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SMALL-BUSFNES9.S ULATION GAME 2: DESCRIPTION OF THE GAME

f

SMall BuSiness'Simulation Game 2 (SBSG 2).is a simulation game designed

for use in a'high school classroom as'an integral part of thesmall
7,

business ownership and management curriculum, entitled Minding Your Own

Small. Business. The game is intended to be introduced.at the end of

Unit 2, The Market Is People; and completed in Unit 3, Dollars and

DecisionS.

1:Q Ihre.Mew

The game,it divided into two segments -- Starting apusiness and. Running

a Business. The Starting segment emphasizes making a business plan; the

Rtiiining segment, continuous business planning. The entire game emphasiies

(1) the importance of marketing and financial planning in successful business

management, and (2) participation in comaunity and business organizations.

The Starting segment.takes six class periods to play; the Running segment.-

nine class periods.

--One-purpose of the game is to assist the students in synthesizing the

principles of small business ownership and managemenethey have learned

in class. It Orovides them with an opportunity.to apply the principles

_irk a simulated setting, thereby reinforcing and eXpanding thetr understand-

ing of small business. In the game students start and run simulated busi.,

-neses-and-ara-thus able to tey fOr themselves the principles they have'

Oearned and experience thg results of their actions in a non-threatening

setting. The game provides a settfng more realistig than case stUdies

without placing the students in the posttion of'actually owning and

managing small businesses.

. A-second purpose of the game is to assist,the, students in developing plan-

ning skills by providing an oppoirfilnipor itiim to make a plan, receive

an evaluation Of it, put the plan intokjfegXvsee the results of the plan,

and revise the original plan:in responserchanging condttions.

10



2.0 Teaching-Learning *ObjettVes

Starting segment
-

After playing the,Starting segment, the student should achieve the

following objectives: lk

1. Given specific market, advertising, and supplier information about.

r4. a business and a profile of that,businessthe student will analyze"

the information and use it to develop a comprehensive business plan,

'1inclmding mark ting,.operational, and financial plans..

1
,Given a business, the student,will develop a promotional program,

selecting the most appropriate media to convey a selected business

image.

After blayingthe Starting segment,'Stuclents should beable-to express 1

the following coneepts:

1. There.are many factors to'be considered in making a business plan

and many details to be taken'into account.

2. A business plan should dealyith marketing, operational matters,

and finances.

A definition and understandinvof:the market to.be served and a

plan for reaching that;market are especially important elements-of

a business plan.

4. A business-plan is needed to obtain financing for'a business;

financiers are cqncerned with the entire plan, ngt just theefinancial'

part of it.
a

11



Running segment

After plqing.theRunning segment the student shouldichieve the fOlTow-',,

ing objectiVes: i .

1. Given the necessary information,

sheei.

-

the student will fill out a balance

, -

Given the necessary inforMationthe student will fill out an incOMe

statement, .

..j
.. .3.. Given the necessary information, tWstudent will calculate return-

. . .

on inOstment..
.01*

0

-Given a business, the-student will make management decisions and

calculate their.financial effect on the business.

After playing theRunning.segment,sthi.Student shouldbe able to express

the following concepts:

1. Continuous planning and revision of earlier plans are necessary in run-

ning i bus'iness, because the'situation'in which the business operates is..

always changing.

7.

A well thought out and appropriate lbusinesi plan will increase sales and

long term profit.prospects.

Prnfii is influenced by sales and business expenses and can be increased

by either increasingrsales or decreasing expenses.

Return on investment is an improtant measure of a business' profitability;
.

it is calculated bY dividing Net Profit,or Loss for the periqd by Tangible,

Ourner',s Equity at the end of the period. °



I

5. EA'business is not operated in isolation; it-is part of two comMupities;

the.business community and the surroti unding retidentiál community:\
9' IP

A business can have aiCe fect on the community 0 which it isilOcatea

through participation in community organizations.

7. The benefits of membership in.community and trade,organigations usually
.

outweigh the cost of membership dues. .

The benefits of each expenditure for community particivtion should

be wighed.befiire the expenditure is made; Some types of community

participation are more ,viluable than others.

The-Jollowing skills may also be developed and practiced by playing .

SBSG.2.'

1 . mapreadingTh
-

computation

effective interpersonal relations.
I .

gThe G Modelne

.770

.3A)heoretical AssumptionS-

The game model is based on.the aSsumption that starting and running a

small business,involve 6 geries of decisions. In starting a business, the

decisions,involve kind of businesi, timing, financing, legal organization,

location; and initial set-up of the business. In SBSG 2, the players

make decisions regarding kind of business, aMount and type of financing,

type of legal.organization, and initial set-up of the business. It. is

assumed to be a good,timelko start a businesi, and since all playeis are

buying established businesses, the-Tocationi'Ire aiready determined. 'Id

running, a business, the decisions involve record-keeping, purchasing/pro-

ductiOn, pricing,,sales_policies, advertising, expansion,'10 community

participation. All but purchasing/production and planning are treated

in SBSG 2.

13
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40.

5

.

Theentire game is constructed to emphasize and reward plann , analysis,
. 4

and the use of the decision-making strategy taught in SBSG 1. - hese

--AapOroaches to small business management are emphasized because individuals

often overestimate the impgrtance, of luck in business success. It is
,..,, ,

asSmmed that4lanningind a rational approaCh to starting and running a

businets are:likely to increaSe the chancei of business sUccesS. :
;

. . .
.

..

I *
.

.

,The Starting segment of the game 1 based en the aSsuMption that a writ-.

ten.businesg planjncreases chanceeef businesssdecess. Thelelements of

, a business plan included-in the-game were based on diScussioniqf bUsinesi
- ,

= plans found in Klatt419711i the SBA's Business Plan-for`Retilerlt and

,the Department Of Housing and Urban' Develepment'sBOsiness Packaging.
.

. r

The Running segment of the game is based on the following assumptions:

(1) profit is inflUenced by sales and business expenses; (2) sales .are

inflanced by.advertising, customer services, and product line; (3) busi-

ness expenses include cost,of labor, materlols, advertisingl, customer,

services, and overhead; (4) business persons'can control the factors that

determine 'profit; (5) participation in community and business organizations"

can incretse Obfits and chances of business success..

.:0
.

e ,

*The measure of 'sg ees in the game, the Long-term Profit Prospects Score, is

based'onth,e4ssumption that the long-term profit prospects for a business

are dete ined bythe initial' plan for the operation of the business, sub-
, -

4

sequent changes in the plan, and the resultant return on investment

realized by the,owners. It is assumed that demand for and therefore sales

of a product are influenced by appropriateness to the market, sales

policies, free services, and advertising and promotion; a businessperson

would have a general idea of the influence of each of these factors, but

not a detailed knowledge of the degree of tha nfluence. Ihese-asSumptions

re
*,

reflected in the Deman tential Score, which determines Sales i;ut is
,

not reported to the players.

. 1 4

'
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3'? The Scenario ,
the Pla ers. Each plver represents a pe/rson who has.,,decided

t° invest in a small business. Players receivVrole profiles describiiig.
a ,thir Past experience and training, present.job situation, and the amount

ne player has,.enough

Ant trng,or mPney to ParchaS9-,and r2f any of the businesses IV
else who is willing to go int

_purchase established businesses.; they
;

,4c-Itari7g, a restaurant, a wholesale
sAfe-stptionery coMpany. All

SerdantS'Association.4 During
th ing'serent of tie game, one.df the Players is elected chairperson
of the; association and Mus-t--:ta e charge, of its meeting. Depending on the

°e of the class, ':.tPerre ither twor or three players in each business.
411% ga requirs One2:admin strator, normall-y the teacher of thetrass.

' if mime), tney can investin a business.- Mo

-,ieaCh Player must ifilyd,,,:sorpeo

,tfi him/her, Ali
chooge froM a

parya ; .

Co newspaper, an
af tp meMbers of the--

Pakfir4.
ologs succiss-fc.

feNb PrOfft prospe
dtP the end Of the

The .goal pf each set of players
Success. in SBSG 2 is measured in

014,S. The long term profit prospects
Starting. segment on the basis of the

is to make its
terms of long
scOle is assigned

business plan pre-
During /the Running segMent of the game, the long term irofit'

,r4spects score it, influenced, by:annual return on investment (ROI). The
'/!Iner of tt_! gaMe is the `bUSiness which ends the game with the highest long

el'al profit prospects score.

ur es Of the pla ers. In SBSG 2 players have one resource -- money.4esti.
, r / .

ring the starting segment of the game, money.is-used as owners' equity,

4112taining financing. During the Running segment, money is used to c6er
,

Pnses and ts.acquired from sales of goods and service?. Players mly
lstt

//
spend MoneY on community. projects during the Running segMent.

ttin Simulated. The setting for SBSG. 2 is Brentwood, a neighborhood
latioIrtif-abotit-10;110*Tt Ts

,i' P%ted ; in the city Of Calverton (metropolitan area poRulation 1,000,000),
' 1,;,,,

liwkrt five miles west of the main downtown shopping district..
g . -..

,.

15
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The Starting segment of the game does not represent any specifit period
.

,
of time. ,The Running seg m nf represents-.the ftrst two years :in the opera-ie

tfon of the business. Each round-represents one year and is-divided into
t

four quarters.

Sequepce of Events. The players begin the Starting segment Of.the game

by receiving role-profiles, which indicate their past-experience and train=
,

ing and the amount of money' they can invest. After deciding'whith busine ss

to bu); and with, whom to go into businessi.they are ready to begin work on
, \ 41

their business plans. The BOSiness Pilin consists cif three subplans: a
,

Marketimj Plan, ad Operational Plan; and,a Financial'Plan. After re-

ceiving,information on adveitising and'a .Market.Study and BusineseProfile

for the business they.have selected,'they cOmplete-i Marketing Plan for,
,J

..their business. The Marketingflan is evaluated by the administrator and

returned.to the players. The players then receive information aboutosup-

pliers and complete an Operational Plan, whichAs evaluated and returned
. fr

to them. Next; players decide what to.offer for the buSiness 'and draw-a

chante card to arrie at the\actual price to be paid. Thek then complete

a Financial Plan, which fs alsb evaluated and returned to them. Finally,

the players revise all these subjpOns and -it*them is a,total business

planrand-application fbr financing; At the of.the Starting segment, they
\

receive a scoresheet which-indicates the score they have received on. their

.business plan'and the terms of the 4nancing*thily have beed granted. ,The
, .

,

Administrato'r also cal,oulates long term Demand Potential for,each business,

based on the rating giVen to its Marketing Subplan and on its choice of
%I

suppliers. This score i not reported:to the players.

The.players begin the Runni g:segment of the gaMe by completing a Balance

. Sheet as'ofthe transfer of wnership of the business: Theysbegin Year I

of. their operation of the business by completing an Expense Worksheet.

Each quarter,' they.coMplete a Quarterly.Business, Plan and submit it to

the Administrator. The Administrator uses the bUsiness.plan to talculate

Quarterly Demand Potential for the usiness. This score determines,sales

for the_qu'arter_,_bmt_is_not_repor,ted-to=the-players--_,,The-Quirterly-Busi-

ness Plan is returned tO the players', along witti a Sales and Expense Reijort

and a Summary of Events for the.Quarter. Players then complete a Profit

16
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and.Loss-,Statement based on:the.74formation receiVed from the Administrator.

.
At the end of Year ) player% ftl4out i Year-end Worksheet and cOmplete. .

altalance Sheet is of the end of:$6e"year. Return on investment (ROI) tr

the year is calculated arid cori'veoted intoAjoints, Which are added to

their Starting Score. Year12 ollows the same sequence as'Year 1. At

the, end 'of Year 2, a final %core isCalOrlated and a winne-r dedlared.

.
I

During the Running 'segment the students participate in four meetings of

the Brentwooa Merdhants' A socia ion., The%e meetings.are held between

Quarters i ana'2 and' twen Qua rs 3 and 4 of each .year,

,_ It`

jpgot43.tion between buyer ,and seller of a busineis is

Idge'in he,fokof. hance' Car s. Since'sellers are not actually
,,

represen d ins-the2game direct negotiation is not pos le; insteaC

players drawhdharice°Cara .%taiing-the purthase price which.tne seller

will agree:';Ifiere,are,ten chance cards, with prices ranging from 2% to
f- .! .:,

15%-more-thah the:buyer's .affer.\ ,,,

. r

Ceetain seasonal flUetuatiOns in businessand large one-time sales are-
- .

included in the Running segMent o th egame. For some quarters, amounts
. - ,

, .
are listed on the sales.charts whi h the Administrator is instructed ta'

add to regular sales. Players are 'nformed of these sales or fluctuations

in the Summary of Events,they recei e.

, .

3.3 The Gime Materials*, VA ,

Starting segment: \ r \
,

1. Role Profiles (one for each player). The role,profiles oOtline for :

the players thefr past experienc\e arii training, their present job situ-

ation, their interest in business, and the amount 6f money they can
4

invest in a businegs. Their purpose is to enable players to form '

1

businesses with others_whose_skills_and_finances-complement=64n=own,

,* :Facsimile§ of the game materials are\ind\u'ded in.the Appendix.



2. Business Profiles cone 'for each business). The business ,ofiles

/- 'provide the players with information about thesbusiness they are

buying and abOUt current community arid nationwide trends i that type- .

i .
,

of business. Information includes physical condition, neighbokiood
e,

characteristics, owner's analysis 'and.plans, product and service line,
%_

sales policies,'advertisingi legal organization,,insa-ance,'personne4,-
,/ ,

. .

.eq41;pqent and ftxtures, and financjal records.
l =,

.-0i.: q t; %.1*.
.

Is ;es t
Studies (one for each.business). "The parket studies summari;e.

!

the in ormation players would discoverlif they were to'do a'matket
,

stUdy of the business they are buying. Information is.ptiovided on the

economic situation.in the metropolitan area;andtbrentwood, on:ccimpeti-
,

11.*.- .

tion, and cm customer chiracteristics.

InfOrmation'Sheets.(One. of each.type for eath-bussineS):-

Advdftisini. :This sheet Provides information abOUt,adveriising

rates for Brentwood and Calvertoh:'-' It is-used by the players in

'completing.the advertisindsection oftheir markefing plan.
di' If

, \)

b. Suppliers. This sheet provides information about avail/Ole sup-

pliers, including.price, service,
'

quality, and-products supplied.

It is used by players An completing the supply section of their'

operational
45.

Wall Map of Brentwood (one). This map, indicates the location of each

'business. It is used by the players in combinatjon with their business'.

profiles and-market stUdies to complete their markettng planS. The, .

diagram below is the'tcheme for assembly,of the,map.

,

'.

4. 5, 6',

8 - --4

I

":4Y.

Worksheets (One copy of each type foreach business);

Marketing Plan is used 'by the:players'to draw'up,the marketing

subplan of their,business plan.

.
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b. ,Operational Plan is used by the players to draw ue, theLjeztional

subplan of their business plan. 44_

:c. PUrchase Price Worksheet is msed by.the players to deide What to .

offer for the businegs they are buying and to calculate the price

agreed on by the owner.

Community Participation Information Sheet (one foreach buginess).

This sheet provides informatIon-aboUt business-and-community ,

organizations the players can join. It is used as a basis for

deciding which organizations 6) join and for completing the

Projected Profit and Loss'Statement on the-Financial Plan.

Financial Plan is used by the players to draw Up the financial

-subplam of theiebusiness plan.

. Evaluation 'sheets' (three differeht sheets --''one copy of8each-for each
1
,c

business).- ThelyalnatiOn;sheets are, used by the administrator'to rate°

the business plans drawn up by the "layers. The plans are rated twice:

once during the Star4iii segnierititO re egent a counselor's advice on

ISte.a business plan, ind'Once.at the end of Starting segment, to repre-
, A-. .

sent the bank's'iMpresgibri of alwsiness plan and response.to an, appli-

cation for financing., There is 4 seOrate evaluation sheet for each

subpTan. .

'o*

Chance Cards (10 Cards). The Chance .Card,are used to arrive at the,

price to be pait for the business. .11* ivpresent the proceSs of

negotiation between buyer and seller.

-Business Plan Scoresheet (one copy for each businegs). This score-

sheet is distributed to the players at the end of the Startiiig segment

of the game.- It is used 6 inform..them of the score they have received

on their Business Plans andpf the amount and terms of the financing

they have received.
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Running' segment:

1. 'Balance Sheet (three copies for each busi
0 4complete8 as of transfer of ownership of

of Year 1, and as of the end of Year 2.
standard form balarke sheet.

ness). 'Balance sheets)are
the business, as of the end
The balance sheet used is.a

. Balance Sheet Aid (one copy for Lc/h business). This _sheet aids
the players in completing thei is/balance sheets.

Expense Information Sheet (one 'for' each 'business). This sheet 'informs
players of the expenses they have incurred in starting their business

.and tells them what their regular yearly exmises will be. It 'is used
in compJeting the' Expense Worksheet -and. the 31 rsti ofit',and Loss
Statement.

Expense Worksheet .(onelcopy for eaC

.todrrive at a:total It.; the expense
. the' game. A yearly to,tA is calculate

.s(.give a figure tor.quartetly ,regular expen

simplidy cornpletion 'of tile Profit,arid Lo.
. or)
amoillit cif 'addition requilsep on that s

et
,each quarter in

en diVided by four to-
This figure is used to

\.Vtatement and reduce'the,
f'

5- Quarterly Businets Plan (if:ght copies for each bu-siness). flayers use
this plan to outline'Aeirnedvertising and promotion for the quarter,
and:to litt'iny changes planned in services and sales poliCies.,.ProduCt,
line, suppliers,.and insuraile,

-

Sates and Expense Report.(ei9tit coolies -for each busJness). The
Administrator uses this report2,to inform the players of their sales and
adclitlonal expenses.for:. each Tarter and to "notify them when they must
add another employee to increase their salet.
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.fr Profit and Loss Statement eight copies for each business). Players

coMpleie Profit and Loss tatement at the end of each quarter. It

resembles a sOndard Profit a d loss Itatement, except that expews

that do nbt vary,each quarter Ire noi listed separately, but included

instead in quarterly regular penses.

18. Profit'a ss Statemenf Aid (one copy for eaCh business) This sheet

aids pla rs in.6mpleting their Profit and Loss Statements:

Sd bf Events (eight for each business). A Summary of fvents

,giv to each business with SareS and Expense Report, *fists

vms ytant events,and unexpected costs for the.quarter and reports b d
- .

'deb s and credit card costs:,

1 -74

rmation from.Chamberbfrommerce-(onecoPy for each-buSiness):

jn se llitorMation skiiti7are,distriiioteCto the,bdtinesseSthaf4oin

-Chamber-oonmerce;--1.they givedvante mitice,Of decisions and

ev nts affecting the commbnity0long withiinformatiOn'dealing:wtth

yes to be discbtsed by 0.ellqr.Chantstociation.
.

,

7

1 . lahrmation from Trade AssociationS ,(four for each busfneSs). TheSe

informatiori*-sheetsaregiven!tAtglibbsinessesAhat join their trade

-assoCiapons." Thentjjj. AnfOrmatiiin to:help the kuSfnetses in

making decisions::-.

12-- Agenda for First MeetingBrentwood MerchantS'Assotiation (one cOpy:

for each liJS'iness)- This.'sheet is distributed priOr to the first-
. 1 .

meeting ofthe association:

1 . Chairperson's Report--Brentwood Merchants',Association (four copies).

This sheet is used by the.Cha)rperson'to report to the Administrator

the decisions made by the association and the donations promised by

the members.

. 2 1



13,

14. 'Information for Chiir erson--Brentwood Merchan s Association (three

different sheets). These sheets tell the Chair erson what issuei are

to be discuised at each meeting of the Merchants Association and

give background on each issue.

15. Administrator's Ke : Awardin Communit Partici ation Points (one copy).

This key is used by the Administrator in deciding wh ther or not
.

Merchants' Association projects are successful*nd in'determining how

many points to Award to the businesses for each succe ful project.

16. Year-end Worksheet (two copies for each business). Pla ers use this

worksheet at the end of each year to calculate changes in the figures

that appear on the balance,sheet.

17. Year-end Worksheet Aid (one, copy for, each bustness). This sheet'

aids the players in cOmpleting their Year-end Worksheets.

18.. Year-end-Balance, Sheet Aid (one for each'business). This sheet aids

the player's in completing their Year-end BaTance Sheets.
4-1

lg.\ Final Scoiesheet.(one cOPY for;eAch Nisinest), .The fihalibiosheet
.

..ts use6,oalcUlate ROI at the:end of each. year 'andrtordetermine'the

Avsulting chanOln the. Starting Score. At'the end Of Year i, the

finafstore:ANdded up on this form,
. .

20. Starting Demand Potential Scoresheet.(one for each business). The

16inistrator uses this sheet to determine th'; ion6 Term Demand:Poten-

tial with which each business will begin the Running segment of the

game. Quality points based on suppliers selected are added to the score

receiyed on the marketing subplan'to arrive at Long Term Demand Poten-

. tial.

,1/4



21. Quarterly Demand Potential Scoresheet (two for each business). The .

Administrator uses these sheets to figure quarterly liiemand potential for

each business. On one side changes in,Long Term Demand Potential are

calculated. On the other, points are added to the,Long Term score to

arTive at Quarterly Demand Potential.. Each &It has space for four

quarters.

22. Administrator's'Key: Amounts to be Added per Quarter for Changes (one

copy). :The AdministratOr uses this'key to determine the amounts to

'Lbe -added or, subtracted on the Profit and Loss Statement as a result of

changes indicated on the Quarterly Business Plan.

23, Sales Charts (six charts). The Administrator usesIbese charts to

determine quarterly sales for each business.

Materials to be PrOvided by theleacher:

1. A large (9" x 12") manila diveloa'for each busineiS.

. Scratch paper.

. Pencil*e-- one for each player.
,

. Colored pencils - two different colors.

Scoring the Game and.Determining the Winner

ikt the end of the Starting segment of the game, players Teceive a score on

,their Business Plans which represents their long term profsit prospects.'

Long Term Demand Potential is also.calculated for each business, based on

its Marketing Plan and choice of suppliers, but players are not told about
ok

it. At thiS point in the'game, no winner is declared, since tbe players con-

tinue into the Running segment of the game with their Demand Potential and

long term profit prospects scores.

-
^

..At the' end of.the se6nd "year" of the Running segMent of the game,Olayers

receive their final §core. The winner of the game is the business with

the highest score.

2;3
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Evaluating the Players' Performance in the Game

The players' performance in the game should not be evaluated vilely On.

the basis of score. Althnugh this measure is .used to determine the winner

of the game, small differences between/businesses in number of points

earned are not/important. Only one business will be declared a "Winnee..

each time the game Js played, bui many more,of the players may follow a wise

strategy, make:correct decisions, .and achieve the education'al'ohjectives

of the game.

41t,

The post-game.discussions at the end of'each segment of the game will

be helpful in determining whether the players have understnod and are able

to express the concepts listed in Section.2.0, Teaching-Learning Objec-

t4ves. Players' overall performance in the game can be.evalnated on,the

basis of their,ac'hievement of the educational objectives in Section.2 O.

EVen'players who have made many mistakes in draiiing up their business plan

*k or running their businest may.have learned from those mistakes and ach'eved

of thenbjettiVti--.--
),
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SMALL BUSIN6S SIMULATION GAME 2%. :GUIDE Tg DAILY LESSONS
,

,

Planning Ahead: 'Prep'arations Required for Module 2.21-

Allocting TiMe
,

f t

fiodUle 2 21, conOstinT'of the -Sterting'sqgment Of' sjisq 2, will last six

cleSs periods;-.it Is ichedUled at.:the end ,of Unit .2: HoweVer,.
-

Yip Or preparation for the- game thouldbegin long beforethispoint 'in the
.

course.

At the beginning of -the course: Before beginning tlid'Tourte, you chould .

have read the DESORIPTION ovrTilE GAME section ,of the TEACHER'S MANUAL to

familiarize yourseff in. a -generat way with the game and its -Texiching-

Learning Objectives.

Two Weeks.before Mbdule 2.21: . Begin preparing yourself to administer-the

game:- If ,there are More then; 18 students in the clas't, you will nee'd an

additional administrator; if Allere are glere then 36 students, you will need

two additional administrators.

One week before Module 2.21: BeginRreparing the pgjaying millterials and

. the players .for the game.:. Determitne nuMber, type, and size bf businesses

to be used in the game. Put yourself and any ,idditional adminittratorls)

through a dry.run of,the game:*

Preparing Yourself

, Your preparations to administer the game shouitbegin two weeks before .

Module 2.21. At this time, you should read carefully the entire TEACHER'S

- MANUAL and examineall cif the playing materials to become familiarwith

them'and. to make sure th'at you !lave a coMplete'set. If you need additional'

adminiitrators, _this is the time to recruit them and begin training thern

N Thete additional administrators' are not assistants to you; they will each

:gmile=ltOup,--and-theyq-riTI-beed-to-be-as

familiar With the game materials and procedures'as you are. Each of them will

eed a copy of the TEACHER'S MANUAL.
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,,-AhouVa weelLbefore the first day of game.play; put yourself and any ad-
ditionaladmirnitrator(s) through a "dry run" of the game: Pra-ctice

arrangtng'fhe playing materials in the order they are gil0n oue 'Read aloud
the',s,:c,ripi1 provided for introducing the game4to the Players and practice
al-Vbf the administrative procedures described to make certaipoow-under-

-
stand phem. Become thoroughly familiar with,all of the business,plan-work-

, ; .sbeets andl.maKsure you -understand' how-each- seal on- should-be
, out. Using one otthe businesses as an example, woi:k through °the Purchase

PHA Worksheet;.doing. this will make it easier for you to explain it to
the players. ,

Make sure you understand ho'w4lie game is scored:, in particular, study
1

the'Criteria,for Evaluating Business Plans on pages 53-64 for etich busi-
,'nesi. If you are familiar-with the criteria, it will be.much easier to

rate the plagyers' business plans and el:faluate strflents' performance in the'
game. You will also need to be thoroughly familiir with the Business Profile
and Markei Study for each busineSs -in Order to el;aluate the business plans.
Read these materials carefully before administering the game.'

5

Determining Number, Type, and Size of Businesses
-

-In order to prepare the playing materials for the game sessiiin,i.you will
need to know which role pfofiles and which businesses will be; included in *

your play of the game. The role "profiles which are used determine which
brUsinp..ws will be represented.and how, many players there will bfl'in each
tuiin-eiA, Role profiles #1-6 state definitely what business the player
-will go -intmsRole profiles--#7,12-are-less'-definite; but contain
on past everttience and training that indicates which business would be most
logical. PlayIrsWith Role Profiles #2 and #9 should buy the bakery; #3
and #8, the flower shop; #4 and #11, the dry cieaner; #1 and #7,, the re's-.
taurant; #5 and #10, the'newspaper; #6 add/ #12; the wholesale 'stationery
company. Profiles #13-18 are completely general and non-committal;

4 ayers with these role profiles could fit any of the businesses. Role

Profiles #13-18 are used only in clasSes in which three-member businesses
are required. Ussethe table on Page 20 to determine how your play of the

, game will be organized.
2 7



19

I

EXAMPLE: If there were 21-students in the .c,lass,'you would divide the class

into two game groups, with 10. playertMn one group and 11 in
4,=

he-other. In-the--fiTs-t-game-vaup-would-us-e-Rol-e--Pro-fil-es

#1, 2, 3, 4, 5, 6,.7, 8, 9, 114. and 12; the restaurant, florist,

bakery,,clry, cleaner, and wholesale stationery would be included;

and.there would be a total of five businesses Kith two players

in_eachlone.__In_the second game group, you-would-use-Role-Pro-

filei*#1, 2, 3, 4, 6, 7, 8, 9, 11, 12, and 13; ihe 'restaurant,

florist, bakery, dry cleaner, and wholesale stationery would be

inclialed; and there would be a total of five busiwtes -= four

with two, plaYers in each one, and one wisth three.Mers in it,

Make your preparations for the game session on the basis of the number of

students enrolled In the class (i.e., the maximum number that could be

present for the game sessiOn). You may have to make adjustdients the day

-.the game 'is introduced because of absences, but--doing so Will be relatively

easy if yoLl have prepared for the maximum number of players possible.

NOTE: If yoU have planned for an even number of students=that is less

than 13, be sure to keep Role/Profile #13 handy..., You will have

to use it -if an odd number of students is present on t& day of .the

game session.
So
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Determining Number, Type, and Size of Businesses
, '

r

Number of
Stlidents in

the Class

12

14

13

16

17
S.

Role Profiles Businesses
to be to be

Included Included

Nurbyof
2-.Player,

Businesses

Number of
3-Player

Businesses

Total
,-.Numberof
Businesies

#1 2, k,7, Restaurant;
9 11 Bakery, Dry.

Cleaner

#17.-2, 4,, 7, ResAiurant,
9, 11,43- BakiTY, EtY

Cleaner

#1 ?, 4, 6, Restaurant,
7, 9, 11,

. BakerY, DrY
12 Cleaner, Sta-.

tionexy

-141, 2, 4,7 6, ReeWurant;
7; 4.9,
12, 13 ' Dry Cleaner,

Stationery

#1, 2, 4
6, '74; 8,

11 12

Restaurant,
'Florist, Dry
Cleaner,, Bak-
ery:, Stationery

#1, 2, 3 , ,I Restaurant, .

6, 7, 8, 9,j Florist, Dry
.11, 12; 13 I cleaner, Pak-

erY, _StatiAnery,

#1-14.

#1-16

#1-17

e

<

All

AU-

All

An

All

2
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Preparing the Playing Materials

After you have.determined the role profiles and buiinesses to be repre-

sented-inTyour-play-of-the-game, you caryprepa-ruthe playing materials

you will need. Facstmiles of the game materials are included in the

Appehdix.. Use the list otplaying materials ompages 6-10 to determine

how many copies.of each item you will need. Make sure you have a complete

set of game materials for each game, group.
A

Obtain a 9" x 12" manila envelope for each business; label-the envelopes

"bakery", "florist",."dry cleaner", "restaurant", "newspaper,,and "whole-

sale aationery". In each envelope place the following:

1._ the Business Profile fdr the business,'

. the ,StudyJor the business',

a Copy of 01,0 Marketing Plan'Worktheet,'

4. a copy, of the Advertising Informatiori Sheet:

The material presented in the course will provide the subject matter

ireparation the students wili need in order,to play the game. In addition,

you should let them know ahead.of time when the game is to be played.

` so
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.

Tithe Required !Ti. (

Six 517-M1nute 4lat rioids

Suggested S uegoe4.nd

'Peri od 1: "Ij'intrciuCleg

)segmeht (sel

;

.22

,

G 2 -- Starting a Business

0.

!;r4'

Scoie of Class' Sessio,gs
j ,

po players. Begtpl az. of SBSGr 2 w-StartMg

i4and form busiheeSei; begin'work on Marketing
. .

Period 2: Players complete Marketing Plan.

Perla 3: PlaYers completeOperational Plan
4 .

Period 4: Players arrive at the price for businesses and complete.
Financial Plan:

Period 5: Players revise or complete subplans as needed': submit entire
!if.-- business plan fôr eialuation.

Scoring and post-la disCussion.
°

10

31
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Checklist: Prepra-rations Required for.Period 1

TWO WEEKS-AHEAD OF TIME:

-

Reid entire TEACHER'S MANUAL.

ExaMtne ail playing materials.

echiit additional administarators if
,needed.

ONE WEEK AHEAD OF TIME:

,..Have a "dry run"'of the game._

Study scoring system of.Starting.seg,
.menL

DetrMine roie profiles and businesses
needed for your group. lr

Assemble number of aopies of OlaYi
materials needed for:your group.4

Prepare manila envelopes for businesses.

Inform players of game date.

Assemble scratch paper and pencils.

THE DAY OF THE GAME SESSION:

Arrange furditure in classroom.

--Arrange pliYiWoraterials:

Write-gist of Businesses for Sale"
chilkboard,(see page:26).
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. ,

'Period 1 . The Fi.rst Game;Session

Teaching-:Leaning -Acti vi ties.

h----Introduvi-ng-SBSGr2-,---Stalti-ng-segmentito sludetts

Beginning pldy of SBSG 2, Staking segment- .

Selecting and forming -businesses

. Beginning work on Marketing Plan

Time Required

1. Classroom administrative-matters (roll-taking, etc. ) 5 minutes
.

. Beginning introduction of SBSG 2: minutes
%

Choice and formation 6f blisinesses: 0 minutes.
4

C mpleting introduction of SBSG 2: 5 minutes

. Beginning work on Marketing Plan: 20 minutes

. Clean-up and collection of *playing materials:

...

Mateeials..Required

1: Teache Manual, for SB5G.-2

. Wall Map of BrentWood

4. 'ltdle Profile Cards (maximum nuMber neede&for class):

:5.minutes'

One manila envelope for each business, prepared as described on page'2
.
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Classroom Setup

1.furniture---The-classroora-furniture-ShoUldTbe -arrange6-iirthat-groups

of 2-3 students can eaSily work together. If you are using more than

one game group, it is best to put each -game_group ,separate room. .

If m'ore than one',.roam is ,hot available, the groups shOuld be separated

as much as possible.

Playing Materials. The following plaYing materials should be on the

..Administrator's desk: 14.

a. Teacher's Manual for -SBSG 2

Role Profile Cards (maximum number needed for class, determined

from chart on page 20Y:

'Previously prepared manila envelopes containing Business Proiles,

Market Stfidtes, Marketing Plan Worksheets, and Advertising -Infor-

mation Sheets

The Wall Map of Brentwood gould be hung on a 'Wall where it will be

----convenient-forall-players-to-referto-M---"w-

As soon as' the Students have arrived and you halie,takeii-roll, you should

make any_ necessary adjustments in the role profiles ..and businesses,to

be included in the game.- Use the chart on page 20- to determine what

changes you must make beca,use of absences. Try to leave room in the

buslnesses forme4 for the absent students. However, there should be

no one-member businesses. If you can keep all the:bUsinesSes yOU'orig-,
. . ,.

inally planned in the game.with at least two players in each One, then
,

do so. If using all the, businesses originally planned means that

there would be only one player in anY busines;then eliminate ,that

business: (Note: If you have more than 18 students in your class,
4
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but.18 or fewer are present during' Period 1, divide them into two

game groupscanyway. If you have them all play in one game group, there

will he no room in the busfhesses they form for the absent students on
their .return.)

*Chalkboard. Before class starts, write the following on the chalk-

board: (Inplude on4 the businesses to,be represented in your play

of the game.)

List of Businesses for Sale

Business

Flora's Flowers

Peterson's Rtstaurant

Fred'i Bakery

Sparkle Cleaners

Breniwood Neighbor (newspaper)

Fraser's Wholesale.Stationery

, OWner's Asking Price

-:$15,000

j$20,000

$280400

$20,000

.$110.000

$50,004

Introducing the Game to Players

4

The following script.should be used to introduce the game to the players.

If therV._are tvto or more game groups in the same room, the game sfiould be

introdyced to'all.players at t.he same'time by one administrator.

TEk6htclass...
A. .

TODAy..WE ARE:GOING TIYSTART PLAYING SMALL BUSINESS SIMULATION GAME 2'

. ,0140.30, IN THIS GAWYOU WILL'EACH PLAY THE ROLE'OF A pERsoN wHo

HASDECIDED TO GO INTO BUSINESS.' YOU WILL BUBUYING AND OPERATING
. , .

SMA4BUSINESSES OF. ALL TyPES 7.- WHOLESALE AND'AETAIL STORES, MANU-

jAaTURING OLANTS, AND SERVICLESTABLISHMENTS.

THERE1ARE TWO PARTS'TO SBSG 2. 'IN THE FIRST PART,- "STARTING A BUSINESS",

YOU,WILL FIND A BUSINESS TO BUY, DRAW UP A BUSINESS PLAN FOR-IT, AND
_

OBTAIN FINANCING FROM THE'BANK AND OTHER SOURCES. IN THE SECOND PART,

35
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4

"RUNNING A BUSINESS", YOU WILL RUN THE:BUSINESS YOU_HAVESTARTED-ANDTJ---

PARTICIPATE INLACTIVITIES OF THAOMMUNITY IN WeCH YOUR RUMNESS IS
LOCATED. TODAY WE WILL BE PLAYING THE FIRST PART OF 4HE GAME,.!'.STARTING

A BUSINESS".

AS A SMALL BUSINESS OWNER/MANAGER YOU-WANT YOUR BUSINESS TO BE SUCCESSFUL:

.IN THIS GAME, SUCCESS WILL BE MEASURED BY-YOUR LONG TERM,pROITTROSPECIi. ,--

DURANG THE'"STARTING SEGMENT"AF THE GAME, YOU WILL DRAW:UP A BUSINESS

PLAN CONSISTING OF THREE SUBPLANS: A.MARKETING PLAN, AN OpERATIONAL

PLAN, AND A FINANCIAL PLAN. AT THE END.OF THE STARTING EGMENT,',40U

WILL TAKE YOUR PLAN TO THE BAtiOR FINANCING.' AT THIS'TIME, THE:BANKER"

WILL EVALUATE YOUR PLAN, IAND YOU WILL RECEfVE A-MANG TERM PROFIT6.,PROS-

PECTS SCORE". THIS SCORE WILL BE BASED ON THE RA s: YOU RECEIVCOW

YOUR BUSINESS PLAN.

AS-A. PROSPECTIVE SMALL BUSINESS OWNER/MANAGER, YOO MAVE (1) DECIDED

HOW MUCH OFYOUR$AVINOS YOULCAN INVESTAN A RusIN,Ess-AND (2) CHECKED

THE:ECONOMIC CONDITIONS AND DECIDED THAT THIS IS:A GOOD.TIME TO START:

A iliOtihOs. IN THIS GAME., ALL OF YOU WILL BE BUYING7BUSINESSES IN

BRENTWOON A! NEIGHBORHOOD ON THi WEST. sipE OF THE CIY OF CALVERTON. .

4HE.MAP ON 4HE WALL REPRESENTS'BRENTWOOD._

BRENTWOOD HAS ITS.OWN BUSINESS-DISTRICT Op IS LOCATED-ABOUT FIVE MILES
. i

FROM CALVERTON S DOWNTOWN BUSINESS DISTRICL
1

ON THE CHALKBOARD IS A LIST OF THE BUSINESSES FOR SALE IN THIS GAME:

,

FLORA'S FLOWERS --. THE OWNER IS ASKING $15,000;-PETERSONIS RESTAURANT

ASKING_PRICE:420,000;JREWSBAKERT:7-$2804000;-SpARKLE,CLEANERS

$20,000;ARENTWOOD NEIGHBOR, WHICHJS.A,NEWSPApER -- $110,000; AND

.FRASEWS:WHOLESALE STATIONERY -- $50,000.

I WILL NOW GIVE EACH OF YOU A R01. PROFILE. PLEASE READ YOUR PROFILE ,

BUT DO NOT DISCUSS WITH EACH OTHER YET.

2. IaSTRIBUTE role profile cards and allow players to read them.

, 3 6



. TELL the class

SOME OF YWHAVE ROLE PROFILES. WHICH SAY THAT' yOU ARE INTERESTED:IN

A CERTAIN KIND OF BUSINESS; irOU:hiED TO FIND SOMEONE-lb GO PNT0*SI,-

NESS=WPTH-YOU:-TTRY-TO-FIWSOMEDNE WITH KNMVOGE AND EXPERIENCEWHICH
ji4n' , . .

ARE NEEDED TO .RUNYOUR BUSINESS, gUT WHICH YOU DO NOT7HAVE. .1401J'WILL

ALSO NEED AT LEAST..50% OUTHLAMOUNTAEEDED-TO-BUYJHE4uSINESS:IN'
,

ORDER TO GET A LOAN.

(-

THE REST:OF YOU HAVE MONEY, EXPERIENCt,:AND AN'INTEREST
, ._.

No.omE PLAYER HAS ENOUGH MONEY TO...FINANCE kBUSINESS BYAIM/HERSELFOR.

ENOUGH BUSINESS EXPERIENCE AND *NOWLEDGETO-AUNTFOy HIM/HOsELF:H,

yotk.miLL NOW HAVD.TEN MINUTES Tb FIND ANOTHER:PLAYERJOTHER PLAYER'S):

TO GANTO BUSINESSWITH YOU. ,NONE OF IHEousINP*FovsALg CANIW

A SALARYJO MORCTHAN,TWO OWNERS, PLEASE TELL ME WHEN.Y001AVE

DECIDER.WHO YOU WPL L GO :.INTO BUSINESS WITH. ,ITHEw1444, BUSI7

NESWOITH.THREE PEOLEAN-ITTHEM)..I.-CYOU:k6OFOROOURAWSI,'-
NESSES UITHIN'YOUR OWN2,6AME:GROUrj.

-

[At the en.4,-0. 10 minutni Cr when all

YOU ARE NOW READY TO FIND.OUTABOUT:THE BUSINEWYOU HAVE SELECTED

AND DRAW UP:A BUSINESS:PLAN.FOR .RUNNING IT INJHTS:GAME,. YOU.-ARE
.

NOT TRYING TT_DECI9E_WAETHER7OR NOILT#BUTJHEBUSIRESSyllUARE4NVES

-77fi0ATING: ALL OF THE BUSINESSES HAVE THE. POTENTIALJOUCCEEDING,. IF

THEY ARE PROPERLYMANAGE. .YOU:ARE TRYINGITLCIECIDE WHAT NEEDS TO BE

DONE TO MAKE THE BUSINESS MORE PROFITABLUTHAN IT NOW IS

- - 1 . - , IPC,

YOUR:MWTASK OURING THE. STARTING SfGMENT OF 7.t GAME...TS TO COMPILE

AAUSINESS PLAN. DURING THE'STARTING SEGMENTI*V.THiGAME0 AC BE

PLAYING:FHE ROLE** COUNSELOR;MY FUNCTIONIS:TO'HELP YOU COMPLETE

A BUSINESS PLAN.THAT WILL. BE ACCEPTABLE TO THE BANK. ASTOU FINISH

EACH:SUBPLAN, YOU wILL BRING IT TO ME AND:'T WILL EVALUATE IT, YOU

WILL THEN. HAVE A CHANCE TO-REVISE IT IF YOU liEED TO AT THE END'OF

THE'STARTING SEGMENTOFJHE GAME,_YOU WILL'SUBMIT ALL'THREESUBPLANS

-T0jHE.BANK AS A COMPLETED BUSINESS,TLAWAND LOAN.APPLICATION.
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YOU WICL.BEGIN,YOUR.BUSINESSvPLAWBY C pLETING.A MARKETING PLAN.

I WILL NOW GIVE YOU A MANILAINVELOPE CONTAINING A "MARKETING PLAW.

WORKSHEET", A'"MARKET STUDY" ARD "BUSINESS\pROFILE".M.YOUR BUSINESS,

AND-INFOiMATION-OrADVERTISING:PLEASECHE9C:TO-SEE-THATALLAFTRESE

MATERIALS'ARE IN YOUR ENVELOPE, Bur DO NOT START TO READ.THEM YET. :

. DISTRIBUTE envelopes containing Marketing Plan,worksheets,-0Business.

,Profiles, Market Studies, and'Advertising Information.sheets.
r

TELL the class

THE "BUSINESS PROFILE", "MARKET STUDY", "ADVERTISING INFORMATION SHEET",
01

AND LARGE WALL toff BRENTWOOD GIVE YOU ALL THE,INFORMATION YOU :NEED.

TO COMPLETE YOUR "MARK5TING PLION"., iHE LOCATION OF YOUR .B4INESS IS

SHOWN ON THE WALL MAP. BEGPIN BY READIli.THE,PBUSINESS,PROFILEND

"MARKET ;STUDY"; THEN USE THE INFORMATON IN THEM AND IN TH.E,AbVERTISING.

INFORMATION.g.HEET'TO'FILL OUT THE "MARKETING PLAN" WORKsHEET. .Y00

WILL HAVE UNTIL [the end of the next class period]

TO FINISH YOUR "MARKETING PLAN".

40, 494
ALL MEMBERS, OF THE'BUVNESS swim WORK TOGETHER IN'..DEVELOPING THE

BUSINESS PLAN, BUT YOU SHOULD NOT ASK FOR ADVICE OeHELP FROM PLA'VERS

OUTSIDE YOUR BUSINESS.

-.- ASK 'the students if-they have- any questions.



Admiltstering the,Game
-

After you have introduced the-game to the plajfersi''your Main'.game function

30:

will be to evaluate the players' plini as they,are completed. °Evalue4On
of plans will generally be done,outsfde Of class; in.any case,"no pl4hsr
shpuld be-completed-during-Period-l.

. Answer questions abbuegame procedures as they...arise.; If one, person isks

a question that seems applicable to the rest'of;:tne_class:,',,stbp'.thed-Q'game",-fori ;

a moment and give the ansv'ier to .the entire'class:, bo,nOt teif siudeiti'-;
what:to put into thdie Marketing Plans, but'db.ii,ve interptitatioifs of
information sheets pr explanations of vocabulary words. y. stud cin s db!not -L,
understand what type of infqrmation to includeein each ,,s-ection/Of
keting Plan, tell theh to use the contents of the -.vSrfous- s9crions of tti'eir
Business' Profile as a guide.

naging the Game Session

1

Keep close,track of the time, and -do not exceed thi rdconmended z-fpf:w.,-0

each activity. Be sure to stop play of the.:-ganid fiiieminutes imfOre-the ,
end of 'the 'period to allow for clean-dp and colleCeion,-otmaterials.

Potential Problem arTd

If there are students .
in the samdlitiSiness,
cardi; toirinsure that

4

Suggested Sol ut ion

in your class, who would cause, problems-it:they were
you.may want-to "stack the .4ick4 'of rote-profile
they/do mit end up together:-;:,

Collecting the Playing Materials

Nye minutes befortthe end of the period, announce that it is time to
,

stop playihg the game and start° cleaning up: Ask the playerS' to put all
of their playing materials (including their role,Profile, cards) and notes i
to their manila envelope and to label the envelopewith their names.
Collect the ehyd o s before the students' leave:
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CheCkl ist e'Preparati ons _Requi red_ fer__Period-2-

THE DAY BEFORE THE GAME, SESSION!'

Re-read ,seotion of TEACHER'S MANUAL
dealing wit Period 2.

THE DAY OF "THE.,GAME ..SESSION:
_9

Arfange furniture in classroom.

Arrange- playing ,Mateii al s
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(I

Period 2:. The Second Game Session

Teaching,Learning ActiVity .

Play of SBSG 2, SIarting segment completing work.):111 Marketin

,

Time- Requi red

" Plan

1. Classroom administrative .matters (r011-taking, etc, ):
.

.

Play of SBSG.-2pStarting segmen4t (completing work.6%

Marketinf

Clean7up and collection, Of 0101 ng' Material s:

Materials: Required

";,1. Teacher's Manual ,for SB$G

3. The manila envelope ,for each business from Period' f

0..':

4. Enough scratch paper for all stUdents*7:

5. One pencil for each. student

6. One colored pencil fbr the Administrator ;

40

Clasiroom Set-up

1. Furniture. Same as Period 1. .f.,

2. Playing Materials. Same as Period 1.

41
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Distributing Playing Materials
A

6 As soon as the students arrive and,roll has been taken, diWibute.the manila

enveiopes from Period 1, along with the scratch Ptper#rid penCils. The

envelopes should not have been opened since, Period 1; theywill contain

everything the students used during Period 1, but nothing else.

,

Generally, some students will be present for Period 2 who,were not present-

for-Period 1,and some who were there for Period 1 will not be there for

Period 2. dive new students a role prOffle from profiles #13-18, and add

.them to two-member bysinesses to form three-member businesses. If therlOpre

not(enough role profilesieft for all of the students who wereabsen

afatiethe left-over ones.to llree-member businesses. They Will nOt con-

tribute any money to the businesvor draW a salary.from it; but 'they can

wick with the grou0 in making' decisions. If students are abient.Who.
.e

were fhere for ?eriod 1, their businesses should carry on without them,

even if it, means that some.playes,are temporarily working alone. If all.
,

members of a ilusiness are absent for Period 2, their business remains in
igor

the game. No new players shoOld be assigned to the business. The origi-,

nal members of the.business simply lose the time they' Would have-had to

work on their business plan during Period 2; the time can be made up
4 ,

outside of classsftdestred.

Administering the Game

pA.

At the beginning of the period, tell the students that they.will have

until the end of the period to complete their Marketing Plans.

..;.

Five minutei before the end of the pericid, tell'the students the following:

1 TELL the class -

,

YOUR TIME FOR WORKING,ON YOUR "MWETiNG PLAN" IS UP. YOU AST NOW

SUBMIT YOUR."MARKETING PLAN" TO ME FOR.EVALUATION, EVEN IF YOU HAVE

NOT FINISHED IT.' I WILL EVALUATE IT AND RETURN.IT TO,YOU:AT THE'BE-

GINNING OF ThE NEXT PERIOD. PLEASE PUT ALL OF YOUR MATE'RIALS EXCEPT

YOUR "MARKETING PLAN" INTO YOUR ENVELOPE, AND HAND IN youR ENVELOPE

AND "MARKETING PLAN".
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Alt Marketin4 Plans should be turned in at.the end df Period 2, even

if-they are not finighed. There will be time during Period 5 to finish

any' .Oplans not complieted earlier youl will evaluate the Marketing Plans

outside of class before PertOd'3 anereturn them to the students at the
*040

beginning of Period .3. Use the Guide toMvaluating,Business Plans on

pages 55-69 in your evaluation 'of the Marketing Plans.

Managing the Game Session a

Game management will be the same as for Period l. Once again, remember

to leave five minutes at the end of the period for clean-up And collec-
'w,

tion of materials.

Potential Problems and Suggested Solutions

Students finishing Marketing Plans early. Students do not need to wait

until the end of.theperiod to turn in their Aarketing-Plans if tliey

finish eirly. You can start evaluating the Rlans in class.if you wish.

Students who finish early should not go on to the next part of the game,

put can spend tilt rest of the period7doing something else .

: . . '
tudents not-finishing Marketing PlanT by end of period. Students should

-submit their plans at the end of the period, whether:finished or not. Ex-
1

plaih, to them that there will be timelater fo finish: You should evaluate

only the finished part of the Plan.
6,1*

4 3
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,Checklist: Preparations Required'for Period 3

THE DAY BEFORE THE GAME SESSION:

Complep evaluation of all Marketing
Plans.

Re-read section of TEACHER'S MANUAL.
dealing witil Period 3.

Prepare manila envelopes as described
oR page 37.

TliE DAY OF THE GAME SESSION:

Arrange furniture in classroom.

Arrange playing materials.

.,

.

4 4
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Period 3: The Third Game Session

Teaching-Liarning Activities

1. Explanation of evaluation of Marketing P/aa-'

. Completion of Operational Plan

1. Classroom'admihtstrative matters -(roll-taking, etc.):N

. Expjanation of evaluatlo

Work on Operational Plan:

Clean-up and collection of playing materials:

Materials Required

1. Teacher's Manual for SBSG 2

2. Wall Map of Brentwood

3. The manila envelope for each business, prepared as described under

Classroom Set-up on the following page

Marketing Plans

5. Evaluations of Marketing Plans

6. Enough scratch)3aper for all students

7. One pencil for each student

. 8. One colored pencil for the Administrator



Classroom Set-up

1. Furniture. Same as preyious periods.

2. Playing Mateilals. Between Periods 2 and 300d

manila envelope Ihe following:

a. Operational Plan Worksheet

each busineis
.eN4

The appropriate Supplier Information Sheet

The:playing-materialsshOuld-beiarranged-as-thetwere-

periods..

Distributing. Playing Materials

Begin the.period by saying the.following:

ELL the class

I'WILL NOW RETURN YOUR MARkETING,PLANS
. .

. 0, a CI

. DISTAIBUTE Marketing Plans and Evaluations.

S. TELL the class

.4 PLEASE LDOK- AT THE gVALUATION OF.MAiliETINGPLAN"-.-JHERE ARE TEN

:ITEMSON THE EVALUATION;EACH ONE ISSCORED WITH A.NUMBER FROM1 TO.5.:

A SCORE OF 5 MEANS THAT ON THAT ITEM; YOUR "MARKETING PLAN" ISJUST..:

ABOUT PERFECT; A SCORE OF 1 MEANS;JT IS tOMPLETELY 1NADEQUATE. MO4Tr

. .OF THE SCORES ARE PROBABLY SOMEWHERE'IGETWEEN. THE SCORES. HAVE NOT
.. -

BEEN ADDED,UP NOW; HOWEVER, WHEN,YOUR.ENTIRE BUSINEW.PLAN.IS_EVALUATED

THO3ANK.AT'THE END OF THESTARTING SEGMENT OF THE GAME,JHEY WILL

_ GE ADDED UPJO: GET A TOTAL. 4HAT,TOTAL WILL THEN REPRESENT LONG TERM '

PROFIT'PROSPECTS.' I HAVE ALSO MA6E NOTES ON MOST OF THE ITEMS.TO

'.GIVE YOU AN IDEA OF WHAT:NEEDS TO BE IMPROVED. YOU 'WILL.HAVE TIME AT

4 6
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THE END, OF THE,STARTING SEGMENT TO REVISE ANY PART OF YOUR 'MARKET-

ING PLAN" 4IF YOU WANT TO TRY TO IMPROVE YOUR FINAL SCORE ON IT.

the students if they have any questions.

. TELL the Class

TODAY YOU WILL BE DRAWING UP AN 'OPERATIONAL PLAN" FOR YOUR BUSINESS.

I WILL NOW DISfRIBUTE YOUR ENVELOPES CONTAINING THE "OPERATIONAL

PLAN" VORKSHEFT, 'INFORMATION ON SUPPLIERS, AND THE INFORMATION YOU

,USED, LAST TIME. , YOU mAy USE ALL OF THE INFORMATION YOU HAVE RECEIVED

-i0-FAR Itt COMPLETING YOUR "OPERATIONAL PLAN". YOU WILL HAVE UNTIL

'THE END,OF,THIS PERIOD TO DO SO:

. OISTRIBUTE enyel
;

'Admfnistering the 'Game.,

:Filve'minutei before the'end *of the period, tell the students the following:

1 , a
l. TELL the class

'

YOWR. TTME. FOR WORKING.ON YOUR ."OPERATIONAL .tkLAN" IS UP. yOU° MUST NOW

, SUBMIT 'YOUR '"OPERATIONAL PLAN" TO MOOR EVALUATION.: EVEN IF YOU HAVEL.

NOT 'FINISH,ED.IT. WILL EVALUATE IT AND RETURN. IT TO YOU AT THE BE-

GINNING i*_THE'NEXT PERIOD. PLEASE PUT. ALL OF YOUR MATERIALS EXCEPT"

YOUR '"OPEIATIONAL F.:PLAN...TINTO; YOUR ENVELOPE, AND HAND IN YOUR ENVELOPE

AND "'OPERATIONAL PLAN".. .

You will eValuate.the Operational Plans outside of class before Period 4

and return' them to the'itUdents at the beginning of Period 4. Use the Guide

to Evalliating Busineis Plans on pages 55-69 in your evaluation of the

Operational 'Plans:,

47



Managingthe Game Sestion

Game management will be the same as-for Periods 1 and 2.

1

Potential Problems and Suggested Solutions

Students finishing Operational Plans eaily. Thit problem should-be handled
ip

the same way as forthe Marketing Plans. Students who finish early can

use the rest of the period to work on revising-their Marketing Plan.

Students not finishing Operational Plans by end of period. This probleM

should be handled the same way as for the Marketing Plans.

c

4 8



Checkl ist : Preparations Requi red' for Period 4

THE DAY B FORE THE GAME SESSION:

Complete ,evaluation of-all Operational
Plans.

e-read section of TEACHER'S MANUAL
ealing with Period 4.

Prepare*manila envelopes as described on
page 42.

THE DAY. OF THE GAME SESSION:

Arrange furniture i n classrOom.

Arrange playing materials.

4 9
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Period 4: 3The Pourthilleme Session ;

Teaching-Learning Activities
f

Play of SBSG 2:

1. Arriving at a Price for the Business

. Completion Of Financialllao

Time Required,

. Classroom administrati've matters (roll-taking etc.):

. Determining Value of Business:

Is;

. Work on Financial Plan:

-L.

4. glean-up and collection of playing materials: 5 minutes

Total: 50.minutes

5 minutes

10 minutei

30 minutes.

Materials Re red

1. -Jeacher's al for. SBSO 2

Wall' Map of Bretitwood

3., The manila envelope for each business, prepared as deicribed under

Classroom Set-up on the following'page

Operational Plant

Evaluations of Operational Plans

Chance Cards

-

7. Enough scratch paper for all students

50



8. One pencil for each student

One colored pencil for the Administrator

Classroom Set-up

1. Furniture. Same as previous periods.

2. Playing materials. Between Periods 3 and 4, add to each business'

oanila envelope thifollowinp
11

6..:Turchase Price Worksheet'

Pla9 Worksheet'

c. the appropriate Community Participation Information Sheet-
:

Distributing Playing Materials

Begin the peritd bk.saYing the foiloWtn

1.- TELL the:Class

I WILL NOW)1ETURN YOUR "OPERATIONAL pLANS":TO.YOUTHgTL:tHBEEN
.

EVALUATED THE. SAME WAY THE.'"MARKEfING PLANS" WERE.....- luASE'.SEE ME

.DURING COSS,IF YOU-HAVE my QUESTIONS.

. DISTRIBUTE'Operational Plans and Evaluations.

TELL the class

TODAY YOU WILL BE DOING TWO THINGS. FIRST,'YOU WILL DECIDE-WHAT TO
4 .

--OFFER- FOR.THE BUSINESS. YOU ARE BUYING AND ARRIVE AT .A FINAL .PURCHASE.

PRIdE. THEW:YOU WILL COMPLETE.A "FINANCIAL PLAN" FOR YOUR BUSINESS.

I-WILL NOW DISTRIBUTE YOUR ENVELOPES,- WHICH CONTAIN ALL OFTHE.
.4,



MATERIALS YOU2HAVE USED AR;PLUS 'WORKSHEETS FOR ARRIVING AT A

PRICLOR IHEIW$INES *FOR COMPLETING A "FINANCIAL. PLAN". A

COMMUNITY. PARIICIPAT OPVINFORMATION SHEET IS:ALSO INCLUDED. .

i4tA:16rOART-Tolipilk YET.'

..-PLEASOAKEJHE .112URCHASEPRICE WORKSHEET". og OF yool ENVELOPE. -

)WFILLING OUT THIS WORKSHEETYOU WILL:OECIOE ON AN:OFFER FOR THE

:13.U4ESS IOU ARE BUYIAG.: YOUAILL THEN:DRAW HANCE.CAROTHAT:WILL

INDICATE WHAT AMOUNT THE OWNER:AGREESJOHACCEPT.-GO AHEAD:AND FILL

ter THE kORKSHEET. .WHEN YOU HAVE FINISHED, LEIyMEKNOIC

.AdMinistering the Game

As each lroub completes the Purchase Price Worksheet,'have a memberof.:

the group draw'a chance card tO,determinethe price to be paid for the

business.' The players should write this price down iA the space-provtded

on the worksheet. When they have finished this process, tell them that

they may go ahead and'work on the Finan'cial Plan for their business and

that they hAve until the end of the period to do so.

Five minutes before the end of the period; tell the students the followpg:

TELL the class

-YOUR TIME FOR WORKING ON YOT "FINANCIAL PLAN" IS UP. YOU MUST NOW

SUB T YOUR "FINANCIAL PLAN" TO ME EVEN IF yOU HAVE NOT FINISHED IT.

EVALUATE.II AND RETURN IT TO. YOU AT THE BEGINNING OF THE NEXT

. PtEASt PUT ALL OF YOUR MATERIALS EXCEPT YOUR "FINANCIAL PLAN"

OUR ENVELOPE AND HAND IN YOUR ENVELOPE AND "FINANCIAL PLAN".

52
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You will evaluate ihe Financial Plans outside of class before Perto

and return them to the students 'at the beginning of Perioe-5.. Use t

Guide to Evaluating,Business Plans oh pages 55-69 in your evaluation of

the Financial Plans.

Managing the Game Session

Game management will be the same as for previous, periods.

a.

POtential. PrOblems and Suggested'Solutions

Students finiOing Financial Plans early. This is not likely to" happen,

but;if it shouldtit,should be handled the same way is for the Operational

Plans.

Students not finishing Financial Plans by end of period. This is much more

likely to happen. It should be. handled the same way as for the earlier

plans..

;1.l
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Checklist: Preparations ReqUired for'Period 5

THE DAY BEFORE THE GAME SESSION:

r
Complete evaluation of all Financial
Plans. )

Re-read sectiob of TEACHER'S MANUAL
dealing with Period 5.

THE DAY OF THE GAME SESSION:
-

Arrange furniture in classroom.

Arrange playing materials.

4,y



Teaching-Learnin§ Activities

ReviSit,h7tifitiliness plan (i.e;.Marketing PlirOperational.
and Financial Plan), 'as mieded,,,

-

. Completiob of business plat, as needed

-Time Required

1- Classroom administrati4mattersl(roll-taking,, etc..
,

. Completion and revisiiin of business plans: 0

-
Clean-up and collection of playing materials:

-0,

Total:

Material s'Requi rid

1. Teacher's Manual for SBSG 2

. Wall Map of Brentwood

IninUteS

-40'.Minutes

5 minlites

50 minuies

. The manila envelope, for each business from the previous periods

. Financial Plans

. Evaluation of Financial Plans

5. Enough scratCh paper for all students .

One penci 1 for -eadh -sterdent

One colored pencil for the Administrator, of-a different coldr from the
one ,used for the first evaluation of the business plans

. BesinesS Plan Scoreshet foackbniiness'-,

err, ,



Classroom Set-up 00-,

1. Furniture. Same as.previous periods.

2. Playing materials. Same as for previous Oeriods.

Distributing Playing 1later1a1s4

Begin the period by saying the following:

1. TELL the class

I WILL NOW RETURW,YOUR."FINANCIAL PLANS" TO YOU. THEY.HAVE BEEN

EVALUATED THE SAME WAY THE OTHER PLANS,WERE. PLEASE SEE ME DURING

CLASS IF YOUR HAVE ANY:QUESTIONS. .

2. DISTRIBM Financial Plans and Evafuations.

. TILL ,claSs

YOU' E tHE CLASS PERIOD*TODAY TO FINISH,ANY OF1TtIE SUBPLANS YOU

DIb rjJJNiSNARL1rER AND TO MAKE ANY REVISIONOIWWANT. _AT THE ,

END,OF THEI)ERIOD YOUVILL RESUBMIT YOUR -ENTIRObSINESS PLAN AS AS

APPLICATION FOR A LOAN FROM THE BANK AND POSSIBLY FOR FINANCING-FROM

AN EQWPMENT SUPP

DISTRIBUTE envelopes.

Administiring the GaMe

,If players ask for them, you shou 0 offer explanations or,interpretations

of Ale evaluation's of theTr subplans. However, you shOuld,not te711 the

students what to put in their subplans'. . t,



Five minutes before, the end of the period, ,tell the student.the following;

TELL the class

PLEASE STOp WORKI4G,NOW AND TURN IN; YOUR ENTIRE "WV:NESS PLAN",..

PUT ALL OF YOUR MATERIALS IM YOUR ENVELOPE WITH THE*ARKETING PLAN";

"OPERATIONAL PTLAN",. FINANCIAL PLAN", AND EVALUATION SHEETS' ON'TOP.

You will re-evaluate the Business Plans. outside of class before Period-6
and reiurn them to the students at the bilinning of Period 6. Use, the

Guide to Evaluating Business Plans on pages 55-69 in your eval-uation of
the Business Plans,

Managing the Game Session

Game'inatiagement 'will be' the- same .as for previous :periods.-

ScOring the Game
. ,
,

. Most of,your evalliatioof the business plans will probably be done -

outside ofkclass, before the pint:game discussion. Use the guide to Eval:
. di,

uatingeBusiness Plans on, Pages 5t-69, using The instructions, for the
second Eval uatl on ow page 56.

.
.

Potential "Problems and Suggested Solutions .,

;\Students finishihg early. If this happe 1 s, let them do scimething else for
--the re sf Of the' peri od.

A

Students not finishing by the end of the period. All business plans Must
be turned in at the end of the period, whether they are _finiihed or not.
If all the students in a business were absent otik or more days and losi
timetfor working on their plans they shoultd be allowed to make up the time

outside of class.
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,thecilist: Preparations hequired for Period 6

THE DAY BEFORE THE DISCUSSION:

COplite final evalmatton of'all bust-
hess.plant'.

Complete.:Business Plan SCOresheets for
all tpustnesses.

.

Re-read section of TEACHER'S MANOAL
dealing with Period 6.

THE DAY DF THE GAME SESSION:

Arrange furniture in classroom.

- Arrange playinimaterials.

eat,



VOX!

Teiching-Leanting Activity

Discussion'of SBSG 2, Starting segment,

'

Time Required

1. Classroom administrative matters (roll-taking, etc:

. Discussiooriof SBSG 2 Starting segment:

Mean-up and collection of pTaying materials: 5 minutes

, Materials Required

TeiCher'is Manual ...for ShSG 2 .

2. One complete set of playing materials, for SBSG 2, Starting ..segment.

-The -Mani la envelope for each business-, from, the: previous periods

Classroom Set-up

1. -Furniture. Same as'previoRs period's.

. Playing Materials. Before class, place the Business Plan and Evaluation

She ts for each business inside the manila envelopi-for that business.

Pape,tlip the Business Plan Scoresheet to the outside of the envelope.

Yon will not need to use most of the plifycing materials in the discus-.

sion. However, you should keep the set of playing materials handy"for

use in anSwering questions.
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Distributing Allying Materials
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AS soon as all of the students hive arriVed and rell.has- been taken., dis-
tribute the manilaenvelo es with the Business Plan Scoresheets paper
clipped to them:

Explaining Scoresheets

As soon the envelopes have been9

1. TELL the class

assed out, tell the students the follówing: °

I HAVE PASSED OUT YOUR MANILA. ENVELOPES, CONAININg-ALL OF, THE MATERIALS,

YOU HAVE USEDtURING THIS...S.EGMENT. OF THE :Gitt*.'' ON, TOE DUT4DE .0E-.THE, r # . , 4! ,_ , 4

. ENVELOPE IS YOUR "BUSINESS'splAN SCORESHEET"'..P.:ON itIE IcoOkHEET.....: you
. ,

WILL FIND, THE 'FINAL SCORE YOU. RECEIVErOk:YOUR;.ENTIRE npitlirEpt;PLAN":

..:'. T4T IS, THE .ToTAvoF,T05'4CQR410,110 RECE.140: OIL YOR 441AlIKETING4kAN.'1,.'

-...7. optRATIONAALAted, AND ":EINitipAt. pLANV:.;PTHM SCORE'-REPRESENTS!!TYQUR.':.`:9".....;,, :
= _t_ .,4 4 -. . -.,

f , LONG TERW . NI FOO.ROSPCTS:: -fALki:LISfED 'ON. THE."SCORERIEET 1.1U R -,, A., , .,......(..., .

-,,.-..i.. :'"IfiyariciNd..r.:440:4;10ANS, Yob keEsirEENi'GRANSE0,..tip..,THE '!QUARTERLY...::, I/
. -

...:: ':', ,.-4LOAN'.',PAYMENTielANp:4EAriLY IdERESfi:PAYNEIITS"Vidll WI ii .HAVE'. TO MAKE'Qg P

*ilk: fLAYt. THE iSEpMENT OF fikt 'GA*,,YO -WILL' BEGIN,TH:.
.,,

.
,,i', 1/44

°I-THE SCORE AN -THE FINANCIAL -RESOURCE0U HAVE NO .

.:4-. .

..4.4,,,- ,: 44,.. ZIO:

IP

0.
SKIthe stu

"1'23
."1,

e ,any . questi
,

,

students '"questAris `about'4 SCor'esketv.,

asking the,following 'questions:. -rou
cokes ti its , since tometoUthem Ay. be answered

vi

In the- cOuple.'iof answer'ing..o

ri 1 T. .to. isle Your cia:s
a, "

.flexiqle;kits: pUrPose is

.on during,the game,and what-p.,
i4shoul helplboth. the Siddent

a rfce in the 9

ers'.. There 444,-4.so be othii queitions'YOu.-J
poSt-game diseyssion is i

the `fstudeitts :underttand be
endedlto be

'hat went.,
a ddi ti on ;"Liplés theRome,demnstrates. -

nd the teacher evaluate playriller-,
.,4

, ' t .
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1. ASK'the-students

;)
a.' WHAT DOES THE

I.

YOU .RECEIVED ON YOUR BUSINESS PLAN REPRESENT? ,

[potential 'for success]

b. YOU WERE GIVEN A LOT OF DEfAILEUINFORMATION ON YOUR PARTICULARE
,

BUSINESS. AND THE INDUSTRY, THE,MARKET, ETC. WHAT. ST*TEGIES...'

WOULD-YOU USE TO GEt.THIS KIND-OF INFORMATION'IF.YOU WERE ACTUALLY

BUYING A'BUSINESS?

WHAT PROCESS DID YOU USE TO MAKE DECISIONS ON YOUR BUSINESS PLANS?
7"

[Use the plans as a:basis for expanding this question; e.g.

How did you decide,to spend x dollars on advertising?]

d. WHAT FACTORS DETERMINED YOUR tHOICE OF PARTNERS?

[money, experience],

e. WHAT OfHER FACTORS WOULD.YOU CONSIDER WHEN CHOOSING'PARTNER5?

[personality, common goals, common'interest, coMpatibility,

ability tó communicate]

f. WOULD YOU cuipsE THE SAMEPARTNER/S,AGAIN? WHY OR WHY'NOT?

g. HOW DID-THEARIOUS KNOWN FACTORS AFFECT;YOUR,,OFFER/NG 'PRICE',

(LE., MARKET STUDIES, FINANCIAL STATEMENT)?

. WHAT PROCESS DItrYOU..USE:TO ANALYZE THESE 'FACTORS .IN ORDER TO

ARRIVE AT A REASONABLE OFFER?

i. WHAT DOES "EXCESSIARNING POWER" OF THE BUSINESS MEAN?

2 [ability oOthe 'business to.pay the buyers more than they could --

earn bY working at their present jobs and investid their money in

government bonds]

WHAT DOES.THE AMOUNT-YOU-PAID,FOR GOODWILL REPRESENTi-

[the amount paid for ihe business in,excess of the'value of the

tangible assets included in the sate, rePresenting th6,4lue of

the name, the reputation, the location, or other-intangible po;7

sessions of the'purchased business] "

k. WHAT DID THE CHANCE CARDS REPRESENT?.

. [negotiation between..buyers and sefiers

Ir

4



53

. 1. WHAT,WERE YOUR REASONS. FOR SELECTING youR SALES.PROMOTIONIECHNIQUES?

m. DIRYOU AGREEiDISAGREE WITH THE FINAL'EVALUATION OF YOUR BUSINESS

PLAN?.

n. WHY OR WHY NOT DID YOU DECIDtTO JOIN TiiE TRADE ASSOCIATIM

'AND/OR CHAMBER aF COMMERCE?

WHAT FACTORS THAT WERE NOT INCLUDED IN THE GAME MIGHT ENTER INTO'

A BANKER'S DECISION TO LOAN YOU MONEY TO BUY A BUSINESS?

HOW IMPbRTANT IS LUCK IN THE GAME? IN THE REAL SITUATION?

At the end of the discussion, you shol.ild let the Students knoW:on what,

dates the Runniaig segment will be played..

NOTE: By now you.should have scheduled the Running segment. (See Planni-ng

Ahead: 0 Preparations Required fill' Module 3.3 on page 71.) ,

- .

Remind the players that the Starting segment is the first part of the Oame

and that4 when they play they play the Running segment, they will run the

businesses they tiave started. .

00,

6 2
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,

Collecting the Playing Materials

,.LAt ;the-end-of thed,i-scus-s-io-you-should-have the-playerv-put

playing iaterials_and' notes in the manila -envelopes and hand them in. You

1,m4have occasion4o Iodic at the Rusiness PlanS; EVeluation Sheets, and
4

.Scoresheets in your eValuation of the students' performance in the, game..

-,Otherwise, the playing materials and notes should be left in the envelopes

for the s,tudents-to use -during the Running segment of the game.

i !:

7
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&fide to Evaluating Business Mans.

As Administrator of the game, you will evaluate therPlayers' business plans

twice. First, you wilq evaluate each subplan separately, as it is written;

later,'you will evaluate the entire plan as a unit. The first-time you

evaluate the plan, you will be representin0 a counselor giving advice to ,

4.a prospective small businesspersOn. The setond time, you will be repre-

'senting a banker diciding a businese-eligibility for financing.

The Instructions for Evaluating Business Plans given below explain the

mechanical process to be followeciin evaluating the plans. The Criteria

fortvaluating Business Plans include (1) a statement of the main proble0(s)

with the business as presently organiied, and (2) suggestions of appro-

priate responses to be included in the business plan. In their business

plans, students.may propose solutions to the problem(s) that differ from

the suggested solutions. The suggestedosplutions should not be regarded-

as the only correct ones; other solutions should be'evaluated on the basis

pf their appropriateness..,

b.
In order to adequately evaluate the players' business plans, you will need

to be familiar with the Business Profile and Market Study for each busitness.
-

Read these materials carefully before attempting to evaluate the business

plans.

Instructions fbr Evaluating Business Plans

1: First Evaluation:

a: ,Find tht Evaluation Sheet fon the subplan being evaluated.

b. Read the section ,under Criteria,for Evaluating BAllness Plans that
, I

deals with the bysiniss being rated.

Read through the entire supplan once tocget an overall view of it

and see if it is Yinished.

6 4
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d: Reread each part of the subOlan andiate it the Evaluation

Sheet, using the criteria given. Use a colored pencil to cfrcle

appropriate number from.1 to 5 on the rating sheit.i A 5 should be

given only if no revision is 'iequired; a 4 i nly minor revision'

is needed; a 3 if substantial revision is needed; a 2 if the part .

is generally unacceptable and needs extensive revision; and a 1

if it is totally unlieptable. When in doubt, give the lower of

two ratings during the first evaluation.

e. In the space above and below the rating numbers, write any comaents

or quest bfil-you-feel -will help the students to improve their plan

and understand your rating,.

f. Rate only the portion of the subplan that is finished; do not

circle dany Ambers for parts of the subplan that hiave not been filled

out. ;

'Do not add the raeings-lo get a total at thisiuiage.
j

2. Second Evaluaton:

a: Use the 'same evaluation sheet used for the first evaluation.

Fol lois Steps a-d from the first evAluation, using a'different

colored penCil than the one you used the first-time. If your rating

of witem has.pot 'changed, draw a
ilarger4

cirae around the Origi7
e

,nal cirtle. Ifyour ratingilas changed as a result of the players'
.

reyisions, circle,the new ratiog.

. Once again, do not circle any rating numbers for parts of the plan '

that have riot been filled out;,pTdiers will-ticeiVe no pointi fOr

: these parts. -4 .

c. Add the ratings to get a total for eatti sUbptan. When you have

finished rating the Financial Plan, add,the totals froth ail three

subplans to get sthesLong Term Profit Prtspects Score.

;.,
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Completing the Business.Plan SCoresheet:

a. Fill in type of business name, and owners/managers.
'

h. ,Find the Business Plan total on'the Financial PlariEvaludtion Sheet;

ehter this figure on the line labeled "Score".
°N

'Enter.the siie of the bank loan from Item H of the Financial Plan.
,

(Businesses should be given the amount of financing they request,

even jf it is more Or less than they actually need.) Figure

Quarterly Loan Payments by -dividing,the amount ot the loan by-12.

Figure Yearly Interest Payments by finding 10% of the amount of the

loan..

_

Enter 'amount of equipment financing from Item G of the Financial.

.1!lan. (Not all businews will need eqUipment financing.) Figure

QuarterlY Loan Payments by_dividing the amount of the loan* 20.

Ftgure Yearly Interest by finding 8% of the amount Of the loan.

e. Enter source and amount of loan from friend or relative from Item D

of the Financial Plan. Figure Quarterly Loan Pal/vents by dividing

'the amount of the load by 20. Figure Yearly Intere yments by
-

finding 8% df the amount of the lban.



Criteria for Evaluating Business Plans

1. Fred's Bakery

. Main Problem: Product line inappropriate to market
4

Appropriate 'responses

°(1) Marketing Plan

(a) Name should probably hot be changed unless the players plan
- to stop making white sandwich bread.

(11)*Sile of Planned Market: whole city.

(c) Market Needs

Products not available:
. Italian, rolls

4

Special needs/tastes of customers: rising demarid for
specialty, breads

(d) Image: quality; producer...of unusual-breads (will depend
on rest of plan, but must state a definite; clearly identi-
fied image)

(e) Product Line: -high civality, high priced white sandWich
bread -- 50% of sales; various high.quality, medium to high,.
priced specialty.breads -- 50% (should specify types of'
bread); pgssibly%day old bread "thrift shop" '

. . ' '
(f) Free Services: daily delivery: cosi: $12,000 (cost of

every Other day delivefY: $8,000)

(g) Sales Policies: store credit, quantity and early payment
discounts

Total amount should be about $8,000 .

-*Media in order of appropriateness: general adOlt radio,
network TV, billboard, easy lts-tening radio, UHF TV,
city-newspaper,,flyer/direct nal, specialties p-cOmmuni-
ty newspaper,, teenage radio, college newspaper
Promotion: (examples) free samples, special introductory
Prices -- should list something.

qt.
(1) Sumary of advantages: will depend oh rest of plan; should

state strengths of plan
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(2) OPerational Plan

(a):Legal Organizationin order'of appropriateness: corporation,
partnership, proprietorship ,

e

(b) Insurance: fire -- $2500, liability -- $200, crime -4600,
automobile----$1500.

(c) Personnel: owners should be managers of office and bakery;
will also need at least 20 bakers, 2 packagers, 2 se0e-
tries, 4 drivers, 1 janitor, 1 maintenance_person, 1 book-
keeper, and 1 inventorY/supplies, manager (all full-ttme)

(d) Supply: need flour, other baking ingredients; new equipment

"Best suppliers: ,Sam s and possibly Ferdinand's-.

(e) Physical Changes: new equipment/MichinerY1--$T000 if
-

changing to different types of bread, $5000 if adding cakes,
pies, pastries; new furniture/fixtures -- office furniture,
$2000; new si.gn only .if name changes; no repainiing/remodeling
needed

(3) Financial Plan

'.(a) Profit and Loss Statement (Place particular emphasis on
..correctnes's of estimates for'projected net sales, gross.

.

margin, wages, and ladvertising.)

- .Projected-Net Sales should nbt be more than $950,000.
-.Gross Margin should be 35%.
Owners' Salariesthould be $12;000.
EMployees',,Wages should-be $6000.per full=tiMe employee.
Delivery shOuld be $12,000 (daily) or $8000 (every other

Rent should be $9600.
Advertising. and Promotion should be between 3% and 4% of
projected sales.
Insuance.should reflect.decisions on insurance.-

' Interest should be 10% of financing needed.
-.Depreciation should be 5% of value of fixed assets.
Taxes, Telephonei.Legal and Accounting Fees, Utilities, Bad
Debts, and Supplies should stay'the.same.

(b) Financial Needv'should reflect decisions.

(c)-(6) Check addition and subtraction.



Flora's Flowers

a. Main Problems
product mix

b. Appropriate responses:

(1) Marketing Plan

(al Name should change.

(b) Size-of Market: Breiltwedd .

(c) Market 'Needs

failure to recognize competition; inappropriate
04,

*Products not available:. good ,quality flower arrangements,
fruit baskets

4.. 1

Needs and tastes, of custompr#3;11 church arrangements;
high income, group -- arrongenients, elaborate Weddings and
funerals; increased destVe for plants

*(d) Image: high quality, service-orientedlwill depend'on
of plan,but must state.a definite, clerly identified

rest
mage

(e) froduct-Line:' Flower- arrafigementt -- 75% of sales; cut
flowers -- 10%; planti 10%; gift items -- 5%; all should
be medium-to high Priced.

(f) Free Services: deliverf(coet: $1500); possibly',advice on
plant care, individually designed flower arrangements; or
,tome other free .servicer

(g) Sales POiticfes: store credtt and credit cards; continued
wire service membership -

Adv,erti ng :

Total *mount should be'abbut -$4S0-$500.
Media in order of appropriateness: conimmity newspaper
college newspaper, flYers/direct mail, ear listenine
station, teenage radio, city newspaPei,:specialties,
board, general adult radio, TV

;4-Promotion: (examples) special- introductOry prices, plant
clinic -- should list something.

(i) Summary of advantages: will depend on rest of pldn;" should
state strerigths of plan.

a .
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(2) Operational Plan'

(a) Legal Organization in order of.appropriateness -- corpora-
tion': partnership, proprietorshlp

; (b) Insurance: fire -- $150, liability -- $150, automobile --
$200, crime -- $200

Tr

(c) Personnel: Owners will hive to do all the work'until sales
improve; depending on projected increasein sales, they might
be,able to hire a art-time delivery person.

(d) Supply: need flowers, plants, gift items, fiorist supplies
(depending on product line)

Best s'UOliers: McCoy's for florist supplies, Patman's for
,flowers and plants, Green Hill-for roses

0

") Physical Changes: no new equipment/mecninerY. furniture/
fixtureS; new sign if name dhanges; no Apainting/remodeling
needed

(a)profit and4Loss Statement (Place particular emphasiS 'on
,correctness of estimates for projected net sales:gross
thargin, wages, and advertising.)

1A'"

) Financial Plan

Projected Net Sales should not be more than ,06,009-'
Gross Margin should be 53%.
Owners' Salaries should be $12,000:
There should be no Employees' Wages (orat most $3000
for one pan-time driver). 1. -

Delivery, should be $1500.
Rent Should be $3600.
Advertising and Promotion should be43%-4% of prWected
salts.

Insurance should reflect decisions oil insurance.
..Bad Debts should stay the same if store credit is to be/
offered. If credit cards are to be accepted, 0.5% of /
projected sales should be included as cost of credit Card
se0Alte.

/

Interest should be 10% of financing needed.
Deprecittion should be 5% Of value of fixed. assets.
Taxes,, Telephone, Legal and Accounting Feei ypiljtiee'
-and Supplies should staif the same..

(b) Financial Needs shouldvreflect decisions.

(c)-(h) Check addition andsubtraction.

7 0
p
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S.

3. Fraser'i Wholesale Stationery

.a. Main Problems: inadequate definition of market, no advertising,
inadequate credit:policy '

b. Appropriate resporiSes:

(l) Marketing Plan

(a) Name should probably not change:

(b),Site Of Aarket: Brentwoodand surrounding nefghborhbods

(c),rkei .Needs,

.- Services and Products 'not available: a wholesale stationer
on the west side of town, selling to lpth small'retail %

stationers and general businesses fes ecially general
businesses)

-'Special needs of customers: fast and personal service,
small quantities

(d) Imabe: friendly, local, selling to both retail stationers
and general busineff, interested in small businesses

( ) Product/Service Line: sales to retail stationers -- 50%
of sales; sales to general businesses -- 50%; price range:.
medium p.

(f) Free Service: delivery (cost: $1500)

I.

(g) Salei Policies: store credit, quantity and early payment
discounts.

(h) Advertising:

Total amount should.be about $500.
Media in order of appropriateness: flyer/direct mail',
specialties, city newspaper, community newSpaper, college

,

rnewspaper, radio and TV, billboard
;.'Promotion: (examples) pertonal visits to buSinesses, free4
samples of some common office supply -- should list:some- .

thing.
A

( ) Suitimary-of advantages: will depend oerest of plan; shbuld
state strengths of plan.

A

s7.
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(2) Otierational Plan

63

, 4n !
(a) Legal OrgaNzation in order of appropriatenetsk%,corporation,_.

.partnership, proprietorship.

10

(b) Insurance: fire r- $400, liability 71 $200, crime -- $200,
aUtomobile $200'

(c) Personneli; Owners shoUld .be managers and salespeopleill
also need 5ecretary threeVarehouse 'Workers, and'one driver
(all full-time).

(d) Supply: need paper and other Office supplies

Best suppliers: manufacturers; for emergencies or small
quantities, Statewide; possibly Esquire,Paper Company

(e) Physical Changes: no new equipment/machinery, furniture/
fixtures; new sign if name changes; no repainting/remodeling

(3) Financial'Plan

.

(a) Profit and Loss Statement (Place particular emphasis on cor-
rectness of estimatei'for projected net sales, gross malin,
wages, and advertising.)

Projected Net Sales should note more than $230,000.
Gross Margin should be 32%.
Owners' Salaries should be $12,000. Employees' Wages should
be $6000 per full-time employee.
Rent should be $6000.

Advertising and Promotion should be 1% of projected sales.
Insurance should reflect decision on insurance.
Interest should be 10% of financing needed.
Depreciation should be 5% of value of.fixed assets.
Delivery, Taxes, Telephone, Legal and.Accounting Fees,
Utilities,.Bad Debts and Supplies should stay the same.

(b)' Financial Needs should reflect decisions.
./

'tc)-(h) Check addition and.subtraction.

t.

7 2
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Brentwood Neighbor.

Main problems:" staff.toolarge,-too muckconcentration on commer-
cial printing, percentage of advertising in paper too low, ap-

,

proach to news,too impersonal

b. Appropriate responses: .

01! Mirketing Plan

(a) Nameshould notjel changed.

(b) Size of Market: Brentwood

(c) Market Needs:

F.

Services not available: personal and organizational news,
, sufficient advertising -space. d

Special needs/tastes of customers: 8usinesspeople-need
local place to advertise; residents want personal and

-organizational news of the commUnity.

(d) Image: community-oriented; a,good place to advertise

(e) Product/Service Liny display advertising -- 50%f,i6Come;
classified advertis,g -- 10%; .circulation of 010er (with 4.

more personal slant, organizational and persodt1 news) --,110%;
commercial printing --30%. Paper should be 60% advertisid§
and 40%. news.

(f) Free services.: delivery (preferably by carrier; cost: $1900,
carriers; $1840, mail); some ottier services should be
mentioned (e.g., ads taken over telephone).

(g).Sales Policies: no credit on subscriptions; store credit on
printing jobs and advertising; papers delivered "by carriers
and sold on newsstands.

(h) Advertising:

. Total amount should be About $18004, .

s. Media in order of appropriateness: community newspaper,
flyer/direct mail, easy listening radio, specialties,.
billboards, college newspaper, city newspaper, teenage and
general adult radio, TV.

. Promotionk Iexamples) community clean-up campaign, contest,
free subscriptions to servicemen and women from the
community -- should list something.

(i) Summary of advantages: will depend on rest of plan; should
state strengths of plan.-

/

7 3



A

if"

(2) erational ,Rlan.
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4

'ficieed'papdr and prim supplie's
. ,

Centril Newspaper Suppliers and Esquire
Paper' Company

(e) Physical changes: none

(3) Financial Plan

(a) Profit and Loss Statement' (Place particular emphasis on
correctness of estimates for projected net sales, gross mar-
gin, wages, and advertising.)

Projected Net Sales should not be more than$260,000.
Gross Margin should be 70%.
Owners' Salariei should be $12,000.
Employees' Wages should be $6000 per full-time employee.
Delivery ,should'be $1900 if carriers are used, $1840 if
mailed.
Rent should be $6000.
Adveetising-and Promotion should 3%-4% of projected sales.
Insurance should reflect decisions on insurance.
Interest should be 10% of financing needed.
Depreciation Should be 5% of value of fixed assets.
Taxes, Telephone, Legal and Accounting Fees, Utilities,
Bad Debts,, and Supplies should stay the same.

(b) Financial Needs should reflect decisions.

(c)-(h) Check addition and subtraction.

7 4



5. Peterson's Restaurant

a. Main Problems: failure to recognize competition; inappropriate
product-line

66

b. 'Appropriate responses:

(1) Marketing Plan

(a) Name should change.

(b) Size of Markgt: depending on type of restaurant, from'
Brentwood only to whole clty.,

( ) Market'Needs

Products not available: foreign or unusual foods;'non-
family oriented restaurant

Needs and tastes of customers: increased interest ,in
foreign food; students unusual but inexpensive res-
taurant; high income group -- unusual and expensive res-
taurant; sinYle people ahd young couples -- something
besides "family restaurants"; movie-goers.-- placeto eat
after or before Movie tv.

Image: will depend on plan should emphas e difference.
from other restaurants in area; restaurant s ld be unique
in some.,way.

Product Line: will depend on plan, does not Aeed to inclyde
every item on m6nu, but should include distinctiVe types.of
food or meals to be:Amphasized, if these are part of the
plan; lunch and dinner should account, for majority of busi-
ness; may want to attract movie7goersfor late dessert
or snack.

Free Services: depends on type of restaurant; for example, \

carrY7Oot:sbrvice for Chinee restaurant;Ashould list
somethihg,.

Sales Policjes: credit cards only

(h) Advertising:

' Total amount should be about $750-800.
Media in Order of appropriateness: tommunity newspaper,
college newspaper, city newspaper, flyer/dtrect mail,
specialties, easy listening radio, general adult and
teenage radio, TV, Ind billboard
Promotion: -lexamples) special introductory prices, ,ecial
occasion meals; something should be listed.

(i) Summary of advantages: will depend on rest,of plan; should
.state strengths of plan.



(2) Operational Plan

67

.

.(a) Legal Organization in order of appropriateness: corpora-
tion, partnership, proprietorship

(b) Insurance: fire -- $300, liabilIty - $200, crime -- $100

(c) Personnel: .Owners should be manager and chef; tn addition,
they will need one part-time cook's helper, two full-time
waiters or waitresies (or equivalent in part-time waiters
or waitresses) and one full-time dishwasher.

(d) Supply: heed ineat, produce, groceries, baked goods, linen,
paper products , *

Best suppliefs: Lone Pine, with those of the specialty
supplieleneeded to fill gaps in Long Pine's ,service; which,
Pnes 10 depend oq type of restaurant, but AbboWs Meats,

Ifiark's''Produce, and Dombrowski's Bakery are the most likely.

(.J PhySical.s.C4anges:; new furniture/fixtures -- remodeling costs
'. of: $550005f restaurant is to change.substantially; new-
540" ifname changes; repainting/remodeling should be done.

(3) Financial Plan.

(a) Profit and LoSs Statement- (Place particular emphaiis
correctness of estimates for projected net sales, gross
gin; wages.and advertising.)

Projected Net Sales should net be more than $96,000.
Grosg Margin should be 60%.
Okners' Salaries should be $12,000.

, Employees'- WageS should be $6000 per full-time employee.
Rent should be $4800..

Advertising and Promotion should be 3%-4% of projected sales.
Insurance shquld reflect decisions on insurance.

- There should be no Bad Debts unless store credit is offered*
If credit cards are accepted, 1% of,projected sales should
be included as cost of credit card service.
Interest should be 10% of financing needed.
Depreciation should be 5% of value of fixed assets.
Takes, Telephone, Legal and Accounting Fees, Utilities,
and Supplies-should stay the same.

(b) Financial Needs s#ould reflect decisions.

Cost ofrequipment, machinery, furniture, and fixtures should_ ,
be $5500, if restaurant is to,be remodeled.

(c)-(h) Check addition and subtraction.

7 6



Sparkle Cleaners

a. Main Problem: inappropriate service line

b. Appropifiateresponsest

(1) Marketing Plan,4

(a) MaMe should change.

(b) .Size of Market: smallersection of Brentwood

(c) Market Need's'

Services not available: gliuhdry-service, alterations,
delivery, fast service

4Needs Nattes of customers: high income group in high-
rises an orthwest section of Homeleigh -- delivery,

.quality work, laundry and alterations service, willing to 0 .
pay for speedy-service-

(d) Image: high quality work, fist, personal service

(e) Seriiice Line: high quality, medium priced cleaning, with'
three day return time-- 50%; laundry -- 25%;Arigh quality,
high priced cleaningx one day service -- 10%; alterations
and repairs -- 15%

(t).Free Services: delivery (cOst: $1000),*minor repairs to
clothes cleaned 1'

(g) Sales Policies: store credit only (for delivery custoMers

(h) Advertising:

;

, Total amount should be about $550.'
,

Meqia in order.of appropriateness: flyer/direct mail,
communi newspaper, college newspaper, specialties, city
newspape radio, TV, billboard

- Pr ampl s rice ofone sales771special
pr a n 1 ems; something should be listid.

(i) Summary of adlia tages: will depend on resit of plan, should
,state strengths o plan.. 4 *

7 7



(2) Operational Plan

0.

(a) Legal Organization in order of a0propriateness coepora-
tion, partnership, proprietorship

(b) Insura9Fe: fire -- $600; liability -- $150; crime -- $150;
automobf -- $200

(c) Person : Owners should be managers and will have to work
at the 'Counter and probably in the cleaning plant. If both
work in the cleaning plant, they may not need.any cleaning
equipment operators. If only one works in the cleaning plant,
they will need a part-time cleaning plant worker. If they
offer laundry service, they will need a part-time employee
to operate the laundry equipment. If they offer alterations,
they will need a part-time alteration person. If, they offer
delivery, they will need a part-time driver. They should
not have more than,the equivalent of 1,1/2 full-time employ-
ees, not couhting the owners.

(d) Supply: need dry cleaning chemicals, lialdry supplies (if
laundry service is offered), hangers, bags, etc.

104#

Bestopplier: City Cleaners Supply

( )Physical Changes: new equipment/machinery -- $1000 if alter-
ji ations and tailoring to be offered, $5000 foi- self-service,

$7500 for laundry; new furniture/fixtures -- $500 for new
customer area chairs; new sign, even,if name doesn't change;
repainting should be,done.

(3) Financial Plan

(a) Profit and Loss Statement (Place particular emphasis on
correctness of estimates for projected net sales, gross
margin, wajes and advertising.)/

-

Projected 'Net Sales should not be more than $64,000.
Gross Margin should be 611*-
Owners' Salaries should be $12;000.
Employee- Wages should be $6000 per full-time employee.
Delivery, should be $1000.
Rent should be $4200.
Advertising and Promotion should be 3%-4% of projected
sales.
Insurance should reflect decis. insurance.
Interest should be 10% of fina cing n ded.
Depreciation should be 5% of value of fixed assets.
Taxes, Telephone, Legal and Accounting Fees, Utilities,
Bad Debts, and Supplies should stay the same.
There should be no Bad Debt#unless store credit is offered.
If credit cards.are accepted, 1% of projeCted'sales should
be included as cost of credit card service.

(b) Financial Needs should reflect decisions.

(c)-(h) Check addition and subtraction.

gg
j
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Evaluating the Players' Performance in the Game

^

Players' performance in the Starting segment orthe game should notAbe-

evaluated solely on the basis of'their scores. _The amount of improvement

4in the players' business plans between the first and second evaluations is
.gr -

an iiportant indicator of the quality of their performance. . Playeq00who

do not finish their plan and therefore get.a lower score may have done a

very thorough job on the portion of the plan they did finish.

,r-

The Post-game discussion will be a helpful tool in determining whether the

players have achieved the educational objectives of the game. Even a player

who has' made many mistakes may understand and be able to express the con-

cepts the game is intended to demonstrate.

7

r



Planning Ahead: Preparations Required for Module 3

4N.40

Allocating Time

Module 3.3, consisting of the Running segment of 58§G 2, will last nine

class periods. It is scheduled during Unit 3, Dollars and Decisions*.

However, your preparations for the game shoujd begin long before this

point in the cOurse.

At the beginning of theccoursel Before beginning the course, you should

have read the OESCRIPTION OF THE GAME section on p4OCS 1 - 16'to

familiarize yourself in a general way with the game and its Teaching=

Learning Objectives.

Two weeks before Module'3.3: Begin prepaEing 'yourself to administer the

game. If there are More than 18 students-in your'class. Ysiu will need one .

additional administrapr; if tiiere Are more than 38, you will need two.

>

One week betpre.41odule 13: Begin prepari the playing'materials and the

players for'the game. Put ydurseTf and aniadditional administrator(s)

through a "dry run" of the game.

. V.1.,
,i,,

Preparing Yourself'
mr

Your preparations toadminister-the game.should begin two weeks befOre:

:Mbdule 3.3. At this tiMe, you thouldreaCcarefullY all sections:of the

.TEACHER'S MANUAL dealing with the Running segment of SBSG- 2 and eXamine:all,

playing materialt to become familiar with,them and makOuretharyoU have

.a complete set.. If you.need additionaladministratorsi thii is the time to :

, .

. begin training them. These:additional -adminittrators will each be in
..

'charge of a game group and will each need-a copy of the. TEACHER'S MANUAL:,

About a week before.the first day of game play, put yourself and any addi-

tional administrators through a "0 run" of the game.- Read aloud the script

provided for introducing the game to the players and 'practice all of the

administrative procedures described to make certain you undeisstild them. Try

filling out a Balance Sheet, Expense Worksheet, Profit and Loss Statement,



o .

aria Yea,47end Worksheetl; doing this will make it easier for you to explain

them to the players'. Practice filling lout the Quarterly Demand Potential

SCoresheet and the Sales arid Expense Report,, and make sure.you.underr

stand how Aemand potential scores are figured and how to use the sales chart

Determining the Number of Players and Assigning Roles

You wil4- not hive to assign roles to students for the Running segment of the
.

- game; they will continue in the roles they had during the Starting segment,

running the businesses they purchased. The exception to this rtje will be

students who were absent for the entire Starting segmen" --ey should be ,

41asilgned to already exisient two-player,businesses for, 111,unning segment.

'there are no NO-player businesses, they should,be assigned to three-.
*A'

player businesses. In this case, they will not draw a salary, but they will

help in making the decisions involed in running ihe businesi,

You,should make your preparations for the game,session on the basis of the

number of students enrolled in the class (i.e., the maximUm number that cbuld

be present for the game session). The class should be diiided tnto the.same

game groups used during the Starting Segment. ,

'Preparing the'Playing Materials

You will have the same number of businesses in the Runnning segment as dur-

ing the Starting segment of the game. Facsimiles of th4 playing materials

are included in the Appendix. Use the list of playing materials on pages

11-14 todetermine how many copiesof each item you will peed.

Make s you have a caplete set of game maierials for each game grOup.

,Cut a the Summaries of Events that have been printed with two ivarters on

one sheet.

The players will use the saMe manila envelopes they used during the Starting'

segmeht ol,the gaMe. All.of'the playing matertaiand notes used durtnOhe.

:Starting segMent should be left in ttie envelopes..



Before the first game session,.use the Starting Demand Potential Scoresheets

to calculate Long-Term Demand, Potential for each business:

1. Fill in the Business Name, Owners/Managers, and Marketlng Plan Rating.

^

2. Consult the Operational Plan to determine which supplirsWere sdlected.

Place a check mark on the line next to each supplierselected. Where

two or more suppliers are bracketed and only one line is provided, place

a check mark on the line if any dithe bracketed suppliers were selected.'

3. Add.together the points indicated-for all Of the suppliers selected, to

get the Supplier Subtotal. (Note: The Supplier Subtotal may be zero.

These points represent the qu4lity -of products sold by the supplier;

zero indicates average quality; negatiVe numbers, below average quapty;

and positive numbers, aboveaverage quality. The points have no rela-

tionship to the appropriateness of the supplier.

_

4. Add the Supplier Subtotal to the Marketing Plan Rating and multiply by

10 to get Long-Term Demand Potential.

When.you have calCulated Limo-trend Demand Potential, 'prepare a Qua

'Demand Potential Scoresheet 'for eachtusiness, by filling in the Bus

Name, Owners/Managers, Yfarli'and tong-Term DeMand Potential.

Preparing the Players

The materials presented in the course pebvide the subject matter.preparation

the students need-in order to play the game, In adOition, u should lets

them know ahead of time wItthe Running segment of=the game iS to be played;

and remind them:that they 11 be running* businetses they purchased

, during the' Starting se6meAt.
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, at,
Mciduie 3.3: SBSG 2 Running a Bus-1116Si'

.

'TiMe Redgi red

Nine 5.(CL.nlinute -clast. period

Suggested Sequence 'and ScOpe of Class Sessions- .
Period, 1: -Intrivipce' the- Running .segment to players. Complete;a Bala

§heet'as- of Transfei: of Ownership, .Expense Worksheet,. terly
tiginess Plin, Quarter 1; Year 1.

Period" 2: C_Pmpletc."Profii and. Loss Statement for Quarter 1, -Year l.
s Conduct' first- meeting of Brentwodd- erchants ' Assoc tation..

.4

:va '

Period 3: ,Playof Quarters 2 and 3,/ Year I.
. I .,.

Peridd.4: Hold Meetitig #2 of BrentWood Merchants' Association'. Play

of Quarter,4, .Year 1
Q

. . a i
t.

Period''S Firoduce Year-end Balace Sheet-and score. Play_ of Quarter
, .

Year 2: -

-Period 6 Nol d Mee1ingc#3. of ir#ntwood' MerOinti.' Association'. P1 ayf* .

:.4)rfluarter 2, Year ,

eriod 7:-..'Pley of Quarter-3, ..Yeai- 2 and Meetin4#4 f.Rxentwo er"chants'

2
, As" soci ati on .

:4*Play bf.Quarter 4, .Year.2. :Complete Yeae-end Baan e Sheet' .

and score:0,--..--

'Period 9; Post-gam iscuislon.

Perk)

2
.

!
. .

. - .....

41,'

;

. o

-

-



4Re-read carefully the sec
,TEACHER'S MANUAL on the Rur gn
of, SBSG 2.

.1 Examine playing materials, ing
. segment.

_

48
t 1/4

training additional adminigtratoes,

9

nipiete St4iting

cOcesheets.-

,.Prepare Quarterly,
:-.Scoresheets.

Demand potential ,

Demand Potent.ial

THE DAY OF THE GAME §ESSIOii.

Arrange furniture in classroom.

Prepare chalkboard as described on
( -page 77 --

Arrange playing miteriois.



,

'eaching-Learning Activities

1. `Completing-Balince Sheet aS of TranifetAif Ownersiiip

-
2: Completing Expense WOrksheet _

- ,

Completing Quarterly Business Pl'an,Quarter 1,

1. Classroom administrative matters (T4

A

. COmpleting Balance Sheet-as of irintfe,

leting Expense Arksheet* .

-
4;,4 4arter Bus niss .Plan,Auart'e

"*"

Clean-up:and collection of playing
..t4

5. minutes,

10 :minutes

inuteS.

Materials Reg

1 . jianila envelope for each)xitiness, used- in Startin

.2-It One Balarice Sheet for each buSiness
.

. Ope IAlance" Shest Aid for each business-

The ixiin*.e IQfditation-Sheet r each- business

One Expense_yorksheet for eac

One Quatterly Business Plan for each business



7. The Quarter emand Potential Scoresheet fon each business, prepared
-

as describe on page '68 41

. One set nf Salei Cbarts_for each_administrator

One. Administrator's ISey (Amounts to ;be Added. per Quarter for ,Changes)
for each Administrator.

10. One copy of TEACHER'S MANUAL for SBSG '2 for each Admin

11. Enough'scratch paper for 011.students

12.' One pencil for each student-
,

13* Paper clips

Addi machine or calculator

Classroom Set=u

1. Furniture. The 1assroom furniture should be arr ed the: s

Each Administrator will
of the playing ma ria,

for the Starting 'Segment Of-the game.
`x,,44,desk or table large enough to hold all

duritig the Period.

. Chakboard.7, Bef6e cliass, copy on o e ichal kboasid the oll
,

Order or ,Play:
-

ayiptor,Eac Quarter
ete a Quarterly BUSin ss Ian and.

Admthitticit6K' *..
:. .

. Administraton-returns Q9.r.terly BuSine
and:Expense :#port.encl Stiallary Of Everi

Players complete a °Prof4t and Lott Statement.
4;1



.. ..
1. pl,ayi lig ,144 eriitTs. ,.y.O;u I probably fitd,,i t .hel pful to arrange the.

gd by :the' podlagers in the opier in Which thsy,
, A . .....,...e,....,,

wilYA44- veot. A vet=iioii: ille:':iliay 'be helpfq..ini-4eii'tng ..the ..r;l'ayl.s.
:...- ' '-' .,:ip, .: E, .' . f, 1 ''' '

tng s' 6. nilied:,!'!Fivr itocLI,_thipiiii7ktr,.:,.. '...,:.:..- nanila:. ...r.
.:-,.. --------.,--,..., ,-, 1,4,.envelopes and:Balance' Shee*,.Expen'se Ipfp,." I :.,-; :, ; Ps,--'14c.'. .

sheet; Quarterly Busine ffess, Plan. T TEACHE ..'
- _'.,,I;:::,..1,,.,.

Si0 4)r.i

'41 i s t rato r ' s dii k . ,,illie ':penci 1 S , sc*cti:::04pe)r::;.aiiiI-,,bape

shoUld be- either set '4iit on the playerS .deikS:.'-O-r.fabl,ei bi--,.: triAufed
.,_

at the beginning of the period. The S'ales and Expense RebOrts,'i:SuMma ,ies

. of Events for.Quarter l', Year ), Quarterly Demand Potential4Scoreisheeti,
,

Sales Charts, ,end Administrator's key will nof be.needed-during.'claSs;
the will_ be _Used by____the..:Admi ni St rator :after _class.. ,An addi ng Ma-chi ne

4,

or calculator will speed and simplify your itinistration of e"game.'

* 4
'

Introducfiig the Game to Players

The game will beintroduced`to the playeri by: ComMeti.#g a balance sheet, as
of transfer.q,oWnerShip of the business and b9 playirig Quarter 1, Yearl,
of the new ,ovirers' ,operation of/the Jausiness. Use the floWing script in
introducing the game:,

1, .TELL the'class# .

TODAY WE W4LIBEGIN,PLAYINWHEAUNNING SEGMENT OFSB$ THIS:

On OF tHE GAME.YOUWILL: RUN. THE' BUSINESSES YOU'BOUGHt DURING TH
::,

#
BALANCE SHEET AtiD THE ENVELOPEV USED-DURIAG

fTHE GAME PLEASE.LHECk. TO.,,,MAKE4URE_.THALY.OUR .

OF. THE M;ATERIALS YOU ViliED DING filE STARTING

'1::



PLETE a baltr0 sheet. TELL the =class:
,

4
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THE -FIRST`!THINGWE;WhL DO TODAY IS COMPL

i'kJRANzr ROVOWNERSHIPAF THE BUSINESS: P.4-

E.A: BALANCE SOE:ET.'AS OF .THE

LOPEV

'THE " USINESS PROFILE%'THE "PURCHASE PRICE.WDRKSHEET%.:YOUR IFINANOIAL-

PLAtri ANDyYOUR "BUSINESS PLAN'SCORESHEET":

(Pause while players do this.]

ON THE "BALANCE SHEET" 'FILL IN. YOUR "BUSESS,HAME". ON THE LINE
,

'MARK.Ely."AS OF", WRITE "TRANSFER OF 9WNE THIS MEANS THAT THS

BALANCE SHW ,WILL ACCOUNT F.110E:ASSETS.ANo.LNIqras of 'HIE BpstrOs

7..-IiiiirDIATELYILF4m,ER_YOUR PURCHASE, BUT BEFORE YOU HAVE BEGUN#ERATION

OF IT.

4

ON. THE .LINE LARELED ,LESS RECIATION To-cTE-4-.ENTEKA ZERO, SINd- THERE,
lipAS BEENld:TIME-FOR YOUR- "FIXED ASSETS": TO.DEP,RECIATE:

. .

ALSO ENTER. ERO& IN UNPAID SALARIES ,TO DATE" AND-IN

VOR THE.,YEAR".:

FIJ .(OR LOSS)

USE THE "BALANCE'SHVT.,AID

IF -YOU.HAVE ANY'QUESTIONS,

' TO COPLETE THE REST 'OF lit "BALANCE 4HEET".

I WILL ANSWER THEM.

.14

When 'st nts gave' completed theirB*1.44.1ce Sheeti continue by iiying:;:,

1 -A
"TOTAL:it 'ABILITIES ARD OWN 't,;.EQUITY got.....TOTAL.-AssErs": IF

THE TWO ARE. MOT 'EQUAL, PLE tiCHEfK YOU qUAIT.ION,`..' OU CANNOT FIND

NY-MI STAiiES-.AN''ADDITION;UE*E;4KNOW, ANVI :TRY HELT- YOU- FIND

.4

AUT.'y's(H*Is
ikt,c

If. any of the .player balance Sheets do hat. b

.work with them idivi to find the.. problem. If veral do no

. balance, havelpli al ance sheiti2; do_bal ante rk _with somi-: of.am . .

those ving pttleMik, Do-nOt' exceedtht time allotte for completing.

c

ca,



the balaride sheet. If some balance sheets still do not: balanc,e
ena lot':.tlye time al lotted: the student*involved shogld-be told to .

wOrk an the balance sheet -after tlass and get the figures to balance
hefOre the_next_gamesessio

at t e-

BEFORE BEGI\N G "yEAR 1" OF THE,pERATI4OF YOUVBUSINESS, YOU

WILL FIGURt WHAT YOUR REGULAR. EXPENSES WILL BE. I WILL.NQW GIVE

EACH BUSINESS AN, "EXpENSE WORKSHEET" AND AN ."EXPE4SE INFORMATION

SHEET". .PLEASE D.9.4410T START TO RK YET.

.r. ,

4. _ DISTRIBUTE the expense worksheetivand the expense information sheets.

. .COMPLETE the Expense Wor eeti TELL the class
, .

.` THE =ITEMS LISTED. ON :ME "EXPENSE': WORKSHEETHARE THE EkiPENSES.Tilli4 DO

NOT VARY FROM-QUARTER'TO 'QUARTER IN THE-'1WEI: 1OF COURSE,AN REAL'

'1,1FE, MOST OF TWWOULD VARX,4 THE 14EASE:jk*W9RKSHEET

RIVE AT A,FIGURE. FO1YIQUARTER Y R 1EXPENSES".,,,.:YikWIL,

FILLING,MUT YO1i1IPROFIT ,A 444S5.STAT

ADD THESE-EXPENSES UP '64CE AT ''4E-BEGINN.ING:GP,TOE GNIE, INSTEAD '.

. r

,ING TO DO IT:EACH QUARTEti
a

S NAME AND aftiER/. PUT "YEA

14- YOUR "EXPENSE INFORMATION SHEET" LISTS.iHE-AMOUNT TO .FIL IN F

tACH_ITEM:,ONItHE_.*RENSE WORKSHEET" IN SOME CASES,?iT TELLS.'iou ,
WHERE. TO-FINO THE4AMOUNT, :RATHER THAW.LISTING.IT... OE YOUR "EXPENSt.

.SHEE TO FILL IN THE- AMOUNTSt,... ADO UP- EXpENSES TO
.

. .

GET "V AR. EXveriSES"-,,,ANIJ THON.:DunDE.ByiF GET "QUARTERLY

REGULA

1-



TO FIGURE "YEARLY DE E9IANON", FIND % OF 'Mt TOTAL VALUE OF YOUR

FIXED ASSETSIOU WILL 'FIND TOTAL VALUE OF FIXED ASSETS ON'THE

.,.."BALANCE SHEEf" 'YOU JUST COMPLETED. THENIIIVIDE THE "YEAR& DEPRE-,
CIATION" BY FOURLITO GFJ_NUARTERLyDEPRECIAfroN".

[Allot time for Players to figOrEdepreqatiOn.]

TAKE A PAPERCLIRCAND,CLIPATAETHER THE.-"BALANCE EET"; "EXPENSE

:14ORKSHEET", AND *"EXPENSE IVORMATION SHEET". TH, 5 WILL MAKE IT

EASIER:TO FIND4THEM WHEN YOU MANT TtrREFER TO THEM LATER,

[Pause whileplayers take papgrclip

- _
NOW WE ARE AEADY19:0,-BEGIN "YEAR. OPERATION OF-youR-OtiktssEs.

Alou wILI, BE RUNNINP: OR.BUSINESS640RIWO 44S4911110AME. ,EACH

YEIIWILL BE DIVID, gNTO Fog 4PARTEA$.::, Dim* EACH QUAATER, YOU

IILL BE PLANNING,Of opERATIme6F4youOutIN6s; RidituplerToRmATroN

'ffi OD EgiiTf#FECTING YOUR,BUSINESS;:AND'CALCOLATING:YOURA

ROFIT OeL'OSS., AT-iHe'''END OF EACHiiAi6OWWILL COMPLETE A BALANCE'
. `: tf;f'

'SHEET, 'CALCULATE YOUR. RETURN ON INVESTMENT FOR THE YEAR,'AND:FIGUR

ITS
.1.1-

EPFECT ON,YOUR LONG TERWPROFIT PROSPECTS-
.

*14

4CA.,
WE:WILL)NOW.1EGI"Q. ARTER 1 OF YEAR y440jHE KBOARD IS AN

R ER .0F4 poy .FD1V EACH RirrrEN"liAri 60i; Ord Play.1 yOU

SEr, DURING .EACW'QUARTER, THE' 104.1416 THINsti-ILL.HAPPEN,.

17.4",AY. UMTPLY. 0 4

(2) A" iSfi4io 1.RETUANS'"*QbARTERLYi"KVINit.PLANI,;...T P ER

". S. AN IRT"' AND "APIARY OF .EVE1,1TFOR THE' QUARTERP.

YER
, .

14Eyt..'4, 700.1", AND 1.0S,.s.c ATEME4,,. -WILL NOW GIVE
EACH BUtINt tE1106BittNESS ,PLAN". GO AH D AND FILL -IN
"HUINESS' "NAM1.-:-.41-OWNERSA4ANA''''"

se:

::.:
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. ;

DISTRIBUTE QuarterlY B4siness

8. TELLOtN4 class

IiLL, DOVEk 'THE.WHOLE BUS4NESSPLAN 15THOU TIRSTA, AND. THENYOU

WOROG ON IT. .PLeASE DOWTAORK ON.THE BUSINESS.PLANWHILe.

WE'itE401G 1ROUGH ITJHIS fitST.TIMEi THE FI8ST ITEMS DEAL,WITH

NUMBER OF.EMOLOYEES yOU: PLANNED TO HAVE'IN.YOUR DOSINISS;-YOU CAN:

tHANGE THit NpmBEHwilEk YOU FILL OUT TI PLAN, IFOOU

AiADliERTISING AND PROMOTION",:YOU WILL_LIST PROMOtIONAL

-ACTIVIiiES AND THE*.TYPE ANDAMOUNT7CIONERTiSiNb40411 PLAN'DURING:

"90ART6.1"....REMEMBER THAT THIS'ADMTiSINGAND PROMOTOOS FOR.

ONE cupTEI. Y*WILOE-0110 NGES
FR iTUR.ORIGINAL ,PLAN:,FOR OPERATIaYOUR:BUSINiSSIVY0

ANY HANGES, YOU,NILL CHECK "YES" ANO.EXPLAIN:THE NATU

IF YOU DO NOT PLA N .CHANGESt IlUST'C K "NO". K

., CHANGES PPL ERS, BE SURN:0 TELL 14 T.:SURIILIER CRANONOP ..

FROM AND WHAT'iSUOLIER YOURE CHANGI G TO.'^:"4069.-WIL NEED TO REFER, ....

TO. YOUR.ORIGINALr"BUSINESSi PLETING THi QUARTERLY BUSIN
,

. , . .

auur. REMEMBER THAT THESE RE CHANGES'FROMIOUR ORIGINALRLAN, NOT
. , .,_ . .

tHANGES:FROWTHE WAY THE O1àWNER RAN THE BUSIN S.
. .,. .. ,

:

11.54,12.aViten0.0.1.:.

, 7!"?.



Adn4nistering Game

83

4

While the- players are working On their Quarterly Bffiiness Plans; you should
be available to answer questions. As soon as players finish their,plan,
they.should turn it in ito you. .1 -you are not needed ttSanswer questions;--yau

\
can begiereadin4 _over tne plansethat have been tred in before the end of
the period: The actual scoring should be done outside of class before the
next period,. however.

,
Filling,. out:the Quarterly !Demand Potential Scoresheets and Sales and EkOense

....Reports5 outside of class for Quarter 1 will give you a chance to become
used,to the procedures' and to practice them in-an unhurried way.' Thii`lis

. .
im-

portant, since scoting for the-rest of the ctqarters Will have to be done
during-class periods. The following prbOectune shoUld be follbAd in storing
the Quarterly Business Plan:

... ... . . . . .. . -
Check .for, any Changes .in Se' es and. 'SO eS ,,Pol i cies, Produq.t./Serv.,_

._. ..._ . ,,,..

.. ,,.

. .. .
. .

Line,..or.SuppilerS'ii;Adsi.the effect of thesT:-changes on S AO ..'.' :
. ,,j,41...:..._:

Quarterly Demand,Potential'Scoresheet, and enter-total changes on,Side 1.

Add Total Change to tang Term Demant:Poten

the quarti.

. Enter the*btotal on Line A, L4Term Demand-Potential for the next
quarter.

'Fill -rout the AdvertieinquondproMotion section of, the Quarterly Demand"
-,PotentiLl ScOresheet and'add ifiEt Effects n DP to the Subtotal ,tp'..get

IFF .- 4
, the .Qua rterly 'Demand- Potential

Sa

add Gross- Mar

rfor 'Viet ustnefsto 'determine Sales;
the quarter.

. Find the Quarterly Demand Potential on the Sales Chart. If falls
_

between two of t numbers -1-4.7ffecton the 'chart, use the lower df 'the
, .

619.
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0Y
. check to see if iiie business has the numv t AP1 requi red,I'

orfor that level of sales. If the businese fi 1 dees
tti

an
'44 vel e the t)ki 01required, sales will be at the highest le

e 4)ber o
employees it has. 4

c----.Check to see-if anything ts tz-be added
A

-1-

Sales this /quarter.0

foh:'?, buti
.

0,. Complete a Quarterly Sales and Eipense Report , 410 y
it: i #a'. Fill in Business Name, Owners/Managers,-, 1 -0

od.Q4k .,

tel
Ornz' flg.l.h.b Fill in Regular Sales, COst of Sales,40 IA,. s

I .

c. -7"1: Af' a., ano % tia r On, ._
Fill in Seasonal, cif. One-TiMe Sales, Cost v lie0' :4

i f ani. . 4

dropped. , If type of dilivery has

amount listed on the key should be adde

Business Plitin, uid.'the AdministratoHs.KeY 1 .te

.been added; i iould hti.sabiracted if;
oted " t

be added to or tubtracted fromlUarterly

If any changei7liaVe beli.'imade in DeliverC
.., i,

_ , i,to, %v rmine

eli,t,4,1*(y i fl,"sati5ie ll'as, been '

f d%), ,01 °1 1 urance' has'

4 nen_ Ifiri14, 2(t k The

..:. Pe kil 1!.. %k, rcteci .the.,00.1-4nt.74Tiqed for the type being.-droP ,,, 00 .0 ,,_ ,bt .',
;. ' OPY.qcil In .'% ting:from the amotint listed for he typeging -.- N E)' (11

,s 't -r1r,;4.1iw'
0
ior A0e:5 iffigure shoult'then be4add4O:to. tn6 aiarte 9 A, h5-r-is a positive number and' ubtracted sa

,

' ExampTe: I f the nOqq3Per: changeC.fr011 .'"g%'ti; t'arrrie;'
del i verg, the aMount. 1 iSted for IP; .e
ii

.041.1-Yver'71.

-iubt- in the''# ratb n".sr. i amount 10 t r ' pilvery't, ligre*
(075) The, reSultitig figue '.1,5-:' '-*

,v
t. '0..7, ,...- ii ,

enSeS00V ,..
. .,, would e subtractn from th QUa

i me
Orler

_- ki 2'fd..-friosti--.--Pir..__.

2., 4491.ace a checks on t .1. 0, or4Iteth C-
,

erigi...

Demand POtentia entitled it 'to a. higher .1 k)t- a 'A-0 it''. ?.. . ti. ergh, wo el
:number pf empl oyees did' or i f. an additTona ', " 1 -/, 1 kp

ti r-...s.-t* V ti
qui red att,the. next; level of ..sales'.' :Pil I- i v 4'0 tro hi taheSt-'

... ,. clit,
.amoupt of S-aleS possible with the 1;4'1:Sines's N. :f .e%:... -.

-.. P169,0)03..ployees. (Note: k buiiness-may add:','only
.qUarte., even= i r i ts Q

e
erly. Dema iiioh leo, ,tiinio.lf' .,Istet, ° :at"' '.

level sales req ri,ng more than 1/2 : addi . -di 01r. -...:.
i.



114ha n ti,..j,.j,le_,44ressi on .

:Yoti in Probi.
m

"qt to exeed the

dosolle.of the b

1#1149.,the game session- will be managing, the time.: TrY
cniiiiieticied. time l imi t's 'for the various acti vi ties ; i f 'you

n; , May not b!., able-to finish.their Quarterly Busi-
-"es Pilia!'s ,thtr_end the7iyeriodl Wire .rniAittei befcireAk1k.encl ofpe.1, ite 1 zkN ayers..,.h.at:: ft ime"2to

u7 Pf -.
.

, hOr.Ouarterly Businest Plans,

`?.` );-
, 0 _ ;

A.

x4f1 if possible. Have the players
kt-eitt their Quarterly Business Plans- ffito their

eyonoes and tton them in before they leave. The Quar r Business- Plins
ul 01 y

: . -

4,-
pOtqntjal and su

gal SheetS dOn't b41 Hopeful ly*.this wi 1 be a s imp matter
Of 4rithmet1C mistakes. I f not, there will Probably not -much time in classto find ihe sotire of the trottle.

Astign the' Olayers in olved to work on.,the' balance sheet and. find the error before .the next game session. You should
,-mak yourself .av4iraole:;;40-c41

them9 but the players shOuld have the primary



Checklist': Preparations Require.d for Period-
-

THE DAY BEFORE THE AlE,SESSION.:*--- '-

CoMP1e6 scoring of QuaAerly Business
Plans for Quarter i as described on
pages' 837.84.

Re-read section of TEACHER'S MANUAL
dealing with Period.2.

.PreRare manila envelopes as
on rage 88.

:''

11-
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:PeriOd ThEigPfiGame ,SesSion

e - t

, Time Requi red
,. . -.:.

Clisi rbom : a dmi n i s,t ra t tft -mat rol1.ii.tikih0 --etc,) .5 mindtes
'

ComOleting, Prpfi ate nt for Quarter 1, Year 1:4" 20 minOtes

1,..?;,.
.

. r.
First Meetirig o -Merch Asso6ation:', 20 iniiiutes,

Materials Rebuit=ed-...

,.
.

.

1. Mani ta envelope for.each business, ;Prepared aSi,described on .page,
. ,".

2. The:SUliimary. of -Eierp:foe Quarter. 1°, Year 1, for each busi

Informatibn from Trade 'Astdciates and Chamber 'of Commerce::.fqr Quirter.

1Yeat 1, for member busfnesses nty-.

,
Ohe Sales.and Exp Se.Report,f6r business.

One Profit and Los

One. Prof it,'a

atement for each biis
,

ent'Ald for eachbusiness
7-

see page 77) :

Ono t Brent od Mercharits' Association Agenda for First Meeting
forieac rnesi "

,f

rpersomts Report



Claisrdbm Set-up

k y4 ' Furniture. Same as Period 1..
/

44141

2. Chalkboard. The Order of Play (page Th that was on the chalkboard for

88

I. I

Period 1 should be put on ihe chalkboard again.

. Playing Materials. Orange the playing materials to be used by the

players in the order in which thely will be given out:', manila envelopes

and one Prolit and Loss Statement. The Quarterly Demind,Potential

Scoresheets, Sales Charts, Adurnistrator's Key, and TEACHER'S.MANUAL

should be arranged on'the Administrator's desk. The pencili, scratch

paper, and paper clips shouldbe handled as they were for Period 1.

Before class, paperclip the Sales and Expense Report, Summary of Events,

and Quarterly Business Plan for Quarter 1, Year 1, for each business

to that business' Manila envelope.

Distributing Playing Materials

At the beginning of class, distribute the manila envelopes, with the Sales
. and Expense Reports, Summartes of Events, and Quarterly Business Plans

'for Quarter 1. Remember, to,distribute,Information from Trade Associations

ind Chamber of Commerce with the Summaries of Events only to,those busi-

nesses that are members. ,

.Administering the-Game

:-At the beginning of the session:

1. TELL the clasi

I HAVE OISTRiBUTED YOUR MANILA ENVELOPES, ALONG WITH THE."SALES AND

EXPENSE WORTS", 6SUMMARIES OP EVENTS", AND "QUARTERLY BUSINESS'PLANS

FOR QUARTER11'; ARE.THERE ANY QUESTIONS? ,

[Answer questioris.]
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-r

TIE) ARE NOW REAdY TO FILL OUT THE "PROFIT 4ND-LOSS STATEMENT" FOR

t' :4UARTER 1. :I WILL GIVE EACH BUSINESS A "PROFIT AND LOSS STATEMENT";
. .

GO AHEAD'AND,FILL IN "BUSINESS'NAMV, OWNERS/MANAGERS", YEARA, AND

1

.QUARTERI.

/vi
DISTRIBUTE Profit and Loss itatements and Profit and Loss Statement Aid.

..
,

3. COMPLETE Profit and Loss Statements. TELL/ihe class,

USE THE "PROFIT AND LOSS SfATEMENT'AID" TO HELP YOU COMPLETE YOUR .

P. & LSTTEMENT.

^IF YOU HAVE QUESTIONS, ASK ME.

,

IT WILL HELP YOU.LATER ON IF YOU PAPERCLIP TOGETHER ALL OF THE.MA-

TERIALS RELATING.ONLY TO °QUARTER l": THAT WOULD BE YOUR "QUARTERLY
7 c

BUSINESS FLAW'', "SALES AND EXPENSE REPORT", "SUMMARY OF EVENTS", AND

"PROFIT AND' LOSS "IATEMENTP., Diuse"while playees get i'hese materials

togettjerA

-

KEEP THE Y.EARLY MATERIALS TOGET4ER ALSO: THAT WOULD1E THE "BALANCE

SHEET AS OF TRANSFER OF OWNERSHIP", TME -"tXPENSE WORKSHEET"; AND THE

"EXUNSE INFORMATION SHEET", PdPse.) YOU MAY ALSO,WANT TO 'CLO'

TOGETHER THE MATERIALS FROM TME STARTING SEGMENT OF THE GAME. [Pause.).

4. INTRODUCE First Meetfng of Brentwood Merchants'- 4sociatiOn

AS YOU KNOW, INTHIS GAME ALL OF YOU.ARE MEMBERS OF THE BRENTWOOD°

MERCHANTS"ASSOCIATION. DURING THE GAME.,.THIS ASS-OCIATION WI1,L -

MEET FOUR TIMES. THi FIRST MEETING WILL BE HELD TODAY.

'NOW GIVE EACH BUSINESS A cop), OF THE AGENDA FOR THE FIRSLMEETING, ;c

OF THE BRENTWOOD MERCHANTS' ASSOCIATION. .G6,AHEAD AND kAD THE REPORT

WHEN YOU GET IT.
3.
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5. DISTRIBUTE agenda- and allow timefot players to read i

6. TELL the class

4.

I SHOULD EXPLAIN TO YOU THAT 'THERE ARE A TOTAL. OF 50.MEMBERS OF THE

.: BRENTWOOD MERCHANTS'ASSOCIATION. ONLY- OFTHEM ARE REPRESENTED

THE GAME:, YOU CAN ASSUME THAT WHATEVER YOU DECIDE TO ZO IN THE .

# . .
1.

, MEETINGS, THE OTHER MEMBERS OF, THE ASSOCIATION,WILL GO 'ALONG WITH.

IVEMEMBER T EN YOUR ASSOCIATION DECIDES TO.SPEND MONEY ON ANYTHING.

'INE COST WIkL BE DIVIDED AMONG 50 MEMBERS, RATHER THAN [iilimber of

businesses n your group).

THE FIRST ITEIR ON THE AGENDA IS*ELECTIbN OF A CHAIRPERSON-. THE CHAIR,

PERSOW WILL. RAVEITHE-RESPONSIBILITY°OF CONDUCTING THE MEETINGS OF THE

ORGANIZATION AND'MAK1NG A BRI6 REPORT ON THE ACTIVITIES OF EACH MEETING..A
ARE THERE ANY110144NATIONS'OR THE:OFFICE OF, CHAIRPERSON?

[Condutt a brief election -for chairperson, and then .turn the meeting

over to ihe chairper§on. Give the Chaitperson's; Report to the Chair-

person and explain to him br her hciw to uss it. He/she will .fill .out

the cOlurrin labeled "Contriblition -Prornis d";.you will fil,youi the

col umri-: "Actual Contribution" dun n

- ,..

You sholrld leaie the running of :the-Metchants' Association meetings entirely
. ,

.

up to the.ChairperSon. Do nOt Make suggiStions.or 'give 61e '-Students advice.._
, .

during the meetings. You should interiene only if the players have seriously

miSintertmeted-tnformation_on,the'issues to bd-diScbssed:or if the Chart-7

,
...quartet, a Otojett is carried out.

'persdn e to %control ,the*meeting.

. ,

OprYpg thp f!lerChaotS Assoela rileki n9 ,: !;irfig tilree: col ump he'adj ng s on

the tnal kboard: '''CorillUility,---ProjeCts-SCheckiled"-i'neost- (per 61.;s4rIess )", and'.

arter"- -This -chatt will be ,used to remind the players of the cost and

the,:projedts- thek.,have planned...



91

WIrn-the players at the end of 20 minutes that, they have only fivemore
minutes' left for "Pr meeting._ At the end of 20 Minutes, siop the meeting,

and get4he_ChairpersoriLs Repottfrom-the-Chairperson,Using.--the-Orart on

the chalkbdard, fill in the project(s) scheduled, the cost per business,
,and the qua-I:ter in.which the cost s,hould be paid. (-For the slreetlighting
petition drive; it Would he, "Quarter 2, Year P; for Park and Shop, 'it

.5

wou141 be ,"every quarter".)

TELL the .class
f

THIS CHART WILL'REMIND"' you OF THE EZPENSE OF/THE COMMUNITY.PROJECTS: ,
1.°

,Y011 HAVE PlANNED AND THE. QUARTER.IN, WHICH THE EXPENg.SHOULO BE' PArp,.

THESE .EXPENSES SHOULD BE LISTED .ON YOUR "PROFIT AND Loss STATEAENT"

FOR fHE APPROpRIATE QUARTER UNDER "MER.6-1ANT'S' ASTOCIATION PROJECT:,

Keep the Chairperson's Report handy for use in determining whether or not
0

Community lirojects are -successful. During the quarter in which a community,
y

project is carried' Oiit, fill :in the Column rabeled "Actual, Contributions"
from the5qUarterly Businesi'Plans antradd up the- contributions. Then use _

° the-Administrator's Key to deterthine if the projedt.is >successful and .hOw
many_ points each buil ness should receive`,'for. i t. .(Note5 YOu will have to.

5 1

mait'to add.up theDemand Potential Scores 'and figure sales until all
. business ptins have ,been submitted.' You won't know tro 'project is' success-

ful

_

until you,'ve received all the plans.). °

a

When.You do the scoring ofi,the busi,ness plans dn the.Quarterly demand
Potential Scoresheet for, Quarter 2 and the remaining quartersly the game,

you may havi tO enter, poiniv.ft) -comniunity particiPation or seasOnal
comunity actiyities: Use-the Admiiiistrator's-key to' determine number ind. 5
type of poiras to edd: 'For ,Coo rative Advertising, simply,enter the number.

-

. 3 .,. .-of-units off Cie Cooperative Advertisikg l;ine'and multiply by 50. td find'
, ...

°effect on RP: Do.nOtigiie additiOn points for the type of advertise-
ment used.'.'" c ,..-

o

co

1 GO
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Manaling:the Gine, Session

Try to,complete the Profit and Lbss Statement for'Quarter 1 in thetime

allotted for it; .otherwise, there will no,t*e. time for, players' to hold
.

:the Merchapts' Association .Meeting during this'. period. Five !Minutes
.

,before.the end of the period, tell the p4ayers thAt it js7time 'to. stop

working and start tleihing up. F.lave theM put 411 of their materiAls

their envelopes.. Collect the envelopes 'before the pliayer leave.

,Before the next class period, chCk the Profit-and Lott Statementsifor

Quai-ter 1 and conrept any.errors.

a 4,



Checklist: prepai-ations Ref:wired for Period 31

THE DAY BEFORE Ttig GAME SESSION:
,

Check Profit and Loss Statementt for
Quarter 1 aryl correct any errors.

. Re-read seCtion of TEACHER'S MANUAL
dealing with Periods 2 and 3.

.

THE DAY OF THE
1

GAME SESSION:.

Put Order of Play on chalkboard.

Arrange classmoto furniture.

'Arrange Playing materials.
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Period 3: The Ninth Game Session

Teaching-Liarning Activities

1. Play of Quirtee0eTar1

2. Play of Quarter 3, Year 1

Time Required

1. Classroom administrative' matters roll-taking, etc.):

. Play of Quarter 2 Year 1:,.

. Play of Quarter 3, Year. 1:

I 5

4. ;Clean-up and collection of playing materials:

Materials Required

. Manila envelope for each business used -in-previous periods

Total:

5 minutes

20 minutes 0\

20 minutes

5 minutes

50 "'Mutes

. Two Quarterly Business Plans for each busines$

3. Two Sales and tipense Reports for each business

_tt
4. The Summaries of Events for Quarters 2 and 3, Year 1, for eaeh busineis

I

5. Inforeation from Trade Associations and Chamber?,of Commerce for

Quarters 2 and,3, Year 1, for member businesses only

-:t'f?
,10E

. Two Profit:A dlois Statements'foreach business

7. Items 7-14 from Period 1 (page 77)

.;
A:kr: 103

.
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Classroom Set-uP

1. Furniture. Same as previous periods.

1

2--Chalkboard. SAme=as-Pertod-2.
) ,

Playing'Materials. All of the 'playing materials to be used by the

Players wiTl'be §iven out at the beginning of the period: minila en-

velope, Qurterly BuOness Plans, and profit and Loss Statements,. The

Administrator's.taterials and the penciltscratch paper, and paperclips

should be handled aStheY were for previous, periods.

Distributing Playing Materials

At the beginning of the period, distribute the manila envelopes and the

,Quarterly Business Plans and Profit and Loss Statements.

Administering the Game

Begfn-the session by saying:

1. TELLthe class

I HAVE DISTRIBUTED YOUR MANILA ENVELOPES AND HAVE GIVEN EACH BdSINESS

TWO "QUARTERLY BUSINESS PLANS" AND-TWO "PROFIT AND LOSS STATEMENTS".

TODAY WE ARE GOING TO'PLAY "QUARTERS 2 AND 3 OF YEAR 1". YOU CAN_GO

'AHEAD NOW AND BEGIN WORK ON YOUR "QUARTERLY BUSINESS PLAN" FOR "QUARTER

2". FOLLOW THE "ORDER OF PLAY" ON THE CHALKBOARD AND po RIGHT THROUGH

"QUARTER e. WHEN'YOU HAVE FINISHED YOUR "PROFIT AND LOSS STATEMENT"

FOR "QUARTER 2", GO AHEAD AND START "QUARTER 3". YOU WILL HAVE UNTIL ,

THE END OF THE PERIOD TO FINISH "QUARTERS 2 AND 3".-

. ASK the students 1fthey have any questions.
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_I4hen the players give you their Quarterly Business Plans; score them

immediately, following the same procedures you used on the Business Plans

for.Quarter 1. Do not let the players see the Quartely Demand Potemtial

Scoresheet___Return. the_Business Plans_as soon as you fimish_scoring them;

do not wait until all have been scored, While players are waiting for

their Business Plans to be returMed, they can begin.to fil1 in their

Prof k and Loss Statements. Remember to giive players theirbSales andOl

txpense Report, Summary of Events, and Information from Trade'Associations

and Chamber of'Commerce (if they are members) when you return ,their
'

Quarterly Business Plan. ,

. -/1

Managing the Game Session
/

Since the players will be workingiat, their.own speed during this period;\
,

they will probably ndt all finish vie quarters at the same time. You

should keep watch on thetime and tell anY busintsses(that do not finish

Quarter 2 in the 20 minutes apotad to it,that their.time is half up.

Five minutes before the'end of the.period, tell the players that it is

time to stop\working and start cleaning up: Have.them paperclip their ma-

terials for-eadh quarter together, put all of the materials into their en-

velopes, and hand them in before try lea've. Before the next'class period,

check the Profit and Loss Statemen s-for Quarters 2 and 3 and correct any
;

errors.

9 ,
1.

Potential Problems and Suggested-Solutions ,

Players finishing before the end of the pertod should do something else' for

the rest of the period I ; '

4411

.1

a

Playee's not finishing by'the end of the peilod should come in outside of
I I

1. class to finish Quarter 3. *If the majority of the claSs hisJnot-finished

by the end of the period,,continue Quarter 3.-during:Period 4.

105

\
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sC eckliii: Preparations Required for Period 4

E DAY BEFORE THE'GAME SESSION:

Re-read section-of TEACHERLS-MANUAL
dealing with Period 4.

Check Profit and Loss Statements. for
Quarters 2 and 3 and correct any errors.

THE DAY OF THE GAME SESSTON:

Put Order Of Play on-chalkboard.

Put Community Projects-chart on
board.

Arrange classroom iurniture.

Arrange playing materials.

St;

kg

-

166

7.
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Period 4:, The, Tenth:Game Session.

Teaching,Learning Activitie's

1. Meéting #2 of Brentwood Merchants Assotiation

2. Play of uartev 4, Year 1

'Time'Required

- 1. Classroom administrative matters (roll-taking, dtc.)

2. Meeting #2 of Brentwood Merchants' Association:

3. Play of Quarter 4,, Year 1:

4. Clean-up and collection oi Playing materials:

5 minutes

20 minutdsJ

. 20 min'utes

5,iiinutes

TOTAL: 50 minutes

Materials. Required
,

1. Information lor Chacipqrson, Meeting.#2, Brentwood Merchantsi.AssotiatiOn
.

2. Manila,envelord for each business used i previous periods

3. One. Quarterly BusinesS'Plan foe each business

4 4 .

4 SIne .Sales-aneExpenSe_Report for :each: bUs1sS-1. .
, .

5. Summary of Events 'for Quarter 4, year busine0'. -
.

6. nformation from TraddAssociations and Chamber of COMMer:cd:fbi-: QUatte..

-

4, Year 1, for member businesses only

7. One Profit and LosOtatilient' for each business'

8. One Chairperson's,Tepor,

9. Items 7-14 from Period 1, page 71
.,



-

.Classroom Set-op

1. Furniture. Same aslorevious periods.

2, 'Chalkboard., Same as,previous.periods, In addition, the Chareused

, during Period 2 to remind plaYers of community Objects scheduled;.
-

should be-on the chalkboard.

PlaYing Materials. Ati4nge-the playing matet.ials tb:be!useeby.thel

Players-in the orderineithich'ihey.will be g4eri out: .manija"envelope,

rierly Busfness pfanv_profit 64.Losi Statemeqt, JpforMatibn::for

.Chdirperson and Chairpersori:s. Reports Arrange the materials, used.by

the',AdMinistrtator and'the'pencils, scratch paper, and paper-clips the
A

same,way aslor previous periods.

DistribUting Playfng Materials

-

At the beginning of the period, give the Information fbr Ctiairperson and

Chairperson's Report,:Meeting #2, to tl4e Chairperson of the Merchants'

Association. After the meeting, distribute the'manila envelopes, the
-

Quarterly Business Plans, and the Profit andloss-StateMents.

Administering the Game

Begin the session'by saying:

-1\--TEL-L--the

THE FIRST HAtF OF THE PERIOD TODAY WILL BE DEVOTED TQTE SECOND MEETING

OF 'THE MERCHANTS' ASSOCIATION. DURING TK SECOND.HALF YOU WILL PLAY

:THROUGH "QUARTER 4 OF YEAR 1". YOU WILL HAVE 20 MINUTES TO CONDUCT

MEETING #2. 'do AHEAD NOW AND START. A

S.

=.t

HaVe the.Chifrperson s6rt the Merchants' Association meeting at this point.

,.:.You should tell,the Chairperson befpre'the meeting if tpe projects sponsor:ed

by the Meraants' Associatton since the last meetfng suceeeded; he4he

should anndunce,the resuliSlof the projects at,the beginning of the meeting.



After 20 minutes, stop the meeting, distribuie.the Quarterly Business6

Planstand Profit and Loss SiatementAnd tell th'e players to play through

Quarter 4. Any plaks who finish Quarter 4 before the end of thiperiod

ah start2wcirking on their Year-End Worksheetswd Balance Sheets.

'These sheeti ShouTd be.gTVen to the; wheri,they,Aleve finished their Profit

and Loss Statement forzQuarter 4.
. .

:

4
. Five minutes before the end of the period, have the pleyers put their

Miteriakin.their envelOpes and hand them in.

-

Rememberto:aad any communM robjects,planned.at the!fourth Merchants'

Association meeting to the-chart.
. 0.

Before the next game sesslop, check the Profit and Loss StateMents for.

Querter 4"andcOrrect any eitort. ,
_

a

:or

94.



Checklist: Preparations Required for lird 5
:

4 .

THE DAY1EFORE THEGAME SESSION:..

- Re-readsectiOn of TEACHER'S MANUAL
dealing with Period 4.

. Check Profit*.and Loss'Statements for'
QUarter 4-and correct anY errors.

THE 0AY OF THE GAME-SESSION:

.01it.Order of Play on'Ihe .chalkboard.'

Arrange classroom furniture.

Arrange playing materialsT

.e.;

110
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/
Period 5: The Eleventh Game Setsion

/
4Teaching-Learning Activities

if\ . ,

1. Introducing year-end Balance Sheet dd scoring

/
0

..- 2, Play of Quatterl, Year 2

Time:Required

tlassrooluadministrative, tters (ro 1-taletng, etc.)

intr004aingyear-enC0
. :

Playojf.Quarter 1, a

. Clean-up ancipil ectlon of materials:'..,'

4nce'Sheet and .scoring:

Materials Required.

1. Mani a envelope for.each business used A

'75-miriut

,20 minutes !

:-Previ.OUs. periods'.
. ..

2. -0n0ear-end Worksheet ler each bustness
/

3: One Yearl-end Worksheet Aid foi- each business

//
4. One Balance Sheet for each business .

5. . One Balance Sheet Aid foil each business

One Scoresheet_for each, business

7. One Quarterly Business Plan for'each business.
,

13., One Sales and txpense Report for each businesi
.

,

/ 9. The Summary of Events for Quarter 1, Year 2, for each business,

20initaltes..

:

5 minutes

50 MinbteS

/ 1

10. .Onformation from trade Associations and ChimbeOf Commerce for Quarter.
, 1; Year 2, for.Member blisinetses only
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One Profit and Loss-Statement for each business

Items 1-4 from Perioa 1,..page 77

-.Classroom Set-up

1. Furniture. Same as previous periods.

. ,Chalktioird.. Same as Period

3, Playingliaterials. Arrange the playing 'Materials to be used by tfie' I

pliyers, in the order in which thex will'be given out: manila envelopes

Year-End Worksheets, Balance Sheets, and Scoresheets; Quarterly Busi-

ness Plans and Profit andloss,Statements. The Administrator's materials
.

and the pencils, scratch paper, and paper clips-should,be arranged as

they were for previous periods. You may want to keep extra quarterly

Business Plani And Profit and Loss,Statemerits iiandy, in cdseThome of

the bUsine ses,start oil Quarter 2 dUring this perioa.

.110

Distributiing Piaying Materials

At the beginning'of tbe period; dtstribuNtfie manila enveloPes, the Year-

end° Worksheets, the Balance Sheets, and the Scoresheets.

Administering the Game

Begin the'sesSion by saying:

-TELL the crass

HAVE GIVEN EACH 'BUSINESS. ITS MANILA:ENVELOPE; A "YEAR-END WORKSHEET",

A "BALANCE.SHEET", AND A "SCORESHEET". THE FIR-ST THING, WE.WILL. DO'

THIS PERIOD. IS TO COMPLETt0A YtAR-END "BALANCE SHEET".,AND CALCULATE.--

---------RETURN=ON7-4NVES-TMENND-CORING-FOR-kYEAFrr':=TFIEfrWE2-wro.-=-gEgA.

PLAY OF "YEAR.2'. .

DISTRIBUTE Year-end Worksheet Aids.

1 i2
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TELL. t lass

BEFI FYN CAN COMPLETE4A ' LANCE SHEET°, YOU WILLHAVE TO PIT,LL OUT
.

YEAR,END'WORKSHEET"...2FIND THAT WORKSHEET,..YOUR "BALANCE SHEET

Of'TRANFER OF lOWNERSHIP,,, YOUR.'11PENSE.WOR61EET°.ANO...ALL:FOUR

"PROFIT AND:LOSS STATEMENTS". FOR "YEAR!,1"... USUTHE "YEAR-END

WORKSHEET AID",TO COMPLETE THE WORKSHEET.

ISTRIBUTE Year-end BaT ce Sheet Aids.

,

"TELL the dais

NOW YOU/ARE READY TO:C LETE YOUR "BALANCE SHEET". USE THE "YEAR-

END,BALANCE SHEET AID",T HELP YOU COMPLETEAWE BACANCE SHEET.

It
Work with any businesses having trouble until all balante sheets balance.

If some are having a.great deal of trouble, check the Owners's Equity

section to make sure lit is correct, and tell the playek to correct the
-

trouble outside.of class.

, .

JELL.the clats

NOW YOU AREREADY2TO FILL pu7 A SCORESHEET.AND SEE HOW YOU HAVE DONE

gATRUNNING YOUR BUSINESSJOR"YEARI". FIND YOUR "SCORESHEET" AND.'

.FILL IN THE INFORMATION AT THE TOP. [Pause.] :FILL IN "TOTALOWNER'S

EQUITY" AND;"GOODWILL" FROM YOUR "BALANCE SHEET" ANDSUBTRACT TO GET

"TANGIBLE OWNER'S EQUITr., [Pause.] GET THE FIGURE FOR "NET PROFIT:

OR LOSS" FROM YOURY"I1ALANCE SHEET" AND'FIGUREYOURRETURN. ON INVEST-.

MENT OR "ROI" FOR "YEAR.1". THEN USE THE "ROI CHART" TO FINDAUT

HOW MANY POINTS TO ADD. TO..OR SUBTRACT'FROM YOUR "STARTING SCORE".

[Pause.] THE:SCALE IN THE LOWER RIGHT-HAND.00RNER OF THE SCORESHEET

GIVES YOU-SOME IDEA OF HOW.GOOD YOUR BUSINESS! LONG TERM PROFIT

a

PROSPECTS-ARE-AT-THIS POINT--

113
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TAKE SOME TIME NOW TO ORGANIZE YOUR MATERIAL5; KEW YOUR SCORESHEET

AND BALANCE.SHEETS WHERE YOU 67AN FIND THEM EASILY; -YOU' WILL BE. U5ING .

. .

. .

THEM AGAIN LATER IN THE GAME.
,

. ,

[ Allow time for playerS° to arganizd mat?ials.]

/

YOU'CAN NOW START "YEAR 2 OF YOUR OPERATION Of YOUR BUSINESS." I

(4;0,1ILL GIVE EACHOUSIWSS A "QUATERLY BUSINESS PLAN" AND "PROFIrAND

LOSS STATEMENT". .G0 AHEAD AND. BEGIN .".QUARTER 1 °r YEAR 2".. ,pu

HAVE UNTIL THE END OF THE PERIOD TO FINISH !WART R 1", If YOU FIgISH

BEFORE:THE END OF-THE OERIOD, YOU CAN START ON UARTER 2".

\
7..; DISTRIBUTE QuarterlY..Butiness Plans and Prat arid Loss Steements,

''

Managing.the Game Session -

Once igain, you will have-a-4W a ciose.watch on timd: 'Try .to finish

the year-end BalancetSheet and scoring intile tWenty minutes allotted; if

it takes 'longer, .businessei may not be able.to finish:flirter 1 by the end

of the period. If most of4the group has noi finished Quarter 1 by, the end

of the .periol, let:them continue work on it durini Perio0. 6.
.

Five minutes before the end, of the period, tell the students that .it is

time to. stop Work and start cleaning up.:' Have them orgailizeotheir Materials, ,

put them in their envelopes, and timid. them.% before thei leave.

. )

Before the next Class period, CheciC: the ScoresheetS and Profit and LoSs

Statements for Quarter 1 and-correct .anerrors:
.

Fill out Quarterly Demand Potential ScoTesbeet for each business from, eki.

2. -Long Term Demand Potential should- equal' subtotal froff Yeat. 4.

4

111



Checklist: PreParatfons_Required for Perfod,6

THE DAY'BEFORE THE GAME SESSION;

Re-read section .of .TEACHER'S MANUAL -

dealing with'Perfod 6

Check ScoreSheets and PrOfit andiOss
Statementsloir Quarter Land Correct
any'errors. .

THE PAY OF THE GAME. SESSIONt.
I.

,

Put'Order of Play On Chalkboard.
h

Add Community. Projects from thfrd
meeting to' the:chart,..

Arrange:clasvOom farniture.

.

1

ItrrangOlaying materials. i

115
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Period 6: e Twelifth Game Session"

-Teaping-Learning kctivlties

1., Meeting #3, Brentwood Mer 'ha tS' AssociWon

2. Play of Quarter 2, ear 2

time Required

Classroom administrative matters (roll-iteking, etc.
tr-

Meeting #3, ,Brenticiod.Merchants'

'Piay of Quarter ik Year 2: ,

'A
4.s Clean-u sand collection of materi

1.

!Materials Required

`1-r,t Manila envelope for each business used in Previous petiods:

2.. One Quarterly Busines,ipl..an fo*each business_
,

,

One Sales and. Expense RePort for each businiss

1The Suomary of Events fOr.Quarter 2, Year 2, for each business ,

cr .

. Information from Trade Association and Chamber Rf .Commerce for

Quarter 2, Year 2, for member busiriesses..only u .

6. One Prof-t
/

nd oss Statement forreach business
./

Items 8-16 from Period 1

'. Infornton for, Chairperson, Meeti ng #3

.1 16
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re. ,Same-as previobs peOodsi

ard., Same as preous periods 41d Community Projects from
4

ird Merch nts' Asso iation meetinglto the chart. The,playground

entou4. d be paid for during uarr 2,',Year 2;''the Fourth'of
. II_

ce ebration during Quartier 3, Yearl12. 1

i

aying Materials.. All of the playing Inaterials to .be used by thp,

players will be given out together at he beginning-of the. period:
r

manila envelopeS, QuartPri,), Buslness P ans, and Profit and Loss.

,Statements. The Administrator'.s mate0als and.the eiicils, scratch

paper, and paper cliOsshould be arranged as they were for ,previous
,

'periods. . i
ca

2

trib tin P14 i

the beginning of,the period, distr'ibut the manila envelopes and the

arteriy Business Plans.and Profit and Loss Statements.

dministerinq the tame
c),

oin the session by saying:

1. TELL the class.

T E FIRST HALF fill-RERIOD TODAY WILL BE DEVOTED TO,THE THIRD .

MEETING aF THEMRCHANTS'.ASSOCIATION. DURING THE SECOND HALF YOU

WILL pLAY4THROUGH QUARTER12, 0-F YEAR 2.

The chairperson shoul4 conduct the meeting. Have hfm/her close the

meeting after 20 minutes.

TELL the class

I-WILL NOW GIVE YOU A "QUARTERLY BUSINESS PLAN" AND "PROFIT AND LOSS

STATEMENT", AND YOU CAN BEGIN WORKING_ON QUARTER 2, YEAR 2. YOU

WILL-HAVi-UNTIL-THE-END-OF-THE-PERIOD-TO-FINISH-QUARTER4.-- ________ _

You will handle the4.scoring of the Quarterly Business Plans the saMe way

as during previous perip8s.

1 1.7

.



Managing the-Game Session

Keep watchon the time andrmake sure hat no 'bUsineSses lag very far

behind. Five minutes before the end.of"the petiod,*have the players stop

-work, put their maierials'in their envelopes, :and hand them in, as during

previous periods.

Before the next class period,theck'the Profit.and Lott StateMents for

Quarter 2 and correctoanY,errors4':

Potential Problems and Supested.Solutions

Players finishing before'the end of the period may go.ahead anCstart

Quarter 3;

1
Playersnot by the end .of thelleriod should comp in outside of.

class'to finish Quarter 2. If .the:MajOrity OUthe class0has not finished

by heend of the 'period, conttnue.Quarter'2,ddring Period 7.
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Checklist: Preparations ReqUired for Period 7

THE DAY,BEFORE THE GAME SESSION

Re-read section of TEACHER'S MANUAL..
dealing with Period 7. ,

Check Profit @nd Loss Statements for
Quarter 2, Year 2, and correct any
errors. .

THE DAY OF THE,GAME SESSION

Put Order of PlaY'on chalkboard.:

Add Community projects from,the
fourth meeting to the chart.

Arrange clwroom :furniture.

Arrange playipg [materials.

r



Period 7:V The Thiiteenth Game'Session

/ TeaChin -Learnin A tivities

1. Play of Quarter. 3, Year 2

eeting #4, Breltwood Merchants' Association

Time Re uired-

1. Clan oom administrative matters roll-taking, etc.

. .Play o Quarter 3,'Year 2:

3. Meeting #4, Brentwood Merchants' Association--
I'

. °.Cleen-O0 and colleCtion'of Materials:.

Materials, uired

-

1. Manila envelope for each business used in Oevious-periods

2. One Quarterly Business Plan for each businesi-

3. One Sales and Expense Report for each bui-iness-

,

. 4. Summary of Events for Quarter 3, ,Yeet--2,°for each business

. Iiftrmation from-:Thade;ASsociatiOns and Chamber of Commerce for Quart&
3, :Year 2, fOrMemberixistnetsesontY

C_

. . One Profit and Loss-Statement for each businest

7.° Information,for Chairperson, Meeting #4

8. Items 7-14 from cPeriod 1 ,,.page

120



',Classroom Set-up ,

1 . .Furniture.. Same as previous periods:'.

2. Chalkboard.,Same as.previous periods. TAdd OmMunity Projects from

thefourth Merchants' Associati.Onlretings_to the chart.'.,The Fourth of

JUly.celebration Would.bepaid for during:6arter 3::Year 2.

Playing Materialt: All.of the playing materials to be used:by the

players will be'givenout at the begiring of theflifidds Mate,als
.

used:by"the Administrator and the pencils,.. scratchpaper, and Paper

,clipsthOul&be.aitanged the SaMe wayas for previout peolods.'.

.4 Distributing Playing Materials
. ,

At,thelbeginhing of -the. per*distribute the. manfla..enve1444.1
, . \
HI* ness-Plans.,-Andyrofithnd'..Loss StateMents:

,l. TELL the class

DURING THE FIRST HALF OF THE PERIOD TODAY YOU WILL PLAY THROUGH'QUARTER

3 OF YEAR 2. THE SECOND 4,LF WILL BE DEVOTED TO THE FOURTH MEETING OF

THEPMERCHANTS' ASSOCIATION.

Five minutes before the end of the-period, have

materials in their envelopes and hand them in.

Before'the next game session check. Profit and Loss StateMentsfor

.land correct any erroes,

121



Checkli-st: Preparations Required 'for Period 8

'THE DAY klEFORE THE GAME SESSION:,

Re-read section of TEACHER,'S MANUAL
\ dealing with Period 8..\

Check Profit and Loss Statemehts for
Quarter 3 and correct any. errors.

THE DAY °OF THE GAME SESSION:'.

Put Order of Play on chalkboard.

Arrange clasSroom furnitUre.

Arrange playing materials. '



Period81.,_The_Fourteenih_GameSession

reachinsElmIliallistildtles
v4z,.

Play of Quarter 4, Year 2

2. Completion of Year-end Balance Sheet and scoring

^

Time Required .

1. Clissroom adOnistr ive matters (rol1otaking, etc:): 5 min tes

2. Play of Quarter 4, Year 2:

. Completion of Year-end Balance Sheet and scoring:

4. Clean-up and collection of materials:

Materials' Required

1 .

20 Minutes

20 minutes

5 :minutes

TOTAL: 50. minutes

Manila envelope for,each business used 1 _oreVious_periods___L____

a
. One Quarterly13usiness Plan for each business

3. Ori0 Sales and Expense Report for each.businbss
.

. ,

4. 'TheLSummary ofEvents fOr'Quarter 4, Year 2, for edth bUsiness

Informatibn from.TradeAssociatton and Chamber of CommerCe°for Quarter
4, Year 2, for member businesses only.

One-erbfit and Loss Statement for each businets

-

,1,1'



One Year-End Worksheet for each butinesS

One Balance Sheet for each business

- Items 7-14.from Period 1, page- 77

Classroom Set-up

1. Furniture. Same as previous periods.

Chalkboard. SIme.as Period 2.

- °

3. Playing, Material s. Arrange the pl aying material s- to. be used by the

players in the order in, which they will:be Igi'venOut: manila, envelope,

Quarterly- BUsinest Plan,. and Quiiterly:PrOfit and,.Loss:Statement:.

-Year-End Workshebt and Balance 'Sheet. 'The Administritor's materials.

and the pencils, scratch- paPqr, andOaper clips should be..arranged as

for previous periods.:

;

Distributing PlayiWMaterial

, At`the begitining of the periOd distritiOte the Manila envelopes and QUar-.',

terly Busi nest Plans 'and' profi and A.OW:Statements.

Administering-the Gmme-

Begin the session by saying:

1. TELL the class

,T6DAY WE _WILL& PLAYING "QUARTER 4 OF YEAR 2" OF YOUR OPERATION OF

YOUR BUSINESSES. THEN You WILL 03 A FINAL BALANCe: SHEET AND ,FIGURE

YOUR-FINAL SCORE. '44 HAVE,GIVEN EACH BUSINfSS ITS mANIew ENVELOPE AND

A "QUARTERLY BUSINESS PLAN" AND "PROW AND LOSS STATEMENT". YOU WILL

HAVE 20 MINUTES TO FINISH "QUARTER 4".
4,

,e

-



All of the businesses Should'finish Quarter4Withi:n 20 minutes.. If some'
.

have-notT:haveone-member-'-ofHiheT-buiSilless, ftbish-Quarter-4-while-the other

works on the ye4r-end balance sheet. When,* of.: the .buSines$eS ha'ye

finished Quarter 4, or at the end of '20; iri4et, Whichever cc:1mi firSt.,

continue by saying:

IT IS NOW TIME TO START WOR ON YOUR "BALANCE SHEET AS OF,THE END OF

"YEAR 2". I WILL NOW GIVE ACH B11S1*S A "YEAR-ND WORKSHEET" AND A

"BALANCE SHIET". PLEAS-E Dq NOT START 'i'4ORK YET: '

. DISTRIBUTE sheets.

TELL the ,c,lass

TAKE OUT Y0UR "BALANCE SHEET" AND "YEAR-END WORKSHEE'17,FJ:kR "YEAR.1" AND

YOUR "PROFIT AND LOSS STATEMENTS" .FOR "YEAR 2".11 Wause.] FIRST YOU
- /.,

_ WILL FILL OUT YOUR 'YE -END WORKSHEET". FILL Il
0.

JHE INFORMATION AT

THE TOP 'OF THE PAGE. ; [P' use.]. NOW ADD UP "TOTAL' DEPRECIATIDN TO

DATE". -..."DEPReCIATION FRO'M YEAR V` WILLBE THE SAttE, AMOUNT AS "DEPRE-

CIATION FROM; YEAR 1".1 [Pause.] ADD UP THE LOAN PAYMENTS ON EACH OF

YOUR ,LOANS AND FIGURE1 THE CURRENT MOUNT OWED. [Pause.] ADD UP Y

''"UNPAID SALARIES" FOR THE YEAR AND ADD ANY FROM THEc''PREVIOUS YEAR

41.

GET "UNPAID SALARIES-TO-DATE"-.,EPause.-] FINALLY-;

-PROFIT OR LOSS FOR YEAR"'. [pot,se.']

NOW YOU ARE READY TO FILL s3UT YOUR "BALANCE SHEET". FILL IN YOUR

"BUSINESS NAME" AND "As OF END OF:YEAR 2". [Plause.] UNDER "CURRENT .

ASSETS", "CASH" WILL BE YOUR "NEW CASILON HAND" FROA "QUARTER 4",

"YEAR 2". -[Piuse...] "INVENTORY",, "SUPPLIES", "FIXED ASSETS", AND

"GOODWILL" WILL' BE;THE SAME -AS' AT THE END OF "(EAR 1". "DEPRECIATION

TO DATE",WILL COME FROM YOUR "YEAR-END WORKSHEET". GO AHEAD AND ADD

'UP THE "ASSETS" SIDE,. [Pause.] FiLL IN THE FIGURES IN THE "LIABILI7

T4ES7ECTION FROM YOUR "YEAR-END WORKSHEET"; .AND ADD TO gT "TOTAL



117

LIABILITIES". [PauseJ_AIWNER'S_EQUITY_TO_DATE!_WILL_BE_THE_FIGURE

. YOU GOT FOR "TOTAL OWNERLS 'EQUITY" AT THE END OF ilYEAR 1". [PaUseA

,. ENTER "NET PROFIT OR LOSS FOR.THE YEAR" FROM T!.15 "YEAR-END WORKSHEET",

AND ADD UP THE "LIABILITIES AND'OWNEWS EQUITY" SIDE OF THE "BALANCE
F . /,

_SHEET".. [Pa!me.1] - . .,
.,

.;

,-

Scoring the Game, and Deterthining the Winner

Ahen everyone has finished.filling out the balance sheet, continue:

\ \s-
1.. TELL the class.

L.

KE.-OUT YOUR'SCORESHEET'NOW,.AND FIGURE YOUR "ROI FOR "YEAR 2" AND

YOUR-FINAL SCORE,

)

While the players are figurtngtheir final scores, liSt the.daMes of the
_

businesses_on the chalkbeard.' When everydne has finished have them report

their scores to you and 'list them on thel)dard The winner Wthe business

with the-hibhest final score.'

126
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.7

.-

J.jth Preparations_keq ed_for_Period -8
.1)

THcrDAY &ORE THE GAME SESSION:
4

4

THE DA

?

Re-readsection of ItHER'S MANUAL
dealiing with Period .1

'

Che0 Scoresheets ind,Profit and Loss
Sttements for Quartgr 4, Year 2,
co rect errors.

`.

F THE GAME-SESSIA:

ange furniture in classroom.
,A?

Arrange playing materials.

I 0

e

r.

.r7
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Period 9: The Post-game Dismission
,

leaching-biarni ng /Activities

Dsiscussion

lima Required
t

tlassroom administrative mattert etC. '5 Minutei-,-

Ending and discussing SBS0,2 :

Clean-up and collection of playing ma

Materials Required

TOTAL 50 minutes
2

1. Manila envelope for each business used in previous periods

2. Completed Starting Demand Potential ScOresheets
-

3. , Completed Quarterly Demand, potential Seoresheets

Classroom Set up

1. Furniture. Same as preViouslperiods.,,

. Playing Materiafse 'Paperclip the Scoresheets to -the outside.ofTt hp

mani 1 a envel opes .

_



Discussing the Game.,

1. DISTRIBUTE, the manila envelopes.

ASK the___following qUestions. Entourage_players_tO__talt _

exlieriences and problems .with specific businesses.\
a. WHAT DOES YOUR SCORE REPRESENT AT THIS POINT IN 'THE GAME?

(Long range chanCe of staying in business and making a profit.).

b. WHAT FACTORS MAKE THE BIGGEST DIFFERENCE IN DETERMINING BUSINESS
.

SUCCESS IN THE GAME? ARE THESE, SAME FACTORS, THE MOST IMPORTANT

- IN DETERMINING.BUSINESS SUCCESS-IN THE REAL WORLD? .

_

c. WHAT FACTORS,D0 YOU THINK INFLUENCED YOUR SALES? (Make sure they

realize that thefr sales were influenced by their advertising
and jwomcition,' product line, services and sales policies,
suppliers and coninunity participation.)

DISTRIBUTE the Staking Demand Potential, Scoresheeti and Quarterly

: Demand Potential Scoresheets -to the plityers.

TELL the class

HAVE'GIVEN-YOU THEitnNAND.'POTENTIAL' SCORESHEETS"'FOR-YOUR-BUSINESS'.--

DEMAND POTENTIAL As, USED THROUGHOUT THIS GAME..3:0 DETER-

. MINE YOUR LEVEL of SALE; IT WAS A MEASURE'OF.,THE DEMAND YOU-WERE'

ABLE TO CREATE Fog YOUR PRODUCTS'OR 'SERVICES. LOOK .AT THE "STARTING

DEMiND POTENTIAL SCORESHEET" FOR .YOUR BUSINESS. INITIALLY, YOUR,
I'

, LONG tERM DEMAND POTENTIAL, WAS DETERMINED'By.TWO THINGS: THE RATING

YOU.RECEIVED ON YOUR "MARKETING PLAN" AND,THE QUALITY: OF ,PRODUCT4

YOUICOULD GET FROM THE SUPPLIER YOU CHOSE. THE POINTS-YOU RECEIVED

ON THIS, SHEET FOR YOUR 'SUPPLIER WERE, ilASED ONLY ON ,QUALITY; THEY 'DO

° NOT INDICATE HOW-APPROPRIATE OR INAPPROPRIATE, EACH SUPPLIER WAS.

I.
'
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:

,

! YOUR LONG TERM DEMANDPOTENTIAL:WAS'THEN.TRANSFERREDTO THE NUARTERLYY

SCDRESHEET". ON,THE BACK OF:THIS SCORESHEtkPOINTS WERE ADDED OR

.5UBTRACTED AS0A RESULT OF PERMANENT CHANGEO,DU MADE IN. SUPPLIERS,

'5ERVICES AND SALES POLICIESi.AND PRODUCT/SERI4E0E. SOME TYPES,

OF, COMMUNITY PARfICIPATION-ALS6HAD-ATPERMANENT-EiFECT ON-YOUR

DEMAND POTENTIAL.. TON THE FRONT OF, THE'SHEET:\pOINTS WERE ADDED..,EACH

QUARTER FOR ADVERTISING,'PROMOTION, AND SEASORALSOMMUNITY ACTIOTIES.'

TAKE A FEW MOMENTS NOW TO LOOK OVER ThE SCORESAEETS..

[Allow time for the players

5. ASK the following questions:

o-exaMine,the sheets..]

a. ,DID YOU REALIZE WHATTACTORS WERE AFFECTING YOUR.SALES?' DO you

THINK A REAL BUSINESSPERSON IS ABLE TO TELL. EXACTLY-WHATPACTORS.

.ARE.AFFEOI$G HIS/HER SALES?j

WHAT EFFECT DID-COMMUNITY PARTICIPATION HAVE.O.N YOUR 'BUSINESS?

WHAT EFFECT DID-ITHAVE OWTHE COMMUNITY.? WHAT'EFFECTS DOES IT

'HAVE IN THE REAL,.WORLDT

. ..HOW7DID_YOU..DECIDEWHICH.ORGANIZATIONS:la...jOIN2.LIELIDUILAYElii....

'THE GOE,AGAIN, WOULD YOU JOIN THE.SAME ONES? WHAT WERE THE

ADVANTAGES IN THE GAM'E OF BELONGING WHE CHAMBER .0F.COMMERCE?

-,TO-THLTRADE-ASSOCIATION?--WHAT-ARE-THE-ADVANTAGES-IN,..REAL-LIFp_,

WHAT'FACTORS INFLUENCED THE AMOUNT OF FROFIT YOU MADE?. WHAT WERE

YOU ABLE TO QOTOINFLUENCE youR PROFIT? WERE-yOU ABLE To MAKE A

HIGHER PROFIT. THAN THE PREVIOUS OWNER Dior

e _HOW DID YOUR BU5INESS. PLANS INFLUENCE THE SUCCESS .OF YOUR BU.sINESS?

DID YOD CHANGE-ANY OF YOUR ORIGINAL DECISIONS DUkNG THE GAME?
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WHAT MADE.THE MOST DIFFERENCE IN DETERMINING BUSINESS SUCCESS

IN' THE1GAME? WHAT MAKES THE MOST DIFFERENCE IN DETERMINING WHETHER

ORT-NOTAREAViliSINESSSUCCEEDS?

. WIrT DID YOU LEARN FROM PLAYING SBSG 2 ABOUT STARTING AND RUNNING

A BUS1NE$S?

Coll ecting;the Playln,Materials
t

At the ends;of the periodAave the players put their materials in their

envelopes and turn them in. Some Of the materials may be usefur to you

in evaluating players' performance in the game.



.. Evaluating the Players' erformante in the Game

Players' performance-in-the-game-should,not-be-ovaluated solely, on the

basis of their scores.' Small di fferenceS between businesses in number of

. points earned not esPecialfy significant. Some of the variation in

scores may be due to differences amag businesses,: rather than to di fferT

-encesamongplayers-.--The-trend-ota pl aye risis core -may be more i mportant
than the actual amount of the 'score: If a player started the Running seg-

ment of the game ivith a low 'score and wai able to ,raise it during the

Running segment, he/she would be dOng better than a player who started

with ,e higir score and lost points during'tl, Running segment. You shOuld

also look for improvement during Yar.2,0e4f.tYear 1; the ROlifor Year 2 ,

should probably be higher than the ROI fOi.iYear,f:
. ,

'Another consideration in evaluating players' Performance:in:the:game is

Wheher they OPPear :to .have learied how tO fill:out a_balance sheet and

profit ind loss statement.: This cal'r be determined by-Observation in class

and by eicaminition of th .sheets omPleted:brthe player..

The most important consideP'atior in , evaluating plaYers _perforMance

probably, the degree to which th y have achieved the edUcational objectives.

:Of.the game ibe.postiame discusSion'will he a helpful tool in deter:-

mining whether the Players haveHachtoed.t0e.objeetives. Even a player

who has,made.,.many-mistakeslimy underptind and be' able to express theconCepts
. . ,7

- 7, - - - the -9ameAs-;4ntinded-to-demonstrate.;,-i...:.-
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Starting aBUsiness

FacsimileS Of'Role-PrOfile Cards
*

k

Role Profile #1.

You are-a- restaurant manager.
You'haveAvorked ot the Same.
7restaurant for five years;
before that you worked at
two other restaUrants.: All.
of youtexperience has been
in waiting oh tables and
-managing; you knovvnothing
about cooking. Yo4 have H

been earning $10,000, a year
aS-mana'ger. you now have...

'$10400.taved up and waittl
to go into the restaurant
'business for yourSelf#0
are looking for a partnel-;
your mother isJvilltnglto
lOan you $5,000 to;help you
get-Started. _

Role Pnofile,a,

You have managed'othe bakery for
a Chain Of:grocery stores fot' ;
ten years:.. Before that:you
wotked as i-bakerand suPer-
vttor in two retail bakerieS.
Your.uncle recently left you
$150,000,- and you'Would like
to become the oWnet'and Manager
ofyour own,;bakery.

. -You are
.

looking for a partner to,go
into butiness 'with 'yeu. Yoo
have .been earning 00,000 a year
as bakery.manager. hnOther
undle is 'willing toloan'you7
$10,000 to help yoU,get started.

,Role Profile #3:

You hive worked as a floral
designer for the last 15
years; during'th4 time you
have helped-the. owner Of.the
flower shoP with the orderin
andhalie supervised twO part
time-workers: You have.$8,b
in savings .aPd 'have.been.-

thinking abOut opening.:Your.
own shopiloware looking fO
a partner with Whom to ge-in
-business. _You halie bee0.,

earning-$8,000.a year as_im,

YoUr-uncll
is willinTtO loan you $2;00
to help you getstarted.

loleProfile #4. 8.01e Profile Role Profile #6

You have-been the owner of
two past businesses': a dry
cleaner-and-a-hardware tr

ih re of ihe
cleaner to your partner a
month ago because you did

. _not.agree,on-howthe business-
should be 'mitt' You now have
$8,000 to invest in a new
business opportunity and
would like to,remain in the
dry'cleaning-husiness. You
are looking-for a new partner.
You have been earning $6,000
a year as-owner of the dry

It, cleaner. -A. friend is willing

to loan you---$2,000 to get
started.

I

You haveacollege degree in You are manager ofthe sales
joutrialism and;h0e4torked on department of a large Office'

AgYeramall,toym,tiewspapers.._:r.. supply. Wbolesa ler4...4ou have-
over the last.ten years; You held this job for five yeatS;
are now a featOre Writer for a. _before that,.you worked .in .

great metropolitan heWipaper vatioutiow-level jobs 00,1
Your-lifelong-dream-isto-be7the-"SaWtOmPanYY0O-haVii=
owner 4nd editotof a newspaper. sayri 0, and you wouldlike
You have4Onherited $60;000,fro6L' ,usdrit to go into:the wholesa
Your grandfatheriwhic0.yoo,' -ffice supply and stationerk
want to invest ima Paper. You
are °looking for a partner.
Your brother is wiUing.ta.loan-
you $5,000. 'You atemating
$8,000 a year in YO4t present at your present, job: .A fr$06
job.: is willing to loan.YOu35A00

to help you get:started.,

business for yourself. Right
now you ore looking for some-
one to invest in it with you.
You are making $9,000 a yeaf



SBSG
"

a

Starting a Business

.Facsimiles of Role Profile\Cards page 2

Role Profile #7

For the past four years you
have worked in -a small

.,'European-style pastry shop
and Cafe as pastry chef.
You also have experience as
a general chef in two large
restaurants. ?ou have been
earning.$8,000 a year at
die pastry shop. You have
saved up $5,000 which' you
'could invest in a business.

Role.Profile #8

You area buyer in men's clothes
fol4; a large department store. -

You.have had training in
fashion merchandising and have
worked in twat smaller clothing
stores. You have been making
$10,000 a year. Your hobby is
raising plants, and.you have- '
built Your own small greenhOuSe.
You have been alling plants oh
a small scale fo-r the last two
years. You have $5,000.to
invest in a business.

Role. Profile #9.

,You ha,ie worked -in small.
Mahtifacturing plants since yi
geaduated from high schoo 1... 1!
Yet4S'Ago. Right nowl;.,*m an
the/loreman in a small Crate

!bonstruction coMpany. You hi
had special...training in pro-

/dUcti on control foi, small
I'manufacturert. Your Tresent

moy i ng. to,1', new
locatcon,-and you ,halie.,;,$5,00(
*Saved.,un.which
to use to Oo into business.. -.
YOu haiie 'been earning:'$'1,000.7
a year, in your present job..,,
I.

-' Role Profile #10 I Role Profile #11

.You'aie the Manager of a'
coninercial printing' company..:,
Before you were promoted to

- ;this job three Years ago,
you were a foreman for the
:same company for two years

. .aPd'a prihter.for five.years:4;,
----Tairlifelrittiti Vicar you

could invest in a bUsiness:
You have been' earning $8,000

, year, 1 n,. your., present

You .are the manager of the):
!epair department in a:large
department. store. You have .

just completed an evening class
in small business management
and want very, much to go into

have $5,000 in savings ihith
you are willing to infen, in'
a business. You have :nein .

earning $8,,000,-annualljr:-:'

iRole Pr-ofile #12
-

YOU are the manager of a,.
shall wholesale- hardware ware
halm. You..have had special
training in' wholesale stock
control, plus eight years
experience working in whole-

.sa.lewarehouses
'making $8;000 per yeai^ in you
-present job._ You have $5,000
,saved up which y)ou could inve
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Starting a Business

,Facsimiles_of Role Playing_Car!di_page_3

,

Role Profile #13

You have $2,000 to invest in
e business. .You have had
'training in busineSs-,manage-:;.
Went ancVare now Working,asl.

a- manger Orthe camera
. .

department of"a large depart-
men\t ;store You don' t want:

.,

.to, quit-your:present job ,

but ')Would like .to ,be= involved
in the running of the .

business.' .You don't esPe:
Oa* want a salary,' but
you Would expect-to share
in the profitS.

ROle Profile '#14

You have $2,000 to invest in a
business. You have taken night
classes in businessi and are
now Managing a chain grocery
store. You don't want to,qui
your piesent job and would'hot
eXpect a salaryrfrOm the btisi-'
ness you invested in. But,
yoU woUld like to help make'the
decisions fnvolved in running

and you Would like to share
in'whatever profits there were.,

Role ,Profile #15
t .

You have $2,000 =to ihvest, in
a business. You took
busineSs,management courses=
in cg.11480.,Ond now teach high
schillr. *You don't wont to".
quit, YoUf?:present job, and
you doti!'t..eimeOt a salary
froni.the'butinesS you inVest
in. You would-like to help
make the detisions involved
in runni,i1g.1ti and you Would.-
like: to lhare'in the profits.

Re le Profile #16

.You halie $2,000 to invest in
a businiss. YoU,have train-,
ing in bUsiness management
and noW.work for aecommunity
,development group. YoU don't

, want to 'quit 'your job, ,and
you don't need a salary from

,.--..---tbe..business.Niu-invest-in,---
You want to help make the
decisions involved In iunning2
it and share in whateVer

-prof-its-there-are:-

Role Profile #17
. .

YoU. have $2,000; to invest:,im a
business. .You: too* a course in
sMall business management .in. .

high!schootand now Work for the
s.,state.government..:.You
.-Want to'Aoit: your job,.:.butyou.,,,,
woUld like to 'be ipvolileOn.

-,runni.ng-a-buSineSsi,-;:4atherthan,
,beinr paid a;.::Salary by the
.bUsiness, .you. are willing tcr.
'receive .OnlY a share of 'the

-profits.

Rol e'Profi le, #18

You have $2,000 to'invest-in
a bosAness.- You have
training iklbusiness manage-

, inent and-now, work. in a large
sho& factory at. d,manager.
You don't ,want -to quit your
job, but yo0 would like to,

- ---
small business. -Rather -than

.1Seitig paid a--talary, you. .

are ing to,..receive only
-a- share-of-the profits.
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Starting. a Business
Business
Profile

11USIOSPRDFILE..i
I

Name of Business: BrentWood Neighbor

I. Physical Condition

The Brentwood Nei hbor.is lohated on the ground floor of an offite
building which is about 10 year§ old. The Neighbor occupies half
of the ground floor;.- the other half is occupfed by a travel agencyl
The office is modern, spacious, and pleasant. It is divided into

, three large rooms; one at the front is the customer area, with several
comfortable couches and chairs acrois the front, plants ih the window,
and a long.counter and two secretary's desies across the back. The
middl# section is i large offite area, With twelve desksi_bookshelves,
supply cabinets, and a large worktable all orOwdedt,fn. There is no
spate to, spare *this room, and only_a narrow walkWay is left along
one wall'between he customer area and the press room at the bacg.
At' the front of this section, a small cubicle is partitiOned off for
the editor/Puklisher's ,office. It contains a desk, twol chairs, and
a lbookcase. The back section holds the press,Toomi which contains
tile newspaper's presses, tables for doing laYout. work, #nd bthoi
equipment: There seems WI* enough room for 0 of the' equipment
Part of the basement of.the building is used for storage of materials
and files.of back iisues of the paper,

31f

The newspaper's presses and other equipment are in good cohdition and
less than five years ale' TheltOwners explain that when they bought
the paper, they replaced all ,of the old equipment:, ,

The office has a large window across' the front, with the words.
:Brentwood-Neighbase-printed-acrossit.c

, Rent' for the office is $500.- a month; there are five years remai ning on
a ten-year lease. .

,

Neighborhood Characteristics
.

(See attached maps for bus routes and crime rates:'\

The site orr,iilloh the Brentwood Nei hbor is located is zoned for this
type of offia, antzthere'are no p ans for change. f

Signs projecting morethin 12inches from* side of the, building are':
prohibited on_Adams beiWeen. Steven; Lank and Park Aveaue.

The buipings on AdainS between Steliens..Lane and Pari( Avenue are all
about 40Years old.- .The shops in the area all Offer htqh:OalitV
Aerthandise at:modiuM ta high priceS.

';:f;i7OW,c1



III. Owner's Analysis and Plans

. Ms. 'Vogel and Ms. Patrick, the owner/editors of'the Brentwood
Neighbor, tell you:

They bought the paper five years ago from a man who had edited and
published it for fifteen years. He had been the founder of the
paper; it has beep called the BrentWood. Neighbor ever since it was
started.

BrentwOod Neighbor page.2

Thei moved the paper tots* present location and boUght \ill new
equipment when they took it over.

They are tired of handling all the details of work on the paPer and
putting in such long hours. They think they would like to get jobs

1/4 on a large metropolitan daily.

,They plan to parthe Neighbor's current and longr.7termjiabilities
themselves; there will beAonefor a buyer to assume

lbeir.asking price ,of $110*000,incitidesthe:Value of the eaper:$
fixed assets and sUpplies, plut goodwill

.The liest'Side Shopper.has been In'businest. for:three YearP;theY
. feel'it-tas hurt their, adVertiting business%Andtirculation.-

IV: Product and:Service._Line.

. Industry-wi:de

I I

Most Week4, Community newspapers Ao'commercial printingion,the
side to keeptheir presSesimsy during .the Part of the iieekwhen
the newspaper ls not being printed. (It-is'.ithpOrtant not4o do
so muCh.cOffmercial printing that the printing of%the newspaper
isinterfered with, however.) They may also sell Office supplies

:and:eqUippent as a.sideline, especiallyAf there are no office:
:supply stOres nearby.-

.

Successful community news0a_ Pers generally concentrate on loCal
news And issues, especially personaLand organizatiOnalnews.
Both display and classified admtising.generally
emphasis, withcOmmunity,mercharigt irWresidents. &Ong mOst of.
the advertising. .The 101 slant iOdyertising isone of.the
community weekly's main advantages.00t-the Metropolitanydailyac
imlitch must feature advertisiiig forthe entire area. The:sathe
holds true.for.local'news. ,,;;*-

Most comthunity newspapers get about 50%Oftheir income from dis-
play advertisfhg, about 10% from classified advertising, about
10% frOmcirculation, about 25% from commercial printing, aboUt 5%
from miscellaneous tources.

.AOSi community newspapers rUn-about60%4dvertising to 40%.news;
'with aAbwer..-percentage-of,advertiSing, the cost of printing.the
paper rethains the tame, but the;:amount of income it brings in drops.
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Paid circulation. should be about 30% of the community's
population, for a successful newspaper.

B. -.Neighbor_

-The Neighbor'S current kid cirtulatiOnJ04000.- .4,00Q Of those
go to subscribers,-aboUt 1,000 ire sold.'en newSttahilt,*d in
businesses.

The BrentwOod Nei hboris published weekly; in_a tablotd-format
."1111-/2"X 161; it- s usually 20'pages

The Neighbor does a ,great deal af Commertiat** ':-COmMercial,
printing currently accounts for'oboOt'40%.11400°:fpaper!Sincome:--
Jobs are'piled up,,andeften-the printineorthe'paper histo Wait .

unpil a-commercial job is completed.: Os...'.110001*4-41s. Patrick, .

eiplain -that they feel their customers'-'printing iS:,.moro-imPortapt.'
'than their own:

.

The Neighbor concentrates'on community news:and isiuet,tut-tries
to.usethe.impegsonal style Of the-metroPOlitooAailies:,. 14,Widr
don't want ittrturn'into'i_neighborhoOCsCendirsheOW*01#19k.
Ms. Patrick; "so:we limit_the AmouPtie sOacewe-Olve:tO.locat

.

organizations to-half a 'page eVory'twe.'weekS,'Ood* Use the-OthO'
half.of that page for- perSonal news. Al.thorWiSe;,we trk te-treat
matteivof more general CoMmunity cOncern;:iike:school .board
Oedisions affecting the community, streotrepoir work,' things like.
that:"

Most of the Neighbor's advertising comes from the lirentWood area,
although,some attempts have beep made-lately to convince down-.
town department stores to advertilk The staff does not ganerally

_solicit advertising, but depends on:o'rd regular advertisers and
long-term advertising contracts.

,

The Nei hbor.currently runs'about,0% advertising and 60% news.
'Peop e don't like a piper %vitt too mUch advertising," explains.

f a

Ms. Vogel.' f

The Nei hbor Currently gets-about 35% of its'income from.display
'advertis ng, about 10% from classified advertising, about 15%

, from circulation, and about 40% from commercial printing.

V. Sales Policies

A. IndUstry-wide

'Community newspapers are distributed either on a paid subscri tion
basis or free of charge. Especially in areas where there ere,free
shopping papers, a paid.subscription basis usually causes readers
to hold the paper in,higher regard and take it more seriously.
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Community newspapers can be distributed by carriers, sent
through the Mail, sold on newsstandsand in places of-business
Carriers Can also handlp collection of payments for subscriptions
'and can be used to solitit for new subscriptions. Carriers
generally receive a 10% commission on each paper they sell.
Postage costs are about 1/2t Per copy for a 20-page paper, plus
the cost of postage for sending out subscription renewal-notices
and bills, about 20t per subscriber per year.

NewspaPors ire usually sold on a prepaid subscription basis,
although current subscribers may be,sent a few issues of the paper
after their subscriptions run out but before they have paid for

.1.4.renewals.

Deiive'ry service,is often offered for printing jobs.

0 ,Payment for printing jobs may be required when they are picked
up, or bills may be sent.

Neighbor

The Brentwood Neighbor is distributed on a paid subscription basis,
by carriers, and is also sold on newsstands and in loCal places
of business. .Single coOles on the newsstand sell for 10* apiece;
subscription rates are about 9t per copy.

the Netihbor does not offer.delivery service for printing jobs-.

06
Subscriptions are sold on a prepdrbasis only.

Printing jobs*may be paid for when they are picked'up, but credit
is also extended if requested.'

, Advertising may be paid for when the ad is placed, or a bill can
be sent.

Advertiiing

A. Industry-wide.
.

CoMOunity newspapers doinOstof their own advertiSing;4a display
adYtnIthe paper with a subscriptibn order.blank isuften used..
Flyirs may also be:distributed neighborhoodor stuffed
into a-saMple copy of the paper. Ailer.,,medWare used to a lester

Special promotional .campaigns or newspaper-sponsoted
comMunity events.ap other means, of advertising that are often used..
iTotal cost of allidvertising (including that in your own paper).

*Ijould be aboUtl3%4% of:your yearly'net sales.

,(Note:. ,Lq this*me, you will,pay yoUrself for all,AdVertising
yoi dd.t0 your own paper, and for-all flyerryou print
for yourself.)

..V"



VII.

Brentwbod Neighbor pegefi

o-

B. Neighbor

The Netbhbor does not now advertise in its own pages on a regular
'basis. A display ad with subscription blank is run on the last
page once a month, "if there's room"--which there usually isn't.
The paper sponsored a community pet show about a year ago, but has
run no other promotional events since.

The.Neighbor advertises its printing services by direct mtil to
businesses.

Legal Organiza ion

Industry-wide

Newspapek may'be operated as single proprietorships, partnerships,
or corporations. $ingle Proprietorships an&parpierships'ariii-
easier-and cheaper to start and require less legal advice. However,.
Proprietors or partners are personally.veAponsible for all debts of'
the business, and loan payments owed by the business must be.paid
before the owners are paid a salary. Corporations are more

, expensive to start ind requlre more legal adVice; howeVer, owners
are not personally responsible for the company'S'debts and can paY
themselves a salary even if the business is ndt able to meet all of
its Toan peyments.

Neighbor

Tfie7Brelitwood teighbor is currentlyjiperated as a partnership.

VIII. Insbrance

Industry-wide

Most newspaperscarry fire, liability, and automobile insurance.
(Fire insurance usually also inqudes insurance against other
physical risks to the business.) Even 0 the paper does not own
any.cars or trucks, it may be held responsible for dama0.in an
accident involving a,private car teing used for newspaper business.
In addition, crime-ihsurance, glass insurance, group life and,
health insurance may be pPrchased. Glass-insurance.is usually
almost as expensive as.the cost of° replacing the glass.

B. Neighbor

The Brentwood Neighbor's current fire, liability, and automobile
insurance all expire next week.

It would cost you $7-5Qr year to continu e the Neighbor's present
insurancecovera -$400 fOr fire insurance, $200 for liability,
and $150 for automo ile.

The group healtbAnsurance currently held by 4he Neighbor costs 5%
of the payroll annually; it will expire as soon as:payment stops.

140
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Brentwood Neighbor

If would cost $100 per year for cri insurance and $250-lier :

year for glass insui.ance. -

''.

, .

:

Group life insurance is aveloti of the payroll. .

_

Personnel .

A. Industry-wide

Community newspapers should do yearly net sales of about $1400
peif full-time employee4($7,500 per part-time employee),
including owners. Payroll, including owners'. salaries, should
be,About 35% of yearly net sales.

Generalfy.,about i/4 of the total manhours should be spent in
the printingiplant; a newspaper with a lot of comgercial printing
business wiliPprobably 'require more. 1/6 of the total manhours
should be secretarial.

eA paper the size of the Neighbor usually requires one full-t m
ad salesperson. Telephone orders for-advertising can be ha ed

g.
)by the secretarial staff.

-;!

Neighbor

4!

page§

There are presently" ,13 fullItime employees and' 10 part-time
employees, plus Ms. Vogel and Ms. Patrick. (Carriers are not
included in this figure.) Seven of_the full4ime employees and
four-of,the part-time employees work in the Printing plant. Four
of the lull-time employees are secretaries, one is a writer, and one
is a lay-out artist; Three of the pait-time employees are writers,
one is a writer-photographer, one is in charge of advertising, and
-one-is a maintenance person/janitor.

The Neighbor's printing plant employees belong to a union.

X. Financial Records (Attached).

-1



BRENTWOOD NEIGHBOR

Yearly Profit-and-Loss Statements for the Last.Three Years

Net Sales (includes all <

. sources of income)

Cost of Sales

Gross Margin

-Percentage

, EXPENSES

Ownett Salaties

Employees' _Wages-

Deli yell, (Carriers' toMthi on

Rent

Adifertising-

,

Taxes &;Litenies

Depreciation: ,.

. 3,000 3,000

. Fixtures & Equipment. 6,000 6,000 6,000 4t

Telephone 600

Insurance 6,750

Legal & Accounting Fees 1,000
4k)

Oti 1 i ties 2,000

Bad Debts .' 1,000

SupPlies & Equipment

- Interest

TOTAL EXPENSES

NET PROFIT

*Year ju'st ended

600 600

6,750 6,750

1,000 1,000

2,000 2,000

1,100 4 1,100

1,000 1,100 1,100

3,100 3,100. 3/100

$152,450 $152,650 $152,650

$ 5,050 $ 49,35b $ 11,850
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BRENTWOOD NEIGHBOR

Curreq Bal'ance Sheet

Assets

$11,500

2,400

1 000

$14,900

Liabiliiies and Owner's Equity

Current

Accounts Payable

Other

Subtotal

. Long-Term

Equipment Loans

Bank toans

Subtotal

Fi xed

Fi xtures. & .t4chinery.

Less. Depreciition

Subtotal

4120,000 ,

',30 000

$ 90,000 ;

5,000

2 000

$7,000

° ,
Capital

Ownee's "Inveitment

,Year's.Profit

-Subtotal

^V

$93,90D

TOTAL AS.$4ETS ;$104,,900 TOTAL LIABILITIES-
AND OWNER'S EQUITY $104,900
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BRENTWOOD NEIGHBeR
.

Assets Included in the Sale Liabilities'Included in the Sap

Current

Inventory $2,400,

Supplies 1 000

Subtotal $3,400

Fixed

JixturesaChinery $90,000

TOTAL $93,400
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Starting a Busines
Business
Profi le

Name of Busin ss: 'Flora's Flowers.

Physic 1 Condition

Flora s Flowers is located in a small, well-kept building about 10 years
'IT; The sign across the front is cheerfut and clearly visible. There

, 0 large front display window containing mostty potted plants and a
:sig advertising-terrarium materials. 4k

Ins de, the store is, cheerful, neat, and well=organ zed. Shelves in
on section of the store hold small pdtted plants., phile refrigerated
difSplay cases along one wall-contain a large selection of cut flOwers.
A,counter across the back of the store-holds the cash register, catalogs
# floral arrangeMents, and space for wrapOing purahases.

. /
t The workroom fs located in the back half.of the store and is partially

visible from the front sect4on., There is one large work table, shelves
for supplies, a large-link, and another-refrigerated case. There is
also quite4 lotof empty:space.

ore-owns-a-panel -truck-for-detiveries4-4t±s-in-good-condition.

There is space in the alley behind the store for the delivery truck to

Mr. Flora pays a rent of $300 a month. There,is one year left on a two-
,

year leale.

1

Neighborhood Characteristics

(See attached maps for bus routes and crime rates.)

1 The site on which Flora's Flowers is located is zoned for retail business,
4 and no change is conteMplated.

i There are no restrictions as to size or location of signs on buildings in
the vicinity of Flora's Flowers.

The shops in the 4200 and 4300 blocks of Main Street offer high quality,
high-priced merchandise. The stores in the 4400 block are all good quality,
medium price stores.,

145
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)P III. Owner's Analysis, and flans

The owner of Flora's Flowers, Mr. Flora, tells you that:

He has operated Flora's Flowers for five years. "It's 'always been a
good little business. I drove an older florist up the street out of
business when I first opened," he-says proudly.
,

He wants to sell so he can retire and move to Florida. "It's funny '"
he says. "That's what that other florist down-thi street said when
he quit. Of course, in his case, he had no choice. I forced him out

Flora's Flowers spage

of business--he couldn't stand the competition."

His asking Price of $15,000 includes the value of the-store' aSsets
plus $2,000 for good will-

'AP
-

:-

He plans to Pay all of-the current and long-term liabilities of,the
liusiness; none of them would be transferred to the buyer.

,V

Product and Service Line

- Industry-Wide

Flower shops can concentrate,on different types of business:1 Some
shops specialize in cut flowers of small potted plants, selling
mostly to walk-in customers. Others emphasize floral arrangementS
for special ocoasions, such as weddings, parties, and.funerals.
Uusua1-or-ind4v-idua1 iled-des4gns-may be-a-speci-alt-t,044--fratt
-baskets may be a specialty or may not be offered at all.' A large
ieletion of vases, pots,-ceramic figures, and artificial flowers is
oftered by some shops.

. . .

0

°I

The age and family status of residents affects the type of busines5
a flower shop does; younger people.use more flowers for entertaining,
while older people place more hospital and funeral orders.

Floral arrangements still account for about 75% of total florists'
sales in-the talverton area.

Sales of potted plants, especially small ones, have tripled in the
last five years.

B. Flora's

Mr. Flora tells yout

He tries to eoncentrate on Cut flowers, and small potted plants now.
He believes that people are.less interested irt flower arrangements

,than theyused to'be. "Besides, My-best floral designer quit two:years
ago to open her own shop in her home town. I haven't had a good designer
since then, and I'm too old to do much of that mow myself."

"My cut flowers are absolutely top quality. Sure my prices are high,
. but for what people get from.me, they're well wor h it."

146
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He doesn't offer fruit baskets any more, "1 used.to, but they were
too much of a bother. People used to ask for them, but they don't
any more. I guess they get them from that florist over on Park
Avenue. I've never been in his store, but he must sell'fruit
baskets.".4

V. Sales Policies

A. Industry-wide

Flowtr.shops generally offer store credit and may also accept major
credit cards. Membership in a nationwide floral wire service helps
to tncrease saleS. Delivery service is a must.

National and bank credit cards Usually charge about 5% on credit
card sales for their services. Credit card sales usually account
for 10%-15% of a florist's sales;

re credit,; but does not accept credit cards.

He is a member of a flora] Wire service, and the membership could
be transferred with-the'saleiof the stOre-

VI. Advertising

A. rndustry-wide

Most flower shops spend 3%-4% of their grins ,annual ales on advertising.

B. .Flora's

Mr. Flora tells you:

He doesn't advertise in the newspapers. "I don't want people calling
in orders from all.over town. It makes for too much delivery work."

His advertising consists mostly of occasional flyers?

VII. Legal Organization

A. Industry-wide

Florist's shops may be operated as single proprietorships, partner-
ships, or corporations. Single proprietorships and partnerships are
easier. _and cheaper tO start and require less legal advice. However,
proprietors or partners are personally responsible for all debts of
the business, and loan payMents owed by the business MUst be paid
before the owners are paid a salary. Corporattons ire more expensive
to start and require more legal advice; however, owners are not per-
sonally responsible for the company's-debts and can pay themselvef a
salary even if the busineis is not able to meet all of its loan payments.

;

1 417
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-FlOrrit^: .1 .

Flora's:Flowers,is cierently a s

,

Injdr.Antf

IndUstry-wide.

61e proprietorship.

flint florists tarry lire, liability;-and.....aUtomobileinSurance.-
(Fireinturance usually also..AncludeOnsuranCe against other
phyticalrfSks:,tbthe bUsiness...)Jvaddition, :1;riMe.-AbsOranCe.:
glass ihSurante.;Aromp life anChealthinsurance MOY'OepUrthased.
Glass insurance4t.usually:almost as expentive:asthe cottuf

.

replacing theglass:

Flora'S

The insurance agent tells you that:
4it

Flora's Flowers' current fire, liability .automobile, glass; and
crime insurance expire next week.-

It would cost you $850 per year to continue Flora's current
insurance coverage--$150 for-fire ipsurance, $150 for liability,
$200 for automobile, $250 for glass and-POO fbr crime.

Group health insurance coverage is available to businesses-with
three or more employees (including owner-managers) at a tost of.
abait 5% of th-Upay-rifarGNKiff-lite insurance is avail-Onfor

'about 3% of the payroll.

IX. "Personne),

Mr. Flora currently has one employee, a floral designer and/Saleswoman.
"I'm afraid I can't recommend her work, though. She's been working for
me for three months, and I keep hoOing she'll get better, So far she
hasn't."

Financial llecords (Attathed)

C.;'i



FLORA'S FLOWERS

Yearly Profit-and-Loss Statements for The Last Three ,Yea,

Net Sales

Cost of Slaes

Gross 'Margin

Expenses:

,Owner's Salary
Employees' Wages

Delivery
Rent

Advertising
Taxes & Licenses

Depreciation: Fixtures
& Equipment

Telephone & 'Telegraph ,

Insurance

Legal &'Accounting Fees
Utilities
Bad Debts

Suppl i es

Interest

TOTAL EXPENSES

NET PROFIT

*Year just ended:

Year_ 1

$49,000

23 000

Year 2

.

$52,000 .

24,400

26,060

53%

27,600

53%

$5,000. : $6,000

6,000.. 6,000

1,400.,
3,600

.-

1;5 0
3,600

'4

1,000 1,000 .

450 450

800 800

600 650

850 850

1,000 1,000

1,000 1,000

150 150

500 '500
100 100.

4

$23,450 $23,600

'$ 2,550 . $ 4,000

r'3*

,

21,300

24,000

.500:,-

. ,

,000
.

;1 ..

3;600.

1,000 ,..

450

550

850

1,000

1,000

.200

501I

100

$22,850

$ 1,150

149
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FORA.'.S FLOWERS

Current Balance Sheet

Awtt Liabilitites and Owner's Equity::

eurrent
,

Z6s1t:.:

InventOry

Suppl fes

Subtotal

Fixed

1

$2;5001:.

: 2,000'

500

$5,000

5,000

11,000

-6,000

Truck

Furniture & Fixtures

Less Depreciation $10,000

Subtotal

, TOTAL ASSETS $15,000

Current

Accounts Payable $2,000

Other .1,14 500

Subtotal
, 2,500

Lon !-Te

,

Equipment Loans.

Bank Loans:,

.,s

:Subtotal s

Capital

Owner's investment

Year's Profit
<

Subtotal

3,000

2 000

5,000

,TOTALLIABILITIIES .

.1;0,1Np s Egery $15,000

150



Includedpin the Sale

Current

Ihventory 2,000

Supplies 1%0 -

Subfotal 2,500

TOTAL $12,500
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;Starting a .0usifess

.Business
Profile

BUSINESS PROFILE

100

.Name of Business: Fraser's Wholesale Stationery
;

l.- Physical Condition .

Fraser's'Wholesale Stationery is located in a large, well-kept
buildin9'about 30 years old. Three-quarters of the building is
warehouse spa4; the,remaining one-quarter contains offices and
a customer service area with countiiond chairs.

Fraser's owns a deliVery truck about five year's old;1t's in gobd
condition: Mere is a small parking lot with space for the truck
and emp loyees' cars: The firm also owns a small forklift for use
in.pe warehouse.

.
Z;it`.

RenCon the, building is,$500 a month; there are five years remaining
a Vill-,year lease. :

II. 'Aeightorbood Characteristic

f

1:
lttached maps fbr bus routes and'crime Wes.)

TheAsite on which Fraser's-is located is *led for wholesale'business,
and no change is planned.

Therware strictions as to size.or location of signs on.nuildings
in thaare'a.

_

An urban renewallrniectis being considered for Main4Street between ,,....

Surth'Street and the freeway. If apProved, the buildings on the south
side of Main Street in those blocks would be demolished and a new
project built in their place.

-

Jhe stores on Main Street between Smith Street and the freeway all look

te

very run down. West ofSmith Street, the appearance of the stores
improves dramatically. 1

1
III. ' Owner's Analysis and Plans'

Mr. Fraser, the owner, tells-you:

He started Fraser's twenty years ago and has operated it ever since.
He is satisfiedwith the business it has done, altheugh he says it
hasn't lived up-to his expectations the last few years. !OW

He is selling because he has an offer from a friend whq,wants to go
inteanother business with hi0.



IV.

~%

Fraser's Wholesale Stationery page 2

40 .

His asking price of $50,000 includes the value of the firm's assets.
11.K-$5.;000

. ."

He.plans torpay all of the current- and long-term liabOities of the
business;none df"them would be **ansferred to the buyer.

Product and Service Line

A.

B.

:

Industry-wide

Wholesale stationery oompanies\tell both to retail stationery stores
and "to general businesses. They provide a complete line Of personal
and business stationery and oface supplies 'to general businesses,. ,

,Some wholesalers concentrate oWiretail stationers, others on general
business, while others sell equally to both. Small wholesalers
work most with small,retail,stationers and small business concerns.

Fraser's .

44'

N

%i M. Fraser tells you:

He SellS tO;bOth retoilstationerY. stores and gentra1butineSses:r
"I, dotPt care whoOli*from me, 4s long as they can pay for What
they bUy." HeAsettUre what pOrcentage othis businest cOmes'
from each semroe.'' "What differeke Aloes it 04ke?" he asks.

He OriAes'hiMself on Offeringa quality line ef products. "Some .

Wholesaletijust bUy_Whatever is 4heapest at.the :Moment "and.sell
that to.their custemers. Ho0910 Wheni ftnd:a quality product,
I. stick withjt. My custoniers knew they can depend:en the stuff

:they buy from me,

Sales Policies

A. Industry-wide

;

Wholesale stationers generally'offer\deltverkserVice, either free
or fo i. a small. charge. ' Soile specialtze in rapid delivery.

Wholesale stationer's"usually extend 3, days' credit to customers,
often with a dtscount fpr early payment. Quarterly discounts are
also frequently offered.

B. Fraser's

Fraser's offers,free delivery iervice, w4 no particular emphasts
k .

on speed.

Fraser's extends credit to customers for 30.days, wiikno discount,
for early payment ankno quantity discountsA"But, if customers
don't pay after 30'days, I don't,bother them oo much. I figure
if they've got the money, they'll pay up even6a1ly,.and if they
don't, they, won't. I don't offer quantity disdounts beCause none%
of my customers buy that much." \30



Froser',s Wholesale Stationery page 3

VT. AdViftfiing

A. Industy-wide

MOst wholesale stationerssPend about 110 their _Fess annuW
sales on advertising, and promotiow.-

. Fraser's

Mr

,!.1

Fraier says he-doesn't adverti... :at all,because Nhelesalers.
dOn't.have to advertise. _We're nOtfrying to sell to.the general
publit.'1; Ale feels sending oUt promotional materials Is "a.Waste
of tiMemonetand.paper. People just throW them.awayanyway.!'

.

'H
VII. Legal Organization.

A. Industry-wide

Wholesale stationers may be operated as single proprietviships,
partnerships, or corporations. Single proprietorships.and part-
nerships are easier and cheaper to start and require leiS legal.
advice. ,However, proprietors or partners are personally respon-
sible for all debts of the business,.and loan.payments owed bY tho''
business must be paid before the owners are paid a salary. Corpora-
tions are more expensive to start and requ'ire more legal advice;
however, owners are not personally responsiblelfor the company's
debts and can pay themselves a salary even if the business is not
able to meet all of its loan Tpayluents.

B, .Fraser's

Fraser's Wholesale Stationery

Proprietorship. ."

VIII. Insurance

A. Industry-wide

As currently operated as. a

Most wholesale stationers 'carrY.fire, liability, and automobile
insurance. (Fire insurance\usually also includes insurance

- against other physical risks to the buyness.) In addition, crime
insurance; glasS insurance, g uo lifeind health insurance
may be purchased . glass inlbra ceis usually almost as expensiVir
as the cost\of repining. the gla

B. Fraser's

The insurance agent tells you that:

Fraser's current fire,.liability, crime, automobile insurance
expire next week.

Itlsajuld'Cost.you $1,000 oar year to continue'the current coveragP--
$400 for fire; $200-for lfibility, $200 for criale, and42001or:
automobile. ..
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Group health insurance &overage is available to businesses with
three-or7more-employees-(including-owner-managerFat-a-cost of
about 5% of the payroll: GroUp.l.ife insurance is available for
about 3% of.the payroll.

. Personnel

A. Industry-wide

Wholesale statiopery companies should do at least $25,000 yearly
net tales,for each full-time employee ($12,500 for each part-
'time employee), including owners.

..Fraser's

Mr. Fraser currentlyhas six full-time, employees: a secretary, a
_silesperson,three warehouse workers, andpne driver who also
helps to pack up orders.

. Financial Records (Attached)



A.

Net Sales

Cost of Sales

Gross Margin

Percentage
.

FRASER'S WHOLESALE STATIONERY

Yearly Profit-and-Lbss Statements for , the Last Three `i'ears

A.

Year.. 1

$190,000

129,200,

$192,000

e 130,600

$193,000

131,200% ,

60,800

32%

. 4- .1 ..-

-

61 , 400 61,800

32%e
A.

EXPENSES:

A.

P

l ,.owner' s Salary 6!,000:-..4 , ...i. e 6 ;000 e,o6a
. EMploye0: -wg4s

,
' 35;000;;; , 1 ',' ''',.. :. arxkoo6 : a.36f;000

. ...

4.74-e.:**, ,-; .,:, , 1 4 i "*.
o. i . o' 4. ,

Del i:44,i,Y7- "1-'';

..--
., 1,,500.' . ,... ; 1 ?SOO 1;500 '

Rent 0 '04., 6,01)0 .6,000 .4,6,000.
) -...; . ,1,/, ..-r, -,

. .
oe'r,

.. ,c., 'Ad ve rti.s ing :
, e .; . ? l' o .*

, ' ...... -....
or s';

1,ax4,342 Litenses x 3 g 000 . . ... e ? -2;000
..". ', ..

2,000, =4.1.- el. d : t ... r .
,

. DeOreci a ion: Fixtures- - - , 4 -:.

1:. -

- ..

'1 150 :. ..-.; :-,,,-,,,, . -.0--,. . 1
' , '

7i'i. .. T e 1 elp h e . 08.:. ... ' v,.',..; ;300 ' ..

-.300I

ii . , ,.. --: ':' :.: .r...F- .. ,
I nSura

,.1 ;,000;. 4',. .. :. __-%il.;. ' , ...,

..liepal & c u-nti:rii. Fe; s':., S. r , . , ,. .. ,.:
1. 000 :' .0

. Z ,

, lOti fil .., , ,...'...i.,.'.' ,000°Q.:.: T..' . '(.1.,000.
iff.. Al :,`

to,'
A '..17 ,,''' .* ` ., ....: .;',

i''' (Si.
P6., ad pgeft4 r. r.,..., ,. 2,50(1 I 2 ;200

$
! 1-.e. ,44..te.- ,

.
:.i...'111).1)14,3eSi - '." " ..-.

/; 5p0 ; 500 et500

'
,

..., , . .,0 , , ...
..1 ntefest

#

i . : .3 .. ..goo ?co . 2pa ',. .:A. /- .
. , .

,....:
.. .. . . :t -

114 EXOStS $A 5.'8,6;56:
'`.-1,.

, , , ,..,zi

",11.' ". $ 59..%115 O . .. ' ' s s is 5 co
..e:.. 1 i'.-frn ,......,k. . , .

. Nell ,PRorl T :s..:,.,.... :2,450 .: .' ' 4. pr.2,950 . :

',' .., - 4,!: :
'',..2 ,S.p..,.... .......,,.. ,. ::...,,,, ..,. . ., .,A.,..-.

ust ended: 4- . ,.-, . .

. .-,

..

-
. 'olei, ', \..t. '4 . .. ''."I ! .g''.'

o-,
..'" -` '... .:.#1.. ... ..,'..:,

o .

f:»4.

A. :

.
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.6uri-ent

Assets

fRASER'S WHOLESALE-STATIONERY

Current Balance Sheet

'#

/Current

AccoUnts.Payab1e $ 1;800Cash $ 4,300

Inventory 26,000

Supolles 500

.s

Subtotal

Fixed

Truck'

Forklift

Furniture & Fixtures
.

Less Depreciation.*
subtotei

Other . 1,000

Subtotal, 2,800

,
TOTALASSETS

5;000:

10;000

0001

15,000
q

$45,800

Long-Term

Equipment. Loans

Bank-LOans

.Subtotal

Owneris.Investments . 35,560.

Year'.rOfit 2,950

-SubtOtal. 38,500:

*.TOTAL LIABILITIES Si'
:OWNER'S-:EQUITY '$45,800



FRA5EVS,:WHOLESACt-STATIONERY

r 1:100

Assets Included in the Sale

Currerit

Inventory

Supplfes.,

\

Subtotal

Liabilities Included in the Sale

None

jixed

Truck 3,600

Forklift 5:000

Furniture& Fixtures 7,000

Subtotal 15,000

$26,000

500

26,500
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BUS INEU. PROFILE

?Name, of.Business: Fred's,Bikery

II.. Physical,Londition

Fred s Bakery is located in a 40 year-old buftding, which appears o
have been remodeled inside within the last 15 yeari.

40

The building 'contains a group of three offices, an employee lounge,*
and the bakery itself. The equipment is)nostly,about ten years. old,
although someappears older. It all seens to be in good working
orde'r. .

There is a large loading dock at the rear 'of the building, and a
parking lot with space for the company'S%trucks and employees' cars.

Ther&is a billboard on the roof of the building which is visible from
, both directions on MaAn -Street.

12)-

II. Neighborhood CharacteriStics,

41,

(See attached maps,for bus routes:and crime rates.).

Thesite on which Fred's Bakery is located is zone for a small manu-
-facturing concern. No changes are contemplated in the near future.

An urban renewal project is being approved for Main Street between
Smith Street abd the freeway. If approved, the buildings on the south
side of Main Street in those blocks would be demolished and a new

, project built in their place.,. The, bakery is,not,includedin file urban
'-renewal. plan.

The owner of the bar and,grill says a lot of the men whd work in the
bakery patronize his place. Several of them were laid off last year,
and since then the others have worried'aeotit losing their jobs or the
Place closing down completely. ,

:The stores on Main'Street between Smith Street and the freeway all look
very run-down. West of Smith Street; the appearance of the'stores
improves dramatically.

III.'Owner's Analysis and Plani

The owner of Fred's Bakery, Mr. Abruzzi, tells you that:

He inherited the business from his father 10 Years ago; his father had .

started it 30 years before that. He and hiS brother are now partners;
he manage*, the office and his brother SePervises the actual:baking

cOrecess. 1 5.9
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He'doesn'f Unde/Pstand4hy people don't buY his white,bread instead, of the ,

national._brands4 he_feels itts_so_much_better that_it_is well worth the
, 25t more per loaf it costs, He thinks people shOuld be more loyal to

local firms than they Opear to be.

;.14e took over the business to please his father, who has.now died. Before.
taking.6er the baker, he worked as a security guard. He now thinks he
would'like to (An a private investigation service.

His asking price of $280,000 includes thelires assett; plus $57,500
goodwilj. . It doesnot include the furniture-in Mr.:Abruzzi's office,

which his father broUghtyhen he startecLthe company:- He feels a senti-
-mental attachment to it ant-Would like to take-it with him to-his new
enterprfie.

fr

He and his brother own the,building in which the bakery is located.
They would keep thebuilding and lease it to you for $800 a month.

He-plans to pay all, of the bakery's current and long-term liabilities--
none would be transferred"to the buyer.

His brother plans to open a bakery in another state about 1500 miles
aWay' as soon as they are able to sell. L_

IV. Product 'and Service Line

A. Industry-wide

Wholesale bakeries can concentrate on various types of business.
Many small bakeries specialize in unuival types of bread, rolls, oe
other baked goods, rather than offering standard white bread, Local

or ethnic specialties max be offered, depending on the market.

Many wholesale bakeries operate a small retail store from which they
sell day-ord baked goods at bargain prices. Depending.on the community,
this can be one means of controlling for over-prenction.

(7'

9

Most wholesale bakeries have their own trucks to make deliveries to
their customers.

The general trend in the business-is toward fewer And larger bakeries
f9rproduding white sandwich !read andither standard bakery products;
morelrocery chains now haVe their own keries than;was formerly
the case, ' However, restaurants have their min bakeries than in the

past. ;

Ten years ago, Specialty breads accounted for only 5% of total sales
industry-wide; today they account for nearly 25% of total sales. The
.number of restaurants serving specialty breads has increased 200% in
the la* five years.



B. Fred' s
0

Mr. Abruzzi tel s you:

Fre&s Bakery page '3

He specializes in plain white bread, although he has started to make
0-> hot dog and hamburger 'buns the last two years. 'This is a plain,

basic operation, e says-. "No frills for me."

The company owns five .deli very trucks' and provides delivery service
on an every-other-day basis to groeery stores and restaurants.

He sells mainly to inAppendent grocery stores and restaurants., with
much of his business eurrently coming from three large, expensive
restaurants downtown and a chain of specialty sandwich shops. "They
like our -bread -because. it's high quality, and, I give them a good-deal."
Many of the grocery stores who,had bought from him for years have
recently closed.;- two large storeS'were bought by chatns and stopped,
ordering his bread.

V, Sales Policies

A. Industry-wide

Most wholesale bakeriei extend credit to .their 'customers.. Some 'allow
discounts for early payment, whffle others offer quantity. discounti.
SWl others allow both types of discounts.

8. FrIed's

.

Mr. Abruzzi, currently extends credit to his customers', with terms of
Net 10 Days '(that is, bills must be,paid in full within 30 days).
He also offers: a quantity discount; only two of the large restaurants
uSually order enough to qualify for it.

,

VI. Advertising . .

A. Industry-wide

,Most bakeries spend 3%-4% of their gross annual sales on 'advertising

Yearly.

B. Fred's.

Mr. Abruzzi does not advertise.'`extensively because he feels the
company is well enosigh establiihed,that everyone already knows about.
it. "We're like Siegfried's," he .taks, "a household word."



Bakery page'4-1

;

Legal Organization

A. Iridustry-wide

Wholesale bakeries may.,,be'pOrated asSingle proprietorships-,
partnerships,.on.corporations proprietOrships and
partnerships are easier and theaperto start.and require leis.
legal adyice.:Moweyer, proprietors or partnerS'are pertonally,
responsible for)all debts ofthe-bUsiness, ahdloan payments owed
by-the business-must bei4i4 before the owners are Paid a salary.
Corporations-aee more expensivejo start-and require-mOrelegal
adViCe; hoWeyer, ownersare not-persoally responsiblej0 the

. company's debts .and cariPaYtheMselyes a salary4eVen if'the --
JiusineSsTis not able topeet-all:Of-itS:lbahp ents.

Fred's

Fred's Bakery,Js currently OpeOated'as a. paetneeship, with Mr...
Abruzzi and hiS-brother as coowners,

,

.InSUrance
,

A. Industry-wide
. .

Most wholesale bakeries carry fire, liability, and automobile
.

',insurance. (Fireinsurance Usually also includes insurance'against
other physical risks-to the business.) In:addition, ceinwinsurance,
glass insurance, group life and healtWifis !,!maY be puechased.
Glass insurance is usually almost as expen -the cost of
replacing the glass.

B. Fred s

The insurance ageni teT ;you that:

Fred's Bakery's .cuèflfire, automobile, and crime
ihsurance all expire next week.

Itmould cost you-$4800 per yearto continue Fre4's present insur-
ance eoverag e="42500 for-fiFe-tris kirke ,-$200-rOm- abl 1 i tY; $1500

for automobile insueance, and $600-for-crime-trisurance.

Group health-insurance Coverage is available to busin#ss with three
or more employees (including owner-managers) at a cost of about 5%
of the payroll: Grodplife insurance ig availible for about 3% of

4.

the payroll.



Personnel'

A. Industryl-wide

Fred's BakerY -Page 5

Wholetalebakeries-thould do at
per.full-time employee ($11,500
owners.

Fred's

least $23,000 in -yearly net sales
-Per part-time employee), including

.The bakery currently has32 e loyees:, 20 bakers,.2 packagert,

4 drivers, 2 secretaries, 1 bti *keeper,J inventory/supPlids man0g0r,.'
I janitor, and 'maintenance peeton. They hAd to let 3. bakert anC;1-

driver go-last:Year; -.The-bakeri'areAnionized: -

:Equipment and,Fixtures

A. Industry-wide.',.

Standard bakery equipment Can L4 usedi.to_produce.alMostany type-of.

.bread andolls with only minor modificatiOnt4 'mottly in .t.Ifin 0 Pant
used.- The cost Of converting a:smil' bakery.frOm'one type of product,:
-to another aVerages. $1000; ''takes.,-pastries.,*d pies require:more '

extentive thangetj since: different:Mixing machines:and sometimes, -

different OVens are'required..Jhetost for,converting a-beead-bnly-
bakery to a takej pastry, and.pie bakery averages about:$5000:

Fred's7 4/1

-
New office fUrniture will cOtt $2000.'

XI... -Financial Records (Attachedt



FRED'S BAKERY
6

rly-Pr and-Loss Státements for-the Last-Three-Years

,

-)

Net. Sales

Year I.

$885,000
.

Year 2
/

$550,090

Year 3*'

$800,000

. Cost of Salos
,

575,250 572;000- 520,000

Brost Margin 309,750 308,009 280 000

35% . 35%

Expenses:
. I

a

Owners' salaries. ..

Employees' Wages
.;

Del i very
,

Advertising

Taxes. & LiCenses

$12,00C t;

216,090 .

:10,000 .

'1,250:

lo,opo;

$1.2-,000

216,900

10,000

1,250

, 10,000

i',-

$12,000

2 000

' 8,000

,l, 50
10 000

.Depreciation & Repairs 13,000 11,500 12,000

Tel ephOne '

Insurance

2,500 .

4,800
v

2,500

4,800

2 500

4 800

Legal & Accounting Fees, 5,150 5,150 5 150 .

, Uti 1 iti es 10,250' 19,250 _ 10,250
d j..

Bad Debts. 2,500 ; 3 600 2,000

Supplies & Equipment 13,000 13,000 i
Interest 500 500 --- '500

TOTAL 'E-XPENSES $300,950 $300 550 $273,450

NET PitIFIT $ 8,800 $ 7450 .$ 6,550-

*Yeir just ended,

,. -
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FRED' S'IlAlkERY

COrrent Balance Sheet

_

Assets

Bui 1 di ng

Land

Trucks

Liabilities and Owner's Equity

Current
_

$_29 000 Accouqts Payabl e $20 ,000"

15 ,000 Other 20 .000

40 ,000

.Long-TerM

NT

75400 Bank Lans 10,000

1,6,000 Ca"bita1
1.-

25 ,000 Owner' s Investment 263 ;450

Fixtures & Machinery 300,cmo Year' s Profi t 6 550

SUbtotal 270,000
Less DePrei ciation -150 000

. Subtotal 26,4 9060

YOTOL' AS5ETS $320,000
TOTAL LIABILITIES
AND OWNER' SAQUITY'



FRED'S BAKERY ,

Assets Included in the Sa.le

..'Current

.Inyentory.

4..,Suppl1es

9

..4-± Subtotal'

Fixed

Trucks

Fixtures & Machinery.
,(not including Mr.

Abruzzi's- furniture)

Subtotal ,

TOTAL

Liabilities Inclded in.the Sale.

None

$15,000

10 OW

25,000

180 000

, '197,500



SBSG 2
Starting a Business

BUSINESS PROFILE:

Name of Business: Petersonts Restaurant

1. Physical Condition

Peterson's Restaurant is located An a buffeing about 20 years old.
It has a simple sign across the front and cafe curtains im the
large front window.

Businesi
Profile

There are.6 booths, which seat 4 each, along one wall, and 12 square
tables Which will seat four and can be arranged in V)rious ways to
accomodate larger parties. Paper placemats are used on thetables
in place of tablecloths.' The cashier's counter is located by the
front doorwiit includes a small display case containing a ltlited
.selection Of candy and gum,o).

The kitchen is located at the back of the building. It is large,
fully equipped, and very'clean:

The walls of the dining room are-painted a neutral color. Tbere is
a small lamp on the wall over each boothand two or three large
pictures hanging on the walls. There is a coat rack by the entrance.
The dining room has a ltnoleum floor; the entire room is kept unusually
'clean.

Mrs. P terson pays $400 a month rent on the building; there are five years
left o a ten-year.lease. The landlord will pay for structvpral re-
indeli d painting of the building. .

II. Neighborhood Characteristics

(See attached maps for bus routes and crime rates.) -

2fhe site ow-which_Petei:Son's Restaurant is located is zoned forretail
business. No chdiges are contemplated in the neareUture. Signs
projecting more than 10 inches from'any. sideOf the building are pro-
hibited on Washington between Stevens Lane and Park Avenue.

The,shops ln'the 4200 blaCkAf Washington ill offer high.quality
merchandis6 at high prices" The department store at Washington and Center
is the most_expensive in tOwn..7 The Shops in the 4200 block of Main Street
are also high quality and high-priced. The movie theater at the corner
of Main anl Center shows first-run movies..at top prioes.

,

-

III. Owner's Analysis.and Plans y

hies. PeterSon, the owner Peterson's Restaurant, tellsyou:_ .



o

PetersOnANestaurant

She wants to sell so .she can go batk to college: 1:heAdit after.two-

page 2

years and as always wanted to finish.

O'Reilly's, the restaurant down the street, opened two years ago. She
doesn't understand why they do so 4puch businesS, since they offer the
same things she 'does and she's.beeh there longer. She doesn't feel *:

Blackwell's, the res.taurant across the street, is really a competite.
"They're a different kind q-,place," she says.

She's operated the, restaurant for four years, but siwtook it cher f
a man who had run it for over 30 years,and she's chahged it very .

little since then. "I figure the old reputation ought to be aleugh,'

She feels one reason WReilly's bps gotten sOme of her old customers
is novelty. However, she's confillent that will soon wear off end
they'll start coming back to Peterson's.

.her asking price of $20000 covers what she paid for the restaurant,
plus-what she,put into it, plus about $3,000 for its reputation, "You
don't get a 40-year tradition for nothing," she points out.

She plans- to pay off all of PetersOn's debts; there will be no
liabilities for thezbuyer to assume.

IV. Product and Service Line

A. Industry-wide

^ 4

A restaurant must establish a definite image by providing a particular
type of food; atmosphere, or service. The location heavily inflUences
what type of restaurant is appropriate; it must suit the tastes and
needs of the resident of'the,neighborhood. 'The number of waiters-or
waitresses and type of service-provided varies depending on the type
of restaurant.

itk

'Other restaurants in the neighborhood may not be competition unless
they serve the same type of food and depend upon the same clientele.
A. grout) of several restaurants in the same area may be an advantage;
ff they each have Something different to offer-

The number of foreign restaurants.and restaurants specializing in a
particular kind of food has increased five times in the last ten years
in the Calverton metropolitan area.

B. Petersonq

Mrs. Peterson.offers a menu of simple, ordinary American food at
reasonable prices. "Nothing fancy," she says. "just regular food."
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Sales Policies
,

A. Industry-wide

Mahy restaurants accept major credit cards: national c edit card
companies charge 5% of the check for their service. Credit card
sales usually account for about 15-20% of4a restatrant's sales.

Peterson's Restaurant page. 3.

Peterson's

Ars. Peterson doeS-not accept credit Car&

VI: Advertising

A. Industry-wide

Most restaurants spend 3-4% of their grost- annual sales on
advertising.

. B. Peterson's

aMrs Peterson,does most of her advertising in the metropolitan
newspapers. //

VII. Legal Organization

Industry-wide

Restaurants tarbe Operated.aSAingTe proprietOrshipS, partnershIps,
ortorporations. Single proprietorship's and partnerships,areligasier
arid cheaper to start and reqUire less legal. serviee. HoWever,
the bUSinestand loan payments OWed'fby.the business mUSt be paid
before the owners are paid a.salary. :Corporations are more-
expensive to ttert-and require more legal advice; howeveri owners
are nbt personally responsible forthe company's.debts and can pay
themselves a salary even if the.businessjs not able to meet'all of

loah payments.

B. Peterson's

Peterson's Restaurant is currently operated as a single'proprietorship.

VIII. Insurance'

A. Industry-wide

- -Most restaurants carry fire and liability insurance. (Fire insuran
usually also includes insuranceiagainst other physical risks to t
business.) In additiOn, crime, nsurance, glass insurigfe, grou life,

,-'and health insurance may be,purehased. Glass insuranEris us ly
0 almost as expensive as the cost of replacing the glast.

.0
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=4/s

,

peagenrteu.s.,y00.,that:

PetersonS- Curren% fi
a *Plre, next week.

, ,

It-woUld ot you $8 per,

sinsurenop odverdge--$300_10,
4100 for &rime, and $250 fiir g

ctithe:angilgliss insurance

IS,bentinue 'Peterson's current
e i;Ohlpnce, $200 for liability,

-Group health insuranceds available to bosinesses with more than
''three employees (including owner-managers) for dbout 5% of the
payroll. Group life insurance is availabje for about 3% of.the
payroll.

Personnel

A. industry-wide

'Restaurants should do at least $15,000 in yearly. net sales per
full-time employee ($7,500 per part-time employee), incliWing
owners.

B. Peterson's

Mrs. Peterson tells you:

She currently employs one full-time,cook, one.part-time cook's
helper, one full7time waitress, two part-time waitresses, and
one full-time dishwasher. The cook had worked for two other
American restaurants before coming to Peterson's; 'the part-time
waitresses and,ihe dishwasher are alLcollege students.

X. Equipment and Fixtures

It costs about $75.00 per sedt to remodel a restaurant. This figure
includes new furniture, fixtures, signs, and kitchen equipment.

XI. Finantial'Records (Attached)

'

-7"'",
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PETERSON',S RESTAURANT

Yerly 'Profit-and-Loss Statements for the Last Three Years

Net .5ales

Cost pf Sales*

Gross Margin

percentage

EXPENSES:

Owner's Salary

Employees' Wages

Rent Q

Adverti§ing

Taxes & Licenses .

Depreciation: fixtures and eqdip-
ment

Year 1 Year 2 Year 3*

$82,500 $80,000

33,000 32 000

51-000 49,500 .48,000

60%_ .:60%

4

6400 .. 6,000:.-, 0,,000

vig27,000 ..27,000: _W .,DOD

' 4,800 1800.: 74,8160''

,1.A00 .,:_ 1,000 v. 1-m0

800 '4' 800 .',800

,700

''300 ''. 300

850 860..

.1 ,00p hoop 1,000 .

700

Tel ePhone ;300

Insurance .850
1 1,

Legal & ACcountiniTees

Utilities 1,500.
A

Bad Debts , 0

Supplies (-including uniforms,
menus, etc.)

Interest

1,500' 1,500

0

4,000 3,900

150 150

TOTAL EXPENSES - 148,100 $48,000, .

NET--PRGEIT._ . 2,900 1,500

*Year just ended

3,700

150

$47,800
'1. 200



PETERSOWS RESTAURANT

Assets Included in the Sale:

Current

Inirentory

.Suklies

Subto

Liabilities Included in the Sale:

None

$5,000

5,50d

Ffxedi

FurnituiT ind"Pixtüres $9,000
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PETERSON'S RESTAURANT

C6rrent Balance Sheet

Current

Cash $3/000
!

.Inventory 5,000

.,Supplies 500

.Subtotal 8,500

Fixed'

Furniture & Fixtures $14,00P

Less Depreciation -5 000-

Subtotal $ t000

TOTAL ASSETS . $17,500

Liabilities and Owner's Equity

Current

Accoants Payable

Other'

Subtotal

lOn0.-Term

Bank Loans 4,000

Capital

Owner's Investment

Yea

Subtotal

TOTAL LIABILITIES
OWNER'S EQUITY

113

7,300

$17,500



SBSG 2
Starting a, Business

BUSINESS PROFLE

Name of Business: Sparkle Cleaners

.1. Physical Condition

Business
Profile

Sparkle Cleaners is located in a large building about 35 years.old.
The front one-fourth of the building is the customer service area.
There is a long counter running across the entirestore, plus three
or four .chairs opposite the counter for waitingtstomers. The back

ththree-fours of the building contains the clean ng plant. Some of
the equipaget is quite old;'nart of it appears new. Mrs. Engel tells,
you that themw equipment was bought.two years ago; it is designed
especially 1,11andle recently developed fabrics. The rest of the
equipmq.pt has been in the cleaning plant since she opened ii 15 years.

--a4o.410t is all useable, and none of it is entirely outdated, although
partm5f_theAwiginal equipment will probably need to be replaced within
a few years.

" There is quite i-bit ofempty space in the cleaning plant,section of
the building. The equipment is arranged haphazardly, and there,is
unused space at both the front and the back. There is a small enclosed
office with a desk and filing cabinet at the front of the cleaning plant.

The store'front 'is rather old-looking, with one large display window.
"Sparkle Cleaners":it painted across the display, window, and there are
a few sun-faded srgns with slogans such-as "Your cleaner is your clothes'
best friend." There is no sign OW the.sidewalk,and the bwilding is
not especially noticeable from the strdet,

The customer area of the store could uee repainting. The floor is of,
old, yellowid linoleum, and the chairs for the customers are a drab
green. There are a few signs on the walls advertising Cleaning in a.

general wayrthdy have been put up with scotch tape and are curlinikat
the edges. The 'store is clean but shabby.

Mrs. Engel pays a rent of 1350 per month. There are currently two years dy
remaining on a five-year lease. The landlord will pay for repainting or
structural remodeling of the store.

1i)

Neighborhood Characteristics

(See attached maps for bus routes and crime rates,)

. The site on which Sparkle Cleaners is located is zoned for an establish-
ment of its type, and no changes are contemplated.

There are no i testri-ctions
on the size or location of signs on buildings

o A

on Washington- east of Park Avenue.

.v
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;.Sparkle Cleaners 'Rage 2

The buifdings on the northside of the 3900 block of Washington 'are
all rather new. The office buildings in that block and the same
.block of Adams are modern high-rise buildings. The shopplOg center
on the south side of Washington between Smith and Gramearis about

years old but in good condition.. The stores on' Washington east
Smith Street offer medium quality merchandise,at low-to-medium

p ices. The stores on Washington between Center and Park offer high
quality merchandise at medium-to-high prices. The clothing stores'
in the area are all independent,stores, with the exception of the
store in the middle of the 4100'block.of Washington, which is part
of alocal chain. The stores in the Same block as Sparkle are all
medium quality .and medium-priced.

III. Owner's Analysis and'Plans

Mrs. Engel, the owner of Sparkle Cleaners, tells Au that:

she has,been operating Sparkle Cleaners for 15.years. Her husband is
her partner in the business, but he works only part-time, relieving
her as manager. He has also worked as aLbus driver.

o

She is getting tired of running,the business. She has lived in the
neighborhood fbr 20 years, but now'wants to sell her house and move
'into an apartment. Her .husband has just retired, and they want to
have more time for fishing and traveling..

Jiffy-Clean (the dry cleaner aoross the stceet) opened just oiier two
year ago. Since then bysinese has gone'down.

41,

Her asking price ofp$17,000 includes the value of the store's fixed
assets and supplies, plus'good will.

She plans to pay Sparkle's current and 1 -term liabilities herself;
there will.be none for the buyer to assume.

IV. --Product and Service Line

-

A. Industry-wide

Some dry cleaners have cleaning facilities right in the building;
others send clothes to a central cleaning plant. Many dry cleaners
have equipment and Osonnel to do alterations or tailoring; often
clothes needing ,repairs are mended and missing buttons replaced at
the sarhe time cleaning is done. Many cleaners have trucks and' offer
pickup and delivery service. Cleaners do not usually extend credit.
to customers; clothes must be paid for when they are picked up. One
exception to this rule is cleaners who offer delivery service. Often
such cleaners bill some of their delivery customers monthly, rather
than,each time clothes are belivered. This practice also.eliminates
the need for drivers to carry cash with them. Cleaners do not ordinarily
accept credit cads.

Many.cleaners offer-people laundry service, either general or fir
shirts only. Shia servtce is especially suceessful in the middle
and upper intome Ifeas with many business persons and professionals.
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Sparkle Cleaners page 3

The pe'rcentage of self-service dry cleaners has risen drastically ,

in the last five 'years.

The percentage of dry cleaners .offering alteration and 'tailoring
service has been dropping steadily for the last 20-years; however,
in the last three years*, it has begun to increase again.

B. Sparkle

Ors: Engel telli you:

, She runs a plain .dry cleaning shop=-no repair wqrk-or -alterations.

k-

All the cleaning is done on the premises. Shegenerally gets
clothes back to customers in 4=5 days.

Her prices are higher than JiffYClearr's-T a400t,the sathe as Leonardo's

She owns a truck and used to provide pickup and deliyery service, but
her driver-quit two years ago and she hasbeen unable to reOlOte him.
"Anyway, it saves money on the gas," she says.

les Policies
-2 -

'At the present time Mrs. Engel'does not offer credit. When she offered
deliverY service, she used'to,.bill certain customers monthly. "Only
those I Was really'sure would pay thetr bills," she say.f.

I. Advertising *4,

A. Industry-wide

Most dry cleaners spend 31-4% of their gross annual sales on -

advertising yearly.

B. Sparkle

Most of Mrs. Engel's advertising is done in the Metropolitan
newspapers.

%. VII. Legal Organization

A. Industry-wide

Dry cTeaners may be qperated as Single proprietorships,-partnershipS,
or corporations. 'Single proprietorShips and partnerships are easier
and cheaper to start and require less legal,advice. However, propri-
etorS or partners are peFsonally responsible for ,andebts:of.the
business,7and loon:payments OWed by the bullness4pst be paid before
theoWners. are paid-a salary, CorPorationS are moreexpensive to'
start and require more legaledvice; bowever, owners'are:not person7:,
ally respOnsible for,the Company's:debts' and can Pay themselveS,a
salary,even if the.buiness is not able-to meet.all of its loan
payments.
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. Sparkle

Sparkle Cleabeis page 4

Sparkle Cleaners is currently operated as a partnershir, with
Mrs. Engel-and her husband as the co-Owners.

VIII. Insurance

A. Industry-wide

Most dry cleaners carry fire, iiability,'-and auto obile,insurance.
(Fire insurance usually alSo includes insUrance a inst other
physical risks to the business.) In .addif crime insurance,
.glass insurance, group -life and health th ce may be purchaSed.
Glass insurance is usually almost as expens ye as the cost,of
replacing the glass.

Sparkle

The, insurance agent tells you that:

Sparkle Clianer's current fire, liability, and crime insurance
expire next week.

It would Cost you $900 per year to continue the current coverage"--
$600 for fire insurance, $150 for liability linsur`ance, and $150 for
crime insurance.

Sparkle present has no automobile iniurance. To start it Up again
would cost $200- per year.,

Giouphedlth insurance coverage is available tO bUsivsses with
three or more employees (includihg owner-managers) at a cost of
about 5% of the payroll. Group life insurance is available for
about 3% of the payroll.

Glass insurance woulf1 cost $250 per year.

IX. Personnel

A. Industry-wide

Dry cleaners should do at least $18,000 in yearly net sales per
full-time employee ($9,000 per part7time employee), including owners.

Sparkle

2

Current employees are two part-time cleaning equipment operators..
She thinks both would stay on if the bUsiness were sold.; She and
alaer husband manage the shop, work at the counter, keep the books,
and son3etimes run the cleaning equipment.
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Equipment and Fixtures

A. Industry-wide

Dry cleaning equipment hai not changed significantly in the ialt
20 years, with the exception of some new equipment which has.beeh
Oveloped to hanne, newlideveloped fabrics.

The cost of installing speciaf equipment.needed'for alteration4AOL
tailoring is about $1,000 for most small dry cleaners. Mlinimulif
salary for full-pime alteratdons employees is generally about $64010;'
however, many cleaners do not need a full-time employee in this:
department.

,*
The cost of converting part of'an existing.dry cleaning 00ant to
a self-service operation is about $5,00a for mpst small clean

The cost of installiwitthe equipment needed for laundry service i
about. $7,500 for mos Mall dry cleaners. Usually, one part-ti
employee,is needed to run the equipment.

13. Sparkle

Tbe cost of new furniture for the customer area of theistore would,
be $5.000, A'npt:Sign would cost45011.

X . .Financial Records (Attached,
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:Yearly Profi t-a

tros?°Mi.rgin

CLEANERS.

&Aims Stafelifeifts for Thei01.ast-Th-Years

-Year 1 .Year 2

',.$72,800 $52,600

28392 20,514

44,408 32,086

61%

"edai 3*

$55,000.

21;450

:61%

°

Expenses:

Owners' Salaries, $121000:

Employees '.'4Wagep 121000
J t

Delive;-y. 1,000..

,
4,200 .Rent.

Adverti ng 2,000

Tagej; e icenses ,- 900

Deprecia ion: FiXtures,
S Equipment 1,000." r

Se:re l Vpgpt ,1 - ). 100 ,

Insurance ,- 900'
se .

Lega4V81',Accounting Fee," ' 1,000

1 i ti es .- 1,500

'tad Tebts . 200"

SuPpliesInorinElOing-'
chemicals, hangers,ec: ) 1,500 .."

Interest .. ,,, 100

'TOTAL EXPEN , $38;600
,

NET PROFIT $,

-:*Year lust. ended..

t."

;v.-

t4

'

$1 ? opo .

.6;000

;4,200

1 500

-900

1,cmo
300

-1,;500i m0-

.,

,4po'",...

180

$d0880
.°4$ 12,06
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SPARK! F CLAW

Current Bal ance,

`..

4,000'

.6,500

4k,

v'TOTAUTIABILITtES"4'
,

& OWNEWS EQUITY $19,500r

, ,e!
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SBSG a
Starting usiness,

Mark*
Study.

7.1/.744: r

,

MARKiT STUDY

Name ofAusi.ness:. B.rentWooil Neighbor

Economic Situation

A. tietrOPol i tan .Area:.-, J.
,

-I ..
, ..,

,-,,,: - .., c .,. . ,..,_._
Unemp1Oyment in . the metropolitan area is ..currentw. .u.e i CI ,:-'Fie. . .,

average. Jobs in the area.are spread over a vallety oVpriv
',concerns and government agenciet; no one industrY-:ar ype o .o
ation is dciminant. ,...:. - r

. ,
- )

T.he. per capita 'inCOMe, figure for the metropolitan -area.,:,.
above the natianal average..

..

The general business situ on: in ..the :- rea 1.s-; good ; ei
:::-al 1 'categories of bUtine

.
n, the lkst yearl:?, .' .

); ;

nat. na1

Local banks 'have money available forbutiness To
for ;new businesses recentlPhave been,for a per h

1,1

at 10%- interest per year.

The population of Calverton i about* 0000..

B.

. ,

iwtwood
"7.;"

The general busitess situation .i.n aiintwo '19oOd.°a-t d .p f ts in the las year.
rate4iir

eas in sales anbuSinetses

in the' a is low.: kis bsfaessek
n 1

liusinessee'have opened and are doin .

cai

uritoven
ye. Sho

,afew

4.4'' .
. ,:.

nemopyrnest .4 1 ower-aan-the..n verage....in..li B ,:4 .--4.0 ,:.

liOfe maqjor4ndustry in '? the areal; and residentsi': ..1, e ni

a Yarr rMs anJiave a wideyariettOf :co cu t...
, in th& arealnives bonnectiosoilittb,the "unilier-Ot

.4, Lidents;ficulty, or i affkfii..Most,Ofillhe blisinets' owrir.
hesie.MptOYees live in the. BrentWOodronniunity. '...'-. :4 '0'.'

?.

The pulation ofrerentwood is.4gffit 20 boof

I . Competiti n

ThOe a twoMajOr daily newspapers inCilverton; each has
lation of about 4,000 in ,the ,BrentCotcOnitiunitY,IPop: I II

At them ;has Marge "Metros.' .sectioftferi day; in whic
covered, inClUding.manY'stories atioirt.4individual

'BeCaiste Of space 'limitations, BreiftwoOd is not ntiO.0_
. .

about once,a:month., --
°...

;

..

)
....cal new
nitIes
more thank,

.1)ier:.10

.t30

6-

t.!



A '

'.;;;.41..&."7- ..T..-:x'''"A.

4
i.

,di stri buted fee.k.:0
- tiii. 0 :::066;ttlef.it44.0.,500e of Calvert°
consits,Lentirely!plAtffertisernents4;
1t. coverra 'fer1y4fee'iectfori 'cifF tI

rfrornjonli;la,
Tates fcli.Class1fted.ads are halfko;
charge, but..thatAdt are:pot ruh'''..1'n.,:one.:fq,

A

.asu41

Instead,, ther are.:icattered throUghout-ttie

''.. :

',.1.y4f.

'
...i.it;apdt.

, in the paper. ', The name of the-paper is 'the West side.:,Sho ,

,I.g-,:::ti:sep.yTayadverti-sements.f They are also- not'4ategor zed,.;,;.'o :it
to look through': them for 'sOmethThg: specific Wittinut ,readi ad

.- A student newipaper 1i published 'On.:the.UniversitycamPls:-., It. is.
-0 distributed.free ortharge to all stddi0t5A fro ajiyon.ee.0.!
-'' to pick one up on camput., since tt.4s-1 aJ"-A1°': out.-"',; uqiit activity

Who happens

funds. Most Brentwood .buvinqses adv ise i" the rif, , It concen-
. trates .on c' vering -campus' newi and eV 5s. Wittt. not it)g about national

or world lib s., but occasionallg,..it will cover ieme event or news
stety'''froin-- e comunity.

III CustOther CharacteristiCs
A ncomeer490.(See attated maps for Age & FamilY Sta

,,e,et -:t

, of td4iing for Brentwood.)

The' Neighbor's CirCulationTis spread out t.

is' especially concenthted
.A few yeariago flyers salf,.1e ppies of the
apartment} residents in 'tfie:ar this

in the apartai nt
i.esilltest

ye

subsCriptions.

'and Type'.

PrOtwocia; but

r were tem to Y1 1

114
.

. . .

You-ask 'cUttomers in the supermarket, in the 4400.
aboOt the Nei hbor. Most have seen it; about 1/3 say tbeY tilbta-ibei. :4
One woman comen s that it is very hard tO get tub. or perse ..

1nto the paper. There are many favorable oommeefs-:an the cevnaerlag"eew

c liven.ito lcical 'newsand..iSsues. Several aPri)plesins`'aeyeithhea.vt
ii national news :;thould be treated 'at

Om, the metrdpolitan paperfri TV
/. 9

and rag,* *.-(.)

tidents in the lobbY of 6411 thriftlii4Set-orr-Ce-iii.--

have seen ilf.....,Severet. 1161 " the.samPl: 1'24PcIliitbheai't
the NeighbOr: OVer half f 14 - theY U S

. 0..,:them. Several dlder.,ymile-n menclOri,.. theYkweu

park'Avaig.,i

l d l ike
o, see rqb 429 inizatiqp0a0 pertonal news. of the c tsglir en

.are i'fa-yor*-T

th :Neighbor* The. majoriti!'have:Seen it, an1447.17:.1;sZnZh:Yt
:isk'.custoniers in t:hi'Opermarket at-

'-ubScribe., Several people. say theY think it.'
.. .

perseem
.. and

..

4 tto ,
not inteeestiai enough 1n- the'people ity the c

. . Unity!'
,

Main streev.: .

3
..

. .

411
'V
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Market
Study .
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4

. MRKET. §`TUDY

!

Nv.sr4,

7!

Name of Business: Flora's Flower

I. Economic Situation

A. Metropol i tan Area

Urrimployment in the tropolitan .4.14ea s currently-, berow the ndtion 1
a/ffrage. Jobs in- the"area are spread out over a 4-1ety of P ate
concerns and government agenCies; 'no one industry or type of atio
is dominant.

'47

ar0)4

e

The per Capita in figure for the metropolitan area is. slightly
above the nafiona verage

e--fgeneral tiusineSs tituation,-in the area is good;rsales are' up in.'
all cate4ories. \of business in the last yeir.

,

,

Coca) bink Iave money available -for-bus-if-4 .. Typical loans
for new businesses recently havre been for a per three years,
at 10°4_ interest per year:,

The populatefen of Calvettonii about ;L000460.

.BreiltWood ;.

lifhe general buiiness lituattoo:'in Brentwood- is gPod. The torm5ver,
71.4e.,of businesses in thesatlea.Lis loW. Most husiness011aye'shoWn
atrliicrease in sales and profits. in4he last year.' Several new-
basinestes have opened 'and .ar doing-well.. ,

,..=74, . . 1

,unento nyment Is tin then the' atfonal tin Brentwood.' r
... is. riamy majeLin4tog, rjn -the,. area.,,and residnts.are. employe 9I4 r-' g

40Ole Mariety 0 iins and have:a Wild, e:Variety of ..Occu ations, _any
7,people in the yi some connection*ith.the .uniy4iy, either ,

.as- stadents;' actiltyi:dr "staff. = MostV I.:the busine owners, and . .,.
,-their eiployeeS live in4the BrehtwOOd'. 'unity.- ;......

The pOpulat rentwood is atiogt 20;000 ....-.
..

,74.. :1

mCopetittOn v .
, '- :

. ,

T101*e is ene.otner flo'ist..in ;BrentwoOit lo6ted,...in the gOO:block,.NoOth
...,._.

Park Avenue. It i a mall store, sellIng mostly cut floweri_ and sittall
,plan_tS.. .It see*: siest duHng e,.noon:hoitr'ind,,!between 5:00.. and:.
'-t .m. Whi le yOu aèvist1nj s oyé orie Ifternoon,AnOrder
p on d from a cOmp ny in-one o, parby offi cel.- building.S.:.,-,' The

er igyou that rii:ei*#r of s nesSts.hage kccoiints 4iith -him.

:601.

:"

41.
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Flora' s Flowers page '2

." .

The spthinarket in the 4400 bllick of Main Street sells cut flowers and
A'71. ,small ...potted pl ants at very- low prices. The flciwers are general ly of

inettum_quality___b_Ut_they; a rP kept_in_a_refrigerated caseand arealwaysv.,_

very fresh.- The store also stocks *a seleCtion of plant food, potting-1
soil , small . Riastic- flower pots, and territi um supplles.

The hardware7store in the 4400.bitock of Main Street.sells clay .and
pl astitc fl ower pots ; pl ant:foci:A \Verrari um supp,1 gs , .and potting soi 1
.in its"house and garden supplies,,,s`Otion..

The ScandinavianOmports shop a oss t66-t .eet sells a,number of yather
expensi ve and.unusual vases, as well as s 1 but expensi ve gift items.

*. The nearest large florist specializing in floral arrangements is about
two miles away to ttie east on, Main Street.

I I I . Customer Chairactertsti cs

.( See maps for Age & Fam tatus .;'Incothe, Type ouSing.),
. ; 4 .*

.?'

The owner of the womep's clothing store next. door'says ,that sheused
to buy cut flowers for her shop frail Mr: Flora, but now she gets them,
at the grocery store-across pie street.'' According ,to her, .theirre.'
just as fresh t re and much ch per. ,.!... .i.,p. .,.:ti..:.

e . .
..'1: is:vcongregation of the church actOss the 'reet is 'predominant

lthy, and the church -is often ,1pC45.6 , of 1 arge , elab:orate i a :

.7fOnerals:, Flowers are also freciiienIty: to:deIb'eate theth 'el. q
SaturdaY afternoon yoti,see a flor,i sesAg tveily1Fuck...arrive and

a e tWo large flower arrangemente by the-,Atont* door4Jhen . .

iveryman can 'find,:no one tc(accept them,'When someone finally
e'sto take them'i g tWO hour's-later, they NiVe become wilted .in

.

siVii,-,*;-:.:40.!.
,

, , - '..,.,i, , .4,-.... ,.
:

-Q...i;:,-.... .
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Ma*ket4
Study

MAWSTUDY

Name of Business: Fraser'*WhOlesale Stationery
0- -mob

Economi c Si tuati on
4
A. Metroporitan Area.

,

Unemployment the metropoiita7area currently below?the national-
averaget Jobs in the area are spread out over a variety of pri.vate
concerns and gover Meat agenc es; no one industry or type of dperati on
is dominant. Ve$Z

. e

-The per capip inclnie figure for-
ato-ve the niConal average. ..

Metropo 1 itan are4,-is s 1 i ghtly

.; !The general bu ess sitilatiOr;in 'the areafis
all categorias - h.:the* 1 ast 'year.

, .

Local banks filif4 'money aqi.fabie':_for bbiiness loans: Typicl loans
or neW bustiiisses recently: Nave4ibeen for: a pertoitotthrte years,

at .10% intesftit'per.yekr.. .

... . . -,tyk"

good- ales are up

4' The popul ati on of Ciiverton .abo 14000 000.
,

' Brentwood-

The, genera bus ness situatiOnAn
., ra e oebo ind s. iethe are0

aI.increaseinSsales and proffts
bustnessei-AfiVe openestiand

.1]nemployment n
is no one niajar industryln the,;4rea; a

f
epple 'hoe- some colinectlons,

uden 'for Staff. 4los-f- Of the b

, .. A

. -..

Ths ' lp
. ,

:f:11,,,* sCompeti ifon, ..-4-:.:,.. ..
.. ' There ari-nii'-qtter Wikileiale ititiim,

...tii , -,. else.,o ''jthe wit'll.de- O'C'Cal-vertri*P-.
:.-.:1-::.7 , ...

sal :-- tioners'.` :tvni ge wholes
,. CalVertod. .

'14: AP ,.'. .?; ; ;
..; :: '' 2 ...1.

ents are4
-ofoecup
.uriTretsi
ineSs. 6wnersi4ndII

.44:In the. BrentOOd coniOnity.

ójf Bro% od it about 20,000. .,.

tdalOanl,Rs od r anywh,erep..
- whoTe;r,e4re''."

tati o ,'dtherlarts 4,

'
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Fraser's Wholesale Statilery pagei.2

One of the small wholesale stationer& Midtown Stationery,is located
downtown, about fiv* miles away. It'"does, Most of its business with small
stationery stores and pusinesses in the downtown area. It offers free.
deJ i very_to_downtown_customers wi orb
but adds,,,a delivery chaege to orders from firther away: It offers a fairly
complete line of office supplies, a somewhat less cOinplete selection of
retaitstationery store needs:

.

The other two small S-tatieery 'wholesal rs are located on the,east side
:verton, about 10-15'1141es aWay. ne of them, Eastside Stationery,
free city-wide delive'ry. They .specialize in serving small yetail

sta tonery stoYes although they also sell office suppFies to some imall
businessks apd. offices. wig

4

The otherWsmAll wholesaler on the easfAide of town is Regal Stationery.
They concentrate their trade on the'eaM side of town and sell to both
retail, stationery stores and other businesses in about eqttal proportion.
They deliver free of charge.

The two large wholesale stationers* Calvertón StatiOnery and Simpion
Brothers Stationery., Both, are located on 'the outskirts ',Of the downtown
bustros district. Calverton Statiopery self's- mainly to largeOusiness
corgerns throughout the city; they concentrate -oir 'getting acco ts from'
larqecorporati.ons. Simpson Brothers. support a chath of ret' stationery
stores; they are also calverton Stationery's main comptita,r r
accounts from large businetses: . Both Calverton a ii-s mpia Brothers
offer substantial quantity divciunts. and free del c Iit-..

.-4ki 2.* 4'Customer,raoteristcs at
-,.

(See maps _for Age& Family:::.Status come, T tie of Hous.ing.)

Every business in the Brentwood area buys.office soplies in some qu ialitty.,
..QtAt present, most Of the busi esses in the area buyAheir office.supplies

'or the five and diApe. About 1/10 of the
uy office suppliese: iii a Aitilesaleit,over

'.fr9'0 retail stationery st
busihesses in....-BrentwoOd .n
half of these.from Frase

,

.t.visitnsevegrBrent odd businesses t at currently .buy from Fras.ers,s':=.. -. , . .
A say they a ...sati's'fied with the service and qualtfty.ofgoods'they

,re,ceiYe4 ThQ,,yeasOnWpostflueq.ly,....gisen..when-cListdmers,,are-asked.agis :).: .,..1-,, ' ...3.

why they buy from Fraser' s An ead" of a retai l'Statidner are. l Ovier "'ICH Ceso.
and del i very servi ce. When 'askeii ' w h y they u S e Traser'Se instead o f a.
wholesaler, reaigetr rentioned -Were 'fasterdel

nevery
service, more peona

attenti-on, i te rest i n trading' wi th tominni ti busissts,.more contistent
, .qualitiw, wi,1 ingness to, sill,tin smaller quantlty: -

-.-
.

, tg.ffiatt;.ct -

There is one retail st4ionery and o ice su ily store,ppn.Bre twood,
. .-;- Ilk .

'located on the corner of Adams'ami Center. The manager,of the store
tells you It he Ciirrently iti.supplied, by ,Aastside Sta nery. He is
Qsatisfted w toitheir' prices atft, qualaityi:4: goods , b.mr ri .-With*the- Avedv.
of difivpry: He sAis it often tatet7.3s ldrIg as ftve. days, to receive an:

,,-order. He wys he has never ilad any contactivith :Fraser's: 71'1 aliaays
thought theirwere jus:t an,office ipp1y ,compani--I didnAt know they
WO d with Tetailers ..-.,

....1t4

,.
:

.":4;i.

-44 Ahi. :ma



Fraser's .WholeSale Stationery

Of the retail stationery.stores on tile-MOSt: sidliof town, about haIf
ard,.Stipplierby,Eastside,-a few by MidtOwnand"Ithe rest by Calverton
wiLS-inpson-Brothers

-
. .

Lgt

-

.fgq
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Starting a Butiness..

Market
Study

; Na Me of Business:

I. Economic Situation.

A. lietropiil i tan A,Fea
i

Unemployment in the metrgpolitan area is currentlY below the nati
average. Jpbs in thg area are pread out over a Yariety uf. Priv
concerns eand 90Yermo* ent agencles; no 0 e

-above--the_national average./
The per cafrita inceine figure for the

ation li dominant, itr
.

area is good; sales-are. up in

industry er type of ope

....
The genergikbusi ness.., seituatioiiii--t

. all categipts uf bLisines in the t Year..
.,..,..,,..

poitotot-ilinkk"have money ava lable for ,business'cloans. Typical loanilrfor IV
new. htis.inesses.recently- have -.sheen for a Perib0 of three .years., at 10%,,
iirterest. per Year. ,r.e.. 1 P.

. 0
The population of ciOerttln is pUt 146,000.

politan area is slightly

Brentwood,,
..

The general bbsines5- situation Arent,..,

rate of. bus fness , Nr,..,. the .area
nd Profits irr:,theis Ow' "nst businesses hal*NhOiln

uu The turvver .4

i P s'ales arettdoin g Well . .4 .; for;s.

1
-v'w0d iSgq- -2.

last year..

,..j*".' f '-

Severak.new

.. , -..

an inc*ase-,
buiinesses e opened and:'

UnemplOS/me s 1 awer_tk = go3at 104.
..

-fs-nortin or--i4,,- ..
'aieraoe- in Brentwood.}

resfIdents-areifi .0.

..

a wide v ty of firms.," ,d hhv iterear-and.
e a w e vat:tat-3ff of Oceupa on

either asIstudents.-7-factrltY,1 0:1,111eilnection
with the univer'S -7:-.,:,3=-.--

l'inst`nf the'busineSS'mYne.W'
Many peop e in the area. have's

in th sr
e BrentWood.tomMOit.and their' empl oyee 1 ives

The Ito ipulat-ion..of.irentwood
..,F.,

is about 20400.
---

,II." Competitin

.r.:.
"there*are' no -other *wh are, bake ri

one i indOtri 1..
e Brentwup area. TIP7clote.

:

..,..c,,,
away An an

three. regi6nal 1

sectioh of towil.
.......1-4.

out two InilAs

je _-.v ..

. 0 .v. -
One nationailyladveittised bakery,

'idd th.ori to Fre

a. there arw

2
"
,.

- . .

In 'the MetruPdl ised H.,,9s, an . ,ve 1 _
-' ,ba ari d fi- ..1 ., 3..

,.., ries, -fl ,---,

,. . ,



The national. -ads.Strtisid bakery and the three regionally-advertised
bakeries pr ce white sandwich bread, hamburger and hot dog buns, and
snack cake various sorts. :The prices of the nationally-advertised
bakery are the.highest of thel,foui, but all.ffour,Are within.a medium

.hearea-carry-the-:nat4vIlallY=adVertis-ed',::
gi °nal brands. ThtAitibnaT
vision -atrnd:iicatrenal rna`gaii nes ; -as
IrOpockseation a local newspapers.
,or/4-4#eiradlo, on billboards, and in the

.Mi. of thete bakeriss have signs and standardt,
jplaymte1s 'which ihey, prbvi de to Stores selling,their

ucts

ftve AgcaAtt
,

frie
'"'.bus ness

*ell mai
two of
They, rovide sighi for the stores *Itch say "Yes, wo have.it. ,

. a household word to local residents ,.especiall atives ofthe, area.
Siegfried's:" They advertise onlyitn4local-ne;gdpersoTbeir name is

Clark' s . Produces low cOSt, fairly low quell* white bread?only.
ThITFTread is 'sdrd in many Area 'stores, esPeciallY -those Omphasizin
1 ow, pri.ce...g...One 1 oCal chain buys', thei r bread , and -sel 1 s .1 t under a

;price rango.----Most-s-trores-in
P.rand.and one or, tivo.of the

ittfted.extensive1kloo,:te.
klAcis.:prtib,t1-)1:04t; rand in

ii61a4rb'

J

bakeries are:,

Produces-pumpernickel bread only- They have been. in
Years and ars famous for their plumpernickel bread. T,hey

y to irovendelniroceri stores and restaurants, although
e aree.s-major chains also carry Siegfried's pumpernickel.

store lir,a*Il'arrie.. z They- do_ amost ,;no:':advettising.': .,.

0* .
-___LBest Bake-; ..,;,.P. l'eaes-.1 ow cOst, -1.0w, qual ity 'white,: bread, hot dog and

- .hatborger.:bUns.. They sell lnly- to .,neighborhood- stores, and dcr,sorne
,

, advertising:in local neWsp4ers.. ...There' hasrecentlYtkeen a.rirMor ..
_. ,

that. they,..a.re.'Apput -to ..4e- b :u ht out'Wonelf-Ah. ..egtOnal bakerie5.
.

4. ;Grandma ..1 e'sZ Maket,cakes$,upres.,and- snack cakeS -of ine'diom quality
.:.

-at s, ..-gh ,Y lower :priCeS than- tho,national and regionaLbrand& Their.,. .-
Products are sold in Per4aPs. ;half tf . the local .siores.: ,:jmek,StIvertise
orr:radi o and' i n. the' news POO ri',' -bu. al sO,haVe a few ..billboarcts

--.

.. White ClOud. -Produces mediuM quality-, mediUM cost whit e bread. hOt
: dog -Apd, b upger buns , and slibMarine 'sandwich 'mil) s,':: `.1 'seentduicchts

'.-4-are-Sollt--tni.. iVe Aerit-Stores...-"T y-dcrl imited-achie
rolls a ol.:d lig is/ . to res tAut=ants , while .the resto.,.

!A)oL.,-,

- 1r, !' 6

C41.71'77
'r.fewsRape :Anpi.-01t-pill-boards: : --r

'-. ..',.

In :.addi tion ,to :the holesale*bakeries-,4!.there is
in'. the''area.. PI

.. but.', al so
eY , ci al iZO.:!firicakeS ...:cogkies

. Prpduce hig qUal tty;..-- hi gh .0.riced!''
gicialty breads...-They adv,ertiSe mCiStlY:'in
week1y4s'pecial ad.vertised Qfl..the foOdpages..:.

,: .: . . :. .

. TwOl'Ocal'.;rOcart- chair? havtheir oWn:bikeries::

one ,retaf balorY chain
/and breakfast: pdstry

bread and a few,other
1, newspapers, running a

wh te bread, haMtiurgerand:'hot,,
ey Produce.
a.bUns*,

- pastries, 'dakeS:c2'cook4esj'i piel, and SW*, rye Italtan;,,,and frenth4bread.
lrll,tkr priOductS,a.t`e 14Verti_Strin *7the chains!, weekly' neWspa,Per,:advertiserriehtS,'.
.

.

Itz - '



The national bakery',. plulklark's ahd White Cloud. al 1..operate,"thrift,'r,-
es .\shops" , where they. sell--daY4old 40bds àlow

-

III: Customer Characteristics

(See attathed maps for Age & Family Status Avdrage-ilkame, and Type
of Housing for Brentwoodi

.

The, mana0er of one air7lhie3ippnsive d
his firehat, gought from Fred's fOr ov
bread beCiuse we feel it is a rioe
fiet with .They useato bake/ thei
front; a ret akery

town restaurants tells you that
ei ye4rs "We purchase. Fred's
duct: , We are entirely sati

wn 601 s, but now ,get them

the rtfahager -.'the second downtown restaUrant".agwees that Fred' s_pro-
ducts are *ofz_ high qual ity and feel s that they 'accurately refl ect his
eitabl shmeht ' s.kage. They al so offer Siegfried' s pumpernickel and a
light. rye -,bread...Wich they Jiang ill fro town 60 miles away. ,'"We
Would like tti .seivetAaril 4.-6117., but have eety unable to fiend anY locally
which meet ou'r standayzds," he tells you.

-The.:*anager of the thier. dowrgown restaurant 104al so pleased with Fred's
b ead,..but.,,says,,Q.-,140yie-'anLmo're of .our Cutomer seem to expect unutual

ads'.:1' irk. oeiltainI,r:neeihite sandwicOjread, for sandWiches, but we
a o reed unusual roAls', ,MUffins,..qmskItal ian or Frenchiliread: Wp make.

our. o n Muffins- and .bug: fliiiit .of the-Wre from a retail 'bakery, but ',some-
- times they are notable to meetour ',.;-".; 60-1

1*

a
,... .

:, ou yi i t two small siares iihiCh sel lgredl s bread. Both .are''''''helthbor="

,. /* hood 4 ores, 1.end. WV) offer. at ,leastetwo other brands of whpite bread,
-.2.either atiotia:fly or regionally"adiertised. You notice- thattthere are, . .

'- -416 -stbrek signs ot di ipl ay material s provided for Fred ' s BreiPt' ighil e
,

. cserfain dtistomers who alway,s buy Fredli Bread; one tays, "Mostly old
. ...ladies whq,,, have_ been buytn$ it -....for years." Neither of -these stp,tes

sell's a. Pecl al ty by'eat s . -. . . .

. _ . .
N.,..4-...,,.s*. .. ,

------i-------_______._.
You, W.i t A; medium-sized-zindOendent storeiin a high.jihcome'llei.'i e. hexid

which' 1 s one of Fred's oldeit-ifia-best-Toatomers. The store ca et 'four
o -her brands ottbrea-the nationally aMertisiebrandi-twojegiopal brands, ,

d White 'Cl'oud": 'the -storemanager tells you ,tliat` he sells' aboiit -26,,--,
. . nail op43-4pr4slverti,se,Cttantrand 25.% Fred1.s,,while-,the remaining tOP.fref

his bf40 U di Y.1 ded Among the _offiet- th-ree-Sande...",,,,_ ,.;,.-36-ejtore".. TO:: -:.'

carrtMr4 iedls ;and .ryk; Ptench, anciAItalian brea_4 ft:W...,att4jier --

a toWn 60 m eS, awak.' . The. pillager Aleays °the' bread feemi the- ou-twdf=toWn
eakery is Often stale, but t ey ,only (del iver twice a week apd he ,has no

...

other sourCe for these bread's. ,,, ,(tr '' I ,.

,..1 . . ° , , if_.
,-

....: ' The wner of the sandwich shop chain 'says_Mle 1 i kes 'Fred' s. ',."I Only wish

th yeAteact .I buy wese that good ,g,... he says, "brut, it' comes' fronv Out .of

tow so ,I guess I. shOul dn.' t really 4omplain.1! Yod notice.a- stiek:of
packages 'Of Whitt? CTOud. submarine sandWich roll's in the kitchen ofo On

-..of _his shops 1. '': 7
.

-, ..,. -
-

4.f ,,,. .
,



Market
Study

of Business: Peterson's Reiteurant

. Economic SitUation
0

etropolitanqi0a-,

UfieMpltonen
7 Aye

',6.0.ricfrhk

:The,: 4_,
:Pie.' pa

. The geñWb
rategerf

loca .
new b.
'inter

.
troPölltan.area :trent Vie national

±'-area are Spread Our litde-a...Vartety cif Private
rnment .a_genc er.type.of operation

:

fi.gUre 'for the Metrapolitan--area. ts slightly abOve
9

.

_fituatfon i the area is,go d, sales are up in all'
i n the 1 ast year.

aye money availabree or-business "'dans. -Typical s for.
sses recent:1Si have been rfor a period of

. .
thile , ears, at 10%

. Per yr"-
The popillation pf Calvertoif is about 1.)000.,000'..

B.. Brentwood7' ,

.

Tke general ..t'usi nest .situatiOn in. °Brentwoodis -good.* The 'turnOver,...rate pf
bus i nesses in the area. is low:. ,Most 'businesses haVe. shown, An. Increase in

,

sales and-profits. in .the last year. .Several ,,new bnesses haVe opened,, -.
.

and-are doing well: ,.,,.,4..i .,
. ..A. . . . cis .

, .- . , , .
1. ,

'.,,' -Tf,4,-. -TAT...A, ..... -... 1 :.- . .
.. .

...

,

OneMpl oY,me is . tower titan'.'..the nabnal .,aystage i

.61' firms atid-,,have: OPcupation.: ny R.,e,,,.ple4,.irfrthe area 'kale .

-"Vir"7"'Warir itiribWiffertft7",.either fm
'is-Yowneri and. their emplOyees live in .theH eig-h-COR1-11Unityj'.

one maJOr ustriy.'in ar0., -aitctreSiden. s dr,e, NO di'
There is. no

y 4 'wide variety

.T.fie on !Of rent-wood 1S4 about. 20 .,

CoMpet:itiontz.
:
. a

..

ereAre. two ot ettaurants-* ashington Street .,near Heterson" t--
*0 ' Re I 11Y.' S' 'I n .:.the 4 . block ,''.- and lickviell''-,S ..acfloss ...the. street; in . a

.high .rise apartment b'uil4Ing: . .... .. ,. ... i .: -;... . .
. . 9.. /

...Both .0' Reilte.C:ind BlickWel Vs: serve- ordinatY American .food: 1'114 fan
`-'-atmot;phere..:. alitqwel s has. :a.more. varied menu, lers Al .7you..:c
eat" i s-fo ariefishetAree days the Weekl:

; . 44,
,

L Mk: :014ga'



Peterson's Restaurant page 2'

You nciticte that O'Reilly's is ,full of customert during the lurich :hour And
" .

on Unday afternoons.. It .also does. a fairly brisk business on,Fritlay, and._
Saturdag nights. .'The rest of the_week lt does not seem busy. O'Reilly!s
adVett4ses home-made cakes and' pies 'for dessert.

.,
Blackwell ' s ..is I ess. busy at Itinch 'than- -D'Reil Ty's but. has Many nuire cut--
tomers On weekday evenings, -especiallyTuesday,. Wednesday, and 'Thursday,

'when:the "All-you-cam-eat" specials are,,in effect: 'Weekends are alsd busy.
°for theM.. .8jackWell's.Offers a:specia'r.dittount plan to residents Of .

'the building in &Which it is. located: They havea separate room for private -
parties, whic:h they advertise with`a small, sign ,in,the lobby ofthe restau-.

. .. .rant and in Ihe Yellow Pages. '''. ..., 7' -,
4 .7

located in anOld building Which has been freshly, repainted,
The'decor is homey, and Cheerful with yellow wall's, green and white_checked.
tableclothsi, and fresh:daisies on each table., There is also.a carryout

- cdunter -for sandwithes and"SoupS,, Which: is especially .busy at lunchtime.
O'Reill's:menu offers a:selection of hot and cbld sandwichei, ef4,W.
Simple main diShes, a different hornemade soup eath day, and homemade -

desserts." YOu eat there and find th,6 food simple but:very 'good and the
service ,fhe sama.

- - .

'Bl ackwel l.'S takes Lip hal f !of' the first fl oor' of the apartment buildirLg .
Ifs furnishings-are modern,,in red and black. The menu is more varied

,than °O'Reilly' and: sl ightlY .More expensive. 'Iit.teatuieS the usual
§andwiches,1;shrimr; fish, chiCken., veal cutlets, several-:kinds of steak; ,

porkchops; roast beef,' andturkey All, may.-be ordered-alont ot as a din4.
.ner with soup,- salad",...Potato,<;A vegetable; and dessert. Desserts include'
:-convnercial bakery products' and ice cream. -You eat there. ani find the food,
"Well -prepared and: the gen/ice Satisfactory.;',

_Both' restaurant§ attract businessmen during the'daj, and fami T4es -in the::
evenings,and on vieékends.' A number of single people who live in the :
high rise seent4to eat at BTackWell 'S ;regularly.

. ,

;

O'Reilly' s' does' not .atcePt credit tardsl, Bi ackwel I's acteptS Mosr Major
credit cards:

III Custonier Characteristics 9 .. 7;
,

(See attached.maps foe- Age and Family Status,Income, Type of 'Houstng!).'4
9;

,.The Owner of the clothing boutique-next door says that.'she thinks buliness/.
at Peterson's .has:heen dOwn-ever since.O'Reilly's 'ReStaurant opened down /-
the street, She eats-lynch at O'Reilly's herself sometimes and thinks i
Is a more interesting restaurant than:Petersdn's..- She ta,kes- busihess
contaCts to lunch. at' BlackWel 's,, the restaurant in -thelligh rise across
the street; betause" the atmosphere As.niter. "I'm a good 'friend Of Clara-
Peterson' s so 'of course I eat there pretty 'often, tee;j1 she 'addS'. "I`
know she's been conterned about busines§, in the last couple -oryears;`-but

-,she'.s always thought' her old AstomersMvould get tired. of .0qtei s and
coMe back 1

9 <1... 9.

0.8
{.
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_Peter'son's Restaurant page:

The manager of the women' s clothing.store . two doors up the street says

tew--doe nItthinkthe-Lne-fghborhOOd-:needs_threerestaurants. He_eats

lkoch t the fast .food places on Center and Main because he says he
doesn t have time for/re sit-down lunch:-

thoe stdre mariager has only been working there for three months.
He Ooesn' t know Irt. Peterson' and says he hat never been in her restau-

-- rant betause it/looks, too drab.. He lives in 'anbther part of town and
usually brings his lunch from home, sO he doesn't eat out in the area

much. /.



SBSG 2
Starting áBusinessT

: 'Market

, Name.of Sparlde Cleaners'

1. Ecortimi c Si tuati on

A.' Metropolitan Area

Unemployment in the mefropolitah area is durrently beloW- the national,
average. Jobs in-the area are spread out over, a !variety Of private
concerns and govern-ment agencies; no one industry or type of operation
is dominant.

The per capita income figure'for the metropolitan area is s'lightly .

above the, natiiinal average.

,Thef,general buiiness situatibn in the area is zoo ; sales are up in
/all categories-of business in the last year. 7-, ,

Local banks have money' available -for business loans. Typical loans
'for new business recently have been for a period.of three years,
at 10% interest per year.

The population of Calvertdn is about-1,000.000. ,

B.- Brentwood

The general business situation in BrentwoOd is good: The turnover /
rate df_ bus i nessi n_the rea_is-low- Most_ businesses -have shown ! _

an increase in sales and profits in the last yeah. Several0 new
businesses have opened and are doing well.

The population of Brentwod is about 20,000.

441' Unemfilbyment is lower than the national average in Brentwood. T ere
is no one Major industry in the area, and residents are employed
by a wide variety of firms and have a wide variety of bccupations.
Many people in the area have some connection with the university,
either as students, faculty, dr staff. Most of the business oWners
and their employees live in the Brentwood comunity.

II. Competition

There are three other dry cleaners in the Brentwood area. One is ,

located in the 4400-block of Main Street, one'in the4100 block of,,,tr
Main Strilliand one right across the street in the 3900 block of
Washingtagirr

The dry cleaner across the street from Sparkle Cleaners, Jiffy-Clean,
is an oltlet- for a dry cleaning chain. Clothes are collected there /

195
,
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.:.Sparkle Cleaners page'2

,..

,.. ..
. ../---.N

. and,sent to a centrat cleaning plant. They- o not:Offer any laundry
serVi.de.

.
1 / .

...

Jiffy-Clean is locatd in a Small, very modern, clean building with

(

a large, attractive sign. The,sprefront is a tandardized one used
by all of the chain's outlets.

When you visit Jiffy-Clean th0e are seve..1 customers in the store.
The clerks are all young ahd do not sei especially interested.in the
customers. One woman it-a,sking a cler if a torn' pocket'can .be re-
paired in the coat she has brought i for cleaning. The clerk replieg
that they do not do repair work. Te woman sighs.and gives her the
coat anyway. Another customecsh s a clerk a stain on a4acket and
asks if it can be removed: .The erk says he doesn't know but makes

--a Kote.of the stain on the cle ing ticket.

MO take pair of slacks t Jiffy-Clean to find out dbout their
service fir -ha . The erk tellsYou they will be ready in five.
days, "But maybe, not for a week." The price she quotes is quite low.
You point out a spot the slacks and ask that it be given Special
attention. She mak a note of it, but when you pick up the-slacks,
the stain is stil there. (It is a grease spot that you know can be
removed with th proper techniques.)

You notice that.many workers from the office buildflgi in the diva
seem to taXe their cleaning to Jiffy-Clean during thg tioon hour and
after wo k.

L-B C eaners, in the 4400 block of Main Street, is a partially isel f-
ser ce cleaner; clothes are cleaned tn coin-operated machines which
ar run by an attendant. Clothes are not pressed, and charges are
de by the pound; rather than by the item.. HaWof the shop is taken

u1:0)y a laundromat operation.

When you visit 1.43 Cleaners, there are about five customers in the
----stdre. Three are usiWthe Iaundromat, one is giving the clerk a

bundle of dry dleaning, and one iP picking up,a bundle of cleaning.
All of the coin-operated machines are running, and a bundle of clothes
is waiting on a table to be cleaned. All of the customers young;
some appear to be single, While others are yOung,parentS'wi

s.
children.

1.713 Cleaners advertisestin each issue of the college newspaper.
featuring their low prices and 2-hour service.

-

Leonardo's Cleaner's, in the 4100 block,of.Main Street, have a
cleaning plant on the premises leir prices are about 25% higher
than Jiffy-Clean's, atid they u clothes in,about 5 days: They

*
do not deliver.

.When you visit Leonardo's about 5:00 on.e afternoon, the store.ts
half4ull of customers, mostly.mriddle,,aged.and.Older, some rather
,shahbyrlooking.,-You hoV#de several peOple get off the bus at the .

corner. And coMeinto thePhOp. The clerks are friendly and seem to
knoW many ofthe:custoOlert.by name,

106 eiE'
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The proprieter of Leonardo's is He tellS youI has' been
in business 20 years, and some of his ;tomers have been comjng'in
ever-since he-opened. He-gets-most of hTs business-from-the neigh-
borhood south of Main Street, and east of Center- "4 don't get much
business from students, though. They all go to Jiffy-Clean or L-B."

Cugtome-r Characteristics

(See attached maps for Age 81 Family Status, /ncome, Type of Housing)_

The clothing store pwner next door says Ike takes his business to
Sparkle Cleaners because the work is d(4 right-there and there's .

less chance of items getting lost. He reels that's especially
important when it's an item from his store that has gotten soiled.
He's been thinking about changing to Ji1fv-c1ean, though, because
their prices are lower and Sparkle Clean

elf's
takes just about as long

to get things done. "What I :allaTlvorirs that one of them would
do alterations. I don't have rid we have to send all of
our alterations work downtow3,I It wouloabe nice to have a place
nearby." -

*

The jeweler: two doors doW h" the street 4rsonallY Patronizes Jiffy-
Clean because their prices are lower that., sparkle Cleaners. He
changed omer when they opened, bui is thinking of changing back
because he is not entirely satisfied with their service. He feels /

it's too impel'sonal and says they don't

g

et some things entirely clean.
/ .

/ ,
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SBSG 2 I
Advertising
Information
Sheet '

ADVERTISIVG INFORMATIOg SHEET`

(e

Newspaper (One unit = one 3" x 4" advertisement FOR 1 DAY.)'''

1. The two metropolitan neWspapers each have a circulation of 306,000 drawn from

a distance of up Ito 60 miles away; A 3" x 4" ad costs $120.00. Full page
(20 units) costs $2400.00.

2: A weekly community newspaper, the Brentwood Neighbbr; is4a41,15.hed in Brent-
wood, concentrating on community news and issues. Its circulation is 5,000

drawn from the Brentwood area. A 3" x 4" ad costs $20.00. A full page ad
(10 units) costs $200.00:

3. The university.publishes a 6i-weekly student newspaper with a circulation of

1,000. A 3" x 4" ad costs $1000. A full page ad (10 units) coits $)00.00.

Rfdlo (One un = one 30.74ggad spot.)

1. A local 50,000 watt network station aimed at'the general adult market`charges
$50.00 per 30-1second spot. It has a broadcast area of up to 600 miles in
radius at night, about 100 miles during the day:

2. A station covering only the Metropolitan area (population 1,000,000).and aiming
at the teenage market charges $25.00 per 30-second spot.

3. An "easy-listen:ing" station with a broadcast area covering most of'the city,
including Brentwood; charges $15.00 per-30-secOnd spot.

.

Tele,Iision (One unit = one 30-second spot.)

1. A local UHF station. covertng most of the city, including Brentwood, charges
$40.00 per 30-second spot.

2. ( The netWork-affiliated stations in town charge $100 pe-30--second-tpot,---
!

BillbOards-(One,unit = 1 billboard for 1 iluarter.)

, Billdards froM a lecel edtdddr advertising company rent for 7 0 per quarter.

Flyers/Direct Mail (One unit .=-_1000 flyers.)
.

The Brentwood Neighbor operates a printshop. They can prodUce 1000 flrrs for $20.00

,
4

Specialties .(One unit = 1000 pencils or 100kmatchbooks or 200 pens2)

For $10.00, a local specialty advertising company will provide 1000 pencils im-
.

printed with your name, 200 pens, or.1000 matches.

;Co:operative Ads
--

Two or More bus*esses advertise together using ohe of the above medi , sharing
1

the cost.

'

,

S.
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Starting a Business :

...-

\ , Supplier
InforMatioh.

)'

I

SUPPLIER INFORMATION,SHEET

Name' of Bulkss: .Brentwood Neighbor

\ .

There are two local general newspaper suppliers which vipply all types,.
.

iof printing supplies (Wept paper) and ,equipment..
\

,

\

1. tentral Newspaper Suppliers offers discountt.for early payment of .
bills, at welT as quantity discounts;Del)eries usually come
within three days. Ofvorder.

:2. Calverton Printers':.SupPlY.offert quantity discounts, bUt no dis,
- counts for, early payment.. Their prices are.about the same as .gen-

-tral's, not Counting:the effect.Of discount. DeliVeries'usually
take a week fr'omittme Of order: They-ate currently supplying the
Neighbor; .The quality of their merchandisd is lower than the quality
ofCentral's.

There are three *al paperSuppliers. The Neighbor needs newsprint,
plus a varietrof papers for printing jobs.

,

1.. .A-1 faper Products COmpany iells neWsprint but not-the types of.
,paperlou need.forcommercial printing jobs..- Their newsprint prices
are'thejowest around. Delivery takes anyWhere from,3710 .days from
time of Order..' ,TheY dooiot offeranyAiscounts.. General quality is low.

. -Greenwood's-Paper-Supply offers A-wide-variety of paperseverything"
7rom newsprint to the finest quality parchment. 'The general'qualtty,
of their goods_is high; so'Are their prices.:L-They offer quantity
discountiY10e1ivery takes 2-3 dayi.

---- .

Esquire Paper Company sells. most types.of paper used by the Ne ighbor.
Their prices are somewhat lower than' Greenwood's; quality tends tcy
be in the medium range, although they do sell some high quality
specialty. paperi. 'heir newsprint price is between'A-1 ancrGreen-
wopd's. They offer quantity discounts and discounts for early
payment.of bills. Delivery takes about 4 days.



SBSG 2
Starting a Business,

tt;

SUPPL I E RI-NFORMAT IONSHEET

Name of Business: Flora's Flowers

4*
There are three wholesale florists in the area:

1, McCoy's Wholesale Florist Offers,an assortment of all types of
flfAlers, plants, florist supplies, and,gift items. They-offer

- terms of net/30; 2/10. (All accounts payable within,30 days,,with

45
a 2% discount for aCcounts.paid within 10 days.) Free delivery,
daily for flowers, weekly for'other items. ".

. Quincy's Wholesale Florist offers the same complete assortment as
McCoy's. /hey ofter terms.of Net 30 days with no discount for early
payment. They do offer qbantity discountSon cut flowers and on
seasonal'.plants, however, Their basic prices are slightly lower

*.than McCoy's, not counting the effects of discounts. Free daily
delivery forball items. Quality lower than McCoy's.

3. 'Heinemann's Florist Wholesalers Offers all items the other two
do except gift items. Theyoffer terms of Net 30pdays with no
quantity discounts or discounts for-early payment. The quality bf
their pqtted plants is,higher than,the other two, but their prices

- are slightly higher." Delivery on ordem,

Suppljer
Lnformat0"
Sheet

*of

- There are'also two greenhouses on the outskirts of:the.titY.-

Patman!SGreenpouse Offers a wide 'selection Of.pOtted plants,and
Cut flowers at lower prices than the wholesale florist's: Generous

.quantitydiscounts; FlOres.currehtvorders-would OUt them at-the
10%..Tevel. "Free deliverythree.timeS a week for regular and special

. orders,, .Qualityyhigherthan,wholesale florists, ,

. .
.

Grein-Hill-RoSe bUt-also handle-Other
, CUt flowers and some plants. Thetoffer,quantiii diicounts on.roses--=

15%On Flora's current order.'
Theirbasicprices'are lower tharig04,00%on roses,,abOut:the same.

:Am other flowers !Ici Plants. 'QuirYJO.Ober than'wholesate florists.

a,
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, Starting a Business.

SUPPLIER INRIRMATION ET

Sqopl ier
Informatfdn

..
,

0. :!

Name of.Business; -Fraser's. Wholesale Stationery

Some large wholesalers' will sell to smaller wholesalers; all of the items.
stocked by Fraser's can be obtained this way. There are two large whole-
salers the area that will sell to small wholesalers:'

1. Calvertoh Wholesale Stationery will Sell to smaller wholesalers,
at the same price they-charge to retail outlets and with,thei-same
quantIty discounts. They will sell some things in smaller luantities
than manufacturers will. An order'can take up,to tro Weeks(to be
delivered. General quality is slightly higher than Statemite.

,2. Statewid e Wholeiale Stationers specialize in supplying Smaller
wholesalers.. They are located in a city some 60 miles from cal-
verton. Their prices are higher than the manufacturers', but
lower than'Calverton's, even when-the cost of delivery is added.
They offer quantity,and early payment discounts. They will sell
In smaller quantities' thao,....the_manufactuer on most items. Deli

'usually takes three days. --7"-

Piper products can bepurchased.from paper supply companies at.prices
abovelhOse dharged hy paper 'preiducers, but below thosecharged by

.7*.wholisale stationers. There are several paper supply colloades in
,

hetarea; the two listeehere are typical.
,

1. GreenWood's Paper Supply,offers a wide variety of papers.
luality of their goods is high; so are their prices. They

fer quantity discounts. Delivery takes 273 days.

Esquire Papen'tompahy sellSalmost as wide a varietY as .Greenwbod's,
including almost_all.the types of paper' you mould normally'handle.
Their Prices are,Somewhat lOwer than Greenwoodskqualitytends to.
be in.the medium,rangii althoughlthek d6Sell some high quality'

'-S-pecIalty-papers:--TheroffetquantittAistpunts''al*41sounts-for
early payment of bills. :Delivery takes about 4 days.

1
. J

All the iteMs you stock may be olle"redidireCtly from.the manufacturer.
Prices are lower,. Mitho4t exteptiON everitakingInte.aCcoUntAhe cost .
of shippingDependingApon thedistance.to,themanufacturer's plant
from-Calvertdp, delivery:may take u-o to No weeks. Mott manufactur4rs
offer qOantity discOunts; soMe also.require ordersto be of a certa n

Minimum size. Quality. is generally higherthan When ordering thr h

jarge wholesaler.
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Starting a Business-

SUPPLIER INFORMATION SHEET

Supplier
Information

. .

4.°Name of Business: Fred's Bakery

'

Thereare_tbree. main local supptiers of generalbakery'supplits: All, of

these'le parties provide...flour, Yeastvand.a11 other basic ingredients. .

1. Green s,
h,

ry upplies.' Green's hasbeen supplyihg'Fred sifor 25
years:, jbey selLon. terms-of.Net 30 days With no discount for:.
early Payment. ,(That is, accbUnts must.be paid in full. Within
30 days.). They offie varying-qUintityAistounts... The quantities
..Fred's.haS been buYing haVe.entitled thetlo.a 5% discount; howevei
if ordees,weretade '..every two weeks nstead ofWeekly they4ould be!

--ejigiblelor a 10% discount; because,the, quantities'ordered would..
double:. .They offer. deliveries at whateverIntervals'are desired.

.
Thky also provide emergency same-day delivery Service. They do not
carry'spOial floUrs. Quality ts, higher than Metro's but lowee than Sam

Metro Bakery Suppliers: Metro.offies ttrms of Net/30;2/10. (That
is, accounts must be paid in fu1l..within10 days, and if accounts
are paidWithin 10 days, a 2% discountAt given;) They do not:Offer

.quantity discounts. They offer automatic weekly'delivery servide.of
standard ordees. They also provide market.tesearch tOetheir clients:
Their basic priceS are-lower than Green's, withouttaking discounts
iftto account. They do not carryspecial,flours.-

.
.

. Sam's Bakery Supplies. Sam's offers terms of Net/30, 2/10, plus
quantity discounts. The quantities Fred's has_been)buying would
place it in the 5% discount range; their orders would have to .

triple to-move up to the-next level, which is 15%. They,deliver
. on order only; with a two-day time lag between-order and delivery.

They specialize io special flours, Such as rye and.whole wheat, and,
provide recipes to bakeries. They also offer a limited jiniOnt of-
market research, mostly dealing with new products. Theirbasic

Quality is high.

There are tWo local companies selTinvonly flou#. Quality is higher than
the bakery suppliers. ' . .'

.

1. Ferdinand's Flour Mill sells white and whole-wheat flour, ground
-locally, at substantially lower prices than the bakery supply houses..

!

, There is one standard quantity discount for 'all Orders of moreAn
,

s. 500 pounds. They do not deliver. xo , -

'

,

., The local flour mill for a national flour company offers white flour
only at prices below those,of the bakery suppliers but above Ferdi--.

D 4., nand's. They,wtMdeliver miintbly. They have one standard quantity
discount for all orders o/ f more than 500 pounds.

d .
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There are two local suppliers of bakery Oquipment.'
N..

Rose's _Bakery Equipment offers a complete line olgbakery equipment. They
handle neW equipment onlyirand do not, take trade=Ths. Their finaking
is handled by a finance companY.s,i-They will lease equipment, byt'do

. not apply tke leag6 paymenksjo eventuAl pirchase if theCuttoier decides
,to. buithe"equipment.' 'They provide ah txtensive traininvrograwfor

-*all equipment they-sell. .

Mit

Freee BAkery page 2

;..A-cme Bakery EquiPment,efferso:Complete lirie:Of new, and used:.baker
equipment: They acce0t,tride4its.' Theyliandle their:Own finanCing.
They'offer a liberal-leaser.-.WfthOpttan..to7bUy Ojan-in which4payments
for.a leas.ed piece of equipmdhttan'be Applied to the

. purchase price..
The intereWrate on theirlfinanC4ng: ft-generally lOwerTthAn Rose's,'

.,' but the:Vim periodJor TePayment-is!vsuallY shorter.
,

205



SBSG 2
Starting a Business

Supplier
Information,
Sheet

.SOPLIER INFORMFITIGN SHEET

Name of Business: Petersen' Restaurant-

There are numerous restaurant suppliers in the Aetropolitah area. You
contatt three,comprehensive sUOplterewho proVide food, equiPment, linen; ,

and other supplies. You'find their prites atmost identealbn Most jtems-,
if the effect,of the discounts is not considered."'

'

jt. Geerge'S Restaurant Supply. George's Offers:tenmi'of Net/lb,'2/10.
,;.(That AA, all accounts are payable Within 30 days;::andiaccounts paid
withn ten days receive i 2% ditcountA- Theydolot Offer
tity discouhts. 'Their selection of food ls limiteetokstaneard itemsr;
but they Will special order items they do not,havelntreek4free of
charge. Special orders take about a,week. They offe .1007r4r_dailY
deliveryiervice. Highest qualitY among comprehensive suppliers.: 0

. Mid-City Restaurant Surly. Mid-Cit; offers terms Of[Met;,10.4ays.

(All accounts payable full withip$30 daYs;,no,discount for
'early payment.). They offer quantity,disceuntAn'te*ain meat items .

but nothing else. The quantity,required for a discount is 'about
twice what Peterson's now orders. Their selection of food is limited'
to starard items, and they do not special order. They offer regular
daily deliveryservice. Lowest quality aMeng'cOmprehensive,suppliers.

4R

3. Lone Pine RestaUrant Supply. They halie supplied Peterson's for 4

years. Lone Pine offers quantity discounts on all feed items; Peter-
son's is eligible for,$ome of the discounts and currently saves about .

10% on about half of the food it orders. Their selettion is slightly
wider than the other two, but they do not special order, and.they do .'

not handle baked goods. (The other two do.) They offer regular -

daily delivery service. Quality higher than Mid-City; lower.than Geo6e.

e

You alsocontact a number of specialty suppliers. The following are '

representative of what you find in each category. Quality for all is higher
than the comprehensive suppliers'.

1. Abbott's Meat Whole tr. A wide sele!Won.of high qjality meat at

, slightly lower pric han the comprehensive suppliers. They offer

daily delivery and provide special cuts to order. Terms of .

Net 30 days and no quantity discounts.

2. .Markts Wholesale Produce. fresh.prOduce it lower prites than the
temprehensive suppliers. Daily delivery. *.They specialize in finding

. out-ofseason produce, for-an 'extra charge.. Terms of Net 30 days and .

. . .,

no quantity discohnitt. .



3. Petrocel 1 i !s Wholesal e Grocery. :Thei,Wer 1 necessary noh-fresh

foOd itemt at the lowett wholesale prICes: / hey wiY1- deliyer
maximum of once a, Week, but Only when Ode ed. :Delivery time of-0110

day:after order Is placed.'" Terms of Net ? 0, days.
.

. !

Dombrowski's' Bakery. They 'are a retai

of tsaked goods to restaurants at .15%
are more expensiie than the baked go s

suppliers, but also of higher, qualitk,
and daily delivery. //

ikerY that tel 1 s all kinds

ow retaq price. '.Thetr pro.
providerby the comprehe0Sive
They, dffer,terms 'of Net:30 days

Leter's UnifOrm Servicei ..::Priovids Uniforms inellne0 at a lowerririce

than the comprehenstve:suppl ler _Wee k14/:: 01 k7..L4APO:denverif:, Ter1W.:.

of Net 30 days. .

.

_ .

6 Farnsworth Papey Products. ffers pap

the. comprehensive supplier . Generou
mon*y, Peterson's could qualify for
orders take about theee ays, to arri

r supplies at lower prices than
quantity 'discounts; by ordering

one of 25%. . Free delivery on order;
.

e.

'I4,
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.-/
-/Supplier
/ InfOrmation ,

Sheet

SUPPLIER INFORMAT-104 .SHEET

NaMe of Busi parkle Cleaners '

, .

\

There art three local suppliers of dry cleaning a d laundry supplies:.

, .. 1. City Cleaners Supply afers quantity discount . - Sparkle's !present

,

,

. level of ordering.puts it in the 10% disountI range. Orders would
'have toitriple to move into. the next range, 0%. They deliver onc
order add offer special courses on new techniques and new chemicals'.
Delivery time-is usually one day. Quality is hfgher than Rick's, but

,

lower than Bradshaw's.
. 1.-.

2. Rick's Dry Cleaning Supply offers.terms of Net/30, 2/10. (That isi
accounts must be paid in full within 30 days, arid iraccounts are'

'paid in full Othin 10 days, a 2% discount is given.) They do not*
-offer quantify discodnts. , Thiy deliver on order onty. .,Their basic:

alliWe

prices are about the same asfAty Cle "upply, without consid-
. ering the effect of discopna. Delive is usually\two,days,

3. Bradshaw's Cleaning Supplies.offers terMs of Net/30, 2/10, plus a
small quantity discbunt. They have(been supplying sparkle for the
last fiveyears; Sparkle's current,quantitygliscount amounts 6 5%.
They provide automatic weektY delivery of 4tandard orders. Their -

basic prices are,slightly higher than the other two suppliers, but:.
their quality is also higher.

1.
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Business plan'

I "

,

Business Name

Players' Names, \

',1 ..,
I

MARKET fN G PLAN

'P!6'

A,- Present, name of business
) .

, Do you plan to change name

so;to what?

Why?'

. Size of Plabned Market IcheiCone

Whole city- (one million people)
I

Brentwood and surrounding,
neighborhoods (ipprox. 50,000
people)

BrentwoOd only (20,000. people)

SMaller section of Brentwood
(approx. 10,000 people)

C. Mdiket Needs

1. ,Serflices and/or Products not now available in market
4z,

l'4_2.____E-tpecial--needs-or-tastes 'of-potential-customers-.
I ra



-Busines1 Plan
Marketing Plan, page 2.

D. Image: What specific things will be distinctive about your business? What do

yom particularly want customers to notice and remember?,

. Product-and/or Seryice Line-- -

Product or Service
=c

Price Range EstiMated Percent of
;. (High, Medium, Low) Sales.:or Services

-Free Services to be Offereil

SeiNice Estfmated cost per Year

4.

Sales Policies

Credit (check one),

.No credit

Store credit only

Credit Cards Only

Store Credit and Credit Cads



Business Plan
Marketing Plan, page

. Other Sales Policies (including policies on return of goods, guarantees,
special discounts, etc.)

. Advertising/Promotional Plan for first quarter

1.--Advertising

Type Units

,,x

Cost per Onit Total Cost

City Newspaper,

,

$120

Comunity Newspaper .--$

College Newspaper $ 10

Radio
General Aduit Station x $ 50 = '

Teenage Station $ 25

"Easy Listening" $15
. Station
Television

URE $ 40

Network-Affiliated . x $100

Billboards x i750 =

Flyers/Direct Mail $ 20

Specialties $10

TOTAL

.-Whatlire Youi -reasoni for Lising these tip-e:i of:adVertiifngt

it



Summary of advantages of business over competitors Abet do you-offer Your--
market that they don't? Why should someone buY fr "you instead ef from them?



SBSG 2

Businoss Plan
Business Name

P14yerslOames
41.1z.u.

OitRATIaNAL YLAN

A. Legal Organization. (Individual piiikletorshlp, partnership, or eq(poration)4

Nelsons for choostng this organization:

Insurance.

Types:

to

TOTAL

C. Personnel 0,

Cost per year
4.

!.
..

1. Roles to be ftlled by owners

Name . Role

.

,;1

,Salary*

*Each owner earns a 'salary of $6000 per year 01500 per quarter .



4407

Business Plan
Operational Plan page

,

2. Other employees needed -Saler *

.;/

*Each full-time emplaYee earns salary of $6000 per year ($1500
per quarter); each part-time eMploYee earns a salary of $3000 per
year ($760 per quarter):

. 'Supply .

1. 'Supplies Needed,

.r

c-

° rf'



1

BuSihesi Plan-
Operational Plan, page 3

Sup Pliers Selected

Name Item(s) Reasons for selection -

0

, 233

,



'Cost

ew equipment/machinery

New furniture/fixtures

is

'0

-

Newsin (Cost = .$504)

...

Repaintf istructural

(to be paid
Ttapdel ing .; 0

by landlor

Total



PURCHASE PRI.CE 11011KSHEET

STEP1 Determine Tangible Owners' Equity of the business by subtracting
liabilities included In sale from total physical assets included

Total physicalvassets included in sale
Total liabilit4S 'included in sale
Tangible Owners1 Equity: . . . . . .... . . .,.......... .

4 . , . .

Decide whithei to offer-anYthing for.GOddwill by determining
if the business has toy excess earning PoWer.

Find the.ayerage'net Prof71,t.

of the' butiness,oyer the lastH
-threelears'and idd ayeragOalarieS4aid-to Ownersayer.the
three.years to-get Present;Earninglower of Business.

.Average, net proftt......,

Salaries,paid to burners.
PresentiFarning PoWer.ofilus

.Add otlheciangible Owners' EqUiti"Ofight businesS
Athe aMount_yotLeouldLgarn by itvestingffn
gOvetnment-bonds):to your present salariet.to get

Preiet'Earningpower'of Buyers.

nof tangible.OWners'Equity
PreSent:SaleriersTofbuyers..
Present Earning Power of

,

C. Subtractigreient Earning Power of'Buyers frOm
Present Earning PoWerof Business,to get

.

Excess Earning Power of Business--

Multiply excess earning Power of bUsineis by 3 to-get
GWedwill Offered. If there is no excess earning power,
put "0" for Goodwill Offered.

Goodwill Offered..

STEP 3 "Add GoodWiil Offered to Takible Ownei-s' Equity to get Buyers'
Offer4dr Business.

Buyers 01104;'Busigiss

V.A.!



Busihess Plan
Purchase price Wppcsheet,yage 2

c,

STEP 4 Negotiate with owner. (Draw card.) Owner insists upon
% ($ ) above Buyers' Offer, for'Goodwill.

Add th s amount to Buyers' Offer to get Price Agreed Upont-
for Business. '

Goodwill ........
PVice,Agreed.Upon for Business

Goodwill offered ."

- GoodWill demanded by owner rr.

Totaoodwill paid

236
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Starting a BUSinesa:

Business: Newspaper

Ps a small businessperson, you can join the Calvertohamber of Commerce..
Membership dues are.$5.0.00 per year. As a member, you Would receive
informatiOn about/eventLan0 deYelopments affecting business-iivCalverton,
Such as legislation, otherlOvernMent action, and private development.
plans. You would also haveithe chance to work on conipritteas, tOlnfluence
policy in various areas affiEtirebUilness.'

You have already decided.to beCome:a Member of the BrentWood.Merchants;
AsSociatfon: This/gro0P-..meets periodically to discoss Cooperative #c0010,
Oddaling with communitYAstues. It'Works to imprOva4he:COmMunity f9r the:4
benefit of all thebusineases in it. Membership,dueSiire $50.09.per'4e.

There is'A.ComMunity newspaper and printing .trade:aitociation in the
calvertOrkiat'ea which.you.are eligible.to join. MeMberOlip 'dues .areIlW
'per year.= Jhe trade association provides the:follaWing servites to .

members: Market research, managementjtraining, in4rmation about industry:.
, and area-wide trends and developmehts,.group:health.ipSuranc,e at a cost

of 2% of yourTgroll,_group life insurance at a cost Ofil% of yOur payroll,

Ms. Vogel and Ms. Patrick tell you that they knot belong to the 'Brentwood
Merchants' Association because they feel a newspaper is not really a -

. business and they are not interested in the:samelkings, the businessmen
'of the.community are. They do not belong to the trade association because,
"We don't.really need their help, and it's just one.more expense."



SBSG 2

_Starting a Business

,COMMONITY PARqCIPATION INFORMATJON SHEft.

'Business: Fldrist-

As a Oall tiusinessPerson,.you cai0Join the Calverton Chit& of Commerce.
Membtrthip.dueSare $50.00 per year. As a. member, you would receive *

information ab(04.1Ye4s-and OTteloPmelltS".0W.tig9*bosiness,in-CalvertoO,,
'such Wiegtslatio0Oither.government aCtion, and priVate developmentplans:

*You would also haiie the chance tO work.on committeet to.inflOgoce POlioy.
0 4 +. -

in .variOus 'areas affecting buitness.

Yoehave alreaAy'decided_to become a- member ofthe Brentwood Merchants' .

Association...This lrOUrmeets'Ortodioally to.discuss cooperatiVe.actiOO:
deita1Og:'with.cOmmunity-fstueIt4Oikilo iMproVe.the.cOmmunftY for
'thel*nefit of:fill the bUsiheSses in It. Membership dues are,$50.00-Perx,

Iherq,is a rittOsts.'. trade associatiOn.in,thetalvertOlvarea,which:you
tdjoin. Membershi*ues.a.r.e$100.-per;Yearrhe trade

association provided the following'services pi'Members: -marketresearchi.
managementtraining, information'about industrY- and area-Wide trends
and,developments,. group health insUrance at4 cost of 2%tiof yourpayrill-,

-7-7-7-7---grOW1-tre:--ingurpceTat a _cosi of irof-yourirayroll.
. .

Mr. Flora .414 yolAhotheii1.40'to,belOoOto the. Brentwood.Merchants!

AssoCiation; bUt doet:notbelOng.now.: ..""The shop has" kept Me. pretty
-...busy.,,the last yearbutfiefOre that Idida lOt with_them. They ajwayt
.t40q.Care of comiunity Christmat decorOlOns..,eVey'Yjeari, .He does not ,

belong tO the florists' trade'assoclatioiv.' "Not that Phave-anything.
against.theM, but it only started a few years ago, and I've Just never
gotten around.to joining," ,.

,

4
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Starting LBuVness
:

e

; .COMMUNITY PARTICIPATION1INFORMATION SHEET

Business: Wholesale Stationery.

-
.

As a. small businessperson, you can join the Calverton Chamber of Commerce.
'Membership dues Are.$59:90..per Year. As a member, you would receive
infornation about events and,developments affecting business in Cal verton;
such #s legislation:, other government action, 'and private develOpment;plans.,
You would alsO.have: the chance..to.work on committees_to -influence poiTcy 7

in Various, atea affecting butiness0

You haVe already deaded to tecome a member of ,the 'BrentwoOd MerchantS'
Association. hiSSroup meats periodically to discu.ss cooperatiVe action,
dealing wctil CommOnitY iStuei. It workOto -imprOVe the comMUnity'for the
.6enefit oftall'. the :businesses in it. Membership dueS are $50.00 per 'year:"

,

Communi ty

Parti ci pati on

I n fo rma ti on

Sheet

There. is a4statjoher'r trade assoCiation An the' Cal verton area .wh tyou

ire ellgible'ste SOin. ',Membership duesare,$100 Per Year, :The trade '
association_ provides the f011ovaing.iserVices. to .membefs.:, market .research,
management -.training, 'inforM4tion about industry- and-area-viide 'trends and

, developMents:. group health insUrance at -a cost of 2% of your- payroll,:.group
644.4 ife' insuilance at a cost oft 1% Of your-payroll.. . . /

.

, 5.

Mr. ?mien says he does not telong to the Brentwood Merchants,' Association
.

but:works with :them on their projects which he feels affects him. "Which
isn't all of thee," he says. ,"A lot of;r4their Stuff only concerns the .

retail stores.".' He doesn't belong to the trade association because, as
he says, he'.s' "Obtten along .fine without them all these years."

-

f

;,*
= !. S.

, c
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1/4 Starting Business

COMMUNITY PARTICIPATION INFORMAIION SHEET

, Business: Bakery

Community
Participation
InforMation

.Sheet

As a small-businessperson, you can join the Calverton Chamber of Commerce.
Membership 'dues aro $50.00 per year. As a member, youwould receixe
information about events and developments affecting business in Celvellon,
such as legislation, other government action, and private development
plans. You would also have the chance to work on committees to influence
policy in yarious areas affecting business. r

You have already decided to become a member of the BreLmdMerchants',2
Association. This group meets periodically to discuss)fooperative action
dealing withcommunity issues; It.works to tmPrgve the community for
the benefit of all the businesses in it. Membership ddes are $5040'
per year.

There is a bakery trade association.in the CalYerton area which you are
eligible to join. Membership dues are $100 per year. The trade
association proyides the following seryices to members: market research,
management training, information about industry- and area-wide trends
and developments, group health insurance at a cost of 2% of your payroll,
group life insurance at a cost of 1% of your payroll.

y

-1414: -ftrUiii-tells you that-he-ls not a member of the Brentwood TierChants'
Association. "Why should I worry about them?" he says., "That's for
retailers, not guys like me." He does not belong to the bakery trade
association. "I look at it this way: I've been in bUsiness for a long
time, and I probably know just as much as those guys running the_trade

. association. I don't need to pay them for advice."

,

240
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StartinT a Bus ine 4'

COMM NI TY PART I C I PAT ION I N FO RMAT ION SUEET

ness:. Fstaurant

1 ,p.

la 'small businessperson, you can join the Calverton Chamber of. Commerce..
ei-shi dues are $50.00 per year. As a member, you.would receive

ti n about events'and developments affecting business in Calverton,
s 1

l

gislation, othei,government action, and,private development
ou would also have the chance to work on coinntttees to influe

i various areaS affeCting business.

co mmun i ty

Parti ci pati on
lInformation

Sheet

..

You'l hav already decided to become A member of the Brentwood.MerChants'
AsSoci tion. This group meets periodically to dcscuss cooperative
actIon dealing with communtty issues. It works to Improve the community
fol. the benefit of all the businesses init. .Membership dues aie $50.00: .

per yiear.

Thexe is a restaurant trade association in the Calvertoniarea, whiCh you
!are/eligible tO join. .Membership dues aie .$100 per year. The trade ,

1 sSociation provides the follOwing services to members: market research,
nagement training,,information about industry- and area-wide trends and

ideVelopments, group Oealth insurance at a cost of 2% of ;your payroll,
igi-oup lifeHnsurance at a cost of 1% of your payroll.

Mrs; Peterson t41 ls you that she does not belong io the Brentwood Merchants'
Association because, as she puts it, "I've just never had time to take off
,frdin the restaurant. Besides, the always seem to meet at mealtime, just

6 when ' m the busiest." She does not belong to the restaurant trade
.

laiscriation. "I never realized a small restaurant like mine-could join,"
she says.

;

_
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,Starting a. Business

COMMUNiTY PARTICIPATION INFoRMAT ION SHEET

Business: Dry Cleaner,.

Community
Participation
Information
Sheet

./ks .asmall businessOerion,:you can join theCalverton..Chamber of CoOri06e,:.
Membership dobs'are150:00 per Year.: .As:A memberi.-YoUwOOlditeceiVe
inforMation about eVents and develOpmentt affecting bUtineitAn-Olverton,
00 as legislation4other goVOnment...attion,tancrpriVite4dvelopMenti.-
plans'. You wouldAlto have the:,chance'to wOrk'On CommittetAEY4influence

..polfcy.i.11.,:yariout'Areat Affecting businett.

-YOU- ,haVe:Aiready:Aecided to become A member: orthe BrentwqadMerChants!, 4:

iati0O, .This Aroup meets periodically tof:discuWcOoperative aCtion,
...,g,witkcommUnitlittues. ftworks.toimPrOVeAheoOmmunity for the,

,.beneAft;:of all thebusinettet. in it'. 7.MemberithipdueS:are150.00 per yeAr....,-

Thefe: a dry-cleaners trade.associatipkiu theCalveftou' area whic.461'
are elig le to joio. Member40p dues are $TOP Per.Ye4r.iThe trado :...--

.4 astociati" prOvidet tho folloWing serViCes.t0,000berS:
'-fflarket.retearCh;.

mapagement.'Aining, information:about industryandarea4iide-trehdtand
developMent Aroyp health insurande at a Ott Of...2% of.yoUr payrolW
group lifejnOrdlice-at a cost of 1% of your:payroll.

. Mrs: Engel te1l4yoU thatshe is nOt AmeMber of the,BrentwoodMerChantt'.
Astociation, butthat she sometimeshelOs them with sOme certheir projectt
when specifically*sked to do to:: "There: are alWaYt.plenty Of.other people
.willing to.do whateier has to be done," shetaYt. "She itnota member of
,the dry cleaners tradeYassociatfon. -"Vm just not a joiner."

2421
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Business Plan
Busineis Name

.

layers,' Names

FINANCIAL PLAN

Eitimited Profit-and-Loss Statement far tht first year

Last year of Present Businets . Proje ted

Net Sales .

Coit of Sales-
.

Gross MOrgin
%

Expenses:

OwnersaliOte

Employeet% Wages

DeliveW-

Rent

Advertising & Promotion

Taxes & Licenses

Depreciation (5%-of value of
fixed assets)

Telephone.

Insurance

Legal & Accounting Fees

Utilities

Bad Debts (&/or credit card cott)

Supplies

Interest (10% of expected loans)

'Membership Dues (List)

Total Expenses

Net Profit



SBSG 2

Businegsllan.
Financial Plan, page 2'

/A-
J

''';/ a

taternent of 'Findheil Needs
7' "

Prke Agreed wow for Business

Additional. nstsr
Physical 'Chahges in Business (EquiPme
fixtuees, And sign)

(If'you incorporate) Legal fees and other incorporation
costs ($200)

chinery, furniture,

, .

-PrOaid Items and Deposits
1./ Rent Deposit (monthly rent x 2)-'

other Depotits (utilities, etc.)

'insurance fdr-one quarter

Opening Expenses:

Advertising and Promotion for first quarter

Working Capital (5% of expected yearty net sales),

TotaPFunds Needed

C.. Owners Equity (amount to be invested in business) .

Owner1

Owner 2

Owner 3

Total °were Equity

D. _Financing availabli from friends or relatives.

-

-Funds Available (Owners' EquitY,plus
nci g aVailable from friends or relatives)

,Financing 4eeded. (Total Funds Needed minus Totaf
Funas Aviilable)

Equipment'inancing Needed (cost of physical changes
in busindis)

-Bank Loan eeded (Financing Needed minus Equipment
Financing Needed)

200

Amount

244



Business

E VALUAT ION. 90 'MARKETING- PLAN
. Nape

action or name

completely inappropriate .

Size of.Planned Market

.2.

coMpletely inappropriate

Market Needs .

action and name
completely appro-

priate

Services/Products not 'now available'

2

"identification
completely inadequate

. or incorrect

5

completely, ade-,
.

quate and correct..

. Needs/Tastes of customers

2

identification

completely %adequate .,

or incorrect

B. Image

1 2

completely inappropriate
or no image specified

:

5

identification

completely ade-
quate and correct

Product or Service Line

2

line inappropriate
for market; already
provided by_competitors
or not wanted by market

5

tompletely appro-
priate image
clearly specified

5

line completely

approp,ri 'ate' for

%.should have.been .

identified .1-

2 4



Prices

much too high or
low for market

Free Service to be Offered

2

too many, too few,
or .wrollg services

-for market-
\

*Sales Policies

1

.

too much,..too little,
or wrong kind of credit
for marketk, poor sales
policies-

Advertising/Piiomotional Plan

1

not enough or too
much advertising
expense; wrong
,kind of media

2

4

Evaluation of Marketing Plan page

4 5

exactly right

lor.market

right' tervices:;101

;market that.shoUld',
have been,identifie

5

right -amount o

credit -for,marke
effective-sales

ri#ht amount and
kind of .advertfting

for bank use only) TOTAL



.

Business

EVALUATION OF OPERAT I ONAL PLAN
Legal OroanizatiOn

SBSG- 2

1 2

legal organization
tompletely,inappropflate
for business

Insurance-

1 2

too much or too littlet,1
insurance for type ind
location df bus,ness

Personhel

2

-owners rol completel
. inappiwriati; or unreal

tOo miriy, too few, or
ong type of employees

D. SUPoly

Suppl es Needed
_

1 2

'identification of needsisoepletely,,incorrect or
'inadequate t

SUpplierti Selected

1 2

few or ,no aPpropriate

suppliers identified.

. Physical Chanoes in Business .

:1 2

too few, too many, or
wrong type of, changes.
made

r

4

' 4

legal organization

cOmplitely appropri-
ate for business

.P

' right amount and
type of insUrance
for type and loca-
tion of business

5

owners' roles cOm-
P1etely appropriate
and realistic

right number and
type of employees

a ,

°
5.

identification of
.neecis

correct' and adequate

5

all appropriate'
suppliers identified

5

all!appropriate-
, changes made:;.-,

(for. bank use only) :TOTAL
.

,,"



siness SBSG 2

EVALUAT ION OF FINANCIAL PLAN

. Profit-and-Loss Estimates

Projection of Sales

'2-

projectidn unrealistic
or inadequate in light
of market plan

.5

-

projection reason-
, able in lig* of
market -plait

:Projections of Expenses

2

projectioas unrealistic
in light of market plan projectidns reason.:

able in light of -

market plan

Cos
ing

('for bank-use only) TOTAL

-' -MARKETING PLAN:TOTAL,

OPERATIONAL-PLAN-TOTAL-
,

, Business` Plan total



SBSG 2

Starting a .Business

Facsimiles of Chance Cards

The owner agrees to accePt 15% more 'than
youib offer for the business. *You settle
on that as the final price.

The miner agrees to accept' 12% more than
your Offer for the business: You settle
on that as the final price.

The owner agrees to accept 10% more than
yarr offer for the business. You settle
on that as the final price. 1)

r.

-

'V

Ile owner agreesto accept 9% more than
yoirr offer for the business. You settle
on that as the final price.

. .

The owner agrees to sacc:elit 4% more than',

on that as th final ,price2 '`

your,offer fotthe Jou settle

IV

The owner agrees to accept 7% more than
your offer for the business. You settle
oin that as the final price.

The owner agrees to accept 6% more than
yourOffer forlhe buiiness. You sittle

Aon that as the final price.

The miner, agrees te-aqqApX Wmere.than
your ofter for the busifiess. You settle
on that as the final .price.

-The owner agrees. to accept 4%. niore' than

'your offer for the business. .Yousettle
.on that 'at. the final price..

A

The owner agrees to-accept 2% more than
your offer for the business. You settle
on-that as the final' Price',



SBSG 2

Starting a Business

Type of Business_

Owners/Ranagers

Business Name

SCORE

Financing;

. .

The bank

granted you'

, a lean Of:, 5 .

at 1WittereiT-77777
, for three-years.

Egui punt supplies-

have given.yOu

:financing of: I
y.at 8ft:interest

!Or filie years.

Quarterly Bank roan

Payments will be;

,Yearly Bank Loan

Interest Payments

will be:. $

Quarterly EquipMent

Loan Payments

will be $

Yearly Equipment

Loan Interest

Payments will be:

Your

has aiiiifo
loan ou; $ .

at 8% intereir
for live years.

Quarterly Loan

,Payments on thii

loan will be; $

Yearl nterest
payments on this

loap will be; $

TOTAL LOANS

, 1Ionwwwwwth,

TOTAL QUARTERLY

LOAN PAYMENTS



SBSG 2
Running a Business

Asiets Liabilities & Owner's/Equity

.Liabilities

Bank Loans

"..Equdtment Loans
,

t ;
,Othe;44Loans"

Unbaid-"Splakiesi°

to,6at'
0, )

Owners.t.Equtty,

bwrier."--s.rqvi.ty to Dite

..11,41.ue o1F4Assets
.

leSrbe lEi tion tO:Oat

:41'141,btita4
4.

er.

A:GoodWi41
. .

'TOTAL.ASSETS e .



Bgiance

Sheet
Aid

BALANCE SHEET AID

1. Business Name =the name of'your business*

Assets

2. Cash = Total Funds Available + Bank Loan Needed - Price Agreed Upon
For the Busfness (Page 2 of Financial Plan)

" 3. Inventory and Supplies* Same figures for Inventoey.and Supplies.from
"Assets and Liabilities Included in the Sale"
(last page of Business Profile).

. Subtotal = -Cash + Inventory + Supplies

Fixed = Fixed assets,included in the same (last page of Business
Profile, "Assets and, Liabiiities Included in the Sale") +
New Puechases of equipment, machinery, furniture, fixtures
or signipage 2 of Financial ,Plan)

.6. Value of Fixed Assets ....the total of fixed assets from step 5

7. less DepreciAlion to Date

8. Subtotal =,Value of Fixed Assets - Depreciation

9. Goodwill = Total Goodwill-Piid (Purchase Price Woeksheet)

. 10. Tatal Asiets = Subtotal-(step 4) +,Subtotal (step 8) .4- Goodwill (step 9)
;

Liabilities.
& Owner's Equity

7s1

11. Bank Loans = Bank Loan (Business Plan Scoresheet column 1, line 1)

EquipMent Loans ='Equip*ent Loan (Business plan Scoresheet, column 2,
line ,1)

13. Other Loans = Other Loans (Business Plan Scoreskeet, COlominA, line 1

14. Unpaid Salaries to Date = 0

15. c..1Total Liabilities = Bank Loans + Equipment Loans + Cther Loans.t
Unpaid Salaries to Date

16. Owner's Equity to Date = Total Owner's Equity (Item C, Financial

17, Net Profit (or. Loss) for the year = 0'



Balance $heet Aid Page 2

18. Total Owner's Equity = Owner's Equip to Date 4- Net profit (or Loss)

for the year

19. Total Liabilities .4 OWner's Equity- =, Total Liabilities (step 15) +

-Total Owner's EqUity:(step 18)

TOTAL LIABILITIES:4 OWNER'S EQUITY = TOTAL ASSETS



uts.4 2

:itglning a Business

At
e of Business: Newspaper

EXPENSEltifORWITIN-SHEET

ItAs now.mid January;:YoUr purchase of.the Homileigh:
Neighbor was tompleted oh January.l. You have,changecithe business
tp Oatever *Os you detided were necessary', and4oU are operating'
"tinder newmanalemenW-

You,have OilidtheJollbwing expienses.in getting started:

IncOporation dists 44,f incorporated)t. :$200

Rent°DepOsit: $500

Other DepoSits utilities etc): . 1200
. .

Fiiures to be entered on Regular Expenses Worksheet:

Delivery:

Rent:

-.Taxes & Licenses:

Telephone:

Insurance:
0

Legal & Accounting Fees:

,Utilities:

Supplies:

Interest:

_Membership Dues:

6.$1900 'if carrier7delivered; $1840 if
- Mailed (includes tost,oUmailing paper,
jolus 2 sUbScriptiOn renewal notices

.

or other mailings per Year)

16000 .

$6000 L'4'

: $600

from Projected profit-and....lds.s_StateMent_

$1500 (if inCorporated) $1000 (if not incorpOratld) -

$2000.

$1100

From Business:Plan Scoreiheet

from Projected,Profit,and-Loss Statement



SBSG 2
Running a Business ,

.Expense

'Information
She*

EXPENSE INFORMATION SHEET

Type of Business: Florist

it.is now mid-January;. your purchase of Flora's Flowers was
coMpleted on January 1...'Yoti have changed'ihe:buSiness in whatever ways

.you decided were necessary, and You have'opened for:business-"under-a
new management."

You have paid the foyowingexpenies in-getting started:

Incorporation costs (if incorporafed): $200 .

Rent Deposit: POO.

Other Deposits (utilities; ets.): $200

Figures to be.entered on Regular Expenses Worksheet:

Delivery: $1500

Rent: r$3600

Taxes & Licenses: $450

Telephone $650

.Insuran*

Cegal' A Accounting Fee$:

Utilities:rr

Suppl i es :

Interesti°

ership Dues:

From Projected Pro t-and7Loss Statement

$16b0 (if .inCOrpOra ed ) $1000 (if not i'ncorporete0
,

$1000

$500"

From Businets Plan Scoresheet
0 .

from Projected Profit-and..-Loss Statement



SBSG 2 ,

Running a Business
Expense,
Information
Sheet

EXPENSE INFORMATION MEM°

Type of Business: Whole#e Stationery

It is now mid-January; your purchase of Fraser'sliholesale
Stationery was completed on January 1. You have changed the business.
in whatever ways you decided were necessary, and you have opened fbr
business "under a new management."

You have paid the following expeQes in getting-started:

Incormation costs (if incorporated): $200

, Rent Deposit: $500

Other Deposits: $200

-'
Figures to be entered On Regular ExperIps Workshee :

Delivery: ,$1500

--Rent:

Taxes & Licenses:

Jelephow *

Insutance:

Legal & Accounting Fees:

Utilities:

Interest:

Membership Dues:

$6000

$2000,

$300:

From-Projected Profit-and-Loss Statement

1

.;41-500-(if inCorporated)11000 (if not incorporated

;$!9,9p

$500 /-

Fts-lom Business ,Plawf.Scoresheet

i

:From ProjettetProfit-and7Loss StateMeht



SBSG 2
Running .a BusineSs

EXPENSE INFORMA:TION SHEET Ag

Expense
Information
/Sheet

Type of Business: Bakery

1.

.

, It is now mid january; your purchase of Fred'illakery was "
; completed on. January 1., You have.changed the business'in whatever Ways
you decided were necessarY,-any new equipment you.ordered has arrived,.
and you have opened for buSiness "under a new management..".-

6 7. .

owl

. 404

You have .paA4 the following expensei in getting started:

Incorporation costs (if incorporited): 1200

Rent Deposit.:,

Other DepositsY,(Litilhies, etc.):

*

Figures to be entered

Delivery

7 Rent:

Taxes & Licenses:

Jelephone:

Insutance:

Legal & Accounting Fees:

gloo

$200 .

11.

on RegUlar Expensesliorksheet;.;

' $12;000 -(dail&or $6,000'

Uiilities:

Supplies:

Interest:

Membership Dues:

From Projected'Profit-apd-Loss Statement

$5650 (if-incorOorate0 $5150 (if,nOtAncorporat'd

$10250,

$13,000'

From Businets Plan-ScoreOeit-

fftm Projected Profit-and-Loss Statement



SOSG 2
Running a Business

/.

jxpense7..
'Information
Sheet -...--

,

EXPENSE INFORMATION-SEE).

Type of, Business: Restaurant

. /
It*ls 'now mid=Jaruary; you'rvorchase ofTetersonisRestaurant

.

wag completed on Januartl.. You haVe changed.the business in whatever
ways.you decided were necessary,'now you haVe opened for businesf "under'.
a-new,management."

.

You have naid the following expenees..in getting. started:

Incorporition costs (if incofporated)i. $200

Rent'Deposit:

Other Deposits (Utilitiei, etc,

,.7

$400

$200

Figures to be entered on Regular Expenses Worksheet:

Delivery:

Rent;

Taxes & Licenses:

''Telephone:

Insurance:
,-

- Legal & Accounting Fees:

Utilities:

,Supplies:

Interest:

Membership Dues:

o

:$48Opo°

.$000

$300

FrOM Projected Profit-and Loss Statement

,11500 (ifAnOt.parated) $1000,(if:not incorporated)

7 i1500. A

$4000'

!'rom Businefs:Plan'Scoresheet

From ProjeCted Prafit7and-Loss Statement



ct

SBSG.2
Running a 'BUsiness

,

EXPENSE INFORMATION MEET

:Type:Of Busineis: .6.1.7y_Cleaner

It i4 pow, Mid-January; your purchase of Sparkle Cleanefs
was completed On JanuarY 1. You have'changed. the business in whatevdt,
ways Yowdecided were necessanYi.464.yoU have-opened*r NOness
"under 0:006 management," ,

1,

You have paid the following experkses in getting started:

Incorporation cosfi(if incorpoizated): $200

Rent Deposit: $350

/
pther Deposits (Utilities, etc.): $200

Figures to.be entdred on Regular

Delivery: $1000

Rent: $4200

:Taxes& Licenses: $900
0,

Telephone: $300

Expense's 'Worksheet:

Insurance: From projected Profit-and-Loss Statement

. ,

Legal & Accounting Fees:I A$1500 (if incorporated) tiobo (ffnot-incorporated

Utilities

, ,-

_ $1600

Supplies: $1500 ,

Interest: From Business Plan ScoreMleet

Membership Dues: From Projected Profit-and,Loss Statement



. .

SIOli 2

Running a Business

Bu-siness NaMe

owners/Mariagers

'Delivery

Rent

Taxes & Licenses

Telephone'

Insurance -

.Legal and Accounting

Uti1ities

SUpplies

nterest

'Membership Dues (list)

YEARLY. REGULAR EXPENSES °

--divided by 4 equals--

'QUARTERLY REGULAR EXPENSES

' Yearly- Depreciation
(5% of. total Value' .

-of fixed assets).

dividedf..by 4 .equaTs'
Quarterly DepreCiation



SBSG 2 -

Running a-Business

BUsiness Name :
Ownes/Managers,

QUARTERLY BLISINESS PLAR

.4

QUarterli
Busiqess
:Plan

Year #
Quarter #

Number of Salaried Owners (@ $1500/quarter)
Number.of Full-Time Employees (@ $1500/guarter)
Number of PartzTime Employees (@ $750/quarter) x 1/2 =

Total Employees

Member of:

Trade Asiociation
Chafer of Commerce

Advertisiiig and ProMOtion

Type Amount
,

City Newspaper

Communiiy Newspaper
. .

kAti,

College NewSpaper

Radio:
. General Adult Station

Teenage Station

gaSy-Listening Stittion

Television:
UHF

Network7-Affiliated

Billborards

Flyers/Direct Mall

Spe6ialities'

0 ratlye Advertising (

ustiget ,codperation of°
existirtg businesses".

Pt,omotional Actiiities

-

n units
d

x- Cost per Unit = Cost

x $120 =

$ 20

$, 10 )

$5

x. $ 25

x $ 15

Total Cost of Adverttsing and PromOtiori



Quarterly Business Plan, Page 2

B. Do you plan any changes in-

Nature orChangeServices &.Sales Policies?- Yes No

1.

2.

3.

4.

Delivery

Store Credit

Credit Cards

Discbunts
.(quantity & early

payment)
,

(

10

C. Do you plan any changes in
Product/Service Line?

'(es No Nature of Change

-

,

D. Do you plan any .

Changes 1n4Suppliers?

yes
A.

.No . NatU3re of Change. -

ç.

Do you plan any
changes in Insurance?

Yes No. Nature of Change

(SBSG 3 only) Community Participation

1; Changes in Membership and Trade Organizations

BrentwOod'Merghants' Nssociation Projects -- Money and/or Time to
be donated this quarter:

,

Project Amount Donated



:.SEISG 2

"Runninga BUsiness

Business Name.

Sales and
;Expense
T,Report

SALES ANLEXPENSE REPORT

Year #
Quarter7W----7

Owners/Managers .

Regular Sale's' ,Cost of Sales Gross Margin

Seasonal or
One-Time Sales tost of Sales Gross Margin

. Total Sales Total Cost of
,Sales

I.

Total Gross'
Margin

4
To pay±fOr changes.listed on the Quarterly.Business plaN add. the.
-following to the Quarterlerofit-and LOss.Statement Under:.nhanges
in Quarterly RegUlar ExpeOset"

I

Delivery
-

-I,nsorapce

MembershiO*Dues

You haye almost reached the highkst'possible level of sales
chock zf for the number of employees 4t1u now have. Iou must add one

.dpioUtoab ime employee next quarter if yOu want your sales to go-
k

64



sizp 2
-gunning a Busihess,

Business Name

'PROFIT AND LOSS STATEMENT

r.

Profit and
Loss Statement

Year #
Quarter #

Owners/Managers

Sales

Cost! of. Sales

GROWMARGIN

Quarterly Regular Expenses .

Changes in Quarterly Regdlar
Expenses (list)

New Quarterly Regular Expedses

Advertising Cost I 1'

Ownes' Saliries # Salaried Owners.
.-

x $1500 =

Employees Wages # Full-Time . x $1500 2
# Part-Time x $ 150-=

Bad4Debts (8/or credit card expense)

One-Time, Additional ExpenseOlist)

Merchants Association Projects (list)

TOTP,L_EXPENSES

NET momt. *(GROSS MARGIN minus TOTAL.EXPENSES.)



plus'

7 'LOAN; PfOli1ENTS7

- Bank Lodrf

OtherLoan.

less TOTAL :L04.1:.PA'IMENT

equals NEW CASH4N HAND equals NEy,PROFIT OR LOSS

Note: If jou have used up your cash on hand, eliminate or reduce expenses in
the following order:

If Incorpordted If Not Intorporated

1. Loan payment to-relative or friend. 'I. Owners' salaries. 1

2. Loan payment to equipment supplier. 2. Loan payment to relative
or friend.

3. Loan payment to, 'bank or -Owners' a. Loan payment to equipment
salaries. '. .

suppl ier.

4. Loan payment to bank.
..

Profit and Loss Statement: page 2

266
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SBSG 2
Running a Business

PAOFIT AND LOSS STATEMENT AID

Business Name = name of your business

2. Year # = eithei'lear 1 or year 2

3. Quarter = 1, 2, 3, or 4

04. OWners/Managers = your names

5. Sales = Total Sales (Sales and Expense Report)

6. Cost of Sales = Total Cost of Sales (Sales and Expense Report)

7.- Gross Margin = Total gross Margin (Sales and Expense Report)

Profit and
Loss Statement
Arid '

.

8. Quarterly Regular Expenses = Quarterly Regular Expenses (1st box on
mi Expen56, Worksheet)

_

. blank lines = description and amount of permaAnt chan e in quarterly
regular expenses (from Summary of Events

A

10. New Quarterly Regular Expenses = QuarterlY Regular.Ex ses-+ Changes
(NOTE: This figure w 11 becpme the
Quarterly..Regular Expenses oh subsequent
Profit and Loss State0ents)

I.

11. Advertising Cost = Total Costof Advertising and Promotion (Quarterly
Business Plan)

12. Owners' Salaries = # of Salarie4 Owners x.$1500

13. employees Wages = # Full Time employees x $1500
#-Part Time employees x $ 750

-
14. Bad Debts = Bad debts or credit card expenses, if any (from Summary of

Events)

. t

15. One-Time, Additional Ekpehses = Descriptions and amounts of additional
expenses (from Summary of Events)

1 . Merchants' Association Projects = Descriptionsand amounts pledged
for association proj4cts.

17. Total Expenses = Add step 8-through step 16

18. Net Income = Gross Margin (step 7) - Total Expenses (step 17)
(if negative, indfcate by putting parentheses around the number)

I.

267



19. Net Income = same as on page 1 (step'18)
4

20. Cash on Hand = New Cash on Hand from Profit and LossIrStatement of
previousorarter (if 1st quarter of 1St year, use
Cash from Transfer of Ownership Balance.Sheet) ,

Profitahd Loss-Statement A
Page .2

21. Net Income = same as step 19

22. Subtotal = Cash on Hand (step 29) + Net Income (step 21)

, LOAN PAYMENTS (must be paid in cash)

,

23. Bank Loan = Quarte y*Bank Loan Payment (Busihess Flan,Scoresheet,
colqn1, line 2).

. .

24. Equipment n = QUarterly Equipment Loan Payment (Business Plan

's,Preshoet, column 2, line 2),

25, Other Coah.i.luaiiaY Loan Payment .(Business Plan Scoresheet, column-
line 2)

26. Total Loan Payment= Bank Loan Payment + Equipment
,

Other Loan Paymeht

27. -New Cash on Hand = Sybtotal (step 22) - Total-Loan Payment (Step
(must be zero or greater)

Loan Paymen

28. Net Income =Isanta as step 21

29. Depreciation = Quarterly DePrecition Expense worksheet, last boX)

30. Unpaid Salaries'= Owners' salaries, if unpaid (Quarterly Bustness
Plan)

Net Profit or Loss = Net Income.(step 28) -
Unpaid Salaries (step

eciation (step 29) -

11

CHECK'YOUR FIGURES AND YOUR ARITHMETIC BEFORE GOING ON!



.'slis6 2

--Ts-Running a'BusAness i

NeWspaper.- /
I

Summary of Events,::' Quarter 1,1 January t''"-Marohll YONear 1.

A postage increase January 1 'reited4he cost of mail* eabh coPy of.the
newspaper to If you mail the pher; it costs you:$260 more perguarter
to distribUte the papeN beginning this quarter.

If you offer credit. for printing, your bad debts in
$85;

- If' you offer 'credit for
to $45.

;advertising, yOgr.'badldebts

that department came

in that department came

,If you offer credit for subsceiptions, your bad debts in that departmerit
tate to $30.

REMEMBER TO ENTER CHANGES IN QUARTERLY REGULAR EXPENSES ON THE QUARTERLY
PROFIT AND LOSS STATEMENT

REMEMBER TO ENTER ONEJIME EXPENSES UNDER "ONE-TIME, ADDITIONAL EXPENSES"
ON THE QUARTERLYA3ROFIT AND LW STATEMENT

,7

SBSG 2

Running a Business

Newipaper

Summary of Events: Quarter 2 ( April 1 .- June 30 ), Year 1
,.

.

One of your reporters s arrested for disturbing the peace while he was
trying to inteeview a,0 y official. You had to post bail and pay a,Ifine
for him, which 'cost 1 of $

.If you have bee- .- . .
f,

newsprint from A-1 Paper products, you got'
a batch this quirter that r' used to take the ink when you tried to print
the paper. You hod to do the hole presscrun over, an*the paper was
late getting out that week. Th cost to you was $800.

If you offer credit for printing, our bad,debts in that department came to $88:

If you offer credit for advektsin§, your bad debts in that department came
td $35.

If you offer credit for subscriptions, your bad debti in that.departmentt "
came to $40. .

.REMEMBERIO ENTER 4PENSES ON QUARTERLY PROFIT AND LOSS STATEMENT



SBSG-2

Running a Business

Newspaper

Suinary of EVeoXs.: Quarter 3. ,(July 'LL September 30), Year..1

Your newspaper has won an-award, and as a result both circulation and
advertising incOme have increased. Your sales are up $5000 this quarter
because of the award. (This amount is included in the sales report you
received for the quarter.)

Urban renewal has started in the 3800 and 3900 blocks of Main Street.
The buildings on the south side of the street are bein0Orn down in
those blocks. A high rtse apdrtment building for the elderly is going

. to be built in the 3900 block, while a ndW community Niter will be
built inAhe 3800 block. Both buildings are expected trbe completed
bY next July.

If you offer credi r printing, YOor bad debls i that dtpartment
came to $90.

If you offeicredit for advertising, your bad debts in that departoent
Came to $50.

if you offer credit for subscriptions, your bad debts in that department
came to $25.

. .

REMEMBER TO ENTER EXPENSES ON 'QUARTERLY PROFIT AND LOSS STATEMENT.

:13S.G 2

Running 0 Business

'Newspaper

Summary of Events: Quarter 4 (October 1 - December 31), Year 1

#The printers' union threatened a strike at the beginning of the Quarter.
Yoy avoided a strike by agreeing to their requested wage increase. Beginning
this quarter you have'to pay $250 more each quarter for each printer.
(You can assume that none of the newiemployees you have added since taking
over the business are printers)

The effect of your award is still being felt. on your sales.- The increase
it has caused is included in your sales'repOrt for: the'quarter.

If you offer'credit. foe:printing, your,. bad debts in that aepartment came to $100,A

If you offer credit for advertising, your bad'debts in that department: came td$40.

IfyOu offer Creditflor subscriptiOnt:, your bad debtsoin that department Clame

rf ,

r

.t0

REMEMBER TO ENTER EXPENSES-ON QUARTERLY PROFIT AND LOSS STATEMENT
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N.
:.Running.a Business

NeWSpiper.

Summary of Events: Quarter 1 (January I March 31), Year

Utility rates went up 10% January 1. Beginning this quarter, it costs you
an extra $50.00 per quariter for the utilities.

A new newspaper supplier,'Grindon News Supply, has opened in Calveton.
Their prices are lower than Calvertons or Central's, their quality about
the same as Calverton's. They offer early payment discounts and same-day
delivery service on most orders. Their salesman has contacted you three times'.

If you offer credit for printing, Your bad debts in that department came to $75.

If you.offer.credit for adver6sing your bad Aebts-in that department came
to $30.

.8If you offer credit for subscriptions, your bad debts ln that department came
to $40.-

REMEMBE00 EMTER EXPENSES ON QUARTERLY PROFIT AND !MS "STATEMENT

SBSG 2

Running a'Business

, Newspaper

Summary of Events: Quarter.2 (April 1 - J4IF 30), Year 2

If you are still getting your newsprint from another batch was bad
last week. This time it got stuck in the press and delayed the paper a
full day. The total cost for re-running the paper, fixing the press, and
rushing delivery of the paper came 0,42000.

. The West Side Shopper went out of business at the end of Much.. You have
begunto get some new advertising business as a result,'wHith has increased
your sales to $500. (This amo011t is included in yaw sales report for the
quarter.)

If you offer credit for 'printing, your bad debts in that department came to $60.

, If you offer credit for advertising, your bad debts in that department came to. $35.

If you offer credit for subscriptions,,your.bad debts in that department came to
$40.

REMEMBER TO fNTER EXPENSES ON QUARTERLY PROFIT AND LOSS STATEMENT
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Running a Business

NeWspaper

Summary of Events: Quarter 3 (July 1 - SepteMber 30), Year

The high rise apartment building for the elderly in the 3900 block of Main
opened in mid-Augu-st. There arenow350 people living there, with another

,4150 expected to move in during the winter. _Most of the residents are ow
7 or middle income, and only,a few have cars.

-.One Of your reporterS was inVolved in an'automobtlOCcident-while hurrYinri
tO coVer a story.' 'No ohe was hurt, but qUiteAjrii of damage was done to
both cart.: If YouAave 'automobile insuranceiall.but $50,00,01t6idahi6

-covered. If not,At tostsyou.$3500.

If you offer credit for,printing, Yourbad debts in that depiltment came to $60:,

If you offer credit for advertising, yohebad debts in that department came to $40,

If yob offer credit for subscriptions, your baa debts in that department came
to-$30.

New advertising business from the Shopp
in saleS440ort.for the quarter.)

REMEMBER TO ENTER EXPENSES ON'QUARTERLY

S, SBSG 2

Running a buOness

NeWspaperL

e came to $1000 this quarter. (Included

PROFIT AND.LOSSTATEMENL

Summary of Events: Quarter 4 (October 1 - December 31), 'Year 2

You continue to get more'advertising bhsiness from the West,Side Shopper.
7

This quarter it came to $900. (Included in sales report for the quarter.)

There was a severe windstorn in early October, and your plate glass window
was smashed. If you have glass insurance, the damage was paid for; if not,
it cost you $275.

If you offer creditfor printihg,,your bad gebts in that department came to $50.

If you offer credit for advertising, your bad debts'in that department came to $45.

If you offer credit for substriptionsi your bad debts in thataeportment came
to $35.

_ , 9

REMEMBER TO ENTER EXPENSES ON QUARTERLY PROFIT AND LOSS STATEMENT
_()

°
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SBSG 2

Running a Business

Florist

Summary of Events: Quarter 1 (January 1 - March'31), Year

The cost,of gasoline rdse 5% during the quarter. As a result'y6r cdst of
delivery has gone up 5%. Beginning this quarter, it now.costS you $75.00 per
year ($18.75 pit- quarter) to deliver.

The women4s clothing,store.next door to you is having a "Going out of Business"
lsale. .Valentine's Day sales added $500 tovour sales this qua-rter. (This

amount is included in the sales figure you received ftom the Administrator.)

If you offer store credit, your bad debts came to $35.

If you accept credit cards, cost of credit card service .5% of total sales.

REMEMBER TO ENTER CHANGES IN QUARTERLY REGULAR EXPENSEi ON THE QUARTERLY PROFIT
AND LOSS STATEMENT'.

REMEMBER TO ENTER*ONE-TIME EXPENSES UNDER "ONE-TIME, ADDITIONAL EXPENSES" ON THE
QUARTERLY PROFIT AND LOSS STATEMENT

SBSG 2

,Runialng a Business

Florist

Summary of Events:* )Quafter 2 (April 1 r 'lune 30), Year 1

Mother's DAy and Memorial Day sales added $1500 to your sales this quarter,
(This amount is included in the sales figure youreceived from the Administrator.)

A wedding consultant firm has movedjn next door to you. They sell wedding clothes
and coordinate entire welddings and Wedding receptions. They do not provide the

lk
cateri Thotography, and flowers themselves, but handle the arrangehlegts.with
other. to provide these-services. They approach you about handlin§ the flowers
for thI , eddings; they would collect the money from clients and then pay you

,

for your services. , You would'receive your regular price for the fldwers.

If you offer store credit, your bad debts came to $55.

If you accept credit cards, cost of credit card service was .8% of total-sales.

REMEMBER TO ElltER'EXPENSES ON QUARTERLY PROFIT AND LOSS STATEMENT

273
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SBSG 2

Running a Business

Florist

Surnmary of Events: Quarter 3 (July 1 - September 30) , Year 1

If you entered into the arrangement with the wedding consultant service, you have
received $2000 in extra sales thiS quarter as a result. (This figure is included .

in the sales figure you received from the Administrator.)

Urban renewafThas started in the 3800 #d 3900 blocks of Main,Street. The:
buildings on the south- side cif the 'street are being torn down in those blocks.
A high rise apartment bUilding for the-elderly is going,to be, built in the 3900
block, while a new community center will be built tn the' 3800 block: Both
buildings are expected to'be completed by next July.

4

If you offer store credit, your bad debts came to $50.

If you accept credit cards; coSt of credit card service was .4% o:totat sales.
-

'REMEMBER TO ENTER EXPENSES ON QUARIERLY PROFIT AND Loss:StATEMENT.

SBSG 2

Running ajBusiness'

Florist

Sunmary of Events: Quarter 4 (October 1 - Deceml:;er.3l),. Year 1

A new'cut-rate flower shop has opened4on Gramercy just tiOrtAmof Washington.
They ispecialfze in inexpensive cut flowers and flower arrahgementrzi Their -
work iis'quitklY done, using low quality tlowers andi cheap materials. They have
done most of their advertising in the newspapersotilege, community, ahd citty.
Sales of seasonal Christma plants added $1500 to ieur saleethis quarter.
(This amount is included i the sales figure you received from the Administrator.)

If you-have an arrangemen with the.wedding consultant Service,.you received
$2400 in extra sales this quarter as a result. (This;:'amount is included-in the
sales figure you receiiid from the Adminfitrator.)

Li- you offer store credit; .your bad debti.came to.$75.

-If you .accept credit cards, cost of 'credit card:service was .6% of total sales.

REMEMBERTO ENTER EXPENSES ON QUARTERLY 'PROFIT -AND_LOSS STATEAENT



:.-5Fis'o

Running a-,Busfness.;

Suninary of Events,: Quaker7,1,(Jsnuary 1 -.March
oy

31), Year/2

utility rates went` ui:$ 10% Januay 1 . Starting this quarter, it now costs you an
extra $25-per-quarter-for-ufilities: t
. . ze

Valentine's Day sales acItled an* extra' $750 .tci your sales this*arter. (This amount
is included' in the sales figure you received from'the Administrator.) ,. ..,

If you have an arrangement OA the wedding consuliant service; you i:eceived
$2000.in extra sales this quarter is a result. .(This amount is included in the.sqes
figure you received from the AdminisfratOr.)

.1 %

,

. .

new florists', supply' company has opened in Calvertont. Called Power's Flowei
Supplies°, they have prices lower than Quincy's; with_quality comparabl to McCoy s.They offer, daily,delivery , but no/discounts ofany kind. Theft' sales ..has
called on 3,0O seteral --times

If you offepstore credit; yOut pad: debts caMe ..tO :$40.
,

If you,accipt credJt cards', cdst of credit card service was .

,

REMEMBER TO?ENTER EXIIENSES ON QOARTERLY',PROFIT....ANII. LOSS STATEMENT-t..

Suninary of E t s: Quarter 2 (Apri 1 1 - June 30), Year 2
'

ur deti very _truck brAike doWn., in--early June. . It Cott -$130'..o;Sit, .:-:',4:-,- and .yOU
. . .

. , . ..
ad toipay., l.an independent dellyery.Compani$200 it makelfour deliVeries while jet'

,e ,

was' in the',.garage. . ' ,

.:. ...4.-. 1, .-' -',-:'...,:., 7: . . . . ..,..,-... i
Mothe*clifit'and '..Memorial Day .sal es'. added- $1700 'to tiOur. sales.t.: is;i:siu rter. : ThIS':-..--'..-* . .` .: ': :-

. ....-.4mOUnt,--fLincluded.. inAhe:, sales.,livure,.retei ved fro ,the.Adniinittrators ).... .-
.

. I f you _hi_ve_:;ait_arrangeinent,,witlf...the..Wedding_censultant._ te.rVice_,yOu4eceived_43000t:
in. e*tra salfs.this. crafter atia-resUlt. (ThiS amoont4' inCluded in.;the sales
fi gure recei ved. fro'. ', 'he:.AdMioiStratOr,. )

If-you o.ffer,store 'dit, yob'', bad debts came:c to $75..

If yoU',aCcept credit dards', cost, :pf, credit card' sdlVfce ;figas Of:total sales
i

°

)1EMOBER,19,iNTER EXPENSWON' TEARLY'PROFIT4WPSOTATEMENT



. 4
'

Su ehts: Quarter 31Ju1y - ember 30). Year 2
,

high ris tlapar inent building for the elderly in the 3900 blok of Main
"Opened. in mid;A,V -;There are now 350 people ltaNtrig there, with another

".150,expected" In 'during the winter. Its the dents are low
, or mei, and only a few have cars. 4-, :gg.; :

A cUstorae,wa ed,,through your plate glass
smashe lie7;c:ustomer was severely"cut.
If yO:v1favellapility:insiran,ce, his ,claim

, $10',OD '4 If 40 hate., Tess insurance, the
u $150.

$2 9,4Aixt-110,sare.
cii es

'"
ilguiejou,trev,,,i, , ..?' :... I i. 4 . I

v ' "V':'! '70 ,Vic Y 1

If,:t etitore.,arediti; 3/Our bi-ci debti camefto $90, '

If you- octo 7iiiicit c'ar:,is, . cost of credit.Card service tfag' .1% of total sales.

To

: ' ''''?.. F.,;-:,, ....,..... : -, 414-; ,

-4, upgifEs ON QUARTERLY PROFIT AND LossSTATEMENT
.i.,.,,i, ,

1

do y AugUst. The door 'was
suing you for damages.

is co d; if not,.it will aist you
cost of replacing the:door was

W4th the wedding.Consultarft service; ,you receivedi .-
uarter as a result. (This amount' is included in the

from the Adminstrator.) 41

.

SBSG

Running a Business

. *7.:: ..),

noki.y of Events: Quarter 4, (October 1 - December 31); Year 2
'

4

Thr wpia severe windstorm in early Oct., and your plate glass window' wasl,-
Sioken. If you have Wass insurance, the damage was covered. If not, it c t
you $275 to replace tKe glass. *_

, jit .

maSales of seasonal Christs plants added 750 to your sales his quarter.
* I (This amount is included in the sales figC you received frodkihe Ad1instr4to

Flcirist
".

If you .have'en arrangement jth the Wedding consultant, service, ,you'received.,-.
$2600 i. in extra sales thts:quarter as a result:, (Thii%mount is includedf.in the
sales figUre You receiyed-frOm,theeministrator..)

It you° offer -hore e6alt , your bed debts came': tO
A

'.If you_accept credit cardi, cost of cr.clit..c.ard ier.vice was :4%.of :total 'sales:

REmaiit TO:BOER ,,EXPENSES ON QUARTERLY PROFIT D LOSS STAAMENT

Ati



:

Summáry of Events:. Quarter 1 (January 1 ,;',.,-Makh31),.Year

.

The cost of gasoline roSe during'' thequarter. As a result, your cost
of delivery has gone up '5%. Beginning,Ais quarter, it now costs you an
extra $75 per year ($18.75 per quititefirto deliver.

4,

eThe pharmacy at .Main & Smith Streets.' iias burglariz in earlpFebruary.
$500 in cash was taken, along.witif.aMarge quantity of drugs and some other

f sthall items. ,,
"

2 Atif you, offOr 'store credit, yothl bad debts-came to -$75.
:e

REMEMER TO ENTER CHANGES IN QUA1T'ERLY'RE'GULAR EX
PROFIT AND LOSS STATEMENT

REMEMER'TO,ENTER ONE-TIME'EXPENS
ON THE OARTERLY PROFIT:AND LO,SS

r 4

NSES ON THE WARMLY

..:,Quarter April r -.June 30), Ye* 1
:

. Ypur forkii ft needed repal rs: In early Cost of repai rs" came toI5O ;,-

The 'univer'si ty ordered a large quanti ty' of offi Ce suppl i es from ,you.
This-order added43500-to your sales-thisrquarter:.(his-amount-is -

_14, reflected in the sales figure you:rece d from the''Mministrator.)

If A31, Offer'store- Credit; 3-401,:', bad debts cai to $90.,
REMEMBEIFt. TO -iNTEOEXPENSS Ori -QUAR'ERLY`.FROFIT AND 'LOSS STATEMENT



SBSG 2

Runnifthg' a Business'
s'

Wholesale Stationery 6

tumMary of Eveas: Quarter 3 (JOY 1 - September 30),

Fred'sBakery was burglarized in early September. $200in sh, a
typewriter, an electriMAlculator, and $500 in checks were stolen.

Urban renewal has started in the 3800 and 39p0 blocks4.41friin/Ateet.
,The buildings on the south side of the-street are being torn-down ih
those blocks. A high rise apartment building for the ,elderly is going
to be built in the 3900 block, while a new community center will be
built in the 3800 block. Both buildings are expected to be complete
by next July. ,

If you offer store credit, your bad debts cathe to, $125.

REMENSER TA ENTER EXPENSES*ON QUARTERLY PROFIT AND LOSS STATE

J.7 .

,

Runni ng ,a4Business

Wholesale Stationer;

,Summary:,,k4Events;

'..:
. . *. .

,,,., .
Aspew large statiOnery wholesaler has opined in.Calv ton. Thei.°40e carle
Apex-Wholesale .tationery, and theikpeciViie in su lyingAina- ler

.dplesalers. iheirbrices ''are'lowe .tilan Stat ;We' y- but-
_

c'-`17% mapufacturers'.. They offer quantity and- Payment d
and willfsell n small quantitiets.., Deliv

hei mer

igher demand' for stationery,
5 qtz,arter:,(T
from.the_Admi

o-$95t

ly take; tit
'The gild aiStateviir
Because the
prOducts,,

stma eato causes
ol dai added$3OdQ. your 'sales:.
ected, ih the sales figUrelou recei

. att. . .

.If ybu, offer stOte credit, your ,bad debtme. . '
.

4,

REmEievi TO 'E R.EXPENSES-ON QUARTERLY-PROFIT AND LO4S S;;EATE.

tr.

4;



:

ofr.'i:"

lity rates went -upeibt January, 1. is-luarte
-you-an extra:$25.00 'pet; quarter for utilities

One of /our employe0 fell off a laddbr whi1e4reaching for a bbx bf
mimeograph stencils;on a high shelf. He broke his wrist and injOred his
,back -and was in the hospital for siveral, weeks... He finally quitst tris.job;
yoU have Since, repTaced him. Now he is.suing you for damages'.,* If you
ha4ve liabilit/ insurance, his claim is.covered. If not, it Will cost you--
$1-5000:

If you offer store credit youi ijIhts

REME1BEFi`4'10 ENTirt..EXPENSES ON''QUARTIRLY PROVT AMOI.O.SS.,VkiEMENT

'Stationery has .gone 'out of busineSs.:. The dwnerileCided to tire
nIble toifind a-buyer for t usiness. SoOptof thei r,'flkthe, , -c stome ::_haie,'started buying from Ca. erton Statione y.,:but.a numbet,of z

v , foiiiiira Iiiriiiinent -iiiiiiiiii r: "maws of these are-iin-fhe

7'
. ?. ;11!

.0.ordered.kOarge quaptity of 'Of Auppltes froth you,
-

a
.

00. tat- o sales thcis,i-siOrtei'. (Thi s .'knoun la: reflOct4i n,your; sal ti , r the cicii4erj . -.41-.. ,.' ...- '

If i;o. r store credit, your-bad.debts came,to $1241, :.

REMEMBERTO)ENTER:EpEN5Es.w.QuARTWpRoFIT AMD' Loss sTATEmpi...



- SBSG 2

-. i'' ..
Runniqg a Bus7ess

Wholesale.Stat c.onery

-Summiry of-Events: ,Quarter. 3 (July 1 L.' SepteMber 30.; Year 2
a

The high rise apartment building fgr; eiderlyin fhe 3900 block of Main
opened in mid-August. There are ow 350 people liying there, with another
150 expected to move in during winter, .Most of the residents are low
or middle income; and only a fe ve cars.

A new stationery store has opened in
the gift shdp used to be. They spec
*and personal stitionery.

If you "her itore credit, your bad debts came to $65.

REMEMER TO ENTER EXPENSES ON. QUARTEiLY -PROFIT, AND LOSS STATEMENT

, .

e 3960 block of Washington, where
ize in greeting cards ,.gift wraft

Y:4

:,0""

SBSG 2 S.

Running a Business

Whol es'al e ,Stationery

4 ;

umn.lAry of Events': Quarter 4 (October December 31.).. Year 2 ,

Ther s a Uvere windstorni n e#4.31 October; arra

youe el vetif truck, which was Raked at the time-.
severly amaged; if ,you haile automobile inssurance,
Iffp,9t, it cost you $3000 to replac the truck.,

The C istras rush.has addlid $ 500 tO. your
s.,ref.1 ectedAn..0140, q

a tFee blew ToVer On

',The tru .

the TpS'S wag' covered.

'quarter, .(Thi

I f yit Oifer :tore,*e d: debts came..to $75.

'I-REMEMBER TO ENTER1XPENSES QUARTERL`CPROF;V:r Lo§s STATE

..

8 0 #
z.

4

0 7i.t.

-

;;`'

:



,

TWo potential restaurant ltustomerstPlaye re tly , opened : a smal 1
restaurant in Arentwood,and.-.A 1 arge ye French .restaUrant downtown.

During ,the7quarter,: the tost,of ol ine rbse 5%. As a resyl t , beginning
this- quarter, , ''your 'cost -of del i v bas gone up 5%. If you offer daily
delivery, it now Asts you-an extra.$600 ear ($150 per quarter) to
deliver. If yoU offer deliyerY every other ay, it costs you an extra
$400 per par.t$100 per quarter).

,,s,. .
The Rharmacy at 14ain 6 Smith;Streits ivas -burglarized im early Fepriiary.
$500 in Cask was taken, algjrg .,with a la'rge quantity Of drugs and 't
othir i tent . .

Ifyou offer'store credit our, bad debts came to $
5r.

'REMEMBER TO ENTER CHANdE5'. IN QUARIERLY REGULAR EXPENSES ON THE QUARTERLY
,u--, PROFIT. AND LO5S -STATEMENT

.
;If,

.

1 ,,,,.,-.,4i.,'--REMEMBER.TO ENTE E-TIME EXPENS -UNDa ' E-TIME;i'ADDYTI
F '' 0 T QUARTERLY pROFIT AND LOSS STATE ..

. .

1r,;?,:
.;

L EXPENSES"

SBSG 2

Running a,

Bake

.

White-Cloud 'Bakery has -gone .-out-tf-business....- The,bakerk-simply lised
.and the buildirrg isitribw up for sale. -Their former reitauran customers
"are how baying the.4or submarine Sandwich rolls. from a4bakery '60 miles away;
The 'reaton gi Ven for their %closing was that thei r .1altest customer, , a, smal 1
ndependent* ai of supermarkets, opened4their own ery,

411: a

.
. The be g the Symmer.'pitnit-seasonAncreatrectyou sales substantially

from-the

.

is refl ted in the,saieSfigurie, you received
s6rato .

-

f yoUp store creit,. baci de ti tame tq1650.

REMEtfER ..t0 EN PROFIT.J*D'ILOS



SBSO 2

ihmning a Bus ness,

Bakery

SunmarY79fEvients-,:--r-QUrrter----3---(July1 - Seritelber7-30), .reat--71

,.-YoUr office was liurglarized'in earl); Sebtkmber. $200--in cash, a typewriter,
an electric calculator, and $500'in checks-were stolen. If youghave .

crime insurance, the loSi4asqcoveredsby that. If nOttpthe burglary cost
you $800.

The continuirlsummer picnic season 4tes kept your sales up, as reflected
An the sales Igure you received this quarter. -

'V:-

llrban renewal-has started in the 380g and.,3920:blocks:pf Main etreet..
Jhe duildinge on the souths'sidi of Om streerareTheing torn-down in
those blocks. A high opartment building,fór.the,elderlY is going
to be built in the 3900 b oik, while a new community ce ter will be built

ected to qe maleted by next

.,If you offer store .cifedit, your. ea d $1099....

RE ER TO ENTER., NSES oh Q.D.ORTERL1 PROM D LOS

in the 3800 block Both buildings are.-

1-,

eudssetuildin, one iscalled
ouna!whole wh -vt and-rye breadS made
selling mostli3o,grotery stores and-

Iticiir'iceat high, iti
advertising



Summary ot Events:,. luarter 1 (January 1 - Wirth 31), Year 2
.`

Utilie9rates went upJQLJanuar.l . Starting this quarter, it now costs
you an extra $250.00 rier qitrteo for utilities.

, .

. 4
- A potential r staurant ,tustomer.has opened about three miles away.Thione is a imal3 estaurant much like the one that recently apened .in

Homeleighk .-..
. J - 1

If you offer sore credtt-, youi bad deks came
Ar,

_.
If you are still getting your white' flour frOM

',. weevily batah this quarter, at a cost of*.$400.. .,

ift ;'. .

REMEMER TO ENTER EXPENSES ON QUART RLY PROFIt AND' LOSS STATEMENT

,
StSG'2 ?ff...

Runnisng a Bus S 41rik,
Bakery .... ..

1.4.<
1.

,
Summary. of Events Quarter April 1 June .30); ..ylar 2

"Ibik.-got 'the brisinesS of t restaurant t -.'' ck-TaiCiWart This
,. .n,new cotomer, itriedi $1800 r business. quiirtel-.....( I ncl Ude& in the-ealespfiqurp fliriff:A nistratoe)

,.

..

-Sumner pi nic seaion has again caUsed your sale i. to oli. :(Includedv
. . sales', figure-..from-Admiitfstrato ....

,. ..

large wheat cOo ttve is "trY. ng to.increai t s busiffessjn.catver .hey sell Whit an _whole wheat ' flour .torr,thp,.. ,,:pricwas, Ferdinand's.;
their quaTi ty Ifs about Ole sanleQ il sa., Ple.if,':*.i 1 1.:.00.:;$500`:wo1440 ,of rtit i ng.l.far- y9u 4f"yau let them supp]jyou feir . '.'one,ttuar,ter ..'' hey : 1 i , onorder an .offer gei larr u ity diic -1Fany':other suppf. ...

. t..
, .

, .. .
. . .. ..,

, -- -1. ,, .If you offer s ore credit, your bad debtS -Came to $500 . , -*. . .



SBSG 2

Running a Business,'

Bakery

summary of EventS:: Quarter 3 (July 1 - Sed1Mber 30),

The Old Mill Bakery has closed down; their high prices a d lack of
advertising kept them from capturing a large enough port4on of, the marklt
tp survive.

SliMmer picniC season has Continued to keep your sales
sales figure from Administrator.)

' "
--The nigh riie apartmentbuildingqpi- Ithe elderly in

Main.- opened in mid-AUgust. -There are:Iihri- 350 peopl
another 150 expected to
are low or middle incomeo nAY01/0-the.vinter.,

only: a few have car's,

( Inal uded in

0 block of
1ivt1 there, with

Most of the. residents
- A

,

The bakersi union went op. s rile'for'thre4days--i
.,. .with them quicKlyffnough to, prevent seriolfi__dama e to'bus en--; hig you,

now have to paiTsTotr.7 re °per qUarter for).,eaCh. - ull-time baker;,,starting'
., this quarter. (YOOI:c n assame that any new- emPloyees- you have" -added

s ince taking over- the:business are bakers . ).: . . ,..
.. , ...:

clit,..your bad debii-pme 5..(/

TO FAITER EXPENSES OVUARTERLy PRO T AND LOSS STATEMENT'

SBSG 2-

Ortjng ,Augp
1:4%, ,71:19r

Bakery

;

-,:igii...s..
.

.... s,

..,:.- ,, .Suirimary Alf ..pientk-: -.Quarter 4 (October.
............,--.................,4,

e er31);- Ye
,.-

4ii: tle,oe ',::: '-':'it,, ", . - :.
.

A. Therel-was Vere windstorp-in early.: ctober, and your roof;iwas
sufanCe,the damage4as:

,

seri ouily amage&, I f you have fi re f
. ,-if nOt, costyook1800. !

If yOu offer stOre oredit; YOur

13 ENTER EXPOSEEt*
4:-

bis7 cal* $S0
. 4:

.

ERLY PROFIT AND 'LOSS 'STATEMENT.--

4..

ci4.h,444,



Running a Business

Restaurani

Suntnary of Events: Quarter 1 (January 1 Maroft, 31), Year 1

If yo 4 t.s, have been getting your a from Mid-Ciiy Restaura t Supply, its quality
has been steadily declining over the past few weeks. You have complained to the
salesman several times, but he claims there is nothing he can to. "I can only

0 sell what I get ,"1 he says.
v,

4 .
.-jne of your employees is very clumsy and has broken slit plates, three glasses,

two cups; in addition, you have lost some silverware tlisticky-fingered
.- customers. Total.-cost of replacement: $100.

,

If you offer ito.re credit, your 'bad debts came to $85. czI

If you accept credit Cards, the cost of cred t card seriiitle was .8% of total sales .
oft

itEMEIGER TO -ENTER-CHANOESIN' QUART6ILY -REGULAR -EXPENSES ON THE.QUARTERLY P
ANDLOSS STATEMENT.

.
....tirREMEMBERsTO-ENTER*ONE4IME EXPENSES UNDER hONE-TTME, ADDITIONAL EXPENSES'' ON TNV

QUARTERLY PROPIT AND LOSS,STATENENT:'
s;

SBSG 2

Running...a Business

Reitaurant
411 -

Summary of Events: Quarter 2 (April' June430), Year 1

A representative of a new restaurant supplier,:kowfisAls Restaurint SuriPly
"you. They, offer a basic.jelection of all-typei of,food,;bUt.no other sq

, Thei r introductory.,pri ces are :- , ower than any., other comprehent) ve z supplle
...

'but still 'higher,- han.-the li zed ;sugpl i Os ' . .Their qual ify is -test per wi th
s- ,Lline Pine's. ,....The sel on. ant h basis onlyifaffer saMe-day delf4ry'serrece, and

wil 1 special-order itelI they' do nor heycJinOtock.-
. .

are.. ..15..oe_
.

Cott of 4.1.oSt and br.

dit, youn. $106..'
.

j.
%4.ybu accept credit cards -t e cost of credit .card'.serviCe

REMEMBERIO ENTtRAXPENSES ON:QUARTERLY PROFIT AND'LOSS4PT
4101-)



SBSG 2

Running" a ,Business

Restaurant

Summary o ents: Quarter 3 (July 1 - September 30), Yea;

You received a favorable write-up1iikthe citi niwspaper's restaUrant rev%
o1lor,and-7-busi-nesiirs.--up-sharp1) as-e-result7--Mant-07;tyour-metsr-cUito'

are fronkodftside qf the HOmeleil areale and moVohaverSeemed-pleased*With. your
foOdeSefpiti4,-..a44.:atkispberei-7.1Tne-tncratsid salet are reflected in the sales
.f.igure ti,u i d he,: ,n:LViratiora'"

.(1,,.v..,' 040144140,, '"',,-p,

enAia 411 Verwark and dishes WiS-$75.00.
,

tr: ,'/'''''::
Urban reriewal, nas staked in the 3800 and 3960 blOck Oi Main Street. The
bUildings_on the south side of. the .stre re being rn*down in_those blocks. ''?., A hIg rifelapartment building4orAie e derly -is goin4 to be bUilt in the 3900
block.---lw fle'a-,n, community_centeiliWill be built in the 3800 block. Both
buildings :ire-expected to be Completed by next July., ,..

...

If .r.itiii O'er Store credit44our tadi.debts caMe to $115._ ,:,
If you aCcept credit cards,-the cott of °crept:card service wasw.6% of total sales.

. T t
REMEMER TO ENTER EXpENSES ON.QUARTERLY PROFIT AND -055 STATOENT

:%,

5.

SBSG 2

Running -*Business

Resta rant

Sulfeatry of_ Eventsj: Quarter 4 Ober DeCember -Yeart-1
:

. ;

In late'November iine yOur cooks left a .pan.withbutter in 'it:on th stove,,,
while, he Was talting to anothefiMplOyee;,The Pan Caught:'fire,_and hed. part:,
o the kitchen. If you hirie firi insiirance,.you are covered fOr the 1 lj

t, the fire cost yOU $1,600.-
. , .

.. .,.

sibess is -Still apparently bei.na,.inCreased by the faVorable:.:00W
. :

,Cost.of broken-and.loit-giverwart,and--44
.

( f yotik:Offfritore'credit, your backdebts 40:$85,

If you .accePt tredit;,C :the . cost. of .etidit::card

REME143ER TO*ENTER EXPENSES iON 'QUARTERLY,. PROFIT ANDA.

t.:4tt

4.1

r:

.;:.

r 110 '%:4

:
.

,

ervice was .8% Of total. sales.
, .

-

'STATEMENT

.

aper: revie .
cw- .

ft

, : :

. .

A

Vgfi



Running a Business.

,

...Sumnary Of EventS:',1Quarter4-(Vanuary 'I; --March 31

Utility, rates went up 10% January 1'. Starting this quarter, it' now costs you-
0xtra43.7-50 per_quarter4or4til i ties

r
. ,

Another restaurant specializing in OM of the same type of fOod al you has opened
in a business-district about three miles away,,, on the other side of the university
campg. They have been dofrit'nicist-of their a ertiiing in the \university newspaper
and one of the city napers.

4P.

The news r review. is still ,aiffecting iour s
coming aft- r read he Pevievinre still comi
mention the!..revie

es.0 Customers viho started
g.,*.and occasionally,. new customerS.:

4

Cost of broken .and lost silverware and dishes'waS $50.'

r---- Oie 110,came $75 ,
- If yOU offer';StOre.Credit.., , your ba,dl bts. .

( _

If you aCcept c;edit-gi'rds, -the cost:of credit card.tervice was .7% of .total sales:..
*.. , .

REMEMBER TO ENTER. EXPENSES ON'OUARTERLY PROFIT. AN LQSS STATEMENT
Teti?. . :

Running a:Business,

t Restaurant
. -

surnMa0, of Events: Quakter 2' (April 1 - june 30), Year 2
"If 4.A nationall,auiomtiOle. club has listed you in

up substantially'since the listing came out;
:from-out-ref-town visitors passing through..

.

Yo r f zer broke downjn.early May, You lostl$55 Worth' Of ,meat to sPoilage,
thq. Aairs cost . $J00. .

its guidebooks. Busine,5
most of the Increase seet,,

7

ost,of-oroken**11:4tist-si-lverwire.."\and disher wass.,1601.
.

. ,
-.- ...0.44,

..
......

',0."-'If yoti offer,stert.- . diti yaiir bad 1?biS CaMe tO $11 ar: .

restaurant review Co)onn. You...Were ioned,:fivoi. b.lar in the;isame reifew,s and ,
.The: new restaurant actoss'.,the campuS .recei ve4 a bad revi eW in ,the.'-city

iii several. people have coninented On: it s- ce.,, ', :' -: ':- ....' ':',''. ...,
If you ecce

"
credit cards, the cosi of Credit card service, WasK),1% of total siles.

.4!-- ,

'REMEMBER-T0'.6IER'EXPEN4ES ON 9UAR RLi'pROFITANO LOSS STATEMENT
r

AE.:
:

or'



SIISG

.:....119011Pg041;04POS§-
'

r.. Itestairianta

of-Events: Quarter 3 (July 1.Y-, September ,30)*, Year 2

- ise apartment building for fitelderly 4nthe 3900 block of Main ed
v st___There_aie:now_350_peopr tiving-pem, with-another-150-expected

t ir durjrrg the winter., MOst of the resiiients are Iow 0r middle, 410. .

income, -and o y a fevk have cars. --

'Sales were apparently ,Cncreased.''.agaim this quarterly the liSting in the guidebbok.'
Many out-of-town visitors .came td Siour reitaurant during tile summer.

.

. -Coif of .bro,ken and lost sytlYernr, Aild...,41..Shes....came to $80.
-.1, . .-.I ,fyOu offer store Et' : ..t bad ddbti cametog421(4

nV.A.!-...:.,,...

If .yOu acqepct Credi., 'cost Ofcredit ca servlce . o total sales.0..- - was
.

, ......,-.. .r.... ,-,.., -- ':''IP. : =V,
. .

QUARTE.RLY PROFIT AND cOS$ STATEMENT° .REMEMBER TO. ENTER

SBSG 2 .

R4nni ng a- Business

Restaurant'

Sunniary .of .Everits: dQuarter 4 -("October 1 - Obeember 31), leaf" 2'

There Was--a seyere Wilidstorm in early Ootober, ind-yourArotift pl te glaSs window
was broken.' If you haVe gliss',Cnsurancet.theloss was covered if,noti it .cOst

: .you,,$275 to replace the window. 0
. .

%The, guidebook listi continues t fect° sales -favorably:
,.*=

Cost of broken and lost iilverWare and dishes came., 11$5,.
. .

°

/CM-Offer) sor.e.-tredity-your,-bad.wdebts..came'to-$100.--

accept car fhe cost of credit card strvAce.Was .7% o
P

REMEMBER IQ. ENfER EXPENSES:ON QUARTERLX.PRpof AND. LOSS 'STAT61ENT



SBSG 2

Runni ng 'O-Busi ness ;

Dry Cleaner, .

4Summary of Events: Quarter 1 (January 1 - March 31),_Year 1'

One af your dry-cleaping machinei broke down 'in the middle of February: Cost of
, repairs came to $125. The repairman said the machi ne, shoUldn'e give,you any more
trouble for a while.

The ,cost of gasoline rose 5%-during 'the-quarter: As a result, your cost of
delivery has gone up 5%: Beginning this quarter, it costs you on extra $50
per year ($12.50 per quarter) to dejiver.

'
,

t

If yod offer store credit, yaur bad debts came td 145.

REMEMBER -TO ENTER CHANGES IN)QUARTERLY REGULAR'EXPENSES4N_ E QUARTERLY 'PROFIT . ;

AND LOSS .STATEMENT ,

REMEMBER TO ENTER ONE-TIME, EXPENSES UNDER""ONE:TIME, AQDITIONAL EXPENSES!' ON THE
QUARTERLY PROFIT AND LOSS §TATEMENT

,

SBSG 2

Runnio,a Business
,

Di-y Cleaner.

'Summary of EVents: -.Quarter 2 (April 1 - June 30), Year' 1 .

J.Ofy-Clean has started advertising overnight dry-cleaning servicd, at 20%
more than their price for regular serviCe.

,

A customer slipped in.Your doorway one rainy day in April and Kurt her.back.
the, i s suing you for damages. If you ,have 1ibi1ity insurance , i t wi 11, 'pay

her claim: If not, you will-have to pay-$5000.

If, you offer store credit,'your bad debts came to $65.

REMEWIER TO ENTER -EXPENSES ON QUARTERLY PROFIT1AND LOSS STATEMENT

4.
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SBSG 2

. Dry Cleaner

Summary of Events: Quarter 1 (January 1 - March 31), Year 2

Itility rates went up 10%,January 1. Beginning this quartery it now costs
you an extra $37.50 per quarter for utilities.

If,you started buying supplies from Downtown Discount, you recently received .a

bad batch of chemdcals from them. -When you used them, they ruined a load of
clothes14nd damaged the machine. Total cost to you: $1200. .

If yoOyffer store credit, your bad debts-came to-$75.

REMEMBEWIlkENTER EXPENSES ON QUARTERLY PROFIT AND LOSS STAfEMENT'

.,

,

4

1

I

.//

SBSG 2

Running a Business

Dry tledher

Summary of Events: Quarter 2 (April 1 - June 30), Year 2

There has been a suede craze-in Brentwood. You have-the experience and equipment
to clean suede, and you are the only dry cleaner in Homeleigh that does. As a /
result, your business is up substantially this quarter. (This sales increase is
included in the sales report you received for the quarter.)

If you deliver, your delivery truck broke down the middle of May. You were
able to get it fixed right away, so it didn't affect business, but the cost of
the repairs came to $120.

If yogioffer store credit, your bad debts came to $60.

REMEMBER TO ENTER EXPENSES ON QUARTERLY PROFIT AND LOSS STATEMENT

2 1



SBSG 2

Cleaner

Sunmary.of Events: Q er 3 (July 1 - Setpember 30), Year 2u

The high rise:apartment bufldWfof-the eld6f1y in the73900/black-of-Mdfn'Street-----

'opened in mid-August. There are now 350 people living/there, with another 150

expected to move in during the winter. Most of the/residents are low,or middle

into*, and'only a few have tars. ,
//

,

The high school brought their band uniformt,to yOu for cleaning again. This year

it added $475 to your sales this quarter. (This amount is included in the sales

figure given to you by the Administrator:)

If you offer store credit, your bad debts/came to $70.

Business is still up because of the spede`craze. ,

RiMEMER TO ENTER EXPENSES ON QUARTERLY PROFIT. AND LOSS, STATEMENT.
1,0

SBSG.2

Running a Business

Dry Cleaner

$ummaryof Events:: Quarter 4 (0Ctober 1 - December 31), Year-2

There was i severe/Windstorm in early October:, and'your-plate dlass window was

-bro4n.- II4OU hiVe glassAriturante, the damage was paid forIf-not, it'cost

youl$275/Wreplice the glass.
! ,

The.owners cS the office building across the street brought all of their drapes

to you tolp tleaned during this quarter. The job brought you a total gf VOW

tra,in,sales. _(This amount is included in the sales figure given to you by

e'Admtnistrator.)

you offer store credit, your bad debts came to $55.

AtMEMBER TO ENTER EXPENSES ON QUARTERLY PROFIT AND LOSS STATEMENT

N



SBSG 2

RUnning a Business

Information4rom ChaMber_of-ComMerce

QUarter 1,-Year 1 (January 1 - March,30),

The city has started a new program to improve street lighting. New,
bright r street lights are being installed in the downtown area'. Several
outlyi g areas of the city have petitioned for bond issues to install
the br ghter street lights in their sections of town. Areas in which
bright r street lights have been installed have experienced increased
sales a d decreased.crime of all types..

Cooperative advertising has been increasing in popularity among mer-
chants in recent years. The most effective media for use in coopera-
tive advertising are newspapers, radio, teleiision, and flyers or ,

.direct mail-advertising. Cooperative advertising for an entire
business district can be used too-each a muCh larger market area than
a single business would wqnt to approach. Especially if it is adver-
tising for a special event, it 9411 be used to draw outsiders into the
business district.

SBSG 2

Running a Business

\. Information from Chamber of Commerce

41.04

.Quarter'2 Year 1,(April 1,- June 30).

Orban-renewal will begin in July in the 3800 and.3960 blocks of Main
Street. A high\rise apartment building.for the elderly will be built
in the 3900 block, and a new community center will be built in the
3800 block. , Construction will take about a year.

4 *
Runnin0 Business

Information from Chamber of Commerce

Quarter 4, Year 1 (October 1 - December 31)

Seasonal community celebrations and decorations have been'used success-
fully by many business districts to increase sales by drawing more cus- 1
tomers into the area. The expense of the celebfration or deporations
is usuallwore than made 'up for by the incredSe in sales that fbllows
such an efforq:.

? 9 3



SBST 2

Runhing a; Business

Information fromthamberof Commetce
,

. .

'Quatter 3, Yeat 2 (JUly 1 ,8eptembet.30)
. . ,

j
ComMuntiy.beaUtifitation,projectt', Including such projeCts as benches,
hanging basketi,.anCnew sidewailks, havebeen effectivery Used by.many.
business districts to draw'more,customers into the Area, therebY
increasing sales. Although rather large initial expenditures are Aften
needed, the long-rangepenefits usually more than make Up for whatever
must be spent.

;10
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SBSG 2

Running a Business

Newspaper

Informatfon from Trade Association, Quarter 2, Year 1 (April 1 - June 30)

Research has shown that the most effective-advertising media for small
-coninunity newspape'rs are advertisements in their own paper and flyers or

. direct mail° advertising.

SBSG 2 I

Nunning a Business

Newspaper.
.0

Information fromTrade Association, Quarter 4, Year 1 (October V.- December 31)

Research has shown that promotions conCentrating on 'individual apartment
buildings, especially new ones*, can add sithstantially te circulation.

4 s

SBSG

. Running a BuSinets

Newspaper .

InforMati on- from Trade Assotiation, Quarter. 2,_ Year.2 (April 1 - June 30)

Research has shown that the elderly read newspapert, especialli comunity papers,
more than any other age group.

SBSG

Running a BUsiness!r

News,paPer

Information from Trade Assoclatidn, Quarter 3, Year.i (July- 1 - September 30)
.

.

Most communi ty newspapers-shoUld. sponsor: at 1 east one -.Community-oriented
; promotion per year.



.1 .

SBSG 2

Runniffg a-Business

Florist

Ts
Information from Trade Asso.ciation,Quarter_2Yelr 1 (April 1 - June_30)

Many florists'have entered'into very profitable:arrangements with wedding
consulting firms. If the firm is reputable, in a good location, and aimed
-attheright-market;such an arrangement-can greatly benefit a-floriit with°
an interest in doing wedding flowers.

-SBSG 2

Running a Business
,

Florist
. .

Information from,Trade Association', Quarter 3, Year 1 (July 1 - September 30)
0 ,

:Research has shown that the. most effective advertising media for small florists
of your type are community newspapers, college.newspapers, and flyeri or

/-
direct mail.

SBSG 2

Running a Business

Florist'

Information_from Trade Association, Quarter 4, Year 1 (October 1,7 December 31)

Although the'number of flower shops emphasizing low price has grown in recent
years, the high quality, higher priced florist still accounts for the'highest
percentage of sales in the industry. The different'types are aimed at different
markets.

SBSQ 2

Running a Business
.

Florist

, ,...,

InformatiOnjrom Trade AstociatiOn,_Quarter 3, Year 2 (Jilly 1 - September 30)
,,

,, __ ' .4?

Elderly people are-more likely than-young 'people ,to bUy flower arrangements
for hOspital*d funeral use and for gifts and entertainment They tend.
6 faVorarragements Over_cut flowers, but.often.buy growing.plants.

,



SBSG 2

Running a Business

Wholesale Stationery

Information from Trade Association, Quarter 1, Year 1 (Jan. 1 Plel'ech 31)

The most successful wholqoale stationers do not try to sejl to all types of' ,

customers, but concentrate on a particular type--either retail stores or
general businesses. Somet'imes they 'sell to both, but concentrate'on a

particularlgographic area.--

,InfOrmation
_

SBSG 2

Running a Bysiness

Wholesale Stationery

from Trade Association, Quarter 2, Year 1 (April 1 - June 3610

Research has shown that the mosi effective adveetising media for small
wholesale stationers are flyersor direct mail and specialties.

soG 2 .

.Running a.Business

.Wholesale.Stationery

information from Trade AsSoCiation, Quarter 3, Year 1 (July 1 - September 30)

Better street lightipg in,t4e neighborhood.of wholesale.busfnesses tends
to reduCe burglaries, as welljs street crime. .

SBSG 2

Running a Business,c:

Wholesale4Stationery

Information from'Trade Association, Quarter 2, Year 2 (April 1 - June 30)

'One ofthe best ways for wholesale stationers to indrease bustnessls to
,call upon or send advertisements to specific groups of potential customers.



..SBSG _2

Winnfng a Eitiiiness--

InformatiOn

. Bakery-

Q 1

from Trade Association, Qvarter 2, Year 1 (April 1.- June 30)

Research-has shown that the Most effective advertising media for bakeries
of"your size and type are network-affiliated-TV, billboards, and general

_adult radio stations,

TS"

SBSG 2'

Running a Business

friformation from Trade Associatibn, Quarter 3, Year' 1 ,(Jilly -1-- .September 30)
,

Better street lighting fn the neighborhood of whole4ale businesses, tends
to reduce burglaries, as well as street crimes.

SBSG 2

_

Running a Business

Bakery ,

1nfol4mationfrom Traae: Association, Qmarter 1, .Year 2 (Jalivary 1 March, 30)
44:

Wholesale bakeries can often participate effectively in community sales:or
celebrations by giving out sample-size loaves of bread, 'These_ sampleS.
serve as good advertising.

SBSG 2Jb,

Running a Business

Bakery

Information from

Elderly people buy
but less specialty

:ff..%

Trade AsSociatiopioQuatttei;ti2, Year 2 (April 1 - June* 30)

no.g .hLgh qualitylkteAfead than any other age group,
'bread than younger pebpie-.---



.SBSG 2,

Running a BuSinetS, 0

Restaurant
' ".

,

Infeffnati on ftxmi-Trade-Associ-a-ti-on,-Qua-rter-,-2--,Y-e4ri-(Apil-1-)---June-130)

Research has shown that the most effettive advertising media fOr restaurants
of .your typefare newspapers and flyerS 'or direct mail.

SBSG .2

AUnning.a ,Businesi

Restaurant

Information from Trade Associatión, Quartir. 3, year F (July 1 September 30)

Regularity and frequency of advekising strongly infltience effeetiveness of
an advertising medium. One advertisement usually has little effect. Expen-
sive media should not be used unless you can afford to use them regularly'.

SBSG 2

Running a Ousi nesi

-
Restabrant -!A

Information from Trade..Association,!'Quarter 2, Year 2 (iyril.1 'June 30)'

-Promotional actiVities are very. important, but many restaurants do not use .

them e 1g. . Some ideas for promotiohs, depending on. the type of restaurant,
are duced ,rates for certain group's at occasions, birthday and anniversary
cakes for customers, children's birthday club, all you can eat specials.'

SB5G

Running a Business

Restant ,

Information from Trade Association, Quarter 3, Year 2 (July 1 - September 30)

Elderly people eat out Mote Often than any other age group.
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_SBS.G.

Running a Business

Dry Cleaner

Information from Trade Asso'diation Quarter 2, Year 1 (April - June -30)

Research has shown that the moit effective advertising'media. (or small
40-cleaners sin your tYpe Of location are conimunity newipapers and flyers.,
pr direct mail advertising.

. 4.

.1 ,

SBSG 2

Running,a.Btiziness

Dry Cleaner

, Information from Trade Association, Quarter 3, Year 1 (Juli. September 30)
;

1 t 'Resedrch has-shown:that- dry cleaner5 0 no o ff er enough specia) sales on
dry cleaning. 'Offering-rower prices 'On certain cleaning servicesHfor a 2'
limited period of tigie or for Oecial,pcCasions can add substantially 1-
to'sales for that period.

SBSO 2

Running a Business

.Dry Cleaner

Information from Trade *Association, Quarter, 4, Year, 1 (October 1,- December 31)

The trade association provides.you with plant 'for, building a storage area for
tut-of-season clothes,c The storage-area can be built for1500, according
to theft plans..

SBSG 2

Running a 'Businesi

Dry Cleaner

Informatien from Trade Association, Quarter 3, Year 2 (July 1 - September 30)

'The group most:Likely to use the delivery serifice from a dry..cleaner is t1 e4

elderly. While Viddle and high income groups use delivery ser.vice the most,
even low.incomeelderly use it Extensively.

4

31) 0"'



SBSG-2.
..Running a Business-

BRENTWOOD MERCHANTS' ASSOC I AT (A

Report on Pasf4Acti vities:

1. At the last deeting of the Merchants' Association,'the ownL. of't
4. parking garage in the 4100 block of Main Street made the alowin

proposal: He will grant members of the association Park & Shop
privileges in his garage for-$300 a quarter (half of his nprmal rate),
if the association will pay:hiM'a yearly fee, and if.at Teast,30 members
agree to take advantage of the service: At the last meeting,q28 mem-
bers said that they would be#OnterestOd; if two more members agree
to participate, the associatfon will adopt the plan. The Merchants'
Assoc1ation'4, share of the cost'(the yearly fee to be paid to the
gaelge owner)" would coMe out Of the associatlon's general funds and
wOuld:Aeerequire a contribution from members not participating in the_
Park & Shop plan. (Under the .RArk & Shop plan, customers of partic1=-

epating nierchants Can ,041$ in the garage feee of charge.)

Agenda for.
Meetihg #1

,

2. *Over the last fir years several hetghbdrhoods throughout Carverton
have successfuTifcampaigned for improved street lighting. The new,
brighter street lights have led to reduced crime and increased night
business in the areas where they have been installed. IMproved street
lighting is`paid for by bond issues and muit be approved by the voters'
in a referendum in a general election., In most areas, the movement
for improved street lighting has.been started bY 'a merchants' or
neighborhood association. ' ,

Since,the last meeting'of the Merchants' Associatiori, seveilal members
have expressed interest in getting bri§hter street lights for Brentwood.
They have suggested that the need for improved street lighting be dis-
cussed by the association and that plans be made for getting the issue on -
the ballot in the next general election, if the membership feels it is a
worthwhile project.

To get the'issue on the ballot, a petition drive must be held in
Homelefgh. The next general election,is in November; petitions must
be sublmitted by June 30 for a bonding issue to be ;laced on the ballot.
A petition drive would require'donations of time from members of the
Merchants' Association; successful petition drips usually take a
total of about 250 hours of volunteer time froemembers of the sponsoring
organization. Members working on the petition drive will need to
hire students to work in their businesses during the time they:

A donate to the drive; thesg,students would be.paid $2.00/hour. (Because
this_is_ineAperiented helr, business_May_decline slicOgU4Jurim___

, the drive;) Donations,of money to pay for advertising may also
be needed.

3V 1
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If the petition drive is successful, the issue wills be placed on the
November sgeneral election ballot; members J the association would
then need- to campaign forits passage. (Plans for this campaign would

44 be made at the September 30 meeting of the Merchants' Atcciation.)

3. Cooperative advertising has beeri popular among, members of the
Merchants' Assdfiation in the past. In some cases, the Merchants'
Association itself has taken out ads in the community and city
newspapers, prowting the entire comunity, with all members partici-
pating. -=,Since there are Oyer 50 members, the cost to each member
is small ; the lads are paid for by contributions from the, members-,
rather than opt of general funds'. In other cases, two.orlmore
businesses ha've 'Simply joined together to take oitt a cooperative
ad mentioning both businesses; they then split the cost of the ad:

Agenda for First Meeting

1. Election ,.of Chai rperson.

,..
Discussion and vote on Park & Shop question.

r

3. Discussion of street lighting referendum.

Os,

LAP

\

",

Agenda'for First Meeting/0\.age 2
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-Running a BuSiness

101

BRENTWOOD MERCHANT$' ASSOtIATION

diuREERsoili .

, ,

Meeting. #

Issue
Action Taken a

f

Business Contribution ProMised .Abfuaf contribution

Bakery

Stationer

Florist

Restaurant

Cleaner

Newspaper

-TOTAL

.

rm.r

Issue

Adtion Taken

Business

Bakery .

Statione

Vorist'

Restaurant

Cleaner.

. Newspaper /
y,

TOTAL

,

t Issue
Actio)1 Taken

eight ibution Promiied. Actualtontribution

Bustriess

i/BakerY

Stationer

Florist

ReStaurant

Cleaner

Newspaper

.TOTAL

Contribution Promised Actual Contribution
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SBS0 .2 .

Running a Business

INFORMATIONFOtHAIRPERSON

OF-BRiNTWOOD MER6ANT, ASSOCIATION*

Agenda. for
Meeting. #3:

Mdeting #3 (to be held April:1)
2 .

,t

A. Several members have suggested that the Merchants' Association sponsor
a community.Fourth of, July celebration thts year. ;Suggestions for
activities have included ,a parade, a concert, special activities in
the park. at Maio 'and Honey u t, closing Main Street during the
celebration from Honeycutt to 'Park, free ice cream dohated by the
Merchaott' 'Association, ,and a fireworks display. A'special area-wide
sale-or sales by indivi.duaT businesses could also be held. Total cost
to_ the Merchants' AssociatiOn for decorations and special events would
be abodt $3000 -- $66.00 from each of its 50 members._

.

The City ,Parks Department wou d like to build a rilikplay§round at
Winchester and Jeffers* 9 but no funds are availa e for playground,

equipment, rf $5 0 Can' be raised from the business community --
$100 per merChan - for equipment, the city wiT1 proceedAith its
plans.

(To be .giVen to Chairperson at beginning of Quarter 1, Year 2)



Agenda for
Meeting #4

Meeting ,#4. (to be held September 30)..

.
The pl nni,ng firm dof,Wiilianis, Made and Bruce had been hired by the.:'

- ,Me a so ssociation T8 months ago to deyise a master plan for improvfng
31 the Horn lei h business district. Their plan has been completed and needs

to be pr nted to the Association. Their program consists of §ix Projects.
Any proJe t could be done individually or combined with any other;
however,,tlf all six are done at the same time, considerablei total sayings-
are preitcted Unless otherwise noted,, the projectr would have.to- be
paid fo, in-adyance. All members of the association mus.t Wee to.partici-
pate in the projects tF5k undertaken.- The projects and their cost are:

Employment of a private sidewalk cleaner. He would tise a Oarking
lot vacuum on all business sidewalks 'early mieningt, twice wgekly.
This service would cost $5000 annually;100,-per member (to be,
paid at the rate' of $25.00 per quarter). .

Placement of a sign identifying the- Brentwood district of CaTverton
at each end of Maln Street. Cost for-two signs,-including yearly
maittenance for 10 years4 $2000; at $40 iper.member..

Baskets of flowers tcisbe hung from light,,poles throui the
businesr district. Cost for this'year is estimated at $2000; .
$1000 forlibaskets, which can be used for five years, nd $ 1 (too for
flowers.. Cost, per member i\s $40. j

New sidewalks .Cof high-quatlity concrete) for dthe.businessAistrict.
The cost' -is $20 per linear foot of store frontage.; There are
18000 feet of .sidewalk in the Brentwood business district for
a total cost 'of $360,000; n average,cost of $7200 per4;,merchant:,

, (The Merchants' :Association can get a three-year loan for, this
amount; each business would then paSe 'its share, in quarterly paprients
of $600.)

Benches can be placed at intervals along the.stdewalks of the .
businegs `district: This encouraget -people-to spend, more tirhe
in the-shopping ,area', and helPs give a inall-like atmosphere.
Thirty-six benches are planned'at a cost` cif $250 apiece for e total
cost of $,9000. This comes to $180 per merc"hant. * ,

%b.

(To be gtven to Chairperson at beginning bf Quarter 3, 'Year V



o

-4 ,

Architects' sketc hes have been completed for a district-wide
-c--14.ce-lift of building exteriors. If cbmpleted; each busines§

wcifild retain its individupl identity, butall would be partVf. .

a Unified style. 'If thig projecf-were completed along vOIR th
other five, Williams, Wade andBruce assert tharftrientwoittl'woUT
become an attraction for shoppers from far beyond its boundaries.
They completed such a project in another city last year; that
neighborhood's businesses bave realized a 22% increase in salei
during the year. The cosi of this project is 'estimated at I

$1.25 million, or $25,000 'per merchant'. (The Merchants' Association
can get a five-year loan for this amount; eachbusiness wouid
then pay its- share in quarterly payments of $1250.) '

,

- The tal cost of all six projects is $1,628,000; if all -six are done
at on e, the cost would be only $14428,000 or $28,560 per bustness:
The chants Association can get a-five-year loan fon this amount;
each business would then pay its share_in quarterly payments of $1428.

.1

:

Meeting ;#4/ page 2
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Running a Business

k

. .

Merchants!
Assoc:
mEtting_ ProjeCt

ADM INIS_TRATOR"S _KEY:
4 ,

COMMUNITY PARTjcIPATWN POINTS

A
.

#1 'Park & Shop

Street Lighting
District Petition'

Colop'advertising

Street Li§hting*
1- 'District Election

'chei stinas,
decorations

:

...Fourth Of JulY
'telebration

Fourth of July.
Sale

Playground.

,

BeTti f itati on
ksid4wa1 k''eleaner

1

. C. floivers
d.'-snew *sidewal ks;
e. tienches

faCel i ft

k

/Money.

ire

$300/quarier
eAch

# ofIbusinesses
x 5 hour&

Number
Required io

5
articipate

,

Cost

twO

Seasonal Long-Term . Point.;
Points Points- Awarded
Tfront,D) . (back, d)-. to:

'50' participants

anY

any 50

participants

participants

sinesses:

-

# cif ..businesses 'an
Ot00,

usinesses

IT A 4"

NoTf a sale
J:

tP

$25/quarter each all
$40 each;,
$40 eaph''.J. 'all
$600/quar4r each all

1180 'each. al 1
$1250/qUarter

*ach all

.$1428/quarter:,.
each

If ail done

5
25, all
20

35
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'Running a Business

.k
Business NiMe

YEAR-EN2 WO RKSHEET
Year

.Yeat;-End

Worksheet .

4
-OwnersIMAnagers

1. Depreciatio of d At'sets
-

Deprecia on rom Year 1

DeOe iation.from Year 2
. .

.Tota Depreciation_to_Date

Redu lon,in Long-TerM Liabilities

Loans From
oan Payments: Bank Loan Eciuipment Loan FriendsnelitiVes.

-------------------------------------------arter T
1 arter 2
uart6,3

.4uarter

,ount Owed on
pAn at Begin's-

ihg of Year

,Total paymentS(-)

Currint Amoudt
"Owed on Loan

. Unpaid Salaries

Quartey.
Quarter 2
Quarter 3
Quarter 4

Total Unpaid Salaries for Year

Unpaid Salaries for
Previous Year (+)

Unpaid Salaries to Date .

. Profit or Loss for Year

Quarter 1
QUarter 2
.Quarter 3.

Quarter 4°
Net.Profit or Loss

.-for Year.

309

f



.SBSe; 2 . Year-end
Running ktBusiness Worksheet

Aid

A
YEAR-END WORKSHEET AID

.

1. DepreciatiOp.of Fixed Assets = Yearly Depreciation (from Expense
, . Workiheet

. -

2. Reduction in Long-Term-Ctabilitiei =-Add Quarterly Loan Payments for
each type of loan (see Pgpfit & Loss Statements

_for each-quarter, 2nd page)

Amount Owed onloan at Beginning of Year = Bank, Equipmentx and Other
Loans (fromBalance Sheets from .prevtous year)

\
3. Unpaid Salaries = Unpaid Salaries for each quarter, if any (from profittz-

& Loss Statement for each quarter, 2nd page)

Total Payments = Sum of quarterly' Loan Payments'

Current AmoUnt'Owed on Loan = Amount Owed on Loan at Beginning of Year
Total.,Payments .

Total Unpaid Salaries for Year = Sum ,of all unpaid salaries
.

Unpaid Salaries for Previous Year = Unpaid SalaH'es to Date from previpui''
Balance Sheet

4 "

Unpaid Salaries t Date = TotarUn6aid Salaries for Year + npald Salaries
for Previbus Year 4

. Profit or Lai
Loss Statements, .26d page),

Eirofit or Lois for each:quarter (see Profit and-

Net Profit Or,,'Lois. f6r Wear = Sum 9f quarterly ,grofit pr loss



7-SBSG
Running a Business

1*

YEAR-END MAKE SIEEI A ID

. Ausinees NaMe = the name"of your business

2. As of = yearl or year 2

Year,End
Balance Sheet
Aid

3. Cash = New Cash on Hand (from Profit & Loss Statement, Quarter 4, 2nd page)

4. Inventory = Irentory (from previous year's Balance Sheet)

5. Supplies = Supplies (from previous year's Balance Sheet)

6. Subtotal = Cash_+ Inventory + 'Supplies

7. = Fixed = Descriptions and Amounts of Fixed Assets
Balance Sheet)

. , )

. Value of Fixed Assets:= SUM' of Fixed Assets

DepreCiation to Date

from previous year'

16

Total DepreMation to Date (frOm Year4nd
Worksheet )

10. Subtotal . Value of Fixed Assets - Depreciation to Date

11. Goodwill.= Goodwill from previous year's Balance Sheet

12. Total;Asjets = Subtotal (step 6)'+ Subtotal (Step.10) GOodwili (step .11)

.

13.' Bank Loans = Current Amount Owed on'Loan (from Year,End Worksheet, Column 1).

14., Equipment Loans .= Curren;, AmOunt Owed on Loan (from Year-End Worksheet,
column 2) --

154 0ther Loans = Current Amount Owed on Loan (from -End Worksheet, column 3)

lerUnpaid Salaries to Date = Unpaid Salaries to Date (from Year-End Worksheet)

17. Total Liabilities = Bankloans-+ Equipment Loans + Other Loans + Unpaid
Salaries to, Date

,

18. Ovirner's Equity to Date = Total Owner's Equity (from previous year's'Balance
i

Sheet) 4
. .

,

19. Net Profit or Loss for the year = Net Profit or Loss for year (frOml Year-
End.Worksheet) ;.

t , .

20. TO'tal Owner's Equity = Owner's Equity toloate + Net Profit(or Loss) for
the year s'

21. Total Liabilities'& Owner's Equity = Total Liabilities (step 17) = Total Owner'
Equity (step 20)

-

,. TOTAL LIABILITIES & OWNER'S EQUITY ibTAL ASSETS
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Running a iusiness

lamaik

SCORESHEET

Scoresheet

I.

L7

.Business Name

Owners/Mragers

ROI Return on Investment)

'AO! = Net Profit*(Loss)

angible 'Owner's EqUity.

Year 1

Total owner's\Equity
- Goodwill

Tangible Owner
Equity

ROI = $

ROI =

Year 2

' TotalAwner's Equity
(-)

Tangible Owners,.. ,

Equity

ROI.= $

ROI=

ROI Rate ROI Points

Below =25% -40
-11%-tO-=25% =30
=-1% to -1,0 ). -20

0
Wto.2% +1

3%7tq...4% +2

7%
%

y,+.5

c 8% to 10% j+10
11% to 15%," +15
16% to 29% +20 `..
21% 0'15%, +25:

Above .25% ,+30.

Starting Score

Year 1 ROL Points,(see chart)

Year 2 ROI Points (see chart)

Final Score

ROI rfiat---t.

Score

.126:81 up
100-119
90- 99

:

,80- 89
70--79
50- 69

312

Long-Terin

Profit Prospects-;

-SuPer
-Excellent
Very Good .

Good,

Fair5,
Poor

w_-54For.ge



SBSG 2

: *Running a Business

Starting Demand'Potentiai Scoresheet

Florist

Business Name Owners/Managers

1. Marketing Plan Rating:-

2. Suppliers:
. -

If Used,
...Check.and Add

McCoy's 0
Quincy's, -1

Heinemann's +2 ,

Patman's
4/or-

Green hill .4

Supplier Subtotal

37.:1.0NG-TERM.DEMAND POTENTIAL x 10 =

SBSG 2.

Running-a Businest

Starting Demand'Potential Scoresheet

Newspaper ,

Busineis Name.
9

1. Marketing' Plan Rating:

2: Suppliers: If Us*,
Check and Add'

A

OWners/Managers
, ,

Central Newtpaper Suppliers -

Calverton,PrinterS' Supply -1

A-1 Paper Products Company -2

.',Greenwood's Paper' Supply *. +2
Esquire Paper Company +1 .

-

.Supplier Subtotal
I

. LONGTEKWVEMAND POTENTIAL

313



Ausiness'Name

SBSG 2

Running a Business ,

Starting Demand Potential Scoresheet

Florist

Marketing plari

.

McCoy's
QuincY's
:Heinemagh.'s

174.tman's
r

Green Hill

..S4pplier Subtotal

. LONG,TERM DEMAND'POTENTIAL

'SBSG .2

(Butiness Name

1. Marketing Plan Rating:

2. SupOliers:- If Used,
Check and Add'

NeWpaper

,..OWne.rt/Managers

Central Newtpaper Suppliers .

Calverton Pripters'.Supply-
A-1 Paper PrOducts Compahy1:4'
Greenwood's Paper Supply

,EscIdire Paper CoMpany:..

'Supplier Subtotal NO
LONGTERM DEMANDAMOIA(

E
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-SBSG 2

Running a Business

Starting DeMand Potential-Scoresheet

. .

, ne *Me
:8) :2 ,

1.4:

'msgkttiog Plan Rating:

SupOlers:

Restaurant

Owners/Managers

,

ttieck and.Add.

George's Restaurant Supply-/
Mid=City Restaurant Supply
Lone Pine Restaurant Supply 0.
Abbott'S Meat Wholesaler
Petrocelli's Whole4le Groc.
Mark's Wholesale Produce

DoMbrowski's Bakery .

Lester's Unfform Service
Farnsworth Paper Products

Supplier Subtotal

3: LONG-TERM DEMAND P0fENTIAL

,

.SBSG 2

-kunnin6.a Business

Starttng Demand Potential SCoretheet

WhoTbsale Stationery

1. Marketing P1an,Rating4

2. Suppliers: if Used,
Check and Add

, It!

Calverton Wholesale
Stationery or

Esquire Piper Company
Statewide Wholesale
Stationms 0

eenwoodmIrPaper Supply
or

Manufacturers - +2"

Supplier Sdbtotal

LONG.-TERM DEMAND POTENTIAL

315-'
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6nning.a BusineiS
+.

Starting Ddmid Potential SCoresheet:.

Bakery

Buiinessilame Owners/Managers

1. Marketing Plan Rating:

2. 'SuppTiers:

Green's BakerY 4uppl1es
Metro Bakery Suppliers
Sam's Bakery,Supplies
Ferdinand's Flour Mill.4

. -or-
Natiopal Flour Company

SupOlier Subtotal

3. LONG-TERM DEMAND POTENTIAL

If- used,

Check and Add

-1

+1

+2

x 10 =

Business Name

SBSG 2'

.Starting Demand'Potenttal S'doresheit:

'Dry Cleaner:-.

1. Marketim Plan Rating:

. Suppliers:

Owners/Managers

If Used,.

,theaLapd AM

'City Cleaners SupplY 0

Rick!-P PaSigAR1004pply_
-Bridihaw's Cleaning

Supplies

Subtoial

. LONG-TERM DEMAND POTENFAL:

4



SBSG 2

, Running, a Business,

(giarterlt Demand Potentiaf,Scorisheet

Newspaper.,,, .

Owners/ManageitBusiness Name

Quarter 1,

"Year #

uarter 3 " Quarter'4

A. long-tem Demand Potential

B Total change
,

(enter total from thenext page

Subtotal

C. 'Idvertisi i and Promotion

Tjpe (Ma m)

1,. City Newspaper -4

2. Conleiity NeWspaper

3. College NeWs00er

4. General Adult Radio' Station .

5. Teenage Radio Station'

6. Easy Listening Radto Station

UHF TV'

. ,

774- 127.

8. ,Nitwork7affiliated TV

.9. Billboard.

10 Flyers/Di red Nail (20)

11 :SpeCialties (20,,

J.

Amount Multi-Effect

(Uni6Iplier on OP
U

Amount Multi-Effiti.

[Units) 'oiler On DP

1,10'

x 2

0

PTA+
rarate PromotiOn

Seasonal Comity Acti

uarterly, And Potential

Armar.

-x

C 6`,.4..*4 .47 .4114.0.111,-

x 50'

125

11.0



r

, Item

c of, C ange in Business Plan on Demand Potential. Page 2
,

News a er iI

uarter 1 , 'Quarter 2 uarter puarter

/,

.

,,..!. Changes Chan-ges
POin 't 1`110aFgReOsil ,

Changes
TO, FROM TO FROM TO FROM

(. .,J
1 Suppliqrs i-. ; ,,ir f

Central Newspaper Suppl 10s ' 1

.Calverton Printys' Supp)y ,,,i , fee s' '.
- + I

e

A.1 .Paper Products COmpany , ,_.
_Greenwood'sJaper_Suppl' .,--,-- .,------.k, i r c

",' _

'. Esquire .Paper Comany 1 + . ,4,f ,. + . - .:
r--- _

Grind9 ,News Supply.. ,, . + w,,
+

,.4,1 , _:..,

Servi des & ,Sal es' Polcci es '-.,i,' ,,,, '.'
',.., ..

.. \

11 eliOry - ',i + .,o,,,. . +, -
'iGtorp'4 Credi t, -:...-c,y

+ -
, Proditct/ServiCe Line' ,

Ap Opiate I,tem .'. + 0- . 4 -
.

.Y. 0

, TOTk CHANGE .+

d, Comity Partitipation
.

TOTAL.,(enter on line 13 on thefirst,page).

w...roNO :',..( vg, 4r. 0000

319

77.Y4444,*.,!., ,..107rI:.t0771',' natter
.

11.ecre..kwl.,,re.e.!444..tie.141004.4

#

'



SBSG 2

Runtiing a Business

ite! OenfaidE___iheet; Baker
. Bus ness Owners/Mana ers Year #

Lon_g-term Demand 'Potential

,Total chant

(enter total from next

Subtotal

Advertising and Promotion

Type Maximum)

City kewspaper

Ciounity Newspaper

C011ege Newspaper

Oaneraf Adult Radio Station

Teenage Radi o Stati on

Easy' Ciikening Radio Station

UHF TV

3

011board

10. FlYers/Direct Mail (20)

ii, Specia1t1est (20) ' X
=r4o.. '

gleccc cpSt ff.g..10tTec.,

Co-oiierative advertising

ro rig( PrometiOn

SeaiOna 1 :Cdnintitii ty:,1#t Vi ties

E. Uarberly Deqpnd '?Otential

'';.

50-=. 1.0.0*

25..7

T



!!

Effect of Change in BusinessIlin on Demand"Potentia1

Florist ,

Page 2

,

*-

Quarter 1 Quarter 2 Auarter 3. Quarter:4,

Item
. ,.

a. S liers :'
.

oy, k; heeSale florist ,0

tlinc4s WhOlesaliTloOist 10

HeineMonn's Wholesale. floriit 20

. PatMeOreenhOuse- ,

Green Hill Rose GrOwers 30

'Power'ikfloierlupplier 0
, ... : ..

Setvicet.tilales Policies.

. De1iiery. 100'

Stal Credit:: 50

Credit Cards,: .50:

. PrOduct/ServiCe Line

'Appropriate Item

I 4
Points

TOTAL CHANGE

100'

' A. COMmunity Participation

TOTAL (enter on )ine 8 on the first:page):

323

!?!0147vvio0 !Ow, 14m1,4 -1's"-

Changes

.TO FROM

wv=110

wpm..

TO FROM

+. -

or..1

4

Changes

TO' FROMT.

!1

.,

!,

111.11.11M1M11

Changes

TO FROM

+
maw..

+

111,11;WreM11:10



SBSG 2

Running a Business

Quarterly Demand Potential Scoresheet
. Wholesale Stationary

Busi nesr Name Owners/Managers. Year I

Quarter-1 QUarter-2 Quarter 3 Quarter 4

DeMand Potential.

'otal change

witertuta1 frOm the next
nage)

Subtotal.

dvertising and Pron'otiOn
ipe'(Maxirnum)
. City Newspaper

. Cormiunity News Paper

. College NeWspaper

. General Adult Radio Statiot

. Teenage Radio Station

. Easy Ltstening Radio Station

. UHF TV

NetWork-affil atei TY

. Billboard

. Flyers/Direct Mall (20),

. Specialties (20)

Co-operative adiertising

Appropriate Promotion

msonal Comnunity". ttivities'

rarterly;Denend'Potentiil'

Amount Multi-Effect
(Units) .plier on DP

x 6 =

Amount Multi-Effect
plier on DP

x._4_

x =

.x

AmoUnt-Mult.i.-EffeCt
tUnits) plier On DP

x 7_,L.

2.

IL
X

Amount .Multi-Effett
c.Units) plier on DP

s

x' 8



A
'Effect V' Chanoeln, Business Plan on DemindPotenti'al

liolisale Stationer;

Quarter 1 Quarter 2 Quarter 3

\

Poilts7

Supplierij

Calverton,Wholesale Stationery 10

Statewide Wholoa1e Stationers. .0

Greenwooes:Paper Sipp1y 20

EsoPire PAper ComOny. 1L
7Anufetilterf!

20

Apex NhOlesale,Stationary

be!, Services1Sales Policies .

, Delivery
.

. 100

-. Store Credit:..
SQ

Ofscounts (quahtity Wor
early'payment)

50

. Productiserviceilnes

Appropriate Item , 190

"Changes

TOFROM

lhangei

TO FROM'

Page 2

I

Quarter 4

Changei

10 FROM

___thanges

TO FROM

+
woomur

:TOTAL CHANGE

4.

4=111 01111.1.

d. Coomniici ation
=1.141



Business Name

.
SBSO 2

RUnning a Businesi

uarterly Demand Potential Scoresheet

. ; Florist

Owners/Managers

1111MMEIMMMW

Long=term Demand Potential

Total change r..).

(enter total from next page) :

Quarter 1

Year

Quarter 4

Subtgal

. Advertisfni,and PromOtion

Type.(Maximum)

I; City NewspaPer

Communitylewspaper7

3 College NeWspaper'

Ge. Oral Adult:NadiOtation

teenageladi0 Station',

Jaw Listening Radid StatiOr,

Off TV

'Network-affiliated TV

Billboard

10 Flyers/Dtrect Mail '(2.0)'

12.4iT kOper;tive advertising.
.

,

13 ApprOPriate PromOtion

.SeaiOnal Community .4tilicties

E. Quafterly bid Potential

'1Yir

X



.

Item

Effectkof ChanOs in Business Plan on Demind Potential

Aain

-1QUarter1 Auarterl quarter 1 ...quarter 4'

Paget

Points,

. Suppliers

Green s Bakery Supplier 0

Metro Bakery Suppliers 10

Sam's Bakery:Supplier 10

Ferdinand's Flour Mill

National Flour Company 20

What Cooperative

. SerVices 1 Sales Policies

Delivery

daily'. 150

everY other day 100

Store Credit 50

Discounts (quantity Wm*

'early payment) 4 50

ProductSeriice Line

Appropriate item , 100

AL CHANGE

Community-Participation

TOTALlenter on line B on the first page

0

';

Changes Changes Chinges Changes

TO FROM TO FROM . TO TM , TO FROM

.1.1111 moN.Mm.

.11101

MIME.

.P.Nosgr

. +

' rr .

.11111.

:1...1r

+'
.

mew.. maimml

332



SBSGI

..RunnngaBus1ii e'

'9uarterly,p!mand OotentiaMoretheef

,..:..Resteurant

Owners/Managers

E.

Quarter 1

tong -te Demand Potential

Total change ,

(enter total from the next
page)

. i
I

, Subtotal

Advertising.. and, Promotion

Type (Maxinxim) .

fir

,

t. t

,,.

__

........
,

-

. ........

..

Amount .Multi,Effectf

lUnits)

,

on DP:

ON1=1=1*

Amount Multi-Iffect-

Pnits) plier on -OP
.

. . .. ...
..ww, .

Amount MultiEffect

(Units).ilier ori'.DP
Amount .Multt-Effect

lUnittiplier f on.' DP.,

1:44.City Newspaper

' 1 ..:.' .

d ComUnitt NeWspaper

,

.

0 ligeleWspipe

4.

.
... General.' Adul t Radiv Stati on ..

5. Teenage . Stati on
, f,,-...t...

6. .Easy Li steningliadit, Statl on

A

0. A.

twork-affillated.IN-
4 .41..... ,... ..:., ,:,-,..

... , . i ' ''

9 ,'Billlioard

0,; ,Flyers /Dtrect Mail (20)' ....

1.

.

SpKialties
A

f20)
.

a

2 . Co-operative adiertising

3. Appropriate Promtion.'..

.., .

Seasonal Contunity.;ACtivities

Quarterly. DONA Potentfal '. --...

.plier'
.x 0 : x 0 3, .

.:.,)......"''.,. .1.,
.'. 1:, .

. , x 10
.

,4
10 ;

f

...... x 8
011110

, ...

.
,. 8 :,

mow.. ./.... x 8 :
, .

,f ., ,r......:,,f,.,
,.....,,( ,...,,., ,...L........ ,

A

x ___._,.+: :

WM...

......e. .

, 4
- . m. m....16 .

Ii.fr.:-

. . , .

.

I A

.r...... I

x ...
fr. 0

. ,

..
......11.6.. '

, ,.4.,.,,f .

.

.,

,morr. mar. : fx.0' s.
.,' omemorn; d; rr,A:Frorr ...". a

.

, .
, f......... ...,.. !

., , 1.=.r.

- /1:

r;

.,,,?'? ,ji,Z ,s ... A, ',. ...,

.,

,.. ... '4",- x
. , .

,
,

. r .

k,i
6, ,

! , 2

t

x
=

'I, '.
i

. ...

!'.. 0/, ? ,'
............ . .

. d

',,,,

, .
* q

% '

x 8 11 "

. l' r f';';'.: ' ''',C? ;

x 8 =

.. :I.:.

'......4* '

.1

x .6r.,
. -.

.-- x :: ..... , a.m.....

,

sx50
.

X"...,.

'
.,' '

)C. i0.- 1 --.

,

.., fo ... -I :

--!.. .,:';x:15 , x... 15 g ' ,
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-...e



: f
Effect of Change in Busin* Plan's:in Demand Potential

Restaurant

Page 2

. Quarter 1 Quarter 2 Quarter 3 Quarter4

Iteit.
Suppliers, ,.

George "Restaurant SUpplY, 10

illid-City.Restaurant Supply:: 10

lone PlneAstaurant Supply 0

AbboWs

MarlOsliholesale,Preduce,

Petrocelll.1,Wholesale

FarnsWorOaper,PrOducts

DOmbroilski'is takery

Letter!s Untfot'm ServiCe" f,

Boirman,Re*staUrantS0001Y'

. Services 1,Si1es

ItOre Credit 25

Credit Cards
Q. 50

lroduct Seri/Ice Line: ! 4,

prop ate tem 100'.

TOTAL CHANg
4 '

'Ptints

. d. Comunity Pahiation

TOTAL (ellpr on line B on the ftrst,Oalie)

'335

Changes

TO FROM

+

mori.

MINN

:

Changes

10 FROM

smE.Imm =MI

,O71

Changes

TO FROM

=EWEN..

If.f1P

Changes

TO'FROM

Mfeff.I.

336



SBSG 2

Running .i Business

Oarterly Demand Potential Scoresheet

pry Cleaner:

Business Name
Owners/Managers

Quarter 1 Quarter 2 Quarter

Year.

A. Long,terin De Mand.Potential

B. Total change :
k

(enter tdtai f(om next page).

Subtota

Advertitilig and P

Type (Maximum)

1. City Newspape,

2. CommUnity,leir aper

3. 'College Neiitp

4. General Adult

Amount Multi-Effect

(Units) Oier On DP

-Amount .Mul ti ...Effect-

(Uilitll.plier on DP

X 4

ro

.1.11110%.

Station

5. Teenage' Radio!5ta ion

6. Easy listening did Station

7 OF TV
, ,

B iNetworlc-affil 4ted TV

9. /, Billdoarf'

10i Flyers/044t1Ma1l (20) :

11, Specialti (20 )

to-operat e advertising

13. Approoi ate ,i4notton

0 Seasonal CoMmonityActivities

. Oarterly Dowd Potential

.27

x 2

4

x 2

x 2

x 10 =

x 4 =

x 50

x 25 r.

2 'm

x 50 =

x, 25 =



4

Effect of Changes Id Business Plan on Demand Potential
Page 2

Points

a SupOliers
.

City C1eane6 Suppty 0

Rick's DrY CleaninglupplY 10

Bradshaw's Cleaning Supply 10

Downtown. Discount 20:

b. Services It Sales rolicies

Delivery . 50

Store Credit . 25

c. Product/Service Line ,

Appropriate Item
e.

Changes

TO FROM

' Changes

TO FROM

Changes

TO FROM

TOTAL CHANGE

340

339



,SBSG 2

Running a Business

Adndnistrator's Key: Amounts to be added (or Subtracted

Dry
Bakery- Cleaner. Florist

$250 $375Dell-very 4aily-43,000
every other day--$2,000

Chamber (4 Commerce 12.50 12.50

Trade Association 25,00 25.00
6

C. of C. & Trade Assn. 37.50 37.6bN

°Insurance

*Fire

Liability

crime

Glass

Group Health:-.

If Member of Trade.Assn.

IfIcit Member of Trade Assn.

12.50

25.00

37.50

Per iNarter for Changes In:.

Restau Wholesale
NewspaPer

carriers--$475
mailed --$720

rant' ,:,;.StatiObety,

0 $375

12.50

, 25.00

37.50

0 -

625.00 150.00 37 .50 loom

50.00 37.50 37.50 50.00

150.03 37.50 50.00 25.00

375.00 -5000 50.00 117750

62.50 62.50 62.50

'Group lie:

If Member Of.Trade Assn.

If Not Mem6er of Trade Assn.

12.50,

25.00

37.50

25.00

75.00

25.00 t

62.50

50.00

50.00--

, 2% of Payroll :

4'

5% of Payroll 4

1% of Payroll 4

3% of Payroll : 4

341



Regular Sales

Quarterly
Demand
Potential Sales .

Cost of
Sales

225 $54,250 $16,2-75

250 55,000 16,500

275 55,750 16,725

, 300 56,500 16,950

350 .57,250 17,175 .

400 58,000 17,400

450 58,750 174625

500 59,500 17,850

60,250 '18,075

spo 61,000 18,300

675 61,750 18,525

750 62,500 18,750

825, 63,250 18,975.

900 64,000 19,200

1000 64,750, 19,425

1100 . 65,500 19,650

1200 '66,250. 19,875

1300 67,000 20,100'

1500 67,750 20,325 .

1700 68,500, 20,550

1900 69,24 20,775

2100 70,000 21,000

2400 70,750 _210225

71,500 21450

3100 72,250- _21,675

3500 73,6,900 21

4Poo 73,750 22,125

SBSG 2
Running a Business

Sales Chart--Newspaper

Number of
Employeds

Grost Margin Required

$37,975 14

38,500'

39,025

39,550

Seasonal or One=iime Sale§

Year 1,
Quarter 3 ,$5000

'Sales

Cost of Gross
Sales Margin

$1500

Year
Quarter 4 2000-1

Year 2,
Quarter 2 500

*

600 1400

150 350

40,975
,

40,600

41,125

41,650

42,175

42,700

43.,225

43,750

44,275

44,800

45,325

45,850

46,375

46,900'

47,425 .

47,950

48,475

49,000

49,525

50,050

.50,575

51.000

Year 2,
Quarter 3 ' 1000

lear .2,,

Quarter 4 900
15.5

16

51,68

17

17:5

18

lg. 5

-19

342



Quarterly*.
111 'Demand

- Potential Salis

SUG 2'
Running a BusinesS

Sales Chartr4loris

Regular Sales
Number of,

Cost of Gross Employees
Sales Margin Required

°Seasonal or One-Time Sales

.Cost of. Gross ,

Sales .Sales Margin

300 $10,075 $4,735,* $5,340 2 Year 1,
Quarter 2 $1,500 $726 $780

339 . 10,325 4,853. 5,472
Year l,

360 10,575 4 713 5,605 Quarter 3 (2,000) (960) 1(10401

390 16,825 0388 .-5,717 Year 1,. $1,600 $720 '6 $70
Quarter 4 (2,400) (1,152) (1,248)

420 ..,e,.1,1,07 5,205 5.870
Ytar 2, $750 $360 $390

450 11,325. 5,323 6,002 Quarter 1 (2,000) (960) (1,040)

480 11,575 5,401 6,135 Year 2, $1,700 $816 $884
Quarter 2 ,, (3,000) (1,440 ) (1,560)

520 11,825 5,558 6,267

560 12,075, .,5,675'' "6,400 . i Year 2,
Quarter 3 (2,500) (1,200) (1,300)

,
600 12,325 z?5;793 , 6;532 . lb

.

Year 2,. . ,$1750 $840 $910
640 12,575 :,5,910 it 6,660 Quarter 4 (2_000), (1,248) (1,352)

,

580 12,825 6,028.. 6,797.
. ,

720 ". .13,075 6,145 6,930

760 13,325 1,263 ,7,062

..

800 13,575 6,380 7,195

850. 13,825 .6,498 -7,327 2.5,

900 14,075. 6;615_ - 7,460

7950
. .14,325. 6,133 7,592

10007- 1.41511-6,850 '.-7725

1100 14,825 '6,968 '7,857

.1200. 15,075 7,085. . 7,990:

05,325 7,203, 8,122

.1400 15,575 7320.. 8,255 -

.1600 _15,825 7,438 13,387

.1800 _16,075 7,555 8,520,-

0 2000 16025 7,673 8,652

. '(Aild figures in-parentheseS only
if arrangement wai made.lwith .

wedding consultants.)



SBSG 2
Running a Business

Sales Chart--Wholesale Stationery

Regular Sales

Quarterly, '40 Num0e;. of.

Pemand . Cost of Gross Employees

Potentfal---Sales Sales Mallin--Reguired---

250 y$0,000 $29,240 -$13,760 6.5

275 43,875. -29,835 14;040

300 44,750 30,430 14,320

325 ''45,625 31,025 14,600

360 46,500 31,620 14,880.

400 47,375 32,215 15,160

450. 48,250 32,810 15,440

500 49,125 33,405 . 15,720. 7.5

550- 50 000 34,000 16,000

600 50,875-, 34,595 - 16,280
_

,

650 . 51,750 35;j90 .16,560
s.'

700 52006 015,786 16;840

775

*850

925

1000

1075

1150

1225

1300

1400

1500

1600

1700

1900

2100

2300

36,380

55 16,975

55,250 37,570

56025 38,i

.57,000 38;760
_

57,875 39,355

58,750 32,950

59625 40,545

60,500 41,140

61,375 41,735

62,250 42,330

63,125 42 925

*.64,000 43,520

,64,875 44,115

6,750 44 710

17 up

17,400

17,680 8.5

,17,960

18,240

18000

19,9p

19 31

19,648 9.5

19,920

20,200

20,480 10

20,760

21 040

Seasonal or One-time Sales

Cost of
Sales--Sales

Gross
Margin--

Year 1,
Quarter 2 $3500 $2380 $1120 .

Year 14
Quarier 4 3000 2040 960

Year ti_

Quarter 2 -4000 27,26 :4280

Year 2,
Quarter 4 3500 2380 1120

_



SBSG
Running a Business/

Sales Chart--Bakery

0,
Regular Sales

Quarterly-

Demand .

Pote-ntia-i Sales

210

220

230

250

275

$180,000

182,500,

185,000

. 187,500,

190,000

300 192,500

350 195,000 .

400 197,5004\

450 200,00b :

500 202,500 ..

550 205,000
-

600 .207,500

700 210,000

800 212,500

900 215,000

61000 217,500

ll5'0 220,000

1300 222,500

1450' 4Wri 225,000

1600. 227,500 .

1900 230,000

2200 232,500

2500 245,000

.3000 237,500

3500 . 240

Numl:ler.' of

Cast of Gross Employees

Salts-Margi-n-Required

$117,000. .$63,000

11862 63,875 31.5

'120,250 64,750 320

121,875 65,625

123,500 66,500

125,125 67,375

125,750 18,250

128,375 69,125

'130,000 70,000

131,625'

133,250 .71,750
.

134,875'; 72,625

136;000 73,5.00

138,125 . 74,375

139,750 . 75,250

141,375 76,125

143,000 . 77;000

144,625 77,875

146;250 78,756' .

147,875 79,625

:149,500 80 500

151,125 81,375

152,750 82,250

154,375- 83,125

156,000 84,000

32.5

33

33.5

343.5

35

*35.5

36

36:5 ,

37

37..5

38

38.5

39 \

39.5

40

40.5

345

Seasonal or OnVime Sales.

Cost of Gross?,

Year -1,

ales ales---Marqin

a

Quarter 2 $20,000 .$13,000 $7,000

Yar .1, 20,000 13,000 7,000

Quarter 3

Year 2, 21,800 14,170 7,630

Obarter 2

dear 2, 20,000 13,000 7,000

7Quarter 3



SBSG 2
Running a Business

Sales Chart--Restaurant,

Regtilar Sales

Quarterly Number of

Demand Cost of Gross Employees

Sa1es--1-Marqin4__Requirod

285 $17,000. $6,800 $10,200

.

300 . :17 500. 7,000 10,500

, 325 . 18,000 7,200 10,800
10-

350 18,500 \7,400 11,100

375 19,000 7,600 11,400

400 15,500 . 7,800 11,700

450 20,000 8,000 . 12,000

500 20 500 8,200 12,300

550 21,000 8,400 12,600 5.5

600' 21,500 8,600 12,900

650, 22,000 8,800' 13,200

740 # 22,500 9,000: 13,500

750 23,000 9,200 13,800

825 23,500 .9,400 14,100

900 .24,000, '9,600 14,400

975 24,500 9,800 14-,700-

1050 25,000 10,000, 15;000

i125 500 1O,2oo

T200 26,000 10,400 15,600

1275 26,500 10,600 15,900

1350 27,000 10,.800 16,200

1425 27,500

1500

1600

1700

1800 29,500 11-,800

1900 30 000 12,0

Seasonal or. One-Time Sales

\

11,000 16,500

28,000 11,200 16,800

28 500 11,400 17,100

29,000 11-000 17,400
$

Cost of, Gross
Sales Sales Margin

Year 1,
Quarter.3

Year 1,
Quarter 4

Year
Quarter

Year 4.
Quarter 2

Year a,
Quarter 3

Year
Quarter 14

3 46

$2000 $800 $1200

1000 400 600

750 '300 450

1500 600 900

2000 800 1200

1500, 600 900



SBSG
Running a Business i

`Sales Chart-!-Drytleaners

Regular Sales

QiiWteriy Number of

Deland Cost of Gross Employees

_Pate:alai Sates Sales Mar in Re uired

300 '

325

350

375

400

425

450`:,

480

510

540

580

630

680

730

790

8,50

910

-970

1030

1100

1170

1.250-

1350

1450

4550

1700

1850

$12,000 $48, 0 $ 7,320
i

12,250 4),77 7,473

12,500, 4,875 7,625

12,750 4,972 7,778
0

13,000. -5070 7,930

.43,250 5,167 , 8,083

13,500 5,265 8,235

13,750 5,362 8,388

14,000 5,460 8,540

14,250 5,557 8,693

14,500 5,655 8,845

14,750 5,752 8,998

15,000 5,850 9,150

15:,250 .5,947 9,303

15,500 6-,045 9,455

15,750 6,142 9,608

16,000 6,240.

16250- )-6-,337- 9,913

16,500 s6,435 10,065

16,750 6,532 10,218

17,000 6,630 10,370

17,250 -6,727 10,523

17,500 6,825 10,675

17,750 .6,922 10,828

18,000 7,020: 10,980

18,250 . 7,117 :11,133

18,500, 7,215 11,285

.

-;
,

2

2.5

3.5 0.

3,4 7

Seasonal or One-Time Sales

Sales
Cost of dross
Sales Mar in

Year 1,
Quarter 3

Year 2,
'Quarter

Year 2,
Quarter 3

Year 2,
Quarter 4

$450

1000

1475

.1000

$175

390.

<575

: 390

$278

610

900

610


