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Brief
In the world today, where so many things are uncertain economically, it is not only smart 
but wise to encourage students to learn how to think outside of the box, to create multiple 
streams of income and not depend solely on a job or single source of income. The aim of 
this course is to give students a brief but informative insight into the world of 
entrepreneurialism and how turning a passion into a business can provide scope for many 
new ides, opportunities and a complete change of lifestyle. This course is intended to give 
students the first hand knowledge of an actual entrepreneur - teaching them key skills and 
nuggets that they will not otherwise be taught within the school day. The aim of the course 
is not to try to turn every child into a budding entrepreneur, but to equip them with key 
skills required for work life and to encourage them to think creatively! The aim is not to 
show them that having your own business is the only path to success, but rather to teach 
them that having a 9-5 is not the only path available. Regardless of what career they take 
up in the future, having a business mindset will undoubtedly help them to maximise their 
skills, talents or qualifications for their own financial benefit, as well as the benefit of their 
local community and the economy.  

With this course you will also receive:
• A copy of my ebook - Starting from the Bottom Up - at any point, sections can be quoted 

or printed and distributed to students for reading/referencing
• Continuous support regarding the course, including advice on the best setup for various 

exercises and challenges

To accompany this course you may need the following:
• A calculator - most calculations done by the students should be done without a 

calculator OR by inputting and using formulas in an Excel spreadsheet.
• Use of scrap paper, an exercise book or mini whiteboards! We have created this 

course to be as paperless as possible, so we would recommend using mini 
whiteboards for when students are doing mathematical calculations etc. Alternatively, 
they can use an existing maths or English exercise book for written and mathematical 
exercises. Some of the challenges and exercises may require paper and art materials, 
or can be done using a computer. This is dependent on your classroom facilities, 
preferences and learning objectives. 

Guidance in Teaching
The Kidpreneur course is a multi-discipline course, which has been created so that it can 
be taught either within a set series, or in sections to meet a particular need or to cater to a 
particular subject. There is a focus on mathematical problem solving and English, but it 
is also suitable for PSHE/Life Skills education and can therefore be taught within a 
timeframe or duration that suits the school/organisation. 

This course is written in a teacher-to-students format. However, text in grey italic is my 
advice, suggestion or instruction to you as the creator of the course. Text in purple italic is 
instruction involving use of a PP/Keynote slide.
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Please make the most of the additional resources (ebook and access to advice from 
myself) in order to provide the best learning experience for the students and ultimately to 
achieve the best possible learning outcomes. My own startup journey has inspired this 
course, so you have the benefit of a real-life, current example when teaching various 
aspects of this course.

Much of this course involves teamwork and so, for a class of approx. 30 students, working 
in teams of 5-6 is suggested, but partnership working is also an alternative for smaller 
classes or for the purposes of examining individual work more closely.

Below you will find details of the course content and the objectives for each topic that is 
covered. You should also have access to the Keynote/PP presentations that accompany 
this document. The presentations are to be played/shown in class as part of teaching.

If you require any further support with regards to course content, approaches and 
teaching methods, please do get in touch via the forum
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Course Contents  

Session and Topic Brief and Objective(s) Keynote/PP 
File

1. Welcome, Passion and 
Brainstorming

To identify what their passion/interests are in order to 
help develop a business idea within teams. An 
example from a previous course is given to help 
provide guidance for brainstorming.

1

2. Planning & Tag-lines To understand the importance of planning - as well 
as how a simple short sentence or phrase can be 
part of effectively marketing a business or brand. A 
brief interactive challenge is included

2

3. Choice: TV Ad Challenge To get the students to use teamwork and creativity to 
grasp an understanding of how best to promote 
themselves within a limited amount of time. How do 
you make a lasting positive impression in a short ad? 

3

4. Selling Yourself To teach students how selling is fundamental to 
business success, and to boost selling confidence  
through a fun “Random Sell” activity

4

5. Profit & Loss - Mathematics To help the students to gain a basic understanding of 
profit and loss in business and whether they are 
making money or losing it! Profit and loss exercises 
are included, as well as an option to create a 
simple P&L Excel table with basic formulae

5, plus 
addendum 
“P&L Cont’d”

6. Maximising Profit & 
Minimising Loss - Mathematics

Further discussion, scenarios and mathematical 
problems regarding profit and loss

6

7. Marketing To help the students to gain an understanding of the 
various ways that they can effectively market or 
promote their product or service 

7

8 & 9. Creative Startup Ad 
Campaign

A 2-session topic. Using a £50 budget and virtual 
startup marketing “shop” students will purchase 
services and work in their teams to create the best 
marketing campaign they can for their agreed 
business idea. Peer assessment will be included, 
plus the winning group will be revealed. An 
evaluation session will take place shortly afterwards. 
The objectives are teamwork, creativity and handling 
feedback - something that is essential for business 
growth! This can be done using paper and craft 
materials, or on computer, in order to 
demonstrate and enhance use of technology.

8, 9 

10. Evaluation To go over the main lessons learnt and a final word 
of motivation

10
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Challenges and Rewards
At any point in this course, you can stop and quiz the students on various things that they 
have been learning about. You can use your play money to give small monetary rewards 
(such as £2, £5 etc), or simply add the amount to their “team account” The students will 
not yet know what the money is for, but they will be able to make good use of it in a very 
important challenge they will take part in towards the end of the course. For keeping track 
of rewards, you can create a simple table like the one below, or print out this sheet, to 
keep a written record on the table below.

Team Monetary Rewards 

Child/Team Name Challenge Rewarded Reward Amount

E.g. The mighty Kidpreneurs Tagline Exercise £5.00
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SESSION 1: Introduction and Finding Your Passion
Keynote/PP: “1 Welcome Word Finder, Passion and Brainstorm”

Play the Welcome Keynote 
The word finding exercise is optional. If you do not wish to do it, you can skip to slide 11

What is Entrepreneurship?
Ask the students what they think it is, then share with them the definition:

“The activity of setting up a business or businesses, taking on financial risks in the hope of 
profit”

Setting up a business is indeed a risk as you need to invest time, money and effort into it 
before you can start making money! However, when a business is successful it can be life 
changing - not only for the person who setup the business, but for the people around them 
also.

The purpose of this course is to show you that it is possible to build something real from an 
idea, by preparing you with what risks you will need to take and when! With the right 
knowledge and skills, you could turn a hobby, a passion or an idea into a business and 
essentially into something that will make a big difference to your lifestyle and the economy 
in future. 

Business is so much more than making extra money, so that you can buy nice things. 
What do you think are some of the other benefits of working for yourself, or running your 
own business?

In her ebook Starting From the Bottom Up, the course creator, Melissa Doussey  has 
shared with us some of the main benefits of running her own business, which include:

(You can use excerpts from chapter 11 of the book entitled “ It’s Great to be in Business!” 
to elaborate on some or all of the below points if you wish. You may also want to simplify 
the points below, so that the students understand them better)

• Freedom
• Flexibility
• Unlimited creativity
• Ability to create multiple streams of income 
• Mentorship and ability to empower others
• Creating opportunities for yourself and others

In order to run your own business you need lots of courage, boldness and other skills and 
attributes - many of which we will touch on throughout this course. 

However, one of the main things you need in order to get started is PASSION. Many 
business ideas are born from this and for most, it’s passion that keeps them going when 

Page �  of �5 23



� TM

they have difficulties on their business journeys. So, we will start off this course talking 
about passion!

SESSION 1: Finding Your Passion
Slides 11 - 13

What is passion?
The dictionary defines passion as a “strong and barely controllable emotion”  
Passion can also be described as a deep, personal conviction, which drives you to take 
action! People can often be passionate about things that mean a lot to them or that they 
enjoy. A person’s passion can be anything, a hobby, an interest, family, an animal and the 
list goes on! Basically your passion has to be your main reason “why” you want to do what 
you are doing. 

Slide 11
Read, or ask a student to read the text inside the quote bubble on the slide

This was the start of Melissa’s entrepreneurial journey. She was passionate about being 
creative and wanted to build her own business doing something creative! I would like you 
to spend 5 minutes thinking about and scribbling down the things you are passionate 
about. After 5 minutes, I will be putting you into teams (you will work in these teams 
throughout most of the course) and within your teams, you must discuss your passion, 
thoughts and ideas to agree one business idea between you. Your chosen business idea 
is what you will promote throughout this course. 

Here are some points to help you with your individual brainstorming:

Read slide 12 

Your 5 minutes begins now

After brainstorming, put the class into teams of your choice and allow them an amount of 
time to discuss ideas etc to come up with their own business idea as a team. 

Just before the end of the session, read slide 13
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SESSION 2: Planning  and Taglines!
Keynote/PP: “2 Planning & Taglines”

Get the students to sit with their teams as they will spend the next 15 - 20 minutes 
elaborating on the brainstorm.

In business and in life, planning is key!  When you take time to plan - writing out your 
ideas, goals, what you want to achieve and so on, you will be then be able to look at the 
best ways of making those ideas a reality and those goals achievable!  Take some time 
now to speak quietly within your teams, about your business/product idea. Some things to 
think about are (These are also on the Keynote/Powerpoint slide 2 for the students to read 
from the board)

• Why have you chosen this particular business idea?
• Are you selling a product or an app?
• What is your main purpose of your product/app?
• Will people buy this? Why?
• What type of people do you think will mostly buy from you?
• What are your prices?
• What will make you stand out from other businesses that are like yours?

Let the students know that in a few lessons they will need to present their ideas to the 
class, but they will be given more info on this later. Give them a set amount of time to 
continue with brainstorming and planning, then move on to the Tagline exercise below.

Tagline Exercise - Keynote/PP slides 3 - 15 needed

What is a tagline?
A tagline is a very short catchphrase or slogan, especially used in advertising

For example, the tagline for the Bejewelled Academy is “Inspire, Create, Educate” - These 
three words express exactly what the company is all about in one very short phrase.

Another example is a tagline created by other students of The Kidpreneur Course. Their 
business idea was a company that designs and creates toys and household items to suit 
each customer’s individual requirements. Their tagline was “Grant a million dreams”

As we know there are many companies that we know and love, whose tag lines we also 
know very well. When a tagline does it’s job, it can be as effective as the logo and 
company name, meaning that if someone says that phrase, you will remember the 
company or brand straight away, or if you see the company’s logo or name, you will 
remember the tagline straight away.

Give an example by saying a well known tag line of a company and see if any of the 
students can guess the company that the tagline belongs to. 
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We are going to play a game now. I will show you a logo for a well known company, you 
must write down that company’s name and their tag line on your whiteboards/books. We 
will go over these at the end to see how many you were able to guess correctly.

Show slides 4 - 9, giving the students a set amount of time to write each answer. Then 
play slides 10 - 15 to reveal the answers.

After the activity: 

So we see from here that when a tagline does it’s job properly, you remember it without 
even seeing the company’s name

Exercise
In your teams, take some time to come up with a catchy, memorable and purposeful 
tagline for your business idea - but remember, do not share this with anyone outside of 
your team!

Homework 
Suggestion on slide 16 regarding “USP”
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SESSION 3:  TV Ad Challenge

Optional if homework was assigned:
Last session we assigned some homework about USPs! Who can remind me of what USP 
stands for? Who can tell me what a USP is?
Who did the homework? Let’s briefly hear from some of you which companies you picked 
and what you believe their USPs are…

TV Ad Challenge
Keynote/PP: “3 TV Ad Challenge”
Now that you have found out some more about USPs and you know a little more about tag 
lines and logos, it’s time to show the rest of the class your business idea! This will be done 
in the form of a TV ad role play!

You must not share your business idea with anyone else as, depending on how effective 
your ad is, they should be able to guess what service or product you are offering. You will 
have 15 minutes to create an idea for a 30 second TV ad. You must then act out that ad  
in the form of a role play. Each team will do this in front of the class, giving everyone else 
an opportunity to write down what they think your business idea is about. If you do a good 
job with your ad, also making use of the things we have learnt about (tag lines, logos etc) 
then it shouldn't be difficult for others to guess what your business is about. 

Tip: When thinking about your ad, think about the TV ads that have appealed or stood out 
to you the most. Which ads are easily remembered? Some of them are funny, some have 
a little song, some capture your attention by making you think.  

Remember, your ad must be 30 seconds or shorter. Each performance will be on a timer, 
At 30 seconds you will be made to stop, even if you haven’t finished performing!

Challenge
There can be a play money reward for the winner of this activity - but the class should not 
be informed of this!

Get each team to perform the TV ad to the rest of the class. At the end of each 
performance, give the class no more than 20 seconds to write down their guesses on 
scrap paper or their whiteboards. The students should  individually write down what they 
believe each team’s performance to be about.

Evaluation 
Slide 5, then conclude with: 

Often when you are starting out a new project, you may not have everything you need, but 
you will need to find creative and effective ways to “market” or promote your product or 
service. You will need to think “outside of the box”
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We will cover more on marketing in a few sessions.
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SESSION 4: The Art of Selling 
Keynote/PP: “4 The Art of Selling”
You will need to prepare the challenge below for this session

Random Sell Challenge 
This is a great challenge to get the students practicing how to sell with little or no 
preparation. The idea is that they become so passionate about what they are offering, that 
they are able to point out all of the good things about it naturally. For now though, they will 
practice with random items! Prepare a table with a number of random items on it - enough 
for at least 1 item per child. You will need an item yourself as you will start this exercise 
with a demonstration, so that the students are clear on what they should be doing. 

The items you use can be random items from around the school or classroom. Things 
such as a piece of A4 paper, a broken pen, a half used glue stick, a rubber band - anything 
you can think of. Pick up an item and begin to “sell” that item to the class, by clearly 
pointing out all of the great things about that item.

After your demo, you will choose a child to come up or ask who would like to start first. 
When the first child comes up, you must pick an item for them to sell. They must treat the 
class as their potential customers and must do their best to sell the item - making various 
suggestions as to how the item can be used. However, they should never FABRICATE 
anything - they should never lie. They can only sell what’s in front of them, not adding in 
any special offers or anything that will make the item more financially appealing to 
the customer. That is not the aim. The aim is that their method of selling leads the 
customer to believe that it is a good and worthwhile purchase - and possibly even a 
necessity!

When they have finished selling, they must pick someone else to come up (not their 
partner) and they must also pick an item for that person to sell to the class. This will repeat 
until everyone has had a go at selling. 

In Class (Play and read quote on slide 2)
Being able to show customers all of the great things about your product or service is very, 
very important. This is what will encourage them to buy from you. When selling, you need 
to show customers why they need your product or service, or why they would be missing 
out if they didn't buy from you. You must be able to point out all of the benefits of them 
owning the product you are selling or using the service you are offering. Selling is skill that 
is developed with practice. 

We are going to do an interesting exercise now, called the Random Sell Challenge 
Show the students the table of objects and introduce the above challenge. Also show them 
the Selling Rules on slide 3

You can each make brief notes about each seller and share them with us in the end at a 
brief feedback session. No one should make any comments etc while the challenge is 
being done.
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Evaluation
Briefly ask the students what they thought of the challenge and each other’s selling 
techniques. 

Additional Exercise
In your teams, quietly practice selling your business idea/product to each other. Split your 
teams into two, so that one half of you is selling and the other half is a group of potential 
customers

Homework
Suggestion on slide 4 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SESSION 5: Profit and Loss
Keynote/PP: “5 Profit and Loss”
Exercise books or mini whiteboards required

PLEASE NOTE
All scenarios and examples in this section are on the slides, so please use the slides to go 
over the scenarios and the answers with the students. They may use their books or mini 
whiteboards for calculations and should try to avoid using a calculator

A business cannot run unless it makes profit! The basic formula for profit calculation is 
(play slide 2)

Income - expenses = profit

Here are some case studies. Let’s see if you can calculate the profit correctly for each 
scenario. Use  worksheet 6a to record your answers and we will go through them together 
later.

Let’s start with a a quick example: (slides 3 - 16)

EXAMPLE
You are selling some of your old clothes on the internet to make extra money. The website 
you are using charges you a selling fee of 50p per item sold. You manage to sell 3 items: 
one at £2.50, one at £3.00 and one £4.70. What is the total profit?
 
Let’s work it out together:

Income:
£2.50 + £3.00 + £4.70 = £10.20

Expenditure:  
50p x 3 = £1.50

Profit
£10.20 - £1.50 = £8.70

1.) You have been asked to bake a batch of 25 cookies. You have charged your customer 
£20 for the batch. Your ingredients cost £8.00. You also need to buy a small box to present 
your cookies in. This costs 89p. How much profit will you make?
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2.) You own a clothes shop. You have bought 10 blouses for your shop, from a factory. 
Each shirt costs £3.50 and you plan to sell them at £12.00 each. You sell 5 at full price, but 
the other 5 do not sell. After a month you sell them at half price. How much total profit do 
you make on all of the shirts?

3.) You are a jewellery maker and have been asked to design a piece of jewellery. The 
customer agreed to pay you £100 for the piece. The materials for making the jewellery 
costs £40. When you deliver the jewellery to your customer she is not very happy with it, 
so you offer her a 20% discount, which she agrees to. How much profit do you make in the 
end?

4.) You are a professional at cutting hair and have rented a chair space in someone else's 
salon so that people can come to you to get their hair cut. You must pay the salon £25.00 
a day for your space. Last Saturday, you had 8 adults cutting their hair at £15 each and 
you also had 3 students cutting their hair at £10 each. How much profit did you make on 
Saturday?

5.) You are renting out a property and your tenant pays you £800 per month for the rent. 
From that money, you pay the mortgage which is £400 per month. You also pay insurance 
for £15 per month and you put aside £150 for any property maintenance and repairs. What 
is your profit?

6.) You run a small cleaning company and you have hired someone to work for you, to 
help out with extra cleaning jobs. You get a new opportunity at an office, cleaning 15 hours 
a week at £12.00 per hour. You assign the job to your new employee and you pay her 
£9.50 per hour to do it. What is your weekly profit from this job?
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Answer: 5 x £12.00 + (5 x £6.00) = £90 £90 - (£3.50 x 10 blouses) = £55.00

Answer: 20% of £100 = £20, £100 - £20.00 = £80.00, £80.00 - £40.00 materials = 
£40.00

Answer: £15 x 8 = £120 + £10 x 3= £30 = £150, £150 - £25.00 = £125.00

Answer: £400 + £15 + £150 = £565, £800 - £565 = £235.00
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What key things can you do to avoid making a loss and to make as much profit as 
possible:

1.) Research! If your business idea requires you to have certain materials or supplies to 
hand - shop around. Might find the same type/quality of product cheaper elsewhere. 
2.) Plan - before sending a quote, ensure that the costs are accurate on your end. 

EXCEL SPREADSHEET & ADDENDUM
Slides 17-25 within this presentation document are optional and provide a great 
opportunity to get students used to entering basic formulae into an Excel spreadsheet and 
understanding how they work.

Also, if you wish to test the students with more scenarios or more complex mathematical/
profit and loss calculations, please play the “ADD: P&L continued” slide.
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SESSION 6: Maximising Profit/Minimising Loss
Keynote/PP: “6 Maximising Profit”

PLEASE NOTE
This is an optional lesson for those wanting to use the course to place more 
emphasis on mathematical calculations and problem solving. Again, all scenarios 
and calculations are on the slides.

Last session we spoke about profit and loss. This week we are going to continue with 
some profit and loss problem solving.  If you did your homework correctly, you would have 
noticed that on one exercise, the profit was negative - which means that a loss was made 
instead of a profit!

Here are is an example of a loss scenario. In your teams, work together to calculate the 
loss made in this situation. You must then work out what could have been done or what 
would be needed in order to prevent a loss:

Example: (slides 2 - 5)

You are running a football academy and charging students £11.50 per week to take part. 
Students pay each week when they turn up. If they don’t turn up, they don’t pay. You rent a 
field space for your academy, costing £150 per month. You have 5 students signed up to 
your academy. If they all show up each week you will make a profit - but:

- On week 1, all 5 students show up
- On week 2,  2 students show up
- On week 3, 5 students show up
- On week 4, 1 student shows up 

Unfortunately you make a loss. How much loss do you make?
What good practices could you put in place to ensure you make a profit?
If you put measures in place, what is the maximum profit you can expect to receive with 5 
students?

Give the students time to work this out in their groups and then go through it as a class:

Total Signups over the month (4 weeks) is 13

13 x £11.50 = £149.50
£150 rent - £149.50 = -£0.50

Therefore there is a loss of 50p

Good business practice: (slides 6 & 7)
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Get students to commit to a set amount of time e.g. 1 month with payment in advance. 
This means you have guaranteed that you will make a profit that month and will be able to 
cover the rent

With this in place, with a minimum of 5 students the profit would be:

£11.50 x 4 = £46.00 per student
£46 x 5 = £230.00
£230.00 - £150.00 rent = £80.00 profit 

On the board we have 2 more scenarios (slides 8 - 10 with answers on slides 11 & 12)  
Please work out the profit or loss in each case, within your groups. When working this out, 
you must breakdown each scenario and explain how you arrive at each calculation - not 
just telling each other what you think the answer is. This is a group exercise, so each 
member of the group should understand how to arrive at the answer

In each case, you must think carefully about all of the questions asked be ready to give a 
breakdown and reason as to why and how you arrived at your answers.

Give the teams the necessary amount of time to work through the scenarios
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SESSION 7: Marketing and More!
Keynote/PP: “7 Marketing”

There are many ways to promote and market your business, in order to attract more 
customers or consumers. We will go through some, but before we do that, we will do a 
“What am I?” exercise to see how much you already know!

Take a look at the marketing types listed on the board. I will read 5 statements and on your 
whiteboards/books, you must write the statement number and which one of the marketing 
types is being described in that statement.

Slides 2 - 4 

Statements:

1. A free, internet based platform where one can post images and comments that may 
attract followers and  likes  

2. A virtual or online office or studio.  A place that existing and potential customers can 
visit to know more about your products/services and potentially purchase from you  

3. A special code that entitles you to a discount when purchasing something or spending 
a certain amount with a particular company

4. A piece of paper consisting of carefully designed and laid out information about a 
company and the services it offers. Often handed to people directly, posted through 
letterboxes or left somewhere public for people to help themselves

5. A method used to reward customers for encouraging their friends/colleagues to use 
your product/service

AFTER “WHAT AM I?” exercise:

Here are some popular ways of marketing your business or product (The below is also on 
Keynote/PP slides 5 & 6)

1.) Social Media Pages - In chapter 3 of her book, the course creator Melissa writes “I 
setup business pages and showcased my work for free on social media and many of my 
sales came from people who messaged me after seeing photos.”
Social media is a great platform for promoting a business as so many people use it! You 
are able to setup a free business page, with photos of your products and further 
information.

2.) Social Media Paid Ads - Paid ads all you to select the type of person you want to see 
your ad. For example, if you are selling a new video game, you may create an ad about it 
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and pay for it to be shown only to those who listed video games as an interest to them. 
Paid ads work with various budgets, so if you only have a few pounds to spend on a paid 
ad, it’s possible!

3.) Website - A website is like a digital office or shop. It gives potential customers the 
opportunity to know all about you, what you offer and how get your product or service - all 
in one place! With the many low cost and even free packages available these days, it’s 
easy to setup a basic website, which can be improved and enhanced as your business 
grows. 

4.) Referral Schemes - Discounts or free gifts when existing customers refer someone to 
your business or service and they also purchase with you. You may give your own 
examples of these
 
5.) Promotional Codes - More for less e.g. “£10 off/free gift when you spend £50.00. Use 
code KID50 when ordering”

6.) Leaflets and Posters - The good old fashioned way of marketing, which still works! 
Depending on your target audience or customer, leaflets and/or posters can be more 
effective than a digital form of marketing. Posters can be displayed in other businesses, 
such as shop windows, school noticeboards, cafes etc. If your business is more targeted 
to people who are less likely to use the internet or social media, then leaflets and/or 
posters are a good way to reach them!

7.) TV/Radio Ads - great for larger companies who want to reach very large audiences. An 
example is a company that has more than once branch nationwide (e.g. a well known 
supermarket, restaurant etc.

8.) Video Ads - For smaller companies, with a lower budget who do not require a radio or 
TV ad. These can be made using simpler equipment and used on the internet/social media

9.) Free PR! If there is something unique and interesting about your service, app or 
product, or if it benefits the community in some way, then you can contact local magazines 
and newspapers (or even local bloggers etc) to encourage them to feature you in their 
publication. This is a great way of getting more people to know about you, your product or 
service and the story behind it!

For your reference, here is an example of an article in the Hackney Gazette for when 
I first wrote my ebook:

https://www.hackneygazette.co.uk/news/melissa-doussey-how-i-overcame-tragedy-of-my-
dad-s-suicide-in-pembury-estate-explosion-30-years-ago-1-5288642

10.) Finally, one of the best ways to market your business is to offer great customer 
service! In this day and age where the internet and social media have made it so easy to 
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review and recommend places, ‘word of mouth' travels faster than ever before! When 
customers have a very good or a very bad experience with a company they are likely to 
share their experience! Most of us will go for things that other people have recommended 
and if we have a good experience, we are also likely to make recommendations!

Exercise - Target Customer (Also on slide 7)
In your teams, think about the type of people that are likely buy from you. Which of the 
above methods of marketing would be best for reaching those types of people? For 
example, if your business idea is a smart phone app that helps students to get organised, 
your main customer is a likely to be young people - secondary school, college and uni 
students. Many young people are on social media, so that may be one of the main 
platforms to use to market your product. Think about this and come up with a marketing 
strategy for your business. 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SESSIONS 8 & 9: Creative Campaign
Keynote/PP: “8, 9 Creative Campaign”
Paper, Pencils, Colour Pencils. Design work can be done on paper or on computer, 
depending on the facilities available.

“Marketing Shop”
 
In Class*  
For the next few sessions, we will work on a creative campaign. You will work in your 
teams to do this.

Each team will be given a budget of £50 to market and promote their business idea. With 
this budget, you must visit the virtual “Marketing Shop” and purchase the marketing 
services that you think will be most beneficial to you and your business. You cannot go 
over your budget! Whatever service or services you purchase, you must create a 
presentation with that service as detailed in the criteria column of the shop’s menu. Each 
team will then be able to go round and assess others’ work 

Make the most of your chosen strategies, but also think about all of the marketing 
strategies we spoke about previously. This challenge is about creativity and initiative…

One more thing, the pairs who were awarded money points on previous challenges 
will receive that money now to put towards their marketing budget! So their team 
will have a little extra to spend!

I will come over to your teams individually and you must tell me which strategy or 
strategies you have chosen. 

Give the students the rest of the session - and if necessary a small portion of the following 
session to work on their creative campaigns

Order of challenge:
1. Teams choose their marketing service from the shop on slide 2
2. Teams work on their marketing strategies/campaigns which must include a brief target 

customer narrative as detailed on slide 3
3. Each group presents their campaign (slide 4)
4. Peer assessment exercise (slide 5)
5. Play slide 7 and remind tutors of the marketing tools we previously learnt about, which 

could have been included in their campaigns. They were not reminded at the time as 
the aim was for them to use initiative and put into practice what they have learnt

6. You announce the winner, based on your opinion of whose campaign showed more 
effort and creativity, who remembered to use tag-lines/logos etc and the general 
feedback.

7. Challenge evaluation (slide 9)

Page �  of �21 23



� TM

Conclude by explaining the following to the students: 

The purpose of this activity was to help the you to not only understand the importance of 
teamwork, but also that every decision in business should be carefully thought out, 
planned and executed with the aim of growing the business and as a consequence making 
more money.  The more effort you make and the more carefully planned use of marketing 
strategies, the more profit you are likely to make as you will attract more customers.  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SESSION 10: Evaluation Session
Keynote/PP: “10 Evaluation”

We are at the end of the course and I hope you have learnt some very valuable skills and 
lessons throughout these sessions. I would like to hear from you about what you learnt, 
but first I would like to see what you remember! Let’s do a little keyword challenge. I am 
going to read out a phrase and you will need to put your hand up and tell me what I am 
describing or talking about.

Play slide 2, then:
 
Do a spider diagram on the board and ask students to share what has stood out the most 
for them and what key things they have learnt from the course.

Everyone has a talent and in an ideal world, we should be able to use our talents and 
interests to help us make a good living! Often what stops people from doing this is the 
thought that they don’t have what it takes, but no success happens overnight! Big 
successes started small! 

Here is an excerpt from Melissa Doussey’s book “Starting From the Bottom Up” (Slide 3)

Conclude with slide 4
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