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INTRODUCTION:

CORE FIELD GUIDE
Youth Entrepreneurs (YE) cultivates an entrepreneurial
mindset through its experiential learning model and
opportunities to apply those learnings, fostering personal
transformation and self-actualization, empowering
educators and students to overcome barriers and positively
impact their communities.
This booklet is meant to serve as a field guide for
implementing the Four Pillars of the YE program – eight
Foundational Values, Soft Skills, Currency & Auctions
and Transformational Mindset – as well as 14 scaffolded
activities addressing Core content in a way that
optimizes outcomes. We have written this field guide to
provide key content knowledge and make the process
of applying the Core easier.
To start your Core journey, flip the page for a 100-foot view
of the pathway. Don’t worry – we will break it down
along the way!
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GROW

YOUR

CORE

CLASSROOM JOURNEY OVERVIEW

Come along this pathway and take your students on an engaging,
hands-on adventure. Follow it closely — or innovate. Either way, you’ll
equip them with the knowledge, skills and experiences they need to
achieve more than they ever thought possible.
Mutual Benefit
Scarcity
Freedom
Supply & Demand
Opportunity Cost

Visit YEAcademy.org for all your curriculum needs.

Self-Interest
Shared Knowledge
Foundational Values
Introduction

Decision Rights
Economic Systems
Personal Choice
Subjective Value
Voluntary Exchange
Incentives

Towers

Pitching
Public Speaking

Speak-Out
Cards*

Trading
Game

Disruptus*

*Repeat this activity for skills and
knowledge development.

Cowboy
Inkblot

CPV
Triangle

Find the
Numbers
Voluntary Exchange
Subjective Value
Pricing
Value Creation

Shared Knowledge
Failure
Vision
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Design Thinking
Intellectual Property
Innovation
Creative Destruction

Pit*

Comparative Advantage
Voluntary Exchange
Value Creation

Pricing & Profit
Goal Setting
Breakeven

Market Research
Target Marketing
Market Signals

Boneyard*

Back
of the
Napkin*

Hershey’s
Market
Research

BMC
Prospective
Business*

Business Model Canvas
Principled Entrepreneurship™
Return on Investment
Ideation

BMC
Market Day*
Dirt &
Worms*

Paper
Airplane
Factory

Comparative Advantage
Sunk Costs
Rapid Prototyping

Cost of Goods Sold
Pricing & Profit

Business Model Canvas
Principled Entrepreneurship™
Compliance
Revenue Streams
Ownership
Opportunity Recognition
Ownership of Future Profits
Ideation

FOUR CORE PILLARS
1

2

3

4

Foundational
Values

Soft
Skills

Currency
& Auctions

Transformational
Mindset
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THE FOUR
CORE PILLARS
Principled Entrepreneurship is “maximizing your long-term contribution
TM

by continually creating new and better ways to responsibly provide
products and services that help people improve their lives.” This speaks
to not just personal behaviors, but to behaviors of a business as well.
A business displaying behaviors of being open to new ideas,
encouraging experimentation, an appropriate risk tolerance – including
tolerance for failure that may occur when trying something new –
knowledge sharing and a commitment to respect, toleration and
maintaining a win-win focus will create long-term value for
their customers.
What’s key to personal and professional transformation and practicing
Principled Entrepreneurship is developing knowledge, skills, abilities and
an entrepreneurial mindset. This entrepreneurial mindset is cultivated
through the intentional – meaningful – consistent threading of “The Four
Pillars” and is essential to every YE program. These Four Pillars include
our eight Foundational Values, Soft Skills, Currency & Auctions and The
Transformational Mindset. Each is vital to achieving the outcomes we
strive toward for students and ourselves. They are critical to creating
value for ourselves and others.
In the next eight pages, you will learn about each of “The Four Pillars”
and tips on how to thread them throughout your YE program.
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FOUNDATIONAL VALUES
Eight timeless principles contributing to the entrepreneurial,
opportunity-focused mindset of lifelong learners.
Values are the very principles that guide our behavior, and we believe the
following will help guide you to success in both business and in life. You will
begin to see the presence, or lack of, the eight Foundational Values in student
behaviors on a daily basis. Flip the page to learn more about the Foundational
Values Behavior Model, a handy tool to help you observe student behavior.

RESPONSIBILITY

No one else is standing in your shoes
to experience the ups and downs of

Take responsibility for your

your life. By taking responsibility, you

own life. No one will ever

are looking out for your future and not

be as concerned about

allowing others to decide how it goes.

your success as you.

BE PRINCIPLED

By being principled, we demonstrate
to others a desire to create value for

Always act with

them, whether monetary or otherwise.

integrity, respect
and toleration.

KNOWLEDGE

If you do not ensure that you are using
accurate and complete information,

Seek and use the best

you could take action that is not helpful

knowledge, drive change

to yourself and/or others.

that benefits others and
exemplify humility and
intellectual honesty.

6

FREEDOM

Freedom of choice is a critical
component in a free market, which

Respect the rights of

leads to the greatest opportunity

others and study the

for each individual to improve their

links between freedom,

lives. A lack of freedom diminishes

entrepreneurship and

our ability to create value for others.

societal well-being.

PASSION

Creating value for others by using and
sharing your talents is one of the best

Find fulfillment in

ways to find joy in your life. If we keep

your life by improving

our passions to ourselves, we may be

the lives of others.

missing out on ways to help others.

OPPORTUNITY

You can sit and wait for things to
happen to you or you can work

You make your own

to make things happen for you.

opportunities.

Being opportunity obsessed
means being constantly on the
look out for ways to discover,
develop and apply your talents.

SOUND JUDGMENT

Because most resources are scarce,
we need to be intentional about

Use economic thinking

how we use them, which means

to create the greatest

we cannot recklessly use resources

benefit while using the

without any thought of whether we

least resources.

are being effective in our usage.

WIN-WIN FOCUS

When we have a win-win focus, we
can expand our resources, knowledge,

Cooperation creates real

and capabilities to achieve our goals

value in society – for

by collaborating with others.

yourself and others.
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THE FOUNDATIONAL VALUES
BEHAVIOR MODEL
PRO TIP

This model is a teaching tool to be leveraged by the educator.
It is not designed for students to evaluate one another.

Foundational
Value

Exceptional

Skilled

FV consistently applied

FV applied most of the time

• Displays intellectual honesty and humility

RESPONSIBILITY

• Takes responsibility for successes and failures, and sees failure as an opportunity for growth
• Respectfully speaks up when they disagree

BE PRINCIPLED

• Open to others’ challenges
• Respectful of others’ viewpoints
• Understand the importance of compliance
• Proactively seeks and shares knowledge with teacher(s) and other classmates (even if they
aren’t in the same activity group)

KNOWLEDGE

• Incorporates feedback to inform decision making

• Able to articulate the connection between civil and economic rights and entrepreneurship

FREEDOM

PASSION

• Respects and defends the rights of others, even when it may be difficult to do so

• Actively seeking to discover and develop what they’re passionate about, good at and what
others value
• Uses personal drive to push through obstacles

• Proactively seeks to better their situation

OPPORTUNITY

SOUND
JUDGMENT

• Demonstrates intellectual honesty and humility when discussing their aptitudes and abilities
(confidence without arrogance)
• Demonstrates deep understanding of key economic concepts
• Applies them during activities – opportunity cost, marginal thinking, subjective value, sunk
costs and trade-offs
• Demonstrate a win-win attitude during activities/lessons

WIN-WIN
FOCUS

• Collaborates with others/classmates
• Pursues a customer-based approach during activities
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The Foundational Values Behavior Model was designed to serve as a guide for
reflecting upon student or personal behaviors. All people fall somewhere on the
Behavior Model spectrum at any given point in time. As we continually transform, it is
important for us to reflect and learn from the behaviors we demonstrate. The Behavior
Model serves as a point of reference or guide for us to reflect upon our behaviors.
It was not designed to use as a rubric or evaluation tool. Educators can utilize this tool
to frame Foundational Values discussions while facilitating student transformation.

Proficient

FV applied occasionally

Developing

FV present but applied incorrectly

Inadequate
FV not applied

• Hesitant to take responsibility for successes and
failures
• Struggles to see failure as an opportunity for growth

• Has a fear of failure
• Does not take responsibility for failures

• Generally accepts challenge but can get defensive at
times
• When challenging the ideas of others, not completely
respectful in tone or word choice
• Struggles to challenge friends

• Defensive when challenged

• Generally works well with others; occasionally misses
opportunities to seek and share knowledge
• Rarely initiates changes and/or challenges the
status quo

• Does not incorporate outside knowledge and feedback in
decision making

• Generally sympathetic to the connection between
rights and entrepreneurship; struggles to articulate
the “why”
• Might have inconsistencies when defending the rights
of others

• Unable to articulate the connection between rights and
entrepreneurship

• Actively seeks one or two, but not all of the following:
finding what they’re passionate about, good at and
what others value
• Has personal drive and passion; may struggle when
faced with obstacles

• Uninterested in finding what they’re passionate about, good at
and what others value

• Regularly demonstrates apathy toward circumstances
rather than a desire to improve them
• Occasionally demonstrates self-motivated behavior,
but also requires external motivators to act

• Begins with a defeatist attitude and assumes circumstances are
entirely out of their control

• Demonstrates understanding of some, but not
all, key economic concepts and inconsistent in
demonstration

• Does not demonstrate understanding of key economic concepts

• Inconsistently demonstrates a win-win attitude
• May not always collaborate with others; might stick
with friend groups
• Occasionally focuses on customer needs

• Intentionally deceptive or dishonest

• Treats others disrespectfully
• Actively disobeys some or all the rules in activities
• Doesn’t listen to others’ ideas

• Doesn’t seek or share knowledge
• May start with an idea and refuse to change, even if new
information is presented

• Sees a large role for government in driving entrepreneurship and
the accompanying social benefits

• No personal drive or excitement to push through obstacles

• Waits for others to take action instead of proactively acting
themselves

• May demonstrate the opposite, such as not considering best use
of resources of scarcity

• Does not believe win-win scenarios lead to the most value for
oneself, customers or society
• Does not collaborate with others
• Does not behave in ways that create value for others
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SOFT SKILLS
Soft skills are the personal attributes that complement an individual’s technical
skill and knowledge. According to CareerBuilder, 77% of employers say soft skills
are just as important as hard skills. College professors identify the same soft
skills as vital to college success.

Verbal & Written
Communication

Handshake

SOFT
SKILLS

Etiquette

Teamwork
Collaboration

Time
Management

Leadership

Networking

Culture
Humility
Respect

Goal-Setting
Long-Term
Thinking
Pitching

Negotiating

The modern workplace is interpersonal, magnifying the importance of networking,
collaboration, listening, pitching, problem solving and communication. Intentional
practice using soft skills throughout the YE program is essential to personal
transformation, confidence building and the ability to create value for others.
FOR EXAMPLE

An example of this was when a family with an autistic child was dining at a Chili’s
in Utah. When the waitress delivered her a “broken” (cut in half) cheeseburger,
she wouldn’t eat it. The family ordered her a new (uncut) cheeseburger and was
willing to pay for it. Instead, Chili’s made her a new cheeseburger and apologized for
serving her a broken one. When she received the new cheeseburger, she promptly
kissed it. The family posted their experience on social media, resulting in 200,000
likes, 10,000+ comments and 40,000+ shares. Win-win! What soft skills are present
in this example?
10
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CURRENCY & AUCTIONS
Through the creation of your classroom market using YE currency and auctions,
students are exposed to an array of economic concepts that are prevalent in our
everyday lives. YE Core activities provide numerous opportunities to teach key
economic concepts such as incentives, scarcity, supply & demand, choice, freedom,
subjective value, sunk costs, opportunity costs, market signals, self-interest,
property-decision rights, rule of law and ownership.
Repetition is key when implementing currency and auctions. Students need
consistent opportunities to build their market knowledge and skills, develop an
entrepreneurial mindset, and most importantly, have ample opportunities to
practice and reflect on the behaviors that are drawn out when engaging in the
market. As educators, we must model the behavior of always observing the
market using market activities as a basis for learning how to create value for
ourselves and others.
YE DOLLARS

Fiat currency used in the YE program used to make trades in the market.

VALUE CREATION

YE dollars can be earned by creating value in the market or by selling goods
and services that others value more. It is important to remember that
value is subjective.

OWNERSHIP &
PROPERTY RIGHTS

YE dollars earned are the property of the student(s) who earns them, therefore
they have decision-rights to trade them or not.

CLASS AUCTIONS

YE class auctions should be held regularly throughout the course with special
attention and class discussion given as behaviors are witnessed in the market.

PRO TIP
It is a great idea to document auctions (somewhere visible in the classroom if possible).
Examining auctions throughout the course can lead to great examples of economic concepts in
action, as well as meaningful observations on consumer behavior in the market.
*See YE Academy for the YE dollars template and more information on currency and auctions.
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TRANSFORMATIONAL MINDSET
The YE program exposes students to opportunities that change their current
perspective and future actions. Our experiential learning builds a transformational
mindset. Transformational mindset is a growth mindset: the mentality of a
lifelong learner.

SENSE
OF UNEASE

VISION OF
SOMETHING
ATTAINABLE

VISION OF
A BETTER
STATE

“Human action is purposeful behavior – people act because
they are never fully satisfied with their state of being and are
constantly making strides to improve their personal well-being.”
– Ludwig Von Mises
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The process of changing behavior is never linear. For our students (and all humans),
three components must be present before we take action:
SENSE OF UNEASE

This is when the individual feels discomfort in their situation.
They are not happy with how things are.

VISION OF A BETTER STATE

This is the ability to see how their situation could be different.

VISION OF SOMETHING
ATTAINABLE

This is the belief the individual can achieve something better
than the current situation.

As students progress through the YE program, look for opportunities to highlight
and reflect with students about this model:

PERSONAL DEVELOPMENT

BUSINESS MODEL
DEVELOPMENT

DEBRIEFING ACTIVITIES

•

If a student is unmotivated, which component is missing?

•

If a student has behavior issues, how can you help them
overcome whichever component(s) is missing?

•

How will you expose your students to opportunities
for them to see a vision of a better state?

•

How will you help your students feel as though their
vision is attainable?

•

Where is there a sense of unease in the market? Can you
provide a vision of a better state?

•

Does your personal sense of unease translate to a larger
market? Is there a business idea there?

•

What was the sense of unease in this activity?

•

What was the vision of a better state?

•

Was your method of achieving that better state attainable?

PRO TIP
Educators should look for real-world examples, including demonstrating humility by being
transparent with our own failures as well as successes.
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HOW TO USE THE

CORE FIELD GUIDE
Now you’re ready to embark upon the Core pathway, an engaging and
transformative hands-on adventure for you and your students. Follow these
activities closely – or innovate. Either way, you’ll equip your students with the
knowledge, skills and experiences they need to achieve more than they ever
thought possible.
In the next section, we’ll introduce each of the 14 Core activities. Within each
activity, we’ve provided an overview, background knowledge, and a space to jot
down your thoughts and ideas.
Comparative Advantage

Voluntary
Exchange
Full activity guides are
available
on YEAcademy.org.
Value Creation

HOW TO
READMarket
THIS
Research
GUIDE
Target Marketing

Pricing & Profit
Goal Setting
Breakeven

Boneyard*

Activity Title

Market Signals

KEY CONCEPTS
Back

of the
Although
each
activity teaches many key concepts,
Napkin
*
students will develop mastery of those concepts
BMC
bolded in the overview page.
Prospective

Hershey’s
Market
Research

Business*

FOR EXAMPLE

NOTES

Business Model Canvas
Principled Entrepreneurship™

Here we apply each
concept in aReturn
real-world
setting.
on Investment
BMC
Market Day*

Ideation

Dirt &
Worms*

Paper
Airplane
Factory

ALTERNATE ACTIVITIES
Business Model Canvas

Comparative Advantage
Sunk Costs
Rapid Prototyping

Entrepreneurship™
Use thesePrincipled
if the suggested
activity is not appropriate
Compliance
for
your
classroom
setting, age group, or if it does not
Cost of Goods Sold
Revenue Streams
Pricing & meet
Profit the needsOwnership
of your students.
Opportunity Recognition
Ownership of Future Profits
Ideation

REAL-WORLD EXAMPLES

Record your own examples that help connect the key concepts to your life or your students’ lives.

FOUR CORE PILLARS
1

2

3

4

Foundational
Values

Soft
Skills

Currency
& Auctions

Transformational
Mindset

FOUR CORE PILLARS

Record how you can see the Four Pillars connected
to these key concepts and the activity.
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ACTIVITY

1

TOWERS
Towers demonstrates the importance of doing
business profitably and doing it “the right way.”

15

Towers

TEACHER OVERVIEW
Towers is a game that demonstrates the importance of both doing business
profitably and also doing it “the right way.” In the real world, customers generally can
choose not to do business with your company for any reason. Regulators can restrict
or shut down your business if you don’t follow the rules. Doing business “the right
way” matters. After completing Towers, students better understand the importance
of conducting business using the Foundational Values to create long-term value.
Key Concepts

Foundational Values

Shared Knowledge

Responsibility

Self-Interest

Be Principled

Trade-offs

Knowledge

Incentives

Freedom
Passion
Opportunity
Sound Judgment
Win-Win Focus

ACTIVITY SNAPSHOT
1. Students are divided into groups. Each group is given exclusive control
over certain materials that other teams do not have.
2. Students are instructed to build a tower that meets the following goals:
a. Build the tallest tower
b. Build the most beautiful tower
c. Do business in accordance with YE Foundational Values
d. Maximize tower height for the whole city
3. While you observe students working, pay close attention to student
behavior to be able to debrief Foundational Values.
In the following pages, learn more about key concepts to emphasize the
most during this activity.
To learn more about this activity, check it out on YEAcademy.org.
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Towers
NOTES

We should always seek knowledge and alternative points
SHARED
KNOWLEDGE of view.
For many products, no one individual has all the
knowledge to produce materials necessary to design and
build the final product. Individuals sharing knowledge
produces the best solutions to solving the problem of
creating the best products for consumers.
FOR EXAMPLE

IDEO is the company that designed the Swiffer Sweeper
for Procter & Gamble and the first mouse for Apple, but
couldn’t have developed these innovations without the
shared knowledge of their employees who come from
a variety of disciplines including behavioral scientists,
branding experts, designers and engineers, all working
together to solve problems resulting in the best
solutions.

SELFINTEREST

Actions taken by individuals that elicit the most personal
benefit. Self-interest can improve society.
Self-Interest is important because when acted upon, each
person must create for others to achieve their own goals.
Invisible Hand – Adam Smith’s idea that if all economic
transactions in a society are voluntary on the parts of
all parties involved, then the only transactions that take
place are those where all parties feel that they’re being
made better off.
Why does the baker choose to bake? The baker wants to
earn money to feed his/her family or to buy the things
they want and the most effective way he/she has found
is to use their baking ability to create a product that is
good enough that you will exchange your money for it. In
a free market self-interest allows people to create value
for others in order to obtain the value they seek.

© 2019 Youth Entrepreneurs.

REAL-WORLD EXAMPLES

FOUR CORE PILLARS: Foundational Values • Soft Skills • Currency & Auctions • Transformational Mindset
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Towers

INTRODUCTION
OF FOUNDATIONAL
VALUES

The Foundational Values are at the heart of everything that
we do. These eight values capture practical concepts that
students can apply to their own lives and careers.

NOTES

zz Responsibility
zz Be Principled
zz Knowledge
zz Freedom
zz Passion
zz Opportunity
zz Sound Judgment
zz Win-Win Focus

Debrief questions accompany each Activity Guide on the
YE Academy website, including questions that focus on
the Foundational Values.
FOUNDATIONAL VALUES IN REAL LIFE:
Peter was a regular customer at Morton’s Steakhouse.
After a long day traveling and no time to eat, Peter
posted a comment on social media that he could really
use a “porterhouse steak right now.” Recognizing an
Opportunity, Morton’s immediately cooked him a steak
and showed their Passion for their customers by delivering
it to him at the airport as he got off his plane. This was a
huge Win for Morton’s as they didn’t realize the story would
go viral. But overjoyed with his Win, Peter shared with all
his friends how valued he felt by Morton’s actions.
In 1986, someone put cyanide in Tylenol capsules.
Johnson & Johnson the makers of Tylenol immediately
took Responsibility, even though it was not their fault and
pulled all Tylenol off store shelves, costing the company
millions of dollars. As a result of Being Principled and using
Sound Judgment, Johnson & Johnson regained the trust
of consumers.

ALTERNATE ACTIVITIES
• Cinema Challenge
• Think Outside the Box

FOUR CORE PILLARS: Foundational Values • Soft Skills • Currency & Auctions • Transformational Mindset
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REAL-WORLD EXAMPLES

ACTIVITY

2

COWBOY
INKBLOT & FIND
THE NUMBERS
Quick activities to stress the importance of
communicating vision, having a shared vision,
and sharing knowledge required to reach common
goals, as well as handling the challenge of failure.
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Cowboy Inkblot & Find the Numbers

TEACHER OVERVIEW
This lesson is all about vision and sharing knowledge. It is important that any group,
organization or business communicates their vision, has a shared vision, and shares
the knowledge required to reach common goals.
Key Concepts

Foundational Values

Shared Knowledge

Knowledge

Failure

Win-Win Focus

Shared Vision
ACTIVITY SNAPSHOT
1. Explain to students that the class will be doing a “vision test” today. It
will be very simple and won’t take long.
2. Hand out Cowboy Inkblot face down and tell them the paper has an
inkblot on it. When given the go ahead by you, they may turn it over
and shout out the first thing they see. After some time, share that they
“should” see a cowboy on a horse. Pay attention to behaviors you see,
especially if they ask their peers to help them “see” the image.
3. Hand out Find the Numbers face down and tell them that in this
situation, they work for you. Their job is to find numbers. When you tell
them to begin, they must all find the numbers 1 to 54 in order on this
paper. They only have 60 seconds to complete their job. You need them
to be 100% productive. Play several rounds where they try to find the
numbers on their own, then reveal that there is a pattern.
In the following pages, learn more about key concepts to emphasize the
most during this activity.
To learn more about this activity, check it out on YEAcademy.org.
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Cowboy Inkblot & Find the Numbers
NOTES

We should always seek knowledge and alternative points
SHARED
KNOWLEDGE of view.
For many products, no one individual has all the
knowledge to produce materials necessary to design and
build the final product. Individuals sharing knowledge
produces the best solutions to solving the problem of
creating the best products for consumers.
FOR EXAMPLE

IDEO is the company that designed the Swiffer Sweeper
for Procter & Gamble and the first mouse for Apple, but
couldn’t have developed these innovations without the
shared knowledge of their employees who come from
a variety of disciplines including behavioral scientists,
branding experts, designers and engineers, all working
together to solve problems resulting in the best
solutions.

FAILURE

Failure is the lack of success in doing or achieving
something, especially in relation to an activity.
Students will likely see “failure” in these activities.
Students will find each activity challenging and may
not be able to complete them without assistance.
Demonstrating humility in the face of failure so we can
grow and improve.
Throughout the YE course it is important to talk with
students about utilizing failure to learn and drive growth
or continuous improvement. YE’s hands-on activities
provide great opportunities to have ongoing discussions
about using the feedback of failure to pivot in the
moment seeking best solutions.
Thomas Edison made thousands of attempts at inventing
the light bulb but kept grinding, applying what he learned
from each failure to move forward. He is now famous for
saying, “I didn’t fail 5,000 times. I discovered 5,000 ways
that didn’t work.”

© 2019 Youth Entrepreneurs.

REAL-WORLD EXAMPLES

FOUR CORE PILLARS: Foundational Values • Soft Skills • Currency & Auctions • Transformational Mindset
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Cowboy Inkblot & Find the Numbers

SHARED
VISION

When everyone involved in a group/company holds the
same goal.

NOTES

All companies have vision statements that can be easily
communicated and clearly communicates what they are
working to achieve. This shared vision keeps employees
focused on how they are creating value and helping the
organization reach that vision.
With a shared vision, everyone has a sense of ownership
and are willing to work together. They are more likely to
take risks, experiment and inspire new ways of thinking.
FOR EXAMPLE

Zappos is one example of a company well known for its
shared vision. As Zappos CEO Tony Hsieh puts it, “Zappos
is a customer service company that just happens to sell
shoes.” Zappos’ culture is centered around customer
experience. Every employee understands this and shares
the same goal every day. When someone delivers excellent
customer service, that person rings a bell and everyone
celebrates. This is a motivational tactic, that reminds each
employee of the impact he or she can have. Zappos also
has several fun reward programs that motivate everyone
to live by the vision statement.
Why Shared Vision is so important:

Row faster, we aren’t going anywhere.

ALTERNATE ACTIVITIES
• Towers
• Zoom
• 3 Simple But Not Easy Questions

FOUR CORE PILLARS: Foundational Values • Soft Skills • Currency & Auctions • Transformational Mindset
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ACTIVITY

3

TRADING
GAME
This activity engages students in a trading simulation
designed to illustrate a complex marketplace in which
goods and services are traded.
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Trading Game

TEACHER OVERVIEW
Trade is good for people because it allows them to find solutions to their problems.
The Trading Game engages students in a trading simulation designed to illustrate
a complex marketplace in which goods and services are traded. Students use this
experience to investigate the conditions that encourage or discourage trade among
individuals. Through several rounds of trade, students will see that the broader their
access to trade, and the more choices they have for solutions to their problems, the
greater their satisfaction.
Key Concepts

Foundational Values

Property-Decision

Responsibility

Rights

Be Principled

Voluntary Exchange

Freedom

Subjective Value

Opportunity

Personal Choice

Sound Judgment

Incentives

Win-Win Focus

Economic Systems
Opportunity Cost
Scarcity
Trade
Trade-off
Self-Interest
ACTIVITY SNAPSHOT
1. Announce to students that you are going to give them bags which they
will then own. Ask them not to open the bags until told to do so.
2. Play happens in multiple rounds where you gradually remove
trade restrictions.
3. Over the course of the rounds, student satisfaction ratings should
increase as they engage in voluntary exchange.
In the following pages, learn more about key concepts to emphasize the
most during this activity.
To learn more about this activity, check it out on YEAcademy.org.
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Trading Game
NOTES

PROPERTYDECISION
RIGHTS

The right of individuals to own property and make
decisions on the use of that property, including
intellectual property (such as an idea, invention
or process).
In order to engage in voluntary exchange, we must have
the right to hold, accumulate, trade, rent or sell property.

VOLUNTARY People will only trade if they think they will be better off
as a result. Anytime we exchange goods or money we
EXCHANGE
trade for something we value more.
Voluntary Exchange is a key component of value creation
in the market. When people trade freely, goods and
services are distributed where they are valued most.
Total value in the individual exchange and in the market
is increased.
FOR EXAMPLE

The consumer purchases a soda from a store for money.
The consumer values the soda more than the money and
the store owner values the money more than the soda.
This trade creates a win-win as both parties gain.

SUBJECTIVE
VALUE

An object’s value is not inherent; it is worth more or less
to different people based on their own personal values.
To create value for ourselves and society, we must
understand our customer, what they value and what
influences their values.
FOR EXAMPLE

The value of a simple bottle of water can vary greatly
from one person to another based on scarcity, time,
circumstances, customer preferences, self-interest,
history, culture, experience, geographics, psychographics
and more.

PERSONAL
CHOICE

One’s ability to make decisions of their own free will.
Personal choice leads to greater consumer satisfaction,
as individuals can make buying decisions based on their
own subjective values.
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Trading Game

INCENTIVES

Incentives are what motivates you to behave in a certain
way and to pursue your preferences.

NOTES

People are people, and they do respond to incentives.
Incentives matter because they drive behavior.
FOR EXAMPLE

You have a bottle of water you value at $1. Someone
offers you $1 for the water. You have no incentive to trade
because you will not be better off. If the buyer offers you
$2, you are then incentivized to make the trade as you
value the $2 more than the bottle of water.

ECONOMICS An organized way in which a state or nation allocates
its resources and distributes goods and services in the
SYSTEMS
national community.
The type of economic system impacts the freedom of
individuals to have choice, engage in voluntary exchange,
the efficiency of production (produced at lowest cost, by
comparative advantage), and that consumers preferences
are considered (higher satisfaction).
Market Economy
The system where laws of supply and demand direct the
production of goods and services. No country has a pure
market economy; however, in Australia the law of supply
and demand regulates production and labor, rather than
the central government.
Command Economy
An economic system where the central government
makes all economic decisions. China and North Korea are
examples where the government decides how goods are
produced, how much they are sold for, and how many of
the goods are produced are all decisions made by a central
government or leader.

FOUR CORE PILLARS: Foundational Values • Soft Skills • Currency & Auctions • Transformational Mindset
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Trading Game

ECONOMICS
Traditional Economy
SYSTEMS
Traditional economic systems rely on customs, history and
CONT.
time-honored beliefs. They often rely on barter in lieu of
money, like the Intuit tribes in Northern Canada.

NOTES

Mixed Economy
A mixed economy utilizes various characteristics of
market, command economies and traditional economies.
Countries such as India, France and the United States have
a mix of both private and government companies.

IMPORTANT
LESSONS
FROM THE
TRADING
GAME

1. We must satisfy a consumer’s need to trade.
2. Ownership is important. Ownership gave you the
property rights to make decisions on the goods, giving
you the right to hold, accumulate, trade, rent or sell
property.
3. Outside influences like comparing what others have to
what we have affects satisfaction as consumers.
4. People trade for things they value more. Value is
subjective.
5. When allowed to trade freely, consumer satisfaction
goes up.
6. When markets can operate freely, goods/services tend
to be distributed where they are valued most.
7. Some consumers may not be motivated to trade.
We may have to motivate them using marketing and
customer-focused behavior.
8. If someone feels cheated or coerced in the marketplace,
there are market consequences. Others will no longer
trade with those who don’t create win-win exchanges.
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Trading Game
NOTES

PRO TIP
zz Follow-up the Trading game activity with the CPV Triangle. The
CPV Triangle helps give students a mental model of voluntary
exchange, what win-win looks like and how we can create value in
the market. Hand student CPVs in the room to reference during
the course.

ALTERNATE ACTIVITIES
• CPV Triangle
• Pit - Just the Basics
• Boneyard
• BMC Market Day

FOUR CORE PILLARS: Foundational Values • Soft Skills • Currency & Auctions • Transformational Mindset
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NOTES

ACTIVITY

4

CPV
TRIANGLE
The CPV Triangle helps students visualize and
examine mutually beneficial trade. This gives us
a mental model from which to build upon, as we
use sound judgment to make decisions in the heat
of action in the market. The Triangle helps answer
the questions: “What does win-win look like?” and
“What does value creation for others look like?”
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CPV Triangle

TEACHER OVERVIEW
At the very heart of being entrepreneurial is the world of voluntary exchange and
creating win-win. We make hundreds of mutually beneficial trades every week. With
this in mind, we must see the whole picture and learn to become more productive at
creating value on both sides of a trade, leading to prosperity for ourselves, our families,
and our communities. The CPV Triangle is a graphic organizer and mental model that
helps deconstruct and measure the components of transactions. The CPV Triangle helps
build an entrepreneurial mindset with principled behavior as a foundation. Concepts
learned through the CPV are transferable not only to business transactions, but to all
transactions we make as individuals. In this activity, student teams will draw, label and
discuss elements of the CPV Triangle to take a closer look at “What does win-win and
creating value for others look like?”
Key Concepts

Foundational Values

Voluntary Exchange

Sellers Profit

Responsibility

Pricing

Buyers Profit

Be Principled

Value Creation

Integrity

Freedom

Subjective Value

Principled

Opportunity

Cost of Goods

Entrepreneurship

Sold (COGS)

Sound Judgment
Win-Win Focus

ACTIVITY SNAPSHOT
1. Explain that the CPV Activity will drill down deeper into voluntary exchange and
win-win, helping us examine how it is both possible and beneficial for both the
buyer and seller to profit in an exchange.
2. Explain that history is filled with entrepreneurs and businesses who were masters
of creating profit for themselves but failed because they fell short of creating
value for others.
3. Students will collaborate using the CPV Triangle graphic organizer to discover
ways to eliminate waste, create value for others and increase the total value
created in an exchange.
In the following pages, learn more about key concepts to emphasize the most during
this activity.
To learn more about this activity, check it out on YEAcademy.org.
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CPV Triangle
NOTES

VOLUNTARY At the heart of everything we do as entrepreneurs,
business professionals, or whatever roles we play in
EXCHANGE
society, is the world of voluntary exchange. We make
hundreds of them every week. Some involve currency or
the exchange of goods, yet others involve exchange of
behaviors or actions.
Key to our understanding of and ability to engage in
markets is our ability to create win-win. To have a better
understanding of win-win, we must learn to create value
on both sides of an exchange.
By creating value on both sides, we have the opportunity
to create “Raving-Fan Customers,” “Gung-Ho Employees”
and long-term “Financial Success,” leading to prosperity
for ourselves, our families and communities.
When we trade goods or money, we trade for something
we value more. For example, the consumer enters a
convenience store to purchase a soda, trading money for
the soda. The consumer values the soda more than the
money, while the store values the money more than the
soda. This trade creates a win-win for both; each party
mutually benefits.
Voluntary exchange is a key component of value creation
in the market. When people can trade freely, decisionrights over their property, goods and services are
distributed where they are valued most. Total value in the
market is increased.
CPV Triangle:

P

C
Seller’s Profit

V
Buyer’s Profit
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CPV Triangle

PRICING

Price is the amount the seller is charging and the amount
the buyer is paying in an exchange.

NOTES

Price allocates both seller’s and buyer’s profit in an
exchange. Price can determine if an exchange will even
take place. If the seller sells at a price below costs, the
seller is operating at a loss and will eventually go out of
business. If the seller is selling at a price above the buyer’s
value, an exchange will not occur, and if the buyer’s value
determines the perceived value received in the exchange
did not occur, the buyer will not make future exchanges.
Sellers and buyers look for “repeat business.” A loss
by either side will not result in repeated exchanges or
recurring business.

THE LEFT
SIDE OF THE
TRIANGLE

C is Cost

P is Price

• The left side correlates to “Pricing and Profit.”
• Price – COGS = Profit (Seller’s Profit)
• Students, like some business owners, typically focus
here: “I want to make money for me, therefore I
must raise price or cut costs.” They are seeing only
half the picture.
Items for discussion with students in regards to price:
• What are the effects of raising price? What should you
consider when changing price?
• What role does pricing strategy play in an exchange?
• Can pricing strategy increase value?

P

Price allocates profit in
an exchange.

P

C
Seller’s Profit

Price is represented by
a pendulum as price
fluctuates based on
market conditions and
seller’s pricing decisions.

V
Buyer’s Profit

FOUR CORE PILLARS: Foundational Values • Soft Skills • Currency & Auctions • Transformational Mindset
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CPV Triangle
NOTES

THE LEFT
SIDE OF THE
TRIANGLE
CONT.

Typical student responses to cutting costs:
Lower quality, cut staff, downsize, change suppliers,
buy in bulk-quantity, share space (lower overhead), cut
advertising costs, outsource, go green...
Items for discussion with students in regards to cost:
• What are the effects of cutting costs? What should
you consider when cutting costs?
• Are there limits to cutting costs? (This is why the
bottom left of the CPV Triangle extends to the left of
the triangle, ending without an arrow, as there is a
limit to cutting costs.)
• Note: It is important to point out some costs are
good. If we lower quality in a way that reduces costs
and value, it represents bad cost cutting – value
is not created on both sides. Customer-focused
entrepreneurs find ways to cut costs that also increase
value. (See wrap-up section for M&M/Mars and baby
carrots examples).
• Cutting costs or waste elimination

P

C
Seller’s Profit

V
Buyer’s Profit
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CPV Triangle

VALUE
CREATION

The purpose of a business is to create and deliver value to
the market in an efficient way that it will generate more
profit after costs.

NOTES

For example, Uber creates value by getting people who
need a ride, where they want to go. In 2014, Uber took
their original basic concept and created value by adding
Uber Eats. Uber Eats created value for the company by
adding the food delivery revenue stream, while utilizing
the same base of drivers. Drivers benefit by decreasing
their time waiting on riders and filling that time with the
opportunity to make more money by delivering food. Value
is also created for the consumer as food is delivered from
favorite restaurants.

THE RIGHT
SIDE OF THE
TRIANGLE

V is Value
• Value – Price = Profit (Buyer’s Profit)
• Developing a customer-focused mindset and
understanding of value creation is key to
long-term success.
• Shifting mindset to (right), Customer Focus.
Items for discussion with students in regards to value:
• Value represents the value a particular buyer or trade
partner places on a product, service, or benefit.
• Value is subjective, i.e., subjective value.
• It is very important for students to understand we
trade for things we value more than price. Both parties
benefit in an exchange when value is created.
• Our ability to create value in the market is key.
What does value creation look like?

FOUR CORE PILLARS: Foundational Values • Soft Skills • Currency & Auctions • Transformational Mindset
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CPV Triangle
NOTES

THE RIGHT
SIDE OF THE
TRIANGLE
CONT.

Factors influencing value may include:
• Day, time, environment, history, culture, experience,
trust, circumstances and customer preferences
• Quality, added services, research and development,
innovation, location, channels, customer relationships,
marketing and promotion, pricing, geographics,
psychographics, payment options, branding…
• Foundational Values, compliance, soft skills, Principled
Entrepreneurship, listening...
On BMC think Value Proposition

Subjective value

P

C
Seller’s Profit

V
Buyer’s Profit

© 2019 Youth Entrepreneurs.

REAL-WORLD EXAMPLES

FOUR CORE PILLARS: Foundational Values • Soft Skills • Currency & Auctions • Transformational Mindset

35

CPV Triangle

THE BIG
PICTURE

The Big Picture – looking at the whole transaction

NOTES

When we create value (profit for the buyer and seller) in a
transaction, we create win-win. This is good profit.
Can this good profit create even more value?
• The answer is yes! Reducing waste (costs) in a way that
creates value for the buyer and seller increases the total
value created in an exchange.
• This is best illustrated by stories of M&M/Mars and Mike
Yurosek. (See wrap-up section for M&M/Mars and baby
carrots examples).

P

C
Seller’s Profit

V
Buyer’s Profit

Total value created increases

WRAP-UP

• One of the powers of a classroom market and
implementing currency and auctions is intentionally
calling transactions into focus for students to
examine. Examining market behaviors as students
engage in exchange. The market is where behavior
interacts with mindset.

FOUR CORE PILLARS: Foundational Values • Soft Skills • Currency & Auctions • Transformational Mindset
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CPV Triangle
NOTES

WRAP-UP
CONT.

• The best way for students to begin to develop and
change mindset is by experiencing the market and
learning from the teachable moments presenting
themselves. For example, in the Trading Game,
when a student coerces or cheats their trade partner,
students begin to see the market consequences.
While the student may have realized some short-term
gain, the long-term consequence is others will no
longer trade with them. Students will also begin to
draw connections beyond the classroom market to
the world around them.
• In YE, we say entrepreneurship is “solving problems
for profit.” The CPV Triangle helps us solve problems
by framing what value creation looks like.
• Adding value in personal and professional transactions
gives us a foundation for prosperity individually, our
family and society.
• CPV connects to the BMC. The right side of the CPV
connects directly to the upper-right “Customer Focus”
segment of the BMC, as well as to Key Resources, like
our relationships with employees and partners. The
left side of the triangle relates directly to the BMC’s
Cost Structure and Revenue Streams (COGS and
Pricing & Profit).
• Are cutting costs and creating value in competition,
or can we cut costs and create value at the same
time? Yes! Two great examples of this value creation
are M&M/Mars and the baby carrot. Firstly, M&M/Mars
is a company that consistently gained market
share by making decisions creating value on both
sides (win-win).
• Mars cut costs through innovation by developing
nougat (chocolate mixed with air). By introducing
nougat as a key ingredient along with other
ingredients, such as peanuts, cookie wafer, caramel
and so on (all cheaper than chocolate), they cut the
costs to produce a candy bar, while creating products
like Snickers that have become best-sellers.
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CPV Triangle

• They cut production costs by introducing extrusion
WRAP-UP
(ingredients pushed through tubes) as a manufacturing
CONTINUED
technique and crimped plastic packaging, instead of the
old method used by competitors of using molds and
foil packaging. This cut costs while increasing value, as
customers loved the mix of ingredients.

NOTES

• They cut advertising costs by advertising on Saturday
mornings (cartoons), while competitors were
advertising in prime time. The company also introduced
impulse sales, positioning their products at checkouts,
thus increasing the convenience for customers.
Competitors were placing their products on the
food aisles.
FOR EXAMPLE

The story of Mike Yurosek and baby carrots:
• Mike was a carrot farmer in Bakersfield, California. Mike
grew carrots and sold them to the local supermarkets.
As one can imagine, not every carrot grown is perfect
– many are not that flawless “Bugs Bunny” carrot
consumers want. The supermarkets only wanted his
nice-looking carrots, so he had a lot of waste. This
resulted in numerous carrots he couldn’t sell because
they didn’t pass the “eye” test.
• One day Mike had an idea: What if he created a process
to take the “ugly” carrots and have them cut into many
smaller nice-looking carrots? When Mike took these
baby carrots to the supermarkets, they loved them and
so did consumers. Mike’s innovation reduced waste –
lowering his costs – while increasing the world’s value
of carrots. Not only could he sell more carrots, but he
could sell these high-demand baby carrots at a higher
price, increasing his profit margin. The supermarket
owners loved the increased sales, and the world loved
the increased value they received by snacking on baby
carrots and putting them in their lunch boxes. Now
that’s a win-win!

FOUR CORE PILLARS: Foundational Values • Soft Skills • Currency & Auctions • Transformational Mindset
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ACTIVITY

5

SPEAK-OUT
CARDS
Speak-Out Cards afford students the opportunity
to practice standing in front of others and speaking
extemporaneously, which builds confidence and
competence by articulating concepts and their ideas.

39

Speak-Out Cards

TEACHER OVERVIEW
Speak-Out Cards afford students the opportunity to practice standing in front of
others and speaking extemporaneously. There is little risk but high return for the
students during this activity. Speak-Out Cards contain easy, medium, and hard
questions or statement starters that can be randomized. It is truly up to you how you
use them in your class. This lesson will provide you with some ideas.
Key Concepts

Foundational Values

Pitching

Responsibility

Public Speaking

Be Principled
Passion
Sound Judgment

ACTIVITY SNAPSHOT
1. Begin by explaining to students that the YE program involves “pitching”
business ideas/models. A “pitch” is a short persuasive explanation of
a business idea/model. In order to prepare them for their pitch, we
are going to practice speaking in front of people in a variety of ways
throughout the year. One of those ways is using Speak-Out Cards.
2. Students will select or be given a card with a prompt; the student will
then “speak out” based on what the card says.
3. There are different levels of difficulty, as well as the amount of time the
student is expected to speak can be increased as they become more
confident in their speaking abilities.
In the following pages, learn more about key concepts to emphasize the
most during this activity.
To learn more about this activity, check it out on YEAcademy.org.
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Speak-Out Cards
NOTES

PITCHING/
PUBLIC
SPEAKING

The ability to speak confidently and concisely to
your audience.
For many students, the act of speaking in front of
others is a cause for great anxiety. Speak-Out Cards and
frequent opportunities to pitch will help students improve
their comfort level, speaking ability, knowledge and
memorization of concepts, and overall confidence.
It is important we not only give students opportunities to
speak while using Speak-Out Cards, but throughout many
YE activities, whether it is through opportunities to pairshare or opportunities to pitch ideas.
Elevator Pitch – a quick description of your product,
service, company, idea or concept that explains it in a way
that is easy to understand and engages the listener(s).

PRO TIP
zz Frequent practice presenting elevator-style pitches helps
students summarize their ideas and present them in a concise
way that engages others, encouraging them to want to know
more or to engage further.
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Speak-Out Cards
PITCHING/
PUBLIC
SPEAKING
CONT.

Storytelling is a very effective way to strengthen a pitch.
Storytelling engages the audience and calms your nerves.
One way to practice storytelling is to complete the
exercise below.

NOTES

Who is your audience?

What is your attention grabber?

What is your relevant story example?

ALTERNATE ACTIVITIES
• Pitch-It
• BMC Partner Pitch
• Disruptus
• Market Day

FOUR CORE PILLARS: Foundational Values • Soft Skills • Currency & Auctions • Transformational Mindset
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NOTES

ACTIVITY

6

DISRUPTUS
Disruptus is an activity that leverages the design-thinking
process to demonstrate the importance of being opportunity
obsessed, customer focused, and aligning innovation
strategies with valuation creation for the customer.
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Disruptus

TEACHER OVERVIEW
Disruptus is a game that demonstrates the importance of being opportunity
obsessed, innovating and properly aligned Value Creation. In an ideal market,
customers can choose not to do business with your company for any reason. That
said, this activity puts the students in the position of knowing who their market is
and properly aligning their innovation strategies with their market in order to create
value for the customer, therefore creating value for themselves.
Key Concepts

Foundational Values

Design-Thinking

Opportunity

Innovation

Sound Judgment

Creative Destruction

Win-Win Focus

Intellectual Property
Value Creation
Subjective Value
ACTIVITY SNAPSHOT
1. Split your students into teams and announce that each group is now
a Research & Development firm whose job is to bring innovative new
products to market.
2. Explain that you will roll the Disruptus dice and read the innovation
description associated with that type of innovation. You will then
draw either one or two Disruptus cards depending on the type of
innovation rolled.
3. Teams will have five minutes to develop/innovate their product and
one minute to pitch it.
4. At the end of each round, use YE bonds/YE dollars to signal the groups
that you think deserve a share of the market.
In the following pages, learn more about key concepts to emphasize the
most during this activity.
To learn more about this activity, check it out on YEAcademy.org.
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Disruptus
NOTES

DESIGNTHINKING

An iterative, user-centered design process in which
we seek to understand the user, challenge assumptions,
and define problems to identify alternative strategies
or creative solutions.
Design-Thinking (DT) Process*
zz Empathize with your users.
zz Define your users’ needs, their problems,
and your insights.
zz Ideate by challenging assumptions and
creating ideas for innovative solutions.
zz Prototype to start creating solutions.
zz Test solutions, collect feedback; will the market pay?

For example, the following companies utilized the designthinking process to innovate:
zz Uber used DT to design Uber Eats.
zz IDEO used DT to bring a healthy sanitation system to
the country of Cambodia.
zz NIKE leveraged the DT process in the design of their Air
Force One shoes and all their other lines.

Design-thinking is entrepreneurial thinking. DT also
directly correlates to Foundational Values. All great
innovators in literature, art, music, science, engineering,
business and all fields practice design-thinking.
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Disruptus

INNOVATION The creation and development of a change made to an
existing product, process, idea or field.

NOTES

A great example comes from Coca-Cola. The brand’s line
extensions, such as Cherry Coke, Coke with Lime and
more recently Coca-Cola Life, have enabled a 130-year-old
brand to stay relevant.
Innovation solves problems today in a way that positions
us to resolve the unforeseen problems of tomorrow.

CREATIVE
DESTRUCTION

The process of new products, methods, ideas, services
and technology constantly driving out the old.
Recent examples are Amazon disrupting the way
traditional retailers do business, Netflix disrupting the
TV and movie rental industry, and a computer company
like Apple disrupting the physical products like discs and
records of the music industry.
• For individuals to be productive and have a future, they
must be lifelong learners, retraining and reinventing
themselves and their skills.
• Innovative, creative people are constantly looking
to find new ways to make people’s lives better. In an
economy where people benefit as they benefit others,
there is a powerful incentive for entrepreneurs to find
new products and new processes.
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Disruptus

INTELLECTUAL
PROPERTY

Refers to creations of the mind: inventions, literary and
artistic works, and symbols, names, images, and designs.
In the YE program we typically refer to intellectual property
in terms of one’s ability to protect this property via
copyrights, trademarks and patents.

NOTES

Trademark
Any name, symbol, figure, letter, word, or mark used to
identify or promote a product or service.
Copyright
Grants the owners of an artistic work the exclusive right to
print, publish or sell.
Patent
Grants the owners the exclusive right to make, use and sell
an invention/innovation for a specified time.

ALTERNATE ACTIVITIES
• The Extraordinaires – Design-Thinking
• Innovation Game
• Invention Game
• Footwear Design Project
• Business Model Canvas
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NOTES

ACTIVITY

7

PIT
Pit is a fast-paced card game designed to
simulate open outcry bidding for commodities.
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Pit

TEACHER OVERVIEW
Pit is a fast-paced card game designed to simulate open outcry bidding for commodities.
If you are familiar with this classic game, be aware that we don’t necessarily play by
the rules, as written. We use the game as a way for students to learn about trade and
simple negotiations and focus on the economic principle of comparative advantage. This
particular lesson only includes instructions for 3 basic rounds of Pit.
Key Concepts

Foundational Values
Market

Responsibility

Sunk Cost

Be Principled

Scarcity

Subjective Value

Freedom

Freedom to Enter

Self-Interest

Opportunity

Wealth

Sound Judgment

Comparative

Win-Win Focus

Virtuous Cycles
of Mutual Benefit

and Compete
Supply and Demand
Opportunity Cost

Advantage

Trade
ACTIVITY SNAPSHOT
1. Students will be given a set of 8 cards to trade with others in the class
as they choose. The goal is to have 8 like cards.
a. If they get 8 like cards you will pay them the face value of those
cards. i.e., 8 qty. of 5-cards will earn a student $5 YE dollars. This is
how they can “create wealth.”
2. It is important that the students understand that their set of cards is
theirs to do with what they want.
3. Play happens in multiple rounds where you gradually remove trade
restrictions.
4. Over the course of the rounds, students should be able to increase
their wealth as they engage in voluntary exchange.
In the following pages, learn more about key concepts to emphasize the
most during this activity.
To learn more about this activity, check it out on YEAcademy.org.
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Pit
NOTES

VIRTUOUS
CYCLES OF
MUTUAL
BENEFIT

Virtuous cycles of mutual benefit begin when we develop
capabilities enabling us to create value for others. We
apply these capabilities to serve the customers for whom
we can create the most value, and who will reward us
accordingly. We call these cycles virtuous because they
benefit all the parties involved.
Companies are continually innovating for the benefit
of themselves and their customers. This requires
continuous transformation in order to maintain the
status as the preferred partner for all participants of the
business.
As we improve and add to our capabilities, new
opportunities open, which point to the need for
additional capabilities. This leads to never-ending cycles
of improvement and opportunity.
FOR EXAMPLE

If Marriott hotels improve quality, they may enjoy higher
customer ratings on Yelp and other hotel sites, resulting
in more bookings at higher prices. The resulting revenue
allows Marriott to implement improvements supporting
the improved quality.

SCARCITY

The fundamental economic problem of having seemingly
unlimited wants and needs in a world of limited resources.
FOR EXAMPLE

The gasoline shortage of the 1970s. The shortage of time.
Over-fishing can cause scarcity of a specific type of fish.
It is important to understand scarcity in order to efficiently
allocate resources. Resources are limited and cannot meet
our own unlimited demands.
Recently Starbucks introduced
the brightly colored “Unicorn
Frappuccino” to its menu but
announced the item would only
be available for a few days. This
quickly created a scarcity of the
beverages as demand
outweighed supply.
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Pit

FREEDOM TO It is the choice of the consumer whether they would like to
ENTER AND participate in the market.
COMPETE
In this activity, during certain rounds the whole class may
participate. There will be times students choose not to
participate, which is acceptable. There are also rounds of
the game where students can buy additional sets of cards.
Students may choose to participate if they want to.

NOTES

Students must understand they have the choice to enter
the market.
Shark Tank:
The “Sharks” and sellers have the option of whether they
want to participate. Each individual Shark has the option
to make an offer to the seller. They can choose to join
forces with one or more Sharks, or they can opt out of
making an offer completely. The sellers also have options.
If presented with an offer, they can accept, present a
counteroffer or choose to decline.

ENTRY

FREEDOM

EXIT

SUPPLY AND Supply is the amount of goods or services the market can
offer. Demand is the amount of goods or services desired
DEMAND
by buyers.
Supply and demand are key economic drivers. They each
influence the other and are important in determining the
prices of goods and services.
In Pit, frequently the demand for higher numbered cards
is significant while the supply is constant or limited,
depending on the number of cards being traded in the
market.
FOR EXAMPLE

There is a drought in Florida and the crop of oranges has
fallen dramatically. With fewer oranges available, the
prices rise sharply. Or, a new restaurant opens with only 15
tables. The local paper gives the restaurant a great review.
Demand for reservations goes up while the number of
tables does not increase.
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Pit
NOTES

OPPORTUNITY
COSTS

An opportunity cost of a choice is the value of the highestalternative foregone. Opportunity cost is the value of
the best alternative, not the entire set of alternatives.
Economists often say it is the true cost of an action
because most of the time “cost” means money, yet most
people will acknowledge costs are more than money.
Opportunity cost is the way to see total costs of any
given action.
FOR EXAMPLE

A student has a test tomorrow but has been invited
to attend the movies by a friend the evening before. If
the student decides to go to the movie, he cannot use
that time to study for the test, nor spend the money on
something else.
Situation: Marcus owns an online apparel business and
needs to get a package to a customer in the next 24 hours.

$20
(mileage)

1 hour Marcus’ time,
which he could use to
work on other tasks and
what else the $20 could
be spent on.

Pay a delivery
company

$70

10 minutes of Marcus’
time to arrange things
and get paperwork done
and what else the $70
could be spent on.

Hire a courier

$60

5 minutes of Marcus’
time to call a courier and
what else the $60 could
be spent on.

Drive it there
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Pit

OPPORTUNITY
COSTS
CONT.

If Marcus were just thinking about financial costs, it
would seem obvious to drive the package there himself.
Depending on more specific details of the “something
else” Marcus could be working on, the opportunity cost of
driving it there might be very high or low.

NOTES

Opportunity cost plays a role in all decisions, whether
one realizes it or not. Once there is an understanding of
the meaning of opportunity cost, it may influence future
decisions.

ALTERNATE ACTIVITIES
• Trading Game
• Boneyard
• Paper Airplane Factory
• Invention Game – Supplemental
• Bridge Building
• Market Day
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NOTES

ACTIVITY

8

PAPER AIRPLANE
FACTORY
This activity engages students in the process of rapid
prototyping and the concept of comparative advantage,
while facing challenges like scarcity and risk.
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Paper Airplane Factory

TEACHER OVERVIEW
Paper Airplane Factory is designed to engage students in the process of rapid
prototyping in small groups while dealing with the challenges of scarcity, risk and a
high potential for failure. Students are given the seemingly simple task of flying paper
airplanes from one line to another with the potential for a 100% profit if they are
successful. As the game progresses, however, the rates of success and failure will drive
them to change their strategy by creating new opportunities to profit by innovating their
approach and redefining, for themselves, what success looks like. Their goal is to make
profit by creating a quality paper aircraft that is able to fly the distance. Along with the
plane’s capability, teams are challenged to streamline their productivity, manage their
costs, maintain quality, and seek profitability.
Key Concepts

Foundational Values

Comparative Advantage

Feedback

Opportunity

Sunk Cost

Humility

Sound Judgment

Rapid Prototyping

Trade-offs

Win-Win Focus

Innovation

Scarcity

Risk
Competition
ACTIVITY SNAPSHOT
1. Tell students that today they will be forming companies that are
designing, testing, flying, and if successful, selling paper airplanes.
2. Tell students that you, the teacher, are the customer and that you will
buy any airplane that can be successfully flown from the launch area
(show students the launch area) across the finish line (show students
the finish line).
3. Tell students you will pay them $10 YE dollars for any plane that is
successful but (pause for dramatic effect) each test flight will cost
them $5 YE dollars.
4. Through a series of strategy sessions and flying rounds, allow students
the opportunity to build their wealth by engaging in rapid prototyping.
In the following pages, learn more about key concepts to emphasize the
most during this activity.
To learn more about this activity, check it out on YEAcademy.org.
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Paper Airplane Factory
NOTES

The ability of an individual or group to carry out a
COMPARAparticular activity more efficiently than another activity.
TIVE
ADVANTAGE
FOR EXAMPLE

Due to climate, Hawaii has a comparative advantage for
producing pineapples and Kona coffee, while France has a
comparative advantage for producing wine and cheese.

SUNK COST

Sunk costs are money and time already spent that cannot
be recovered.
Since we cannot recover sunk costs, they are not relevant
to decisions going forward.
FOR EXAMPLE

• Once rent is paid, the business has incurred the cost
and it can’t be recovered.
• You wait an hour in line at the movie theater to see the
premiere of a new movie, when a friend calls and asks
you to hang out. What do you do? The hour you waited
in line is a sunk cost.

RAPID
PROTOTYPING

The speedy creation of a full-scale model ready to test.
Sometimes we refer to rapid prototyping as “failing fast,
failing cheap,” or embracing a lot of little experiments
with the idea some will work and grow, while others will
fail and die.
Ford Motor Company saves millions of dollars through
3D printing by making a selection of 3D prototypes out of
plastic or metal. Ford can decide quickly whether a specific
part is worth their trouble.

ALTERNATE ACTIVITY
• Market Day
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Paper Airplane

58

NOTES

ACTIVITY

9

HERSHEY’S
MARKET
RESEARCH
This two-part activity is designed to familiarize
your students with basic market research.
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Hershey’s Market Research

TEACHER OVERVIEW
This two-part activity is designed to familiarize your students with basic market
research. The purpose of the activity is to give students an opportunity to, in Part 1,
design a simple market research survey. In Part 2, your students will implement the
results of the market research survey.
Key Concepts

Foundational Values

Market Research

Be Principled

Target Marketing

Knowledge

Market Signals

Sound Judgment

ACTIVITY SNAPSHOT
1. Tell your students the following: Hershey’s has hired your teams to
conduct market research to identify the tastes of young consumers of
chocolate ages 12-18 years old.
2. Each team must complete the following:
a. Design and implement a market research survey.
b. Based on the results of the market research, create a new product,
including its marketing strategy and overall packaging.
c. Create a 30-second commercial advertising the product.
In the following pages, learn more about key concepts to emphasize the
most during this activity.
To learn more about this activity, check it out on YEAcademy.org.
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Hershey’s Market Research

MARKET
RESEARCH

The action or activity of gathering information about
consumers’ needs and preferences. Methods include
conducting surveys, focus groups, personal interviews,
observation and field trials.

NOTES

FOR EXAMPLE

If I am thinking about opening up a flower shop, I would
want to find out how interested customers might be in
this service, including who my primary customer would
be, what price range they can afford, products they would
like me to offer, how they would like to pay, whether they
would prefer to come to a storefront or have the product
delivered, and other things.
In Hershey’s Market Research, students are asked to create
a survey to determine what taste preferences their target
market of youth ages 12-18 have for chocolate candy bars.
Without conducting proper, thorough market research, we
may start a business or create a product/service very few
customers are interested in or miss out on opportunities
to provide better products or services to our existing
customers.

TARGET
MARKETING

Target Marketing involves breaking a market into segments
and then concentrating your marketing efforts on one or
fewer key segments consisting of the customers whose
needs and desires most closely match your product or
service offerings.
As a result of my market research, I discover the market
segment most interested in my food truck is people
between the ages of 18 and 35, who live near the center of
town, love the outdoors, prefer spicy food and like to see
the menu online and eat between 6 p.m. and 9 p.m. This
allows me to park my food truck in the center of town and
advertise effectively without wasting advertising dollars.
In Hershey’s Market Research, the company is looking for a
new product to attract youth, ages 12-18. The new
candy bar students create should be a product someone
in the target market (youth ages 12-18) would be
interested in buying.
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Hershey’s Market Research
NOTES

MARKET
RESEARCH
CONT.

Social media platforms, such as Facebook, LinkedIn,
Twitter and Instagram, have sophisticated options
to allow businesses to target users based on market
segments. A bed-and-breakfast business, for example,
could target married Facebook followers with an ad for a
romantic weekend getaway package.

MARKET
SIGNALS

Unintentional or passive passage of information or
indication between participants of a market.
After opening the doors on a flower shop, the owner
notices she gets a lot of requests for red roses, but very
few for white roses. This information, or market signal,
tells her that her target market is not as interested
in white roses, so she does not need to keep a large
inventory of them on hand.
The entire Hershey’s Market Research activity is spurred
by a market signal: Hershey’s noticed the youth market
prefers other candy bars besides the Hershey’s Milk
Chocolate Bar. Noticing this market signal prompted
them to begin the innovation process to create a candy
bar this market would be interested in.
Observing market signals provides valuable information
to a business about the marketplace without having to go
through any formal market research steps. The feedback
we get from examining the behavior of consumers (and
competitors) provides the information needed to make
decisions using sound judgment.
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Hershey’s Market Research
NOTES

MARKET
SIGNALS
CONT.

FOR EXAMPLE

Kevin and Mike put a full year of work into a new
location-based, check-in app called Burbin. After
releasing the app, the team observed the market and
recognized the market was signaling their app “was
cluttered and contained way too many features,” Kevin
said. Facing the reality of the market signals, Kevin and
Mike removed almost all of their features, leaving only
photos, commenting and liking. Do you know what
business this was? You guessed it: Instagram! In 2012,
Kevin and Mike sold Instagram to Facebook for almost
$750 million in cash and stock.

ALTERNATE ACTIVITIES
• Garbology
• Jones Soda Research & Development
• Vacant Lot Project
• Disruptus
• Business Model Canvas
• ZIP Code Lookup
• Market Day
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ACTIVITY

10

DIRT & WORMS
The Dirt & Worms activity allows students
to continue to practice calculating
cost of goods sold (COGS).
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Dirt & Worms

TEACHER OVERVIEW
The Dirt & Worms activity allows your students to continue to practice calculating
COGS. This activity will set the foundation needed for your students to develop an
understanding of pricing and as well as funding.
Key Concepts

Foundational Values

Cost of Goods

Sound Judgment

Sold (COGS)
Pricing and Profit
Costs
Unit of Sale
ACTIVITY SNAPSHOT
1. Tell students we will be selling Dirt & Worms for Market Day.
a. It is a delicious mix of chocolate pudding and crumbled Oreos (that is
the dirt) with little gummy worm surprises!
2. Guide students through determining what a unit of sale includes and
calculating the COGS for the unit of sale.
3. Students will also calculate the Pricing & Profit equation to determine
their gross profit for a chosen selling price.
4. Once the math is done, students build their Dirt & Worms and enjoy!
In the following pages, learn more about key concepts to emphasize the
most during this activity.
To learn more about this activity, check it out on YEAcademy.org.
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Dirt & Worms
NOTES

COST OF
GOODS
SOLD

The cost of acquiring or producing one unit of sale,
including materials, supplies and direct labor. The
equation used to calculate unit cost is:
(Total Cost / Total Quantity) x Quantity per Unit = COGS
Item

Cost

Total
Quantity

Quantity
per unit

COGS

Oreos

$2.99

36

3

$0.25

($2.99 / 36) x 3 = $0.25
Seeking and using knowledge is key to the success of
a business. Having knowledge of Cost of Goods Sold is
important when pricing goods and services to ensure
there is an adequate profit margin. Not understanding
or controlling what it costs to produce their product or
service is a common reason some businesses fail.

PRICING
AND
PROFIT

Defining one unit of sale and calculating the gross profit
per unit for one unit.
Selling price per unit – COGS = Gross profit per unit
Examples: In the “Dirt & Worms Activity,” if I decide to sell
my Dirt & Worms for $3.00 after calculating its COGS to be
$0.92, then:
Selling price per unit (A)

$3.00

Cost of Goods Sold (COGS) per unit (B)

$0.92

Gross profit per unit = (A - B)

$2.08

© 2019 Youth Entrepreneurs.

REAL-WORLD EXAMPLES

FOUR CORE PILLARS: Foundational Values • Soft Skills • Currency & Auctions • Transformational Mindset

67

Dirt & Worms

PRICING
AND
PROFIT
CONT.

For each unit I sell at $3.00, I will keep $2.08 as gross profit.

NOTES

Calculating pricing and profit accurately shows us if we can
produce and sell the good or service at a decent enough
profit margin. If we need to increase profit margin, we can
eliminate waste to lower costs, raise price or increase.

ALTERNATE ACTIVITIES
• LEGO Cost of Goods Sold Activity
• Hot Fudge Sundae
• BMC Market Day
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ACTIVITY

11

BACK OF THE
NAPKIN
Based on their knowledge of costs and prices, students learn
to use quick math to assess an opportunity and decide if it is
“worth it” to pursue during Back of the Napkin. This is an
activity students can apply in many different scenarios during
the class, and is designed to be a lasting tool for students in
numerous life ventures, present and future.
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Back of the Napkin

TEACHER OVERVIEW
During Back of the Napkin, students learn to use quick math, based on their
knowledge of costs and prices, to assess an opportunity and decide if it is “worth it”
to pursue. There are legends of businesses and big ideas that got their start on the
back of a napkin. Bad ideas and unfruitful ventures have also been avoided thanks to
the back of a simple napkin. When an entrepreneur wants to capture an idea in the
moment, they can grab the nearest piece of paper and begin to sketch it out.
Key Concepts

Foundational Values

Pricing and Profit

Opportunity

Goal Setting

Sound Judgment

Break-Even

Win-Win Focus

ACTIVITY SNAPSHOT
1. For any opportunity they encounter, students should stop and consider
if they are making a sound judgment by calculating whether the
opportunity is worth the effort in terms of their scarce resources.
2. Tell students that their YE class offers a rare opportunity for them to
make real profit that they get to keep for themselves. As such, they
should think about how much profit they want to make. Once they
have a number in mind, they then ask themselves what service or
goods they want to sell as they attempt to reach that profit goal. As
a final check, they consider the cost in terms of time and effort, and
challenge whether this opportunity is “worth it”; that is, whether they
can realistically achieve their profit goals.
In the following pages, learn more about key concepts to emphasize the
most during this activity.
To learn more about this activity, check it out on YEAcademy.org.
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Back of the Napkin
NOTES

PRICING
AND PROFIT

Pricing and Profit involves defining one unit of sale,
determining the cost per unit, and pricing the unit to
determine the gross profit of one unit of sale.
Pricing and Profit calculation:
Selling price per unit – Cost of goods sold (COGS) = Gross
profit per unit
If students were in the “Dirt & Worms” business, they
might define one unit of sale as “one 10 oz cup of
Dirt & Worms.”
In the “Dirt & Worms Activity,” if I decide to sell my Dirt &
worms for $3.00 after calculating its COGS to be $0.92,
the calculation would be as follows:
Selling price per unit (A)

$3.00

Cost of Goods Sold (COGS) per unit (B)

$0.92

Gross profit per unit = (A - B)

$2.08

For each unit I sell at $3.00, I will keep $2.08 as
gross profit.
Gross profit is the difference between the money you
take in from selling goods or services and how much
those cost you.
Net profit is the gross profit minus operating costs
such as utilities, salaries, advertising, insurance, loan
repayment + interest, rent and depreciation.
The process of Pricing and Profit determines our gross
profit per unit, which is profit retained after deducting
expenses associated with making and selling the product.
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Back of the Napkin
NOTES

PRICING
AND PROFIT
CONT.

It is important to remember the ultimate goal of business
is to create value for both the buyer and the seller; a “winwin.” Being customer-focused means we must always
think about the value we are creating for the customer.
If gross profit is negative or our profit margin is too low,
we can respond by finding ways to cuts costs or adjusting
price, but price directly impacts the value created for the
buyer. By finding ways to create value for the customer
and becoming the preferred partner, we increase our
ability to raise the price with minimal or even positive
impact on the customer.
FOR EXAMPLE

If I sell bracelets at a price of $10 and they cost $8 to
make, I have a low $2 profit margin. To increase gross
profit, I can lower my costs or raise the price. By raising
the price, I may exceed the value some of my customers
place on the bracelets, reducing sales. However, if I find
ways to increase the customers’ value of the bracelets by
personalizing them, providing shipping, etc., I can raise
the price, increasing the gross profit without negatively
affecting my customers.

GOAL
SETTING

This involves the development of an action plan designed
to motivate and guide a person or group toward a goal.
S.M.A.R.T. Goals: This type of goal is written so it is
Specific, Measurable, Attainable, Relevant and Timely.
•

Brilliant Bracelets will reach $200 in revenue and
$100 in gross profit on Market Day by selling 20
bracelets at $10 each.

•

I will produce and sell 50 cheeseburgers per hour at
$4.00 each on Market Day.

•

Joe’s Pizza will have a 75% monthly customer return
rate as measured by our Joe’s Loyal Customer
Rewards card.

Setting goals puts us in a position to identify what we
want to accomplish and how to get there. It requires we
then take action to achieve that goal.
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Back of the Napkin
NOTES

BREAK-EVEN The point at which revenues equal expenses. In this
activity, break-even is used to discover how many units
we have to sell to reach the profit goal.
Selling price – Cost of Goods Sold = Gross Profit per Unit
Therefore,
Break-even point = Fixed cost / Gross Profit per Unit
FOR EXAMPLE

Let’s imagine I own a pizza shop. My total fixed costs to
operate my pizza shop are $2,000 per month. If I sell each
slice of pizza for $3.00 and my COGS per slice is $0.79,
then my gross profit is $2.21 per slice ($3.00 – 0.79).
The number of slices I would have to sell to break-even
would be:
Break-even point = $2,000 / $2.21 = 904 slices
			
Considering that means I must sell an average of roughly
30 slices per day (for a 31-day month), I may want to
adjust my selling price or lower my COGS if that seems
unrealistic. I might also brainstorm other ways to increase
sales, such as promotions. To be clear, if I sell exactly 904
slices, I have not yet made a profit for the month; I have
simply earned enough revenue to cover my expenses.
In Back of the Napkin, we calculate the break-even point
for how many units we must sell to reach our profit
goal. The profit goal becomes our “fixed cost” for this
equation. If our profit goal is to make $200.00 from
selling the “Dirt & Worms” cups, then:
Break-even point = $200.00 / $2.08 = 97 units
We must sell 97 units to reach our profit goal of $200.00.
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Back of the Napkin
NOTES

BREAK-EVEN Understanding the break-even point influences our
Pricing and Profit decisions. If you decrease your costs
CONT.
to produce your product or increase your selling price,
the break-even point decreases as well. Once you have
reached the break-even point in sales, you know each
additional sale is profit in your pocket. This also helps
with determining feasibility. If you only have a limited
time to manufacture a product, the number to break-even
might be unrealistic. For example, for Market Day, if my
calculations result in having to produce 100 units in
one hour of time to break-even, that may be an
unreasonable goal.

ALTERNATE ACTIVITIES
• Business Model Canvas
• Market Day
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NOTES

ACTIVITY

12

BMC
MARKET DAY
As students create their own business ideas, the
Business Model Canvas (BMC)is a powerful tool
to jump-start the entrepreneurial process.
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BMC Market Day

TEACHER OVERVIEW
Market Day allows students to deepen their entrepreneurial way of thinking by giving
them the opportunity to own and operate a startup for a designated period of time.
To help students prepare for this opportunity, teachers guide students through
the Business Model Canvas (BMC) as a way to help students assess an opportunity
quickly, understand the marginal value they can create by pursuing it, and act on their
comparative advantage. The BMC allows students to easily visualize the core of any
opportunity and see relationships between the basic segments of engaging in trade.
The BMC is an iterative graphic organizer that allows the user to constantly make
changes to their evolving opportunity as their vision of success responds to feedback
from experimental action in the market.
Key Concepts

Foundational Values

Principled

Responsibility

Entrepreneurship

Be Principled

Business Model Canvas

Knowledge

Compliance

Freedom

Revenue Streams

Passion

Ownership

Opportunity

Opportunity

Sound Judgment

Recognition

Win-Win Focus

Ownership of
Future Profits
Ideation
ACTIVITY SNAPSHOT
1. Market Day is an opportunity for students to ideate and create value for
themselves and others by selling a product or service to a predetermined market.
2. Using the BMC, you will guide them through planning various aspects of their
business model, including operations, customer focus, and financials.
3. Your role in this experience is to guide students through the ideation process,
including self-reflection throughout, resulting in them testing their business
model and learning from both their successes and failures.
In the following pages, learn more about key concepts to emphasize the most
during this activity.
To learn more about this activity, check it out on YEAcademy.org.
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BMC Market Day
NOTES

PRINCIPLED
ENTREPRENEURSHIP

Maximizing the long-term profitability of the business by
creating superior value for customers while consuming
fewer resources and always acting lawfully and with
integrity.
During World War II, the U.S. government put a call out
to American companies that they needed quick energy
food products for soldiers in battle. Many companies
such as Hershey’s just tried to sell them their existing
products – Hershey tried to sell them Hershey bars,
but they melted in the humidity and heat. The Mars
company heard the call and, because the company saw
themselves as Principled Entrepreneurs, they worked to
solve the problem, leading to the R&D of M&M’s, which
the government bought up (win for both), which created
a lot of goodwill as well as a market for M&M’s even after
the war, as it became the snack of heroes. But Mars didn’t
stop there – they also knew rice was a great source of
quick energy, so they developed Uncle Ben’s Minute Rice.
Rice that could be heated quickly in the field and ready
for consumption. This created a whole new market for
Mars diversifying their offering and bringing them a new
revenue stream.

As students develop their prospective business idea, they
are acting as Principled Entrepreneurs because they are
looking to solve a need in the market for their customers
by providing a product or service. A good Principled
Entrepreneur does not provide a product or service just
because they think the customer would like it – they
actively seek information (Market Research) to help them
discover ways they can create value for their customers.
When students identify a potential business idea that
solves a need of the market, the students win (by earning
profit) and the customer wins (by receiving a solution to
their need).
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NOTES

PRINCIPLED
ENTREPRENEURSHIP
CONT.

Principled Entrepreneurship is all about practicing the
philosophy of mutual benefit – when we focus on helping
people improve their lives by providing superior products/
services and doing so responsibly while consuming
fewer resources, we are creating a “win-win” situation
for ourselves, our customers, the community, and the
environment. Businesses who operate with a Principled
Entrepreneurship mindset are creating long-term value.

BUSINESS
MODEL
CANVAS
CONCEPTS

The Business Model Canvas is a strategic management
and entrepreneurial tool. It allows you to describe, design,
challenge, invent, and pivot your business model as you
take action on your plan.
The canvas has nine sections: Value Proposition,
Customer Segment, Customer Relationships, Channels,
Revenue Streams, Key Partners, Key Activities, Key
Resources and Cost Structure.

Operations

Key
Partners

Key
Activities

Customer Focus

Value
Proposition

Key
Resources

Cost Structure

Customer
Relationship

Customer
Segments

Channels

Revenue Streams

Financials
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BMC Cheat Sheet below is available on YEAcademy.org.

THE BUSINESS MODEL CANVAS
Key
Partners

Key
Activities

Value
Proposition

Customer
Relationship

Customer
Segments

Supplies
Form of Ownership
Mentors
Board of Directors
Independent Contractors
Outsourcing
Franchiser
Equity Partner
Manufacturers
Wholesalers
Bankers
Real Estate Agents
Accountants
Insurance Agents
Attorneys
Other Service Providers

To Do List
SWOT Analysis
SMART Goals
Education/Training
Transition/Exit Strategy
Executive Summary

Product/Service
Business Description
Pains Relieved
Gains Created
Problem Solved
Consumer Need Fulfilled
Comparative Advantage
Value Created
Core Values
Proprietary/Intellectual
Property

Marketing Strategy
Marketing Plan
Marketing Mix
Branding
Pricing Strategy
Marketing Budget
Pre-Opening Marketing

Primary Target Market
Secondary Target Market
Market Research
Demographics
Psychographics
Geographics

Key
Resources

Channels
Distribution Strategy

Human Resources
Employees
Owner and Employee
Roles & Responsibilities
Items under Key Partners
Items under Key Activities

Cost Structure

Revenue Streams

Cost of Goods Sold (COGS for each Revenue Stream)
Operating Costs (Fixed and Variable)
Start-Up Costs

Economics of One Unit (EOU)
Income Statements (Current and/or Projected)
Financial Ratios (ROI, ROS, Payback, Break-even)

The Business Model Canvas allows you to quickly outline your business ideas to determine whether it is a business
idea worth pursuing. It can help you understand areas of weakness within your model as well.
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COMPLIANCE To conform to laws, regulations, standards and other
requirements.

NOTES

Imagine you want to open a restaurant. You must make
sure you have the various licenses required to sell food and
alcohol. You must also ensure all your taxes are being filed
and your employees are being hired in the proper manner.
All of your paperwork must reflect you are up-to-date with
any legal regulations or your restaurant could be heavily
fined or even shut down.
For Market Day, you will want to ensure you and your
students are planning logistics that comply with the
regulations enforced upon your school district, state etc.
Some items you may want to consider include:
•

What items can or can’t be sold?

•

Does your area require sales tax to be charged?

•

Does your area require students to have a foodhandler’s license or card to sell food?

By following any requirements or standards that might
be present, you ensure a higher standard of excellence
in the experience you are shaping for your students and
customers.
An individual or organization ignoring laws, regulations,
standards, and/or other requirements could jeopardize the
safety and health of their customer. In order to create longterm value for our customer, we need to ensure we remain
compliant.

REVENUE
STREAMS

The various sources of money earned by a business.
Types of Revenue Streams:
• Transaction revenues: one-time customer payments
• Recurring revenues: ongoing payments to either
deliver Value Proposition or provide post-purchase
support
The largest revenue stream of a pizza shop would be food
and beverage sales. Other revenue streams might include
side items such as salad bar, appetizers, merchandise
sales (t-shirts etc) or advertising sales (allowing other
businesses to post on your website or at your restaurant
for a fee).
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NOTES

REVENUE
STREAMS
CONT.

Imagine a Market Day business is selling nachos, soda,
cupcakes and bracelets. Each of these could be a separate
revenue stream or the owner could bundle some
items together into one revenue stream, like food and
beverage. If the business decided to deliver their
product for a fee, delivery fees could be an additional
revenue stream.
Uber discovered by adding their Uber Eats revenue
stream they could increase revenues, without
incrementally increasing costs (while eliminating waste).
Understanding how your business will make money is a
critical part of the development of any business model. It
is also important to know which of your revenue streams
is making you the most money and/or the highest
profit margin so you can use sound judgment in making
business decisions. You may also recognize one or more
of your revenue streams don’t have a good enough
margin relative to the time and effort you are
investing in it.

OWNERSHIP

Ownership is the exclusive rights and control over
property, which can be an object, land/real estate or
intellectual property.
In the free-market system we have private rights,
including the right to own a business.
With ownership and private property rights comes
decision rights. The right to hold, alter, transfer, trade
or sell property we own. This also gives us the right
to engage in voluntary exchange, creating value for
ourselves and others by trading for things we value more.

The process found in the way that individuals and
OPPORbusinesses with an entrepreneurial mindset approach
TUNITY
RECOGNITION new business ventures or ideas. The constant
brainstorming where new individuals look for “new and
improved ways” of addressing problems. Recognizing that
you have an idea or a capability that could be beneficial to
a specific audience.
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OPPORTUNITY
RECOGNITION
CONT.

What triggered the idea for Uber? Rumor has it that the
concept for Uber was born one winter night during a
conference when the founders were unable to get a cab.
Initially, the idea was for a timeshare limo service that
could be ordered via an app.

NOTES

For Market Day, the process of students deciding what
need or want is present in their market is opportunity
recognition. Some students will provide a food item
during a lunch time Market Day because they recognize
they can offer a food item that isn’t available or one that
is preferable over cafeteria’s offerings. Others recognize
opportunities to provide a product or service like
Playstation time, apparel items, or crafts.
Uber discovered by adding their Uber Eats revenue stream
they could increase revenues, without incrementally
increasing costs (while eliminating waste).
Understanding how your business will make money is a
critical part of the development of any business model. It
is also important to know which of your revenue streams
is making you the most money and/or the highest
profit margin so you can use sound judgment in making
business decisions. You may also recognize one or more
of your revenue streams don’t have a good enough margin
relative to the time and effort you are investing in it.
Opportunity is one of YE’s Foundational Values – “You
make your own opportunities.” The entrepreneurial
mindset asks individuals to be constantly seeking ways
to provide value for others. When a problem/want/
need is discovered in a market, opportunity recognition
asks you to provide a solution that could solve that pain.
Opportunity recognition is a proactive behavior.

OWNERSHIP
OF FUTURE
PROFITS

One of the most powerful impacts of entrepreneurship
and ownership is the value of owning profits, as well as
future profits. This concept is explained below as we look
at Pricing & Profit calculations. Owning the profit line (as
opposed to just our labor) is one important contributor to
breaking cycles of poverty, reforming communities from
within.
What do employees earn? Employees earn income by
trading their time, which is limited, for a paycheck. They
only get the benefit of exchanging their labor for the
paycheck (including any benefits).
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OWNERSHIP
OF FUTURE
PROFITS
CONT.

Revenue

$

- Labor

$

- Materials

$

Cost of Goods Sold

$

Gross Profit

$

An employee
earns income from
the labor of the
business’s pricing and
profit. This can be in
the form of a salary
or hourly wage.

NOTES

What do owners earn? Owner’s leverage their capital ($)
to own the gross profit of the labor of their employees,
which they can own an unlimited amount of and borrow
against. The owner is earning the profit of others’ labor
in the form of passive income. Successful entrepreneurs,
like John Paul DeJoria (Paul Mitchell and Patron) and
Damon John (FUBU and The Shark Group), own their
pricing and profit. As owners they take the risks but earn
the profit of others’ labor.
Revenue

$

Revenue

$

Revenue

$

- Labor

$

- Labor

$

- Labor

$

- Materials

$

- Materials

$

- Materials

$

Cost of
Goods Sold
Gross Profit

$
$

Cost of
Goods Sold
Gross Profit

$
$

Cost of
Goods Sold
Gross Profit

$
$

Passive Income
What happens if employees stop working?
• Their earned income goes to $0. Hope they have
saved and invested!
What happens when owners stop working?
• The owner still receives “passive income” from
their ownership.
• The owner maintains decision rights, including the
right to sell their ownership if they’ve created value.
The owner may be able to sell the business for a
multiple of earnings.
• The owner maintains decision rights, including the
right to transfer ownership to family members as
many generational family businesses do.
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NOTES

OWNERSHIP
OF FUTURE
PROFITS
CONT.

You have the right to:
• Save money and let your capital grow over time.
Savings + Time = Time Value of Money
• Create wealth through ownership or owning your own
business.
• Create wealth in someone else’s business and
purchase over time. As stockholder – investor.
We are preparing ourselves and our students for our
future – thinking like owners.
We are preparing to make OURSELVES better off, to
better OUR families and OUR community. IMPACT!

IDEATION

The process of generating ideas and solutions in the mind
using tools such as brainstorming, sketching and other
relevant ideation activities.
Using visual-thinking tools such as the Venn diagram
shown below can assist in the ideation thought process.
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IDEATION

Another tool is the persona canvas, which can be used
to give a customer segment a face and name and make
it easier to step into the shoes of the customer. Personas
make talking about customers and their characteristics
more tangible and concrete and make it easier to refer
back to a pattern of characteristics.

NOTES

By brainstorming and thinking about the market, the
community, the current environment, business or
trading environment, the problems or pains and gains
the market is experiencing or seeking, as well as the
hopes, dreams and opportunities that may exist in their
community (or online community) we sometimes open
our minds to new business ideas we can only find by first
focusing on our market.
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BMC BASICS FOR MARKET DAY
This guide shows how a teacher can use the BMC as a tool for guiding students through designing
their Market Day business. lt does not address every element the entrepreneur may address in
starting a business, but addresses the basics needed to plan for a successful Market Day.

Key Partners

Key Activities

• What form of ownership
will the business have? (sole
proprietorship or partnership)

• Students can create “To Do” lists, including, but not limited to, shopping lists
and reminder lists.

Step 7:

Note: If students form
partnerships, it can be valuable
to have them form partnership
agreements. This can also
assist teachers in resolving
partnership disputes.

Step 8:

• What licenses or permits would the business need to open for business in
your community?
•

PRO TIP If time allows, it can be valuable for students to complete a
S.W.O.T. Analysis to examine their comparative advantage, and consider
market opportunities and risks.

• Who are my key suppliers?
Wholesalers?
• Will the businesses use any
independent contractors or
outsourcing?
• Is the business a franchise
business? (For students
operating and selling under the
name of a local business.)
• Will the business use any
professional services?
(Students can identify any loan
sources such as the teacherbanker, teacher-real estate
agent.)

Key Resources
Step 9:

• Human Resources – will the business hire any employees? (family/friends)
• Owners’/Partners’ roles & responsibilities before, during, and after selling?
Note: Consider business needs & comparative advantage here.
• Physical Resources – any available? (equipment, material, machines, etc.)
• Capital Resources – does the business have any capital resources it will use?
(cash, credit, savings/saving profits from Market Day(s) to finance future
opportunities.)

Cost Structure
Step 5b:

• Students will then calculate the COGS
for each Revenue Stream. These should
also be recorded on separate Post-It notes
and posted under the Cost Structure block.

NOTE: Whether Operating Costs and/or Start-Up Costs are addressed
prior to Market Day(s) or after is dependent on the amount of time you
have to prep for your Market Day experience (both ways are practiced).
Addressing Operating Costs and/or Start-Up Costs in a deeper dive
after Market Days may allow students to process COGS more deeply
in the short term while teaching Operating & Start-Up Costs on the
back end of the Market Day experience may be more valuable.
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For more information on the BMC, please go to YEAcademy.org.
Please use this only as a guide,as Market Day experiences are unique to every school and
market. We encourage you to adapt this guide to meet your needs, as you develop what
Market Days looks like for your students.

Value Proposition

Customer Relationship

Customer Segments

• Students who have an existing
idea for their value proposition
and what they want to sell for
Market Day(s) can begin here.

• What is their market strategy?
How will they communicate
their Value Proposition to their
customer segments? (flyers,
signage, social media, etc.)

Students who do not know
what they want to sell, or
have a defined market to sell
to and want to focus on their
customer first can begin here.

• What is their pricing strategy?

• Who is my primary target
market?

Step 1-2:

• What product or service am I
offering?
• What pain is relieved, gain is
created, need to be fulfilled, or
problem solved?
• What unique value is created for
the market?
• What are my businesses core
values that will add value for the
market?
• What is my competitive
advantage?

Step 4:

NOTE: When selecting forms of
communication with customer
segments, remind students of
the importance of compliance
(i.e., school flyer policies, etc.)
and the importance of using
sound judgment (i.e., best use of
resources; time, money, etc.).

Channels
Step 3:

• Will your business distribute your
product through a storefront
(table etc.), be mobile, online,
digital, etc.?

Step 1-2:

• Who is my secondary
target market?
• What methods of market
research can I use (and will
I use) to gather knowledge
about my market?
• Are there any relevant
demographics,
geographics or
psychographics my
market that will help me
understand their needs?
• What user experience(s)
are my customers seeking?

• What form of payment will I
accept (cash only, check, credit)?

Revenue Streams
Step 5a:

• Students will identify their
business’s Revenue Stream(s)
by posting a separate Post-It
note for each stream the
business has under the Revenue
Streams block.

Step 6:
• Students will calculate their Price and Profit for each Revenue Stream.
In identifying their Pricing and Profit, students will pull the COGS for
each Revenue Stream from the Post-Its in the Cost Structure block over
to their Pricing and Profit Post-Its in the Revenue Streams block.
NOTE: Be sure to discuss Knowledge & Sound Judgment in the pricing of
each Revenue Stream.
• lf your class has completed the “Back of the Napkin” activity (found at
YEAcademy.org), students can summarize their Back of the Napkin
discoveries on a Post-It note & place it in the Revenue Streams block.
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ACTIVITY

13

BONEYARD
Boneyard teaches students about communication and
competition, both keys to overcoming obstacles.

89

Boneyard

TEACHER OVERVIEW
In this game, a specific area in the room is designated for trading resources with
other teams. Trade outside of the designated area is prohibited and enforced by
consequences that affect the entire offending group. Groups are also limited by
the ability to send a maximum number of two members from their team to the
designated trading area, leaving the remaining members to communicate. The goal is
to experience trade, employ the Foundational Values, and create value with the added
need to work in a team setting. The rules are more restrictive, the resources are more
interchangeable, but the potential payoff is much higher.
Key Concepts

Foundational Values

Comparative

Be Principled

Advantage

Knowledge

Voluntary Exchange

Opportunity

Value Creation

Sound Judgment
Win-Win Focus

ACTIVITY SNAPSHOT
1. As a team, students put together a set of bones. Sets of bones are made up of
7 dominos. There are 7 possible sets and each set has a different price. Where
it says all the “blanks” for example, that means the double blank, the 1 blank, 2
blank, 3 blank, 4 blank, 5 blank, and the 6 blank. This is a complete set of blank
bones. Notice the price is different depending on the number of people in each
team. This is so that earnings can be more easily divided among team members.
2. Play happens in multiple rounds where students test their trading strategies.
3. Over the course of the rounds, students should be able to increase their wealth
as they engage in voluntary exchange.
In the following pages, learn more about key concepts to emphasize the most during
this activity.
To learn more about this activity, check it out on YEAcademy.org.
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NOTES

The ability of an individual or group to carry out a
COMPARAparticular activity more efficiently than another activity.
TIVE
ADVANTAGE For example, due to climate, Hawaii has a comparative
advantage for producing pineapples and Kona coffee,
while France has a comparative advantage for producing
wine and cheese.
In the Boneyard activity, it is important for teams to
consider comparative advantage. For a team to optimize
their production of sets of bones, it is important to have
the right team members in the right roles. For example,
some team members’ comparative advantage may be
interacting with members of other teams as a trading
delegate, while others may create more value strategizing
at the teams table or tracking the teams finances.

VOLUNTARY People will only trade if they think they will be better off
as a result. Anytime we trade goods or money we trade
EXCHANGE
for something we value more.
Voluntary Exchange is a key component of value creation
in the market. When people trade freely, goods and
services are distributed where they are valued most.
Total value in the individual exchange and in the market
is increased.
In order to engage in trades in the Boneyard trading
area, students will have to create value not only for
themselves, but for others. Students will have to listen
to potential trade partners to discover what they value.
By meeting a consumer need in the trading area, they
create a win-win.

THE BIRTH OF FREE MARKET ECONOMICS
I wish I had a rock...

I wish I had a stick...
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VALUE
CREATION

The purpose of a business is to create and deliver value
to the market in an efficient way so it will generate more
profit after costs.

NOTES

For example, Uber creates value by getting people who
need a ride, where they want to go. In 2014, Uber took
their original basic concept and created value by adding
Uber Eats. Uber Eats created value for the company by
adding the food delivery revenue stream, while utilizing
the same base of drivers. Drivers benefit by decreasing
their time waiting on riders and filling that time with the
opportunity to make more money by delivering food. Value
is also created for the consumer as food can be delivered
from favorite restaurants.

Empathy

Rapport

Listening is Empathy

Build trust with people.

It is not about you.

Trust creates value in the

It is about mutual benefit.

market.
Trust can lead to being an
influencer in the market.

Listen

It’s almost impossible to
learn by speaking.
Hearing is not listening;
listen to seek knowledge
and discover the needs of
the market.

Listen to Trade

ALTERNATE ACTIVITIES
• The Extraordinaires – Design-Thinking
• Innovation Game
• Invention Game
• Footwear Design Project
• Business Model Canvas
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PROSPECTIVE
BUSINESS
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TEACHER OVERVIEW
To help students prepare for this opportunity, teachers guide students through
the Business Model Canvas (BMC) as a way to help students assess an opportunity
quickly, understand the marginal value they can create by pursuing it, and act on their
comparative advantage. The BMC allows students to easily visualize the core of any
opportunity and see relationships between the basic segments of engaging in trade.
The BMC is an iterative graphic organizer that allows the user to constantly make
changes to their evolving opportunity as their vision of success responds to feedback
from experimental action in the market.
Key Concepts

Foundational Values

Business Model Canvas

Responsibility

Principled

Be Principled

Entrepreneurship

Knowledge

Return on Investment

Freedom

Ideation

Passion
Opportunity
Sound Judgment
Win-Win Focus

ACTIVITY SNAPSHOT
1. Students are given the freedom to develop a business model that is based on
what you love doing, what you are good at, what you can be paid for, and what
the world needs.
2. Using the BMC, you will guide them through planning various aspects of their
business model, including operations, customer focus, and financials.
3. Students will then have the opportunity to share their business model with
others (i.e., within your classroom, to local partners, local competitions, other
outside opportunities, etc.).
In the following pages, learn more about key concepts to emphasize the most
during this activity.
To learn more about this activity, check it out on YEAcademy.org.
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NOTES

PRINCIPLED
ENTREPRENEURSHIP

Maximizing the long-term profitability of the business
by creating superior value for customers while
consuming fewer resources and always acting lawfully
and with integrity.
During World War II, the U.S. government put a call out
to American companies that they needed quick energy
food products for soldiers in battle. Many companies
such as Hershey’s just tried to sell them their existing
products – Hershey tried to sell them Hershey bars,
but they melted in the humidity and heat. The Mars
company heard the call and, because the company saw
themselves as Principled Entrepreneurs, they worked to
solve the problem, leading to the R&D of M&M’s, which
the government bought up (win for both), which created
a lot of goodwill as well as a market for M&M’s even after
the war, as it became the snack of heroes. But Mars didn’t
stop there – they also knew rice was a great source of
quick energy, so they developed Uncle Ben’s Minute Rice.
Rice that could be heated quickly in the field and ready
for consumption. This created a whole new market for
Mars diversifying their offering and bringing them a new
revenue stream.

As students develop their prospective business idea, they
are acting as Principled Entrepreneurs because they are
looking to solve a need in the market for their customers
by providing a product or service. A good Principled
Entrepreneur does not provide a product or service just
because they think the customer would like it – they
actively seek information (Market Research) to help them
discover ways they can create value for their customers.
When students identify a potential business idea that
solves a need of the market, the students win (by earning
profit) and the customer wins (by receiving a solution to
their need).
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NOTES

PRINCIPLED
ENTREPRENEURSHIP
CONT.

Principled Entrepreneurship is all about practicing the
philosophy of mutual benefit – when we focus on helping
people improve their lives by providing superior products/
services and doing so responsibly while consuming
fewer resources, we are creating a “win-win” situation
for ourselves, our customers, the community, and the
environment. Businesses who operate with a Principled
Entrepreneurship mindset are creating long-term value.

IDEATION

The process of generating ideas and solutions in the mind
using tools such as brainstorming, sketching and other
relevant ideation activities.
Using visual-thinking tools such as the Venn diagram
shown below can assist in the ideation thought process.
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IDEATION

Another tool is the persona canvas, which can be used
to give a customer segment a face and name and make
it easier to step into the shoes of the customer. Personas
make talking about customers and their characteristics
more tangible and concrete and make it easier to refer
back to a pattern of characteristics.

NOTES

By brainstorming and thinking about the market, the
community, the current environment, business or
trading environment, the problems or pains and gains
the market is experiencing or seeking, as well as the
hopes, dreams and opportunities that may exist in their
community (or online community) we sometimes open
our minds to new business ideas we can only find by first
focusing on our market.

BUSINESS
MODEL
CANVAS
CONCEPTS

The Business Model Canvas is a strategic management
and entrepreneurial tool. It allows you to describe, design,
challenge, invent, and pivot your business model as you
take action on your plan.
The canvas has nine sections: Value Proposition,
Customer Segment, Customer Relationships, Channels,
Revenue Streams, Key Partners, Key Activities, Key
Resources and Cost Structure.
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NOTES

BUSINESS
MODEL
CANVAS
CONCEPTS
CONT.

The Business Model Canvas allows you to quickly outline
your business ideas to determine whether it is a business
idea worth pursuing. It can help you understand areas of
weakness within your model as well.

Operations

Key
Partners

Key
Activities

Customer Focus

Value
Proposition

Key
Resources

Cost Structure

Customer
Relationship

Customer
Segments

Channels

Revenue Streams

Financials

RETURN ON Measures the gain or loss generated on an investment
INVESTMENT relative to the amount of money invested. Used to
compare two or more investments.
ROI = (Net Profit/Cost of Investment) x 100
Understanding ROI can help you use sound judgment in
determining which activities (or investments) provide a
greater return than others.
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BMC Cheat Sheet below is available on YEAcademy.org.

THE BUSINESS MODEL CANVAS
Key
Partners

Key
Activities

Value
Proposition

Customer
Relationship

Customer
Segments

Supplies
Form of Ownership
Mentors
Board of Directors
Independent Contractors
Outsourcing
Franchiser
Equity Partner
Manufacturers
Wholesalers
Bankers
Real Estate Agents
Accountants
Insurance Agents
Attorneys
Other Service Providers

To Do List
SWOT Analysis
SMART Goals
Education/Training
Transition/Exit Strategy
Executive Summary

Product/Service
Business Description
Pains Relieved
Gains Created
Problem Solved
Consumer Need Fulfilled
Comparative Advantage
Value Created
Core Values
Proprietary/Intellectual
Property

Marketing Strategy
Marketing Plan
Marketing Mix
Branding
Pricing Strategy
Marketing Budget
Pre-Opening Marketing

Primary Target Market
Secondary Target Market
Market Research
Demographics
Psychographics
Geographics

Key
Resources

Channels
Distribution Strategy

Human Resources
Employees
Owner and Employee
Roles & Responsibilities
Items under Key Partners
Items under Key Activities

Cost Structure

Revenue Streams

Cost of Goods Sold (COGS for each Revenue Stream)
Operating Costs (Fixed and Variable)
Start-Up Costs

Economics of One Unit (EOU)
Income Statements (Current and/or Projected)
Financial Ratios (ROI, ROS, Payback, Break-even)

The Business Model Canvas allows
you to quickly outline your business
ideas to determine whether it is a
business idea worth pursuing. It
can help you understand areas of
weakness within your model as well.

ALTERNATE ACTIVITIES
• Business Model Canvas and other core activities
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