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The purpose of these Gettlnggpown to Bu51néss modules *is to prov1de
high school - studeﬁ@s in vocational clagses with an idtroduction to the
-career optlon of small business ownersn;p and to the mandgement skills |
negessary for successful operation of a small business. Developed under
contract to the Office of Vocat10na1 and Adult Education, U.S. Department
of Education, the materials are de51gned to acquaint a variety of voca-
tional students with entrepreneurship opportun1t1es and to help reduce the
high fa11ure rate of small businesses. .°

o .

]
As the students become fam111ar with the rewards and demands of small

business ownership, :they will be-able to make more informed decisions
regarding their own interest in thig career possibility. It is hoped
that, as a’resdlt of using these maierials, some students will enter small
business ownership more, prepared for its chAllenges. Others will decide
that entrepreneurship is not well suited to their ab111t1eq\and interests,
*athd they- will pursue other\gareer paths. Both decisions ar&\valid. The

© materials will encourage students to choose what is best for them.

These Getting Down to Business modules are designed to be inserted
into ongoing hrgh "school vocational- ptograms in the -sewven vocational
dlsclpllnes—hAgrlcuIture, Distributive,Education, Occupational Home Eco-+
"nomics, Business and Office, Trades and I dustry, Technical, and Health.
They.will setﬁe gs a brief supplement to "th¥® technical instruction of .

« vocational courses, which prepare students well for being competent
employees but which gengfally do not equip them with skills related-to
small budiness ownership. The modules are self-contained and require a
minimum of Outside training and preparation on- the part of instructors.
Needed outside resources include only those types of materials availgble
to alf students, such as telephone d1rector1es, newspapers, and city maps.
No special texts or reference materials are requ1red» For £urther optional
reading by 1nstructors, additional references are listed at the end of }the
.Teacher Guide. An annotated Resource Gu1de~descr1b1ng espec1a11y valuable
entrepreneurshipﬁiilated materlals is-also’ ava11ab1e.\ . :

° [

The purpose of this module‘is to give, students some idea of what it 1is
like to own and operate a tree sevv1ce. Students will have an opportunlty .
to learn aboit the kinds of activities and decisions a tree servVice owner
is involved in every day.. While the module 'is not a compléete "how-to"
magual, the imdividual activities will!provide your class with the chance 42
to practice many of these activities;énd decisions.

“ : . .

Today, owners of small businesses face many problems--some minor, some
not so easily taken care of. These problems are reflections of~the changes
our society is going through. While this module cannot address itself to
all of them, the discussion questions at the end of each unit are designed
to g1ve students -an opportunity to explore possible solutlons."'

_Xou might want to present this module after completing Mddule 1,
Getting Down to Business: What's It ALl About? Module 1 is a 16-hour

~
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. program covering: a more, in-depth approach to owning any small business.
. " The terms introddced in Module 1 are used ip this module with a restate-
ment of their definitions. Also, the formsgused are the same, with some
minor changes to fit the tree service busin@es specifically. Modyle 1 . .

provides an introduction to owning a small” business in addition to some
skills and activities that, due to, thelr general nature, are not covered
in thls module. < s

-
’

. . : . Content Organpization

. + < N -
. Pl H

Each‘unit o thé module contains- the following:

1, Divider PageL—a list of what the student should be able to do at LT

. the end of that unit. LA ‘ .
. : ' : LA . /\.
» . \ ’ :
2. Case Study--an account of ,a business owner in the field. *

. .
- 7

' 3. .Text--three to four pages outllnlng business management pr1nc1p1es
1ntroduceé in the case study but focused more on the student,

4. Learning Activities--three separate sections, including: .

- . R

’

a.’ Individual Activities--finding information 'given id the text
or applying information in the text to new situations.
’ ' * - . i o " .

) . b. Discussion Questions--considering broad issues introduced in &
' ’ the text; several different points of view may be justifiable.

c. Group Activity--taking part in a more creative gnd action-
oriented activityj some act1v1t1es¢nay focus on values

clarification. .
\ V4 .

- &

General Notes on Use of theiﬁodule

Instructional Each unit'= 1 class perifd; total 'class periods = 9
Time: Introductldn, quiz, summary =1 '
'S . Tgyél instructional time = 10 class periods |,
b
The case stddy and- text are central to the program's content and éfe,
based on the instructional objectives appearing in the last section of this
Guide. Learning activities are alsg linked to these objectives. You will
probably not have time, however, to “iAtroduce all the learning activities
v in each unit. Instead, you will want to select those that appear most
related to course objectives, are most interesting to and appropriate for
your students, and are best suited to your particular classroom setting.
Certain learning activities may require extraablassroom time and may be
used as supplementary activities if desired.

'

) Before preésenting the module to the class, you should review both the

s Student and Teacher Guideg and forpulate your. own personal instructional
approach. »Depending on the nature of your classroom setting and the
N . \ . . .
« .. . o ~ N ..
. y K

¥ ‘ i . ) ‘ / ¢
1 . \ - v . Ny




ERIC

Aruitoxt provided by Eic:

.
N

students' abilities, you may want to present the case-study and text ﬁy
instructional means that do not rely on students reading--for example,
through a lecture/questlon—answer format. Case stud;es and certain learn—'
ing activities may be presented as skits or role—playlng 51tuat10ns.

F &3

N .

No particulér section of the module, is designated as homework, but you
may wish to assign certain portlons of the module to be completed aut of
Mass. You may want students to read the case study and text in prepara-
tion for discussion in the next class period, or you may want them to
review the material at home Adfter the class discéussion. You may also .
prefer that students read the material in class. Similarly, individual ~
activities may be completed in class'or for homework. Discussion ques-
tions and group act1v1t1es are specially intended for classroom use,
although some outgside preparatlon by .students may also be needed (for
example, in. the case of. v181t1ng a small business and 1nterv1ew1ng the
owner ). . :

v
>

-

- Methods that enhance student interest in the material and that empha-
size student participation should be used as much as possible. Do ot~
seeR to cover material exhaustively, but view the course as a brief intro-
duction to entrepreneurship skills. Assume that students will obtain more
job training and bu51ness experience before launching an entrepreneurial
cateer.

-
The quiz may be uged as a formal evaluation of student learning or as
a self—assessment tool for students. Answers to learning activities and’
the quiz are provided in.a later sec§1on of this guide.

e
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' SUGGESTED STEPS FOR MODULE USE . \
Introduction (10-15 minutes) - * - ' : - I )
Sosmettan \ . ) .
v - | -
. ¢ I. In/lntroduclng this module, you will probably want to find out

what studénts already know about the" tree service business.
: 1

LY . .
® Ask what tree services they know-about.

-
- 2

® Ask if they know about any small, independent tree'serviqes.

. ® Ask thep what they think the advantages of owklng thelr own
tree service might be., -

. e _ Ask them what disadvantages they see. \\
II. Discuss small businesses briéfly. Over 904 “of all bu51nesses in .
. . the United States are small bu51nesses.' In thls module we will be .
deallng with véry small bus1ﬂésses, meaning a-self—employed owner t~—
i working alone or,with ofie to four. employees. Often small busi-.
nesses are owned.and run by members of a family. '
. ‘ . .
III. Distuss the purposes of the module: . .
/ . o To incrEase students' awareness gf emall'business ogpership as -
a career option,
. ! AN 4 . .
‘ e To acqualnt students wigh the skills and persoral qualities =~ - ‘

tree service business wners’neeq to succeed-
1
e To acquaint students with: the kind of work small business
‘ ° owners do in addition to us1ng their vocatlonal SklllS-
s
. ‘e To expose stugents to the adventages and d1sad$:neages of
small bu}lness ownershlp. /fr \

IV. Emphasize that even if students think they lack management apti—\ -
tudes, some abilities can be developed. If students "turn. on" to
the idea of small business .ownership,’they can work at acquiring
abilities they don't have. '
14 rd
Also, students who work through this module will have gained valuable K
insights into how and why business decisions are made. Even if they later
choose careers as employees) they will be better equlpped to help the

businessksucceed because of their understanding:

»” ‘<

>




Unit 1 - Planning a Tree Service' (t class pegiod) * . v

e .

Case Study: Wendell and Jody Bart, .brother and sister, talk about
opening Bart's Tree Service. Jody discusses how
owning your bwn business is dlfferent from be1ng a | .
climber.

g
.

L. 19

Text: What Does a Tree Service Do? ‘

. Who Will Be Your Customers? . S .

Is! There Room for You?’ .

- Skills - - ’ ’
Experience ) ' ’ a
'Personal Qualities .

; How to Compete Well--Or, SerVice Is the Name of the Game

Getting People to Come Back to You .
« Legal Requlrements

-

— y° '

11,

III.

AN

Responses to Individual Activities ' -
f . .

1>~a, ¢, d -
2. 'Climb trees; know about the care, -feeding, and pruning of,
trees; be able to handle special equlpment, be able to run

your own business, etc. . .
)
¢ . > . 7

3. A worker is not concerned with-how to keep the business suc-
cessful and usually does not have to make any -administrative
decisions. An owner has more .aspects that he or she is h
responsible Sgr——shch as hiring, advertising, and selection’
and repair of equipment. Y

. ® X _ . -

4, You could work for a tréde service or perHaps get a job with a
local goverment doing agrlcultural worki

5. Encourage students to be honest and thoughtfuﬂ. Asters will
vary. Possible responses include--helpful: a, ¢, d, £,7h, i,
jy» ky 1y'my ny py s, t, y, 2z; would not matter: e, g, 0, T,

.X; not helpful: b, q, u, v, w. ) .
N . . o
Responses to Discussion Questions . -~ .

R . . » AN
1. Answers will vary.- For clients who- have this attltude, Jody
coulld ask them to withhold their Judgment until they can see
the results. She could also refuse to work for people who do
not have respect for her knowledge. - -

.
¢

2. The advantages of going to college are that there is more
theoretical knowledge to be had. The disadvantage is that one
- does not earn money while studying. Encourage other responses.’

3. An owner of a tree service must have busxness skllls. He or
she must know about advertising and getting clients, about
hiring -employees, artd about recordkeeping.
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-IV. Group Activity N L )
i p— > .
x R ] R b .
~ ~Bneourage students.to write down questions they would like to ‘

. hdve answetred, Try to cqver topics in all nine units of this
. . module. Thig activity may take some time to plan. You may
conduct it during any portion of the program, at your conveniénce.

N

: Unit 2 - Choosing a Location (1 class period)
. 'y . ' -
. I.. Case Study: Jody talks about choosing a good city. She discusses

o the importance of knowing a lot of people to ensure
s ‘ : success.,

o ) L RN
- Text: *' You Come First 3 ' - '\ ’ i
Puttlng Down Roots--Why Tumbleweed's Don't Make It
“How Can You Tell If the City Is a Good One? .
What About an Office? . . ¢
~ > . ‘
II. Responses_to Individual Activities

L \ .

*Look in ‘the Yellow Pages to see how many tree care and nursery
businesses there are; talk to landscape archltects, go to the
) . Chamber of'Cammerce.

g N ~
’

1.

You will want to see if there are a large number of .people who .

might need and use a tree service. _“

01d volumes of the Yellow Pages will tell you how many busi-

nesses are no longer around. If a 16t of them have failed,

you would want to find out why.
e .

III. Responses to Discussion Questions

“ ‘

~

1. This activity may take as long as one class period. Encourage
. students to do some research outside of class. You may have
to provide some background information to.students regarding
) ' the population and growth patterns of local towns (see an ) -
, almanac or census book) The amount of new construction ’
p s underway in a town is an indication of growth. ’ b
2. 'Encourage students to defend their answers.

~>

1V,

Group Activity ) .
g Student apswers will vary according to their own' individual ’
beliefs., * Tell students there is no one' correct answer, - '
- ‘ ~
1 » N Y
. ! .
& - o
A Y - : »
- 4 A! 1
6

Aruitoxt provided by Eic:
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Un1t 3 - Getting Money to Start (1 class perlod) ' v >
‘ . I. Case Study: Jody talks about gettlng the money needed to start.
: * She tells of the conflicting advice they got when they
- ! . ‘wére trying to plan how mach money they'd need.
- -
T v Text: What Does It Take? ,
Y . ) # The Business Descrlptlon That Got 'Wendell and Jody Their
: -Money . . : A T
Just How Much Money Do You Need" : <

. *II. Responses to Individual Activities S \

Ay

1)\ Encourage students to think about their own tree seivice. Give
them time to come up with>an interesting name. Allow students

. time to share their bu-81ness/descr1pt10ns.’ X o @i’ . -
B 2, = - ) ' ) P . :
STATEMENT OF FINANCIAL NEED ' -
- H > A . ne* . i
Starting Expenses- . N " * Money on Hand
T -
Salaries * $30,000 Cash on st‘?nd " $15,000 .
. Equipment and Furniture* 20,000 Personal Loans kf 10,000
J <. . . - .. P
.| supplies 175 TOTAL MONEY ON HAND '~ $25,000
‘\ s ) | Advertisding ) 1,500 “- P .
. Other (insurance,.legal 113000 C R I oL
SR ‘fees, fudge Factor, ° /' TOTAL STARTING EXPENSES $62,6]3 | -
etc.) ) . TOTAL MONEY ON HAND . “ 25,000
/ . . —_— - . -
TOTAL $62,675 TOTAL LOAN MONEY NEEDED “$37,675 |-
‘ E I ’ - . ) : - .
III. Responses to Digcussion Questidns L. \ 4

. " & . .
1. The bank knew that they would have the advice of an experi-
enced person and therefore would be less likely to fail.

2.' The fudge factor‘is important, since na one can predlct the
future. ?Students will probably realize that $4,000 is, not b vl
very much at all for emergenc1es.

o —

IW. Group Actlvitl

» <

'Answers will vary. Being prepgred is important. - Dressing

. comfortably will help. Thinking about one's, options ahead of time
if the 16an does not come through also helps. "Loan applicAnts" : -
‘should evaluate themsélves on their poise, knowledge about their£
business,”.and logical presentation of their plan. '"Loan offigers

. i should analyze whether they asked all the appropri ate questions, .

. ’ . . R ‘
< ~
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did a good critical analysis of.the information, and acted in a’

. profesgion®l but friendly qhnner.

) . )
Unit 4 - Being in Charge (1 class period)

I'.

1I.

I1I.

?Case Study:

2
-

Jody talks about the difficulties of hirings people.
She discusses the importance of hiring people who‘aré
safety conscious. - ~
Text: Hiring People te Work for You :

Thé Job Description - ’

Eeny-Meeny-Miny-WHO?

Training New People .
s Bosses Make Decisions (

Reqponses to Individual Activities _’

1. Advertlslng, bookkeeping, training’ people, buylng equlpment,
etc, — ——

2. Private employment agencies, want ads in newspapers, bulletin
boards, high school employment offices.

3. A climber must be safety conscious and responsible because
clnnblng is a very dangerous job.

\,‘
|
| re
'

!

4. .Apswers w1llfvary. This activity may take 15 to 20 minutes.
58 Students will have different opinions as to who might be the
‘best. Possible discussion topics include: attltude, age,
sex, background.

~s

Responses to Discussion Questions x_- -

1. Answers will vary. Tree care experts all agree, however, that

“ you can't use a climber who is drunk. The Helman job will
have to be “postponed, but the reason does not have to be
given. Students will have .¢ifferent answers as to what to, do
with Andy--from doing nothing to firing him. Have students
defend their answers. .

2. Encoutrage students to come up with different possibilities.
In some way Johnny's extra effort should be rewarded and
Marty's behgvior discussed.

8

Ya

3. Answers dilllvary5 Discuss the problem of sexual. stereotyping.

J

13
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Gf0up Activity - -
) Here are some "Do's" and “Don'ts", ’
. : . : ,
« Do .. . Don't
¢ Give the employee a warning-~ Discuss Eher%jtﬁation with
e bes specific about what you other. employees -
don't like : Let the employeé talk you out
Tell\the persop in private of f1r1ng him or her
. Téll/the person the reagon(s) », Let the employee train his or
- for being fired . her replacement
" Be nice but fim - N . ‘
~\ Give some termination pay, .
\\\ ‘ ) el % . .
'FUnit 5 - Orgdﬁizing the Work_(l class period) i o
. / - e K} .
1. Case Study: Wendell talks about what it is like to be the boss.’
. He tells of potential problems that the boss has to
t Uake care of, ’
.a . K]
- Text: Whén'the Client Calls . 4y
N . Getting the Estimate Straight ) L
. The Work Order Form _ - -
: * Who's Going to Do I£?° ) S
v, , Some Jobs.Are Easy, and Then . ._. ® .
1T, Responses to Individual Activities

N

-

B
Ihg equipment can malfunctlon, near by’ shrubbery can be

T dpmaged, one can forget to include some item or-cost; the job

could be more dlfflcult than expected; etc.

» ©

2. ‘Answers will vary.. Some possipilities are: bids can be

. dOuble checked by another person; an owner can know of
ubstltute" wquers ~one %can rent eqyd pment, - °

- -
~ .

. 33J The blfvshould be signed so Ehat the client and owner agree on

the work plansand the price. : ~

<

4, ’Non—blllable hours’ are hours that are worked but that cannot .
be billed to ¢lients. Wende}l has to keep track of these
ho@rs so he knows how,much time it takes to run the business.

°
Ay PS
J;.
“ . &
~
* .
.
. . .
- 3 L
H
- -y ® I
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oo
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’
-
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. T WORK ORDER

FEOM: Bart's Tree Service - WORK FOR: Al Smart

. i

Pergon o . . - .
Doing Work | ‘Description of Work |Materials | Labor | Total Cost

4+
4

. | Wendell, ‘| Trim, shape, and .
L. David ) balance 10 trees : :

Pressure feed .
Install 13 cables

-

(20 hours x 2 ﬁeople \

- x $23/hour) o $920 ™
Lo 10 tanks, $100 each _$1,000
. . 13 cables, $6Q each 780 ‘
) - . . . . TOTAL MATERIALS $1, 780
: * . TOTAL LABOR ‘ 920
. - TAX . Co -
- : e o TOTAL COST - . $2,7oo

"III. Responses to Diécusifbn Questions
* ) M f PR . . < .
1. Encourage 7tudents to express ‘their opinions., Most service
bus1nesses agree that the customer is always right,

-

2, Many answers are p0331b1e. Encourage students to think of
compromises.

\
-

LI !
A '

IV, Group Activity
. . Ansvers will vary. If all this happened in one day, calling
theYellow Pages ad consultant, meeting.with the tax conmsultant,
and reading the morning mail could be put off. The most important
tasks are- #3 4; and l--in that otfden, .

v

i 4

‘ ' : »
Unit 6 - Setting Prices (1 class period)

I. Céée'Studz: Jody talks about setting prices. She describes the
. difference between charging for time and materials

> and making a straight bid.

ti}

Text:. The BreakﬁEven Point R
A What Are People Willing to Pay?

. " B Iy
o 10 \

15

N

4
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I1. Responses to Individual Activities

‘ . 1., The break-even point refers to the amount of money a business
needs to take in just to cover its expenses (without profit).

2., Profit is the money a business has left over after it covers
all of its expenses for a given time périod.

4 L

3. Theft, depreciatién of equipment, and employee benefits are
all expenses that are not "bills." C s

4. You can't count on 21 full working days a month because you
. will take time to do other things that you will not get paid
for--for example, run the business, take care of your equip-
. ment, make bids, etc.’

ITI. Responses to Discussion Questions v °

1. Allow for a v:riety of responses. Taking an $8 cut per hour
is quite a considerable reduction. Yoy might be willing to
charge a little less and make a little less profit, but you
§hou1d not cut prices so much\thaﬁ you are working at a loss.

J‘ . . . N, ~l
. 2. This activity might take a lot of time. Arguments students
might use are d1ff1cu1ty in giving a straight bid, excellent
experience, sk111, and record of customer satisfaction. '
‘ 4 3. I_nflat:ion, hanting to buy moa‘e*t equipment or otherwise exp%nd
-the business, shortage of good climbers, etc.

IV. Group Activity

t

- . Your break-even point is $1,550 per month. Your goal would be
. $3,550. If you want to make that amount_in 10 days, you would
il charge® $355 for your crew for one day. For a crew of three
R . 1‘Prk1ng fg;\glght hours, the hourly rate per person would be $15,
~ tounded of f "($355 divided by 24).
Unit 7 - Advertising and Selling (1 class period) .
P ﬂ&”' I. Case Study: Wendelpfstates that most people hear about a tree

* service by word 6f mouth. He also talks about having

an ad in the Yellow Pages and sending out fliers,
. o 4

< Text: What Kind of Advertising? ~Where?

The Yellow Pages ot '

The.Writing on the Wall

The Writing on the Wheels

Word-of-Mouth &dvertising -

The Power of the Printed Word--Newspaper Ads N
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II. Responses to Individual Activities

- . !

1. Who you are; where (you are located; how to reach Yyou; what

\///// ~ services you provide;- and why people should choose you.

2. Ads.should contain the information listed in Individual
Activity #1 and should have five main parts-rheading,

- illustration,.copy (text), identification (business' name,-
address, and phone numbér), and layout. Ads should be simple,
attractive, infermative, and 'catchy." “The illustration
should prOJect an nmage that will gppeal to the targeted

: ., customers. The most nnportant information should be most
prominent in the ad. Ads should also have a certain amount of
"white space." Overly cluttered layouts are unappealing and
confusing to readers. In 'summary, ads should be .creative and
’ organized. ‘ &

5

3., Students will.need time outside class to complete this.
4, Yellow Pages ad, fliers, oulletin‘boardg, a sign on their

truck, etc. With a small amount of money, the Yellow Pages ad
would probably be the most important, a sign on the truck next.

III. Responses to Discussion Questions K
- : \
1, There should be a variety of ideas. Answers will range from
apologizing to the client to offering to reimgburse him for
damages.

2. Have students defend their answers as specifichlly as possible.

oo § -
IV. Group Activity

»

- .

A tree service can also be séen as a surgeon or a healer. You

may want to ask students to bring in thelr tel ephone books (the
Yellow Pages) for this one.

N

Unit 8 ~ Keeping Financial Redegds (1 class period)
—
I. Case Study: ody talks about the importance of keeping good
Cos \kgcords. She also discusses credit accounts.

Text: Hdw to Bill
Easy Come, Easy Go~—the Paily Cash Sheet

. ~

II. Responses to Individual Activities

1. Jody would prefer mot to have credit customers because of the’
added paperwork. Also, Bart's would have-to wait for. payment
and, in the meantime, would not have- as much cash to meet

- expenses.’ . . -

3




2. In a straight bid,
been agreed upon; therefore, there is no need to itemize.

the amount of money charged has alréadyl
In-

a ""time and materials" bid, the customer is payggg for each
hour on the job and all the ‘materials. 'You would have to
present the customer with a detailed explanation of labor and

.materials.

3.
i CUSTOMER BILLING FORM ’
Customer: Amy Jackins ’
" . A ' \Y' Amount Payment
Date | Description of Sale Charged |’ Regeived Baldnce Due
L §
5/13 Prune Willows, clear | $240 4
brush and debrls y ;
Dump run $ 5 I $245 :
5/16 | Payment--Check #499 --- $245 -0-
—— 4, »
. DAILY CASH SHEET ]
) ! ° e
. Cash Receipts - s Cash Payments
' Cash Sales $1,054 Salaries $ ‘
‘ Building Expensés Al
Credit Accounts Equipment & Furniture
: - Inventory or Supplies 48
Advertising
' Other . ~ 125
) TOTAL CASH RECEIPTS $1,054 TOTAL .CASH PAYMENTS § 173

ts

III.

Iv.

Responses to Discussion Questions

1. The advantage of having'bredﬁnféccounts is that you can pro-
vide service to large businesses that usually deal that way.
The disadvantage is that some cash flow through the bus1ness
is delayed

.
©

2. -Using a bookkeeping service usually means that your books are
always in order and that you are' free fo do other things. The
disadvantage is that a bookkeeping ser¥ice is another expense.
You also have to be organized before you can use a bookkeeping
service., Other reasonable answers are acceptablé. \

¢
° . »

Group Activity ~

~ -

People who are refused credit many times become dlsééﬁrsged
They may run out of alternatives. Ask students to describe times
when they were -treated poorly in comparison with others.

.13
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. Unit 9 - Keeping Your Business Successful (1 class period) \' o
- . ! s 4
' I. Case,Study: Jody talks about the realities of making a profit and ‘ ’
N . ‘ the problems of raising prices. . -
. .
A Text: The -Profit/Loss Statement
* What Is Net Profit? :
. Figuring Your Profit Ratio .
‘ How to Increase Your Profits )
— - . 5 i v
s ITI. Responses to Individual Activities :
N - .
\ l. The net profit for the first year is $25,000.° The profit -

ratio is 50%, and the expense ratio is 50%. The met profit
for the second year is $30,000. ‘The profit ratio is still
¥ 50%, and the expense ratio is also 50%. ,
/ .
2. SiJEe the profit ratio remained the sgme--502--and the profits
went up in Year 2, Year 2 was more successful.

AN
_ d 3. Rais® yqﬁr prices, lower expenses, expand serviceszkincrease : .
the number or kind of clients.
. . ‘
ITI. Responses to Discussion Questions - .
v 1. Usually owners who do not want to "go big" do not wang the
ingcreased paperwork and the responsibility ofigupervising more
N workers. T 't ) ‘
. q . . . .
J - 2. Encourage students to express their own opinions. Not having
’ ‘ support at home usually has an effect on the ‘6wner's success
- . in his or her business.

. * -
S . .
3. 1f appearance matters to your clients, you should think about

y ' it. What image are you projecting through your dress?

- . , . .
. e Obviously, Jody and Wendell are ldsing some business. They

- . may want to dress up a bit. If they have enough business

" -already, they may feel that it is-not worth it to require
- "proper" clothes for tHeir workers. - °
- T . _
IV.. Group Activity .,
¢ , ! ! B . . e
. The idea behind this activity is to see if students would like *
. ) - . \ ,
to be an owner of a tree-service. Encourage students to express
their own ideas, and reiterate the fact that there are no incor- '
% rect answers.
. Summary (30 minutes) \ ‘ '
; -
1f desired, the Quiz may be given prior to summarizing the module and
doing wrap-up activitiess. . ‘
L]
» -~ z ) , ‘
?
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Aruitoxt provided by Eic:

-

a1

Emphasizesmajor pdints of the module such as: i o

s

o Running a tree service is a small business opportunity for a ,
.person. interested in horticulture and tree care, but it must be
planned and located carefully for it to be successful.

»

2

e Previous tree care and business experience and knowledge about the .
care, feedlng, and prunlng of trees are helpful qualities for a
tree service owner to have.

o .

° H1r1ng -and keeping top quality clnmblng staff i key part of
. ruynning the business well. ?' '
. - . N L 2
e Keeping -the customers--commercial property g:;ageré,-private g ~

individuals, etc.--satisfied with your service is also vitally
‘ important. : N ‘ /
e The needs of your customers and staff may change over :time.
Knowing how to analyze the business and to)make necessary changes
are important ways to keep the business successfulg \ <

Remind students that their study of this module was intended as an
awareness activity so they could consider entrepreneurship as a career « & ) .
option: Their imtroduction to the skills required for successful small
business management has been brief. They should not feel that ‘they are*
now prepared to go out, obtain a loan, and begin their own business. More
training and experience are necessary. You can suggest at least these
ways of obtaining that experience: omne way is to work in the business
area in which they would eventually want to have their Jwn venture;
another is to go to school (community colleges are starting to offer AA
degrees in entrepreneurship). . g . 3

This is a good time to get féedback from,the students as-to how they
would rate their experience with the module. Could they identify with the
characters portrayed“in the case studies? ggu\do they feel about the
learning activities? o . ) N

1f possible, use a final wrap-up activity to help studen?s_apply what v
they have learned in’ the module. Possible ideas include the f®llowing.

. \ ) !

e 'Have students discuss or. wrlte about how they see themselves
owning a tree seryice now thaf they know more about it. If time .
runs short, students could do this on their own time as a means of A
self assessment. ) .

o ~Use one or more of the Group Activities that were not done earlier.
(The first one, in Unit 1, "Visit to Class By the Own¢r of a Tree
Service,'" might be partlcularly approptlate ) Feel free to com-
bine, expand, and adapt the activities so that stidents can
consider a more complete picgure of running a tree service. .




Aruitoxt provided by Eic:

guiz.(30‘minupes)

. LN

The quiz may be used as an assessment instrument or as an optional
study tool for students.
-duplicate and distribute the dnswer key to students.’

If you wish to Use the quiz for study purposes,
In this case,

student achievement ‘may be assessed by evaluating-the quality of students

’

o

1. Possible responses
removing, mending,

2. Possiljle regponses
tree care;, ability

N\ : skills.in small business management . \_ !

part1c1pat10n in module activities. ' . -

v

Quiz Answer Key .

includes feeding‘krees, trimming, pruning,
and pesticide spraying.

include: skill in tree climbing; knowledge about
to use tree care equipment (chain saws, etc.);

v - )

’l12. Possible r

poqse% inélude:
desired profit,

4 °
operating expenses (or break-even poigt),
competitors’

prices (or what customers are %illing to

pay). . “
13. P0331b1evre ponses 1nc1ude. persons doing work, desquptlon of work,
S cosf -of materials, labbor costs, total cost. c.oe
. d ’ - ' y
14. b3 .- .
R " \) * = ' ) .
15. ¢ ‘ N
. . \?'%' » . L
16. b . . ' )
17. b , - W
18. Net profit = $30,000; profit ratio =f§ﬂz; expensé-ratio = 80% b o
.; - ) R i
« 1621 ’ '
. - - )
. ' * ) [... A~ “ h
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. 1'9, Possible responses include: increase his number.of ¢
- . . .
~prices, reduce expenses, expand services.
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, * SUGGESTED READINGS

. " )

"y

Holt, N., Shuchat, J., & Regal, M. L. 8mall business-management and .

ownership. Belmont, ‘MA: * CRC Education and Human Development, Inc.,
1979, )

. . ‘.- ,
Jeanneau, J. A. Small business management: ‘Instructor's manual (4 vols.).
Prince Albert, Saskatchewan: Dtpartment of Manpower & Immigration,

Training Research and Development Station, 1973.

National Business Education Association. Business ownership qiEriculum
project for the prevocational and exploratory level (grades 7-9):
Final report. Reston, VA: Author, 1974.

Nels'opr, R. E.,'L;%Fh, J. A,, & Scanlan, T. J. Owning.and oberating a small

business: rategies for teaching small business ownership and man-

agement. ' Urbana, IL: University.of Illinois, Department of Voca-
‘tional/Technical Education, Division of Business Education, 1976.

. .. . .
Rowe, K. L., & Hutt, R. W. Preparing for entrepreneurship. Tempe, AZ:.
Arizona State University, College of Business Administration, 1979.
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Aruitoxt provided by Eic:

Goal i:

Goal 2:

Goai 3:

GOALS AND OBJECTIVES | .. A

- : ‘ ‘ ¥,
£:\hg}p you.plan your tree service. :

Objective 1: Describe the services, clients, and
competition of a tree service.

pbjective 2: List three personal qualities a tree
service owner might have.

Objective 3: List tHtee ways that a bree service
might be-~special. -

‘

Objective 4: List two of the legal requirements

you might have to consider before dgening a
tree service.

-
.

N i .a
To help you choose a good location for your
service, P .

.o \
Objective 1: List thrée things to think about ip
. dec1d1ng where to locate your business.

Objective 2: Name-four places to check for
information about that area.

Objective 3: Declde wheqﬁer yoyr city or town
would be 'a good location. - <

To help you plam how to get money to start a tree

service., . \ .

-— >

<

Objective 1: Write a business description for,
this service. o .
- .
Objettive 2: Fill out a form showing how much -
money you need tq borrow to start this service.

\,? Co

&

)
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Goal 5:

" Goal 7:

]

s .
O

CERIC - .t

Aruitoxt provided by Eic:
. ]

J-

To help you choose thévpeoplb’Who work for’you.

: r.

Objective 1: List the information needed on a job _ .
description.

<

4

’ -~ -

Objective 2: Choose the best person to work at
+ your ~service from a list of three. :

.Objeégivé 3:

Y

_List one quality of a good boss.

Td h@ you organize the work of your tree service.

2
, v

-

out a customer work order form,
which jobs are most difficult.
///'
Objective 3:" Name two ways to maké a.good?
agreement with a customer.

Objective 1: Fill

Objective 2: Tell

* e e

.

To help you decide how to set prices for your
tree service. ~

.
-

Objective 1: List two.things’to consider in
setting prices for your-service,

Objective 2: Set prices for your tree service
after being given certain facts.

—

B N
. ~vr

.-
.t

. To help you 1earn ways to~advett18e'and sell your
service.

k]
»

Objective 1: Choose one-way to advertise that
_would.be right for your bu51ness.

x 3

* Objective 2t Design a printed ad for your tree 7~
service, . R A .
' [ ) A\
- * - . .
. 20 ’
Y 3
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.. .
Goal 8: To help you learn how to keep flnanclal records L
‘ " S for your tree service. - ‘ .

Objective 1: Fill ,out a bill for a customer. . '

Oﬁjective 2: Fill out a daily\cash sheet that
records money “coming  and going out of the

. ’,”business.- T
A -
. : 4 . . 1
Goal 9: To help you learn how to keep your bu31ness
successful. . .
. . ) ‘ o
< < ) ‘

ot ‘ N N ’ 5

Objective 1: Flgure out the net prdflt, proflt
: ratlo, and expensg\z?tlo for a tree service,

-~
¢ Objective 2: State one way to increasge profits - A
in a business that is 1osing money. .
. . s . -
- ‘i Objective 3: State onewa way to increase the
. number of clients you have by changing or
~ . ‘ improving your service. s ¢
v ) % ; L
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