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               Entrepreneurship 

 

Mission Statement: 

The mission of the Wolcott Public Schools is to develop in each student the knowledge, skills, and attitudes necessary 

to become a productive member of the community and a contributing member of society. 

 

 

 

Departmental Philosophy: 

Wolcott High School’s Business Department believes its courses are an integral part of the total academic structure 

that provides students with competencies to be competitive in a business-oriented society.  The mission of this 

program is to ensure that students have the opportunity to develop skills, knowledge, understanding and attitudes 

necessary for successful participation in post-secondary education and the global economy. 

 

              

 

Course Description: 

This course is available to students interested in pursuing a career in marketing or business.  Students at this level 

will be responsible for the management of the school store.  It will acquaint students with the knowledge and skills 

necessary to own and operate their own businesses.  Students will assist the instructor and complete special projects 

in risk management, product planning, pricing strategy and marketing research.  Field trips, guest speakers, DECA 

Leadership Workshops and computer simulations are also party of this course. 

        



Page 4 of 37 

           ENTREPRENEURSHIP UNIT 1 ORGANIZER 

Grade/Subject  Business 11th - 12th Grade  

Unit Title  Entrepreneurs and the Process 

Overview of Unit  This unit introduces students to the concept of entrepreneurship and the process in                   
becoming an entrepreneur. Students will learn the role that entrepreneurship plays    
within our country, the benefits and risks of becoming an entrepreneur, important 
entrepreneurial skills, current trends in the field, and opportunities that extend 
globally. By the end of this unit, students will have a deeper understanding of 
entrepreneurship.  

Pacing/Duration  4-5 weeks 

 

Background Information for the Teacher 

Unit Rationale: This unit not only provides a foundation of the significance of entrepreneurship but also 
demonstrates to students how be successful in any profession they choose. The qualities and skills 
examined as essential in becoming a entrepreneur would also provide students with a guide for success in 
life. Concepts that are taught in this unit are transferable to a variety of professions including those related 
to finance.  
 
Key Learning/Big Ideas: This is the initial unit of the course where students will be introduced to the 
concept of entrepreneurship. Students will learn the definition of entrepreneur. They will discover 
differences among regional economies, the relationship between capitalism and entrepreneurship, and 
how entrepreneurs contribute to the economic growth and development of the U.S. economy. They will 
learn about future prospects for entrepreneurship and the role of the entrepreneur within the local 
community. Students will learn the advantages and disadvantages of self-employment. They will learn 
characteristics of successful entrepreneurs, essential skills and education, and reasons to become an 
entrepreneur. They will assess their personal potential in becoming an entrepreneur and identify potential 
career paths. Important economic concepts like: supply, demand, scarcity, and how land, labor, capital, and 
factors of production are examined with students. The significance of global opportunities for business 
owner is also explored.  
 
 
Pre-Unit Connections: This learning directly reviews and extends previous knowledge from introductory 
business courses. Students will review concepts that were taught in other courses to reinforce key ideas. 
This unit teaches students the significance and impact that entrepreneurs have on society. They will learn 
the characteristics and skills that can help them become successful entrepreneurs. Students will also learn 
How to identify opportunities that can lead to business ventures.   
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Essential Questions  

See excerpt: http://www.ascd.org/publications/books/109004/chapters/What-Makes-a-Question-

Essential%A2.aspx  

● How does entrepreneurship allow for economic growth in the U.S.?   

● Why are some entrepreneurs successful, while others are not?  

● How do current economic trends impact businesses? 

● Can all types of businesses benefit from becoming a global enterprise?  

 

Applicable Content Standards: 

● CT Business and Finance Technology Framework: Standards 1.1, 1.2, 3.1, 5.1, 5.2, 5.3 

● National Standards for Business Education: Standards 1, 3, 5, 8 

● CCSS.ELA-LITERACY.RST.11-12.2, CCSS.ELA-LITERACY.RST.11-12.4, CCSS.ELA-LITERACY.RST.11-12.7 

 

Academic Vocabulary 

● Entrepreneur, Business Cycle, Venture, Free Enterprise System, Factors of Production 

● Competition, Capital, Foundation Skills 

● Sustainability, Demographics, Franchise, Services 

● Global Economy, Disposable Income, Trade Barrier, Gross Domestic Product 

 

21st Century Competencies 

 
*Delete the ones not in unit  
 

● Problem Solving and Critical Thinking 

● Accessing and Analyzing Information 

● Communication and Collaboration 

● Creativity and Innovation 

● Initiative, Self-Direction and Accountability 

 

http://www.ascd.org/publications/books/109004/chapters/What-Makes-a-Question-Essential%A2.aspx
http://www.ascd.org/publications/books/109004/chapters/What-Makes-a-Question-Essential%A2.aspx
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UNDERSTAND 
Big ideas, generalizations, principles, concepts, ideas that transfer across situations and throughout the unit 

Students will understand that: 

● Small business and entrepreneurship greatly impact the US economy. 

● The entrepreneurial startup process includes five components and each will help in achieving 

business success. 

● Going into business for yourself involves both risks and rewards.  

● Successful entrepreneurs possess common backgrounds, characteristics, and skills. 

● Recognizing current trends provide opportunities for entrepreneurs. 

● Starting your own business and entering a family business each have their challenges and rewards. 

● Entrepreneurship has an important role in today’s multicultural, global economy. 

● Businesses can enter and benefit from the global economy. 

 

 

 

Possible Student Misconceptions for this Unit - (If needed) 

Students may believe that: 

● Small businesses do not have an important role in our economy. 

● Starting a business does not require certain skills and qualities. 

● Only large companies can enter the global marketplace.  
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Possible Lessons/Suggested Learning Activities 

Input at least three lessons/learning activities that are current and applicable to this unit 

In order to learn/understand how 

to...: 

(Identified in previous section titled 

“Understand”) 

Students might: 

(List learning activities below) 

Describe the impact small business 

and entrepreneurship have on the US 

economy. 

 

 

● Be presented with Lesson Notes, which include key concepts 

and terms. 

● Participate in a Group Jigsaw: Four types of economic 

systems. 

● Brainstorm four fundamental questions that economic 

systems should answer. 

● Create a visual diagram that compares 4 types of market 

structures and research markets that operate under each 

structure. 

● Generate a list of purchases and categorize each as a need or 

want. 

● Identify factors of production needed for a toddler helmet. 

● Create a supply and demand chart for a product that 

students have purchased. Identify surplus and shortage 

regions. 

● Be assigned a phase of the business cycle to summarize. 

Groups share their phase with the class.  

Explain how the entrepreneurial 

startup process includes five 

components and demonstrate how 

each will help achieving business 

success. 

 

● Be presented with Lesson Notes, which include key concepts 

and terms. 

● Develop timelines of the history of entrepreneurship in US 

● Chose a small business they would like to start. Describe in 

context the five components of the entrepreneurial startup 

process. 

● Use a local college’s course descriptions to identify which 

courses would be beneficial for an entrepreneur. 

● Conduct research on business failure and use that 

information to create a website that provides ways to avoid 

failure.  

Identify and evaluate the risks and 

rewards involved in starting your own 

business.  

● Be presented with Lesson Notes, which include key concepts 

and terms. 
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 ● Create a list that identifies the advantages and disadvantages 
of becoming an entrepreneur. 

● Draft an email to a friend that describes the risks and rewards 
of entrepreneurship.  

● Conduct a Class debate over the risks vs rewards of becoming 
an entrepreneur. 
http://www.educationworld.com/a_lesson/03/lp304-02.shtml  

● Create a survey using google forms that can assess a 
participants entrepreneurial potential.  

Examine the certain backgrounds, 

characteristics, and skills that 

successful entrepreneurs possess. 

● Be presented with Lesson Notes which include key concepts 

and terms. 

● Brainstorm as a class characteristics of successful 
entrepreneurs. Students then will rank their top 
characteristics. 

● Self-reflect by identifying areas of strength and weakness. 
Create an action plan of how to improve in areas identified as 
weaknesses.  

Recognize current trends provide 

opportunities for entrepreneurs. 

● Be presented with Lesson Notes which include key concepts 

and terms. 

● Research, summarize and share with the class an assigned 

current entrepreneurial trend. 

● Utilize the provided steps to generate business ideas (pg. 61) 

● Identify 2-3 current business trends from a trade or specialty 

magazines or websites and describe how that trend could 

become an opportunity for an entrepreneur. 

Compare and contrast the challenges 

and rewards of starting your own 

business and entering a family 

business. 

● Be presented with Lesson Notes, which include key concepts 

and terms. 

● Summarize the pros and cons between starting a business or 
entering a family business. 

● Complete a simulation where they decide whether to 1. Enter 
your family business, 2. Buy an existing business, or 3. Start 
your own business. To determine the best option they must 
identify the pros and cons for each choice. Then use that 
information to decide which option would be best for your 
business.  

● Compare franchising information for two different companies. 
Then use the findings to generate a written report describing 
which they feel is the better opportunity.  

 

http://www.educationworld.com/a_lesson/03/lp304-02.shtml
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Defend the importance 

entrepreneurship plays in today’s 

multicultural, global economy. 

 

● Be presented with Lesson Notes, which include key concepts 

and terms. 

● Hold a philosophical chair discussion over free trade versus 

protectionism.  

● Create a chart/poster that summarizes free trade versus 

trade restrictions. 

● Develop brochures that highlight the culture of an assigned 

region.  

● Select a country where you will conduct business. Describe 

the opportunities and challenges this location presents  

 

Describe how businesses can enter 

and benefit from the global economy. 

 

● Be presented Lesson Notes, which include key concepts and 

terms. 

● Develop tips for a foreign businessperson to show respect 

for the US culture. 

● Create a how-to document that outlines the ways in which a 

company can enter the global marketplace. Include the risks 

and rewards for each.  

● Identify government agencies that regulate international 

trade.  

 

Interdisciplinary Connections 

 
Subject: 

 
Summary of the Connection: 

Social Studies 
 

In this unit the history and evolution of American 
entrepreneurship is discussed. Also the cultures of 
different countries are analyzed.  

Reading  
 

Reading strategies including summarizing, inferring, 
concluding and connecting are utilized throughout 
the unit.  

Math  
 

Various math skills will be required to complete 
lesson activities, projects, and tasks throughout the 
unit.  

Writing Lesson tasks will require students to utilize writing 
skills in a variety of capacities.  
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Anchor Texts & Suggested Texts 

Text Title Author Brief Synopsis 

Entrepreneurship 

Building a Business 

(CH 1-4) 

Kathleen Allen 

and Earl Meyer 

(Glencoe) 

The text introduces students to the major themes of 

entrepreneurship through 6 units. It provides resources and 

activities that bring the real world of entrepreneurship to life for 

students.  

Text Title Author Brief Synopsis 

Business Plan 

Project Workbook 

Glencoe This book provides an additional resource for students to further 

their knowledge of a business plan. It details each section and 

supplies templates/graphic organizers for support.  

 

Additional Resources & Supplemental Texts 

 
● https://docs.google.com/document/d/1gDJP-SUwCBe5dztIgj-9f3OcxryjCAzDZVFvm5undt8/edit 

●  

  

Unit Assessment(s): 

 

List and describe the ways in which you assess student understanding throughout the Unit: 

Formative: 

● Responses to oral and written questioning. 

● Supply and demand chart for a product that students have purchased. Identify surplus and shortage 

regions. 

● Description of the five components of entrepreneurial startup process for the selected business.  

● Identification of 2-3 current business trends from a trade or specialty magazines or websites and 

description of how that trend could become an opportunity for an entrepreneur. 

● Other selected lesson activities. 

Summative: 

● Chapter Checkups/Quizzes including vocab terminology 

● Created website that provides ways for businesses to avoid failure.  

https://docs.google.com/document/d/1gDJP-SUwCBe5dztIgj-9f3OcxryjCAzDZVFvm5undt8/edit
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● Student developed survey that can assess a participants entrepreneurial potential.  
● Brochures that highlight the culture of an assigned region.  

● How-to document that outlines the ways in which a company can enter the global marketplace. 

Include the risks and rewards for each.  

 

 

Performance Task: Each Unit Must Contain a Performance Task Assessment, 

Please refer to Jay McTighe’s  “Designing Authentic Performance Tasks” Resource  to Guide your Performance Task 
Development.  Key Design Questions Summarized Below: 

 

Constructing the PT Scenario Using G.R.A.S.P.S. 
Use the following prompts to design the PT: BUSINESS PLAN PROJECT PART 1 

Goal:   

Your task is to compose the first three sections of your business plan: Management Team Plan, Company 

Description, and Product and Service Plan.  

    

The goal is to use what you have learned throughout this unit about becoming an entrepreneur and    

recognizing business opportunities to develop a business concept that you feel can be successful.  

 

Role:  

You and a close friend (classmate) have graduated from college with business degrees and have been 

actively searching for jobs. Unfortunately, you both are unable to land a job and have become frustrated 

with the search. One night while out at dinner you entertain the idea of starting your own business and 

becoming entrepreneurs. Ideas begin to spiral and you decide it would be best to meet within the next few 

days to further discuss the idea.  

 

Audience: 

Your business plan will not only serve as a means to organize and outline your business but also as the 

document that lenders/banks use to determine potential investment. The the information in your business 

plan will be needed to secure the funds that you request to start your business.  

 

Situation: 

After meeting with your friend, now partner, you agree to start a business together. Now you must develop 

a plan that will serve as the foundation for your business. This resource is one that will guide your business 

for years to come.  
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Product/Performance and Purpose: 

You will work with your partner to compose the following sections in your business plan: 

1. Management Plan: Management Team’s qualifications for making the venture a success. 

2. Company Description: The company’s basic background information, business concept, and goals.  

3. Product and Service Plan: Features and benefits of the business’s products and services.  

 

Standard and Criteria for Success: 

The assigned sections of your business plan are expected to be thoroughly and accurately developed and 

will be assessed using these rubrics: 

Management Plan:  

Criteria Needs Improvement Progressing Achieved 

Key Executives Vaguely describes little or 
none of the management 
team and the duties/salary of 
each team member. Provides 
a list of a few of the benefits 
that each person will provide 
the venture. 

Adequately describes 
most of the management 
team and the 
duties/salary of each 
team member. Provides  a 
list of most of the benefits 
that each person will 
provide the venture. 

Thoroughly describes all of 
the management team and 
the duties/salary of each 
team member. Provides a 
detailed a list of all of the 
benefits that each person 
will provide the venture 
including previous 
experience, skill sets, and 
personal traits. 

Service 
Providers 

Vaguely explains little or 
none of the service providers 
you will hire and the 
advantages they bring to the 
venture. 

Adequately explains most 
of the service providers 
you will hire and the 
advantages they bring to 
the venture. 

Thoroughly explains all of 
the service providers you 
will hire and the 
advantages they bring to 
the venture. 

 

Company Description: 

Criteria Needs Improvement Progressing Achieved 

Motivations Does not or vaguely explains 
the reasons and motivations 
you have for starting or 
expanding this business. 

Adequately explains the 
reasons and motivations 
you have for starting or 
expanding this business. 

Thoroughly explains the 
reasons and motivations 
you have for starting or 
expanding this business. 

Business 
Concept 

Does not or vaguely 
describes the products and 
services your company will 
provide and the markets you 

Adequately describes the 
products and services 
your company will provide 
and the markets you will 

Thoroughly describes the 
products and services your 
company will provide and 
the markets you will target 
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will target to sell them. target to sell them. to sell them. 

 

Product and Service Plan:  

 

Criteria Needs Improvement Progressing Achieved 

Products and 
Services 

Does not or vaguely describes a 
few characteristics of your 
products or services. 

Adequately describes 
most characteristics of 
your products or 
services. For products, 
includes how the 
products will be created 
and produced and who 
will manufacture them. 

Thoroughly describes all 
characteristics of your 
products or services. For 
products, includes how 
the products will be 
created and produced 
and who will 
manufacture them. 

Unique Selling 
Position 

Does not or vaguely describes the 
features, benefits, and unique 
selling proposition of your 
products or services. 

Adequately describes 
most of the features, 
benefits, and unique 
selling proposition of 
your products or 
services. 

Thoroughly describes all 
of the features, benefits, 
and unique selling 
proposition of your 
products or services. 

Competitive 
Products or 
Services 

Does not or vaguely describes the 
features, benefits, and unique 
selling proposition of your 
competitors’ products or 
services.  

Adequately describes 
most of the features, 
benefits, and unique 
selling proposition of 
your competitors’ 
products or services. 
Explains how your 
products and services 
will be unique and 
positioned in the 
market. 

Thoroughly describes all 
of the features, benefits, 
and unique selling 
proposition of your 
competitors’ products or 
services. Explains how 
your products and 
services will be unique 
and positioned in the 
market. 

Product 
Development 
Milestones 

Does not or vaguely explains a 
few of the steps you will take to 
conceive, design, test, and 
evaluate your products and 
services. 

Adequately explains 
most of the steps you 
will take to conceive, 
design, test, and 
evaluate your products 
and services. 

Thoroughly explains all 
steps you will take to 
conceive, design, test, 
and evaluate your 
products and services. 
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Revision History 

 
Revision Date 

 
Explanation of the change(s) made to the document 
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             ENTREPRENEURSHIP UNIT 2 ORGANIZER 

 

Grade/Subject                       Business 11th - 12th Grade 

Unit Title Researching and Planning Your Venture 

Overview of 
Unit 

This unit teaches students the importance of planning when starting and operating a 
business. The significance of testing an opportunity and analyzing a target market will be 
demonstrated to students. Students will explore various forms of business ownership and 
how the government is involved in the process of starting a business. By the end of the unit 
students will possess a deeper grasp of how and why research and planning is vital to 
business success.  

Pacing/Duration 4- 5 weeks 

 

Background Information for the Teacher 

Unit Rationale: Students can use the skills and knowledge to better understand markets and industries. 
This knowledge will especially help as consumers of products within certain industries. Students will learn 
the importance of conducting research in markets they are part of and keeping up with current trends.  
 

Key Learning/Big Ideas: The key learning is unit will allow for students to better understand how and why 
research and planning is important for an entrepreneur. Concepts like a feasibility analysis will 
demonstrate to students how to test an idea to determine if there is substantial demand for a product. 
Students will understand how conducting industry and target market research will benefit potential 
business owners. And how that information will be analyzed and utilized by owners to guide business 
decisions. Students will examine forms of business ownership to understand the advantages and 
disadvantages of each type. Finally, laws and government regulation that impact businesses will also be 
explored to determine how they impact businesses.  
 

Pre-Unit Connections: This unit further advances students’ knowledge of how to become entrepreneurs. It 
follows the initial unit where students learned the concept of entrepreneurship and the process in 
becoming an entrepreneur. They now will explore the next steps in creating a business plan and how those 
components support business success.  
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Essential Questions  

See excerpt: http://www.ascd.org/publications/books/109004/chapters/What-Makes-a-Question-
Essential%A2.aspx  

 Why do entrepreneurs conduct research?  
 What role does the government play within businesses? 
 How does structure impact a business?  

 

 

Applicable Content Standards: 

 CT Business and Finance Technology Framework: Standards 1.2, 2.1, 4.1, 4.2, 4.3 
 National Standards for Business Education: Standards 2, 6, 8, 9 
 CCSS.ELA-LITERACY.RST.11-12.1, CCSS.ELA-LITERACY.RST.11-12.2, CCSS.ELA-LITERACY.RST.11-12.4, 

CCSS.ELA-LITERACY.RST.11-12.9, CCSS.ELA-LITERACY.RST.11-12.7 

 

 

Academic Vocabulary 

 Feasibility analysis, industry, vision and mission statement, distribution channel, target customers 
 Target market, market segmentation, market research, customer profile 
 Sole proprietorship, limited liability, unlimited liability, partnership, corporation, LLC 
 Intellectual property, patent, trademark, copyright, public domain 

 

 

21st Century Competencies 

*Delete the ones not in unit  
 

 Problem Solving and Critical Thinking 

 Accessing and Analyzing Information 

 Communication and Collaboration 

 Creativity and Innovation 

 Initiative, Self-Direction and Accountability 

 Citizenship and Responsibility 

 

 

 

http://www.ascd.org/publications/books/109004/chapters/What-Makes-a-Question-Essential%A2.aspx
http://www.ascd.org/publications/books/109004/chapters/What-Makes-a-Question-Essential%A2.aspx
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UNDERSTAND 

Big ideas, generalizations, principles, concepts, ideas that transfer across situations and throughout the unit 

 

Students will understand that: 
 A feasible study is used to test a concept in the marketplace. 
 Industry and market research involve analysis within various areas. 
 Developing and examining a customer profile and customer needs is significant to a market 

analysis. 
 The main types of business structures each have benefits and drawbacks. 
 Various corporations offer business owners additional structural options. 
 Legal issues impact start-up businesses. 
 The government regulates trade and impose laws that affect employees.  

 

 

Possible Student Misconceptions for this Unit - (If needed) 

Students may believe that: 

 Conducting research analysis is not important in starting a business. 
 Sole proprietorships offer the best structure option for owners. 
 Government regulations and laws are only intended to harm businesses.  
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Possible Lessons/Suggested Learning Activities 

Input at least three lessons/learning activities that are current and applicable to this unit 

In order to learn/understand how 
to...: 
(Identified in previous section titled 
“Understand”) 

Students might: 
(List learning activities below) 

Conduct a feasible study to test a 
concept in the marketplace. 

 Be presented with Lesson Notes, which include key 
concepts and terms. 

 Develop a business concept statement for an idea for a 
new business.  

 Compare and contrast the vision and mission statements of 
two companies.  

 Complete a competitive matrix to analyze 1-2 competitors 
of a new business concept. 
 
 

Analyze various areas when 
conducting industry and market 
research. 

 Be presented with Lesson Notes, which include key 
concepts and terms. 

 Generate an email that describes the steps of the research 
process to send to a family member that is considering 
starting a new business. 

 Summarize each type of market segmentation using a 
shared class slideshow. 

 Create an ad that targets a specific group for a product that 
students have created.  

 VIew video on industry life cycle 
(https://www.youtube.com/watch?v=BWynWtzR6aU) and 
create a diagram of the phases. 

Develop and examine a customer 
profile and customer needs to 
complete a market analysis. 

 Be presented with Lesson Notes, which include key 
concepts and terms. 

 Use a 5 column chart headed by industry forces to generate 
ideas for each category with group. Compare responses 
with the text.  

 Analyze a store frequently visited to create a customer 
profile that answers the four basic economic questions. 

 Create a poster/diagram of items that have been recently 
purchased and describe the target market for each 
purchase.  

https://www.youtube.com/watch?v=BWynWtzR6aU
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 Select a product to forecast demand by developing a 
customer profile and needs analysis.  

Describe the benefits and drawbacks 
of the main types of business 
structures. 

 Be presented with Lesson Notes, which include key 
concepts and terms. 

 Create a flyer that describes each type of business. Be sure 
to explain each of the key features. 

 Identify the advantages and disadvantages of both a sole 
proprietorship and partnership. Then determine and 
defend why certain businesses would be better suited for 
each structure.   

 Respond to: If you were to start a business would you 
organize it as a sole proprietorship or partnership? Why?  

Explain that various corporations 
offer business owners additional 
structural options. 

 Be presented with Lesson Notes, which include key 
concepts and terms. 

 Create an infomercial on an assigned type of corporation to 
post on Google Classroom. Include key characteristics, 
pros/cons, and examples.  

 View infomercials and complete a summarizing graphic 
organizer for each. Then rate each infomercial on the 
quality of the product and information provided.  

 Advise a local business on the decision of becoming a 
corporation. Provide your recommendation on which type 
would be best and why.  

Identify the legal issues that impact 
start-up businesses. 

 Be presented with Lesson Notes, which include key 
concepts and terms. 

 Compare the types of intellectual property rights (patent, 
copyright, and trademark). 

 Generate lists of items that would fall under each type of 
property right. Each group will compare their list with 
others.  

 Analyze local zoning maps. Compare our communities to 
neighboring towns. Summarize findings.  

Describe how the government 
regulates trade and imposes laws 
that affect employees.  
 
 

 Be presented with Lesson Notes, which include key 
concepts and terms. 

 Create a class slideshow that summarizes an assigned 
employee law and provides an example of it being 
enforced.  

 Complete or design a graphic organizer that summarizes 
each type of Consumer Protection and Uniform 
Commercial Code Law. 
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 Produce a podcast that describes the trade taxes within the 
United States for a group of foreign business owners 
interested in expanding to the US.  

 Sort a list of laws into one of the main headings: 
Employees, Trade, Consumer, Trade, Tax 

 

Interdisciplinary Connections 

Subject: Summary of the Connection: 

Reading  
 

Reading strategies including summarizing, inferring, concluding and connecting are utilized 
throughout the unit.  

Math  
 

Various math skills will be required to complete lesson activities, projects, and tasks throughout 
the unit.  

Writing Lesson tasks will require students to utilize writing skills in a variety of capacities.  

 

 

Anchor Texts & Suggested Texts 

Text Title Author Brief Synopsis 

Entrepreneurship 
Building a Business (CH 
5.2-8) 

Kathleen Allen 
and Earl Meyer 
(Glencoe) 

The text introduces students to the major themes of 
entrepreneurship through 6 units. It provides resources and 
activities that bring the real world of entrepreneurship to life 
for students.  

Text Title Author Brief Synopsis 

Business Plan Project 
Workbook 

Glencoe This book provides an additional resource for students to 
further their knowledge of a business plan. It details each 
section and supplies templates/graphic organizers for 
support.  
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Additional Resources & Supplemental Texts 

 

 https://docs.google.com/document/d/1gDJP-SUwCBe5dztIgj-9f3OcxryjCAzDZVFvm5undt8/edit 

 

  

Unit Assessment(s): 

 

List and describe the ways in which you assess student understanding throughout the Unit: 
Formative: 

 Responses to oral and written questioning (Google Classroom) 
 Comparison of the vision and mission statements of two companies.  
 Poster/diagram of items that have been recently purchased and description of the target market for 

each purchase. 
 Flyer that describes each type of business and explanation of each of the key features. 
 Other selected lesson activities 

Summative: 
 Chapter Checkups/Quizzes including vocab terminology 
 Competitive matrix analyzing 1-2 competitors of the new business concept. 
 Creation of an ad that targets a specific group for a product that students have created.  
 Podcast that describes the trade taxes within the United States for a group of foreign business 

owners interested in expanding to the US.  
 Recommendation to a local business on the decision in becoming a corporation.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

https://docs.google.com/document/d/1gDJP-SUwCBe5dztIgj-9f3OcxryjCAzDZVFvm5undt8/edit
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Performance Task: Each Unit Must Contain a Performance Task Assessment, 

Please refer to Jay McTighe’s  ”Designing Authentic Performance Tasks” Resource  to Guide your Performance 
Task Development.  Key Design Questions Summarized Below: 

 

Constructing the PT Scenario Using G.R.A.S.P.S. 
Use the following prompts to design the PT:  

Goal:   

Your task is to compose the next three sections of your business plan: Vision and Mission Statements, 
Industry Overview, and Market Analysis.  
    
The goal is to use what you have learned throughout this unit about becoming an entrepreneur and    
recognizing business opportunities to continue developing a business concept that you feel can be 
successful. 
 

Role:  

You and a close friend (classmate) have graduated from college with business degrees and have been 
actively searching for jobs. Unfortunately, you both are unable to land a job and have become frustrated 
with the search. One night while out at dinner you entertain the idea of starting your own business and 
becoming entrepreneurs. Ideas begin to spiral and you decide it would be best to meet within the next few 
days to further discuss the idea.  
 

Audience: 

Your business plan will not only serve as a means to organize and outline your business but also as the 
document that lenders/banks use to determine potential investment. The  information in your business 
plan will be needed to secure the funds that you request to start your business.  
 

Situation: 

After meeting with your friend, now partner, you agree to start a business together. Now you must 
develop a plan that will serve as the foundation for your business. This resource is one that will guide your 
business for years to come.  
 

Product/Performance and Purpose: 

You will work with your partner to compose the following sections in your business plan: 
1. Vision and Mission Statements: States the scope and purpose of the company and expresses 

specific aspirations.  
2. Industry Overview: Describe the industry and address the basic trends and growth within the 

industry.  
3. Market Analysis: Presents your market research and features a target market demographic 

profile.   
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Standard and Criteria for Success 

The assigned sections of your business plan are expected to be thoroughly and accurately developed and 
will be assessed using these rubrics: 
 

Vision and Mission Statements: 

Criteria Needs Improvement Progressing Achieved 

Vision 
Statement  

Vaguely describes little or 
none of  the company’s 
long-term objectives and the 
core values and beliefs. Also 
vaguely develops strategies 
for achieving the vision and 
criteria for assessing 
achievement.  
 

Adequately describes most 
of the company’s long-term 
objectives and conveys the 
core values and beliefs. Also 
adequately develops 
strategies for achieving the 
vision and criteria for 
assessing achievement.  
 

Thoroughly describes all the 
company’s long-term 
objectives and clearly 
conveys the core values and 
beliefs. Also thoroughly 
develops strategies for 
achieving the vision and 
criteria for assessing 
achievement.  

Mission 
Statement 

Vaguely expresses the 
company’s purpose by 
focusing the needs of 
consumers.  

Adequately expresses the 
company’s purpose by 
focusing the needs of 
consumers.  

Thoroughly expresses the 
company’s purpose by 
focusing the needs of 
consumers.  

  
Industry Overview:  

Criteria Needs Improvement Progressing Achieved 

Projected 
Industry 
Sales and 
Profits 

Does not or vaguely 
explains the projected 
growth in sales and 
profits for your industry 
sector. Does not Include 
accurate line graphs 
depicting the historical 
and projected growth for 
both. 

Adequately explains the 
projected growth in sales 
and profits for your industry 
sector. Includes line graphs 
depicting the historical and 
projected growth for both. 

Thoroughly explains the 
projected growth in sales 
and profits for your industry 
sector. Includes accurate line 
graphs depicting the 
historical and projected 
growth for both. 

Competitive 
Set 

Does not or vaguely 
describes your company’s 
competitive set.  

Adequately describes your 
company’s competitive set 
including direct and indirect 
competitors. 

Thoroughly describes your 
company’s competitive set 
including direct and indirect 
competitors. 

Product Life 
Cycle 

Does not or vaguely 
describes the product life 
cycle for your products or 

Adequately describes the 
product life cycle for your 
products or services and 

Thoroughly describes the 
product life cycle for your 
products or services and 
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services and what 
strategies will be taken as 
they go through the life 
cycle. 

explains what strategies will 
be taken as they go through 
the life cycle. 

explains what strategies will 
be taken as they go through 
the life cycle. 

Barriers to 
Entry 

Does not or vaguely 
explains the barriers to 
entry that might inhibit 
you from introducing 
your products or services.  

Adequately explains most 
barriers to entry that might 
inhibit you from introducing 
your products or services. 
Includes economics, legal or 
political, regulatory, and 
competitive barriers. Details 
most of the strategies you 
will use to counteract the 
barriers. 

Thoroughly explains all 
barriers to entry that might 
inhibit you from introducing 
your products or services. 
Includes economics, legal or 
political, regulatory, and 
competitive barriers. Details 
all of the strategies you will 
use to counteract the 
barriers. 

 

Market Analysis:  
 

Criteria Needs Improvement Progressing Achieved 

Demographic 
Profile 

Does not or vaguely 
explains the demographic 
characteristics of your 
target market. 

Adequately explains the 
demographic 
characteristics of your 
target market. 

Thoroughly explains the 
demographic 
characteristics of your 
target market. 

Customer 
Behaviors 

Does not or vaguely 
describes the behaviors of 
your target market and their 
motivations for purchasing. 

Adequately describes the 
behaviors of your target 
market and their 
motivations for purchasing. 

Thoroughly describes the 
behaviors of your target 
market and their 
motivations for purchasing. 

Target Market 
Opportunity 

Does not or vaguely 
describes how your 
business will capitalize on 
the demographic and 
psychographic 
characteristics of your 
target market. 
 
 

Adequately describes how 
your business will 
capitalize on the 
demographic and 
psychographic 
characteristics of your 
target market. 
 

Thoroughly describes how 
your business will 
capitalize on the 
demographic and 
psychographic 
characteristics of your 
target market. 
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   ENTREPRENEURSHIP UNIT 3 ORGANIZER 

Grade/Subject Business 11th - 12th Grade 

Unit Title Marketing your Business 

Overview of 

Unit 

This unit teaches students how to market a new business by creating demand for its products and 

services. Students will learn key marketing strategies that will allow for a business to thrive. 

Throughout the unit the marketing plan’s essential components will be explored and developed by 

students. By the end of the unit students will gain a better understanding of the role that marketing a 

business plays in its success.  

Pacing/Duration 4-5 weeks 

 

Background Information for the Teacher 

Unit Rationale: 

This unit is significant because it teaches students about marketing strategies that impact their daily lives. They will 

understand how businesses target customers and how their buying decisions impact business decisions. An 

understanding of price strategies will be particularly useful as students make future purchases. As consumers, 

students can utilize this knowledge when making purchases to make wise buying decisions. They will comprehend 

why some items are priced higher and why some are discounted.  Many students will also consider or enter a career 

in sales and concepts from this unit will provide a foundation of knowledge they can expand on as they continue their 

education.  

 

Key Learning/Big Ideas:  

The key learning in this unit will allow for students to gasp the impact that marketing and creating a consumer 

demand will have not only on starting but also growing a business. Students will be introduced to the marketing plan 

and the strategies of product, place, and people. They will also discuss the price strategy and how it enables a 

business to make a profit, meet the competition’s prices, and establish an image. Students will complete the unit by 

learning how to develop and manage a sales force.  

 

Pre-Unit Connections: This unit further advances students knowledge of how to become successful entrepreneurs. It 

follows the first two units where students learned the concept of entrepreneurship and significance of conducting 

research. They now will learn the next step in developing a business, marketing your business to create demand for 

your product.   
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Essential Questions  

 How do the components within a marketing plan impact a business?  

 Why is pricing an important business decision?  

 How do promotional strategies influence consumer demand?  

 How can developing a sales force help in meeting company goals?  

 

Applicable Content Standards: 

 CT Business and Finance Technology Framework: Standards 1.2, 2.1, 3.2, 4 

 National Standards for Business Education: Standards 2, 3, 9 

 CCSS.ELA-LITERACY.RST.11-12.1, CCSS.ELA-LITERACY.RST.11-12.2, CCSS.ELA-LITERACY.RST.11-12.4, CCSS.ELA-

LITERACY.RST.11-12.8, CCSS.ELA-LITERACY.RST.11-12.10 

 

Academic Vocabulary 

 Marketing Plan, Marketing Objectives, Channel of Distribution, Intermediaries, Marketing Mix 

 Unit Pricing, Return on Investment, Break-Even Point, Price Fixing, Price Gouging, Price Skimming, Penetration 

Pricing, Psychological Pricing 

 Promotional Mix, Advertising, Publicity, Sales Promotion, Internet Marketing 

 Personal Selling, Prospect, Sales Force, Buying Process, Sales Check, Sales Planning, Sales Quota, SWOT 

Analysis, Salary, Commission  

 

21st Century Competencies 

*Delete the ones not in unit  

 Problem Solving and Critical Thinking 

 Accessing and Analyzing Information 

 Communication and Collaboration 
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 Creativity and Innovation 

 Initiative, Self-Direction and Accountability 

 

 

UNDERSTAND 

Big ideas, generalizations, principles, concepts, ideas that transfer across situations and throughout the unit 

Students will understand that: 

 Developing a marketing plan involves connecting all five key marketing strategies within a marketing mix. 

 A marketing mix must continually be reviewed and updated to meet the changing needs of consumers.  

 All key components must be considered when developing a  pricing strategy. 

 Pricing is calculated using certain formulas.  

 The promotional mix includes certain elements that owners use to attract customers.  

 The promotional strategy will require the appropriate implementation and revisions.  

 An effective sales force needs to be properly selected and trained. 

 Sales operations involves planning sales goals, providing motivation and leadership to attain goals, and 

evaluating sales performance to make the necessary changes.  

 

 

 

 

Possible Student Misconceptions for this Unit - (If needed) 

Students may believe that: 

 Advertising primarily occurs through commercials. 

 The only factor impacting price is making a profit for the business. 

 Consumer buying decisions and tendencies won’t impact business decisions.  
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Possible Lessons/Suggested Learning Activities 

Input at least three lessons/learning activities that are current and applicable to this unit 

In order to 

learn/understand how 

to...: 

(Identified in previous 

section titled 

“Understand”) 

Students might: 

(List learning activities below) 

Develop a marketing 

plan by connecting all 

five key marketing 

strategies within a 

marketing mix. 

 Be presented with Lesson Notes, which include key concepts and terms. 

 Generate a list of five reasons why students purchase the products they do. Then 

categorize each into one of the five P’s of the marketing mix.  

 Identify packaging changes for a selected product. Describe why this change may 

have occurred.  

 Choose a product and create a label that they feel will present information in a 

way that will appeal to customers. Labels will then be shared and evaluated by 

the class for effectiveness.  

 Summarize each level of distribution intensities using a graphic organizer and 

locate authentic examples. 

 Draft a paragraph or create graphic within a small group that demonstrates the 

relationship among the five marketing strategies (5 P’s) 

 

 

Assess and update a 

marketing mix to meet 

the changing needs of 

consumers. 

 Be presented with Lesson Notes, which include key concepts and terms. 

 Create a quiz where participants need to correctly group sources of information 

as either primary or secondary.  

 Respond to a scenario where they own a business that needs to make 

adjustments to its marketing mix. Students must describe the changes they will 

make to each of the five elements of the marketing mix and explain why.  

 Create a checklist for businesses owners can use to review product, place, and 

people strategies.  

Develop a pricing 

strategy by considering 

each of the key 

 Be presented with Lesson Notes, which include key concepts and terms. 
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components. 

 

 

 Construct a PSA (Public Service Announcement) either in written or video format 

that informs the public on all the factors that impact price.  

 Debate or conduct a Philosophical Chairs activity about which pricing strategy 

they feel is best for setting prices.  

 Participate in a jigsaw activity where they become experts in one of the phases of 

the product life cycle. They will then report back to students within their groups. 

Group members will evaluate the expert’s report for thoroughness. 

http://productlifecyclestages.com/  

 Develop a matching game or quiz for all of the pricing techniques. 

Calculate price by using 

certain mathematical 

formulas. 

 Be presented Lesson Notes which include key concepts and terms. 

 Teach the class within groups their assigned pricing formula.  

 Complete practice problems in each area. 

 Create a word problems for break-even point, markup, markdown, discount. 

Then answer a classmate’s word problem and assess their responses.  

Construct a promotional 

mix that includes certain 

elements to attract 

customers. 

 Be presented with Lesson Notes which include key concepts and terms. 

 Locate an example of a business’s pre-opening event. Evaluate the pre-opening 

event to see if it met the objectives described on pg 275. If yes then explain how 

and if not explain what they should have done to meet objectives.  

 Respond to: From your own experiences which promotional element do you feel 

is most effective? Create a sample for that element for a company of choice. 

Share your sample with the class.  

 Develop a brochure that summarizes and identifies the advantages and 

disadvantages of their assigned promotional element.  

 Locate and analyze a business website to determine its effectiveness. Describe its 

strengths and weaknesses.  

Analyze a promotional 

strategy to identify the 

appropriate 

implementation and 

revisions.  

 Be presented with Lesson Notes which include key concepts and terms. 

 Create their own print or Internet ad or develop a script for a TV or radio ad. 

Exchange finished ads with a classmate and conduct a postevaluation. 

 Write an email to friend that owns a business on how to budget for promotions 

for his/her company. Include resources that will be helpful.  

 Reflect on or defend this statement: Promotion done by a small business owner 

can be as effective as promotion done by professionals.  

http://productlifecyclestages.com/
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Properly select and train 

an effective sales force. 

 

 

 Be presented with Lesson Notes, which include key concepts and terms. 

 Draw a representation that identifies the important traits/characteristics of a 

salesperson. 

 Create a comic strip that summarizes each step in the sales process.  

 In pairs, develop a role play of a selling situation that illustrates the selling 

techniques. Be sure to demonstrate the qualities important in sales as well.  

 

Plan sales goals, provide 

motivation and 

leadership to attain 

goals, and evaluate sales 

performance involved in 

sales operations. 

 Be presented with Lesson Notes, which include key concepts and terms.  

 Design an evaluation form for salespeople that includes benchmarks/standards.  

 Conduct a SWOT analysis on a local or familiar business  using provided 

resources. https://www.mindtools.com/pages/article/newTMC_05.htm  

 Create an infographic that explains all the ways to compensate employees.  

 Use a map to identify territories for a created business. Then explain how the 

areas were decided.  

 

 

Interdisciplinary Connections 

Subject: Summary of the Connection: 

Reading  

 

Reading strategies including summarizing, inferring, concluding and connecting are utilized throughout the 

unit.  

Math  

 

Various math skills will be required to complete lesson activities, projects, and tasks throughout the unit.  

Writing Lesson tasks will require students to utilize writing skills in a variety of capacities.  

 

 

 

 

https://www.mindtools.com/pages/article/newTMC_05.htm
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Anchor Texts & Suggested Texts 

Text Title Author Brief Synopsis 

Entrepreneurship 

Building a Business (CH 

10-13) 

Kathleen Allen 

and Earl Meyer 

(Glencoe) 

The text introduces students to the major themes of 

entrepreneurship through 6 units. It provides resources and 

activities that bring the real world of entrepreneurship to life for 

students.  

Text Title Author Brief Synopsis 

Business Plan Project 

Workbook 

Glencoe This book provides an additional resource for students to further 

their knowledge of a business plan. It details each section and 

supplies templates/graphic organizers for support.  

Text Title Author Brief Synopsis 

 

Additional Resources & Supplemental Texts 

 

 https://docs.google.com/document/d/1gDJP-SUwCBe5dztIgj-9f3OcxryjCAzDZVFvm5undt8/edit 

 http://productlifecyclestages.com/  

 https://www.mindtools.com/pages/article/newTMC_05.htm  

  

Unit Assessment(s): 

 

List and describe the ways in which you assess student understanding throughout the Unit: 

Formative: 

 Responses to oral and written questioning (Google Classroom) 

 Categorization of reasons why student’s make purchase each into one of the five P’s of the marketing mix.  

https://docs.google.com/document/d/1gDJP-SUwCBe5dztIgj-9f3OcxryjCAzDZVFvm5undt8/edit
http://productlifecyclestages.com/
https://www.mindtools.com/pages/article/newTMC_05.htm
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 Responses to a scenario where students own a business that needs to make adjustments to its marketing 

mix.  

 Debate or Philosophical Chairs activity about which pricing strategy they feel is best for setting prices.  

 Class lesson where students demonstrate knowledge of their assigned pricing formula. 

 Brochure that summarizes and identifies the advantages and disadvantages of their assigned promotional 

element.  

 Email to a friend that owns a business on how to budget for promotions for his/her company. Include 

resources that will be helpful.  

 Comic strip that summarizes each step in the sales process. 

 Evaluation form for salespeople that includes benchmarks/standards.  

Summative: 

 Chapter Checkups/Quizzes including vocab terminology 

 PSA (Public Service Announcement) either in written or video format that informs that public on all the 

factors that impact price.  

 Checklist for businesses owners can use to review product, place, and people strategies.  

 Analysis of a business website to determine its effectiveness. Description its strengths and weaknesses.  

 Word problems for break-even point, markup, markdown, discount.  

 SWOT analysis on a local or familiar business  using provided resources.  
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Performance Task: Each Unit Must Contain a Performance Task Assessment, 

Please refer to Jay McTighe’s  ”Designing Authentic Performance Tasks” Resource  to Guide your Performance 

Task Development.  Key Design Questions Summarized Below: 

 

Constructing the PT Scenario Using G.R.A.S.P.S. 

Use the following prompts to design the PT: 

Goal:   

Your task is to compose the next two sections of your business plan: The Competitive Analysis and the Marketing 

mix.  

The goal is to use what you have learned throughout this unit about becoming an entrepreneur and    

recognizing business opportunities to continue developing a business concept that you feel can be successful. 

 

Role:  

You and a close friend (classmate) have graduated from college with business degrees and have been actively 

searching for jobs. Unfortunately, you both are unable to land a job and have become frustrated with the search. 

One night while out at dinner you entertain the idea of starting your own business and becoming entrepreneurs. 

Ideas begin to spiral and you decide it would be best to meet within the next few days to further discuss the idea.  

Audience: 

Your business plan will not only serve as a means to organize and outline your business but also as the document 

that lenders/banks use to determine potential investment. The the information in your business plan will be needed 

to secure the funds that you request to start your business.  

Situation: 

After meeting with your friend, now partner, you agree to start a business together. Now you must develop a plan 

that will serve as the foundation for your business. This resource is one that will guide your business for years to 

come.  

 

Product/Performance and Purpose: 

You will work with your partner to compose the following sections in your business plan: 

1. Competitive Analysis: Demonstrates that the proposed business has an advantage over its competitors.  

2. Marketing Plan: Describes how a company plans to market, promote, and sell its products or services.  
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Standard and Criteria for Success 

The assigned sections of your business plan are expected to be thoroughly and accurately developed and will be 

assessed using these rubrics: 

 

Competitive Analysis: 

Criteria Needs Improvement Progressing Achieved 

Direct and 

Indirect 

Competitors 

 

Vaguely describes little or none 

of    the strengths and weaknesses 

of each of your competitors and 

explains the opportunities and 

threats that your competitors pose 

to your business.  

Adequately describes  the 

strengths and weaknesses 

of each of your competitors 

and explains the 

opportunities and threats 

that your competitors pose 

to your business.  

 

Thoroughly describes  the 

strengths and weaknesses 

of each of your competitors 

and explains the 

opportunities and threats 

that your competitors pose 

to your business.  

Value 

Proposition 

Does not or vaguely describes the 

value proposition for each of your 

competitors. 

Adequately describes the 

value proposition for each 

of your competitors. 

Thoroughly describes the 

value proposition for each 

of your competitors. 

Sustainable 

Competitive 

Advantage 

Does not or vaguely  summarize(s) 

the competitive environment in 

your market and describe your 

company’s sustainable competitive 

advantage. 

Adequately summarizes the 

competitive environment in 

your market and describe 

your company’s sustainable 

competitive advantage. 

Thoroughly summarizes the 

competitive environment in 

your market and describe 

your company’s sustainable 

competitive advantage. 

 

Marketing Plan:  

Criteria Needs Improvement Progressing Achieved 

Total 

Product 

Experience 

Does not or vaguely describes 

the total product experience 

including the primary, tangible, 

and intangible features. 

Adequately describes the total 

product experience including 

the primary, tangible, and 

intangible features 

Thoroughly describes the total 

product experience including 

the primary, tangible, and 

intangible features 
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Place 

Strategy 

Does not or vaguely describes 

the overall distribution strategy.  

Adequately describes the 

overall distribution strategy. 

 

 

Thoroughly describes the 

overall distribution strategy. 

Promotion 

Strategy  

Does not or vaguely states 

the  promotional goals and/or 

explain the strategies you will 

employ to implement it. 

States most of 

the  promotional goals and 

adequately explain the 

strategies you will employ to 

implement it. 

States all of the  promotional 

goals and thoroughly explain 

the strategies you will employ 

to implement it.  

Promotion 

Plan 

Does not or vaguely explains 

the media that will be used to 

communicate the promotional 

message and how it will be 

monitored and evaluated. 

Adequately explains the media 

that will be used to 

communicate the promotional 

message and how it will be 

monitored and evaluated. 

Thoroughly explains the media 

that will be used to 

communicate the promotional 

message and how it will be 

monitored and evaluated. 

Pricing Plan Does not or vaguely describes 

some pricing strategies. 

Adequately describes most 

pricing strategies. 

Thoroughly describes all 

pricing strategies. 
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