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Business 101 is a semester long course design to teach and guide students with the knowledge needed to participate in a School Based Enterprise experience. The course will be designed for students to prepare themselves to work within one of the CASHS School Based Enterprises (Student Store, Yearbook, Greenhouse, Credit Union, or Coffee Shop). The course will highlight the elements of establishing, operating, and financing a small entrepreneurial business. Marketing, management, accounting, and operation of a small, school based business will be emphasized in the course. Throughout the course work, the students will research all of the above criteria based upon the school based enterprise of their career path, and begin work designing the framework for their school based enterprise experience. Students will cover materials associated with Human Resources, job search/application, and other employability skills. Students should plan to take accounting and entrepreneurship prior to enrolling in the school based enterprise course.


Unit 1: Starting a Business (How does an individual begin a small business?)
Key Learning: Comprehend the various types of businesses and funding available to develop a successful business operation. 
1. Types of Businesses
a. Why would an entrepreneur prefer to start a sole proprietorship and identify what challenges and successes they might face? 
b. Why would an entrepreneur prefer to start a partnership and identify what challenges and successes they might face?
c. How can partnerships change the dynamics of a business and daily operations?
d. Why would an entrepreneur prefer to start a Corporation and identify what challenges and successes they might face?
e. How does a board of directors, stockholders, and the federal government impact corporations?
f. How do the operations of a small business differ from the operations of a corporation?
g. Why are small businesses vital to the success of the American Economy?
h. How do the dynamics of a family business alter the performance and moral of employees?
i. VOCABULARY: Sole Proprietor, Partnership, Corporation, Board of Directors, Stockholders, Stock, Partnership Agreement
j. STANDARDS: 6.1.12 A, B; 6.2.12 D; 6.3.12 E; 6.5.12 C, F; 13.1.11 A; 13.4.11 A, B; 1.1.11 E, F; 1.2.11 A, B; 1.5.11 A, B, C, E, G; 1.6.11 A, C, D, E, F; 1.8.11 A, B, C; 13.1.11 D, F, G; 13.2.11 A, B, E; 13.3.11 A, E, F, G
2. Business Plan
a. How is a business plan used during the daily operation of a business?
b. How does a business plan allow entrepreneurs to brainstorm and discuss all aspects of their businesses?
c. How do contents of a business plan work together to create a proposal for financial institutions?
d. How do all sections of the business plan work together to achieve a comprehensive overview of your business?
e. How does the industry type affect the development of the business plan?
f. VOCABULARY: Business Plan, Mission Statement, Industries,  History and Background, Goals and Objectives, Form of Ownership, Products and Services, Marketing, Management, Financials
g. STANDARDS: 6.2.12 A, E; 6.3.12 E; 6.5.12 C, F; 1.4.11 E; 13.4.11 A,B,C; 1.1.11 E, F; 1.2.11 A, B; 1.5.11 A, B, C, E, G; 1.6.11 A, C, D, E, F; 1.8.11 A, B, C; 13.1.11 D, F, G; 13.2.11 A, B, E; 13.3.11 A, E, F, G
3. Funding a Business
a. What various options are available to help a business secure funding?
b. Why do banks reject some business proposals and what options are available to you if that happens?
c. What options does the government have available to help individuals starting businesses? 
d. How are grants earned and awarded to small business owners?
e. How does the sale of stocks and bonds within your company alter the legal ownership and operation of a business?
f. VOCABULARY: Funding Proposals, Grants, Lease, Mortgage, Stocks, Bonds, Legal Responsibilities, Small Business Loan 
g. STANDARDS: 6.3.12 B; 6.5.12 F; 13.3.11 D; 1.1.11 E, F; 1.2.11 A, B; 1.5.11 A, B, C, E, G; 1.6.11 A, C, D, E, F; 1.8.11 A, B, C; 13.1.11 D, F, G; 13.2.11 A, B, E; 13.3.11 A, E, F, G

Unit 2: Managing a Business (How is effective business management necessary for a successful small business)
Key Learning: Develop proper management skills for small business operation
1. Effective Managers
a. Why is it important for an individual to be identified as a manager?
b. How does the management of large and small businesses differ?
c. Why do some businesses employ a management team?
d. Why must the manager create, enforce, and maintain a detailed list of policies and procedures?
e. How do managers govern opening and closing procedures?
f. Why are interpersonal skills beneficial to managers?
g. Vocabulary: manager, management team, operating procedures, daily operations, interpersonal skills, soft skills
h. Standards: BM 4.7, 5.1, 6.1.   BF 3.3.  13.1C, 13.3E, 13.1F
2. Human Resources
a. How do managers organize employees?
b. How does the manager organize the interview and hiring process?
c. Why is it important for managers to organize ongoing training and duty rotation?
d. How does an employee policy and procedures manual help the business manager?
e. How does the employer deal with employee issues and discipline?
f. Vocabulary: employee policies/procedures, continuing education, employee management, sexual harassment, employability laws, child-labor laws, resume, application, job interview
g. Standards: BM 4.1, 4.2, 4.3, 4.4
3. Retail Management
a. Why must research be performed to determine operational procedures?
b. How are return/exchange policies established and enforced?
c. How does the manager ensure accurate and safe cash handling?
d. How the manager engage employees in the operation of the store?
e. Vocabulary: return, exchange, public policy, cash control systems, operational control
f. Standards: BM 8.1, 9.1.  BF 1.2, 2.6.
4. Visual Merchandising
a. Why is visual merchandising important to retail operation?
b. How can store displays and product placement influence sales?
c. Why is adequate information and placement important to a retail business?
d. Why must a store operate a visually appealing store?
e. Vocabulary: visual merchandising, product placement, product display, subconscious behavior
f. Standards: BF 4.4.  BMF 8.6.
5. Loss Prevention
a. How does loss prevention influence business operations?
b. Why must security protocols and policies be established and enforced?
c. How is security enforced at the store level?
d. How does store setup improve loss prevention?
e. How do various methods assist with loss prevention?
f. Vocabulary: loss prevention, theft, robbery, security, store design
g. Standards: BMF 7.5, 8.2



Unit 3: Accounting for a Business (Why must small businesses be concerned with accurate accounting?)
Key Learning: Develop entry-level accounting skills for effective small business operation
1. Accounting Basics
a. How is accounting the backbone of any business?
b. Why must businesses have an understanding of the accounting equation?
c. How do business transactions affect a business?
d. How are accounts receivable and accounts payable important to a business?
e. Why must financial statements be prepared and examined? 
f. How do automated accounting systems improve the accounting for a business?
g. VOCABULARY: accounting equation, asset, liability, owners equity, journal, ledger, accounts receivable, accounts payable, income statement, balance sheet
h. Standards: BMF 1.1.  ACCI 1.1, 1.2, 2.1.
2. Cash Flow
a. How does a business determine their cash flow?
b. Why is it important for a business to analyze their cash flows?
c. How do businesses use tracking data to improve cash flows?
d. How does a manager use a sales report to improve cash flows?
e. Vocabulary: Cash flows, operating activity, financing activity, investing activity
f. Standards: ACCI 6.2.  ACCII 6.2. 
3. Managerial Accounting
a. How do managers use financial information to make management decisions?
b. Why are past financial records beneficial to determining purchasing needs?
c. How is pricing of products/services determined?
d. Why must breakeven point be considered?
e. Vocabulary: managerial accounting, breakeven pricing, price margin, revenue, expenses
f. Standards: BMF 4.1.  ACCI 5.1, 6.2.  ACCII 4.1.
4. Employee Accounting
a. How are employee earnings calculated?
b. How do changing tax laws influence employee accounting?
c. How are benefits calculated for employees?
d. Why is accurate payroll vital to the life of a business? 
e. Vocabulary: payroll, federal income tax, medicare, social security, unemployment tax, earnings, net pay, employee benefits, electronic funds transfer
f. Standards: BMF 7.4.  ACCI 4.1.


Unit 4: Marketing a Business (How is marketing used to create and operate a successful business?)
Key Learning:  Evaluate proper marketing groups and styles based on various business operations. 
1. Marketing Mix
a. How do the elements of the marketing mix work together to create an effective marketing campaign?
b. Why do marketers need to be sensitive to customers’ needs and wants when developing a marketing campaign?
c. How is market research valuable to a business?
d. How is market research conducted within a business to gather primary data?
e. How is market research used to identify members of a target market and potential market segments?
f. How is market research used to identify competitors and information about competitors?
g. How is the marketing research process conducted?
h. How is marketing research used to create and implement new marketing campaigns?
i. Why would marketers consider gathering data from various sources?
j. VOCABULARY: Price, Promotion, Place, Product, Market Research, Target Market, Marketing Segments, Primary Data, Secondary Data, Marketing Mix, Internal Sources, External Sources
k. STANDARDS: 6.2.12 K; 6.4.12 E; 1.1.11 E, F; 1.2.11 A, B; 1.5.11 A, B, C, E, G; 1.6.11 A, C, D, E, F; 1.8.11 A, B, C; 13.1.11 D, F, G; 13.2.11 A, B, E; 13.3.11 A, E, F, G
2. Target Market
a. Why are business decisions based around companies’ customers and competition?
b. How can a business use information that has been gathered previously by their competitors to make decisions for their business?
c. Why is it important for marketers to identify members of their target market?
d. How does identifying market segments allow for subtle changes within the marketing campaign?
e. Why is it critical to identify characteristics from all of the different segmentations when identifying the target market?
f. VOCABULARY: Target Market, Demographic, Psychographic, Geographic, Behavioral Based, Decision Making Skills, Competition, Tactics
g. STANDARDS: 6.2.12 K; 6.3.12 E; 6.4.12 E; 1.1.11 E, F; 1.2.11 A, B; 1.5.11 A, B, C, E, G; 1.6.11 A, C, D, E, F; 1.8.11 A, B, C; 13.1.11 D, F, G; 13.2.11 A, B, E; 13.3.11 A, E, F, G
3. Banking Marketing
a. Why is advertising a key component to the success of a business?
b. How does advertising differ based on your target market?
c. How can public relations alter the image of your business?
d. Why is maintain a positive public image and relations with the community important to maintaining your customer base?
e. How do public relations assist a business in maintain and expanding the customer network? 
f. VOCABULARY:  Adverting, Promotions, Public Relations, Target Market, Economic Market 
g. STANDARDS: 6.2.12 K; 1.1.11 E, F; 1.2.11 A, B; 1.5.11 A, B, C, E, G; 1.6.11 A, C, D, E, F; 1.8.11 A, B, C; 13.1.11 D, F, G; 13.2.11 A, B, E; 13.3.11 A, E, F, G
4. Retail Marketing
a. How do retail markets use market research to identify their target market and use that information to design the setup of their business?
b. Why do the types of products being offered differ based on the location of a business?
c. How does market research help to determine the appropriate products for your business to offer?
d. What tools can a business use to aid with inventory management?
e. Why is it critical to maintain accurate inventory records of a business?
f. How can a business plan for the future of their business in the present day?
g. Why is it important to be thinking of the future when making current plans for your business?
h. VOCABULARY: Geographic Segmentation, Inventory, LIFO, FIFO, Business Plan
i. STANDARDS: 6.2.12 K; 1.1.11 E, F; 1.2.11 A, B; 1.5.11 A, B, C, E, G; 1.6.11 A, C, D, E, F; 1.8.11 A, B, C; 13.1.11 D, F, G; 13.2.11 A, B, E; 13.3.11 A, E, F, G
5. Alternative Marketing Strategies
a. How has personal selling evolved with the evolution of technology and increasing population?
b. How do marketers use globalization to market their products internationally?
c. How do differentiated types of marketing entice the interest of customers?
d. VOCABULARY:  Personal Selling, Leads, Cold Calling, Customer Services, Marketing Concept, Globalization, Vertical Integration, Mass Media, Suggestion Selling
e. STANDARDS: 6.2.12 K; 1.1.11 E, F; 1.2.11 A, B; 1.5.11 A, B, C, E, G; 1.6.11 A, C, D, E, F; 1.8.11 A, B, C; 13.1.11 D, F, G; 13.2.11 A, B, E; 13.3.11 A, E, F, G
6. Customer Service
a. How should marketers work with businesses to ensure a customer service culture amongst their company?
b. Why should marketers work to shrink the customer service gap?
c. Why is it important to ensure customer satisfaction?
d. Why is suggestion selling an important part of the selling process?
e. What are some steps that an employee can do to ensure customer satisfaction?
f. How do the policies and procedures that a business puts in place for the customer important to customer loyalty?
g. Why are marketers trying to provide a variety of different options to customers as part of their marketing campaign?
h. How does the marketing concept change the focus of the marketing campaign?
i. VOCABULARY: Customer Service, Marketing Concept, Customer Service Gap, Selling, Policies, Procedures, Buying Motives, Benefits Derived, Opportunity Cost
j. STANDARDS: 1.1.11 E, F; 1.2.11 A, B; 1.5.11 A, B, C, E, G; 1.6.11 A, C, D, E, F; 1.8.11 A, B, C; 13.1.11 D, F, G; 13.2.11 A, B, E; 13.3.11 A, E, F, G
