





























Hot Opportunities for Teen "Treps

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 help 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,

fishing lures, greeting
cards, jewelry,
metalwork, pottery,
sculptures, shell
crafts, T-shirts, wood
Desktop publishing carvings, etc.)

Boat and RV cleaning

Computer servicing/
repair/upgrading/
software installation

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 page design

Window cleaning
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A unit is one item
for sale, such as

a T-shirtora
wood carving, or
in the case of a
service business
that charges by
the hour, one hour
of the service
provided. You will
learn more about
units and how to
set a price per
unitin the
“Business Basics”
section (see under
“Pricing Your

Product”).

Questions to ask potential customers or
other entrepreneurs:

1. Do vou like my business idea? Why or why not? {If you
have a prototype, show it to your potential customer or to
the entrepreneur.)

2. Would you be willing to buy my business product? Why or
why not?

3. At what price would you be willing to buy one unit of my
business product?

4. How many units would you be willing to buy at alternative
(different) prices? {List the possible prices you might charge,
from high to low.)
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Developing a business plan should be fun and enioyable.
It is, after all. the plan for how vou will accomplish something
you think is important and beneficial to others as well as to
yourself. Developing a plan usually takes a great deal of research,
thinkmg, and writng. You probably will end up talking with
many people and going to manv places, such as libraries.
government sources, and protessional associations.

b Frenes

Baskins enst Bxgsens
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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 sell?

Where will the business be locat-
ed? What are its hours of opera-
tion? (Give the company address
and phone, fax, Web site, and
e-mail address, as applicable.)

Section 2: Describe the Personnel

What skills and experiences
will help make your business
idea work?

What skills 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. If you already have
people in mind, name them.)

Section 3: Describe the Market and
Your Competition

48

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.)

ENTREPRENEURSHIP

* 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: Describe 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 four 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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Keep your
business plan

short and direct.

Be Prepared!

The Scout motto, Be Prepared, applies particularly well to the
entrepreneur. Even if you discover later that you must change
direction. vou will adjust more effectively to the change if you
have a plan that is guiding you. Having a plan will give you a
greater sense of control and direction over your future and the
future of your business.

Manv business plans are short and have fewer than 25
pages, although the length will vary with the type of business.
You m:ght decide to start with a very simple business idea with
a plan only five to 10 pages long. That is fine.

Love It? You Might Have to Leave It

Be prepared to be completely honest with yourself. Perhaps you
have come up with a great idea. Mavbe vou love the prospect
of running the business you are trying to create. However, if
your research and plan indicate that the business will not work.
you must recognize the need to change course.
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Eal

Jon Walker of Golden, Colorado, works on the business end of his sales venture.
His product, Ding Dog™, is marketed as a way to let dog owners “know when their
dog has to go.”
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Measurable. As much as you can, make your goals something
you can measure. That will help you know how far along you
are and when you have achieved your goals.

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

and how to tell when you have arrived.
You do not have

to attach numbers
to all of your
goals. If one of
your goals is to
have fun, that
would be hard to
measure. If one
of your goals is
to enjoy working
with the people
on your team
and helping them
feet a sense of

accomplishment,

that also would be
Attainable. A goal can be challenging, but

you should be able to envision how you can
reach it. To be attainable, a goal should fit
——yOUT personality, your values, your priorities,
and your dreams and aspirations. Under-
stand what can be achieved in the busi-
ness you plan to start and run. If the

steps to reaching that goal fit with the
expectations you set for yourself, then

your goal is attainable.

hard to measure.
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The DelLorean

Because business
markets vary so
much, a key
challenge for new
entrepreneurs 1s
to choose the best
market to enter,
and to avoid
markets with too

many obstacles.

To Market, to Market

When vou discover an idea for a product or service, based on
an oppertunity vou have identified, vou must consider the
nature of the market to which vour business will be targeted.
In some cases, an entrepreneur might try to develop a new
market tor a brand-new product or service. In many cases,
existing markets have opportunities for entrepreneurs because
there is not enough of a particular product or service available,
or custemers want an improved, less expensive, or more conve-
nient or accessible version of an existing product or service.
Consider the car market. Why do so tew
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 Futitre, maybe vou 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 Del.orean
was not successtal m the
automobile market
Entering the ¢
today Is extrenmely expensive. [t requires a
Hassive amount ol linancial investment in many areas includ
ing design, producton facilities, and maor advertising and pro-
motion campaigns. A brand-new car manutacturer would also
face stitf competition and have a big chalienge convineing cus-

market

tomers o purchase its product—as DeLorean discovered.

This example shows that some markets are hard to entet
because ot the high start-up costs required. [t also illustrates
how ditticult it is to compete with the strength ot existing pro-
ducers. Markets may be difficult to enter because they are
already crowded with strong sellers.

On the other hand, markets can be too small for entrepre-
neurs to enter successfully. For example, an entrepreneur might
try to start a computer-cleaning service in a small town, only to
discover that there are not enough people with computers. or
who want their computers cleaned, to support the business.
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You. the entrepreneur—as well as your partners, lenders,
and investors—will want to have financial information about
your company that will help vou understand the costs of starting
the business and its prospects for earning profits. The following
describes some basic financial information that a new business
typically provides in its business plan and (where appropriate)
continues to track as the company moves into operation.

Start-Up Costs

To figure your start-up costs, you total the amount of money
you will need to get vour business up and running. These costs
are for only the initial start-up period of your business. Costs
might include starting expenses for items such as rent for office
or shop space, telephone, equipment, advertising and market-
ing, supplies and labor for the first units you will produce,

and insurance.

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

Many entrepreneurs try to keep start-up costs as low
as they can. This practice is sometimes referred to as
“bootstrapping” a business. (Launching a full-fledged
business with tiny start-up costs can be like pulling on
heavy boots using small loops, or “bootstraps”—hence
the idea of bootstrapping a business.)

Costs of Getting Started

Copy the chart on the next page. Change it as required to
include the items you will need for 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 for a
product or service you need. A donation is a gift—somebody
gives you the needed item.) For those items that cost money,
write in an estimated amount of cash.

ENTREPRENEURSHIP
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Your list tells 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 it 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

Earnings from first two weeks of business
Earnings from temporary job

Sale of personal belongings

Other {(what or who?}:

Other (what or who?):

A2 AN < SN < SR S << I - S < S -2 S - SR - 4

Other {what or who?):

TN
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Larger entrepreneurial ventures usually need month-by-
month cash flow forecasts that cover at least the first vear of
operation. Week-by-week cash flow forecasts can be more
practical for smaller ventures. Use a chart like the one below
to char vours.

Week 1 2 3 4

1. Beginning cash balance

Cash Receipts

2. Cash sales receipts

3. Invoice payments

4. Other cash receipts

5. Total Receipts i i :

Cash Disbursements

6. Inventory/office supplies '

7. Employee payroll

8. Rent, utilities, and telephone

9. Advertising/promotion

12. Total Disbursements

13. Total Cash Flow

14. Ending Cash Balance

©1996 Marnhvn Kot
Moments (Center for

sky, oy Entrepr

62 ENTREPRENEURSHIP



€9

dIHSHNINIHJIHLINI

UOW 1Ry $aqitd 007 10 saqnd 7
poonpoid noA 1ayoym uo 3utpusdop Alea pinom—ipuour auo
‘Avs—pourtad 1ejnonaed v a0 $1800 1onpold [210) oK "SIS00 10N

-poad ok aq pmom saqnd oy et 0) 1ogey pur ured ‘slaua)
-§e] ‘poom I} uo puads 01 sary pjnom NoA Lauow jo Junowe
A} ‘sagnd a3rIo)s uapoom a[gexar)s sunnpold alam NOA JI
adwexs 104 paonpold a1v jeyy) spood oyl jo Ainuenb o) im
Ap2a1p AILA $1500 10NP0OId SIBLIOISND 01 P[OS oI 1B SPood
ay) aonpoad 01 pasn 10qe| pup s[pLBleW [PNIJE ot JO 150D

31 01 1aja1 A[jensn 'plos spoos Jo 1803, 10 ‘SIS0I 191padd
‘sasuadxa Sunelado pue $1500 npoud sasuadxa Suoduo jo saul

-0831ed UIPWU 0M) DB} Isnitu ssaursnq [pardA) e ‘dn-1es 1)y
IPaA 10
‘IUOW “Yaam b se ons ‘poutad awn Ienanled e 13A0 $adlalas
10 $po03 S11 JO $3[PS a1} WOIJ S3AIRI31 Aupdwod p yunowe
Ip|[Op [P10] 3] SI (3NUSASI $3[PS 10) SNUIAIY “Auedwod 18]
0lUl SaW0d JeY) Aauoul 31y} 0) 1973l 0] plom et asn ajdoad
SSAUISNY "anuandd p1om ) M| [[IM nod Insualdenus ue sy

sasuadx3 pue anuaAay



In casual
conversation, you
may hear people
refer to operating
expenses as

“overhead.”

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 the quantity of the goods produced. For example, if you
rented a small shop in which to make stackable wooden
storage cubes, you would pay the 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 to ignore the 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

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

Profits can be rein-
vested in the business
to help it grow, distrib-
uted to the people who
share ownership in the
business (the entrepre-
neur, and other inves-
tors), or divided
between reinvestment
and distribution.

64 ENTREPRENEURSHIP



Qa9 dIHSHNINIY4IYING

‘aoud saybiy

alp e Ang
(EEIEIMON
$Sa| Yyonw moy

uo Buipuadap
umop ob Ajenioe
Aew snjoid |e10}
1ey1 buiziteas

10U ‘syjoud
asealoul 0) buidoy
aoud asealoul 0)
1nauaidaljua ue 1o}

([ENSNUN 10U SI )

Jun tad aud ag 188 01 jas 01 s10adxa ay siun jo pqunu oY)
AQ SOP AP UL) 3F] “SWOIT 021} 98} 13A0D 01 PApPaal aNuUAOI
SO[Ps [10] a1 AIP[NDLI 0] Yoamr alfl 10] palsedalo; woid pur
ssasuadva Sugeiado *s1s00 1dnpord o) dn sppe ary qeury
BupLWw oy
HIA O SOAINOSAE JO JUIWISIAUL o1} YLIOM S 0] Ssoursig ol
10] Yo 1ad geg 10 1goad v owaea o1 oVIf PO ol sopRap Ay
0L SWNSSY (00a oU0) polad aties o) 18A0 UL 0] s¥ol
1SN 0L STUPAY AU TOId 011 0] 19810 U 108 1SNUL O “INON
VRS = 01$ N @ 0800 pnposd un oy ag qooa jad
(SLIUS-1 ) SHUN [0 QU oty sopdnnun o oo ato 107 s1s0)
10poad [P101 SIY Q100 O], MOIAY P UL SLIUS-] 4B [[os ued
I A O WY PA[ ST (AILASL JMJeW s Ay osodding
(500} ISUIDI| UL SjuawALd uro]
SBUISHIOAPU U0y dafd) sann Ul BULDAGD) Yooa P (8 Iq
AV SSOUISTI ST 0T sostodso Supedado (e101 oy ey paewinso
OS[C sey Ay (uonanpodd jo pun dod steyn) ungs-1aod ors
A [[LAs [1oge] pue speoieun) sisoud npoad sugoey poremoaged
SCY APY SHIS-] ([os o) suepd mouardanuoe Sunos votiey
SO PAIISAP PUCL SA[US PaIsPIaIo] ‘sasuadyo sunelado
L10qL] pUur S[PLAIPW JO $1500 ‘Burdieyd oav siomoaduiod saord o
PUBLLDP JOILUT PALIILISAT 0ATT NOX 101L adud opqissod e ysy|
-(LISO 01 08N ULI NO& PO ot smoys ajdurexo guimopor ay
Bunud o1 soyorordde [e1aads el trd nox (o8 01 U108 a1e noA
adrAlas 10 1npodd a1y) 10) adud v uo apap 0) aary [[Iax NOA

319Npoldyd 1noj buidug

Ny a ul sigjord
Al01oejsiips uitiea o3 peol o) uo st Auedwiod oY) 1etjl 398 0)
JUEM [[IM ‘SIOISIAUL 10 SI3PUS] AUP pUP INaUIdONIU L) “13AD
-MOL] OWIL 19AQ "$I18W0ISND 1deHIe 01 surdaq pue adejdioyiew
A ut Jjasu saysigeiss Auedwod ayy se sodels Apiea s unnp
$SO[ P MOUS 01 SSaUISNG b 10J UoWod s1 3] ‘uonelado jo pouad
dn-wueis oy 1940 Aupdwod sy 10j 12adxa noA sso 10 ygoid fen
-uatod aupy 1sedaro) o1 wuem [[Im noA ‘uepd ssauisng InoA ug
'$S0[ @Y} 19A0D 0) J[qe[IeAP fauow y3noua aAey
0] dARY P[NOM $SSAUISTIA o1} ‘SSAUISN Ul APIS O] 'SSO] © Paj[ed SI
(anuaaal snuIl $asuadxa) 2dUAIBJIP 3} USY) ‘PaUIP3 AaNUIAAI
U1 spaddxa o sded ssauisng oy sasuadxa v101 8yl I



In this example, Ray’s business sales over the course of

a week must generate $80 to cover the product costs, $50 to
cover the operating expenses, and $30 to cover the profit Ray
would like to earn. That adds up to $160 of sales revenue that
he needs to generate in one week. Dividing the weekly sales
revenue needed ($160) by the number of units he believes he
can sell in a week (8), Ray calculates $20 as the possible price
for cach 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 to pricing. Some can be as simple as doub-
ling your product’s cost of materials or cost of materials and
tabor—sometimes called kevstoning—or checking out your
compelitors’ prices and trving to charge a little less.

ENTREPRENEURSHIP
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Pricing a Service

If you have a service rather than a product, the cost of vour
service often is expressed as an hourly rate—the amount of
money vou charge for one hour of vour service. You can use a
similar approach to set an initial price—or hourly rate—for vour
service. Add up vour operating expenses and desired profit to
find the otal revenue needed from vour service business during
a period (such as one week). Then divide by the number of
hours of service you believe you will provide to customers dur-
ing that same week. The result of that calculation is a possible
hourly rate you can charge for vour service.

As you test the potential results of different
hourly rates, your financial goal is the same
as that of an entrepreneur selling a product.
You are looking for that price (hourly rate} that
will let your business eamn the most profit.
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A lender’s interest in the health of the business is usually
focused on the business's ability to pay the interest it owes to the
lender on time, and to pay off the full amount of the loan when
it is due. With debt financing, the entrepreneur is responsible for
paying back the debt and interest even if there is no profit.

On the other hand, if an entrepreneur raises money from
investors or partners in return for a share in the ownership
(and therefore the profits or losses) of the company, that is
referred to as equity financing. Those with equity in a company
are part owners. The returns (earnings) to equity holders will
be based on the success and the profits of the company. For
this reason, equity holders will often take an active interest in
all aspects of the company, its operation, and its future.

For example, if a relative invests money in your business
as an equity holder, that family member will share in the own-
ership and business profits. If the same family member loans
you money for your business, then you will owe the parent
or relative the amount of the loan as a debt and will have to
pay interest.

Sources of Money

Common sources of money include personal
savings, family members, friends, a bank, part-

o ners, early forecasted earnings of the company
(if the company is set to start making profits
right away}. a home equity loan, venture
capitalists, and “angels.”

A venture capitalist or a venture capital
company can be a source of money for entre-
preneurial ventures that are riskier than banks
prefer. Banks generally avoid lending money 1o
higher-risk ventures. Venture capitalists, how-
ever, if shown a good business plan for a good
idea, may be willing to invest as equity part-
ners. They may be willing to assume the
higher risk if they have enough confidence that
a new business will generate large returns in
the future for its equity holders. However, ven-
ture capitalists fund only a tiny percentage of
all new ventures.
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Marketing is very
important. Make
sure you have a
clear message you
can deliver to the
market to inform
people about

your business.

You can also start to explore other opportunities that vou
have already identified. Is there another good opportunity vou
might want to investigate?

Given what vou have learned during this first planning
effort, there probably are other opportunities that you could
now identify, which you might have overlooked previously.
Look for a new opportunity, if necessary, and then conie up
with another interesting business idea and explore its feasibility.

Making It Happen —What's Next?

Let us assume you have determined your business idea is feasi-
ble and your business plan is complete. Now consider several
uscful preliminary steps you might want to take as you begin
the business start-up process.

Posters. Developing a poster to promote your business will
encourage you to think about, and decide upor, the main mes-
sage you want to communicate to the market about your prod-
uct or service. It can lead vou to design a logo or a particular
“look” or image for your company. Once conmplete, a poster will
be a useful tool to help announce to the market the product or
service vou are providing and the fact that vou have launched

a new business.
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Discuss with your
counselor which
of the preliminary
steps described—
poster, flier,

other sales toaol,
business card, or
prototype—would
be most helpful
for your business
idea. You might
decide to do

them all.

Business Cards. Designing and producing a business card is
usually a high priority for any budding entrepreneur. A busi-
ness card is a highly versatile communication tool.

As an entrepreneur, you probably will meet many people
in many places. Some of the people you meet may be potential
buyers of your product or service, potential suppliers, profes-
sional consultants, or even potential partners and investors.
Some may know other people who might be interested in your
business. In all of these cases, leaving a business card with the
people vou meet will make it much easier for them to contact
you in the future or to have others contact you.

The information normally found on a well-designed busi-
ness card should include

¢ The name and address of your company

¢ Your name, phone number, fax number, e-mail address, and
Web address (if you have them)

* Your company logo (if you have one)

* Your company saying or motto (if you have one}, or a brief
line about the kind of product or service you provide
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Another starting
point for
information on
licenses and
permits is the

U.S. Small Business
Administration.
See the resources
section for more

information.

Talk with vour counselor, parent. partners, investors, or
other knowledgeable people about the legal requirements you
may have to cover as an entrepreneur. Every state has its own
rules and regulations. City and county governments also have
regulations on permits vou may need. Space is too limited in
this pamphlet to cover them all—vou will have to do vour
own research.

A good place to start research on business permits is your city hall.

Also think about the legal structure of your business.
Many entrepreneurs operate as sole proprietors. A sole propri-
etorship is owned by one person. It is the most popular busi-
ness structure because it is easy to create and operate. Setting
it up requires no legal documents or legal fees. You can operate
under your own name or a business name—a “DBA.” or “doing
business as” company. You report any business income or loss
on your personal income tax return.

A sole proprietor, however, is personally responsible tor all
the work, debts, and risk. If you are sued, vou could lose not
only your business assets, but also your personal belongings
and money.
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The best form of
advertising Is a

job well 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 help
you fulfill the requirements for the Entrepreneurship
merit badge. It is not and should not be considered pro-
fessional legal advice. For all legal questions related to
launching and running your business, you should seek
the advice of a qualified professional.

Business Ethics

Suppose you have a computer-service business and a customer
wants vou 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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Entrepreneurship Resources

Scouting Literature

American Business, Conunurications,
Personal Management, Public Speaking,
and Salesmanship merit badge pamphlets,
and any pamphlets related te vour busi-
ness venture, such as Dog Care and Pets
for a pet-sitting service; Gardening, Insect
Study, Plant Science, and Sotl and Water
Conservation for a lawn-and-garden
business; etc. For a complete list, see

the “Merit Badge Library” list on the
inside of the back cover of th.s and

other merit badge pamphlets.

Books

Berg, Adriane G., and Arthur Berg
Bochner. The Totally Awesome
Business Book for Kids. Newmarket
Press, 2002.

—— The Totally Awesome Money Book
for Kids. Newmarket Press, 2002.

Bernstein, Daryl. Better That a
Lemonade Stand: Small Business
Ideas for Kids. Beyond Words
Publishing, 1992.

Beroff, Art, and Terry Adams,
How to Be a Teenage Miliionaire.
McGraw-Hill, 2000.

Cathers, Ben. Conversations With Teen

Entrepreneurs: Success Secrets of the
Younger Generation. iUniverse, 2003.
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Ferguson Publishing Company statf.
Careers ine Focus, Entrepreneurs.
Facts on File, 2000.

Harper, Stephen C. The McGraw-Hill
Guide to Starting Your Oun
Business: A Step-by-Step Blueprint
for the First-Time Entrepreneur.
McGraw-Hill, 2003.

Kushell, Jennifer. The Young
Entrepreneur's Edge: Using Your
Ambition, Independence, and Youth
to Launch a Successtul Business.
Randont House, 1999.

Lieber, Ron. Upstart Start-Ups!
How 25 Young Entrepreneurs
Overecame Youth, Inexperience, and
Luack of Money to Create Thriving
Businesses. Broadway Books. 1998.

Linecker, Adelia Cellini. What Color
Is Your Piggy Bank? Entrepreneurial
Ideas for Self-Starting Kids.
Lobster Press, 2004.

Mariotti, Steve. The Young Entrepreneur's
Guide to Starting and Running a
Business. Three Rivers Press, 1999.

Schiffman, Stephan. Young
Entrepreneur’s Guide to Business
Terms. Scholastic, 2003.



/8 dIHSHNINIYdIHLINT

310 promanua df//:diy :aus qamy
0001-7€6-918 :auoydaiaL

011%9 QW 11D sesuey

PEOY MIYY°0Y 108Y

uonEpuUNog upwWney uouep Suimy
sinaualdaliul uasy 10y

auizebely ay| —3RA
JUNSAPLAINMSUD /

A03 Qs man//:diny d11s GIM
77£5-/78-008 :duoydaral aaj-[[oL,
0178¢C DN "oNoleyd

00€ QUNS “PPOY MalAIIR] 70€9

NS Jomsuy ves

uoneJISIuIWIPY SsduUisng [[eWS ‘SN
18700 MOUUAIUI N //: A1y NS Gom
STET-197-616 ouoydaray,

Y1976 VO ‘oulAl]

00% 2UD0S ‘Aemy 9qLDIN ST

ouf eipay nauardanuyg
wod'sdnueIsuasl

Jioaf1smama//:duy 1S Qo
S0S6-1£8-/ 1 -auoydaay,
§/.1-£0859 OW “pleudunds

1§ 113N 1807 6561

,ﬁmtc:_u@cm: C:O>>

JAIS I PWIMaYS HOr[ ol ],
asudiajug 9al4 ul syuapnig
m:m&\:cm.dew.\:\:\:\\Rﬁz\ 23S m_.w>>
jui wmw:_m:m usa|
S,UoljRIISIUIIPY SSBuUIsSNg |jlewg

dio-a10ds mmm//:dny NS oM
S¥20-%€9-008 :duoydajal aalj-{|aL,
v2007 DA ‘uoiduiysem

10014 Y19 ‘MS 1S pIg 60F
uonepossy 3HOIS
gioolamm//.diny 1S qap
0008-0¥5-61, :duoyda[aL,

90608 00 ‘s3ulds opelojo)
Aepp uoneonpg auQ
JUBWBA3IYIY Jolunp

wodsuranm//:day s Qam
0007-66+-717 :auoydatal

L1001 AN MI0K moN

3AY UOIBUIXYT G/ €

auizebely] ou)

81071qd-v)q) e/ diny NS GO
9t67-57€-008 ouoydalal,
[651-16107 VA ‘U01Say

JALI UONIPIIOSSY 7161

epquieT ejag Iyd —easuawy

JO slapeaT ssauisng aining

810 proman U na//:dny s qam
0001-7£6-918 duoydaray,

0I1¥9 OW *A)1D sesuey

proY NIYM20Y 108V

UONBpUNO,] UPWINeY UoLPp Suimy
sinauaidallug 10} $82IN0S8Y
‘PHOANRIIUT

81030012100 Mann//: ANy NS GIM
00£9-615-£02 :auoydajay,
LEVI-VIETT VA "PLpURXIlY

007 2ung 71§ Xepe] "N 6611
uoneziuebiQ ,sinauaidaiiuy

wWorspqmmm//dmy (s s
S0690 1D ‘piojwuels

peoy a3pry YSIH £L11

wiSPIX 104 spI) Ag

810" ppomzigmaay//:diny s qam
0885-€05-5 1 -uoyda[aL
201¥6 VD ‘0dsiduel] ueg

€07 91NG 1S 0JPH 20 bbb
PHOMZIG

$821N0SaYy auljup

pue suoneziuebip

6661 ‘Surysiiqng uewny,

ssusng oS 113y ], SUISDUDN

pup S1UDIS 0] SI98DUad], 10 apIne)

29)dt0)y pup duns vy :ssauisng
U} SU3qL A “d[dIue(d ‘99[BA



YoungBiz.com

YoungBiz Inc.

P.O. Box 7987

Atlanta, GA 30357

Toll-free telephone: 888-543-7929
Web site: http://www.youngbiz.com

Youth Entrepreneurship:

Research Guide

Kauffman Center for Entrepreneurial
Leadership Clearinghouse on
Entrepreneurship Education

4801 Rockhill Road

Kansas City, MO 64110-2046

Toll-free telephone: 888-423-5233
Web site: http://www.celcee.edu/about
/guides/youth.litinl

Youth Venture

1700 North Moore St., Suite 2000
Arlington, VA 22209

Telephone: 703-527-4126

Web site: hitp://wunw. youthventure.org
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