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:1 How to UseThis Pamphlet 
The secretto successfully earning a merit 

badge is for you to use both the pamphlet and 
the suggestions of your counselor. 

Yourcounselorcanbeasimpoanttoyouasa 
c oac h is to an athlete. Use all ofthe resources 
your counselor can make available to you. This 
may be the best chance you will have to learn 
aboutthis particular subject. Make lt count. -  - 

Ifyouoryourcounselorfeelsthatanyinformation 
in this pamphlet is incorrect, please let us know. 

Please state your source of information. 

Merit badge pamphlets are reprinted annually 
and requirements updated regularly. Vour 

suggestions for improvement are welcome. 

Who Pays forThis Pamphlet? '110 

44 j 

This merit badge pamphlet is one in a series 
of more than 100 covering all kinds of hobby and 

career subjects. lt is made available for you to buy 
as a service ofthe national and local councils, Boy 

Scouts of America. The costs of the development, 
writing, and editing ofthe merit badge pamphlets are 4 	‚ 

paid for bythe Boy Scouts ofAmerica in orderto bring 
best you the 	book at a reasonable price. 

Send comments along with a brief statement about yourself to 
Pilots and Program Oevelopment, S272 

4114 
	

Boy Scouts of America '1325 West Walnut Hill Lane• Irving, TX 75038 
lt you prefer, you may send your comments to merit.badge@Scouting.org . 
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1. in vour own vords, dehne entrepreneurship. Expialn Co 
your merk hadge counselor how entrepreneurs impact ehe 
US. economv. 

2. Explain to vour counselor why having good skills in the 
tollowing areas is important for an entrepreneur: 
communication, pianning, organization, problem 
solving, decision making, basic math, adaptahilitv, 
technical and social skills, teamwork. and leadership. 

3, ldentify and Interview an individual who has started a busi-
ness. Learn about this person's educational hackground, 
earlv work experiences, where the idea for the business 
came from. and what was invoived in starting the business. 
Find out how die enirepreneur raised the capital (monev) 
Co start die business, exampies of successes and challenges 
faced, and b'' 	business is currentiv doing (if applica- 
hie). Discu 	:'our counselor what von have learned. 

4. Think cd as 	...; .Jeas for a business as you can, and 
write them down. From vour list, select three ideas vou 
believe represent the best opportunities. Choose one of 
these and expiain 18 your counselor vdiv vou selected lt 
and whv von feel lt can be successful. 

5. Create a wrieten business plan for your idea that includes 
all of ehe föllowing: 

a. Product or Service 

(1) Descrihe the product or service to be offered. 

(2) ldentifv goals for vour business. 
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(3) Expialn how you can make enough of Ehe product er 
perform the service to meet vour goals. 

4J ldentifv anti tiescribe ehe potential liability risks for 
vour produca er service. 

(5) Determene what type of ::c::se, if am -, vou migbe 
need in arder es seil er .....e ur produce er service. 

b. Market Analysis 

1) ldentiiv the tvpes of peope who would buv vour 
produca er sen Ice. 

(2) ldentifv vour business's competieors, anti describe 
their strengths anti weaknesses. 

3) Describe what makes s our product er sen ice unique. 

c. Financial 

l) Deterniine how much monev vou wall need to stare 
vour business. anti identifv hov you will abtain 
ehe monev. 

(2) Determine ehe cost of offering vour product er 
service and ehe price vou will charge in order Co 
malte a profit. 

(3) Describe what will happen wiCh ehe monev vou 
malte from ehe sales of veur product 
er service. 
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d. Personnel 

(1) Determine what parts of the business you will 
handle vourself, and describe 'our qualifications. 

(2) Determine whether vou will need additional heip 
to operate vour business. If you will need help, 
describe ehe responsibilities and qualifications 
needed for the personnel vho will fill each role. 

e. Promotion and Marketing 

(1) Describe the methods you will use Co promote Vour 
business to potential customers. 

(2) Explain how you will utilize the internet and 
social media to increase awareness of vour product 
or service. 

(3) Design a promotional hier or poster for your 
product or service. 

6. When von believe vour business idea is feasible, irnagine 
your business idea is now up and running. What successes 
and problems might vou experience? FIow would vou 
overcome anv failures? Discuss with your counselor any, 
ethical questions von might face and how you would deal 
with them. 

4 ENTREPRENEURSIW 



Contents 

Be stur D\vn Jus 

DInr Du Entrep eneurs Du? 

Geerurrnd und Evuluating Jdeu 

Cer.rg Down tu Dusins': The hirn . 

Buüwm 	Basic 	................................. 

\Juvrnh Ahesd tu Start 	rbur 	it 	Dnes 	................. 

tut) 	1 	(Tu......... 	...................... 5 

[du 	ltg 	Pftru 	.................................... 

1?nt:epr eneu' ship 	Resuur 	........................ 9. 

ENTREPRENEURSHIP 5 



+; 	 ___ 



If you have dreamed of going into business for yourself, you 
are not alone. Surveys show that more than half of American 
teenagers and college students are interested in starting their 
own businesses. Many new ventures are launched every day. 

Starting a business is hard work. lt also can be great fun. 
People launch businesses for many reasons: to work at something 
they love, to have ehe freedom to chart their own course, Co be 
self-sufficient, and to have a chance for financial independence. 

Making money, howevei; should never be a person's only 
reason for starting a business. People who go into business to 
"get rich quick" are seldom as successful as those who pursue 
their dreams wiCh passion, commitment, and the necessary skills. 

Build a business on something you love—an idea, a tal-
ent, an interest that captures your imagination and fires your 
enthusiasm—and you may feel you are not working at all. 
While you may actually work harder than you have ever 
worked at anything, you will be having too much fun Co 
notice. Successful entrepreneurs do what they do because they 
love it. They are following a dream and having an adventure. 

An entrepreneur is many ehings. Most are adventurous, 
self-reliant, and energetic, and they have other qualities you 
will learn about as you work on the Entrepreneurship m eri 
badge. The common definition of an entrepreneur is 
"someone who operates a business." Thinking of an 
entrepreneur as a problem solver, however, ma 
help you better understand what makes an 
entrepreneur tick.  

/ 	/  
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Entrepreneurs are always looking für problems they can solve, 
gaps they can fihl, or unmet needs they can answer with the 
right product or service. To seil their products or services, 
entrepreneurs often start businesses. 

As you earn this merit badge, you will look at what entre-
preneurs do, their characteristics and skills, and how they bring 
new ideas, products, and services to people and society. You 
will learn about identifying opportunities, creating and evaluat-
ing business ideas, and exploring the feasibility (how doable lt 
is) of an idea as you develop a basic business plan. You will 
also have the chance to fit everything together as you consider 
running your own business venture. 

Al% ('  

; $1. 
With a little Imagination and the 
skills you learn as you eam the 
Entrepreneurship merit badge, 
you cotild start your own business, 
ike the makers of the Willis Water 
Bomb, above. 

r 
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Many Scouts who start a business: 
to earn the Entrepreneurship meril 

badge will probably operate that 

business tor onty one to three 

months. Some of the areas covered 	 r 
in this pamphlet—especially the 

financial areas—may seem compli 
cated when you first read about them. 
However, you will find that these are really not diffict.: 

to handle (and, in fact, can be fun) when starting 
and running a small business for a short time. 

As you work to complete the requirements tor this 

merit badge, you will have done much of the hard work 

necessary to start a business. As you take each step, 
you may learn the joys of being your own boss and 

earning money by pursuing an interest or a passion. 
Working toward this merit badge might just help you 
create your own path to small-business success—and 

change your future! 
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Entrepreneurs can make a profitable business irom just about any hobbflmothy 
Jhnson of Liflleton, Colorado. owns Busy E es En- teqxises,  wbich seils producis 
made korn honey. Ha continues 10 operata th. a t business today. 



To widerstand what an entrepreneur is and does, start with die 
word "problem." Most people face problems everv day. 
Problems frustrate, confuse, and annov most people, unless 
those people happe: i be entrepreneur9. 

Every Problem Is an Opporttinity 	
( 

Entrepreneurs see p 	ems as opportur 	. W 
thev corne up against problems, thev start looking 
tor solutions. Entrepreneurs are problem solvers. 

Think of some things people might want that are 
not readily available, such as: 

A toothhrush that brushes both sides of vour teeth 
at the same mime 

• An umbrella that does not bend or break in a 
strong wind 

• A wav to eat chocolaee on a hol day,  without its 
melting and making a mess 

Because people's wants arid needs are endless ar 

always changing, resourceful entrepreneurs will 

always seek ways to meet those wants and needs. 

Entrepreneurs recogriize opportunities and take action. 

They get excited by the chaltenge of finding solutions 

to problems. 

/ 	( 
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The Entepreneur's NEWS-
Read All About $t 
The NEW ;;otivates entrepre..:s—:he N seands for needs. 
Events—the E—motivate entrepreneurs. 100. Entrepreneurs 
sometimes find opportunities wheri special events happen. If 
aliens vere to land on Earth, vou can be sure some enterprising 
entrepreneurs wouid see opportunities to create business yen-
tures. Just think of the possibilities. from TV appearances and 
parades tu crei::g a:d marketing space-alien action figures. 
The W stands 	wants. Entrepreneurs are also motivated hv 
the element of surprise—the 5. Entrepreneurs love to surprise 
people with aew 

The Business of Doing Good 
Many successful entrepreneurs are motivated by doing something they 

enjoy. Socially responsible entrepreneurs take that enjoyment one step 

further by making money while also feeling good about benefiting society. 

Succeeding as a social entrepreneur can depend on three factors: 

• Linking the business and the issue lt addresses. As an example, 

one company donates a pair of shoes to someone in need for each 

pair sold. 

• Recognizing that a socially responsible business may not provide a 

quick return on investment. Because the emphasis of this kind of busi-

ness is not just on making money, turning a profit may take longer. 

• Believing in your goals will encourage others—employees, investors-

to help you achieve them. 

Many companies today place great value on social responsibility. One 

company, started in 1982 by a famous actor, has donated more than 

$370 million to charity. Another company, which produces sportswear 

and sports gear, is committed to environmentally responsibte 

manufacturing processes and has given more than $55 million to 

environmental organizations. 

As you explore ideas for your own business, consider whether social 

responsibility is a natural fit. When you discover what you love to do, you 

may be able to link your business to a cause you feel passionate about 

and do well while doing good. 

12 Er4TREPRENEURSP 
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What Is the Marketplace? 
The marketplaL-e is: en- 	arena" of places where people 
ran buv all sorts o: 	and serv,  ices. ldentify a group of 
people who would want tu buv a particular product or service, 
and vou have identified a potential market- Whenever there is 
a potential market. thera is an opportunitv to start a business. 

Products are something physical that you can touch. 
Products may go bv other names such as 'goods,' "merchandise" 
or items." Sorne examples of products include cars, docks, 
ciothes, food, iewelry, and baseball cards. 

A service is useful work that does not produce a tangible 
(touchable) product. A haircut is an example of a service. Yes, 
von ran tourh hair, bot vou are paying for the service of having 
your hair cut. Other examples of services include tutoring, lawn 
mowing, dog walking, web design, and pool clea:c. 
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Failure—It's Part of the Garne 
Failure isa 	of 	entrepreneurial life. Some of the most 
famously 	ntrepreneurs have had equallv famous 
failures. The Edsel of the Ford Motor Compauv was a legendarv 
flop. In the mid-SOs, Coca-Cola irnroduced a heverage called 
new Coke" to replace the original soft drink formula. Nev 

Coke was a disaster, and Coca-Cola eventuallv reintroduced the 
original soft drink as "Coca-Cola Classic." Dont let the possthilitv 
of failure stop von from pursuing vour entrepreneunal dream. 
Entrepreneurs learn from their failures and use what the 
learn to excel at their nest ventures. 

14 ENBEPRENEJflSH' 



The Power of Entrepreneurial Thinking 
\Vhen entrepreneurs turn their ideas into husinessos, thev heip 
he national econoniy grov. ThnMgh entrepreneurship, rnany 

Suts may be able to improve the quality of their own lives as 
\vcil as the quJlity of other nuple's lives. The United States has 
a history of encouragilg indivhluals to realize their dreams 
through entrepreneurship. 

Entreoreneurial talents also can be useful in many areas 
hosides stariiu ncw business vcntures. For example, some 
cnreprencuriai thinkers start cominunity programs. revialize 
1ckhhorhoods, or advise government agencies on how to solve 

speci tic problems. Entrepreneurs contribute to every aspect 
01 society. 

ldentity five 

people you think 

are entrepreneurs. 

Whydoyou 

think they are 

entrepreneurs? 

How do they 

affect the lives of 

other people? 

What woutd not 

exist lt lt were not 

for their efforts? 
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Activity: What Is an Entrepreneur? 
lt is not easy to state exactly what an entrepreneur is, 

but give lt a try. Entrepreneurs are creative and try to 
solve problems, so use this activity as an opportunity 

to be entrepreneurial; create a definition that works 
for you. Write your response. 

A major motivator for successful entrepreneurs is the 
great feeling that comes from doing something they 

enjoy.Think about your own hobbies, favorite activities, 
and skills or talents. Perhaps you know more than the 

average person about some subject of interest.Your 

best business opportunities will come from the things 
you love to do and that interest you. Consider your own 

waats and needs, not just those of the marketplace. 
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Famous Names 
Some of this countrys best-known business operators are entrepreneurs. 
Some started small businesses to produce a product or service, aid 
ther businesses then grew into major corporations. Here is a handful 
of well-knovn ones. 

Entrepreneur Entrepreneurial Venture 

Jeff Bezos Amazon.com  

Tory Burch Tory Burch LLC 

ErnNc Estefan Crescent Moon Recordings 

Debra Fields Mrs. Fields Inc. 

Berry Gardy Motown Record Corporation 

Angie Hicks Angie's List 

Arianna Huffington Thrive Global 

David Karp Tumbir 

Yang Lan Sun Media Group 

Tim Leatherman Leatherman muiti-tool 

J. WUlard Marriott Mardott Corporation 

Kiran MazumdarShaw Biocon 

Pierre Omidyar eBay 

Larry Page, Sergey Brin Google 

Cher Wang HTC Corporation 

Oprah Winfrey Harpo Productions 

Mark Zuckerberg Facebook 

ENTREPRENELJRSHIP 	17 



If you are Entrepreneurs: Their Roles 
willing to take and Contributions 
well-consdered When entrepreneurs begin a new venture, they risk losing their 

risks to achieve own money or money from investors. They risk losing the time 
and effort they have invested. They risk a loss of pride if their 

a personal goal idea does not work. They risk losing their livelihood—their 

in searting a means of supporting themselves. If they have employees, their 
employees' jobs also are at risk. 

busmess, YOU lt may seem that entrepreneurs are risk takers who enjoy dan 

may be a risk ger. In fact, most entrepreneurs are risk mwiagers, not risk seekers. 
A wise entrepreneur does not take foolish or reckless risks. Rather, 

manager. Thmk entrepreneurs carefully consider potential risks, then weigh them 
about what might against potential benefits and determine if a risk is worth taking. 

Entrepreneurs who decide to pursue a venture enjoy the 
lead you to accept challenge of seeing if they can make it succeed. They thrive on 
such risks. challenge. The willingness to make decisions and take actions 

that involve risk is a key factor that distinguishes entrepreneurs 
from nonentrepreneurs. 

18 	ENTREPRENEURSI-UP 



Crazy—or Visionary? 
Entrepreneurs sometinies pursue ideas that others think are 

Some entrepreneurs may ery business ideas so strange, 
surceed. However, thev may become highlv suc- 

! pursuinr unusual opportunities that others have dis-
r - 	zerlook-ed, cr found too chailenging. lt and when 
these entrepreneu ::ed, ehe same people who predicted 
failure will vie'v tI€i as visionaries—pioneers who had great 
insight about the . 

Job Generators 
People also respece entrepreneurs because they create opportu-
nities tor others. Entrepreneurs tvpicaily gather teams of people 
who heip make their visions realit. In doing so, a successful 
entrepreneur serves as an important growth engine' tor our 
ecoiiomv. Many operate small husinesses, eniploving orte to 20 
people. Some have grovn into huge corporations emploving 
thousands of workers. Thus, entrepreneurs are responsible tor 
creating ]arge numhers of iohs as weil as providing goods and 
services that people want. 

Entrepreneurs deserve the respect the' get. Thev see 
opportunities rather than problems. Thev seek solutions. They,  
accept risks, inveseing their time, talent, energv, and money Co 
produce goods and services that improve people's lives. In tEe 
process, they,  create opportunities tor othe 	:11 of these rea- 
sons, entrepreneurs are important contribu , 	ocietv. 

ETREPRENEURSHU' 19 



People respect entrepreneurs for accepting risks and 
producing goods and services others want and will buy. 
They respect eritrepreneurs for always thinking about 
how things cou!d be instead of being satisfied with the 
way things are. 

Entrepreneurs Key Characteiistis 
and Skills 
While entrr::i-:: 	::on certain characteristics 
and skilis, grea: 	 among them. In sports, 
some athietes do v;s 	..se t!cv lore their sport, hare 
dereioped thei 	ai:± a;e trained. Others show natural 
talent and reqt 	ing. 

In much die same way sorne entrepreneurs get formal 
training. Others have a natural flair for entrepreneurship. Still 
others succeed despite taking highlv unusual approaches 

20 ENTfiEPRENEURSHrP 
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The Successful Entrepreneur 
Here are several important personal characteristics and attitudes 
many effective entrepreneurs seem to share. 

Do What Vou Love. The successful entrepreneur has passion. 
People who feel committed to and care deeply about what they 
do stand the best chance of being successful at lt. The heart and 
mmd must be allies. Entrepreneurs typically care more about 
what they do than how much money they might make. The 
amount they earn is often secondary to achieving their goals. 

Betieve in Yourself. Another key quality of the successful entre-
preneur is seif-confidence. Do you have confidence in your 
ability to succeed? Every entrepreneur faces problems, and you 
must believe you can overcome them. 

Look to the Future. Entrepreneurs create a Vision of their 
future, and then they work to achieve it. To accomplish their 
goals and make their vision a reality, successful entrepreneurs 
must have driVe and a willingness to work hard. They must 
have persistence and the ability to complete tasks. They must 
keep trying. 

Additionally, entrepreneurs are opportunity-focused and 
forward-looking. They are able to set both short- and long-
term goals. These are some of the qualities that heip entrepre-
neurs see problems as opportunities. 

Accept the Challenges. Entrepreneurs have a high tolerance 
for risk. Their self-confldence helps them accept the challenges 
of the path they take. 

If you feel you lack self-confidence, you might not fuHy 
appreciate your past accomplishrnents.Think about all 
the things you have done---took part in music, art, or 
sports: advanced in rank and earned merit badges in 
Scouting; and held positions of responsibility in your 
troop or at school. Have you held a part-Urne job? Do 
you regularly help out at home?You will find you have 
every right to be self-confident. Successful entrepre-
neurs helieve they are capable of success and that 
they are worthy of success. 

ENTREPRENEURSHtP 21 



Believe in your ability to be creative. Experts say the 

biggest block to creativity is thinking that you are 

not creative. 

Entrepreneurs tend to thrive on competition. While they 
may actively compete willi others, they are more likely to com-
pete against themselves. They are constantly tiying to improve 
their own performance. 

Be Innovative. Although they might not realize it, most 
entrepreneurs are creative. They find innovative ways to 
solve problems. They always look for new and better ways 
to do things—ways that have not occurred to others. 

Keep Leaming. Entrepreneurs are willing to learn. They might 
already know a great deal, yet they recognize that no one 
knows everything and they can learn valuable information from 
others. Entrepreneurs who are open to listening and learning 
will enhance their ability to achieve success. 

II 

E- 
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Is Entreprenewshp for Everybody? 
Not evervone has the quahties 10 be an entrepreneur, 
or even wants to be an entrepreneur. Even a person 	 ( 
vho has the necessarv qualities is not automaticallv 

made happy by berng an entrepreneur. Some peop 
who have entrepreneurial characteristics are often 
happter vorking for sonleone else.  

Ii vou hase some of the characteristics discus J  
here hut von do not feel drawn 10 becoming an 	' 
entrepreneur, vou can find ways to further vour go 	 " 
or vour chosen career hv putting vour entreprener 
characteristics to work for vou, lt mav surprise voll 
how much recognition vou will get for the good w . 

4' 	 1 
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Activity: Are You a 
Potential Entrepreneur? 
Part 1: EntrepreneuraI Charactenstics—Personal 
Review and Assessment 
On a scale of 1 to 10, rate yourself on the following 
characteristics, with a "1" meaning "strongly disagree" 
and a "10" meaning "strongy agree' Record your 

score on a separate sheet of paper. 

1 am a person who 

1. Is passionate, with strong feelings about things 

personalty important to me 

2. Is seif-confident 

3. Has high self-esteem 

4. Is capable of accomplishing whatever 1 set out 

to do 

5. Isself-reliant 

6. Is opportunity-oriented 

7. Is forward-thinking 

8. Has vision and goals 

9. Has drive and ambition 

10. Is willing to work hard 
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11. Is willing to take a risk 

12. Is competitive, especially against myseif 

13. Is creative 

14. Is willirig to learn 

Total your score. If you score more than 100, you are a 
good candidate for entrepreneurship.Then again: If you 

score less than 100, you may also be a good candidate 
for entrepreneurship. Remember, there is no set formula 

für who can or cannot be a successful entrepreneur. 

The purpose of this activity is to heip you explore your 

interest in and abilities für entrepreneurship. 
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Everything Has an "Opportunity Cost" 

Like most successful people, entrepreneurs carefully consider 
their opportunity cost. For example, when they commit time 
and money to a venture, they cannot commit that same time 
and money to another opportunity. They must determine where 
it is wisest to invest their time and money. 

Opportunity cost is an important consideration for just 
about anyone. For example, while you have been reading this, 
you could have been hanging out with friends, fixing a snack, 
playing sports, er getting ready for a Camping trip. By choosing 
to read this pamphlet, you decided this was the best use of 
your time. The next best thing you could have done with your 
time (that is, your next best alternative, which you gave up) is 
your opportunity cost of reading this pamphlet and thinking 
about your entrepreneurial potential. 

Few entrepreneurs possess every skill needed to ensure 
business success.They often look to experts for help in 
areas such as strategic planning, accounting, contracts, 
legal issues, and specialized marketing. 
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Some Entrepreneurial Skills for Success 
Having the right attitude and characteristics can carry you only 
so far. You also need the sküls that will help you succeed. 
However, unlike personal characteristics and attitude—which 
often can be hard or impossible to change—skills can be 
acciuired if entrepreneurs are willing to learn them. Also, entre-
preneurs can hire people who have the needed skilis. Either 
way, the following skills are important if the entrepreneur's 
business is going to succeed. 

Ability to Plan. Planning is a key skill. Entrepreneurs must be 
able to develop plans to meet goais in various areas including 
finance, marketing, production, sales, and personnel (hiring and 
keeping productive and satisfied employees) 

Communication Skills. Entrepreneurs should be able to 
explain, discuss, seil, and market their product or service. 
You must be ahle to work effectively with your business team. 
Entrepreneurs need to be ahle to express themselves clearly, 
both verbaily and in writing. They also should have strong 
reading comprehension skiils to understand contracts and other 
forms of written business communication. 
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Marketing SkiHs. The success of a business depends very 
much on whether the business reaches the market (its potential 
customers), interests the market, and convinces customers to 
buy. Many entrepreneurs who failed started with an innovative 
product or service that, with proper marketing, could have been 
highly successful. 

Interpersonal Skills. Entrepreneurs constantly interact with 
people, including customers and clients, employees, financial 
lenders, investors, lawyers, and accountants, to name a few. 
The entrepreneur's ability to form and keep positive relationships 
is crucial to the success of the entrepreneur's business venture. 
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Basic Management Skills. Many entrepreneurs manage every 
part of their business. But even when entrepreneurs hire mari 
agers to attend to daily details, they must understand if their 
business has the right resources and if those resources are being 
used effectively. They must ensure that all the positions in their 
company are held by effective people. 

Resources are the different elements that must be com-
bined to produce a business product or offer a service. 
Resources may include money; equipment, supplies, 
and ingredients; personnel (workers, managers); work 
space; support services; transportation; and technology, 
knowledge, and information. 

Personal Effectiveness, To handle the pressures of their 
busy lifestyles, entrepreneurs must be able to manage time 
weil and to take care of personal business efficiently. Because 
first impressions are so important, entrepreneurs must also pay 
attention to such things as personal grooming, telephone skills, 
and being on time. 

Think of the difference in the impression made by sonieone who answers the 
phone with "YeahT' versus someone who says, "Acme Company, this is Alex. 
l4ow may 1 help you?" 
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Team-Building Skills. Because entrepreneurs 1;I:'.sc1c 

i pe \\:r help them iIU\'C business  
cLc-'. :\ must be .ii):e to effectively 

thL team,  

Leadership Skifis. :\ kc\ leadership skill for all entrepreneurs  
o develop .1 vision for tU 

associates to purstie that vision as . 	i! 
expression"People \\ u 1. rather  J1 led than mana,-ed" t 

Nie 

1 

•1 
Think about the skills riecessary to be a successful 

entrepreneur. What are your strong areas? In what 

areas would you most likely need help from other 

experts? Entrepreneurs must be able to realistically 

evaluate their own skills, and to know when to draw 

on the skills of others. 
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Activity: Are You a 
Potential Entrepreneur? 
Part 2 Entreprerieun& Skitis—Personal Review 

and Assessment 

On a scale of 1 to 10, rate your skill in each area, with a 

1" meaning the least amount of skill and a "10" mean-

ing highly skilled. Record your score on a separate 

sheet of paper, 

1. Ability to plan effectively 

2. Spoken cornmunication skills 

3. Wrftten comrnunication skills 

4. Reading skills 

5. Marketing ability 

6. Interpersona! skills 

7 Basic management ability 

8. Personal effectiveness 

9. Team-huilding skills 

10. Leadership ability 

A score of 70 er higher means you might already have 

rnany of the key skills you need to he a successtul 

entrepreneur. lt yen gave yourself a score of 6 er 

helow on any of these items, you might want to work 

to improve that skill. lt yen are determineri, you can 

irnprove any skill yen helieve yen will need to become 

a successtul entrepreneur. 
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Opportunities 
Finding just the right opportunity takes time and research. 

tdentifying Entrepreneurial Opportunities 
Now that you understand the qualities and skills successful 
entrepreneurs must have, consider entrepreneurial 
possibilities that might be right for you. 

Find the Right Starting Place. Sometimes a great idea 
for a business will pop into an entrepreneur's head 
and the entrepreneur will run with it. Entrepreneurs 
want ideas to carry forward their hopes, dreams, and 
aspirations. However, rather than simply trying to come u 
with a good idea, an entrepreneur might want to focus or 
opportunity. Opportunities are all around, so don't wait fc 
someone else to do something about them. 

Cast a Wide Net. Not all opportunities are worth pursuir 
Before you decide that a particular opportunity is right fn 
you, compile a list of possible opportunities. Think of eve 
problem, need, want, event, and new possibility that you 
can, Do not worry at this point about whether something 
seems too hard, too easy, too large, or too small. 

Activity: Hunting for Opportunities 
ldentify at least five opportunities —problems, needs, wants, even:s, sur-
prises. or 'gaps« Briefly describe each one with a note about where you 
found each opportunity. Rate the potential tor each opportunity by qiving 
lt a score of 1 to 10, with 10 tor the strongest potential. ldentify your three 
highest-rated opportunities—the three you believe are the best tor you. 
Think carefully about the reasons you use to rank one above another. 
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Look tor opportunities everywhere—at the mal!, in your 
neighborhood, at home, on the internet, at school, on TV or in 
magazines and newspapers. Look tor the gaps—the unmet 
needs, the persistent problems, and the desirable things that 
do not yet exist. 

Let your creativity and energy flow freely, and you may be 
surprised by how many opportunities you find. Do not evaluate 
thern yet. Just find thern. To heip you spot opportunities, corn 
plete the following statements: 

1 u,ish there was a. - 

t'ue always been botherecl by. 
- 	 ... TIus would be much better if. 

Thts would be rnore fun if. - 

This u'ould not hurt so mach if. 

This would not be so hard if. 
What this place needs is 

Think of other staternents or questions that can heip you find 
opportunities. Talk to people about their needs and wants. Find 
out what they need heip with, what they are too busy to do, 
what they don't like to do, or what they need rnore—or less—of. 
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Evaluating Entrepreneurial Opportunities 
Finding an opportunity does 
not mean you should auto-
matically pursue lt. Evaluate it 
to determine whether it is ehe 
right opportunity for you. 

;- 	-- 

g 

j-  A - 

- 

• Do you have a strong desire 
to pursue this opportunity? 
Does lt grab you? 

• Do you have the ability to 
pursue it? 

• Is there a large enough 
market for this opportunit' 

• Can you pursue lt without 
traveling too far? 

• Will lt be an ongoing 
opportunity, or is it 
short-terrn? 

• How much are the start-up 
costs, and how much risk 
is involved? 

You evaluate opportunities to judge how good they are and to 
compare them so you can decide which opportunities are best 
for you. Here are some things to think about as you evaluate 
the opportunities you have identified. 

Have the Interest. Are you enthusiastic about the opportunity? 
Entrepreneurs must have a strong interest in the business area 
they choose. lt you are not interested in what you are doing, you 
may be lirniting how well you can or how bog you want to do lt. 

Get the Knowledge. Do you know enough about lt to pursue 
this opportunity? Occasionally, entrepreneurs successfuhly 
develop an opportunity they know nothing about. However, ehe 
more they know, the greater their chance of success. So, learn 
all you can about your opportunity. 
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Question Yourself. Still other questions to ask yourself include: 

1 Do 1 have a goocl chance of developing a potentially 
successful business idea (either a product or a service) 
for this opportunity? 

2. Would enough people actually be willing to purchase a 
product or a service to satisfy the problem, event, surprise, 
or unmet need that 1 see as an opportunity? 

3. What risk do 1 run that other entrepreneurs will also see the 
opportunity and will become my competitors? 

4. How strong are the existing competitors (if any) who are 
already trying to meet the problem, event, surprise, or 
unmet need? 

5. Can 1 effectively market a product or service for 
this opportunity? 

6. How expensive will it be to pursue this opportunity? What 
are my chances of making enough sales to cover costs, and 
of the business succeeding? 

7. If 1 start a business around this opportunity, what are the 
chances that there will be a market for my product for a 
long time? Or am 1 addressing a temporary problem, event, 
surprise, or need? 

8. Do 1 have enough information to decide whether this is an 
opportunity worth pursuing? How accurate is my information? 

Activity: Rethinking Your Choices 
Now, using the ways of evaluating opportunities that have been discussed, 

decide again what you think are the three best opportunities from your 

list of five or more. On a sheet of paper, make two columns. Title one col-

umn PreviousTopThree Opportunities and title the other column Current 

TopThree Opportunities. In the first column, list the top three opportuni-
ties you chose at the end of the last section. In the second column, list the 

three you selected in this section. 
Compare the two hsts. If the top three opportunities you selected in 

this section are different from the top three you chose previously, what 

made you change your mmd? 
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Sample Questions for the Entrepreneur You Interview 
1 	‚tdier 	J voj statt eh nk no 11 Whee did voi get ehe moe 

abot becoming an entrepre to start vour buspess' 

neur« and why did vou want 12 	What surprises did you encoun- 
to be an entrepreneur? tor in startng vour busness? 

2 	What faCors or who influepceo dd you find ehe 
you to want Co become b€ - 	eopie to be part of 
an entrepreneur? 

3 What are the most important 

entrepreneura1 character-

stcs and ski Is you eh ek 

vou possess? 

4 tVat were vJJr bcest 

obstac es - becOrrorg 

an e,trecreejr' 

pr er event, sJrise 

or pmet need «ci vou 'detify 
as an opoorta-'ti? 

6. WhatmadevDj be eve itwas 

a good ooportun'ty, and what 

bus'ness 'ciea prociuct or ser-

Vce did you corne up wth to 

ad]ress ei s opportur'ty? 

How d'c vou corre up wth 

tour idea an] knaw rt was 0 

9)00 000 

3 IJ d d y--u identtfir ad 
research your target market 

and vour competition? 

9. What probems did rou ha-je 

getting started, and how od 

ou overcome them' 

0 What dnds of exnses dd you 

have when VJU started your busi-
ness?Vhat. 'f anv, probems d'] 

vou have raoing enough ca«ta 

monev or our mis 'ess" 

14 V' - r::r3sandapproad1es 

cl': .seto market.our 

prortuce or SrviC'  What 

aoproacbes worked best 

ard why? 

5 id you trv any marketing 

approaches that d'd not work 

wePWhy «d they not work? 

16 How weil has vour business 

oerfomied in the past, and 

howweUis'Cdo'r ow 

'" ',hy do you think enough 

: cop e wi 1 want Co buv vour 

p-: : .ct or service? 

18 7/hat aav'ce would you offer 

e young, potent-a- entrepre-

'kerne? 

is your opinion c '  the 

- er entrepreneuria opportun- 

have identified, and which 

opportunity do vou think 's the 

best amt why? 

20 What advice can you offer 

me if & decdeto pursue 

th's ocoortumtyt 
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Activitv: The Interview 
: 	3uggest= 	 ::. 

- 	uestior 
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Besur:includez:-: -- 
yourth - 	best opportuni: 	-:-- 
sample questions you thir 	- 	- 	-: 
also create your own 

questions. When you 

have finished inter- 
vtewnc 	- 	- selec: 	------ 

entrepr- - 	Nrite a - 
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best Op 	: -: 	- ties 	 - •- 	3 
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t-k4- 
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The best opportunity in the world will pass you by if you can't 
come up with a realistic idea for a product or service to take 
advantage of the opportunity. Your challenge now is to hatch 
specific and rnarketable product ideas to meet the opportuni-
ties you have selected. 

iJ IIi]iITTRE*L1 ID 1 	trTi T 
Assume for the moment that your grandparents, who live 
nearby, love to garden and have many flowers, shrubs, fruits, 
and vegetables in their yard. They teil you they would like to 
take a bog summer vacation—three weeks or more. However, 
they are not comfortable asking tiieir neighbors to water and 
weed for them, nor do they want to lose all the hard work they 
have put into their yard. You are glad to care for their shrubs 
and plants. You also realize that other people in their neighbor-
hood and nearby have the same problem and do not have 
anyone to heip them. 

Voiifz! You see a problem—an opportunity. 
You can probabiy come up with a business 
idea that will turn this problem into a prof- 
itable entrepreneurial venture. 

Always think carefully about any 
opportunity you are considering and what is 
really needed to satisfy it. People sometimes 
generate ideas that miss important parts of 
the opportunities they have identified. 
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For exarnple, if you decide to specialize in the plant.water -
ing business but do not include weeding as part of your service, 
your business idea will not solve your grandparents' problem or 
the potentially similar problems of other people nearby. Your 
business idea would probably not be ahle to take good advan 
tage of the opportunity you identified because it missed an 
important part of the opportunity—the need tor weeding. 

1tti iiiflTI !r*i. 	I!AII TIT]T 	FT 
Here are some suggestions that may spark your creativity in 
developing good business ideas. 

1. Seek out creative people and ask theni about your business 
ideas. Their different poirits of view may heip you explore 
new possibilities. 

2. Try to view your opportunity in out-of-the-ordinary ways. 
Good business ideas often come from finding new solutions 
to old problems. 
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3. Spend t e ddreaming. Letting your mmd wander can 
produce interesting resuits. Research has shown that people 
are more creative when they are liaving fun. An afternoon of 
recreational sports or a trip down a waterslide might free 
your creative side. 

4. Link one opportunity to others, If you are going to take care 
of gardens, what other services might you offer homeowners 
who will be away? Picking up the newspaper and mai!, 
caring for pets, watering ancl/or mowing the lawn, watering 
indoor plants, and checking house security daily are other 
services for which homeowners might be wil!ing to pay. 

Try this creative-thinking exercise: Consider two seem-
ingly unrelated things (a military tank and a swimming 
pool, tor example), and think of a way they could be 
brought together and linked. 
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Opportunities for 
Teen Entrepreneurs 
Here are a few examples of businesses that have been 

started and operated successfully by young entrepre 

neurs. As you can see, the possibilities are many.This 

list may heip you find the right business idea. 

Advertising flier 	 Errand-running service 

delivery service 	 Foreign-language trans- 

Auto detailing 	 lation or tutoring 

Bike repair 	 Handcrafts (artworks, 

Boat and RV cleaning 

Computer servicing/ 

repair/upgrading/ 

software installatior 

Desktop publishing  

fishing lures, greeting 

cards, jewelry, 

meta lwo rk, pottery, 

sculptures, shell 

crafts,T-shirts, wood 

carvings, etc.) 

House-sitting 

Lawn and plant care/ 

gardening 

Pet care/pet grooming/ 

pet-sitting/dog 
walking/aquarium 
cleaning/cage and 
stall cleaning 

Photography 

Pool cleaning 

Snow removal 

Sports coaching 

Tutoring 

Web design 

Window cleaning 
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Go to the Source 

Now that you have some tecimeques for generating ideas, select 
ehe three best potential business ideas (goods or ss:ccs for 
your three best opportunites. 	evaluate your 
ideas. Find the best "partr2:s:'.::• 	can betwee: 	:crty 
and business idea. A key 	iz 	 your twet 
that is, the potential customers wsre most likely to bu c 
'se the products or services tI;a cone from vour ideas. 

The starter list of questions will help you evaluate your 
different ideas for products and services. Some are 

questions to ask yourself, others are questions you may 

want to ask potential customers (or other entrepreneurs). 
You will think of many more questions to help you 

pinpoirit your best idea. 

Questions to ask yourself: 

1. Has this idea been med before? Ii not, \vu' nut -e ei this idea 
has been tried, was it successfuli Can 1 improve upon Itt 

2. Will my edea lee mc compete successfullvt Whv would 
people buv mv produce inseead of my competitor's product? 

1 What information helped mc come up with this idea? 
l3ow confident am 1 of ehe accuracv and reliabihtv of 
that enformation? 

4. Do 1 have a good chance of finding enough money 10 start 
a business based on this edea? 

Do 1 have enough personal lerne 10 create and run a business 
based on ehis idea? If not, care 1 find enough heip? 

Activity: Customer Interview 
and Business Idea Evaluation 
Interview potential customers about your three 
best ideas. Report what you learn. Based on all of 

your information so far, identify the best idea you 
have found. 
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A unit is one iter 

tor sale such es 
77 

aTshrtora 

wood carv ng, or 

nthecaseofa 
j service busmess 2' 

that charges by 

thehour orte ho 

oftheservce  

provsled Youw 

earn more about 

unrtsandhowto - 

set a price per 

unt1ater inths 

pamphbt. 

Questions to ask potential customers er 
other entrepreneurs: 

1. Do vou like mv business idea? \Vhv or vhv not;' ilt you 
have a prototvpe, sho'.v it to vour potential custorner or to 
the entrepreneur. 

2. \Vould vou he willing to buy mv business product? \Vhv or 
whv not 

3. At vhat price would vou be villing Co buv one urne St my 
business product? 

4 How mariv units would vou be willing u alternative 
(different) pricesz (List ehe possihle pnc€ ight charge, 
from high to low. 
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5. Do you think my business product is better than that of my 
competitors? Why or why not? 

6. Do you think this product (or service) will be too expensive 
to produce (or provide)? Do you think 1 will be able to 
make enough sa)es öl this product to keep a business 
running successfully? 

7. What could 1 do to improve niy business product 
that would encourage you to buy more or pay a 	- 
higher price for the same product or service? 

8. Do von think the market for my business 
producl will last long enough for it to 
be worth niv st1rlin a business? 

.: 
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Having an idea for a business and starting a business are two 
different things. Once you have what you believe is a good 
idea, the next step is to expiore its feasibilily as an actual 
business venture—not only 10 convince yourself that your idea 
will work, but also 10 convince others. If you will need money 
from other people to start your business, they will want to see 
evidence that the business has a good likelihood of succeeding. 
In most cases, they will want to see a business plan. 

9 9-1 	7 nT 
A business plan organizes your business idea on paper. lt helps 
other people and you understand the resources and steps 
needed to create your business, and its chances for success 
once it is started. A business plan is useful because it will: 

• Be helpful in securing funding 
from most financial sources, 
including family and friends 

• Help you think through all of the 
various aspects of the business 
and develop confidence that 
your idea is a good one 

• Serve as a guide once the 
business is up and operating 
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Developing a business plan should be fun and enjoyable. 
ii is, after all, the plan for how you will accomplish something 
you think is important and beneficial to others as weil as to 
yourself. Developing a plan usually takes a great deal of research, 
thinking, and writing. You probably will end up talking with 
many people and going to many places, such as libraries, 
government sources, and professional associations. 

1 	INN 
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The follow g ou ines some key points to cover in your 
basic business plan. If you work your way through this outline 
as a general guide, you will find out most of what you need 
to know to determine whether your idea is likely to become a 
successful business. 

Use this outline if you find it heipful, but do not think that 
you must follow it. Change it. Improve on it. Make your plan 
work for your business idea. 

There is no magic formula for a business plan. Businesses 
are very different from one another, as are entrepreneurs. 
As a result, plans will vary. 
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Business Plan 
Section 1: Describe the Business 

• What is the name of your business? 

• What are your business goals? 

• What product or service do you 

plan to seil? 

• Where will the business be located? 

What are its hours of Operation? 

(Give the company address 

and phone, fax, website, and 

email address, as applicable.) 

Section 2: Describe the Personnel 

• What skills and experiences 

will heip make your business 

idea work? 

• What skilis and experiences do 

you bring to the business? 

• In what areas will you need help? 

• Who will help you? (Describe 

positions for the different tasks 

that will need to be done to run 
the business, and describe the 
experiences and skills required 

of the people who will fill those 

positions lt you already have 

people in mmd, name them.) 

Section 3: Describe the Market and 
Vour Competition 

• Who are your main customers 

(your target market)? 

• Why do customers need your 

product? (Name the chief benefits 

of the product or service your 

company will produce.) 

• How will you set a price for 

your product? 

• Who are your competitors? 

• What are your company's com-

petitive advantages? (How does 

your product or service differ 

from that of your competitors? 

How is it better or unique?) 

• What sales tools will you use? 

(How will you convince customers 

to buy your product or service?) 

• What are your sales goals? 

Section 4: Descnbe Your Finances 

• What items do you need to start 

your business? 

• How much will each item cost? 

• Where do you plan to get 

the money to cover your 

start-up costs? 

• What is your estimated income 

(revenue) for tour or six weeks? 

• What are your estimated 

expenses (cash paid out) for 

those same weeks? 

• How will you keep records of 

income, expenses, and profits? 

Section 5: Provide Supporting 
Information 

• Customer surveys 

• Market research 

• Promotional tools—sample adver- 

tising fliers, business cards, etc. 
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Marketing for Success 
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Be Prepaed! 
The Scout motto, lie Prepured, appiies particularlv weil to the 
entrepreneur. Even if vou discover Liter that vou must change 
direcnon, vou will adjust more effectivelv to the change if vou 
have 3 plan that is guiding vou. Having a plan will give you a 
greater sense of control and direction over pur future and the 
future of vour business. 

\lanv business plans are short and have fewer than 25 
pages. aIthough the length will vary evith the type of business. 
\bu might decide to start with i very simple business idea with 

0. 

o- 

1 	. 

Love It? You M ig ht H ave to Leave it 
Be prepared to be completelv honest with yourself. Perhaps vou 
have come up with a -real idea. \lavhe you love the prospect 
of running the business you are uing Co create. However, if 
vour research and plan indicate that the business will not evork, 
vou meist recognize ehe need to change course. 

54 	mEPRENEuRsHw 



Changing course does not necessariiy mean abandon- 
Ing your idea. lt might mean only that you must modify 
the idea or approach lt differently. However, if your 
research shows that your idea simply will not work, 
do not proceed with 'launch" Many entrepreneurs fall 
because they refuse to accept that an interesting idea 
might not work as a profitable business. 

If your review of the plan leads you to believe your idea 
will work, test lt with people whom you respect er who have 
experience in similar business areas. Their views will be partic- 
ulariy valuable if you will be seeking resources from others to 
heip Start and initially operate your business. 

These friendly reviewers can give you an idea of how 
others will likely react to your plan. Ask them to be brutally 
honest, not just polite. Teil them that if they foresee a problem, 
you want to know about it, without sugarcoating, so you can 
address it. • 

1 
Make sure your 

business plan 

contains all of 

the Information - 
AK neededto 

convince you that 

the business will 

succeed andto 

convince others 

ofthesame 

Ar 
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Jon Walker of Golden, Colorado, works on the business end of his sales venture. 
His product, Ding D0gTM,  is marketed as a way to let dog owners "know when their 

dog has to go' 



Now consider a few more basics of business and entrepreneur-
ship as you establish your business plan. 

i.ier1 	 I II 
Having goals is important for you personaily, and important für 
a business. There is an old saying: "If you don't know where 
you are going, you are sure to get there." In other words, you 
might end up nowhere if you do not decide where you want 
to go and focus on trying to reach that specific goal. 

In setting goals, consider the following things: 

Specific. Be as specific as you can. If you plan to take a trip, 
für example, and someone asks you "Where to?" and you reply, 
"Out West," you have named a general goal but not a specific 
destination. "Out West" could mean Seattle, Los Angeles, the 
Grand Canyon, or many other places. Your experience at one 
place would be quite different from your experience at another. 

The same is true of a business. If you have only a general 
goal, you could end up at any one of several different "places" 
or business situations. lt is hard to make decisions about how 
to reach your goal when you don't have a clear goal. 

ASICS 

4 

4 
Entrepreneurs often must make quick ciecisions, in the 
middle of confusion, and based on vague or even con-
tradictory information. Understanding your goats clearly 
and precise(y can h&p guide your actions and decisions. 

r \ 1 
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You do not have 

to attach numbers 

to all ofyour 

goals. lt one of 

your goals is to 

have tun, that 

would be hard to 

measure. lt one 

of your goals is 

to enjoy working 

with the people 

on your team 

and helping them 

feel a sense of 

accomplishment, 

that also would be 

hard to measure. 

Measurable. As much as von can, make your goais sornething 
you can measure. That will heip you know how far along you 
are and when von have achieved your goals. 

On a trip, it helps you to know, tor example, that your 
destination is 1,400 miles away and there are certain cities and 
landrnarks through which you should expect to pass in a partic-
ular order. Similariy, tor your business goals, it helps to know 
how far you have to go, what to look tor on your way there, 
and how to teil when you have arrived. 

Attainable. A goal can be chailenging, but you 
should be able to envision how you can reach it. 
To be attainable, a goal should fit your personal-
ity, your values, your priorities, and your dreams 
and aspirations. Understand what can be 
achieved in the business you plan to start and 
run. lt the steps to reaching that goal fit with 
tb 	vr- ectations ynii set fnr ninr1f thn vour 

/ 
(i J 

4 

e. 	
J 	b 
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Relevant. All your goa need to relate to achieving your vision 
of starting and running your own business, no matter how large 
or small they are. if the goal is not connected to reaching the 
vision, it probably isn't necessary. 

Timely. Set goals for various "time horizons"—short-term, 
mediumterm, and long-term. Make them interesting enough 
to motivate and inspire you, and space them so you can feel 
ongoing satisfaction as you achieve them. Set realistic timelines 
for your goals. These do not have to be precise, but you should 
identify whai goals you hope to achieve in (for example) three 
weeks, six weeks, six months, one year, or five years from 
when you start. Timelines will help you chart your course, 
check your progress, and make decisions. 

As you can see, the letters SMART make a handy way to 
remember the main points just discus ed. 

Aim for goals that have reasonable targets—not too 

easy, not too hard, but difficult enough to motivate you, 

inspire you, and provide a real sense of satisfaction 

once vou have achieved them. 
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To Market, to Market 
When you discover an idea for a product or service, based on 
an opportunity you have identified, you must consider the 
nature of the market to which your business will be targeted. 
In some cases, an entrepreneur might try to develop a new mar-
ket for a brand-new product or service. In many cases, existing 
markets have opportunities tor entrepreneurs because there is 
not enough of a particular product or service available, or cus- 

	

The DeLorean 	
tomers warn an irnproved, Iess expensive, or more convenient 
or accessible version of an existing product or service. 

Consider the car market. Why do so few 
entrepreneurs enter the car market 
today? In the early 1980s, a carmaker 

/ 	 named John DeLorean tried to produce 
a new line of cars. If you saw the movie 

Back to the Future, maybe you noticed that 
a souped-up DeLorean car was 

used as a special-effects 

	

- * 	 automobile for "time 
travel." Despite that 
moment of fame in the 
movies, the Dehorean 
was not successful in 

Q: the automobile market. 
Entering the car mar- 

ket today is extremely expensive. 
lt requires a massive amount of financial investment in many 
areas including design, production facilities, and major advertis-
ing and promotion campaigns. A brand-new car manufacturer 
would also face stiff competition and have a big challenge 
convincing customers to purchase its product—as 
DeLorean discovered. 

Because business markets vary so much, a key chaHenge 
for new entrepreneurs is to choose the best market to 
enter, and to avoid markets with too many obstacies. 
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This example shows that some markets are hard to enter 
because of the high start-up costs required. lt also illustrates 
how difficult ii is to compete with the strength of existing 
producers. Markets may be dIfficull to euler because they are 
alreadv :owded with strong seHers. 

On he other hand, markets ran Ire 100 small for entrepre-
ner enter successfully. For example, an entrepreneur mighe 
try:a rt a computer-cleaning service in a srnali town, only 10 

discove:: hat there are not enough people willi computers, or 
who want their computers cleaned, 10 support the business. 

The level and i 	tv of competit.ion, and start-up costs 
are just some of the . :. .: .vhich markets ran vary. Therefore, 
as vou consider vor.: .::iness idea., scrutinize the nature of the 
market your business xviII enter. Some markets may be more 
suited 10 vou than others or may offer a heller chance of success 
than others. Try 10 identify a target market in which you believe 
vou will have your best competitive opportunity für generating 

b's 	'no"ge, 0hCr.11i0 	 and 
m 
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FunWith Financials 
Financial ronsider:;:as are essential to a business. lt takes 
monev to start a 	.I:ss. and everv h.s.:.css will face differ- 
ent kinds c 	starters, the business viil alwavs need 
enough casii a 	to pav its hills and meet its other finan- 
cial obligations. Eventuall, a companv will earn profils (or so 
its owners hope). 

Von, the entrepreneur—as weil as vour partners, lenders. 
and investors—will want to have financial Information about 
VOur companv that will heip von understand the costs of starting 
the business and its prospects tor earning profils. The folioving 
describes some basic financial 1 il'"'.'ilon that a new business 
tvpicailv provides in its husine- ;. . nd (vhere appropriate) 
CO] 	ies 1 	 es into c 
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Start-Up Costs 
To figure your start-up costs, you total the amount of money 
you will need Co get your business up and running. These costs 
are für only the initial start-up period of your business. Costs 
might include starting expenses für items such as rent für office 
or shop space, telephone, equipment, advertising and market-
ing, supplies and labor für ehe first units you will produce, 
and insurance. 

As an entrepreneur, you estimate your start-up costs Co 
help determine whether lt makes financial sense Co start your 
business. Your estimate will also help you predict how much 
money, if any, you will need from others to start the business. 

[. Ltt1I1iTI 

Copy ehe chart on the next page. Change it as required to 
include ehe items you will need für your business's first two 
weeks. Indicate how you will get each item--by purchasing, 
renting, borrowing, bartering, or through a donation. (Bartering 
is trading—you trade a product or service in exchange für a 
product or service you need. A donation is a gift—somebody 
gives you the needed item.) Für those items that cost money, 
write in an estimated amount of cash. 

Many entrepreneurs try to keep start-up costs as bw 
es they can.Ths practice is sornetirnes referred to as 
"bootstrapping" a ousiness, (Launching a fuh-fiedged 
business with tiny start-up costs can be like publing on 
heavy boots usng smabl boops, or "bootstraps" —hence 
the idea of bootstrapping a business,) 
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Item Cost Purchase Rent Borrow Barter Donation 

Telephone  

Transportation:  

Bike  

Bus fare 

Car (gas, oh, etc.)  

Equipment  

Bookkeeping 
supplies  

Advertising/ 
marketing  

Bank account 
(cost of service fees)  

Product cost; 
materials  

Labor  

Attorneyllegal fees  

Fihing costs (tor 
registering company)  

Consumable supphhes 
(used while 
providing service)  

Other:  

Figure the total cash you will need tor the first two weeks of your business 

by adding the costs of alt items you have tisted to purchase or rent. 

Total cash needed tor start-up: $ 

1996 Marilyn Kourilsky. Adapted frorn M. Kourilsky, Min6Society: Entrepreneurship—Debriefing Teachable 
Moments (Center tot Entrepreneurial Leadership, 1996) Used by permission of Marilyn Kourilsky, 
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Your list teIls you that, in addition to the items you will 

get by borrowing, by bartering, or through donations, 

you will need $ 	IN CASH to start your 

business and operate lt for at least two weeks. Indicate 

the sources you will rely on to get the cash. 

Source 
	

Amount 

Personal savings 	 $ 

Borrow from family 	 $ 

Borrow from friends 	 $ 

Borrow from bank 	 $ 

Partner's savings (ii applicable) 	 $ 

Earnings from first two weeks of business 	$ 

Earnings from other/temporary job 	 $ 

Sale of personal belongings 	 $ 

Other (what or who?): 	 $ 

Other (what or who?): 	 $ 

Other (what or who?): 	 $ 
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Cash FIow Forecast 

Try to nclude n 
Even a potentially successful business can meet major difficub 
ties or fail if lt runs out of money to pay its bills and salaries 

your business on time. A good cash flow forecast helps avoid this common 

plan a basc cash 
but serious business problem. A cash flow forecast estimates 
the cash that will be coming mto the company and the cash 

fiow forecast for that will be flowing out during a given time period. lt is called 

your company a forecast because it makes predictioris about the cash flow for 
a business. 

covenng at least One of the main purposes of a cash flow forecast is to 

the first four to predict whether the cash coming into the business over a given 
time will he enough to provide the cash the company must 

six weeks of pay out during the same time. A cash flow forecast might show 
operation. For any that sales will bring in a lot of cash in December, but during 

September and October the company can expect cash shortages. 
cash shortages Knowing this, the entrepreneur can prepare for the predicted 
your forecast may cash problems. 

predict, state your 
For example, the entrepreneur might arrange for temporary 

financing (a loan for a short time) to help the business through 
plans tor covering the shortages. The company could then pay oft the short-term 

the shortages. 
loan with the strong cash flow expected in December. 
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Larger entrepreneurial ventures usually need month-by-
month cash flow forecasts that cover at least the first year of 
operation. Week-by-week cash flow forecasts can be more 
practical for srnaller ventures. Use a chart like the one below 
to cliart yours. 

Week 1 2 3 	4 

1. Beginning cash balance 

Cash Receipts 

2, Cash sales receipts 

3. lnvoice payments 

4. Other cash receipts 

5. Total Receipts 

Cash Disbursements 

6. lnventory/office supplies 

7. Employee payroll 

8. Rent, utilities, and telephone 

9. Advertising/promotion 

10. Consultants/promotional fees 

11 Other cash disbursements 

12. Total Disbursements 

13. Total Cash Flow 

14. Ending Cash Balance 

1996 Marilvn Kourilskv. Taken from M. Kourilsky, Min iSocwty: Entrepreneurshfp—Debriefing 'JL'achable 
Moments (Center tor Entrepreneurial Leadership, 1996). Used by permission of Marilyn Kouiilsky. 
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Revenue and Expenses 

In casual 
As an entrepreneur, you will like the word revenue. Business 
people use that word to refer to the money that comes into 

conversation, you their company. Revenue (or sales revenue) is the total dollar 

may hear people amount a company receives from the sales of its goods or 
services over a particular time period, such as a week, month, 

refer to operating or year. 

expenses After start-up, a typical business must face two main catego- 
ries of ongoing expenses: product costs and operating expenses. 

"overhead." Prodnct costs, or "cost of goods sold," usually refer to the 
cost of the actual materials and labor used to produce the 
goods that are sold to customers. Product costs vary directly 
with the quantity of the goods that are produced. For example, 
if you were producing stackable wooden storage cubes, the 
amount of money you would have to spend on the wood, fas- 
teners, paint, and labor to make the cubes would be your prod- 
uct costs. Your total product costs for a particular period—say, 
one month—would vary depending on whether you produced 
12 cubes or 200 cubes that month. 
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The additional costs that are required to cover the basic 
operation of the rest of the business are called operating expenses. 
Salaries, advertising, rent, utilities, and office supplies are 
typical operating expense categories. 

Operating expenses are fixed—they do not vary directly 
with ehe quantity of the goods produced. For example, if you 
rented a small shop in which to make stackable wooden 
storage cubes, you would pay ehe same amount for rent every 
month whether you produced 12 cubes or 200 cubes in any 
particular month. 

For a small service business that does not produce a 
physical item, it is common Co ignore ehe idea of product costs 
and include all business expenses in the category of operating 
expenses. For simplicity, you may want to take the same 
approach if you start a service business. 

Profit and Loss 
lt, over a period of time such as a year, the total revenue a 
business earns exceeds ehe total expenses (produce costs plus 
operating expenses) the business pays out, ehe difference 
(revenue minus expenses) is called profit. Profit is ehe riet 
income (before taxes) earned after covering all expenses. 

Profits can be reinvested 
in the business to help it 
grow, distributed to the 
people who share own- 

J 	
ership (you and your 
investors), directed 
toward a predetermined 
philanthropic cause, or 
divided among these 
options according to 

Ar. 	

wo your business plan. 
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if the total expenses the business pays out exceeds ehe rev-
enue earned, ehen the difference (expenses minus revenue) is 
calied a loss. To seay in business, ehe business would have Co 
have enough money available Co cover ehe loss. 

In your business plan, you will want Co forecase the poten-
tial profit or loss you expect for the cornpany over ehe start-up 
period of operation. lt is common for a business to show a loss 
during its early seages as the company establishes itself in ehe 
marketplace and begins Co aetrace customers. Over eine, how-
ever, ehe entrepreneur, and any lenders or investors, will want 
to see thae ehe company is on ehe road Co earning satisfactory 
profits in the future. 

Pncing Vour Product 
You will have to decide on a price for ehe produce or service 
you are going to seil. You can eake several approaches to pricing. 
The following example shows one method you can use Co 
estahlish a possible price after you have researched market 
demand, ehe prices compeeitors are charging, costs of maeerials 
and labor, operating expenses, forecaseed sales, and 
desired profits. 

Ray, a young enerepreneur, plans Co seil T-shires. Ray has 
calculated that his produce costs (materials and labor) will be 
$10 per T-shirt (that is, per unit of production). Ray has also 
estimated ehat the total operating expenses for bis business will 
be $50 a week (covering rent, ueilities, telephone, advereising, 
loan paymenes, and license fees). 
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Suppose Ray's market research has led hirn to believe he 
can seil eight T-shirts in a week. To caiculate his total product 
costs for one week, he rnultiplies the number of units (T-shirts) 
per week by the unit product cost: 8 x $10 = $80. 

Next, he must set a target tor ehe profit he wants ehe busi-
ness to earn over the same period (one week). Assurne that 
Ray decides he would like to earn a profit of $30 per week for 
the business to be worth ehe investrnent of resources he will 
be making. 

Finaily, Ray adds up the product costs, operating expenses, 
and profit forecasted for ehe week to caiculate ehe total sales 
revenue needed to cover these three items. He then divides by 
the number of nits he expeces to seil to get ehe price per unit, 

t is not unusual tor an entrepreneur to increase price 
hoping to increase profits. In fact, total profits may 
decrease depending on how much less customers will 
buy at the higher price. 
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In this example, Ray's business sales over the course of 
a week must generate $88 Co cover ehe product costs, $50 Co 
cover the operating expenses, ancl $38 Co cover ehe profit Ray 
woulcl like Co earn, That adds up to $160 of sales revenue that 
he needs Co generate in one week. Dividing the weekly sales 
revenue needed ($160) by ehe number of units he beileves he 
can seil in a week (8), Ray caiculates $28 as ehe possible price 
tor each T-shirt. 

$160 (Total sales revenue) ~ 8 (Units sold) 
= $20 (Price per unit) 

Following these steps is one way to establish a price you 
might charge for your product or service. There are many other 
possible approaches Co pricing. Sorne can be as simple as doub-
ling your product's cost of materials or cost of materials and 
labor or by checking out your competitors' prices and charging 
a little less. 
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You ran see that there is a dose relationship between price, 
costs and expenses, anti ehe amount of profit. The entrepreneur 
must consider ii ehe profit desired is realistic, based on the 
prices thae can be charged, the business coses and expenses, 
and ehe sales ihat potentiaII' ran be made at those prices. 

In general, no matter how thev first establish a price, most 
entrepreneurs find they must adtust their initial pricing several 
Limes as thev try to take ineo acrount ehe tugofiwar between 
such factors as the bw prires competitors charge, the profit 
entrepreneurs want to make, anti the quantlties people are wilh 
ing to buy at various prices. Keep in mmd that as you test ehe 
potential resuits of different prices, you are seeking a prire that 
will allow you to earn the most profit, based on the actual sales 
you ran make in your market at that price and mi the differ 
ence between revenue and total expenses at that pnce. 

' 

r >' 

vff 
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As you test the potential resuits of different 
hourly rates, your financial goal is the same 
as that of an entrepreneur selling a produet. 
You are looking for that pice houdy rate) that 
will let your business eam the most profit. 

Pncing a Service 
JE von have a service rather than a t.:aduct, ehe rost of vour 
service often is epressed as an 	'—the amonnt of 
monev von charge for one bot 	- rvice, You ran use a 
similar approach to set an initiG. 	honriv 'so—for vour 
service. Add up vour operating expenses and desirt:  :rofit 10 

find the total revenue needed from vour Service hL:: 	::uriflg 
a period (such as one t'eek). Then divide hv ihe numoer of 
hours of service von helieve von will provide to customers dur-
ing thal same week. Tue resuit of that calcuiation is a possible 
hourly rate von ran charge for 
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;ei ;15 tvpically a wealthv individual 	ected 
cases—s willing to invest personal rnoney in interesting, higher 
risk business ventures with prospects of high returns in the 
future. In some cases, angels mav be willing to provide funds 
simpir zo support promising new entrepreneurs, particularlv 
ii the angeis themselves eamed their wealth as entrepreneurs. 
That does not mean thev are willing to make a bad invesunent 
ust to be helpful. However, thev might be willing to take a 
chance or a venture with higher-than-normal risk in the hope 
of helping a new entrepreaeur—with a good idea and a good 

--.-.-. 	ccesi. 

KlIZ 
One of Ihe decisions you WO make 
as an entre?y?eneir is whether yeu 
wouM rathe r s  a re your ownership 
and p,vfits eqlityfinandng?or pay 
interest o n a 1 oan and eventually 
repay it dt tüandngj 
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Moving Ahead to Star 

You have created and reviewed your business plan. What are the 
results? Do you have a plan that you, and others, think will lead 
to a successful business? 11 so, congratulations and well done. 

On the other hand, if your hard work has led you to con 
clude that your idea probably would not result in a successful 
business, congratulations also. lt often takes just as much 
research, knowledge, and judgment for an entrepreneur to 
decide that a business idea will not work as lt does to show 
that an idea will work. lt is also more difficult to accept the 
results when your conclusion is, "This just is not going to fly." 

During this first planning effort, you may have identified 
other possible opportunities. Explore their feasibility. 

As you assess your business idea, be absolutely 

honest. Haste you answered all of the key questions 

and gathered all of the important information you will 

need? Is that information telling you that you have a 

good idea that looks as if it will work? Or, is it telling 

you that your idea may not result in a successful 

business venture? 

Your business plan should convince people that 

your idea will work or has a good chance of working. 

However, the first person that plan should convince 

is you. 
If you have decided that your idea won't work, 

carefully review both the idea and the business plan. 

See if there are changes you could make that might 

lead to an idea that would work. 
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Marketing is very 

important. Make 

sure you have a 

clear message you 

can delivertothe 

market to inform 

people about 

your business. 

Making ft Happen—What's Next? 
Let us assume you have determined your business idea is feasible 
and your business plan is complete. Several preliminary steps 
may be usetul as you hegin the start-up process. 

Posters. Developing a poster to promote your business will 
encourage you to create the main message you want to commu-
nicate to the market about your product or service. lt can iead 
you to design a logo or a particular "look' or image for your 
company. Once complete, a poster announces to the 
market the product or service you are providirig. 

Fliers. Fliers are printed papers that are used for mass advertis-
ing. This inexpensive sales tool communicates that you are in 
business and what you are offering for sale. In a flier, you can 
teil people about your product or service, its features and bene-
fits, why they should be interested in buying it, the price, and 
any special offers you are making. Also include information 
about where and how people can get your product or service. 

Think about the major points you want to make. Give 
most of the space in the flier to the most important point. Keep 
fliers short and make them immediately interesting. Most people 
will give a flier one to two seconds, at most, to catch their 
attention before throwing lt away. 
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Through social media, users share information, ideas, 

personal messages, and other content via electronic 

communication. Several types of online communities 
could be a good fit for your business. 

Social networks allow you to connect with other 

people of similar interests and backgrounds. Each user 

creates a profile and interacts with other users, both 

individually and as group members.Two examples are 

Facebook and Linkedln. 
Bookmarking sites allow users to save, organize, 

manage, and share links to various websites and 

reSoUrces. 
Social news sites let people post various news 

items or links to outside articies, and then users vote 

on favorite items. Voter favorites are featured more 
prominently. Examples include Digg and Reddit. 

Media sharing lets users upload and share pictures 
and videos. Some sites feature profiles and comments. 

YouTube, Instagram, and Flickr are popular ones. 

Microblogging services are short updates 

disseminated to subscribers.The most popular 

example isTwitter. 

Blog comments and forums give members a place 

on the web to hold conversations by posting messages 
concerning just about any topic of interest.Tumblr 

is one popular blog site. 

For more about writing and designtng posters, 

fliers, and websites, see the GraphicArts rnedt 

badge pamphlet. 
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Business Cards. Designing and produ ng a business card is 
usually a high priority for any budcling entrepreneur. A business 

lisruss with your card is a highly versatile communication tool. 

counselor which As an entrepreneur, you may view people you meet as 
potential buyers of your product or service, potential supphers, 

of the preliminary professional consultants, or even potential partners and investors, 

steps described— Some may know other people who might be interested in your 
business. Leaving a business card with these people will enable 

poster, fher,  them to contact you in the future oi have others contact you. 

other sales tool, The information normally found on a well-designed 
business card should include the name and address of your 

business card, or company, your contact information, company logo, and a brief 

prototype—would line about your product or service. 
Weigh the benefits of packing as much information as pos 

be most heipful sible on a card against the risk of the card appearing cluttered 
tor your business and unprofessionaL Try to find a good balance between the 

card's information and its overall visual appeal. 
idea. You might  Specialty shops offer many different services to help you 
decide to do create a card and then produce it in large numbers at a reason- 

ehem all 
able cost. You can also use a computer, printer, and business- 
card sheets from an office supply store to design and print your 
own cards. 
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Prototypes. 	‚in 10 	a 
a service, an important earlv step is to create a prototvpe—a 
fuliv working model as a sample of the product vou hope Es 
eventualiv seil to customers. Building a prototype 

• Is an excellent was' to work out 
Ehe 'kinks"—the irnexpected 
problems von are sure to face as 

3 

ou Ery to create a new product logo 

• Will heip vou accuratelv estimate 
the cost of materials and labor 10 on 

produce the product 
comnen 

serce 

• Gives von a tangible model to 
show potential customers and 
possible mvestors A creative eard can suggest a oreative 

• Will heip prove that the concept von company. However, keep the card's 

generated and researched for your message simple, clear, and easy to read. 

business plan can, in fact, be phvsically produced—and that 
there really 	' 	tual product that can work as described 
in the plan 

Other Sales Tools 
Write a newspaper or radio advertisement for your 

business.The longer the ad, the more expensive, so 

limit a newspaper ad to 50 words or fewer and a radio 
advertisement to under 10 seconds. Do your ads get 

attention? Will they make a potential customer want to 

buy the product? Did the ads give all the important 

information? Price? Phone number? 

Design a website or webpage for your business. 

Emphasize your main sales message and describe your 

product or service, its features and benefits, how it 

meets customers' needs, the price, any special offers 

available, and ordering information. 

Hid sutyour 

business card 

freelyto all 

sople who rnight 

interested in 

your businesss 

goods crservices 

or v--  3 might 

a 3usinffl 

reis: o'ship .'.:N 

your comparv 
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ioIf1iUw*u 
\Virh veur best opporninitv and idea identied. and veur 
businessmilan and seleeted preiiminarv steps comtileed. vour 
business starr-tip process ran shiit into high gean Yeti ran move 
ahead th the manv activhies needed te begin veur entrepre-
neurla! venture. Same ei the n 	•sarv activiries include: 

• Obtaining die monet -  voti nee to cover start-up rests 

• PretkanTug vour serrice lorarion er die locadon where vati 
will praduce vaur gaods 

• Acouiring a business lirense. name registrarion, er other 

	

 
-vdocumemi 	Legaiatters;helowil 

• Orening a cornpanv ± di acrcnjm 

• Estahiishinc die system vati will uze te kee 

• 2:ilng together die best team ciassociates to heip 
aur business will need die services of others 

• ioentifving surpilers ei materiai 	htaining 
neressarv reseurces 

• Beginning preductien 

• \larketing . marketing. marke-in 

Lea Matters 

	

business mav ne- a 	ciai license er permit w ceerate 
legailv. A permit mght oc re uired before vati put tip a siga na 
advertise veur business An entrepreneur ruav need w register 
a business name er a trademark. cepvright. er  patent. Taxes-
sole- ta:es. panreil taxes. anti incame taxes—are other rammen 
copcfr-rs ei sinai] businesse-s anti entrepreneurs. 
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A partnerskip—another common legal structure among 
entrepreneurs—has the same sorts of risks. Each partner is 
personaily responsible for the business's debts and liabilities. 
If the business is sued, the partners stand to lose their personal 
possessions and money as weil as the assets of the business. 

Requirement 4a(4) asks you to identify and describe the 
potential liability risks of your product or service. If you run a 
bike-repair business, for example, and a customer is hurt on a 
bike you just overhauled, you might be held liable for the per-
son's medical expenses. If you are a pet-sitter and a valuable 
show er breeding animal gets sick or dies under your care, the 
owner rnight sue you for the value of the injured animal. 

Liabiliiyrofers to 

obligations or 

responsibUities 

underthe law, 

R 

ir 
Does your product or service pose any potential liability risks? ff so, you ma« need to 
purchase liabitity insurance to protect yourself and your business if you are sued. 

Liability, licenses, permits, business registration, taxes, and 
all such matters can be complicated and even scary for the new 
entrepreneur. You will need professional advice. Maybe you can 
harter (trade) products or services with an attorney to help you 
work through these issues. Perhaps an attorney will donate bis 
or her services to help your start-up venture. Law students at a 
nearby university might be ahle to help. 
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The bestform of 

advertising is 

positive word-of-

mouth from a job 

weil done. 

Be creative in seeking the legal advice you need. An entre-
preneur's creativity is always getting a workout, in everything 
from product development to financing and marketing. Getting 
affordable legal advice and assistance is no exception. 

This Information on legal matters is provided to heip 
you fulfill the requirements for the Entrepreneurship 
merit badge. lt is not and should not be considered 

professional legal advice. For all legal questions related 
to launching and running your business, you should 
eek the advice of a qualified professional. 

Business Ethics 
Suppose you have a computer-service business and a customer 
wants you to install a pirated copy of a popular software pro-
gram. If you make an illegal copy as the customer asks, you 
will be stealing from the owner of the copyright on that soft-
ware. What will you do? 
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Suppose vou and a partner agree Co rent a spare wizeie you 
ran set up and seil your wood rarvings. The rein romes due. 
You pav your half, hut your partner doesn't have ehe money,  for 
their share of the rent. Is that your problem? What is your obh 
gation to the person wita is renting you ehe spare? 

Suppose a ruseomer says, "If yOu ran make delivery of a 
dozen widgees by Wednesday. you've goe a deal.' You know 
vou ran't build and deliver a dozen widgets before Thursday 
at elze earilest. To make ehe aale, do you promise what you 	Bending the rules 
ran't deliver'e 	 is bad business. 

Questions of ethirs arise in every business. To save money 
or to gain a rompetitive edge, entrepreneurs may be tempted Co 
rut rorners, bend elze mies, or lower their standards. But rheat, 
he, or betrav a trust even onre, and the damage to your reputa-
tion ran be permanent. Customers and other business owuers 
will shy awav from daing business with someone who engages 
in unethical practires. 

What are your ethical responsibilities in your business? 
Discuss vith vour rounselor any ethical questions you have 
fared or think you may face in your venture. How da your 
moral prinriples or values affert your business derisions? Can 
von state, in twa or three sentenres, a personal rode of ethirs 
for vourself and your business? Or explain ehe values you fol-
low when interareing with people in a business setting? 

Is Your Dream Coming True? 
Show,  evervone, inrhiding yourself, that von ‚----- - --- - --------- - 	- 

business dream a reality. Onre your businE 	Ur 	: 	 .4 
write a report an its status, lnrlude interes: - . :lence ru 
ehe seeps you went through Co plan and s::: :lti business. 
Also report an the performanre of your business - -- cludin 
sales revenue, expenses, and profit or lass. 

Share vour experienres and your resuF- ;ith 
vour rounseior and others. Let your per- 
sonal and business networks—friends, 
farnily, investors, professionals, and 
other entrepreneurs—know how you 
are doing, and ask for their feeciback 
and advire. Work Co make yaur busine-s 
surreed and Co arhieve the goals you 
have set for it and for yourseli 
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The work of an entrepreneur can be fuifihling and rewarding. 
Earning the Entrepreneurship merit hadge will help vou know 
whether heing an entrepreneur is a career option that interests you. 

Even if vou clo not plan to start vour own business, von are 
bester able to decide vhich entrepreneudal skills and charac-

:stics might help von along the path von rio choose. Yau are also 
hetter position to change vour mmd later in life about becom 

ing an entrepreneur, if vou shouid cheose to do so. 
Look again at the section of this pamphlet an the mies arid 

contributions of entrepreneurs in our societv. Keep in mmd all 
that is possihle for those who are willing to identifv opportuni-
ties, take the initiative (even when thev cannot be sure of the 
resiilts. i ntl da thom best 10 bring their iden t' rO : Ht. 

c:tunities! 

Entrepreneurial Eagle Scout 
Enng 8ianon Kauffman was a highiv succesfui entreareneur and an 

Eacae Sco,i. He ouncied Marion Laboratories »  a gharmaceuricai and 

hecah-care companv rhat was Umd at marc than Sti biihon when it 

merqed wFth Merreh Dom , 	 1989 to become tne Marion Merreh 

Dow Cororabon. 

as t;1r Kauffman was afFectionarey knov.n, aso endo'aed 

a SI, ahhon foundatFonthe Ewrng MarFon KaLfiman FoundatFon- 

dedicated rc a vision of seLsufficient peopie hving in headhy communi-

tes. He beheved that three kev cnaracterstics ware vtai rD the uirimate 

success of the entrepreneur, sharhng the reciarcs of entreprerreurshp vW. ,  

rnose 'oho arcauca treatin a others na vau woud hke to be treatert. and 

qiving bank to your oommunity. 

May the future bring vau de rund of entrepreneuhai experiences cnn 

successes Vie K hag in mmd. Mcv tau eniov cii of the grea: fee!irgs 

tnat cnn name Dom setting aoais accompishrlo tases, achieving scccess, 

and brngrng benefis to paurseff cnn otners. 
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Scouting Literature 
American Business, Communication, 
Graphie Ans, Irwentirip, Personal 
?dwiagement, Public Speakin,g, and 
Sak'smanship merk hadge pamphlets, and 
anv pamphlets related to vour business 
venture, such as Dog Oinr and Pets for a 
petsitting service; Gardening. Insect Studv, 
Plant Science, and Soll und Water 
Corisen'ation for a lawn-andgarden busk 
ness; etc, For a compiete list, see the 
"Merit Badge Lihran" ]ist on the inside of 
the back cover of this anti other merk 
badge pamphiets. 

W'ith your parent's permission, visit 

the Boy Scouts of America's official 

retail website, www.scoutshop.org , 

for a complete listing of all merit 

badge pamphlets and other helpful 

Scouting materials and supplies. 
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Ora3zatons an ü Ifflebsites 

311 Ca1iornia St.. Suite 5C 
San Francisco, CA 94104 
1i1-free te.ephcr.e 555-424-9533 
.Vebsi:e hztp: www.b:zworliorg 

By Kids For Kids 
1177 High Ridge Road 
Stamford, CT 06905 
Telephone: 203-321-1226 
Websire: http vww.bk&com 

DEA 
905 Association Drive 

Reston. VA 20191 
Tnhcne '03-S60-5000 

re: http: www.deca.org  

EntrepmneW Organzation 
$00 Montgom Suite "00 
Alexandria. v-. :514-143 
Telephone: 0$- 9-6 700 

te: hrzp: .vw.eonerwo:k.org 

Resources for Entrepreneurs 
Ewing Marion Kauffrnan Foundation 
4S01 Reckhill Road 
Kansas City, MO 64110 
Teephore: 516-932-1000 
Website: 
http: www.enrrepreneurship.org  

$ture Business Leaders of 
Ameiica—Phi Beta Lambda 

Msoclation Drive 
uVA20191-1591 

Toi-free telephone: S00-325-2946 
hsi:t. iup: tvw.b1a-pbl.org  

Inc. Magazine 
\brd Trade Cenrer 

Xew York, XV 10000-2193 
Telephone: 212-3S - -- 
Website: hrtp: tw.nc.cont 

Junior Achievement 
Orte Etkicarion .Vav 
Cokirado Springs. CO 50900 
Teiephone-  19-540-8000 
Websi:e: hup: vvw.ia.orF 
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The Boy Scouts of America is 
grateful to the men and women serving 
on ehe National Merit Badge 
Subcommittee for the improvements 
made in updating this pamphlet. 
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(©mihalec), 10 (inset, ©Alexsander 
Ovsyannikov), 11 (©NiglayNik), 13 
(youth witli dog, ©Sergey Novikov), 
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©Feng Yu; datebook, ©digieye), 20 
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ES 
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courtesy—page 60 
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mentioned above are the property of 
or are protected by the Boy Scouts 
of America. 

Dan Bryant—page 34 (skoppers) 

Darrell Byers—page 13 (chi1dren) 

Daniel Giles—pages 22 and 43 

Brian Payne—pages 9, 10 (beekeeper), 
50 (hoth), 54-56, 58 (youth with 
dog), 70, 74 (youth wtth Computer), 
78 (youth tuith dog), and 87 

Randy Piland—pages 13 (youth with 
wheelbarrow), 30, 35, 37, 40, 
and 78 (meeting) 

Tara Tamer—page 61 
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MERIT BADGE LIBRARY 
Though intended as an aid to youth in Scouts BSA, and qualified Venturers and Sea 
Scouts in meeting merit badge requirements, these pamphlets are of general interest 
and are made avaUabje by many schoos and public libraries. The latest revision 
date of each pamphet might not correspond with the copyright date shown heiow, 
hecause this list is corrected only once a year, in January. Any number of merit badge 
parnphlets may be revised throughout the year; others are simply reprinted until a 
revision becomes nocessary. 

fa Scout has already started working on a merit badge when a new edition tor that 
pamphlet ja introduced, they may continue to use the same merit badge pamphlet to 
earn the badge and fulfill the requiremer'ts 'herein. In other words, the Scout need not 
start over again with the new pamphlet and possibly revised requirements. 

Merit Badge Pamphlet 
American Business 
American Cuitures 
ArnerlcSn Hertage 
American Labor 
An,rT,.al Scien.ce 
Animation 
Archsecogy 
Archerv 
Archtecture and 

Lar.dscape Architecture 
M 
Asironomy 
Athletca 
Autcmo1ve Maintenance 
Aval 
Beck raing 
Fketry 

Stucty 
Sugkng (see Muslc) 
Camping 
Canreinn 
Cns 

:1 uenshp in the 
Comrnunity 

(.‚1:ZeflsrP In the Nation 
C1ZenSbP '- lOe V/odd 

Cciiectcru 
Comnunication 
Composite Materials 
Cooking 
Crime Prevention 
Cyoiing 
Dsntlslr\ 
Digita Technology 
Disab3ties Awareness 
Dog Care 
Draftirg 
Electr:c ty 

urgercy Preparedness 
hnergy 
Eng n'.earng 
Entrepreneurship 
Envlronmental Science 
Expioraron 

Merit Badge Pamphlet 
Family Lite 
Farm Mochanics 
Fr.gerprinting 
Fre Safety 
Orst Ajd 
F!sh and Wildlife 

Management 
Fehing 
Fiy-Fahing 
Forastry 
Garne Des:gn 
Gamers.g 
Gereamgy 
Geocachug 
33aoiogy 

(3raphic Arts 
t-lkrg 
l-lo'rn Repaira 
h::'rrnsnship 
Ir Lore 
lmect Stuay 
lr.ve1tng 
Jcurr.ahs11 
Kayasng 
Lsrdscape Architecture 

sec Arch:tecture) 
Las 
Leatherwork 
Lissaving 
Mamrnal Study 
Medcine 

Mining in Society 
Mode: Design and Building 
Motorcoatng 
Moviera4ng 
Music ci Bugling 
Nature 
Nuciear Science 
Oceanography 
Orenteering 
Panting 
Personal Fitness 
Personal Management 
Psts 
Photography 
Pioneering 

Vear 1 Merit Badge Pamphlet Vear 
2016 Plant Science 2018 
20 1 7 PLmbng 2012 
2014 Pottey 2008 
2016 Prcgrarrr cc 2013 
2015 Pubhc HeeF 2017 

PuOic Speakng 2013 
2014 Puip enct Psper 2013 
2013 Radio 2017 
2014 Railroading 2015 
2015 Reading 2013 
2013 Reptiie and 
2013 Amhibian Study 2018 
2013 RiFe Shooting 2012 
2016 Robot:cs 2016 
2016 Rowing 2014 
2012 Safety 2016 
2013 Sa(nnrnanshp 2013 
2016 Sc.stp 2014 
2012 Srutep Heritage 2017 
2013 Scuos Oe 2009 
2008 Scu(ptu«e 2014 
2018 Search and Rescue 2018 
2016 Shotgun Snootvg 2013 
2017 Sgns. S g, 	-,i:s, and Codes 2015 
2016 Skating 2015 

Srra(-Boait Sall!ng 2016 
SIlos Scrts 2017 

20 1 .So 5110 Water 
2017 Oonservat:on 2016 
2017 Spare Expioration 2016 
2tY 4 Sports 2012 
2312 Slamp Collecting 2013 
2012 S.rvey:ng 2004 
2014 S.stsinability 2013 
2010 Swmmlng 2014 
2015 Textia 2014 
2013 Theater 2014 
2013 Traffic Safety 2016 
2014 Truck Transportation 2013 
2017 Vete--ary Medicine 2015 
2012 WaterSoorrs 2015 
2016 Weatbe 2013 
2016 WedinE 2016 
2016 Whtemacs 2005 
2015 Wiictarnesa Survival 2012 
2013 Wood Carvirg 2016 
2016 Woodwork 2011 
2017 

Year 
2013 
20 1 3 
233 
20 1 ;i 

2015 
2 0 r7 
2015 

2014 
2013 
2016 
2016 
201 -7 
20 1  

2017 
2017 

2018 
2014 
2018 
2016 

2015 
2014 
2015 
2011 
2017 
2013 
2013 
2012 
2014 
2012 

2013 
201u 
2016 
2016 
2013 
2013 
201 
2013 
2014 
2016 
2013 
2015 
2016 

BOY SCOUTS OF AMERICA • SLJPPLY GROUP 
NATIONAL DISTRIBUTION CENTER To place an order, 

2109 Westinghouse Boulevard call custoncer service 
P0. Box 7143 toll-free 80O323-0736 

Charlotte, NC 28241-7143 or go to 
www.scoutshop.org  
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