government publications 

o Customer surveys 

STEP 2. Next, prepare a business plan. At minimum, your business plan should include a 

summary describing the servicer or product you plan to sell; the business 

information (legal name, business mode, and financial analysis); and the results of 

your market research. Your market data and analysis form the foundation of your 

business plan. 



 

 
 

Entrepreneurship 
 

 

E7 

 

Your initial business plan can simply be well-researched information written as bullet points or 
action steps. Once your business is running, you may need a professionally-written plan. For 
now, just write something that gives you direction. Consider the following: 

STARTUP COSTS include supplies or equipment needs, initial marketing costs, and other 

expenses you must cover before you sell to your first customer. 

• Keep startup costs minimal; remember, running your own company is a learning 

experience. 

OPERATING COSTS – the day-to-day expenses of running your business. 

Examples:  supplies, rent, electric bills, and wages. 

• Most business owners evaluate operating costs on a monthly basis. Some expenses are 

not incurred each month, so develop a budget to account for these expenses over the 

course of the year. 

• For example, you might pay your tax planner $300 once per year. You could budget for 

that expense:  $25 per month ($300 divided by 12 months = $25). 

TIME WITHOUT PAY —calculate the time you’ll spend without pay during startup.  

• For example, if your bills total $1,000 a month and starting the business will take six 

months, ask yourself: “Do I have $6,000 saved?” 

• If not, you can start your business part-time while you work at another job. 

• Starting a business while also holding down a job greatly reduces your risk. 

MAIN PARTS OF A BUSINESS PLAN 

 Executive Summary — a summary of the key points or elements of your plan 

(basically like an introductory paragraph of a long book report). 

 Company Summary — adds clarity on what your business is about, your 

history, and where you want to go. 

 Products and Services — what your business will sell to generate revenue. 

 Market Analysis Summary — explains your potential customers and main 

competitors. This summary also covers packaging, pricing, and how you will get 

the message out. 

 Web Plan Summary — explains how you will use the web to enhance your 

business. 

 Management Team — explains how the business will be run and who the 

members will be. 

 Financial Analysis the budget fro your business. This analysis lists how much it 

will cost to start the business, and how much to run it. 
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DEFINITIONS OF TERMS: 

• Business Plan – a summary of how a business owner, manager, or entrepreneur 

intends to organize an entrepreneurial endeavor and implement activities necessary 

for the venture to succeed., 

• Market Research — an organized effort to gather information about markets or 

customers. 

• Marketing Plan — a written document that details the necessary steps to achieve 

one or more marketing objective for a product, service, brand, or product line. 

• Strategic Plan — a written document that describes an organization’s short-, mid-, 

and long-term goals or objectives, and priority actions to take. 

• Strategic Planning — an organization’s process of defining its strategy or direction 

and making decisions about allocating resources to pursue this strategy. 

Lesson Activity: Write a Business Plan 

Write a business plan for your social enterprise business that includes each of the following 

components. Refer to the “Main Parts of a Business Plan” above. Write the Executive Summary 

last (summarizing all the other sections). 

Executive Summary  _____________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

 

Company Summary  _____________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________
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______________________________________________________________________________ 

______________________________________________________________________________

______________________________________________________________________________ 

______________________________________________________________________________ 

Products and Services  ___________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

 

Market Analysis Summary  ________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

 

Web Plan Summary  _____________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 
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Management Team  _____________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

 

Financial Analysis _______________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 
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Lesson Questions 

1. The main purpose of a business plan is to … 

a. Generate funding sources. 

b. Organize market research for easy retrieval. 

c. Provide direction and prioritize actions. 

d. Develop a set of bullet points. 

2. Business owners conduct market research to … 

a. Identify the demand for their product or service. 

b. Characterize the competition for their product or service. 

c. Generate revenue. 

d. Develop a legal name for the business. 

e. All of the above. 

f. “a” and “b” only. 

3. Which of the following is a key section of a business plan? 

a. Operating costs 

b. Goals and strategies 

c. Market analysis summary 

d. Search engine optimization. 

4. Why is it important to calculate your time without pay when you start a business? 

a. To identify your target market and competition. 

b. So you can set aside enough money to live on while the business gets going. 

c. To analyze the day-to-day expenses of running the business. 

d. To guide the Executive Summary of your business plan. 
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Essential Questions 

What is a business plan? __________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

 

What is an Executive Summary?  ___________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________   

 

What are three items in which people should invest when they start a business?  

1. ____________________________________________________________________________ 

______________________________________________________________________________ 

2. ____________________________________________________________________________ 

______________________________________________________________________________ 

3. ____________________________________________________________________________ 

______________________________________________________________________________ 
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Magazine Enterprise 

Warm-Up Activity 

What are five things you know about starting your own business? 

1. ____________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

2.  ____________________________________________________________________________ 

______________________________________________________________________________ 

3.  ____________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

4.  ____________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

5.  ____________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

 How a Magazine Enterprise Works 

You’ve probably read a lot of magazines but you may not know how a magazine works as a 

business. Magazines generate the majority of their income from advertisements, just like 
many websites (e.g., CollegeHumor.com, CNN.com). Being able to sell advertisements is what 
makes a magazine successful. 

The business of running a magazine centers on selling advertising space in the magazine where 
companies can market their products. Magazines earn profits if they succeed in selling 
advertising space for an amount that exceeds the costs of putting together and running the 
magazine. 
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Lesson Activity: Creating a Mock Magazine 

In this activity, you’ll be putting together a mock magazine. 

 

MATERIALS YOU NEED 

 Magazines 

 Tapes 

 White stickers or post-it notes 

 Scissors 

 Stapler 

 Six sheets of quality cared stock (8.5” x 11”) 

  

Your magazine needs to generate $6,400 in monthly income  

based on the following budget: 

 

Office rent $2,000 

Staff (writers, illustrators, etc.) $1,500 

Utilities $500 

Printing costs $1,200 

Subtotal Expenses $5,200 

Monthly Savings Goal $1,200 

Total $6,400 

 

Choose one section of the magazine that you will work on. 

Complete each of the following tasks: 

Layout Decide where the ads, articles, and illustrations go and tape all the pieces 

together. 
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Writing  Write short articles to put in the magazine. 

• Write 2-4 short articles that the full-page advertisers would like. For example, 

the advertiser of a football product would like articles related to football. 

Illustrations Draw a few pictures related to the articles. 

Sales Come up with one or two reasons why the magazine enterprise will work, to 

pitch to potential advertisers. 

Choose and cut out ads from the magazines you’ve gathered and label them as follows: 

• Four full-page ads – use a white sticker or post-it to label each $1,000. 

• Four half-page ads – use a white sticker or post-it to label each $600. 

• The total equals $6,400 in potential ad revenue. 

After you’ve labeled the ads, “pitch” the ads to your instructor and try to convince him or her to 
buy advertising space. Some ideas for pitches might include target markets or return on 
investment. 

Finally, staple all the pages together into a mock magazine. 
 

ACTIVITY NOTES 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 
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Lesson Questions 

1. A magazine earns income by … 

a. Selling advertising space. 

b. Illustrating articles with appropriate pictures. 

c. Budgeting carefully. 

d. Writing high-quality article content. 

 

2. Which of the following are potential “pitches” to sell magazine advertising space to 

companies? 

a. The magazine reaches the company’s target market. 

b. Advertising is how the magazine generates income. 

c. The magazine employs top-notch illustrators. 

d. The advertising space offers a high return on investment. 

e. Both “a” and “d.” 

f. Both “b” and “c.” 

Essential Questions 

How do magazines earn income? ___________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

How do magazines earn profits?  ___________________________________________________  

______________________________________________________________________________  

______________________________________________________________________________ 

______________________________________________________________________________ 

Why is budgeting important when starting a business?  _________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 


