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Go Hawk Sweet Treats Business Plan





I.  Overview:





The purpose of this unit of instruction is to provide a significant experiential learning opportunity for students to organize, plan, operate and liquidate a student run Family and Consumer Sciences business.  The unit is designed to focus on critical thinking, teamwork, basic workforce readiness, creative problem solving, leadership and the rewards of free enterprise.  Each class of students will determine and produce a food product to sell for the FCS classroom based business, Go-Hawk Sweet Treats.  Each quarter of the school year, 3 sections of FCS will have instruction in entrepreneurship education.  All eight grade students (175) will be involved in Go Hawk Sweet Treats.





Description of Goods and Services:





Go-Hawk Sweet Treats is a business that will specialize in various types of sweet treats.  The FCS exploratory program is offered to 7th and 8th grade students for nine weeks.  The 8th grade FCS students will learn about entrepreneurship and operate Go-Hawk Sweet Treat.    FCCLA members and other students that become extremely interested in entrepreneurship will also utilize ER (enrichment period) class time to make our product.





Go-Hawk Sweet Treats will teach students business concepts and proper food safety and preparation skills.  The goal of Go-Hawk Sweet Treats is to improve team work and cooperation among students, prepare and sell a quality product for profit.





Products:





Go-Hawk Sweet Treats will carry products that the students have prepared in the foods lab.  Each class ranging in size from 12-18 students will create a business plan, determine roles and responsibilities, produce, market and sell products for the Go-Hawk Sweet Treats Company.  Each quarter students will conduct market research to determine which products our customers would be interested in purchasing.





Products may include things such as, scotcheroos, puppy chow, granola mix, brownies etc.  Most food products would be simple and low cost to produce.  Products would be sold during lunch, after school by Room 103, at sporting events and special school events.  Special orders could also be taken.





Target Audience:





People that are hungry! Students, parents, teachers and other spectators at Back to School Night, sporting events and school activities.  Customers will buy our products when they are hungry.  Conducting market research is one of the learning activities in the beginning of the unit.





Go Hawk Sweet Treats will be sold in various locations.  During activities that use the whole building, the display case in front of my classroom will be used.  Treats will be sold from a cart during other sporting events near the gym.





The school offers hot lunch, an alternate and salad bar.  The special education department currently sells cookies purchased from the local bakery after students have gone through the lunch line.  The school does not allow students to order in food from restaurants and vending machines during the school day.  Go Hawk Sweet Treats could be sold during lunch time, if students choose.





Skills Needed to Make this Idea Work:





The FCS teacher needs to encourage students to choose products that are simple to make and low cost.  He/she also needs to be knowledgeable on how to safely prepare and facilitate the production of food items students choose to make.  The teacher will facilitate the organization of the business plan and help the students work through the process.  Students will assume different roles in the marketing, production, packaging, selling and record keeping aspects of the business.





Types of Help Needed:





The support of the principal and teachers is critical in putting the business plan into action.  In addition, the School Business Manager will share his expertise in finance, business and public relations to the students each quarter.  Each class would determine the amount of “start” up money they would need to produce their the ingredients to make their product.   The Business Manager will help students understand the loan process and help facilitate the Go-Hawk Sweet Treats start up money.  The business office will set up a student activity account.





Source of Capital:





The school district was willing to give Go Hawk Sweet Treats some start up money to purchase food ingredients to make our products.  After each class determined which products they were going to make, students learned about cost analysis.  They figured out how much money it cost to make one recipe and then determined how much to charge based on the 1/3 and 2/3 formula.  The cost to produce the product needed to stay under 1/3 of the sale cost and 2/3 was the amount to include in the sale price to allow for profit.





Our market research was also use to determine our sales price.  Most of our items sell for 75 cents.  The three sections determined we would need to borrow $55.00 from the school district to get our business up and running.  The business manager, delivered the loan to the class.





Internal and External Partners:





The partners involved in Go Hawk Sweet Treats will include my building principal, superintendent, business manager and the students.








Profit:





After our initial loan of $55.00 was paid off, students discussed how much of the profit to reinvest in our business and how much should be saved.  The reinvestment money was used to purchase additional ingredients to make more products to sell at other events.





The profit from Go Hawk Sweet Treats will be saved and used to purchase items for the FCS Department, such as an embroidery sewing machine.  A portion of the profit could also be donated to a charity in the community.  Students are involved in the financial record keeping of Go Hawk Sweet Treats.





II. Organization and Marketing





The Entrepreneurship Unit includes the following activities each quarter.  





Entrepreneurship learning activities include:


research the target market


assess feasibility of their product


determine cost of product


produce their product


maintain records


market their product


develop team work skills


practice problem solving skills


demonstrate interpersonal relationship skills


complete production and sales


close company books, take pride in the company


give back to the community and school





Students conduct market research to determine the types of sweet treats customers like to purchase, what determines their food choices, how much customers are willing to pay and where is the best place to sell our products.  Each nine weeks, the products in our business could change depending on the outcome of the student research.  





The unit lessons focus on the 4 P’s of running a business.  Product, Promotion, Price and Place are the key marketing concepts discussed in each class.  First, students conduct a survey of sweet treats people like to buy.  We have a discussion on which products are easy to prepare, which products would sell the best and the shelf life of the product.  After analyzing the research information, each class determined the product their class is going to make and sell.





Students in the class function as the “purchasing department”, which means they determine the amount of ingredients needed to produce for the number of recipes we are planning to make.  The FCS teacher purchases the food ingredients at the local Fareway Store.  They tend to have lower prices and the store is located right across the street from the school.  Students will assist the teacher with grocery shopping in small groups during study hall or ER, if possible.





One of the learning activities focuses on determining the cost of pricing their product.  I made a sample pan of scotcharoos and students figured out the amount of ingredients and cost to make one recipe.  Then we determined the cost of an individual item.  Using the 1/3 and 2/3 profit formula, the cost of our products were determined.  We also tied this to the information gathered in our market research regarding the amount of money consumers would be willing to spend on sweet treats.  





Students also assist with making posters, announcements, signs and organizing the display case to promote our products.





We discussed the best places to sell our products, when to sell and how to display our products to influence consumers to purchase our products.





Perceived Benefits and Challenges Summary:





The students were enthusiastic to learn about entrepreneurship concepts.  This unit is a great avenue to tie in mathematics, problem solving and real world learning.  The challenges I faced in the beginning were deciding how to manage the entrepreneurship unit with middle school students in a nine week exploratory program.  With a 45 day curriculum, I knew that I could not devote a great deal of instruction time or class time to prepare and sell our products but I still wanted to give it a try.





I knew that the types of products middle school students would be capable of preparing, packaging and cleaning up in a 45 minute class period would need to be fairly simple and may require a microwave oven.  The FCS classroom only had one microwave at the beginning of the school year.  After thinking this through, I decided to donate the old microwave from my home.  Talking with the principal about this equipment need, he offered his old microwave as well.  Now, I have three microwaves that the students can share.  





Go Hawk Sweet Treats is a feasible and realistic entrepreneurship unit of instruction for middle school students.  The demand for Sweet Treats is great, however, it was important to me that the students are involved in producing the product.  Limiting the number of times Sweet Treats are sold helps the students stay interested in helping.  It also helps me to stay sane.





Results of Business Plan and Recommendations:





Overall, I am extremely satisfied with the success of Go Hawk Sweet Treats.  The idea of the FCS classroom based business was first introduced to my principal.  He was very supportive of my business plan and entrepreneurship unit.  He suggested that I contact the school business manager to discuss and seek initial funding.





The Business Manager was very excited about this endeavor and agreed to come into the classroom and co-teach the lessons.  He helped the students analyze their market research, discussed loans and determine which products would be good choices for the students to sell.  The students were excited to have someone come in and co-teach the lessons.  I spent five class periods on the entrepreneurship unit, including one day to prepare and package our products.  





The products the students made during the first quarter included scotcharoos, puppy chow and pudding pops.  Having each class make a different product not only added variety to our sweet shop, but helped me manage the production aspect.  Each class ran a mini-business under the name, Go Hawk Sweet Treats.  Students were responsible to making the purchase order, producing their product and selling at the events.





To make things manageable, each lab group per class period prepared one recipe and were responsible for packaging their products. The first night of selling sweet treats was at our Back to School Night.  Students volunteered to sell the Sweet Treats from a display case near my classroom.  This worked great to display our products and provided a counter top for our sales.  It was fun to watch the natural salespeople in the group.  It was exciting to sell out of all of our products.





The next day in class, we worked through the Accounting Sheet to determine our expenses and profit.  We discussed the loan as being our first responsibility to cover.  The students were trilled to learn that they had made a profit.  They decided to reinvest in the company and try to make and sell more treats at a volleyball game.  





Each class determined how much of their product they thought would sell based on past performance.  Students volunteered to come during ER to help make the treats and sell during the game.  Once again, we sold out of our product.  If we did not sell out, we always have the option to sell our products during lunch.





After making approximately  $120.00 for the FCS department, it was hard to not keep making and selling our products.  However, I want to keep the entrepreneurship unit in place.  So I plan to stick to my original business plan and have each class determine the products they will make and sell each quarter.  We will continue to sell Sweet Treats  two or three times each quarter.  If Sweet Treats are sold each day, I think that the teacher and students may burn out on the work load.





It will be exciting to see each quarter the type of products students choose to make.  Many of our customer have been asking when we will be open again for business.  Go Hawk Sweet Treats has been great public relations and advertisement for my department.  Students are learning many life skills through this unit and it is awesome to have the support and encouragement from my administration. 


