Requirement Number One: In your own words, define entrepreneurship. Explain to your merit badge counselor the role of the entrepreneur in the economy of the United States? 
What is an Entrepreneur?
What is Entrepreneurship?
According to Webster's, an Entrepreneur is defined as, "One who undertakes to start and conduct an enterprise or business, usually assuming full control and risk."
Your First Business 

Do you think you're too young to start your own business? If you said, "yes" take a look at some of the famous people below and their first start: 

Dave Thomas, founder of Wendy's Restaurants, started his food service career at age 15. 

Bill Gates, founder of Microsoft, started his first business at the age of 15. 

Oprah Winfrey, decided she was going to earn her living by talking when she was paid $500 at a church when she was only 12 years old. 

Source: Fast Cash for Kids by Bonnie and Noel Drew. 

The examples above are just saying that you can start at any age and become successful if you put your heart and mind to it. 

One thing important to remember is that your business should not interfere with your education. Even if your business makes a lot of money, it is no substitute for a good education. 

Example 

Can't think of anything to sell? Don't worry, that's the hardest part. You should try to sell something that many other people don't. This gives you an advantage. 

A great way of coming up with ideas for your business is to take a piece of paper and make two columns across the top of the paper. One should say "My Hobbies and Interests" and the other should say "Business Ideas." 

Now, right down all the fun and interesting things you like to do in the "My Hobbies and Interests" section. Make a list as long as you can. Once you have finished that, go back to the top of the list and think of business ideas based on each hobby or interest. Right down any ideas you can think of in the "Business Ideas." 

You should be able to think of a product or service for your business from this list. You can also check out our Cool Links page for some examples that other kids have come up with.

Requirement number Two: Identify and interview an individual who has started his or her own business. Find out how the entrepreneur got the idea for the business and how the entrepreneur recognized it as a market opportunity. Find out how the entrepreneur raised the capital (money) to start the business. How well is the business doing? Report what you learn. 
Here is an example to follow when your visit with an entrepreneur.
STEP 1:Contact the person you have selected and make an appointment. Be sure to explain why you want the appointment and to give a realistic estimate of how much time you will need.
STEP 2:Identify specific questions you would like to have answered and the general areas that you would like information about (SEE SUGGESTED INTERVIEW IN STEP 3). Using a combination of open-ended questions, such as general questions about how the entrepreneur got started, what happened next, and so forth, and closed-ended questions, such as specific questions about what his or her goals were, if he or she had to find partners, and so forth, will help to keep the interview focused and yet allow for unexpected comments and insights.
STEP 3:Conduct the interview. Recording the interview on audiotape can be very helpful to you later and is recommended unless you or the person being interviewed objects to being recorded. Remember, too, that you most likely will learn more if you are an interested listener. You also have the option of emailing the entrepreneur the interview questions and have them fill it out and returned back to you. 

Here's an interview sheet that you can use to help structure your interview. You can print out a copy of the sheet using your browser. If you'd like a MicroSoft Word version click here and download it--then you can make changes on your computer to meet your needs.
STEP 4:Evaluate what you have learned. Write down the information you have gathered in some form that will be helped to you later on. Be as specific as you can. Jotting down direct quotes is more effective than statements such as "highly motivated individual." And be sure to make a not of what you did not find out.
STEP 5:Write a thank you note. This is more than courtesy; it will also help the entrepreneur to remember you favorable should you want to follow up on the interview.
Requirement number Three. Do the following: 

· a. Write down as many ideas as you can think of for a business. Get ideas from your family and friends. From your list, select three ideas that you believe are the best opportunities for you. 

· b. Explain to your counselor why you chose these three ideas rather than the others on your list. 

· c. For each of the three ideas that you chose, prepare a list of questions that you would ask potential customers. 

· d. For each of your three ideas, informally interview potential customers, using the lists of questions from requirement 3c. Report what you learn. 

· e. Using the information you have gathered, choose the one idea that you feel is your best business opportunity.

Here are some ideas and suggestions for you
1. Do the following: 
a. Write down as many ideas as you can think of for a business. Get ideas from your family and friends. From your list, select three ideas that you believe are the best opportunities for you.

When choosing a business idea pick an idea that interest you. You may have special skills such as working on bicycles or motorbikes. Also consider something that nobody else is doing but there is a need for it. Some of the best business ideas started from an invention.

If you invent a product you could go into business in several different ways. You could manufacture a tangible good or (product) and sell it to stores. Tangibility means that you can see, taste, or feel a product. The clothes you are wearing are tangible goods. Doing business in tangible products requires more capital (money) to get started. One consideration of tangible products is that they may require more space for production and storage.

Another type of business opportunity is to add value to a product (where you take a product that is not complete and finish the product or make it valuable). An example is a machine shop that takes pieces of metal and makes them into washers that will be used in another product.

There are other options for business known as services. Services are intangible which means that they cannot be seen, touched, tasted, or smelled. A good example of a service is automotive insurance. Your parents pay money every month to the insurance company and get nothing for it. That is the way it looks like from the outside, but if your parents wreck the car the insurance company will pay to fix the car. You cannot inventory the insurance that is provided or see it, but as soon as the car was wrecked the service will be performed. Service businesses are less expensive to start in some cases because they only require office space to perform them. Or in the case of insurance a large amount of money incase the company has to pay a claim.

Some possible businesses:

Manufacturing -build product or add to some product. Required items- tools, machinery, space, raw materials (raw materials are the basic materials that become the finished product).

Landscaping service -mowing lawns, trimming bushes, taking care of yards. Required items-lawn mower, hedge clippers, edger, and other yard working equipment.

Bicycle repair-repair and maintain bicycles. Required items- various assortments of hand tools.

Baby-sitting service-take care of kids while parents go out. Required items-none.

Pet sitting service -take care of pets when owners go out of town. Required Items- none.

House sitting service-take care of house when owners go out of town. Get mail, newspaper, and water plants. Required items- none.

Swimming pool maintenance-take care of swimming pool for owners, set and maintain chemical level in pool, clean out leaves and other debris. Required items-use customers chemicals or supply your own.
b. Explain to your counselor why you chose these three ideas rather than the others on your list.

Reasons for choosing ideas include:

· Special skills that you have. 

· You have the equipment required for the business. 

· There is no other business providing the good or service. 

· You really enjoy doing the idea that you chose. 

c. For each of the three ideas that you chose, prepare a list of questions that you would ask potential customers.

List of questions that could be asked of potential customers:

· Do you need this product? 

· How are you currently doing without this good or service? 

· Are you using a substitute for this good or service? 

· Where do you get the substitute product? 

· How would you change the substitute product to better fit your needs? 

· How much would you pay for the good or service? 

· What needs to be improved with good or service? 

· How long do you expect the product to last? 

d. For each of your three ideas, informally interview potential customers, using the lists of questions from requirement 3c. Report what you learn.

Take notes when interviewing so you can report what you find out. You may decide to tape record the interview so you can get all the information. 

e. Using the information you have gathered, choose the one idea that you feel is your best business opportunity.

For your choice of business you should chose the one that you feel could make money and not lose money. By building a good business plan you can determine if the idea will make money. Just because the idea is something you like or are good at does not mean you will make a profit. After developing a business plan you may decide to choose a different idea from your list. 

Requirement number Four. Conduct a feasibility study of your business idea by doing all of the following (briefly writing or explaining each item to your counselor): 

A. Good or Service
· A good or service is something bought for personal use. 

· This good or service has been completely made and ready for delivery to the marketplace or your customers. 

· To make a market you must be ready, willing and able to sell a particular product or service. 

· Let us keep in mind that a market is a public place where buyers and sellers make agreements to exchange a good or service for payment. 

Requirement number Five. Do two of the following:

5a. Sketch a prototype of your good or write a description of your idea for a service. 

Draw a picture of what you are going to sell, use actual colors, shapes, and sizes of any objects; also tell what the objects do. Description must be very detailed, including steps of your service and the duties you or your employees will be performing.

Service - A service is something you can't really put your hands on. It can be anything from babysitting, walking your neighbors' dog, to mowing someone's lawn.

Product - A product is something you can touch and feel. An example of a product would be selling lemonade in your neighborhood or selling your toys at your parents garage sale. 

5b. Create the prototype. List all of the materials you used to make your prototype. Calculate how much all the materials and labor costs to compute the total cost of making your prototype.

Build a model of your prototype; make sure that it does what you say it does (moves, rolls, opens, etc.) It does not have to be the same size, you can make it smaller if it is too big to make.

Make a list of all the things you used to make your model. Include everything, even things like markers, paper, glue, nails, sticky tape, staples, etc.

To figure out costs write a list of how much each item on your materials lists costs. Also, make a list of how many hours it took to build the model.

· Example: If it took you 5 hours to make your model and you want to be paid $6.00 per hour then 5 hours x 6.00 = $30.00 

· Add all of your materials costs together 

· Example:
Tape = $2.00
Glue = $1.50
Posterboard = $1.00 
Crayola Markers = $4.00
Scissors = $5.50
Plywood = $18.75
Screws = $2.50
Total Materials Cost = $35.25 

· To find your total costs add your materials cost to your labor cost.
Total Costs = Materials + Labor
$35.25 + $30.00 = $65.25 

· Your Total Costs are $65.25

	Requirement number Six. When you believe that your business idea is feasible, start your own business. Show evidence that you started your business (sales receipts, for example, or photos of the goods). Report to your counselor the results of your venture. 

Ready to Roll!
Begin your own business and provide proof of your business operations to your counselor. Proof of business operations should be in the following forms:

Provide purchase orders if applicable for any items that you purchase to make your product or provide your service. For example, if your service is mowing lawns and you need to purchase gas to fill the lawnmower, create a purchase order for the gas you need to purchase to complete the job. 

A purchase order can be written on a sheet of paper and should include: 

· Your company name, address, and telephone number. 

· The item you are purchasing and it's associated cost. 

· The date of the purchase transaction 

· The signature of the purchaser (business owner) 

This provides a record of all purchases for business operations expenses for the business owner and the client/customer the expense is associated with. 

Complete a sales receipt for each sales transaction. The sales receipt should have two copies (one for yourself and one for the purchaser of your product or service). The sales receipt can be written on a sheet of paper and should include: 

· Your company name, address, and telephone number 

· The date of the sales transaction 

· The product/service being purchased 

· The quantity being purchased 

· The total purchase price 

· The signature of the purchaser 

Provide pictures of your finished product/service. If you are selling a product take a picture of the completed product. If you are selling a service, you will need to take before and after pictures. For example, if your service being sold is lawn mowing, take a picture of the lawn you are contracted to mow before mowing and then another after your service is completed. 

Obtain Customer Testimonials for your product/service. A customer testimonial is a written statement by the customer describing their satisfaction with your product/service. 
You can do this with two methods: 

· The simplest method is to create a "survey" or "comment card" to be completed by the customer. It would have your company name, address, and telephone number. It would have approximately five questions regarding their experience with your product/service. (i.e., Were you satisfied with the quality of your purchase?, Were you satisfied with the sales representative that you worked with?, Would you purchase from this company again, etc.) You would conclude the comment card by asking them to provide any additional comments and providing 2 to 3 lines for them to write in. 

· The second method is to ask the customer to write a letter on your behalf. It is more effective for you because you can use the letter to show potential customers how satisfied your former and existing clients are. However, you will find that not every customer will take the time necessary to write a letter. 

Customer Testimonials are helpful in obtaining future sales because it demonstrates to potential clients your company's ability to provide a quality product/service that people are satisfied with. If possible, use the survey/comment card method for all clients and use the letter request on only a few that you feel will take the time to generate the letter for you. Do not be afraid to ask!! 

The final step is to provide a record of profits or losses to the counselor. To do this, take a composition book and create two separate sections labeled: Expenses and Sales. Take all purchase orders and log them in a book under the category of expenses (These are the costs you incurred to provide your product or service). 
Provide three columns: Date of purchase, item purchased, and cost of purchase. Fill in all three columns with data from your purchase orders. Then, add the cost column figures together to obtain your total expenses. 

Now, under the separate section in the composition book titled sales, record all sales transactions with three columns: Date of sale, item bought, and price paid. Fill in all three columns with data from your sales receipts. Then add the price paid column figures together to obtain your total sales revenue. 

Your total sales revenue minus your total expenses will equal your profit or loss of your company. For example, if your total expenses were $500.00 and your total sales receipts were $700.00, you would have made a profit of $200.00. However, if your total expenses were $700.00 and your total sales receipts were $500.00 you would have lost $200.00. 


 

