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Project Description
Students work in pairs or triads to develop a business plan for a viable new business idea using the tools and strategies learned in class and using online research to learn about their business and market. Templates and samples are provided to guide students to develop their ideas and perform research. In their plan, they work to answer the following driving question: “How can we develop a plan for a new business that will successfully attract investors and customers?”
In their business plan, students provide an executive summary and overview of their business. They identify the product or service they can provide, describe its features and benefits, and explain why it is suitable for their market. They research the trends and competitors in the market and position their business in a niche for a competitive advantage. 
Students then research how much start-up capital their business would need based on an inventory of necessary equipment and materials. They project their start-up and operating costs and create a projected income statement for the first few months in operation. They then describe how they will obtain the funding to start up. They also describe the legal form their business will take.
Students develop a marketing plan that includes a description of their customers and how they will find them, competitors to the new business, a list of media they plan to use for marketing to their target audience (e.g., website, newspaper and magazine ads, radio), and a marketing message or list of benefits for the products. 
Students also assess their business risks and create a risk management strategy for their business. Additionally, they learn about business ethics and draft a code of ethics.
Finally, they consider their business’s growth strategy and plan an exit and succession strategy for the future.
As enrichment, students may also determine what supporting documents their business will need, such as business cards, letterhead, invoices, and so on. These can be included at the teacher’s discretion.
Project Components
Students will produce a business plan describing a business opportunity and how they would implement it. The report will include:
An executive summary describing the business model
A competitive analysis describing how the business idea is unique and why it will succeed
A marketing plan describing the target market, competitors, and distribution strategy
A development plan describing the legal structure for the business, any hiring or changes over a year, and description of operations and management 
A description of the financial situation detailing the starting assets of the company, how start-up funding will be obtained and what it will be used for, and a projected income statement for the first months of business 
A risk assessment of the major risks that could cause the business to fail  
Any additional supporting documents that are assigned for enrichment, such as business collateral, ethics or mission statement, risk strategy or sample contracts 
A five- to eight-minute oral presentation pitching their business plan to an invited audience using a PowerPoint presentation as a visual aid
Assessment
Students will be evaluated on their work on each element of the project over the course of the lessons as well as on their final work in the business plan. Each team member will be required to display evidence of contribution to the project to demonstrate collaboration and individual work completed.
Each discretely produced element in the list of project components that is handed in will be assessed using assessment criteria within each lesson.
The elements of the business plan are presented in a business plan and a PowerPoint presentation, and they are assessed using a rubric at the end of the project.
The plans are presented to an invited audience, and the oral presentation and its supporting PowerPoint presentation will be assessed using a rubric at the end of the project.
Advance Preparation
Students may need time throughout the project to work with their teams in order to plan and perform research. They may also need access to the library or Internet (beyond those times specified in the Advance Preparation section of each lesson) during class time or outside of class. It is also recommended to schedule one-on-one appointments with each team once or twice throughout the remainder of the course to gauge progress and guide students in developing effective business plans.
In addition, there are two long-range factors to keep in mind:
You will need to line up NAF academy advisory board members to help you find professionals who will participate in the project. You will be asking for experts to review student work and who will be willing to be interviewed, to come into the classroom near the end of the course to talk about their profession, and to act as the audience for the students’ project presentations.
You will need to decide whether you will hold the final presentations in your classroom or in another space, such as an auditorium or a conference room. Book the date and time well in advance of the event so that you can give expert guests, students, and parents ample warning. You can also schedule to have the presentations videotaped.
Lesson Overview
Below are the main milestones for this project, broken down according to the lesson in which they fall.
Lesson 3:
Students develop business ideas and create elevator pitches, and they form teams to work on the ideas with the most potential. 
Lesson 4:
Teams create market research surveys to research and develop target market segments for their projects and present their research report findings in the form of a poster. They are introduced to the project presentation template, which they will use throughout project development.
Lesson 5:
Teams analyze their ideas by performing SWOT (strengths, weaknesses, opportunities, and threats) analysis and cost-benefit analyses and by developing a feasibility study. They review and discuss a business plan example and work within project teams to organize their projects and assign tasks.
Lesson 6:
Teams create company logos to communicate the benefits of their product or service to the targeted audience. During this lesson, teams create profiles of the ideal customer and create a marketing strategy and marketing mix as part of the marketing plans that will go into their business plans.
Lesson 7:
Teams develop plans for identifying and mitigating business risks. Students identify several key types of business risks, including product risks, business model risks, market risks, and more. They identify and prioritize the risks to their unique business and draft a risk assessment for inclusion in their business plan. 
Lesson 9:
Students learn about types of and sources for start-up funding. Teams research their start-up needs, draft a projection of their needed start-up and operating capital, and develop a projected income statement. Then they write a plan for how their business would obtain funding, how much they will need as start-up capital, how much operating capital they will need, and the plan for becoming profitable and paying back any loans. 
Lesson 10:
Teams develop a code of ethics for their new business and incorporate it into their business plan.
Lesson 11:
Teams develop plans for growing their new businesses.
Lesson 13:
Students finalize their business plans and exchange feedback. Then they develop a PowerPoint presentation to accompany their oral presentation of their business plans. Finally, they present their business plans orally using their PowerPoint presentations as support. 
The Culminating Project and NAFTrack Certification 
The culminating project is a required course assessment component for academies taking part in NAFTrack Certification. As students complete their culminating project, they upload a work sample for evaluation. The sample demonstrates students’ ability to apply the knowledge and skills they have learned throughout a course in an authentic way that is relevant to their academy’s industry theme.
Culminating Project Work Sample(s) for Entrepreneurship
Students must upload one work sample for evaluation. Learning objective codes are organized by unit, lesson, and unit learning objective (e.g., 1.3.8). 
	Work Sample(s)
	Learning Objectives

	Final Business Plan and PowerPoint Presentation:
(Lesson 13, Student Resource 13.2, Teacher Resources 13.2 and 13.3)
	1.1.1: Infer the skills and knowledge about entrepreneurship needed to be successful in an authentic project
2.4.5: Describe the various sources of market information
2.4.6: Identify and evaluate market response to business ideas
2.4.7: Demonstrate the ability to conduct and interpret market research
2.5.9: Demonstrate the ability to perform SWOT and cost-benefit analyses
2.5.10: Evaluate the viability of business opportunities using a feasibility analysis
3.6.1: Explain the role and importance of marketing for a new business venture
3.6.2: List the major aspects of marketing and explain the function and importance of each
3.6.3: Demonstrate the ability to segment markets in specific scenarios
3.6.4: Explain the role of competitive advantage in marketing a new business
3.6.5: Explain how to profile an “ideal customer” to create an effective marketing plan
3.7.7: Describe ways to minimize and insure against risks
3.7.8: Compare common types of business insurance
3.7.9: Develop a risk assessment plan for a new venture
3.9.16: List the sources of funding for a new venture
3.9.18: Identify start-up and operating costs for a new venture
3.9.19: Create a projected income statement for a new venture
3.10.23: Evaluate the benefits of ethical business behavior
3.10.24: Identify solutions to ethical dilemmas concerning business issues and social responsibility in business
3.10.25: Develop a code of ethics for a business plan
3.11.27: Evaluate options for growing a business in a specific scenario
3.11.28: Compare and contrast the value of growth, maintaining business at present level, and selling a business
3.11.29: Describe the role of partnerships, franchises, mergers, and acquisitions in growing a business
4.13.3: Demonstrate the ability to give a professional presentation
4.13.6: Summarize key learning across the whole subject of entrepreneurship
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