SAMPLE LESSON PLAN FORM


	COURSE:

U.S. History II– 1877 to present
	LESSON TITLE:

Entrepreneurs and the Millionaire Race

	Topic Overview:

Students study American entrepreneurs and evaluate how to become a millionaire  
	GRADE LEVEL:

6th and 11th 
	Estimated Time:
2 class periods

	Content Standard(s):

6th Course of Study #2
11th Course of Study #1


	Testing Objective Correlation:

SAT10 – analyze the impact of a technological innovation
              Associate a natural resource with a  product

              identify an economic concept

AHSGE – V-2


	Personal Financial Literacy Standards:

Income standard  #1 – identify sources of income
                            #2 – analyze how career choice, education, skills, and economic conditions   

                                       affect income

Benchmarks 4-5 – entrepreneurs, who work for themselves by starting new businesses, hope to earn a profit, but accept the risk of a loss

12-1 – people’s income reflects choices they have made about jobs and careers, educations, and skill development        

	Materials/Equipment/Technology Resources:
Resources / Materials: 
-student journals
-pens/ pencils
-classroom blackboard
-copies of article "A Fast-Growth List Shows Internet Isn't Everything" (one per student)
-computers with Internet access (at least one per group)  ​
· Bee Wise:  Lessons in Savings and Investing (www.smgww.org or www.sia.com )

· Personal Finance for the Economics Classroom – Lesson 2, page 2:13 “Time Value of Money” (free resource from Alabama Securities Commission)

	Procedures/Activities/Learning Experiences:

DAY 1

1.  WARM-UP – Brainstorm “entrepreneur”
2.   Introduce  post-Civil War entrepreneurs in America (Rockefeller, Carnegie, Vanderbilt, Stanford).  Explain the roles of entrepreneurs after the Civil War. 
3.  Ask students what role entrepreneurs have in America today.   Then discuss what it takes to be a millionaire.  Engage the students in a compounding activity – can be found in  Bee Wise or Personal Finance for the Economics Classroom – Time Value of Money 
4.  Prior  to class, write out on the board or make copies of the following statement: "High Point Solutions, Inc. has rapidly become known as a leader in the internetworking hardware supply industry. When it comes to Routers, Switches, Communications Servers & Access Devices, the consensus is 'nobody does it better.' High Point was formed in July of 1996 to meet the specific needs of Fortune 500 corporations. As President, Mike Mendiburu states, 'Our goal is to make our client's job easier.' High Point achieves this by being a trustworthy, reliable tool for customers to utilize. 'We achieve this by customizing our operations to match client needs. Most suppliers don't like to change the way they do things or they simply cannot because of their size; High Point transforms itself to match the needs of our clients as a way of doing business.'" As students enter class, ask them to respond in their journals to the following questions (written on the board for easier access): "This statement appears on the Web site of one of the fastest growing Internet companies today. In your own words, describe what this company does. What terms don't you understand? Why might a company use difficult, specialized language to describe itself? Who do you think is the intended audience for this statement? Why would a company only want to address a specific audience?" Encourage students to share their responses. 
5.  As a class, read and discuss the article "A Fast-Growth List Shows Internet Isn't Everything," focusing on the following questions:
a. What is the "Inc 500" list?
b. Why is it surprising to the author that most companies on the list have nothing to do with the Internet?
c. According to the article, what fraction of Inc 500 turned a profit last year?
d. What is the combined sales figure for all of the companies on the Inc 500 list?
e. Why is it surprising to George Dendron that 75% of the company chief executive officers on the list say the idea for their company is based on an ordinary or mundane idea? How has that changed since the mid-1980s?
f. According to the article, what is the educational level of the chief executives for today's Inc 500 companies?
g. According to Mr. Dendron, what was the "biggest hurdle" cited by the chief executives? 

6.  Divide students into small groups. Explain to students that they will be performing preliminary research before splitting apart and creating their own companies. First, the groups will explore how a company positions itself in a market by reading the "about us" or "company history" pages on the company's Web site. Suggested companies include those mentioned in the article - The Parson Group, Synygy, Microsoft, Timberland, Patagonia, Domino's Pizza, Charles Schwaub, Chocoholics Divine Desserts, Bird Brain, Bills Khakis - or other companies that might be of interest to students. While researching, ask students to keep notes that answer the following questions (written on the board for easier student access):
--What market does the company serve? Does the company serve other businesses, professionals, or individual consumers? Does the company have separate divisions to serve more than one market? If consumers, what age, gender, income, location, and educational background? If businesses or professionals, what types?
--How does the company make its money?
--How does the company sell to its market - over the Internet, in stores, through catalogs, or through some other distribution channel?
--How long has the company been in business?
--What other companies offer similar products or services? 

7.  After about fifteen minutes of research time, come back together as a class and briefly discuss: "What does it mean for a company to position itself in a market? What did you learn about the different ways companies express this?" 

Next, explain to students that they will each plan a company based on the interest or need that most appeals to them. In class, students should write out short answers to the following questions (written on the board for easier student access):
--What is the company name?
--What products or services will this company offer?
--What is this company's market? 

8.   WRAP-UP/HOMEWORK: At home, groups will write detailed business plans for their companies that include statements that address each of the following:
--Name: What is the company name?
--Mission statement: What are the goals of the company?
--Target market: Who are the people most likely to purchase this product or services? What is their age range, gender, income, educational level, and residence? Will your customer base expand? If so, who might become future customers?
--Competition: Who are your three nearest direct competitors? Who are your indirect competitors?
--Market growth: Are your markets growing? Steady? Declining?
--Pricing: What pricing strategy have you devised?
--Budget: From where will funds be raised? How much is money needed to begin? How much will be allotted for marketing these products?
--Advertising support: Will you promote this product through advertising? If so, what kind - print, television, radio, or Internet - would be most effective for reaching your target market? 

DAY 2

1. Warm-up – After the Civil War, do you think more money could be made in the oil industry, steel industry, railroad industry or with banking?  Explain your answer.

2. Discuss industry after the Civil War and the role of Rockefeller, Carnegie, Stanford, Vanderbilt, and Morgan.

3. Explain the growth of monopolies.

4. Have students present their companies from Day 1 homework.  

Further Questions for Discussion: 
--What is an entrepreneur?
--What is the difference between a privately owned company and a public company?
--What is a Fortune 500 company? How are the companies mentioned on the Inc. 500 list different?
--What is profit? Can a business grow without making a profit?
--What led to the demise of so many Internet companies in the last few years? What does it mean for a business to be overvalued?
--What is a start-up company? How do new companies get the money needed to start up? 

Vocabulary: 
entrepreneurs, dispels, revenue, proprietary, mundane, consulting, consecutive, compensation, novel, rubric, nimble, cited, fragility, niches

	Assessment:

Students create a chart on the costs and benefits of being an entrepreneur. 

 
Students will be evaluated based on initial journal responses, participation in class discussion and group research, and thoughtful completion of sketches for company business models (in class) and thoughtful business plans (homework). 



	Optional Enrichment:

In a future class, invite students to hold an "Entrepreneur's Summit." Allow students to present their company business plans and ask questions of one another that will help them further develop their business models. 




THE FRIBBLE
Wednesday, October 20, 1999 
An Easy Compounding Lesson 


By BooChickie 
The quickest way I can think of to teach compounding is based on a fable I heard as a child about a poor wise man (a poor Foolish man?) who was to be given payment by a king for services rendered. 

When asked by the king how he wished to be paid, the Foolish man asked for a chessboard, and asked the king to give him one penny on the first square of the chessboard, two pennies on the second square, four pennies on the third square, eight on the fourth, and so on, doubling the amount of each previous square until all the squares on the chessboard were covered. The king agreed, thinking that he was getting off cheap -- it was pennies, after all. 

But the king ended up owing the Fool quite a pretty penny. I used this example to explain compounding to my son: Take one penny on the first of the month and double it daily for four weeks. We wrote the sums down on paper faithfully every day. His eyes (and mine, I must say) grew wider and wider as we headed into the second week: 

Day 1: $0.01 

Week 1: $0.64 (He was NOT impressed at this point.) 

Week 2: $81.92 (He's beginning to see the light -- I'm glad it's just a paper exercise!) 

Week 3: $10,485.76 (He's spending it -- I tell him to wait, it gets better!) 

Week 4: $1,342,177.28 

We decided to diversify and invest a pittance in a new form of transportation after first calculating how much it would cost to pull that pittance from the portfolio by running a parallel computation with and without the withdrawal. I submit that doing this is the easiest way I know of to demonstrate the concept of compounding. It worked for my family!

