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Thank you for volunteering your time and talents to assist one 
or more young people in this project, which will introduce them 

to the exciting world of Entrepreneurship. Your involvement will make
a real difference in the quality of their experiences. You will play a
valuable role in helping them learn the subject matter and practice
important life skills along the way. Your interest, enthusiasm and,
most importantly, your time will be key ingredients to positive and
successful experiences. You will help nurture Entrepreneurial Leadership
that will build a stronger economic future for our nation and the
world. To learn more about your role, turn to page 2.

This guide can be used in conjunction with online and “BE THE e” Youth
Activity Guides. One of the most valuable things you will do is to
spend plenty of time interacting individually with each youth on each
of the questions in each of the activities. You will also want to carefully
go over the business plans they will produce. This will greatly expand
and reinforce their learning.

‘BE THE e’
Entrepreneurship 
Youth Activity Guide 
The Youth Activity Guide includes 
a series of three levels: Love it!,
Plan it! and Do it!. The three youth
levels have been designed for grades
6–7, 8–9, and 10–12, respectively,
but may be used by youth in any
grade based on their entrepreneurial
project skills, experience, and interest.
The e series may help a youth convert
another 4-H project interest into a
business.

Each activity is designed so the
young person has an opportunity 
to learn by doing before being told
or shown how. Your role as Project
Helper is to “take a back seat” while
the youth explores the activities
and learns from the experiences,
even when something doesn’t work
the first time the way you think it
might. You can help with the learning
most effectively by listening as 
the young person considers the
questions and draws conclusions.
At times the activity may call for
you to be a resource person for
content or other ideas.

! ! ! ! 
! ! 
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Science, Engineering
and Technology
Agricultural Science 
• Afterschool Agriculture
Animal Science
• Beef •  Meat Goat
• Cat •  Pets
• Dairy Cattle •  Poultry
• Dairy Goat •  Rabbit
• Dog •  Sheep
• Embryology •  Swine
• Entomology •  Veterinary Science
• Exploring Farm Animals
• Horse
Engineering and Technology
• Aerospace Adventures
• Electric Excitement
• Exploring 4-H Robotics 
• Geospatial
• Sewing Expressions
• Small Engines
• Woodworking Wonders
Environmental Science
• Exploring Your Environment
• Forestry—Forests of Fun
• Fishing for Adventure
• Outdoor Adventures
Plant Science
• Down-to-Earth—Gardening in the Classroom
• Gardening
Science Discovery
• Science Discovery Series

Healthy Living
Health and Fitness
• Bicycle Adventures
• Child Development—Kids on the Grow
• Keeping Fit and Healthy
Nutrition
• Foods
• Microwave Magic

Citizenship
Communication and Expressive Arts 
• A Palette of Fun
• Communications—Express Yourself!
• ¡Qué Rico! Latino Cultural Arts 
• Theatre Arts
• Visual Arts
Community Action
• Citizenship—Public Adventures
• Service Learning
Leadership
• Exploring 4-H
• Step Up To Leadership
Personal Development
• Consumer Savvy
• Financial Champions
Workforce Preparation
• Be the E—Entrepreneurship
• Get in the Act!

Resources
• Experiential Learning Video

Find more about Entrepreneurship
and other projects online at:

www.4-hcurriculum.org

Discover over 180 National 4-H Curriculum titles in mission areas of Science, Engineering and
Technology; Healthy Living; and Citizenship. Youth activity guides are filled with fun, engaging
experiences that cultivate abilities youth need for everyday living as they progressively gain
knowledge about subjects that interest them.  
All titles have been reviewed and recommended by the National 4-H Curriculum Jury Review process,
signifying their excellence in providing hands-on learning experiences for youth.
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Role of the Home Helper
Every youth who is taking part in this project will benefit
from having a Home Helper who interacts with him or her in 
the project. This can be a parent, an older sibling, another
relative, a neighbor, or someone who just likes kids and is
interested in entrepreneurship. The Youth Activity Guide is
intended to be completed independently by youth, probably
at home, between group project meetings of youth who are
taking the Entrepreneurship project. The role of the Home
Helper includes:

• Become familiar with the material in the activity
guide.

• Support youth in their efforts to set goals and
complete the activities.

• Date and initial the activities on the Achievement
Program as the youth complete them.

• Help the youth know themselves, including their
strengths and weaknesses.

• Incorporate the use of the experiential learning 
cycle in all leaning experiences.

Role of the Project Helper
When several youth or a classroom of youth are taking 
part in the project together, monthly (or more frequent)
meetings of the youth greatly enrich the experience for 
all. The Project Helper arranges for and conducts these
meetings. In them, the youth can share their progress 
and learning, take part in group activities from this Helper’s
Guide, and be prepared for the next set of independent
activities they will do before the next meeting. One key
point: every meeting should include an element of fun!

This Helper’s Guide is intended primarily for the Project
Helper. When only one youth is taking part, the Home Helper 
will find the Helper’s Guide extremely useful. While it is
possible for the Project Helper of a group to function
without each youth having a Home Helper, it certainly takes 
a great deal of time to interact individually with each of the
youth on each of the questions in each of the activities!

Tips for working with Youth 
in BE THE e

2

Using this Group Activity Helper’s Guide
This guide provides additional learn-by-doing
activities that can be adapted to 4-H
Entrepreneurship project groups, clubs, or other
groups. You’ll also find helpful hints about
characteristics of youth, life skill development,
teaching experientially, project meeting ideas,
and resources for organizing a community 
4-H Entrepreneurship program. On pages
34–36 are Post-then-Pre Evaluation sheets to
duplicate and use with youth as they complete
each level.

BE THE e Journaling
Young people enrolled in BE THE e series may
benefit from keeping a journal or portfolio
throughout their project. This can be a record
of business ideas, potential customers, product
ideas, notes about successful entrepreneurs, 
or whatever they think will be useful to them
now and in the future. They may use the journal
to record their responses to selected questions
as indicated in the eXPRESSIONS section, and
in MORE e challenges. Some youth like this type
of activity; others may not. But each of them
will benefit from “tracking their e journey” by
creating some type of record of their thoughts.
This is also another exercise in record keeping,
one of the most important disciplines for
business. 

Helping youth
to “Be the e”
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Structure of the Activities
The activities in this guide as well as BE THE e
Youth Activity Guide follow the same format

introduces the activity by including the main 
idea embedded in the lesson as well as the
Entrepreneur Skill, Life Skill, National Education
Standard, estimated time for the activity, and
materials needed.

gives the youth direction
for completing the activity.

asks youth to share their experiences 
by recording brief answers to questions

and sharing these with the Home Helper. The questions help
youth process the experience through the five important
steps of the experiential learning cycle shown on page 4. 
There are four areas of discussion and reflection in this section:
eXPERIENCE, eXPLORE, eXTEND and eXPAND. These are
described more fully on page 5.

includes additional activities the youth 
may choose to do to expand the experience.
These activities may be used to complete 
the Achievement Program for this level.

are pieces of expert or statistical
information that support the
subject matter of the activity.

can be accessed to expand on the knowledge
learned in each activity and to find additional
activities and resources.

FACTS
FACTSFACTS

FACTS

FACTS

are “entrepreneurial” words participants and
leaders learn while completing each activity.

HELP! I’m not 
an Entrepreneur!

You do not need to be an
entrepreneur or even a business
person to assist young people
in learning about starting a

business. Guiding youth on their
entrepreneurial journey just
requires your interest in being
with, as well as learning along
with, youth involved with this
project. Don’t feel as though
you must be an expert in order
to facilitate and encourage a
group of young people. Research
shows that even just the
presence of a caring adult has a
tremendous positive impact on
the life choices youth will make.

Learning to
think outside

the box.



Learning by Doing, 
the 4-H Way

The Experiential Learning Model
To better understand the facilitation leadership style,
think of it in terms of the experiential learning process
and consider what the leader/helper might do at each
step.

Youth share  
how they will use  
the project and  

life  skill  
practiced in  
other parts 

of their lives. 
 

Apply
what was learned

to a similar or
different situation;

practice

Share 
the results,
reactions,

observations
publicly

Experience 
the activity; 
 perform, 

do it 

Generalize  
to connect the 
experience to  

real-world  
examples 

Process 
by discussing, 
looking at the 
experience; 

analyze, reflect 

Youth describe 
the experience 

and their 
reaction. 

 
 

Youth relate  
the project  

and life skill  
practiced to their  

own everyday  
experiences.  

 

 
Youth discuss  
what was most  
important about  

what they did. 

Youth do before being 
told or shown how.  

 1. 

5. 2.

3. 4. 

 

Experiential 
Learning 

Model

Pfeiffer, J.W., & Jones, J.E., “Reference Guide to
Handbooks and Annuals” © 1983 John Wiley & Sons, Inc.

Reprinted with permission of John Wiley & Sons, Inc.

4

In the early 1900’s, the progressive educators and
USDA Demonstration Agents who began 4-H

recognized the power of hands-on, minds-on, exploration 
of real world grownup activities as a way of youth
learning and applying new ideas. Since then, we have
learned more about how young people like to explore
and discover, and how they like to be treated. Today
the way 4-H teaches is called life-skills based
experiential youth development education. The focus 
is equally on the youth and on the educational content.

Leading by Facilitating
In experiential learning, youth and adults share
responsibility as partners in learning. The adult Helper 
(or facilitator) engages youth in the experiential learning
process, guiding them as they become involved with
information, design the learning experience, encounter
the decision-making process, and measure achievement
of goals. A variety of hands-on experiences are provided.
Learning is usually accomplished through discovery 
or exploratory learning, with guiding questions that
stimulate reflection and critical thinking skills. The
Helper gives support and encouragement and serves
as a resource to set the stage and provide access to
needed information and materials. The Helper doesn’t
have to know all the answers!

Each of the activities uses the experiential learning
model. Successful experiential learning results in
project subject matter and personal life skills
developing together in a single activity, or a series 
of related activities. Successful experiential learning
engages learners in the activity, encourages them 
to think more, work harder, and ultimately learn more
thoroughly than with traditional methods. 

“Experiential learning takes place
when a person is involved in an activity,
looks back and evaluates it, determines
what was useful or important to
remember, and uses this information 
to perform another activity.”

John Dewey
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The Experiential Cycle
Experience 
The model begins with an experience. Action! When the learner is involved in learning
by doing before being told or shown how, a wide variety of life skills can be practiced.
The life skill selected engages the youth in the experience. As Helper, you set the
stage for the learning opportunity, help learners access the resources they need,
and are available, if needed, for assistance. The strategy for learning, if new, is
also described, discussed, or demonstrated. The learners are allowed to proceed
with the discovery learning process. 

Share (eXPERIENCE)
As the model shows, sharing is simply asking individuals, “What did you do? What
happened? What did it feel like to do (whatever)?” This step should generate lots
of information that will lead to the process step. The Helper performs a subtle,
nondirective role, helping group members to work together and share their skills
and knowledge. The Helper also assures that all learners have a chance to
contribute to the group experience.

Process (eXPLORE)
The questions and discussion now become more focused on what was most
important about the experience. Common themes that emerge from the sharing
session provide opportunities to explore further. Discuss teaching points related
to the subject matter. Look for differences and similarities, patterns, and
relationships to connect the learning with previous learning.

Generalize (eXTEND)
In this step the discussion becomes more personal. “So what?” is the question.
What did the experience mean to me personally? How does it relate to my
everyday life? While the subject matter alone could remain the focus of the
discussion of all five steps of the model, life skill development is equally important
and should be a major part of the discussion. Helpers should ask what life skills
were practiced while doing the activity or during the experience. If youth worked 
in teams to complete an activity, then questions about teamwork would be
appropriate. Likewise, if an activity calls for communicating skills, then
communications skills could be discussed. Members of the group think about how
their new knowledge can help them to accomplish other goals and explore even
wider uses in other real life situations. The “MORE e” activities included help them
generalize the concepts and principles they have learned. This step often leads to
surfing the Web, checking a reference, or asking questions of someone who knows
entrepreneurship.

Apply (eXPAND)
What was learned? How can youth apply it to their lives? Better yet, can youth
perform a different activity that requires the new skill to be used? Again, the
emphasis is placed on the life skill practiced rather than the subject matter skill.
This may lead to the evidence of program impact, and more thinking about what
else learners need/want to know. This can become the next educational activity 
to build on what has just been learned.

It takes experience, feedback, observation, and reflection to develop competence as 
a facilitating Helper. The first few times you do it, you may feel awkward. Fortunately,
all of the activities in this series have been carefully thought out by people who are
familiar with “hands-on” learning and reflection. Follow their suggestions in the
activities, and before you know it, the youth will become involved in learning this way.

Learning Styles
Everyone sends and receives
messages through sensory
channels: seeing, hearing, and
hands-on interaction. Some
researchers include the sense
of touch in the list. Learning
occurs as we process
information through all these
channels. Research indicates,
however, that each individual
has a dominant learning
channel or style. For example,
one youth may learn best by
seeing, but would have to
consciously develop the other
senses in order to learn as well
from them.

Because not all youth learn the
same way, we need to provide
learning experiences and
opportunities to see, hear, and 
do each time new material is
presented. 

Auditory – likes group
discussions and oral
presentations. Remembers what
they or someone else says.

Visual – likes viewing or drawing
pictures, illustrations,
diagrams, and charts to
illustrate and learn concepts.

Kinesthetic – prefers to be
physically involved in the
subject, role playing, doing an
experiment, learning by doing.
Learner needs direct
involvement.

Tactile – touch is the key to
learning. Making a product,
feeling a product, or different
textures helps learner remember.

Adapted from Evaluating 4-H Curriculum
Through the Design Process - Barkman,
Machtmes, Myers, Horton, Hutchinson



Ages and Stages of Youth

Understanding general developmental patterns of
youth will help you plan activities appropriate to 

the age group. But since not all youth of the same age
will develop at the same rate, you will need to be sensitive
to diverse personalities and differences in abilities.

Young Teens (Grades 6–7, ages 12–13)
Growth spurts beginning with puberty occur at a wide
range of ages, with girls usually maturing before boys.
These rapid changes in physical appearance may make
some teens uncomfortable. Treat youth sensitively
according to their development, not their age.

Young teens move from concrete to more abstract
thinking. They no longer deal only in real experience 
and facts. They begin to imagine, consider ideas, and 
form theories. Playing with ideas can be as much fun 
as playing sports. Ready-made solutions from adults 
are often rejected by young teens in favor of
finding their own solutions. Leaders who provide
supervision without interference will do well with
this age group. 

Small groups provide the best opportunity for
young teens to test ideas. Justice and equality
become important issues. Opinions of peers may
be more important than opinions of parents and
other adults. Teens enjoy the social interaction
and acceptance they receive in peer groups. 

Puberty is a time of self-definition. Young teens
begin to test values and seek adults who are
accepting and willing to talk about values and
morals. Adults can help by providing activities
that lead young teens to self-knowledge. 

Adults should avoid comparing young people with 
each other, and should be careful not to embarrass
them. Young people want to do something important 
and have opportunities to develop responsibility. 

6
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Mid-Teens (Grades 8–9, ages 14–15)
Mid-teens tend to be wrapped up in themselves
and their peer groups; families, teachers and
other adults often become less important.
Relationship skills are usually more developed than
in younger teens. Acceptance by members of the
opposite sex becomes more important towards
the end of this stage.

Older Teens (Grades 10–12, ages 16–18)
Future plans are important as youth finish high school
and move on toward college, job, or marriage. In the
transition to adult life, their goals for the future
influence which activities they continue. In most cases
they determine their own schedules and only general
directions are needed when they do familiar tasks.

Close relationships develop as they become
preoccupied with their need for intimacy. While they
make and carry out serious decisions, they still need
adults for support and guidance. Adults should serve
as resource people, helping to stimulate teens’
thoughts.

Mid-teens begin to think about the future and make
realistic plans. Their vocational goals influence the
activities they select. Teens set goals based on their
personal needs and priorities. Goals set by others may 
be rejected. As they master abstract thinking, teens 
can imagine new solutions that could challenge adult
viewpoints. 

These teens usually can initiate and carry out tasks
without supervision. Allow youth to plan activities and
evaluate outcomes. A leader can be helpful by arranging new
experiences in areas of interest to mid-range teens. However,
Helpers should allow input from youth in planning and
evaluating activities, however. Think of yourself as a
facilitator or coach for independent workers.

While teen development may result in unpredictable emotions,
it also results in activities that have a profound influence
upon development. As Helpers, never underestimate the
impact your actions and words have on youth of any age. 



Developing Life Skills
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Youth development is a process of mental,
physical, and social growth during which young

people prepare to live productive and satisfying lives
within the customs and regulations of their society. 
4-H is in the business of providing educational
opportunities through which youth can learn
information and develop skills they need.

High quality youth development experiences don’t
just happen. The best ones are carefully planned 
(a) to encourage life skill development while
developing subject matter content, and (b) to
achieve specific results. It has become increasingly
important to be accountable for resources 
expended by documenting program impact. Post-
then-Pre Evaluations of each level are included 
at the end of the project to measure impact.

A skill is a learned ability to do something well. 
Life skills are abilities individuals learn that will help
them to be successful. In the Targeting Life Skills
Model (Figure 1) categories of life skills are identified
and divided on the basis of the familiar four H’s
from the 4-H clover that represent Head, Heart,
Hands, and Health. Two general categories of life
skills are included under each of the four headings.

The goal of youth programming is to provide
developmentally appropriate opportunities for young
people to experience life skills, to practice them until
they are learned, and to be able to use them as
necessary throughout a lifetime. Through the
experiential learning process, youth internalize the
knowledge and gain the ability to apply the skills
appropriately.

The Targeting Life Skills Model
The TLS Model (Figure 1) is intended to be inclusive 
for all possible life skills. The terminology in the TLS
Model is not the same as that used in any one other
current list of life skills. By being generic, the model
allows those developing curriculum to incorporate any
specific life skill that youth programmers may wish 
to include, using whichever terminology is descriptive
of that skill.

There is not complete agreement on the specific life
skills needed by youth, or on a set of desired behaviors
that ensure success in life. It is easier to identify 
the problem behaviors that occur when the youth do
not reach the expected societal goals. Researchers
generally agree that life skills are learned through
experience. Life skills must be practiced over and over
before mastery is achieved.

Throughout the Entrepreneurship activities, an effort
is made to be as specific as possible when describing
which aspect of a life skill learners are to gain from 
a certain experience. Then the life skill is used to 
(a) help determine how the subject matter content 
is delivered, and (b) identify which observable measurable
indicators (attitudes or behaviors) would demonstrate
that change had taken place in the learners.

It is easy to overlook the obvious when matching life
skills to subject matter. Life skill development occurs
most effectively when closely matched to the content
objective. The life skill gives direction to the way the
subject matter content is delivered.

On the TLS model (Figure 1) all of the life skills
highlighted are addressed within the activities of 
the Entrepreneurship series. Most of the targeted 
life skills are addressed numerous times, in different
activities, to allow youth plenty of opportunity to
practice the life skill. It is better to focus effort on a
limited number of life skills rather than merely touch
on all of them. The targeted life skills match closely 
to the life skills that are particularly needed by
Entrepreneurs.
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WHAT'S IN
 IT FOR M

MThe Entrepreneurship series offers exciting
opportunities for youth to develop important
knowledge about themselves, about how an
entrepreneur thinks, what s/he must know and 
what s/he does to succeed. Entrepreneurship 
groups that plan their meetings together are 
more likely to stay involved and interested. This
activity is designed to help your group make plans
that everyone will want to support. You will find
activities for youth groups in the planning process.

Making Meeting Plans The group will plan a program 
of Entrepreneurship meetings.

Entrepreneur Skill:
Managing available resources

Life Skill:
Planning and organizing

Educational Standard(s):
Understand that effective decision
making requires comparing the
additional costs of alternatives with 
the additional benefits. Most choices
involve doing a little more or a little
less of something; few choices are 
“all or nothing” decisions.

Estimated Time for Activity: 
1 hour

Suggested Size of Group:
3 to 30

Materials Needed :
• pencils
• paper
• flip chart or chalkboard
• poster paper (optional)
• youth activity guides
• Interesting Group Activities, page 32

WHAT'S IN
  IT FOR M

MORE

Your role is to create a setting in which youth can develop
both entrepreneurship and life skills. Helping the group plan
their annual program, or even just one meeting, takes a lot of
patience and your ability to sit back and allow the youth to
work through it together. While you may offer suggestions and
support, planning is part of their learning experience and
another opportunity to practice the planning/organizing
skill. Here is a technique for generating ideas and arriving
at decisions.

Activity: Working Together
Have everyone review the topics in their level of the youth
activity guide. Then ask each person to write ideas for group
meetings and supporting activities (field trips, tours,
community service, etc.). Sometimes youth generate more
ideas by working together in groups of two or three, with 
one person writing down the ideas. Allow five to ten minutes. 

Have one person or group share his/her/their ideas in a
round-robin fashion. As the ideas are spoken, a designated
person records them on a chalkboard or a large sheet of
paper. List the activities quickly without discussion. After
all ideas are listed, provide time for the person or group
who suggested the idea to clarify or explain it. Others 
can add support, questions, or criticism. After a short
discussion, move on to the next idea.

From all the ideas generated, discussed, and possibly
combined, have each individual or group rate the items in order
of preference on a separate sheet of paper. You may want them
to have them indicate their top five, ten, or whatever choices. 

Read each idea and have members rank them. Add up the
numbers. Allow time to discuss the choices as they relate
to the group’s overall goals. From the decisions made, make
up the list of topics for programs.

Deciding Who Does What
Now that the group has decided what they want to learn
more about, you will want to be sure everyone shares in the
responsibility of seeing that it happens. Encourage as many
youth and families as possible to have a specific job on the
year’s program. Providing recreation, demonstrations,
refreshments, and hosting the main program are all
possibilities. If the group is large, individuals may work
together in teams. 

Completing the Program
Write an outline so everyone can see the plan taking shape.
After the program is completed, make copies for each
person involved. You might include a list of everyone’s name
and phone number, plus e-mail address, if the youth have
access to e-mail. Take a few minutes after the planning
session to talk about the process of planning.

ACTIVITIES •

      



Group Goals for the year

• All youth complete at least half 
of their achievement program.

• Plan and conduct a community
service project.

• Involve each family in activities.

See page 32 for ideas for interesting
group activities.

11
Acknowledgements: Adapted with permission
from 4-H Animal Science “Skills for Life” series

eXCHANGE
• How did you and the group make the plan for the year?
• How did you feel about the planning session?
• How was everyone involved?

eXPLORE
• Why are decisions made through discussion more 

often accepted than those made by voting?
• Why is it important for youth and Helpers to work

together on planning activities?

eXTEND
• What life skills do you practice when working together?
• How does making a plan help you manage your time 

and your schedules?
• How will this experience help you plan family experiences?
• How will it help you plan in other areas of your life?

eXPAND
• In what ways will your planning for next week or next 

year change as a result of this experience?

EXPRESSIONS
XPRESSIONS Discuss these 

with the group. FACTS
Planning to Achieve Goals 

• Where do you want to go? Identify your
goals for the project.

• What do you want to do? Keep your goals
in mind while exploring options for reaching
them.

• Why do you want to do it? Know the
reasons why your goals are important.

• How will you do it? Determine what activities
will help you accomplish your goals.

• What do you need to do it? Line up the
resources you will need.

• How you will know if you did it or not? 
Once you have made a plan, evaluate
whether it will achieve the goals.

It is best to think of planning as a cycle, not
a straight-through process. Each step is
connected to the others, not just the ones
before and after. It’s more like a planning
web. While implementing your program, you
can revise your plan at any time if it doesn’t
provide the outcomes you want. 

Meeting Date Meeting Place Meeting Activity Who is What to do
and Time Responsible? before the meeting

Nov. 6 Johnson family Interviewing a successful Tom and Sharon Write three questions
7:00 p.m. youth entrepreneur you would like to ask

This is a
good start.
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WHAT'S IN
  IT FOR M

MORE

Did you know that every daily paper is full of stories
that suggest possible business opportunities?
Entrepreneurs develop successful responses to
market needs or changing trends by paying careful
attention to information available in the world 
around them. Youth will practice identifying potential
business opportunities by reading the newspaper.

Opportunity is Where 
You Find It!

Youth will use a newspaper 
to locate business ideas.

Entrepreneur Skill:
Identifying potential business
opportunities

Life Skill:
Learning to learn: Using
information

Educational Standard(s):
Understand that entrepreneurs
accept the risks in organizing
resources to produce goods and
services because they hope to
earn profits.

Estimated Time for Activity: 
1 hour

Materials Needed :
• copies of recent large city and

local newspapers at least one
per youth

• copies of chart below or paper
for writing

• pencils

WHAT'S IN
  IT FOR M

MORE

Provide youth with copies of recent newspapers, one
national such as the Wall Street Journal, and one local
publication. Have them read through the sections that
might provide information suggesting opportunities for
entrepreneurial businesses. Each youth selects several
stories of interest and notes the information on the
chart below. The very best business situation exists
when a person can use a hobby or skill s/he already
enjoys to satisfy a demand caused by unmet needs 
in the community.

“Business ideas 

are everywhere!”

Story Title Business Why you find it interesting
Opportunity

ACTIVITIES • LEVEL 1 – LOVE IT!

• entrepreneursWords 
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Acknowledgements: Adapted with permission from Going Solo (1998). 
Lesson 2: Identifying Business Opportunities, University of Illinois.
Adapted by: Allan T. Smith, Ph.D., Liaison, National 4-H Program Leader,
National 4-H Headquarters, CSREES USDA

FACTS

Success
Success comes about most
often when the entrepreneur
pursues a business for which
s/he truly has a passion,
and is happy to work hard at.

eXPERIENCE
• How many stories did you scan to find possible

opportunities?
• In what sections of the paper did you find articles

suggesting opportunities for businesses?
• Was it easy or hard to find business opportunities that 

were interesting to you?

eXPLORE
• What factors did you look for in selecting articles to read?
• What would it take to turn some of these opportunities 

into entrepreneurial businesses?
• What additional information would you want to use? 

eXTEND
• What business opportunities did you find that

might be of interest to you?
• Why should you continually be on the lookout 

for business ideas?

eXPAND
• How can you apply the skill of using available

information to other areas of your life?
• What other business-related information might 

you use that is available in a local paper? 
• How might you determine whether the information

you found is accurate and dependable?

1. Apply what you have learned by playing 
a brainstorming game, “I really hate it 
when ____________.” It is a technique for finding
business opportunities in “bad” situations.
First, make a list of situations that really
are “bummers” for you such as, “I really
hate it when I have to clean my room.” 
Then list potential products or services
that might improve the bad situation.

2. Begin a file, a journal, or a scrapbook, 
to collect ideas you find interesting that
might be developed into entrepreneurial
businesses.

3. Locate and view the video tape “Do What
You Love,” available from Film Ideas, Inc.
3710 Commercial Avenue, Northbrook, IL
60062. It features three teen
entrepreneurs who demonstrate being 
self-starters and opportunity seizers. 
Pick out the tips on business research 
and planning, and on putting your ideas
into practice.

WHAT'S IN
  IT FOR M

MORE

EXPRESSIONS
XPRESSIONS Discuss these 

with the group.



WHAT'S IN
  IT FOR M

MOREHave you ever wondered how famous entrepreneurs of

the past got started, and where they got their ideas?

Here’s a chance to learn more about the particular

skills and talents they converted into careers! 
Entrepreneurs find ideas and get started in a variety of ways. There
is no one best way. Entrepreneurs respond to both their own values
and to the forces in the environment around them. No single set of
rules will make a business successful. In fact, many entrepreneurs 
got where they are today by going beyond some of the rules accepted
at the time.

Youth’s own skills and interests will lead them to identify possible
business opportunities that may emerge from problems, wishes  
or shortages.

Youth will identify previous entrepreneurs who were inspired or got
their start in their youth. Read examples of how entrepreneurs find
ideas and decide to start their own businesses. Learn how serendipity
may have played a role. Recognize how often very few resources are
necessary to start a business. Youth will discuss how events around
them may lead to a decision to start a business. They will identify
business opportunities available in their community.

WHAT'S IN
  IT FOR M

MORE

Divide the group into two or more teams of four. Post the
list of names of entrepreneurs so all can see them. If an
electronic Quiz Bowl set is available, make a U shape of
three tables with a team of four seated on each leg of 
the U. Place the lighted scoreboard on the center table.
Read one sentence at a time. The first team to press 
the button gets first chance to match a name to the
sentence. If a Quiz Bowl set is not available, the team
leader raises a hand, rings a bell, or blows a whistle to
signal. The team scores one point for a correct answer. 
If they are incorrect, the opposing team gets a chance 
to answer the question.

• serendipityWords 
14

Entrepreneurs 
of the Past

Youth will study previous
entrepreneurs who started 
as young people.

Entrepreneur Skill:
Identifying how certain skills,
talents, ideas, or events can
trigger an entrepreneurial venture

Life Skill:
Learning to learn: Acquiring
information

Educational Standard(s):
Can read short biographies of
several entrepreneurs, list the
pertinent characteristics of each
entrepreneur, make a
generalization about the non-
financial incentives that motivate
entrepreneurs, and identify the
risks or disincentives
entrepreneurs face.

Estimated Time for Activity: 
45 minutes

Materials Needed :
• copies of pages 15 and 16 

for each youth
• pencils
• bells or whistles

After identifying entrepreneurs, discuss what the
entrepreneurs did, how they did it, how they got
their ideas, what they needed to get started and
how they put everything together.

(Use page 16 for the activity.)
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Acknowledgements: Wawro, T. (2000). Radicals and visionaries: Entrepreneurs who
revolutionized the 20th century. Irvine, CA: Entrepreneur Press. Used with permission.
Adapted by Glenn Muske, Ph.D., OCES Home Based and Micro Business Specialist,
Oklahoma State University

eXPERIENCE
• Which entrepreneur’s idea was most exciting to you?
• How did you know which entrepreneur matched which activity?
• What do you think about where and how these entrepreneurs

got their ideas?

eXPLORE
• Pick a favorite entrepreneur from the list and answer the

following questions about his or her experience.
- What contributed the most to the entrepreneur’s success?
- How might the entrepreneur have done it differently?
- Do you think this business could be successful if it started

today? Why or why not?

eXTEND
• How has this information changed your thoughts about 

what it takes to be an entrepreneur?
• What talents, skills, or ideas do you have that you want 

to turn into a business within the next six months?

eXPAND
• What do you know about where any local business owners 

got their startup ideas?
• What events in today’s world might create a business idea?
• What school project have you done that could turn into 

a business idea?

FACTS

Interview one of your grandparents
or another senior adult about
the inventions during their youth
or young adulthood. Find out
what kind of jobs they had
during their teenage years.

WHAT'S IN
  IT FOR M

MORE

Your own skills and interests

possible businesswill lead you to identifying

opportunities that may emerge

from problems, wishes or

shortages.

Entrepreneurs of 
the Past

Most entrepreneurs earned money
when they were teenagers by
babysitting, mowing lawns, delivering
newspapers, sacking groceries, etc.

“A person who never made a
mistake never tried anything new.”

Albert Einstein

“Entrepreneurs are about loving 
their journey, not their destination.”
…from the introduction to Been
There, Done That by Tom O’Malia. 
This quote shows the excitement 
and fun of being an entrepreneur. 
An entrepreneur is not the same as
being a small-business person. The
entrepreneurial mind set can operate
in all sizes and types of businesses.

EXPRESSIONS
XPRESSIONS Discuss these 

with the group.
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How Some Famous Entrepreneurs 
Got Their Start

1. _____ Inventor of the popsicle at age 11.

2._____ Created the world’s largest bookstore.

3. ____ Made her first speeches at age 3.
_____ Is still talking today.

4._____ Started the business after taking a $5 
______ correspondence course.

5. ____ Created his computer business while in his first 
______ semester of college.

6. ____ Co-developed his first software program at age 
______ 15 to measure traffic flow.

7._____ At age 9 started selling soap and cosmetics. 
______ Later at age 16 turned to selling postcards.

8. ____ At ages 21 and 22 took the work out of 
______ bicycling.

9. ____ While in high school, begin his TV career as a 
______ puppeteer.

10. ____ As a teenager sold milkshake mixing machines. 
______ Continued doing that until a hamburger store 
______ ordered eight at one time. He then bought that 
______ company.

11. ____ At age 21 bought his first pizza store for $900 
______ and made the decision to “be a pizza man.”

12. ____ The “Salesman of the Century” started with 
______ household products at age 16 and today still 
______ may be TV’s top sales person with the Showtime
______ Rotisserie.

13. ____ Wrote the basic business plan for FedEx while in 
______ college. Got a “c” for his efforts because it was 
______ not feasible.

Word Bank
A. Jeff Bezos
B. Jim Henson
C. Fred Smith
D. Michael Dell
E. Oprah Winfrey
F. Ron Popeil
G. Joyce Hall
H. Tom Monahan
I. Ray Kroc

J. Ben Cohen & Jerry 
Greenfield

K. William Harley & 
Arthur Davidson

L. Frank Epperson

M. Bill Gates

HINT: If some of
these names are
unfamiliar, log on 
to  Google and type
in the name. You’ll
be amazed how
much you learn
about these
entrepreneurs!!
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Although certain traits are desirable, there are no
specific traits that an entrepreneur must have to be
successful. Most of the things involved in developing
and operating a successful business can be learned, 
or a substitute can be found, or someone else can 
be involved to help in that area.

But there is one element that is required, that must be in place
and for which there is no substitute, nor can someone else do it. 
It is having PASSION. That passion might be to be your own boss,
or to be creative, or a desire for change. Whatever the passion is,
it’s a “must.” It is passion that gets entrepreneurs through difficult
times with the necessary drive to find answers to seemingly
unanswerable questions. 

The traits listed are just examples of areas where the business
owner must be prepared to act. These areas can be combined into
four general categories—physical energy/motivation; business
orientation; business attitude; and people skills. Each of these
areas is linked to successful businesses. Each of these areas is
something you can learn if you do not currently have it. Nothing 
is stopping you. You can achieve business success.

You as an 
ntrepreneur Youth will understand their

strengths as prospective
business owners.

Entrepreneur Skill:
Planning for business ownership

Life Skill:
Understanding one’s abilities,
strengths, and limitations

Educational Standard(s):
Understand in addition to profits,
entrepreneurs respond to other
incentives including the opportunity
to be their own boss, the chance 
to achieve recognition, and the
satisfaction of creating new
products or improving existing
ones. In addition to financial
losses, other disincentives to which
entrepreneurs respond include 
the responsibility, long hours, 
and stress of running a business.

Estimated Time for Activity: 
1 hour

Materials Needed:
• a copy of the “Rate Yourself -

Are You Ready to Start a
Business?” self-test (page 18)
for each youth

• pencils or pens

WHAT'S IN
  IT FOR M

MORE

Self understanding is important when starting 
a business. Potential business owners must know 
their own strengths and weaknesses. 

1. Youth will complete the “Rate Yourself” self test. 

2. Then discuss with them:
a. the traits that are important in developing

a business
b. how they might develop those traits 

that they may not have

One thing that all successful
entrepreneurs must have is
PASSION. You must love what

you do! Nothing else keeps you going,
and no one else can have it for you. 

Whatever your passion is, 
it must be your own. 

17

We did
it!



Rate Yourself – 
Are You Ready To Start 
A Business?
Successful entrepreneurs understand what they like to do, what they do well, and what
they do not like to do. With this knowledge, owners can better operate their businesses.
The following self-test will help you understand yourself as a business owner. Under each
question, check the answer that is the closest to how you feel about yourself.

1. Are you a self-starter?
A. ___ I do things on my own. No one has to tell me 

to get going.
B. ___ If someone gets me started, I keep going.
C. ___ Easy does it. I don’t put myself out until I have to.

2. How do you feel about other people?
A. ___ I like people. I can get along with almost anyone.
B. ___ I have plenty of friends—I don’t need anyone else.
C. ___ Most people irritate me.

3. Can you lead others?
A. ___ I can get most people to go along with me without

much difficulty.
B. ___ I can get most people to go along with me if 

I push them.
C. ___ I let someone else get things moving.

4. Can you take responsibility?
A. ___ I like to take charge of things and see them

through.
B. ___ I’ll take over if I have to, but I’d rather let

someone else be responsible.
C. ___ There’s always some eager beaver around waiting 

to show how smart s/he is. I say let him/her.

5. How good an organizer are you?
A. ___ I like to have a plan before I start. I’m usually 

the one to get things lined up.
B. ___ I do all right unless things get too confused. 

Then I quit.
C. ___ I just take things as they come.

6.How good a worker are you?
A. ___ I can keep going as long as necessary. I don’t

mind working hard.
B. ___ I’ll work hard for awhile, but when I’ve had enough,

that’s it!
C. ___ I can’t see that hard work gets you anywhere.

7. Can you make decisions?
A. ___ I can make up my mind in a hurry if necessary, 

and my decision usually turns out okay, too.
B. ___ I can if I had plenty of time. If I have to make 

up my mind in a hurry, I usually regret it.
C. ___ I don’t like to be the one who decides things.

8. Can you stick with it?
A. ___ If I make up my mind to do something, I don’t let

anything stop me.
B. ___ I usually finish what I started—if it goes well.
C. ___ If it does not go well right away, I quit. Why beat 

your brains out?

9. Are you comfortable talking to adults?
A. ___ I do not have any problems talking with adults.
B. ___ I only talk with adults when I have too.
C. ___ I rarely if ever talk with adults.

10. How good is your health?
A. ___ I never get run down!
B. ___ I have enough energy for most of the things 

I want to do.
C. ___ I run out of energy sooner than most of my 

friends do.

Now count the checks you made.

How many checks are beside letter A? ______

How many checks are beside letter B? ______

How many checks are beside letter C? ______

If most of your checks are beside the letter A, you probably
have what it takes to run a business. If not, you’re likely to
have more trouble than you can handle by yourself. Better
find a partner who is strong on the points where you are
weak. If many checks are beside the third answer, not even 
a good partner will be enough for success.

Source: US Small Business Administration – adapted,
with permission, from Going Solo, U. of IL., 199818
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eXPERIENCE
• Which of the questions do you believe is most

important to running a successful business?
• How sure are you that the checks you made really

describe your characteristics?
• How do you feel about the results from this checklist?

eXPLORE
• What did you learn about how well your personality and

traits lend themselves to being an entrepreneur?
• In what ways might you strengthen your entrepreneurial

characteristics? 
eXTEND
• How does knowing your personal traits help you? 

• What other things would you like to learn about
yourself through questionnaires such as this?

• How would these same traits be helpful if you worked 
as an employee and did not own your own business?

• What other things does an entrepreneur need to know 
or be able to do beyond those on this questionnaire?

eXPAND
• How might the results of this experience influence 

your life decisions about starting a business?

Characteristics and
Traits of Entrepreneurs

• Determined 
Shares credit and rewards

• Persistent 
Strong need to achieve

• Person of high integrity and reliability
Willing to burn own bridges

• Practical and realistic
Restless

• Usually self confident 
Work oriented and energetic

• Moderate risk taker 
Totally committed

• Goal oriented and hardworking 
Job mobile

• Enjoys an affiliation with other people 
Unusually independent

• Resists power and status 
Of superior memory

• Likes to make money 
and enjoys what it buys 
Realistic

• Moderately educated
Not easily disappointed 
or discouraged

• Challenge seeker 
Action oriented

• Willing to put money and reputation
on the line
Intense desire to overcome hurdles

• High tolerance of ambiguity 
High sense of urgency

• Wants to get the job done

• passionWords 

Acknowledgements: Women in Small Business

EXPRESSIONS
XPRESSIONS Discuss these 

with the group.
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1. Begin with the following role-play. Involve youth in
developing an ending to the role play by working through
how they might solve the problem. If there are enough
young people, divide into small groups to work out more
than one ending. A discussion of the various outcome
possibilities will help point out the planning that needs 
to be done.

2. Youth with a Helper or as a group should now discuss
what the next steps might be for Rebecca, Sandy and
Rebecca’s mother. Allow about 15 minutes for the youth
to work out their ending(s).

Youth, like most business owners, want to get their
businesses up and running as fast as possible once they
have an idea. In the desire to quickly get the business
started, the owner often fails to do the necessary planning.
That means some important details are overlooked such 
as obtaining adequate space for manufacture or assembly
of the product, knowing where the center of operations 
will be for the service provided, or obtaining the necessary
permissions, licenses and permits. Communications and
contacts that are needed are not made. Assumptions
are made about what can be done and the
entrepreneur moves on to another
task.
We sometimes move ahead too quickly,
assuming that things are going to be easy 
and that they will go the way we want. We are
surprised that other people don’t see it the
same way we do. The lack of communication 
and planning leaves the business owner open 
to problems later, and possibly to even having 
the business close.

It is important that business plans are
communicated clearly to all others who will 
be involved in, and affected by, the enterprise. 
It is also important that the communication 
is acknowledged by the necessary people.

Mom Doesn’t Care 
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Youth 1 (Rebecca): (talking to a friend

as they walk into her house)

“We can pile all of these supplies

to make jewelry over in the corner

of the kitchen on mom’s desk. 

She never uses it. It just has a

lot of paper piled on it. Just pile

all of her stuff on the table.”

Youth 2 (Sandy): “Are you sure

this is okay with your mom?”

Youth 1 “Of course! Mom doesn’t

use this desk and she keeps telling

me that I need to learn more

about money. She’ll love the idea

that we are going to make jewelry

to sell at craft shows. I just got

my driver’s license so we can cover

all the shows in the state.”

(Youth move papers, put their boxes on the

desk and go back outside to get more. Mom

then walks in coming home from work.) 

Mom: “What in the world is going

on? Why are all these papers on the

table? Where are those bills I had to

pay this morning and the birthday

card for Uncle Bob? And where is my

report for tomorrow’s presentation?”

Youth 1 returns with more boxes.

She walks in, drops the boxes on

the desk and turns around to go

outside.

Mom: “What are you doing?

Youth 1 “Oh, hi Mom. Sandy and I

have decided to follow your advice.

We are going to make that jewelry

you always brag about and sell it at

craft fairs. We decided to set up

our business on the desk. Oh, and

we may need to use the table to

make our stuff. We never use the

table and the desk is just a pile of

junk so I knew it would be okay.”

Mom: “You can’t do that! We need

the table to eat on. And that desk

is where I keep all of my important

papers.”

Youth 1 “But Mom...”

Mom: “No. Get that stuff out of here

and put my things back where they

were. And while you are at it, where

did you put the bills I had to pay, the

birthday card for Uncle Bob, and my

report for tomorrow’s presentation?”

Role Play

Youth will experience the role of clear
communication in making business
agreements.

Entrepreneur Skill:
Developing business agreements
Life Skill:
Communication: Effectively sharing
information

Educational Standard(s):
Understanding that entrepreneurs accept
the risks in organizing resources to produce
goods and services because they hope to
earn profits.
Estimated Time for Activity: 
30 minutes
Materials Needed :
• paper    • pencils
• copy of role play for each youth
• props: boxes, papers

3. Youth could continue the skit and role-play through a
negotiation for what space might be used.

You might ask an adult to play the mother’s role or have
the youth and adult switch playing each role.



1. Youth can do a role play about the
use of the family vehicle for their
business. Discuss whether the youth
is old enough and/or responsible in
the parents’ view to have the car;
how to share the cost of insurance,
gas, and repairs; and how to
prioritize the use of it among all
family members.

2. Youth can role play making
assumptions about the use of the
family telephone for a lawn-mowing
business. How would the phone be
shared or who would pay for another
phone? Discuss such things 
as handling messages, making
appointments, and the length and
time of all phone calls.

Communication 
is the Key

• Communication is the exchange 
of information between individuals. 

• Communication requires that
messages are sent and received for
communication to have taken place.

• Clear communication requires both 
a sender (speaker or performer) and
receiver (listener or observer) of the
message without interruptions or
misinterpretations.

Acknowledgements: Glenn Muske, Ph.D., OCES Home Based
and Micro Business Specialist, Oklahoma State University

eXPERIENCE
• What happened that created the situation in the role

play?
• How do you think Rebecca felt?
• How do you think her mother felt?

eXPLORE
• What assumptions did Rebecca make? 

• How did Rebecca handle the situation?
• What could Rebecca have done that would have resulted

in a satisfactory ending?
• How is communicating with an adult the same

as/different from communicating with someone your 
own age?

eXTEND
• Have you ever made a decision based on an assumption

that someone else was in agreement with you, or that 
they would do what you wanted? What happened?

• What can you do ahead of time to help prevent such 
a misunderstanding?

eXPAND
• What does this role play suggest that you need to plan for?
• Who will you need to talk with about your business plans?
• What can you do to improve your ability to communicate

with the adults in your life?

WHAT'S IN
  IT FOR M

MORE

FACTS
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• assumptionsWords 

EXPRESSIONS
XPRESSIONS Discuss these 

with the group.



WHAT'S IN
  IT FOR M

MORE

Opportunities are around us each day. It is challenging
to decide which ones to choose. The higher the risk of
the opportunity, the more discomfort we experience. 
This activity will help youth realize that all opportunities
have cost. They will understand the process and how 
to evaluate an opportunity based on what it will cost
them.

Entrepreneurs have learned the importance of decision making and
knowing the opportunity cost of their decisions. Everything in life has 
an opportunity cost. Sound decisions, and knowing why those decisions
were reached, are important as you evaluate business opportunities.
Successful entrepreneurs evaluate their opportunity cost when they 
use their resources. How they will use their time and money for one
opportunity is deciding they cannot commit to other opportunities.
They have learned to wisely use their resources based on
what their return or profit could be. To consider opportunity
cost will not only help you make better decisions, it will raise
your comfort level, especially when there is greater risk with
the opportunity.

Opportunity and 
Opportunity Cost 
What Do I Give Up?

WHAT'S IN
  IT FOR M

MORE

How we decide to use our time is very important. Every
day we are surrounded by things we can do: watch TV, 
play sports, visit with friends, or do homework. Making 
a decision is hard and often means we must decide what
to give up, or what we will not do. This activity helps youth
understand that opportunities have cost, and they need
to better evaluate how they choose to spend their time.

Put the five snack items in front of the group. If they
could have only one of the snack items such as candy
bar, fruit, energy bar, popcorn, or other, which one would
it be? Have youth take turns placing the snack items in

• opportunity recognition • opportunity cost • opportunity evaluationWords 

order of preference. The one they pick first is the one item
that they like best. The second choice is the opportunity
cost of their decision. In order to pick just one, they have
to choose which ones not to take. They have opportunity
to take any one of the five.

Have each one explain how they reached their decision 
of which snack to choose over the others and why.

When faced with several choices or opportunities, people  need
to have good decision-making skills. It is very important to
know what decisions will cost. What are you willing to give
up to take advantage of an opportunity?

Youth will begin to make decisions based
on forethought of cost.

Entrepreneur Skill:
Thinking of cost

Life Skill:
Decision Making: Choosing an alternative

Educational Standard(s):
• Economics: Understand choices need to

be made because resources are scarce.
• Careers and Life Skills: Set personal

and learning goals related to career 
and life interests.

Estimated Time for Activity: 
1 hour

Materials Needed :
• five snack items such as candy bar,
fruit, energy bar, popcorn, soft drink
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They’re
worth it!



1. Talk with several of your friends.
How do they decide what they will
do? What methods do they use 
in making decisions?

2. Start listing your opportunity
cost and benefits from your
decisions. For one week, using a 
T chart with headers of cost on
one side and benefits on the other,
keep track of what your decisions
cost you and what benefits you
received from your decisions. 
At the end of the week compare
the cost/benefits and review the
results of your decision making.
• How might your decisions have

been different for the week?
• What changes would you make?

Why?

Reading
From the age of 13 until she was 18,
Oprah Winfrey’s father had her read a
book and complete a book report each
week. 

Author: Doug Hovatter, M.A., Coordinator, Assistant Professor,
West Virginia University Extension Service

eXPERIENCE
• Why is it important to understand opportunity cost?
• Was it more difficult to decide what to take or what 

you wouldn’t take?

eXPLORE
• How did you reach your decision for your first choice?
• How did not having the other items make you feel?

eXTEND
• Why should we know what we were willing to give up 

to take advantage of an opportunity? 

• How will understanding opportunity cost help you make 
a better decision about your use of time?

eXPAND
• How does having information about opportunity cost

help you with decision making?
• What would be an easier way to tell others something

about opportunity cost?

WHAT'S IN
  IT FOR M

MORE

FACTS

“Make up your mind to act decidedly and take the
consequences. No good is ever done in this world 
by hesitation.” Thomas Henry Huxley
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Decision Cost Benefit

EXPRESSIONS
XPRESSIONS Discuss these 

with the group.

Realize that while you have beenworking on this activity, you couldhave been doing something else,being with your friends, watching a video, playing a video game, ortalking on the phone. By choosingto work on this activity you made a decision you felt was the best for the use of your time right now.



A person’s position in a group
is in relation to all the
positions held by others; it 
is his/her place in the social
system. A person’s position 
in the group identifies her/his
relative power, leadership, and
sometimes attractiveness.

WHAT'S IN
  IT FOR M

MORE
People are needed in many different roles to take 
a product from the idea stage to the marketplace,
whether creating art or conducting a business. Using
an art exercise to engage the creative side of their
minds, youth experience how creating a work of art 
is similar to being an entrepreneur. Both involve the
creation of something new. During the group process,
individuals each contribute using a role suited to
their skills and interests.

This activity demonstrates that participants have natural abilities
that help determine which role they play, and they also have the ability
to adapt. They are able to take on other roles as needed and/or
required, depending on the skills and abilities of other members of
the group and the task to be completed. Potential business owners
need to understand their skills and abilities, especially the ones
that they are most comfortable using. These skills and abilities help
determine the way they function when interacting with other people.

“Art” You in 
Business? Youth will identify roles people play when

working together on a task.

Entrepreneur Skill:
Comparing peoples’ abilities and skills with
roles necessary to take an idea to market 

Life Skill:
Contribution to group efforts

Educational Standard(s):
• Make connections between visual arts

and other disciplines. 
• Understand and use similarities and

differences between characteristics 
of the visual arts and other arts
disciplines 

Estimated Time for Activity: 
about 1 hour

Materials Needed :
• art supplies such as toothpicks, ribbon 

or string, straws, paper tubes, sponges,
stickers, napkins, tape, colored paper,
markers, other miscellaneous items

• scissors
• glue

WHAT'S IN
  IT FOR M

MORE

Divide the youth into small groups 
of six to eight people. If possible,
seat groups at a table or tables.
Distribute art materials among the
groups for use in the activity. If groups
aren’t seated where they can all reach
materials, provide each group with 
some items in a box or sack. Groups 
do not have to have the same items.
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FACTS



Idea Person – has original
thoughts; conceives and
imagines innovations, offers
suggestions

Worker – has high involvement with
the issue and its meaning;
evaluates the situation,
contributes to discussion,
and carries out the task

Problem Solver – an action person
and decision maker;
determines a course of action
to resolve the problem, has
high task related skills

Time Keeper – is the clerk or
recorder; keeps group on task
and on schedule

Marketer – contributes/promotes/
sells the idea to the group
and others

Leader/Organizer – knowledgeable,
dependable; aims for goal
achievement, task leader

Social Enactor – a people person,
positively oriented toward
others; likeable, strives for
equalitarian structure and
interpersonal exchange/
communication

Scavenger – cleans up the
idea/issue and clearly defines
it for the group; keeps focus
and zeros in on the situation

eXPERIENCE
• How did you identify the roles that were played?
• How did you identify the role you played?
• What was the most difficult part of people

finding the role they play successfully?

eXPLORE
• How was it determined in your group which 

roles people played?
• Were you comfortable in the role you played?
• What did you know before about people 

having different abilities and interests 
that determine roles they play in business?

eXTEND
• How was the role you played effective in

accomplishing the goals of the group?
• What changes would you make in how you 

played your role?
• What abilities and skills did you identify 

that you didn’t know you had?
• How does what you learned about yourself 

apply to your ideas about becoming an
entrepreneur?

FACTS

1. For this
activity, you 
are professional
artists. There 
is an art show
where you are 
to enter your
work. Working
together in
small groups,
and using the
materials
provided, design
and create a
work of art. 
(10 minutes) 

Art Activity
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Author: Gary Larrowe, Extension Specialist, Educational Resource

Development, Virginia Cooperative Extension/VA Tech

EXPRESSIONS
XPRESSIONS Discuss these with the group.

Possible Roles in the Group

2. Discuss within your
group the roles that
were used by different
individuals to
accomplish the group
task. Identify at least
five roles played the 
by individuals in the
group. Make a list of
the roles, describe and
or name the roles, how
they were determined,
and what contribution
each made to the group
process. 
(10 minutes)

3. Join the
groups back
together, share
what happened,
and the roles
that people
used. 
(10 minutes) 

4. Working together (or
in small groups again if
the entire group is large),
youth discuss each role
and who played each role
in their group. Answer 
the following questions:
• How did you recognize

the role you played?
• How does knowing the

role you played help you
understand your own
abilities and interests? 

• How can knowing the
role you played be used
when working with other
people? 

(10 minutes) 

5. In the large
group, compare and
contrast the roles
identified and how
each might be 
used in a business.
Discuss how
identifying the roles
played by other
individuals in the
group will help youth
understand roles
other people play,
how they interact,
and how they might
take on a different
role to better
achieve their
purpose.
(10 minutes) 

6. Have each
group display
their work 
of “art” and
share with
the entire
group how 
it feels to
successfully
accomplish 
a task
together.

eXPAND
• How can you become more skillful and improve

your ability to become a business person?
• How can you identify the roles that are needed 

in your business?How will you use your personal
abilities and skills in your own business?



WHAT'S IN
 IT FOR M

MStarting a business will require youth to make
many decisions about things such as assessing
competition and pricing, advertising and
marketing the product or service. There are
resources all around that can help make a
business opportunity successful. This activity
helps youth brainstorm several resources that
are available to them, how those resources 
can help in making the business successful, 
and how and when to contact those resources.

Who Can Help Me?

• brainstorm • resourcesWords 

Resource Potential help How and when to contact
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ACTIVITIES • LEVEL 2 – PLAN IT!

WHAT'S IN
  IT FOR M

MORE

Involve the youth in brainstorming and listing
resources that they have available to them
including people, technology, equipment and 
skills. They might include a family member 
who owns a business, and a website offering
entrepreneurial resources. 

After they have listed potential resources, 
have them identify how those resources 
can help them.

Complete the information on how to access 
the resource, and a time for doing it.

Youth will identify resources (people,
technology, equipment, skills, etc.) that
can help them with their business.

Entrepreneur Skill:
Identifying resources to make a business
successful

Life Skill:
Decision Making: Gathering information

Educational Standard(s):
Understand concepts:
• Productive resources are the natural

resources, human resources, and capital
goods available to make goods and
services. Natural resources such as
land are “gifts of nature.” They are
present without human intervention.

• Human resources are the quantity 
and quality of human effort directed
toward producing goods and services.

Estimated Time for Activity: 
30 minutes

Materials Needed :
• paper
• pencils

Who could
help?

       



1. Invite a local business person,
faculty member at a business
school, or other person with
entrepreneurial experience to
speak to the group, answer their
questions, and serve as a mentor.

2. Have the youth contact faculty
members at a business school, 
in person or by mail, and ask them
questions about entrepreneurship.

3. Search databases from nearby
universities, or on the Internet, 
to find other resource people who
can answer your questions about
starting a business.

Co-authors: Manami Brown, M.E.D.,4-H Youth Development Agent,
University of Maryland Cooperative Extension
Brigette Howard, 4-H Member, Maryland

eXPERIENCE
• How easy is it to identify resources that can help you 

in your business?
• How do you know what resources are available?
• Why must some resources be contacted before others?

eXPLORE
• Why is it important to be specific in knowing who can help

you and what help they are able and willing to give?
• Why is it important to identify your resources before you

begin making decisions?
• How does knowing that help is available make you more

confident in making decisions?

eXTEND
• Why does having people as resources help you to make

better decisions in other areas of your life?
• Why is it important for you to gather enough information 

to make good decisions?
• Have you ever made an important decision without having

enough information? What happened?

eXPAND
• What decision do you need to make now and what

resource is available to help you? 
• What do you think is the greatest resource you have for

starting a business?
• Are there areas in which you have yet to identify

resources?

WHAT'S IN
  IT FOR M

MORE
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FACTS
Using Resources

Wise use of resources is a critical
life skill for each of us, especially
for entrepreneurs who want to
maximize their business profit.
Identifying necessary resources 
is essential before you start your
business journey.

EXPRESSIONS
XPRESSIONS Discuss these 

with the group.
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WHAT'S IN
  IT FOR M

MOREPeople often have resources that they may not
recognize. Entrepreneurs need to explore all
possibilities and use everything available to them
to build business, develop new products or provide
services.

Marketing Mania Youth will create products and
develop a marketing strategy to
promote them. 

Entrepreneur Skill:
Identifying available resources

Life Skill:
Wise use of resources: Creative
use of available items 

Educational Standard(s):
Compare the benefits and costs
of different allocation methods in
order to choose the method that
is most appropriate and effective
for some specific problem.

Estimated Time for Activity: 
35 minutes

Materials Needed :
• brown bags of miscellaneous

items

WHAT'S IN
  IT FOR M

MORE

Divide the youth into groups of three to five individuals.
Provide each group with a small brown paper bag of
various resources. Each bag holds several different items
that provide their resource base. The items can be very
inexpensive, such as cloth, paper clips, markers, straws,
cardboard tubes, rubber bands, card stock, finger paints,
styrofoam cups or plates and beads.

Inform each group that they must use their bag of
resources to develop a product. They need to design 
and build a prototype, establish their target market, 
and name the new item. The youth also need to develop 
a marketing campaign to include a jingle and advertising 
to let the world know about their new item.

Allow 30 minutes for groups to build their product.

Ask each group to give a five minute presentation on their
product, target market, prototype, and marketing plan.
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Authors: Carol Majors, M.I., Entrepreneurship Education Consultant, Missouri
Gary Larrowe, Extension Specialist, Educational Resource Development,
Virginia Cooperative Extension/VA Tech

FACTS
Some marketing strategies are:
flyers, billboards, business cards,
websites, TV/radio commercials,
Yellow Pages, newspaper ads, 
one-on-one, and word of mouth.
Marketing is BIG Business. 
For example, $3.3 million dollars
was spent for each 30-second
commercial during the 2004 
Super Bowl game.

eXPERIENCE
• What ideas did you have?
• How did you decide what to produce?
• How did you identify your target market?
• Describe the process you went through to select a name

for your product. 

eXPLORE
• What other products did your group think about producing

but were missing resources?
• Give examples of other resources that entrepreneurs 

may use.

eXTEND
• Choose any product that is available to the group. What

resources are necessary to actually produce it? Be sure
to include the necessary intellectual resources as well.
What ways can the product be marketed? What is the
target market for the product?

eXPAND
• Discuss marketing strategies of companies with which 

you are familiar and how they target their customers.  

1. Have each group exchange resource
bags with another group and repeat
the activity. Ask them to produce 
a different item than was made
during the first round.

2. Have two or three of the small
groups combine their resources to
see if they can produce different
products. Following the activity,
discuss the difference it makes 
to have more resources.

3. Divide the group into teams of 
two or three people. Assign each
team a different marketing
strategy for the new product 
(flyer, newspaper ad, website, 
or commercial).

4. Walk with the group down a
sidewalk in a business district 
or a strip mall and discuss the
different marketing strategies
being used.

WHAT'S IN
  IT FOR M

MORE

EXPRESSIONS
XPRESSIONS Discuss these 

with the group.

• marketing campaign
• target market

Words 



WHAT'S IN
  IT FOR M

MORE
The business plan that the youth have now developed
helps to organize their creative ideas and goals for 
the businesses they plan to start. The businesses 
are defined, cost and profit estimated, goals set, the
market researched, target customers identified and 
the marketing plans developed. Now it is time for each
youth to present his/her plan to an investor! But, before
setting appointments to meet with financial backers, 
it is important for each one to practice his/her
presentation. It is beneficial to present to you, the
Helper, members of the group, or an employer with
experience in developing a business plan. The purpose 
of the presentations is to see how prepared the youth
are to communicate their business plan to others.

WHAT'S IN
  IT FOR M

MORE

Ask each person to review the plan s/he has developed to
make sure all of the sections are complete and that they are
familiar with all the information. The youth decide how to
present their plan using posters, PowerPoint, overheads and
handouts. You, the Helper, can structure the presentation
format or leave it up to the individual presenters.

During the presentation you, along with other youth and
adults in the audience, will listen and take notes on how
the information is presented. After each one is finished,
those listening may ask questions of the presenter.
Comments and suggestions may be spoken, or written
and handed to the presenter. It will also be helpful for
presenters to reflect on their feelings, and if they plan 
to make any changes before going to investors.
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Will it Work?
Youth will communicate their plan
to others.

Entrepreneur Skill:
Presenting your business plan

Life Skill:
Communicating and making 
a presentation

Educational Standard(s):
Employ a wide range of strategies
and use different writing process
elements appropriately to
communicate with different
audiences for a variety of
purposes.

Estimated Time for Activity: 
45 minutes

Materials Needed :
• copies of business plans
• poster board
• overhead transparencies
• PowerPoint (optional)

ACTIVITIES • LEVEL 3 – DO IT!

Create a
new fashion
statement.

Take a chance.
Learn to think

outside the
box.
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Acknowledgements: Manami Brown, M.E.D., 4-H Youth Development Agent,
University of Maryland Cooperative Extension

eXPERIENCE
• How comfortable were you with presenting your idea to

others?
• What was most difficult about organizing and communicating

your idea?

eXPLORE
• Why is it important to practice presenting your plan? 
• If you have an appointment with an investor and are not

prepared, how might the investor react?
• What was the most important thing you learned by practicing

your presentation?

eXTEND
• How will the questions and suggestions from others help 

you make a better presentation?
• How could your presentation be improved by using technology?

eXPAND
• To what type of investor will you present your plan?
• How has making this presentation helped you communicate

more clearly?

1. Videotape the presentations 
so each presenter can assess
his/her presentation and
communication style.

2. Imagine yourself as an investor.
What would you want to know about
a business plan before making a
commitment to support it?

WHAT'S IN
  IT FOR M

MORE

EXPRESSIONS
XPRESSIONS Discuss these 

with the group.

FACTS
Presenting to Others

The ability to clearly communicate
your idea to others is very important.
This is true not only with a business
plan, but in many other situations
throughout life. Making an effective
presentation includes:

• preparing an outline of 
main points

• speaking clearly
• making eye contact with 

your audience
• being enthusiastic
• using visuals (i.e. poster,

PowerPoint) for effect
• summarizing key points; be

prepared to answer questions
• practicing!

• business plans

Words 



Ideas for Interesting 
Group Activities

Debate ideas
At a meeting of your group, divide into teams to debate
the following issues or discuss the issues with your Helper.

When is it easier to make a sale?
• When you and the prospective buyer know each other,

or when you are strangers
• When the prospective buyer knows the product, 

or the product is new to him/her

Exhibit Ideas
• Prepare an exhibit of your Business Plan
• Prepare an exhibit from one of the group activity

investigations

Fair Exhibit Ideas
• Trade-show type booth of the 4-H member’s product 

or service
• Completed Business Plan
• Prototype of the product
• How 4-H member turned another 4-H project into 

a business
• Picture story of the Entrepreneurship Project
• Journal or portfolio of how the project evolved; 

a diary of the process
• A BE THE e success story
• Poster describing details of one of the completed

activities
• PowerPoint presentation of the Entrepreneurship Project
• Marketing portion of the Business Plan featuring the

name of the business and examples of marketing tools

Field Trip Ideas
• Scavenger hunt—best and worst prices for the same

list of items
• Local bank, insurance, investment office—interview

professionals
• Marketing, research, and development departments
• Shadow a local entrepreneur
• Find something manufactured locally, and trace it to

wholesalers, retailers, users
• Research the organizations that offer helps to local

entrepreneurs
• Check-out the county Extension office to see what the

University offers for entrepreneurs
• Investigate how to register a business, obtain licenses,

and get an Employee Identification Number (EIN)

Group Activity Ideas
• Make and judge “classes” of print advertisements for

impact, creativity
• Determine & map financial services available to youth 

in the community
• Learn about finance: savings accounts, CDs, checking,

credit cards
• Interview people from different generations about their

views of entrepreneurs
• Take turns drawing Monopoly Chance and Community

Chest cards, and explaining how the events in the cards
would affect taxes

• Research all the kinds of insurance a business may want
to have, and how to determine which to buy

• Categorize all the kinds of services youth provide in the
community

• Make a money flow chart for your community
• Play “The Game of Life” and analyze how realistic it is 

for an entrepreneur
• Analyze your generation as a target market. What are

their characteristics? What kinds of products or
services interest them? Contrast this with your parents
generation.

• Create a PowerPoint presentation of your business idea
to seek investors

• Create a Quiz Bowl of words in your Entrepreneurial
Glossary, and play with two teams of four players

• Investigate taxes and the small business owner—retail
sales, payroll, Income, local, state and federal excise
taxes

Presentation/Demonstration Ideas
• How advertisers get you to buy
• Finding materials for your business online, catalog 

or local retail 
• Counterfeit money—how to tell
• How to shop for a credit card
• How to create a business budget you can live with
• Choosing a financial institution—important factors
• Schemes and scams
• Determine what to charge for services—youth jobs
• Patents, copyrights, and trademarks—from website

www.uspto.gov/web/offices/tac 

Role-Playing
At a group meeting, pair off with another person and 
role-play a variety of situations where you can use various
social skills.

• Meeting a new client and presenting your product
• Trying to make a sale
• Handling an upset customer
• Having a client reject your sales pitch
• Trying to convince someone to invest in your company
• Working with a new team developing a product, etc.

(three or four people).
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On the following scale, 4 is high and 1 is low. Rate
what you know about that subject now that you
have completed Level 1 of the project. Circle N/A
if that particular information was not included.
Please circle your answers in each column.

Level Entrepreneurship
Post- then Pre-Evaluation

1

17. My two favorite parts of Level 1 were: ________________________________________________________________

______________________________________________________________________________________________

18. One thing I will use right away is: ____________________________________________________________________

______________________________________________________________________________________________

19. My least favorite activities in Level 1 were: ____________________________________________________________

______________________________________________________________________________________________

20.Any additional comments you would like to make about Level 1:____________________________________________

______________________________________________________________________________________________

______________________________________________________________________________________________

What is your understanding of… Now—After Back—Before you I Plan to Use This
Completing Level 1 Started Level 1 Within Six Months

What is your ability to… Now—After Back—Before you I Plan to Use This
Completing Level 1 Started Level 1 Within Six Months

1. The definition of an entrepreneur 4 3 2 1 N/A 4 3 2 1 Yes No

2. What it is really like to own a business 4 3 2 1 N/A 4 3 2 1 Yes No

3. The big question all customers ask when 4 3 2 1 N/A 4 3 2 1 Yes Nopurchasing a good or service

4. How important social skills are in the business 4 3 2 1 N/A 4 3 2 1 Yes Noworld

5. What it is really like to own a business 4 3 2 1 N/A 4 3 2 1 Yes No

6. Your personal strengths as a prospective 4 3 2 1 N/A 4 3 2 1 Yes Nobusiness owner

7. The importance of an entrepreneur to be 4 3 2 1 N/A 4 3 2 1 Yes Nopassionate and enthusiastic

8. The importance of time management when you 4 3 2 1 N/A 4 3 2 1 Yes Noare starting a business

9. How some famous entrepreneurs who started 4 3 2 1 N/A 4 3 2 1 Yes Noas young people got their start

10. Clear and accurate communications in 4 3 2 1 N/A 4 3 2 1 Yes Nobusiness agreements

11. Incorporate improvements in your business plan 4 3 2 1 N/A 4 3 2 1 Yes No

12. Investigate how a favorite product was created 4 3 2 1 N/A 4 3 2 1 Yes No

13. Plan interesting group meetings 4 3 2 1 N/A 4 3 2 1 Yes No

14. Use a newspaper to locate business ideas 4 3 2 1 N/A 4 3 2 1 Yes No

15. Make decisions based on forethought of cost 4 3 2 1 N/A 4 3 2 1 Yes No

16. Identify roles people play when working together 4 3 2 1 N/A 4 3 2 1 Yes Noon a task
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On the following scale, 4 is high and 1 is low. Rate
what you know about that subject now that you have
completed Level 2 of the project. Circle N/A if that
particular information was not included. Please circle
your answers in each column.

Level Entrepreneurship
Post- then Pre-Evaluation

2

19. My two favorite parts of Level 2 were:________________________________________________________________

______________________________________________________________________________________________

20.One thing I will use right away is:____________________________________________________________________

______________________________________________________________________________________________

21. My least favorite activities is Level 2 were: ____________________________________________________________

______________________________________________________________________________________________

22.Any additional comments you would like to make about Level 2: ___________________________________________

______________________________________________________________________________________________

______________________________________________________________________________________________

What is your understanding of… Now—After Back—Before you I Plan to Use This
Completing Level 2 Started Level 2 Within Six Months

1. Building a positive credit history 4 3 2 1 N/A 4 3 2 1 Yes No
2. How to use credit wisely 4 3 2 1 N/A 4 3 2 1 Yes No
3. The common sense approach to economics 4 3 2 1 N/A 4 3 2 1 Yes No
4. The meaning of non-verbal communication 4 3 2 1 N/A 4 3 2 1 Yes No
5. The importance of documentation and record 4 3 2 1 N/A 4 3 2 1 Yes Nokeeping

6. Identify a name for your business 4 3 2 1 N/A 4 3 2 1 Yes No
7. Connect your assets to potential business 4 3 2 1 N/A 4 3 2 1 Yes Noand community opportunities
8. Create a recipe for producing a product 4 3 2 1 N/A 4 3 2 1 Yes Noor delivering a service 
9. Market/advertise yourself 4 3 2 1 N/A 4 3 2 1 Yes No

10. Gather information on products similar to yours 4 3 2 1 N/A 4 3 2 1 Yes No
11. Use the Internet to research your business idea 4 3 2 1 N/A 4 3 2 1 Yes No
12. Hire help 4 3 2 1 N/A 4 3 2 1 Yes No
13. Identify which customer needs/wants your 4 3 2 1 N/A 4 3 2 1 Yes Noproduct or service would meet
14. Investigate whether the world of online business 4 3 2 1 N/A 4 3 2 1 Yes Nowould work for you
15. Develop a press release and contact the media 4 3 2 1 N/A 4 3 2 1 Yes Noabout your business
16. Identify legal concerns for your business 4 3 2 1 N/A 4 3 2 1 Yes No
17. Identify resources (people, technology, equipment, 4 3 2 1 N/A 4 3 2 1 Yes Noskills, etc.) that can help with your business 
18. Make a presentation to market your business 4 3 2 1 N/A 4 3 2 1 Yes No

What is your ability to… Now—After Back—Before you I Plan to Use This
Completing Level 2 Started Level 2 Within Six Months
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On the following scale, 4 is high and 1 is low. Rate
what you know about that subject now that you have
completed Level 3 of the project. Circle N/A if that
particular information was not included. Please circle
your answers in each column.

Level Entrepreneurship
Post- then Pre-Evaluation

3

16. My two favorite parts of Level 3 were:________________________________________________________________

______________________________________________________________________________________________

17. One thing I will use right away is: ____________________________________________________________________

______________________________________________________________________________________________

18. My least favorite activities in Level 3 were:____________________________________________________________

______________________________________________________________________________________________

19. Any additional comments you would like to make about Level 3? Put them below.______________________________

______________________________________________________________________________________________

______________________________________________________________________________________________

What is your understanding of… Now—After Back—Before you I Plan to Use This
Completing Level 3 Started Level 3 Within Six Months

1. Turning a 4-H project into a market opportunity 4 3 2 1 N/A 4 3 2 1 Yes No
2. Why a cash flow forecast is important 

in business decision making 4 3 2 1 N/A 4 3 2 1 Yes No
3. Sales tax regulations 4 3 2 1 N/A 4 3 2 1 Yes No
4. The entrepreneur’s responsibility to self and 4 3 2 1 N/A 4 3 2 1 Yes Nocommunity

5. Budget business expenses 4 3 2 1 N/A 4 3 2 1 Yes No
6. Make decisions based on evaluation of four 4 3 2 1 N/A 4 3 2 1 Yes Nomethods of income
7. Identify potential problems and develop alternate 4 3 2 1 N/A 4 3 2 1 Yes Nosolutions
8. Use traits that are important in customer service 4 3 2 1 N/A 4 3 2 1 Yes No
9. Imagine your future achievements 4 3 2 1 N/A 4 3 2 1 Yes No

10. Make a presentation to market your business 4 3 2 1 N/A 4 3 2 1 Yes No
11. Determine the selling cost of your product 4 3 2 1 N/A 4 3 2 1 Yes Noor service
12. Know when to quit 4 3 2 1 N/A 4 3 2 1 Yes No
13. Know the influence of your business on the community 4 3 2 1 N/A 4 3 2 1 Yes No
14. Decide how to give back to your community 4 3 2 1 N/A 4 3 2 1 Yes No
15. Complete a business plan 4 3 2 1 N/A 4 3 2 1 Yes No

What is your ability to… Now—After Back—Before you I Plan to Use This
Completing Level 3 Started Level 3 Within Six Months
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Answers to Activities

1. True—The average American charges about $4,500
per year; fifty five % of Americans “always” or
“sometimes” worry about their money.

2. False—At December holiday time, VISA is used about
5,500 times a minute; $96 billion was charged on
credit in 1998.

3. False—The average weekly allowance is $10 per child. 
A child who is old enough to ask for specific items is
old enough to be given an allowance and to begin to
learn the art of budgeting and managing money.

4. True—At 18% interest it will take you 98 months to
pay off a $1,000 charge and it will cost you $2,193 in
principal and interest charges.

5. True—If you are delinquent with your bills, it can stay
on your credit report for seven years.

6. False—In the 1970’s, laws were passed to protect the
consumer from harassing phone calls. A creditor may not
tell anyone but the person who owes him/her money.

7. True—If the bank repossesses your car and sells it
for less than you owe, you still owe the difference.
Repossession will stay on your credit report for seven
years.

8. True—Of these, 70% are “total” bankruptcy which is
Chapter 7.

9. False—Even bankruptcy cannot wipe out certain debts
such as taxes, child support, alimony, or student loans.

10. True—A savings category should be built into a
personal budget. It is wise to accumulate three to six
months worth of living expenses in an emergency fund.

11. False—Bankruptcy can stay on your credit report for
10 years.

12. False—Every month the number of people paying their
bills late is 10 times that.

13. False—Credit bureaus simply gather information from
creditors and compile the data. The consumer
himself/herself determines whether it’s a good or poor
rating.

14. False—Employers, banks, landlords, and creditors are
the only ones who have access to your credit records.
Also, any creditor where you are applying for credit will
be authorized if you give permission.

The Language of Business
Level 2, page 36

Credit Trivia Level 2, page 64

A 6
B 5
C 9
D 1
E 2

F 3
G 4
H 7
I 8

Matching eWords
Level 2, page 38

1. L
2. A
3. E
4. J
5. D

6. M
7. G
8. K
9. B

10. I

11. H
12. F
13. C

Famous Entrepreneurs
Group Activity Helper’s Guide, page 16

Econ 101 Level 2, page 38

•
•

•

•
•

•

•
•

•

Entrepreneurship Word Find page 119

I O T X E U N E V E R L L I B M O I T P
S N A S V C S C C B P E R M I T P P V C
E T T A O N O I T P M U S S A T E S S A
S M L E E C V N O B C D S K E B R P P N
N U O P R R T V S O U I K E O A A J I O
E Y X C E N E H L U O D H L K N T E H I
P E R S N R A L G N M S G R F K I D S T
X A Z O H I A L S I E E A E E R N I R O
E P Y E T T S T S C R M R N T U G S E M
D N A R E N A S N O E Y T V P P E T N O
E D E R O T E A O D L R P R R T X R T R
X V A E E L L V A R E U I O I C P I R P
I L T M D A L R N P G S T L C Y E B A C
F T E S B S T K R I K X J I E T N U P R
X N B U S I N E S S P L A N O E S T R E
T I D E R C N L A T I P A C V N E I O A
S E L A S E W H O L E S A L E R S O D T
A G C X U S R E M O T S U C L Y F N U I
E F T R N O I T I T E P M O C E V Q C O
C A S H F L O W P A S S I O N G S W T N



The 4-H Pledge
I pledge 

my Head to clearer thinking,
my Heart to greater loyalty,

my Hands to larger service, and
my Health to better living,
for my club, my community,
my country, and my world.

Explore more curriculum 
projects online at: 

www.4-hcurriculum.org  
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