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\ N The Entrepreneurship Training Components are based on
. information frommany sources. Special acknowledgement

.| 1s due the Small Business Management and Ownership

/ materials designed apg tested by CRC Education and

Human Development, Inc. for the U.S. Office of Educa-

] tion's Bureau of Occupational and Adult Education.

. S Special thanks are owed the entrepreneurs who shared their

experiences during the preparation of this modulé.
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INTRODUCTION

- ¥

How are yow\ going to use your job skills after you finish
school?

t
.

L S g , R
Have you ever thought about starting your own day care
center?

- {

This module describes pe0p1e who have started and managed

day care’ ggnters. It gives yoy an idea of what they do and '

some of the spec1a1 skills they need. 7 .

.

You will read about
planning a day care center
" choosing a location
getting money to start
béing in charge
organiziqg the work
setting prices :
advertising and selling
"keeping financial records
keeping your bu81ness successful

A
You will also lrave a-chance to practice some of the tﬁings

-

that day care center owners do. C e .

Then you w111°have a better idea of whether a career as a
day care centen owner/ is for you. t. *

.
o

~» . .
Before you sthdy this module, you may want to read .
Module 1, Getting Down to Businesg; What's- It All About?

.
-

When you finish this module, you might want to read
Module 22, Getting Down to Business: Restaurant

L Business; - )
Module™24, Getting Down to Buslness. Housecleaning

Service; }

. *Module 25, Getting .Down to Business: Sewing Service;

_Modale 26, Getting Down to Business: Home Attendant

Service. N
N

These modules are related to other buslnesses in. occupa-

tional home economics. . . -

.

s

v
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UNIT 1 ’ "
* -
. ) , .
\:
Planning a Day Care Center —
PY .
. ' - \ >
N “ ' -
iy
* To help you plan your day care«center. ' S
Objective/1: Describe the services, customers, and
3 . .
;, compétition of a day care center. -
Pl . R . . ‘e ., . '
Objective 2: List three special personal qualities a
day care center owner needs. ' .
. ‘ . . 3
‘Objective 3: List two ways to help yogE'day care .
center compete successfully. - ' :
" Objective 4: List one or more special legal L
requirements for running a successful day care
center, S
’ ’ ",
. . ) N — . Al
- . .
-
a ' ¢ LN
"r,',' ‘. & . .
’ 2 . ] -
. - ' .{
N : . - ,
”~
* ’ ’
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ANNIE PLANS TO OPEN A DAY CARE CENTER

* 9 »

]

|
» >

" Annie Green has worked as a babysitter in her -home for ‘'
three years. She has cared for up to six children at a
time from one month of age'to two years old. ‘Apnie has

* taken courses in early childhood edutati8n, adminigf&ati&n,

and staff relations.- She is thinking of opening her own

day care center. > § - .

’ Annie -said, "I didn't need a license to babysit fewer
than six_children. I got $50 a week--that's $300 a month!
1 was.able to stay at home and do something I liked plus

‘make money, too." Annie loved caring for children. She
didn't mind’ the lgng houfs or hard work that it required.

While babysitting} Annie found a great need for child
care services for single.parents, parents who workéd odd
shifts, and_low-income parents. Annie de ided to open her
day care center on a 24-hour basis to meet the needs of
these parents. ’ .t ‘\\f

Anpie did pot think she would have much’ competition..

'By providing 24-hour child care serVices to needy parents,
she would cut ‘down on any competition she might have. .

- J_\' ‘. M -0 ‘ s
" Amnie Knew that she would need a license to run her day

.care center.- She contactéd the licensing section at her

“State Department of Health to find out how to apply for the
license. She learned that shé must complete a detailed |
application on how she planned to run her business. She
also learngd- that she would need to meet state and local
regulations on inspection of her day care center, ‘She then
talked with a business insurance agent' to find out what |
insurance.she needed. ,Annie tried t6 plan carefully so 4
that her business would get off to a good start.

rd

¢

i
®e . < .
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’ Planmning a Day Care Center )

.
>

\
¢

-C\\Thete are many, many small businesses in America. Small businesses
can have as few as one worker (the owner) or as many as foux workers. A

small business owner ‘is "self-employed." Often a whole family wowks

together in a small business. . ' .

< .y . ) .

.

There ;te four main things that you will.ne€d to do when planning a
6 .

p ¢
day care center: oo ‘ -
e, decide what your services, customers, and competition might be;

a -
o decide what personal qualities and skills'you need to run a day

s .
e decides/What special services you need to offer to compete well;

care center;

and

o learn about the legal requirements for running a day care center.

1] * "'\4

Services, Custome}s, and Competition

Services. A day care center provides child care services for

parents with children of all ages. It can provide care for infants,

~
preschool children, and older children already in school. The older K

children-are usually kept in centers after they get out-of school. The
cenferchating for these older’children are called extended day-.care
centers. -

?

-

. R .

The main service of a day care center is to provide care and

deve}opmeng\EOt children outside the family home. A day care center can
provide half-time, fu11—tiﬁé, or e%en 24-hour care.

” A
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These centers offer basic and ;supervised play. ‘Many also’ptovide

educational programs as well. ‘Children are usually enrolled in ‘these

centers to expose them to:’

s+ & trained professionals; .

’

o new“ideas or methods in.edueational programs; and -~

e other children of the same age.“w . T .

»
’ >
.
-
N .

.
/ PR ¢ -

\ Customers. Patents with ch11dren of all ages and from all 1ncome
levels are likely customers. The pateT:e can be ‘a two-patent family or

+ a single patent. You mill Wave to decide about income level and age

-\

gtoup of ch11dten you will want' to serve, Like Amnie, yéu ay want to
setve the needs of the low-income 31ng1e parent. Onc you ﬁave _decided
+ of yout income and age group, contact the ldcal Chg bet of Commetce.

They can give you information about the income of four area‘of
% - ) ’

interest. Your ity planning ‘department ctan also help.
s
. * -

R N ‘

" Competition, There is not a lot of eompetition Ep the day care
business. But there certainly is a great need for this seivfce. To
find out about any competltlon you mlght have, look up. other day care
c‘nters in the Yellow Pages of your locel phone bobk Ca11 these L
‘centers and ask them about their serv1ces, prices, and enrollment or _ -
waiting list. Thls information w111 help you declde 1if there !E a need

<

fot thlsOServ1ce.

\".

\ L

.Personal Qualities\and‘Skills

»

. B
.

', Annie thinks she "has what it takes” to open a day care center. , She

has had experience as a babysitter. She has also received a credential
in teaching and directing for e;tly—childhood education. Below .are - .
qualities éhatjmeke Annie feel she is right for het;business:'hf ™
' o She likes working with children.
e .She has a friendly personality.
‘e She is-patient and undetstandrng of others.

e She is a good judge of peopl€.




R E . "3 .
. , + e She is willing to wotrk hard and long hours.

® 'She has good business sense. .
» P '.\v ] . )

.. . . N )

»

All these qualltles are important for a Qay cate owner. But the .

S

feal sectet\of success is bu11d1ng a petsonal telatlonshlp with the “
ch;ldren and parents.- If you are concetned and show lqve and attention

to “their ch11dren, the parents will continue to brlng»thelr ch11dten to

you whenever thqre is a need for yout setv1ce.

! .

A .
Y . L
H ~

-
r N . \ 1

How to'Compete’Mell -
‘ . . :' i~ i

. Annie deégﬁes to provide a special service to parents who need heilp

in caring- forétheit children. She will provide a 24-hour day care
service. Sheghopes this will cut down on any competltlon she might
have. Below' ‘are some ways you can give your day care center an "edge'" over

your competition. ’ . - )
. o Offer baby81tt1ng service and h1re'an elderly gouple as the
: . \k ' srttgts. The husband can serve as your maintenance and handyman
o andéﬁis wife can be your night and weekend babysitter. )

¢ Offer delivery and pick-up service for a one- or two-mile area

- Wl?ﬁln the cohmunlty of your day care ceniet. This will be .
o atfractlve to many parents. A
Q Prov1dq;§pec1a1 fees offering lower rates to patents who cannot
Lafford the full charge.
s . o.*Offet scholarships to needy children. . ' . '
) 2. olﬂbffet a drop-in service for EhildrenAe§~aay age for an hour or
80. X A= v . -
) 'Special,Businesevimage Tt SR - ..
Py ’Cteate-a business image that ﬁaren;s'qu't forget. Give your day
T care .genter a 'catcﬁy" name. Hire féiendly employees who like children
i . (and don't mind hard work). . . ’ ' 7
. See e . ~’ . R . .

(o]
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-Legal Requirements
4 * . . g‘ »
You wiLi need to apply for a- lrcense to run your day care center. .

Most day care centets ate 11censed by youn Skate-Department of Health

Otherd are licensed by the Department of Education. . o
A ) « : ) . N
- Before applying for a license you will need to do some homework. >

Get a copy of the administrative code for your- state. ' ‘Check the R

requitements needed.to rur a day care center. After you know them,” :

. cqgtact the 11cen31ng section at a Local office of the State Depattment

of Health. They will send you an app11cat10n for a license. s’ RN
. , - ‘ .

*}he app}lcatlon W111 tequlte a'lot of 1nformat10n about yout day
care center. You w111 need to furnish: o
‘ g

e detailed plans, . : LT
. §Agate footage;' ] < . .
e list of furniture and equipment;- \‘i . .
. e. fumber of children to be cated'fotiln ' , - (/\\\ ;
e fees and policies; and e . ‘
e daily program and menu. o, e

, You must also be fingerprinted for ctimipal record clearance. You
. »

will also. need to give information about what you owe and what you own.

This is to show ,that you,wfll'befable tp run your day care center for -

, three months regardiess of thevfees you collect. L.

) A licensing representatiiv 111 then check your background. athe: .
ol

officials willivis$t~xout‘day care center. They will check that all
bu11d1ng and health standatds are up to state and local requirements.
This will usuéTiy 1nvb1ve an inspection by the following:
& fire 1nspector, . AR
7 :"heglth ingpector; and .
Je pluhbing_iﬁSpectOt.
&
. Getting‘a license may take a; long time. Sq be prepared to éet

Istar ted planning for your day care center early. -

o
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‘ It takes a lot of planning to get a day care, cehter off to a good
L4 - - .
- start. Now you know some of the things that you must do when planning
R to open your own day care center. - ,
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Individual Activities

Name the three types of children a day center can provide services
tO. - . iy .~
L)

Suppose that you are opening a day care center for agés two to

five. Look up day care centers and nursery schools in the'Yellow

-

Pagds of your phone book. Find out who would probably be your

competition, ' .

»

o * «

Do you have the right pefébnal qualities' to own a day care center?’
Put a check next to the quéliti that you think you have: |

+  like, to work with children

——

have a friendly pérsonaiity

patient and understanding of others

————

good judée of. people

willing to work hard and long hours

————

have a good business sense

? -

%
Think of a special servigce you could offer to attract. parents to .
enroll their children in your center. Write down what the special™~w/

service would be and why you think it might increase your enrollment..
‘¢‘ ’O.t" ) ‘

Call the licgnsing section wat your local Department of Health. Ask

what the legal requirements are for owning a day care center.

Report your findings to the class. N
T l / 4
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Discussion :Questions .

not?

-

B

1. Why do ydu thidk

'qgnter? Do you think it is a gdod- business to go-into? Why, or why

.

parents would need the services of a day care

»

~—

2, Why do you think Annie decid;d to serve only parents with special

needs? Do you.twin&\this was a good decision? Explain.

3. Do you think Annie has done a good job of planning Her day care

~ {
center? Where do you think she could improve her plan? Why?

L

Group Activity

<

?

\

Contact a day care center owner near your school.

Ask

that person

to visit your class to share his or her experiences in running a day

care center.

~

Here are a few examples. -

3

>

Make up some questions you would like to ask

L

In

+

the visitor.

1. Why.did you decide to become a day care center owner?

-

center owne;?

N .
3. What did you do te plan your day care center?

H

+

»

4, What special services do you offer parents?

¥

5. Would you advise others to(§3
" Why, or why

ot?

12

A

2. What kind of experience did you have before becoming a day care

v
’

M

into the day care center business?

-

X

.
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Goal:

-,

To help ypu choose a location for your day care

center.

-

" UNIT 2

Choosing a Location

Objective 1: List three things to thi iPabout in
decldlng where to locate your day caye center,

Objective 2¢¥ Pick the best location for a day care

center from three choices.

~

13
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ANNIE CHOOSES A LOCATION

¢

v

Annie wanted to serve parents with special needs-—low
incomes, single parents, and parents who worked odd
shifts. She knew that these parents were usually located
in the lower redt areas. So she decided to look in this
area for her location.

Annie found a.large house for rent in a low-income
residential area. She thought it would be a great location
for her day care center. The house had a lot of floor
space with four bedrooms. There was also a large front-
and backyard. It looked ideal.

. The house was near a university. Annie thought thjis
was a good location for potential customers. She could-
"care for children of students while they were in school
along with others who might need her service.

Annie decided to do some research before she checked on
the rent. She went to the local schools to find out the
number of children between the ages of ®wo and five. She
found a large number, enough to provide a successful
enrollment.
that the house was not in the tlght zone for a day care
center. .

This did not stop Apnnie. She decided to talk to, the
owner of the house before going any further. The owner
told her that if she could rezone the area she could rent
the house for $200 with an option to buy it.

Annie knew that the parents needed her services and the
offer was too good to pass up. So, she tried to rezone the
area for her business. It took her almost six months tg
rezone, but she did. , .

@ - h

i

'In checking out the location Annie discovered




Choosing a Location

A\
.
., ®

. Once you have decided to open your day care center, how will you
choose your location? Do you have a certain Locétion in mind like

‘Annie? Or will you try to fit your day ca%cente:r tofany location?

N 0
Things to Think about in Deciding Where to Choose -a Location .
. . N [ . . .
_ You should think about the following five thir®s when making your
+  choice: ' . :
e zoning rules and regulations in the area of intetest/ -
o ‘number of families with young children;
/ - o neéd for child care services; » '
-e 1income of families; and ‘ ‘ T .
e characteristiws of the neighborhood, w7 .
s Although there is a great need for day care centers, not every
- neighborhood can:.use such services. To find ont if an area is "right"
for -your business, you will need togdd> some research.
' -
N ‘ » f
o . Zoning Rules and Regulations\

. . ) ' @
Y In \choo.sing your loéation, the first thing you myst do is find out

:if the area of interest is zoned for a day care center. The zoning

roask .

commission usually requires special permits if the location is in a
’ -t a L4 N
residential area. - .

.

¥

The best location is usually in a "buffer zonme" which is between '

o
residential.and commercial districts. These areas are multizoned, with

;~,“ ) @' ' .l * o0 . ¢ R , "
: 16 4

¥

3
p
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bl .

building codes(cov'eringrmany types of use. \yThey“include'small offices B

. . *
. such ast " . ' , _,

, o medical or dental clinics; - :

. apartment projects; and ’ ‘ S

P 0y

] multlfamlly housing. . <=
* These areas have families moving in and out. It is_their need_ for child
4 care that could support a day care operatlon. ‘Contact your local : ' '

planning depattment for mformatlon about the. Zoning in each area of

interest. . s ) . v - . : .

.

- . Number,of Families with Yé)ung Children - . ) .

The next step in choosing a location is to find out the numbet of
fam111es with young children 11v1ng in each area of interest.

‘ khoosing a location in a well estabhshed Section of a negghboghood
y with a m1dd1e-aged population is not a good choice.. Call or visif, the
]
' ‘ local school districts and Chambet of Commerce in each area of , .

interest. They can give you information about the.number of children in

. -y
their area. The local Planning Department can also help.

3
F s

t i . . A

Need for Child.Care. Services

- - - , -
- o
.

To find out the need for setv‘mé’s intan atea, you w111 need to ’ ) .
gather information about other day care centers. ' Take a survey of focal 2o~
o , day care centers to compare then‘ enrollments, locgtions, fees, lquth

of waiting llst, and educational ptogfams. This ‘will give yousan idea

C e r
of’ the need for yout services in a pa71cu1at area. = -

)

- - - ~

Income of Families , ) B . &

@ 4 v

.The fees you charge for your services will usually depend on the

o . : £
. income of the families in the area. To'get this information you will . *
. . ) s T , i : [ . -
L1y

. \)‘( ’ " Y . . L : o . v
" ERIC. N 20 .. L
- . i ' . . ' “ 2




.
. .
~ .
AN
) . -~ . @ 4 .
- A . . -
R N . " »

.
-

» ¢ need to check the amount ‘of money peOpte pay for rent and home ‘costs in

the area. Rent and home costs ate usually 20% of a family's income. If

a family ‘pays $200 per mé\th, the fam11y s income 1is ptobably abou;
$12,000 a.year. o R -
© . 0 .

“

Call or visit the Chamber of Commerce and a tealtestete office for

: ‘. o . > .
each of your areas of inté?égt. They can give you information about, the t

v, 3

income of each community in their area. ' .
. © ' . :

~ Character of the Neighborhood ) . s . ‘ .

: ] 5
A day care centet will draw children ft)m a émall area, usually

about a two- pr three-mile atea. The neighborhood~should be somewhat

3
. ttan31ent (people staying only .a short time) 1n ordet to thV1de a .f
[

steady flow of young fam111es.
o

. P >

> A good"location might be an area where—there is‘a'latge number of —
single family -houses or medium }ncomes that dllow patents to afford
pnvate day care for thelt children. Your chpice of nelghbor:hood will, | . ‘

of course, depend on the type o% parent you w111 want to serve.

« A . -
v s A . .
.

-

Choosing a LJcation . R ‘o o e ’
. ) Y D )

-

. In choosing tHe actual site for yghr day care centet, make sure that
" the area is zoned for a day care center. Then look for a neighborhood
that _has 10 percent of its, pOpulatlon under the age of six ,and 20 .
\ege group. khe income w111 depend

percent of the adults in the 20 to 34

-

, on the type of family you want to serve. . - .
In making your decision it is also necessary to decide on the size ’ -
of the business you will run and the rent you will p%yk‘ﬁThe rent will
- . = -
depend on the size of the building you are looking for. The rent should &

be based on the amount of business (money) you expect to bring in. Your ' )
b

rent should average between nine and 14% of this amount. . S /S .
‘ — - @
. o , - ~'// . .
- 2 18 4 ""2. >
~ ¢
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Many parents will‘choose_afgay care center on the basis of its

L4 . ‘
location.\'They look for a center that is: o

e near their home;
o close to streets children use goihg home from.schooi;
within eéé} reach of neighbors who can help if a child becomes
ill during the day; and. : .
aécessible from roads traveled while going to and ‘from work. .
®
The center should be located on a street used heavily 1n commuting
to and from jobs. A godd location 'might ‘be where mothers and fathers ,
can ea311y drop off their children and continue on to work or to their

act1v1t1es. e r

. Once you_have decided to Jopen iour day kare center, you must~check

zoning regulatlons, number of famili€s with children, need for serv1ces,

family incomes, and type of nelghborhood for the’area in which you, plan

° to set up your bu81né§!r You will also need to declde on the size of

your business and the rentﬁ&@u shodld pay. Your timing and planning

will determine the success of your business.

v

r 7o
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Learning Activities

Individual Activities

e

N .
1. What is the first thi}g you should do in choosing your location for

¢ .
s

a day care center? - - .
: ¢
2. Define a "buffer zone." ~

1

-
v

3. Name at least three types of buffer .zone areas. -

S
N .

4, Make‘a'list of the day care centers in your area and ﬁind out the
following infofmation: : : o

e enrollment; \

o fees;

) fength of waitipg list;

° educationél‘prograhs; and

:r any other special "services.
) X . .

. e * ' S
5. Call a local real.estate office and find out the income average of

the community where you live. *
) N2
A

°

6. Call your local sciiol district or Chamber of Commerce and find out »
how many children “live in your community and their ages. :

.
wr o
4 ta

R . e
Lo X
-,

Discussion Questions"‘h

.
©

.1. Based -on what you, learned id\t?e Individual Activities, do you think

>

it would be wise to.open a day care center in your area? Why, or

why.not? What age range would you choose?

Y

~L L K
» ]:

R
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2. Think of all the successful day care centers in your community.

Discuss how their location affects their success.

G;BQE_ACtiVity . . )

” -

. )

Have each student pick a site for a day care center and find out the

' following information:

s @

zoning regulations;

number of families with'young children (include children's ages);
need fqr child care services; . .
income of f%milieé; and

type of néiéhborhood or community--are fam%lieé stable or.dp they

move in and out frequently? y '
1

Dibcggs each site and decide 4f the location would be a good or poor’

choice for a successful day cdre center.
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Getting Money to Start

.

N
.

To help you plan how to get money to start your day/;-

care center. 5 '
i Ve .

@

.Objective 1: Write a business description for your
.. day care center. : ¢ "

-~ a
. o .

4

Objective 2: Fill out a form showing .how much money
* you need'to borrow to start your day care center.

*

PR FullText Providad by ERIC
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. ANNIE GETS MONEY TO OPEh HER DAY CARE CENTER

The next step for-Annie was to figure out how much
money she would need to start her day tare center. Then
she would find out ghere she could- -get the money. .

Annie made a Jist of her expenses. The total came to
about $12,500. ~This did not include employee salaries.
at this expense would be her largest because
d be open for 24 homrs, six days a week. The
es @uld amount to gbout $10,000 for the first three
months. . g

T Annie would also need an extra $10,000 for any problems
that mlghtfanseV She had saved $6,000 to invest in her .
own *by 58, .Annie needed a total of, $32,500 to open her ¥
center.! With the $6,000 she had saved, she would need an
addltlonal $26,500.

‘. Annie decided to apply for a business loan from the
local bank. She had heard from other female business
owners about a special program available to many business
owners through the Small Business Administration (SBA), This
.1is a federal. agency. that makes loans available through
i commercial banks. Annie decided to ask about this program
’ when she applled for her loan.:

.

¢

&
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Getting Money. to Start

[N - °

s

Now that you have located a place for your day care center, you will

need some money to start it. Let's suppose you have tried to borrow

. S
.

from friends and relatives. But ihey just are unable to ‘help right now.

-

r

To éet the money to start your business you will need to go_éo a:
lender--a bank or government agency.: You will -need to provide a lot of
infomation to prove that you are a good busiﬁess risk., Lenders will
want: - | _ ]

e_ personal backngund information (a resume);, .

e a description of your business; and . ,

P

e a statement of financial negd.

e - '.L
Personal Béckgrq&ﬁd Information (a Resume) ; ' .

7 « = IS

A resume is the first thing you should prepare when requesting a

loan. The resume tells the lender who you are, what you are doing now,

apd what youfﬁave done in the past. . The lender needs to know about you

to get a better idea of your possible business success. B

° <

14
» v

Business Description

Every new business begins with an idea. Your next step in getting
your loan is' to put your idea into writing. You do this %y preparing a
written description’ of yoeur business. Your business description should

. ¢

include the following: )
e kind of business and its name;
e services you will provide; ‘ .

[

e location of business; T ’ 2369 ]

2%



. .
® your compet1tors (other day care centets in the area)} -
e who yout customers will be; o . .
e number ofhemployees you will mneed to hire; and
°

your strategy for success. -

@

. . ) .
. . Ann1e completed the following business descr1pt10n to get ‘the money
. neededeto start her business: d
. ' ) . .

-

R ¢ plan to open a day care center. The name wili be
'Small Fry.' It will provide child care service for
children from two to fivé‘§eats of age. I nlan to locate
o the day care center at 1386 West 36th Street. I can rent’
, the house for $200 a month with nn option to buy it.

[
o
I3

. e : . ""The house-is large enough to care for 36 children. It

“

' has a large yard for the children's.play atea. I plan to
4 dopsome temodellng. I have estimated this cost at’ about

® , - 86,000 S T

"I will have four emplbyees, including myself, working

Sa
A Y

. . in the day care center. “*There w111 be three teachets and - -
"N anegcook. 1 plan to opencthe day care center by Octobet 1,
. < "if I can get this loan from the bank." :

- . M .

~ 1 ) -
Statement of Financial Need

-

3 .

]

v, ] . ‘
< . . - FUD
b . . . * LN

; Detailed information about starting expenses and the amount of money a

\ ' you have on hand must also be given to the lender. ' ) Fr

%
- .
R . - -
-
*

- . . ‘
Starting- expenses. The staéting expenses will tell the lender the

o ’

p ©exact amount of money you will need to open your day care center. .Let's

~0 R . . - -

look at what,Annie's starting expenses are:




. < L s
L . M
.  Rent (first three months) 1 $ 600 g
Utilities and phone deposits _ 200 - .
Licensing and permits . 75 o '
* Reépairs/remodeling ‘ - 6%900
Educational supplies and equipment 4,000 -
Food supplies (one week) . " "300
Legal'éxpenses . ’ ‘ 300 :
Insurance (first quarter) N ) 600 \
Promotion Xbrochures) : 225
., Advertising = \ 200
_ TOTAL $12,500 .

The largest purchase Annie“wili make, other than remodeling, will be
fu;nitute and equipment. The following items gpuld be needed for a da&,
care center for 36 children: -

e children's furniéute; . ' d

¢ shelves, cubicles, lockers; ° .

e recreational/educational equipment--indoor and outdoor;

el

[N

e office equipment; and o . CooT ‘

.9 genetal-supplies—-tpaéh cans; fire extinguisher, etc. ’
R ‘ , . @

You may find the toys and educational supplies you need from "Toy
Wholesalers." The kitchen equipmeﬁtlwill %e available from "Restaurant
Equipment Suppliers.” Thé "Playgtou;d Equipment Dealers" will handle
and install the things you need for §QUt yard. All these can be found
in the Yellow Pages of your phone book.

P
A 4

You maybnot want to handle thig alone. Then hire a day care
consultant to help you select equipment and plan yourH purchases. Call o -

»

your local Nursery Association for a:referral.

%

‘But before doing a;y of these‘thinga, visit established day care »
centers. -These visits.will give you some idea of what i;u might want to
use.' Cost can vary widely. Large operations may use more gxpensive o .
furniture and equipment. For a small day care center like yours, you

may want to build your own equipment or hire a retired carpenter to help. .

v




‘ Day ‘care starting expenses vary dependmg on the size of the - .,

business. Usually profits will be slow in the beglnnlng It is best to

borrow enough money so that you will have an excess on hand to carry you

through the. t six months.

~

» .
STATEMENT OF FINANCIAL NEED "

Salarles

Starting Expenses

Money on Hahd

Bu11d1ng and Property
Repairs- and, Renovations
Eéuipment and Firniture
Inventory or Supplies

Advertising

Cash on Hand

Gifts or Personal Loans
Investﬁent b& Others
. . TOTAL

. Other ' o ' .

‘ . - TOTAL TQTAL STARTING EXPENSES - .
a8 : . TOTAL MONEY ON HAND

TOTAL LOAN MONEY NEEDED

+
3
° \ N

This form may be different from the onme that you will use. But it '

.

will give you an idea of what to~ggver when preparing a statement of

f1nanc1a1 need

Summary

‘ .o When ‘applying for a loan, you’will need to -proyide a‘descriptioh of

) ! your personal background (resume), a business description, and a
) 2 ‘ statement of financial need. Your careful planning will be the key ‘to:

. the outcome of your loan request. . ,

L4 . N I * —-

:
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. Learning Activities
v -

.

Individual Activities ) iy

i

r ~

1. What did Annie leave out of her business description that

the banklis likely to want to know about? ‘
- PN 4 .

* »
N .

. A

2. How much did Annie 'need to start her day care center? Do not include

W

+ 7 the salariés or cash needed to carry her through the first six
months of the business. ‘
. » ) (%4

3. What were Annie's total starting expenses? -

. S
. -~
)

. 3
.

. 4. How much money did Annie have to start her day care center?
. :

-5. How muc@id she need to borrow?

s

af . *

N .

6. Which of Annie's starting expenses would need to be listed under

1] ll?
Other ] 5

- .

1

.7. Fill out a statement of financia{qpeed for‘xhnie. Use the form in

*  this unit, . . -

» . +
.

e

.

Discussion Questions

.

1. How do you think a lender, bank, or,governmené agency would react to

-Annie's business description?

-
”

i t s . ' .
2. What information other than a business description and statement of

financial néed would a lender Want to know before giving Annie a

. -

loan?

. : . . %
. »— 32
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Group Activity

-

Read the following éccounﬁ of Damon Benton's life:
. . :

v
[y ' . v,
. .

Qamon Benton has worked as Qﬁ elementary teacher for
four years. He loves working with children and watching
them le;rn. He has tired of.tegching in the school system ‘
and is thinking of opening a day care center. He haé»found
a small fully equipped day'caré center that he éan take
over. It will accommodate 20 childrgn. But Damon has not

saved any money. , )

[ "

As a group, discuss the following:
l. What would Damon's starting'expenses probably includé? How
would his cost compare to Annie's? '
-~
Would he have to apply for a loan? If so, how would he do this?
R [}
Do you think Damon Bhould go into business before saving any

money? Explain your o




A |
T "UNIT 4
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Being in Charge
- - , . ‘
: Goal: To help you select and manage the people with whom
you work. , .
Objective 1: Given the general tasks of a day care
) center owner and several employees, decide how to
= divide the work.
Objective 2: Select from a list of day care center
) applicants those acceptable: for your business. \

Objective 3: List three ways to keep employees

. - happy.

. .
o ‘ : ' . -
CEIe . . . -
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BEING IN CHARGE -

Annie knew how many employees she-needed to care>for 36
children. She knew that she needed one teagcher for every
12 children or one teachet and; an aide fogzzsety 15, She
. would also need a cook to prepate their meals.

Rfnie would open on a 2k-hour basis. So_she would need
a staff €or three shifts--mornings from 6 a,m. to 3 p.m.,
afternoons from 3 p.m. to 11 p.m. and evenings from 11 p.m.
to 6.a.m. ) . .

4

Annie decided to entoll up to six children for the
evening shift, She flguted this would cut down her staff .
costs. Annie said, "The children are usually asleep at
thlS time and I can care for them myself."

Annie would have to hire staff for her morning and -
afternoon shifts. Annie said, "The thing I will look for
in an employee besides the needed tequlrements will be

¢

warmth and concern for children. My business will depend ..

on ‘how well the employee treats the childreh and thqur-
parents. Everything I have put into my business ‘and' its
success will depend on'my staff."

Annie developed an application form and a list of
interview questions. Her experience as a babysitter and
her early childhood education were of great help. Within‘'a
few weeks Annie had hired her. staff. - e




Being in Charge

—

. Owning and operating a day care center mvolves many dlfferent

°

ﬁasks.ge most important is hiring and bemg in charge of your staff. °
In this uhit you will learn about:: .

' . "
® general tasks in running a small day care~center;

- the stfff you might need; : I
o sources for finding your staff; and T N .
. e " selecting your staff. . - ; ‘ o ° .
\ ' : T R o |
Tasks : 7 ) N
—— - @

h v - ’ <

In, the day care business, ‘you will deal iwith a lot of different

tasks. In the course of one day you may: — ) . .
e supervise children and their activities; .-. ) R i
e interview parents;\l ’ L > 3
e plan programs; . ' .
e ywork out schedules; . . “ o ’ " >
» e interview and hire new employees; ) f ' P - ' |
.e serve meals or s‘nacks; and ‘ ‘ l," - ’ ooty Jj\ ) .
S e assist with teaching. " L ®

FaNT)
)

Being an owner of a day care center requires constant supervision of '

the business. Like Annie, you will need help in handling some of these’

- "

tasks, . . ' . . .
- - s ’ ‘ ‘ t ‘ . " .
The size of your staff will depend on the numbex of children’you )
plan,to serve. Let's look\at the state of California as an exaniple. ; E -

Centers there are requlred/to have one teacher present for each 12;

chl.ldren, or a teacher arnd an alde Sup/\ 1smg every 15 children. For a ' .

e small day tare center of 36 like Anyle 8, 1et 8 suppose you will need . ‘ ‘

.




only three teachers and one cook:? %ﬁw will you select these people? It
is not only important to know what type of employees you are looking for

but whefe to look for them.

v ) ] ’ \

‘Selectigg Job Applicants-

The success of your business depends on Ehe.skills, warmth and
loyalty of its employees. It ¥ill be. important for you to select job
applicants caréfully. Remember these people will be an extension of

you. The success and reputation of, your business will hepend on how
¢

o

well you make these. selections.
L]

.. , )
Sources of employees. There are several ways to find an employee:
+ ~ > -

o friends and acquaintances;

.

e employment agencies;
,/ ¢ newspaper adver tisements; and

e personal applications: - d

.

Friends and acquaintances are sometimes able to recommend possible

applicants. These tefgrenées apk uvsually the best because they know

your business needs and what/type of person you have in mind. .

Employment agencies are

< .

lso a good source. There are two
types-tpublic and private. The U.S. Employmept Service has public

‘ employment offic%% in ‘each state and is set up for the benefit of both

_ employer and worker. Private agencies usually clrarge a' fee but some °

specialize in certain kinds of employment. They might be a good source

‘

~

for getting skilled employees.

- e .
The newspaper advertisement is the most bidely used way of looking
for emplayees. But another, good source would be students ‘working toward

4

déétees in early childh related studies at local community

colleges or four-year colleges. '




After you have foued some potentiel employees you will- have to learn
certain things about them. You can get this information from a detailed
application. The applicant should:

e fill out a detalled applicationy

e provide personal tefetences, and

e have a personal interview.

‘Detailed/epplication. The amount of detail in the application will

depend on.the type of job you want to fill. There ate a few things, you
should know when hiring teachers, aides, and other staff. Teachers must
be 18 years or older. The also must have comgleted, or be worklng
towards, 12 college semester units in early childhood educatlon.

Teacher aides must also be 18 years of age and have a high school _
diploma at the .time of employment. They may also be hired if é%ey have
obtained two years expetienee'in group chilé'eare.‘_As pgeviously
mentioned, a good source for teachers would be students working towards

degrees in early childhood educagion or related studies.

Employee salaries are usually the largest expense of running a day
care center. Because of this expense some day care center ‘owners are
temptgd td cut corners by asklng teachers to do other thlngs, such as
cooking or hou%efleanlng. However, tegplatlons ‘make the ptofe331onal

staff responsible only for teaching and related tasks.’

.

Cooks ' are needed in most full-day care centers even if hired on a
part-time basis. Other duties mlght includé instructing children about

‘ﬂnfttltlon and mon1tor1ng meal service and clean-up.

3

4

. You may want to hire a maintenance_.person{to handle cleaning and
other janitorial duties and tepaits. This person could be hired on a
~patt-time basis: Uf you provide transportation, this pergon could help

with the driving. The person could alsc take care of the odd jobs.

-

s
4 L}

Every staff member must present proof of a recent medical

eXamination and TB (tuberculosis) test before he or she is hired.
r

- _ 38 13 ' /
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- Personal Interview

The personal "interview is especially important. It can tell you

e

about the pergonal qualities that don't show up on the,éﬁplication. In
‘our' inter{riev( you should discuss carefully the job qualifications with_
’ L .
he applicant. Through a friendly conversation you can find out how the

. person meets your standards. - . .
¢ » e,

-

\

Personal References

L

Before hiring the person, check his or her references. Remember
thatfhiting a person represents a large investment. , An application )
and interview may show that a person is qualified to do the job. But

after checking references you may find this i§ the wrong person for .the

¢ jOb. K = ‘ , ’ ~ '
14 . ° ..

The best type of reference check is person-to-person. Call the
‘ reference and discuss the applicant. Prepare a list of ‘questions to ask
* about the applicant'g'employment record, what kind of.employee the
person Qas, and how well the person got along with others. It"takes a
lot of time, ﬁatience, and skill to check references. “But the& are the

begg,soutcé of information “about the applicant.,
Y ¢ ’

»

Keeping People Happy . . ¢

A day care center, as any other business, must:keep'itsdpeople happy
to stay in business. To do this you shoﬁld’provide:

® good petéonhl relations; . ’

.- spégiql services’Ot bénefits; And

“*>
//"_‘ , ® clearly stated policies. -

’ @

Good personal relations. Place your staff in positions where they

will,be happy working. Don't overwork your pedple. Don't have'themw
‘ work with children they prefer not to care for. Listen to their

.

39
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Vo

-

> . . > ) & ,
complaints and problems. Try to help them work the probléme out in a
positive manner. Give them advance- notice of the.euount of work you
expect them to do. Also tell them any problems they‘might have to deal' @
. ' with, - J coL . ¢ ’

.
, o~

8 L b fe i
Special benefits. To attract and keep your staff, it will Be v

necessary to offer something extra. This might be prompt and hettet.pay

and fringe benefits as compared with those of similar businesses.

» .
, .
.

Clearly stated pollcles. Conduct regular meetings to keep embloyee§.

»

1nformed about :he 1nformatlon that is sent to parents. 'Letotbem know °

about a11 policy révisions, problems regarding cettaln children or

I3

fam11y situations;*and any future activltles. G1ve all youf staff
written policies about salar}es, hours, respongibilities, vacation, and
sick time. When everyone knows. the rules and regulations of your

~operation follow them in a busineeslike'way.

e . . . . ¢ z

Summary a . . .

-

There are deven tasks you may do. in the course of a day as the owner
of a day care center: ‘supervising children, 1nterv1ew1ng parents,
planning programs, working out schedules, 1nterv1ew1ng and Hiring new
employees/, serving meals or snacks, aDd 3881st1ng w1th teaching., Hiring
new employees involves finding, potential employees, teV1ewxng their-

- - applications, 1nterv1ew1ng them petsonally, and checking their petsonal.
references. Keeplng the pe0p1e you hire happy involves establlshlng
good personal telatlons, offerlng special benefits, and stating

operating policies clearly. £ >
. . _ B

A i Tox Provided by ERIC
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Individual Activities =

LI * -
™ ’ -
S - P

1. What are some of the tasks a day care owner might'do in the course

‘of a day? .

'
o -

2, Name at least three ways to find an employee.

3.. List the three things an applicant should do when applying for a job.

s ’ <
~ y i . e 4
4., What are the requirements of a day care center téaché&r?
o e, . o
. | .

5. What aré the requirements of a’ day care center teacher's aide?

. -

. Wt .
.
¥ '

-~ 6. What is the best ‘type of personal reference check? Why?
. ’, “ .
;o i X R ‘ ’ ]
7. Name at :Least three ways to keep &our'people happy. .
’ ‘. v ~ L
. o . e . .
- ‘ . S 4 . ) ) .
Discussion Qeestione’ § N ). e
’ 1. Assume’ that, Annle hired Alice Hernandez. Alice had wofked a yeéf as
. a baby81tterA1n a ,nursery. She\ls taklng 15 units’ of early
. childhood educatlon in her first semester of college vith a maJor in

-

_early childhood .

»
teacher's dide? Why?
be [ . 2 ) ‘
. » . : +
. . »

.'3 |
2. What problems might a day care center ‘owner have if he or she hired

-
N

Whlchljob did Annie gﬁﬁﬁ Alice--teacher or

<

someone who did not 11ke worklng th children? )

e
+
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- 3. As the owner of a day care center, you have just interv{ewed Rabpﬁ

Cohen. *He is friendly, has a warm personality,.and meets the
quelificatioﬁs for a teaching job. You are thlnklng of h1r1ng h1m
but after ca111ng a few references*you find out that he gets upset

-

very easily. What should you do?

. . .

Group Activities

1. Have the class pair up and role play the following situation.
Reverse players to get an ‘idea of how 1t feels on both sides.
Lillie Stewart has applied to Annie's day care center
for a teacher's aide position, Her.,application shows that

- she has worked in severel other day care centers. During
the interview she mentions that she has had to leave each

job for "health. problems." She assures Annie that she can

[ f

handle the job. B

2, Divide the class inté greups of three. Therr have the students

)

reverse their roles so that each student can role play Annie, v

4 - ‘ . ,'-J ) / ~

-

5

4

Annie's staff are ‘late fbr the morning Shlft.

They afe

- arriving between one~half to an hour late.  No one has

called in to let Annle‘know‘they will be late.

*, . Annie's conversation‘with two teachers and a teacher's aide.

3

le play



Organizing the Work
~

.
[

Goal: To help you organize the work of the,day care center.

~
.

Objective 1: Given available employees and specific
customer -orders, ' fill out work order forms.
2 ¢
Objective 2: 'Given several tasks to do on a’
particular day, develop a work schedule for
yourself or an employee.’

.

~
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" ANNIE GETS 0R°GANIZE1?

[}
r.

: \;ghall Fry" has opened and seems.to be doing well.} The
parents really like the job Annie is doing. They espe-
c1a11y like the warmth and concern .she shows to their
children.

Sometlmes it's hard to get all the work done.’ When
Annie has all 36 children in at one time, it can be a very
time consuming job. ‘Amnie tries to take care of all the
children by scheduling the work. She assigns one of the
teachens .to each grpup of 12 ‘children.

* Amnie has developed a program so that everyone knows'
what' is expected each day. This'is the daily program Annie

prepared for her. day care center from 6 a.m. to 6 p.m.
t

6:00 - 7:00 Early arrivals; breakfast, if necessary
7:00 - 8:00 Arrivals, health check; free play, indoors

or out
8:00 ~ 9:00 .Table gamés, puzzles, art act1v1t1es, story
reading .
9:00 ~ .9:30 . Division 1nto gToups for idea exchanges, ¥
i ‘sharing- time, "show and tell"
., 9330 -~ 10:00 Circle time for music, dancing, story
‘telling - .
10:00 ~ 10:15 -Snack time ° .
10:15-- 10:45 Children play .
10:45 - 11:15 . Individual projectsy science experlments

11215 - 11345 Free play, conversation time, enjoying each
: other

11:45 - 12:30 Wash up and lunch
*12:30

12:45 Group singing

12:45 =% 2345 Nap o

2345 3:00 Wake up and wash up

3:00 ~ 3:15 - Snacks

3315 ~ 4:45 Teachers dnd students play together indoors
and out

. 6300 Free play, indoors and out, unt11 pick~ups

4345
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" Organizing the Work .

EN

Doing the work of any business, large or small, involves three

things: organizing the work, doing it, and checking to make sure it has

‘been done. To do these th1ngs, you will need to keep track of the

mumber of children that you care for each day. You will also need to
keep track of the staff who will care for the.children. v

-
2

.

This.unit covers organizing the work of a day care center. First
you will learn about recording and keeping track of the children. Then

¢

you will learn about scheduling your staff. . -

L - E

Reeping Track of the Children

s . L

~

An easy -way to keep track of the number of children you will care

for ‘each day™is to complete a work order form. Th1s is a record of the

number of children enrolled daily. By lqpklgg at this form, you can

plan a work~schedule for your staff, too.

, *

. . -

Work order. Amnie developed this form so that she coyld tell how
*

many children she would care for in a singie day. She could check her

‘enrollment on a weekly ‘basis to see when each child was scheduied to

come in. Some children were full—t1me and some were part—t1me. By

using §h1s form Ann1e could tell vhat her workload would be for the

day. Then she could\schedule her work accordingly.

1

2¥
- "
t
~

-
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WORK ORDER FORM .
(Number of Children Enrolled Daily) .

R - -~ ,

Fu11-t£;e7“} ) Time Arrival/ Total
Part-time - Date* , Childs s Namé Departure Hours

M k-3
.

) day. P

When a child arrives at the day care center Annie writes down the
child's name, the date, and the arrival time. She also places a FT (for
full-time) or PT (for part-time)~on .the form.' When the child is picked
up Annie writes down the time and totaf; the hours. By using this form .

Amnie can téll how long each child has beén at the day care center each
L3 - . 0 "

-
“ a
. ey

Work schedule, Annie had to orgapize her staff's work hours. She

had to decide- which shift each employee” would work. For this she needed
a staff work schedule. The work schedule is @ record of when each

employee has worked. It is used to tflly empleyees hours for payment.

- @

'On the work schedule, Annie writes the date, the name of each
employee, and. the mumber of hours that they will work under each shift.

Shé then totals the hours worked eath dgy. - .
s ) ) N

”

-

Annie said, "I try to fill out my work schedule a week ahead of
‘time. The work schedule lets my'employees know when to come to work.
It also tells me when I need to call’someone else in if an employee is
not available."” The form Anmie used is shown on the next page.

£ ,
\ .
N

o2

.,
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WORK SCHEDULE

|
:
|
\ - . . |
N |
N 3

Date: October 28 .

} Shifts
Employee - 6am - 3pm 3pm - llpm 1llpm - 6am Hours Worked
* Kim Wilkins 5 3 _ 8

!

|
|
|
i
|
|
i

N - - i

fhe’forms Annie used may ndt exactly suit, your needs. Adopt -

whatever methods A}e suitable to make your work easier. The important ~

- thing is to eep records of the number of staff and child care hours.

That way ygu won'g‘have problems when it is time to pay staff or bill

parents.

Y s

L ] Summary ) ! o . ‘ ’ «‘l'

It is important for a day care center to get jobs done properly.
-4 ' Using work orderé.carefully can be a great help. Planning a work
schedule for your staff will help you handle the work. Three things you

should think about in running a day care center are“organiziyg the work,

doing the work, and checking to see that it is done. ‘ - ) 8

LI ’ |




Learning Activities °¢

Individual Activities

'1. Three full-time children arrived at Annie's day cﬁfe center as

follows:

a) Deanne King' (arrive) 8 a,m. (depart) 5:30 p.m,

b) John Martinez (arrive) 6 a.m. (depart) 3:00 p.m.

c) Lisa Swartz (arrive) 9 a.m.. (depart) 4:00 p.m.
Two part-time children arrived as-follows: . .

,e) Maureen Chow (arrive) 12 p.m. (depart) 4:00 p.é.

f) Arthur Florez (arrive) 11 a.m. (depart) 3:00’p.m.

%‘ . ~

- ) '
Fill out a work order form' using today's date. Total the hours.

é.’ On October 13, Annie scheduled her staff as follows:
a) Barbara Cook 6 a.m. - 11 a.m. and 3 p.m. - 6 p.m.
b) Lonnie Griffin 8 a.m. -~ 12 p.m, and 4 p.m. - 6 p.m.

. c) Vance Smith - 6 am. - 3 p.m.

v . )

]

[

Fill out a.work schedule form and total the hours for each.

~

1

Discussion Questions’

. : . ‘ ) .

1. "Tinker" Day Care opened to take care of 25 children from ages two
to eight. When parents paid thei; monthly enrollment fees,Ehe owner
wrote down the amount on a piece ‘of paper and stuck it in Qis desk
drawer. He did not write down the date,:jusq the amount and name.

s Why do you think "Tinker" Day Care went out of business?




- -

2. Do

and

it easier?

: L

_Group Activity C
> 7 . _

N

Collect work ordegs and work schedules froh day care centers'in your
comnunity. Also ask for any other types of forms the business may use.
As a class, talk about how these forms would be used. Decide if each
one would be used befére.or after a work schedulé\was comﬁlet . . Make a

list of the order of usé’of_;hese forms., T

oF

’a

L

fw.
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UNIT 6

' Setting Prices [ . )

i

‘9
. - Tt e
o S
Goal: To help you set prices for your day’care center.

Objgctive‘l: Given things to .consider about the fees

of a service, select the bést prices! 2
m N
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ANNIE SETS PRICES o

-

v
.

o
Before Annie began to actually enroll children into her
_day care center, she had to“decide on the price she would

charge. She had to decide how much to pay her teaching
staff. She a%86 had to decide how mich to charge the .
_parents.

"First I have to look at. my competition. I know that
other day care centers. charge between $28 and $48 a week.
I want to charge lower prices for my center. I can hire

. Students who meet the necessary qualifications at $3.50 to
$4 an hour. They can work while going to school. This
will cut down on my -staff expenses."

Annie decided to charge $25 a week fot aach full-time
child and 75¢ for hourly rates. This rate would also be
charged to non-enrolled children. Annie would also provide

count for families who enrolled more than one child.

Meals were also, served. So she would charge=-an

additional $1 for each child not enrolled on a.full-time
basis who stayed at meal times.

3




\’ ~
Setting Prices . .

Y '
Tp+be successful, you must set prices for your day care center which:
e .are competitive with similar blisinesses; ‘

# cover operating expenses; and

e allow enough profit,

4

4

s o1In this un1t, you w111 1earn about "things to consider in settlng

fees for your services and about the way you go about d01ng it.

.

Competition Y- .

Your prices must be. competltlve. You}haze alteady found out your
compet1tors' prices. Keep these in ‘mind. Qhen you set your own ptlceS:
Parents will not be happy pey1ng higher prices, unless you offer exttra
serv1ces. These services may rnclude pick-up and de11vety, or drop—ln'
services. But try to set your fees within. the tange local parents ‘can -

afford. . : .

Take California, for example. Pees theté%(;zge from $70 a month in

low-income neighborhoods where overhead is lo $140 or higher*in

- . )
_high-income residential ‘areas. These fees inc¢lude services for full-day

care, including a ﬁqt lunch and snack, five days a week.

& .

—

1f you decide to open a day care center in"a middle-class
neighborhood, rates are  usually $27 to $35 per, week. Hourly rates for
non-entoiled children can range ftem‘75¢ to $1.50" per hour with a $4
minjmum. You can apply the same rates to nighttime baby-sitting if you .
offer this service.. A goeﬁ charge for night rates would be 75¢ per hour

with a three-hour minimum. ) _—

’ o,

¢ ’ R . L . , 3
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Operating Expenses o .
P g EXp -

Enrollment fees are usually the only source of income for a day care
- ) -center. The total amount you collect must cover your_operating '
expenses. Operating expendes are the costs a business must pay Yust to
keep its doors open. These“ expenses .occur whether or not ‘4 business

gets any customers. These expemses include:

;o e salaries; . . A .
) ® rent; F ) ’. T
¢ e supplies; . ) .
< ¢ food; . ‘ o - .

o e advertising; and
- r

e utilities, insurance, and taxes.. - -

- -
LY

Annie knows that her monthly income must be enough to pay these
expenses,
. i :
" Salatles are the largest expense a day care centet owner WJ;J,l\have ,
. ' in running the business. The pay fotr teachers is usually a minimum of

$1+ 00 per hour. One of the ways to keep your ‘salaries down is to hire

- students on a part-time basis. S
[ <4 ’ ,.E;'
There is cu’rtently a large number of teachers in most pa ts of the .

»
)

countty who are either eut of work or tletll'ed. These are also a good

source to consider. During the receiving hours of 6:00 - 9:30 a.m., and - .
~aftet *hap and snack periods, only‘ a few teachers will.be required. With
proper scheduling and a la;:ge number of'patt’:-t"imé‘ teachers yo{.\ can keep

your payroll low, . .

a . .

Profit -~
’ : . et
Your fees must allow you to make some profit. Profit is what is

L left ovér after all expenses of your business have béen paid. Your
o profit* will include yout own salary and some amount above that. You ... ’
"”‘ -+ will have to decide how much profit you can make and whether this is

- . ' v 55
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¥ : . v . .
‘® acceptable to you. Remember that many successful businesses start with

~

» liftle or no profit in 'the first year. ’

- S

Other Things to Think About .

-

Like-Annie, you could offer a discount to families with two or three

children. Annie has decided to give the second child a $15 per month
discount and the third child a $16 per monqh‘discount.¢~You could also
. prorate charges for children whq‘atfend only two, three, or-four days a

week,

If you decide td include meals with your service, the charge is
usually $1 a meal. You can offer a special rate to parents who wish” to
leave their child for'a 48-hour weekend. You might try $25 to $35 with
meals included. This can also be ptorated‘if the parent wishes to have
the service for—thtee or fOUt‘dayS, or longer: One 24-hour day can be

priced at $15. A

N °

You might also want to consider asking for fees on a ?slidiﬁgf
‘ pcaie." This would offet lower rates to 'parents who cannot afford the
full Ehatge. It will help to attract children from different incomes

w and increase your enrollment.

e Summary \ ~—

7 . . v - ‘a

~ In setting your fees for your day care center you must comsider -you
competition, operating expenses, and profit. Co. '

-
)

r




Individual Activities

a

1.

-

~ weeks?

a . - . . ,

Call up a few day care' centers in dlfferent 1ncome areas., Find out
how much they pay their staff and how they set their fee. Thisg will

give. you a better idea of prices in your own area. ’

- .

-

Let 8 say Annle enrolled three chlldren from the same family in her
Small Fry Day Care Center.. Annie set the first child’ §-fee at $100
What tould she charge for the second and third child?

‘a month,
Anpiévenrolfed Nicky Hopkins in the Small Fry Day Care Center on a

What would °
Nicky's monthly H*ll total if she attended five days a week for four

full-time basis. Annie charged $24 50 for each week.

., v
&)

/ | :

Hank King arrives at Small Fry Day Care Center at .8 ;.m. and' leaves

e e+ o _ —

Discussion- Questidns *

at—5—1r1w———ﬂe—rs-not—enroiied—on‘a—fufi—trme*
75¢ for hourly cape. How much will thk 8 parents be\Eharged for

B

the day?
f . . LR {

What™ is a sliding-scale fee? - : A

N =

1.

‘. N ~

Llst and dlscuss the expenses a day care owner might have that would

reduée hzs or her proflts.

- '}ﬂ - LT - -

]
m

e
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2. Annie decided to set her fges at $25 a week per child, 75¢ on an

hourly basis, and allow a‘discount for more than one child froé‘a

'family enrolled on a full-time basis. Do you thing this was a wise

decision? Why, or why not? L a
} N e

o “ i

: Group Activjﬁz

. Ask groups of students to pick a day care center from the Yellow

- Pages. Make sure that groups choose centers ‘serving customers in

different incope levels (low, m1dd1e, and high "incomes). Students

and special serviges. As a class, discuss the similarities *and

X differences between prices. i
, ’ f . '
b
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) Advertising and Selling C S
- 4
' - &
. @ ' -
- Te help ¥pu advertise and' sell" the serv:.ces of y0ur; :
. ’ day care~center. oo, . .
- * ' . . . <
Objective 1: Choose the best way to advertise your .
day ‘care center for a speciftc purpése. " .
. ! r
. . 4 Y - !
R Objective. 2: Develop a printed -ad for your day care .
. center for the Yellow Pages or a newspaper., +
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to tlie date of .her opening.

A

. —'/’
ANNIE "SELLS" HER DAY CARE CENTER

?

"\
. “
N

~

Annie was able to get her enrollment almost ‘up to
capac1t:y within a month.

.

It was published bx’the time she -
opened, . ; ¢

oy
.

SMALL FRY . :
DAY CARE CENTER

) We provide T.L.C.
(Tender Loving Care)
R
' Offerlng ;
Infant, Preschool, and

Aft '-school Programs

; OPEN 24 HOURS.
' We cater to*children of~
low-lncome
. ¢« and
- one-parent families

1386 W. 37th Street
Los Angeles
: _213/764-1521 .
Annie sent a brochure to all the fam111es in the
neighborhood descr1b1ng her Services one month before she

opened. Annie also’ placed an ad in all the local papers
two weeks before she Opened

The ad ran in the~papers up

%

How did she manage to do this?

About "three months before she 0pened “Anriie put this 4d
in the Yellow Pages.'

~
it ¢

¥




N
Advertisi % and Selling
" : SR

° \

- -~

Advertising is the major way tﬁa? bpsiﬂeéses get their customers.
It is a way of’letting people know about the ser;ices that* you offer/
As the owner of a day care center you will need to do two things to
attract parents: C -

. ® make up a brochure; and

5\o select a form of advertising. : s
¢ \ 4 g
}

Now, many day care center owners do ‘very little advef&ising because

) N

of the great demand for their services. .They areJusually\able to
operate at 60% capacity within three to six months of opening. But
those who do more advertising reach thefr~capaéity much sooner.

+ ! »

.

" You will ba&eigo decide how long you‘want to wait for a full ro

enrollment . Remember that there are many.parents with "]ittle wee ones" -
vho don't know of your tender loving care. A *

" Brochure %é : .
. X4 . 3 . ) :_ ~

The first step in your advertising campaign is to develop a

brochure. AIl: day care centers should have one printed. - The brochure

*
- « oy, .

should describe your: .

® programs; -
. Y ‘
e costy . -
. : R . @
e hours; and _ . Lgi '
‘o

staff. . o - .

i} -

s The broch&ré should be attracti;e, colorful,\and informative. It

should be mailed to homes and- apartments within a two- to three-mile area

of ypur center. ° =

§2 5 9 | o -
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. . , .
Unless you are running at full capacity, you should send these
brochures once a year to the entire neighborhood. These brochures can’.
& ¢

be kept on hand to mail or give to parents asking about your services. o

Advertising , ) coe T )

\ « . . .

; . . .
Word—of-mouth is’ the best means of advertising for a day care
center. Pleased parents will advettlse for you when they tell other

patents of their satisfaction with yout setv1ces. Word-of-mouth

¥ recommandations help to build yout waiting list.< This spells success’

for both yppt present and future profits. N
0 . e ¢

B

Here are three ways to atttact patents to your day care center:

+ Yellow Pages, newspapet ads, and d1tect mailings.

.
a

~

Yellow-fages. Advettisiné in the Zellow Bages is absolutely
necessary. " Your “ad wiil-teach_the'entite community and will last & lor§ .

time. It should appeal to alT'types df.peoplé? Ag,ideab ad: —
e is simple; _‘ - L .

e, is informative; " 8

-

e

e e is truthful; . — "
o ‘is imaginative and attractiVe; and - - b l ’ .

-® describes important or special\features of your business.

~ - o3

These ads get a lot of tesponse ftom all types,pf potentlal
customers: patents who are single, married, divorced, or separated;
local residents; tourists; pe0p1e new in town; and those who have lived R
« ] N ”

in the same pldce for a lifetime. Cost of the-ad is based- on phge space.,
. " . s . * ~ ‘ . N
- ¢ s (> RO )
- - £ - - " -. .
Look at your competitors' ads. oTt;:tO get an'ad that will ‘include a
headline, information about the day’carg center, your name, address,
phone number, and a picture of the centér. Remember the ad should be

placed far enough in advance to appear by the 'time you open.fOt business.
! . -

- 3 .

ot
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e . ' Newspaper ads. Plan to advertise in‘thé newspaper, at least uﬁtir
‘ your business is well established. Newspaper ads have sevefal ;
advantages. ., . - ‘
. . o They reach a large number of ple. . -

e They are pretty cheap.for the number of people they reach.

e They can reach all types of people. L.

0 3
- .

The cost of the ads are usually based on column inches, with the
[P highest for netroﬁblitan dailiés and lowest for weeklies. Contact the

newspaper advertising department about detailed information.you might
< L

) . ot

need,

Direct mail. Thi&-is'advértising sent to the custoper. Fliers, »
' brochures, and letters are used in this type of advertising. Direct
mail advertising is good because it can be sent to a special group of
people who would likely belinfluencéd by it. It is the most personal of
all advertising because it is directed to an individual by name.
- ( v ! N

R
— . i T -t cas LI [ -

There is ap important advantage of this type of advertising. The

4

message is addressed and ‘delivered only to pedple you want to reach and

at the time you want them to receive it.

5 -

.

S Promotion

Try a-few promotionalegimmicks to draw crowds. A clown giviﬁé away

balloons with your name prihted on it will delighﬁ‘the children: and givé‘

you some good exposure, too. .Give out sugar-free lollipops or T-shirts
, $ . -

if you can afford it.” It will\usually pay - off In the end. o
N ’ . - R ' .
) N L3 ) ) . s N e “ : . ’

«

4

"+~ You can also paint signs or print pdsters to put in local super-
a . e e . - . s
markets and public places.” {This may attract parents thinking of

enrolling their .child in a day care center or.waiting for an opening in

a center with a long waiting list. - :

- . -



Summar : '
- . .

[ A3 > - 1

v * ’

-

As the owner of a day care center, you ‘'will want to attract ag’ many
parents as p0331ble. There are two things you will® _need to do in -
advertising your services. First, you need to develop a brochure’

describing programs, costs, hour?% and staff. Then you mist choose a

type of advertlsement that W111 reach your potential customers.
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* +  Learning Activities - 7 A°

. 1. What is the first step in designing an.advertising campaign<f0t a '
- '( day care center? - : . ' . "
" 2. Why do you need to develop a brochure? Explain. -

Yo
-

3. Think of the type of day care center yo’u would like to open. Do the

following: - i
- ' o name it} . y ’ o
‘ .+, _® pick an age group to serve; v : . .

e pick a location; and o ', ¢ .
‘ o choose your staff.’ . . "

Then develop a brochure..for your center. . : . -
2 .

,

&
r

7 ’

4, What is the best means of advertising for a day care center? Why?

v

Explain your ideas. . ' . . .

¢ : ) <+ ' e

’ S S —

5. Name three ways to attract parents to your day care center.

7’

' Pl -~

|

| .

L 6, Annle wants to change her ad i the Y'thW“P’ag‘e'S‘_Sh"e TlrmW T
| ’ . .

. mlght be -too wordy. She is aiso cons:.dermg changmg the style of ”
’ . " her ad. Make up a new ad for Anm.e s’ business.v . -
: ¢ ’ . . w . - ‘ .
‘f‘ «j ¢ Djlscussion Questions " " ‘ ) \» ‘ 7“" . A S RN S
. ¥ : g °
/,1. Martha Scott, owner of Tender Cat?, int;pat: center, just opened a* N
, cénter. She wants to place an ad in the newspaper. But she has a '’
*® 4 limited ‘amount of money to spend for advertising. Martha has -
- already placed e;n ad in the Yellow Pages. Shou.f&*she pla.ce her ad )
o in the daily or weekly newspaper? Vihy? f . ' . . E
. , . . (5
' 6 83 . -« .
} o ' .' ‘. R .

. “l * . ’ v .
bE¥ e T . M . - = ’ - M
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2. -Billy Johnson opened a day care center “for preschoolers—-ages't& to ]

five. To advertise he sent flyers and, brochures to the homes of ail

the families in the local neighborhoods. He “addressed the mail to
."Occupant” and receiyed little response. What could Billy have done .

to get a better resbonse? Why? Dosyéu think he should have used

-

another kind of advertisement? Why? . ] .

L}

) Group Activity
# T - A
3 &
Have each student ;:;:E\iﬁ~a_da¥\£§£g_center ad from the Yellow
’ Pages. Compare these ads and answer the following questions. K Lo
<.

"How can you tell?

€

~ i

L4
1. Which ads provide special services?

* *

-~ EY /' -~
2. Which ads are from small businesses and which are from larger.

franchises? How can you tell? i

¢
AR

- 3." Which ad probably cost the most? The least? , Why? )
> - A ’ . Veas
4., Which ad is the most appealing? Why? . -
- . ]
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Keeping Finanétal Records

. . : o ' ’

t . . .
] .
Goal: To help you learn how to keep financial records for
your day care service,
» - -
.
Objective 1: Given information about the services
performed for a customer, fill out a customer
, billing form. ' -
- Objective 2: Given information about income and
) . ) expenses on a single day, fill out a daily cash
> sheet. .
- . )
; ‘ . :
p e ry
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ANNIE KEEPS TRACK OF FENANCES- -

R -
v

; ©

" Annie developed a weekly bookkeeping system. Every -
' Friday she added up.the week's work orders. Then she
billed her clients.
. schedules and paid them.
owed for supplies.

She also added up the staff's time
Annie also paid any current bills

Annie felt- quite pleased with the progress the day, care.
center was making. She was’averaging about $1,200 a week in
revenues. When doing the billing on Fridays, Annie's cash
payments for a single week were as follows:

$700
10

Employee wages :
Advertising

Supplies
Food

¢ 1

125

80

Fridays seemed full of writing checks and record-.

keeplng
week keeping track ©of her finances.

.

’

Actually’ Annie spent only about half a day per

y

’




track of your- income ard expenses.

“better businessadecisiqns. .

keeping or%because no records were kept at all,

Reeping Financial Records

i
\
i
’ |

. . A \

‘ . . . R . .. |
) = |
. Bl 4 |

i

|

\

\

As’ a day cate tenter ownet, you' must have .a c1eat way of keeplng

. You must keep good - f1nanc1a1 .

-

tec0tds. ‘That way you will . know how your business is doing and can make

|

»

. N -

. . .
Your records will’help you to answer such questions as:

e How much business did I do? -
e How mych ‘profit did I earn? . .
. ‘e, How much were my food costs? ) i u

e How mugﬁ were iy other expenses?

LX) N .
e Le > ~ . e -

5
Many small bus1ness owners question “the need for keeping records. o, r

They sayi “Why ‘keéep - a lot of complicated records? We'ré so busy’ running -

my bus1ness, we don't have time for tecordkeeping." ) - -

Many sm@msinesses have failed either because of poor record- -
. Business success and

good recordkeeping go hand in hand. So,‘you can 'see there is a real - )

N N - ave 'n Taeakfr

.
. s . -

need for tecordkeeping}

[N <

“ : T . . REE I N . Hid hd
° < - - ar . ,.‘ ‘e
Your tecotd system does not have to be compllcated It can be i \
sump1e3 easy to keep, and requlre little trme. You will need to know "““;wx\_;/)/
"how to keep track of the money coming in (cash received) and g01ng out . AR o

(cash payments) You will. learn about customer b1111ng forms and da11y-

“ v
- . - ° -~

cash sheets., . - I ; S -

. ' . o ¢



Customer Billing Form | R

.
N -~

. ~—

How you handle your parent billing will depend on Rhow you set dp

your business. Parents' needs and .preferences may help you decide- how

often’you,shOulq bill them. Annie chose to bill parents and pay her

staff at the same time.

of her recordkeeping at the same tlme. Many bu81nesses,‘though bill

their customers every two weeks or monthly.

. 4 .
.t . . hd

She th09ght that-thls way she could handle all

This is the biliin@ form that Annie used. : .
. ’ _SMALL FRY - Parent Billing Form
. .o .
) Parent: Mrs. Barbara Richards, ;
Child: Cargqp l
* H N i " ~ ‘e
L . af Amourit Payment Balance
Date * Dates of Service Charged Received Due
- 6/5 . 6/1 - 6/5 $40 - $40
. 6/11 “6/8 - 6/10 $24 864 -
~ n * 1
. 3 o .

. . 3
ki . -~
‘. -

A sample entry is made., It shows that on June 5 Mrs. Barbara
Richards’was: charged $40 for fiye days of child care serv1ces Caron

_ tecelved. On June 11 she’ was charged $24 for three days of service. On

"+ June 11 Annie was paid $64. Since Amnie requlres payment oma weekly

‘basis pnev1ous arrangements had been made to make “this type of payment.

. This is probably not the farm that you would use in your business. The
exact forg will depend on your needs’ and will probably look.different.
s .
' . L3 , . . ’
- . ] . ‘ v i ~ . /,\
) ‘ 3., ’

2
‘.
.
.
e B M
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Daily Cash Sheet

hY
Anniesused a daily cash sheet to keep track of the money coming into

and going out of her day care center each day. ' This is a way .of ,

recording the -cash pdyments for each day.

The sales/payments are

recorded-on .thé left side of the form and are added up -daily.

-

L

On the right side of the form you enter the money you péid out each

day. These are the operatiﬁg expenées of your day care center. The

A ] '
actual daily cash sheet that you will use as a day care center owner may

be differept.,

-

v

Cash Receipts
—

°

Cash Sales ~
Credit Sales

- TOTAL CASH RECEIPTS

.
> -

N §

‘DAILY CASH SHEET

Cash Payments

Salaries

Building Expenseé
Equigment.and Furniture
Inventory orGSupplies
Advertising ,

Other

TOTAL CASH PAYMENTS

At the end of each week or month these daily forms are added up.

They also are added at the end of.the year to provide a complete -

statement of your profit and loss.

o

You may feel that you don't want to bother with recordkeeping. Then

you can hire a part-time  accountant or bookkeeper who .specializes in day
L d ®

“care center -operations.

’

-



. . Summar -t
‘ ' . . ' ®
KeeMng good financial records is a necegsary part of running your
own day caré center, It involves properly completing a customer billing

. forw and- regularly keeping track of the busipess income and expenses. |
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Learning Activities

-

* - -

Individual Activities

l. Anmnie charged Willie White's parents-$25 for five‘’days of child
.care, from July 7 through July 11. Annie received $12.50 on,
July 12. Complete the following parent billing form. ‘

SMALL FRY - Parent Billing Form

’
-

Parent:
Child: "

.

Amount Payment

Dates of Service' €harged . Received Balance Due
4§ ’

" Briefly describe a daily cash sheet and list the information i

contains. _

’
N “ A

Complete a daily cash sheet, for Amnie. Read the case study. Using

today's date, how much money came into her day care center today and

-

how much was paid out? (Assume that today is Friday.)' e

1

-

»
2

7

-




. - »
' ) A
N DAILY CASH SHEET
Cash Receipts . .Cash Payments
Cash Sales $ Salaries’ $
Credit Sales ) " | Building Expenses
Equipment & furﬂiture
Inventory or'Supplfes
Advgrtis{ng )
: " | other
- TOTAL CAS% RECEIPTS $ ‘ TOTAL,CASH.PA¥MENTS . $
. * 3 ’ %
- . .
Discussion Questions _ ‘ ) e \th
N

<%

1, What qthér types of financial records would ﬂua‘wner of a day care-

center havé to keep? Think of other types of money dealings this

. li
business would have. . R

. ’

-

2. Would the financial recordkeeping of a restaurant be different from

a day care center? If so, how? ’ . .

4

3. Why is it important to keep gdod findncial records?

Group Activity ’ —

.

Collect sample billing forms from different.day care centers in your
area. Compare them. " How are they similar? How are they different?

What information do they record?

»

-~




i UNIT 9 . . |
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}
Keeping Your Day Care Center Successgful

- ?
! Goal: To help you learn how to stay successful.
Objéctive 1: Given some information about a center's
) income and expenses,, figure out the net profi !
(before taxes), profit ratio, and expense ratio.
1 S x
. B Objective 2: Gi®en a decline in- profits, state one
way to increase profits.
> ’ .
B ObJectlve 3: Given a specific problem of low sales,\ .
. suggest a way to change your center to 1ncrease )
‘ enrol Iment. . .
- L S . | ( '
{
- » * -
. 2
t
e *
B, _ .
\ .




’

ANNIE KEEPS HER CENTER SUCCESSFUL .

“The time has passed quickly for Annie's day care
center. Small Fry is now one year old, and enrollment is
up to capacity. In fact, she is thinking of expanding the
center. :

But during the last few months Annie has been faced
with a serious problem. Another day care center has opened
in the neighborhood and the economy has taken a turn for
the worse. Parents are not enrolling their children on a
full-time basis: Annie is getting more non-enrol lment
children than usual.

She is still mdking moﬁéy. ‘But she is disturbed about
the decline in’ full-time enrollment. Annie decides to make
some changes to keep her day cafe center profit growing.
She has to decide how to increase her proflts. Should she
raise her prices?




Keeping Your Business Successful

' . . v

Everyone who goes into business wants to be successful.  But how to

be successful is always a business owner's problem.

-

. There are three important ways to keep your business successful:
"o Makd sure you have enough money on hand.

e Keep profits up and costs down. I b

e Make changes in your business whenever necessary.

In the last Gnit, you learned how to keep track of cash on a déily
basis. Keeping accurate records of your cash receipts and expenses is a
"pust." The same kind ?E’sy?tgm can be u;ed on a wéekly, monthly, or
yearly basis to keep track.of your profits. In this unit, you will

r ¢ - - -
learn how. to keep track of and increase.your profits. You also will

learn how to change your busingss to increase your sales.
- - Ao

- ‘.

¢

e

Keeping Track of Profit . : . '

-

-

Brofit’is what yod‘teceive for yaur hard work. It is the amount
. : - L
left over from your Trevenues (the amount- of money take in) after all
of your business expenses have been paid. (profift equals revenue minus

expensesi. When you add all the figures over the whole yéat as Amnie -
did, you will come up with a ptofiE[loss statement. )

A profit/loss statement will tell you what your business owes, what -
it owns, and how much profit you have made over .the year. A profit/loss

statement qill°1et you know the direction your business is taking from

year to year. The profit/loss statement shows:

’

Hvos - <

g, 18

. : H

s




e, revenues-—money that comes into yqur day care center for payment °
‘“. TN of child care servj.ceg; < ‘
‘e  expenses-—money spent in 6perating the i:usiness, inccl'uding
émployees' salaries, rent, étilities, advertising, food’costs, -

. etc,; and : ' <“ .
. . L3

e net profit-—amount of money left over from your gross profit .

after -all your day care ekpenses are paids¢ | ; #

]

This is an example of a profit/loss statement you might use,

o~

%o

. PROFIT/LOSS STATEMENT

r

\':; hd »
. . . na Year 1 Year 2
A - *
] ° ' - a
' Revenues £ i .
Cash Sales : $ : S - 8§

. C;'edit Sales -

® J s ; |

Egenses . . o >
- . Salaries L ‘ ~ g o@ .
| Rent and Utilities & ° - . .
' Food ,and »Supplies . . : ~ . .
) . Advertising ’ s
- Other (insurance, accountant ( -,
' fees, interest on loan)
° {OTAL- $ $ )
-~ ’ “‘ . .
- Net Profit ) $ -0 $ - .
Two-Year Profit/Loss Statement . »
e y -
o o ’ ' ) L

. A ;two-year profit/loss statement help;you compare your income and’

~'.,'§“,’ ’ ’ ‘ ) . \ - . N

-

". expenges for two years. ; . .




Aruitoxt provided by Eic:

ji' ERIC

~
~

-
.
N

. You can record your figures written in dollars or in percentages of,
total gross cash or both. Figuring in percentages makes it easier tg

compare how well your day care center did last year with how well it*is
' . ' . . »

doing this year. The‘profit and éxpense ratios can also help you

compare how well you are doing over the years.- |

[ . *

~

’

[ a N .

o

The information in your profit/loss statement tan be used to figure
out the profit ratio and expense ratio of your day care center. Use the
- - » . -

following formuias to compute these ratios:

.

D

" . ~ Net Profit ' -
Profit ratio = ————— ; .
Revenues .
. Expenses
Expéﬁse ratio = =XPS0SS3 - N N
Revenues .
Improving Net Profit - .

What if your profits are too low and business is not growing

enough? You can try these wgys to increase profits: ‘

“¢ increase services;

. ’

e raise prices; or ~
e reduce expenses. ) - j
r
> .
Changing Your Business to IncreasSe Enrollment . .

-

Changes in the economy will always have an effect on your business.
Food and energy shortages will be an added problem. So you will

probably need to increase your fees from time to time in order to raise

. ! .
to your [gservices or change thém:completely.

rying to make any changes, you will need to dd a little
; research. Ask the parents and your'staff what they would think of your
change. Everybody's opinion helps. Look at.the community and your

competitors. Study new child ‘care trends.

To do this, you will either have to add something extra ',

L)




Y -

Enroliment may be low for many reasons. Thoroughly investigete the
possible reasons for change. Annie made changes in her prices as tne’
economy changed. However, she knew that she would have to prov1de a
higher quality of service and extra services to make up for the higher

prices.

You might need to change \your staff, limit your enrollment, or
reduce ‘your .number of employees.. It will all depend on the changes you

feel will be most effective in increasing your net profits.,

- . - .

Sunmarz

You can figure out profits and compare them on a monthly or yearlg

basis by recording income and expenses on a profit/loss statement. You

may want to .increase profitsA Then you must increase sales, raise

-

prices, or reduce expenses. To 1ncrease your, enrollment you may need

to 1mprove the quality of or make other changes in your day care center.

» . «
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) » - Learning Activities

Individual Activities

.

~

1. What are three ways to keep your business successful?
2. Explain net profit. -
. ? '
. . ; /
3. Figure out Annie's profit, profit ratio, and expense ratip for ;
Year l,and Year 2. &f
J’ ; ,///ﬂ TN,
Year 1 Year 2
. 3 L % 8 %
Revenues *?
Cash Sales $70,000 $85,000 .
Credit Sales - - - - ¢
TOTAL 100%+ » 1007
. Expenses .
‘Salaries "1 $35,000 $39,000
. 'Rent and Utilities 7,200 9,000 ¥
Food and Supplies ‘8,000 9,350
Adwvertising 800 1,400
Other 4,900 ' 5,000 .
o
TOTAL °
- Net Profit . ° °
. e
86
.3<) R\
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D

Which of- the ,above years was better for the business?
. 3
What are some ways to increase profits when enrollments in your day

care center are too low?

-

Discussion Questions

.

1. Annie's day care center is making a g&od profit. Why do you think
she is concerned about fgll-time enrollment? How do you think it
will affect her profits in the long run?

Think of things Annie can do to increase her profits.

List as many reasons as. you can think of why enrollment in a day

care center might decline.

3

Group Activity

¢ ~
.

List several different things that you would have t;\Ho if you ramn a
day Zare center. Discuss how you feel about doing these things. Give
yourself tgtge points if you think you would like an, activity, two
po1nts if you would not m1nd doing it, -one point if you would do it but
would not want to, and zero if you would not do it at aIl. It does not

matter how many points you get because there are no ‘right or wrong

answers. This is just to see if ownlng a day care center might be right

.
for yOU.“ - A 5




Thls module has been about owning a day care center.
To start a small, business, you need. to do lots of pIannlng.
First you have to be sure that ownlng a small business is

right for you. Then you have to decide what sefv1ces to’

offer, how to compete, and what legal requirements to meet.

’

» »
it .

To pick a good locat€3ﬁ}~yod have to find out if
customers wqgld use your business. Then you have to get
money tq start. That means showing a banker that your idea

is a good one. .

Being in charge means dividing the work and hiring good
workers. Then you must keep track of jobs to be done and
who will do them,

Setting prices means figuring out the lowest" price you
can charge and also the ighest'prics. To do this you need
infoymation on your éxpenses and on your competition's

prices. .

-
.

Advertising and selling are the ways you get.custo-
mers. The good things your Bie}ness does in town are
-

’

called promotion. These are,all 'important ways to help

your business succeed. ,
®. . »

4 . -
&

You should keep good financial records so you will kpow
how the business is doing. Then you can decide if you can

expand your business or if you need to cut it back..
- M ’ . <
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.. . .-~ To own and operate a successful day care center, you L .
. T need training in child care work exper1ence and the . ) ‘ |
] , < spec1a1 bu31ness management skllls ‘we have covered in this )
' module. You may .pot have had a cdurse in child éare. Then . N
. ‘“you should take one before deciding t:o own a ‘day car 7 ' .
. . *  center, 'You can learn business management 8kills through
’ s . business classes, experience, or by using the advice and .
< . - -
—~—— —————"-—-  -example of an expert, - S . - o
- o g .o Y .

- You may not make a lot of money.by owning a day care ‘
center, However, you would have the personal satisfaction ' )
of being’ respon31b1e for your bus1ness and .making your own

. decisions. Think about how important these things are .to .- , c .
} you in considering whether you should start your own .day
- .- - - . -
. . care center. . .
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. QuUIZ :
1. As a day care center owner, which of the following age groups
" . would you probably not serve? . 7
- . A . . .
a, 0- 2 : '
‘ -
b. 2 - 6 . )
c. 6-11 - o ’
d. 12 - 18 . . : - “
. » . ’ 4
2. List three personal qualities the pwner of .a day care
N 1 center should have. . .
a. /
7 - . . ’
. 'b. .
c.
: . . - : /
3. List three special services that a day care owner
. . . . -
might use to compete well, o " . o
a.
b. -
. e, i Lo (/
. ) 8’
4, List the legal requirements and two in&pgc?]fp{g‘ ypu
. will hav® to meet to open a day care centew.
. “ as '
P -]
. b.
c.
* « T
a
.. - P . .
. . ¢ °
R
) v. . .
. 4
. - . v ” H
L . 91 84 » :
\) 7( hd , ) .
RIC.. - : - -
L3 : -8 - i 2 - -
T A : - ] ) .




- %

5. When you choose a site for your day care center, you

F

4 ' L4

should consider: -

' a. zoning rules and regulations .
B b. number of families with young children
/ _______c. income of families
. * __~ d. rent ‘ ¢
;e.‘ character of neighborhood
‘f. all of the above

6. What information, does not need to be in your business
description for a loan? ‘

a.  The number of employees you plan.to hire

b. Location of your- dayMcare center

s e Ce

d.

Services you will provide

%
The names of your customers

-

~ -

7. Which of the following would not need to be in your
' - ]
financial plan? > ' ) .

a. How much mdgey you made in your latyrj;ti

b, Money for emergencies

~

- c. How much money your parents make §
/ 8. Lisa Chung's 'st'arting expenses for her .new day care
center are $54,365. She has $15,000 of her own money
7 s ghe' had saved and ’Q},BOO “She received from her R
! _~ parents. ,How much money will ‘Lisa negd to borrow?
9. Which information wot:lld need to be put in a job . ™
. description? : 5 T
% . a. -Salary, benefits, hours ) :
‘ ~ b, Personality‘type, age, sex wanted
‘c Addrejss, type, of. day care center, ' .
- ' directions to the office L
. ® : : )
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10. If thig were the only infommation you had, whi )
person would probably make§thé’best day care center

c <

teacher? o

a. A person who really-needs a job
- ; b. A person who likes children
c. A person who ligés to work alone and does
! ‘ not like to be<ﬁr5ﬁn§ people ¢
. 0
11, List three ways to find an employee. . .
b.
C. 9 e

<12, Which of the following requirements is not needed to

?

1

teach™in a day caré center?

a.
b.

( . ¢

Be 18 or older
Completed or working toward 12 college
semester units in early childhood education

»

Have a valid driver's license

. s—""
13." A brochure woi'ld not need to include which of the °
following kinds of information about yoSr center?
* -
a. Programs offered
b'o COS( . . 4 &'
c. Square footage i | R
d. HRours /
. e: Rent you pay . Y\ :
. f. C and e above-

14. iist faur

<

'.

>

types of informationxzrcluded in a billing

form, . by -
L) H - .
3
.. ¢
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b. ' )
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&) a.

Which of the following information does a daily cash
sheet include? ' J
Cash sales and payments .

—p—
3

. (3

b. Cash sales, payments, and profit
. ¢. Cash sales, payments, and debts

d. Cash sales, payments, profits, and debts

-

' <@
.

The T1ny Tots day care center shows revenues of

) $210 000 on the Year 1. records and total expenses of
$154,000. Complete the fo‘110w1n.g:

$____ ~

Net profit

Profit ratio

&ense ratio
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‘ . PROJECT PRODUCTS
. - ' Entgepreneurship Training Components
. ] AE
Vocationa} Discipline Module Numberrfand Title
\ - - N -
Gegeral . Module 1 - Gecfting Down to Business: What's It
) . Agriculcure « Module 2 - Farm Equipment Repair
' Module 3 - Tree Service o7
v Module 4 <~ Garden Center
Y . Module 5 - Fertilizer and Pesticide Service
Modiile 6 ‘= Dairy Farming .
' Marketing and Module 7 - Apparel Store
' Discribucion Module 8 = Specialty Food Store
o . Module 9 -~ Travel Agency .
¥ rS .
) Module 10 - Bicycle Score .
. ’ ”
. Module 1l - Flower and Plapf Score .
¢ . Module 12 - Business and Personal Sgrvice
Module 13 - Innkeeping R
Health— Module 14 - Nursimg Service-
-«
' : ) . Module 15 - Wheelchair Transportation Servige
: ) Module 16 - Healch Spa .-
P I, : ’
Business and * Module 17 - Answering Service R
: . Office. - . . .
i Module 18 - Secretarial Service .
. Module .19 - Bookkeeping Service * v
* Module 20 - Software Design Company , '
L “ .‘(odule\Zl ~ Word Processing Service
5 14 2
=~ Occupational H Module 22 - Rgscaufanc Business - .
o Hoze Econ:nics Module 23 - Day -Care Center - , .
* 2 Module 26 - Housecleaning Service
. Module 25 - Sewing Service

Module 26 - Home Atgendant Service

~N v -
.All About?
.
.
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T ’ Mogiule 27 - Gu‘ard Service
Module 28 - Pest Control Service iy
‘ y Modylé 29 - Energy Specialist Service ¥
- rades and 30 - Hair Styling Shop
* Indust )
‘ pdustry . Module 31 - Auto Repair Shop~ ..
’ Module 32 - Welding Bus‘aess ¢
‘ . N Module 33 -~ Construction Electrician Busigess
- Module 346 - Carpeﬁcry Business
. . Module 35 - Plumbing Business
- ) . Module 36 - Alr Condicioning and Heating Service
-, . Related Resources BN
“ . o Resource Guide of Existing Entrepreneurship Materigls
Handbook on Utilization of the Ent‘:epreneur.ship Trdining Components
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