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One Hen Academy Introduction
Welcome to One Hen!
Welcome to One Hen, Inc.’s One Hen Academy (OHA) Coach’s Guide, your one-stop resource for
preparing to implement the One Hen Academy for your students. We’re excited you’ve joined our
One Hen community and to provide this Guide to be your companion for reference through the
coming months.

What is “One Hen”?
One Hen is rooted in Katie Smith Milway’s book One Hen: How One Small Loan Made a Big
Difference. Based on the real-life story of Dr. Kwabena Darko of Ghana, the book follows the story
of Kojo, a young boy who resourcefully and thoughtfully uses a small loan to create big change for
his community. He buys a single hen to lay eggs to feed his family and sell at market. Using his
profits from those sales, he continues to grow his hen farm and egg-selling business, feed his
family, and return to school to learn about agriculture. Through his smart investment decisions,
Kojo’s business grows and grows, and he continues to make a big difference in his community.
Children of all ages connect with Kojo and are inspired by the discovery that Kojo is based on a real
person, Dr. Darko. Also starting out as a child, Dr. Darko used his intellect and dedication to make
socially-oriented business decisions, and he now provides jobs and support for people all across
Ghana and West Africa.
To watch Katie Smith Milway explain the story and about social entrepreneurship, you may view her
TEDxNewEngland presentation “Sparking Social Entrepreneurship: From One Hen to Hatching
Dreams for Thousands” at http://www.youtube.com/watch?v=utscTR69fyQ.

What is the One Hen Academy?
The One Hen Academy (OHA) is a collection of instructional lessons that educators like you can
use to teach your students the story of Kojo and motivate them to consider their relationship to
social issues, such as poverty, water sanitation, access to health and education, disaster relief, and
climate change. By guiding students through the basics of starting a business and marketing
products, OHA plants the seeds of a commitment to using entrepreneurship for the good of all.
During the One Hen Academy, students will (among other things):
•
•
•
•
•
•
•
•
•

	
  

Discover the story of Kojo and concept of entrepreneurship through the book One Hen
Decide on a cause (and a related charity) that a percentage of business profits will support
Learn about loans and interest, and practice borrowing from a “bank”
Borrow a loan that you, as the teacher, will provide
Plan their product ideas, business names, and brands
Purchase materials with real-world value from a marketplace to make their products
Explore strategies to market their products to potential customers
Sell their products to a pre-determined audience
Repay their loans with real money and donate a portion of profits to their cause
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Through these experiences, students will grow to be more globally aware and conscientious in
managing money and making socially oriented life choices.

Planning Ahead For Products and Selling
Depending on the age group with whom you work, you may want to consider pre-selecting the
product that your students will produce and sell. You can also determine 1-3 product options from
which your students can choose.

Example Products & Materials
Traditionally, educators have found success in selecting (either ahead of time or via a class vote)
bead-based products (e.g., bracelets or key chains) to make and sell. However, other products your
students can produce include:
Product Idea
Bead bracelets
(recommended), necklaces,
key chains, etc.
Herb or indoor garden starter
kits.

Ornaments for holidays (e.g.,
Christmas, Chanukah,
Kwanzaa, Easter, Halloween)
Popsicle stick keepsake/jewelry
boxes

Materials Needed
• Cord (should stretch)
• Beads (basic and/or premium)
• Glue (clear Tacky glue works well)
• Clasps (optional)
• Potting soil
• Seeds (herb or other small plant)
• Cups (paper, Styrofoam, or plastic)
• Small baggies
• Labels with instructions
• Ornament base (Styrofoam, wooden, clear glass, etc.)
• Adornments (paint, glitter, sequins, etc.)
• Hanging device (ribbon, string, ornament hooks, etc.)
• Popsicle sticks (or tongue compressors)
• Glue (wood glue may work best)
• Adornments (paint, glitter, gems, etc.)

The specific type of product you make, either from the list above or from your own choosing, is
open to creativity. However, you should have an idea of the general costs and quantities of
materials needed for your students to make adequate numbers of products to sell.

Tips for Purchasing Materials
ü If you decide in advance what product students will make, buy your products early, and look for
sales (recommended for younger age groups).
ü If you allow your students to select the products they will make, buy materials as soon as
possible.
ü Buy in bulk where possible.
ü Contact your local craft store to see if they offer an educator discount. Most Michaels stores
offer 10% discount to educators.
ü Limit expenses to the total loan amount you will lend to your student groups (e.g., if each group
will receive a $10 loan, and there are 4 groups, avoid spending more than $40).
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ü If you will utilize the “Bonus Materials” classroom management strategy (see below), purchase
additional materials that will add perceived value to products. Since the loans you provide are
not based in real money, but loan repayment is, you could adjust loan amounts to help cover the
cost of bonus materials.

Pricing Materials for the Marketplace
Determining marketplace prices for materials requires a bit of planning. One way to handle this is to
prepare material packs and sell those. For example, it takes about 12” of stretch cord and 30-35
standard plastic beads to make a bracelet that fits most wrists and leaves enough extra cord to tie a
strong knot. Based on these numbers you can calculate the price to buy a “pack” of beads or cords
needed to make x number of bracelets.
As such, you could consider selling materials (using the bracelet example) as follows:
35 beads (by color) = 1 pack/unit of beads
12” (1 foot) of cord = 1 piece/unit of cord
Students can purchase multiple bead packs to combine colors. Younger students can more easily
determine how many bracelets they can make, based on the number of units they purchase.
You can then separate items into units and determine pricing in that way. For example, if a bag of
350 beads costs $3, and that bag provides 10 units of beads, your marketplace unit price would be
$0.30. If you paid $2 for 10 feet of cord, you have 10 units which each should cost $0.20 in the
materials marketplace. All in all, it would then cost your students $0.50 ($0.30 + $0.20) to produce a
bracelet. Or, if you choose to have students make herb starter kits, for example, you could sell
potting soil in units of 1 cup. Demarcated units help to facilitate a quicker purchase process for your
students.
Clear and easy pricing is paramount. If you work with younger students, making it as easy as
possible to determine production costs will make certain math-based activities, such as calculating
costs and unit prices ahead of Selling Day, substantially easier. Ideally, students should be able to
purchase all, or at least most, of the materials in the marketplace, so that their spending matches
the amount you paid initially.

Deciding Where Students Will Sell Products
One key aspect of the program is the opportunity for students to practice what they have learned
and explore selling and marketing strategies in real world conditions. As such, it is helpful that you
determine in advance a location and time at which students will be able to market and sell their
products to potential buyers. (See the Educator’s Guide for a list of possibilities you should
consider.)
§
§
§
§

	
  

Students can sell during class time. They can post flyers around the facility (e.g., school or
community center) to announce the date and time.
Students can sell after school. Depending on other commitments, timing, and parental consent,
students could “set up shop” at extracurricular events such as concerts, sports games, drama
productions, etc.
Students can sell during lunch. If this is allowed, students could practice marketing their
products to other students, faculty, and staff members.
Students can sell at home. They can be held responsible for any products they bring home with
them and for turning in any money they earn, along with remaining products.
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The above are only suggestions. You should make sure a location and time are set in advance so
as to avoid any issues or delays later on and provide clear expectations and deadlines for student
production. Speak with your principal (if teaching at a school) or facilities coordinator (if at a
community center, etc.) to discuss your options.

Using Supporting Resources
We encourage you to take full advantage of your access to the One Hen Academy Slides (in
PowerPoint format); however, you may support these activities with external materials, worksheets,
visuals, or manipulatives as you see fit.
The basic type of a Supporting Resource is indicated by an icon
One Hen Academy PPT Slides (PowerPoint)
Activity Book worksheet
Manipulative
Video (Online)
Other Material or Tool

Classroom Management Options
While you are certainly encouraged to utilize your own classroom management strategies, we
recommend one (or both) of the following during the One Hen Academy, because they offer fun and
exciting, new ways to earn bonuses for following classroom rules; and ways to manage your
classroom environment in a way that relates to the content of your lessons:

One Hen Bucks
One Hen Bucks is a form of currency, either physical or virtual, that students can earn or pay based
on their behavior in class or performance on academic activities. You can download, print, and cut
the bucks to hand out as behavior happens. One Hen Bucks can be accrued as a business team or
individually—the choice is yours!
One Hen Bucks can be redeemed for prizes either on a weekly basis or at the end of the One Hen
Academy. You can determine prizes (see the “Bonus Materials” section for a prize idea).
Example behavior that
earns One Hen Bucks:
Example behavior that
costs One Hen Bucks:
Mini competitions for
One Hen Bucks:

•
•
•
•
•
•

Raising hands with questions
Helping to set or clean up
Interrupting other students or the teacher
Making and then leaving a mess
First person or team to decide on a business team name
First person or team to produce ___ products (you set the goal)

For mini competitions, you can also offer tiered amounts of One Hen Bucks for first, second, third
places, or an award amount based on the time it takes each team to complete an activity or task
(e.g., within 10 minutes earns 10 One Hen Bucks, within 15 minutes earns 5 One Hen Bucks, and
so on).
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Bonus Materials
In addition to or independently from One Hen Bucks, you can use “bonus” materials to incentivize
student behavior. These are materials that are set aside as rewards and contribute some sort of
added value to the final products students make. For example, bonus materials for bead bracelets
might be special clay accent beads (versus basic plastic beads). If students will make herb or
garden starter kits, the bonus material could be a pack of seeds for a flowering plant (e.g., violets).
Regardless of product, you should offer a selection, so teams can make decisions based on what a
bonus material might add to their products.
Unlike One Hen Bucks, bonus materials should only be awarded to teams, since the rewards
contribute to a whole team’s products. You can use a point board to track points earned toward
these materials and award at the end of each lesson, once a week, or at whatever intervals work
best for the flow of your classroom.
Example behavior that
earns points:
Example behavior that
costs points:
Mini competitions for
points:

•
•
•
•
•
•

Raising hands with questions
Helping to set or clean up
Interrupting other students or the teacher
Making and then leaving a mess
First team to decide on a business team name
First team to produce ___ products (you set the goal)

For mini competitions, you can also offer tiered amounts of points for first, second, third places, or
an award amount based on the time it takes each team to complete an activity or task (e.g., within
10 minutes earns 10 bonus material points, within 15 minutes earns 5 points, and so on). Another
option is that the order of completion determines the order of selecting a bonus material, if more
than one will be awarded.

One Hen Bucks for Purchasing Bonus Materials
If you wish to combine these classroom management strategies, you can use the One Hen Bucks
system as a way through which students can earn currency to purchase bonus materials that are
not otherwise available through the normal marketplace. You may wish to determine purchasing
priority based on the total amount of One Hen Bucks a team has earned over the course of a lesson
or week. Frequency of bonus material availability should be determined based on the flow of your
instruction and the timeline of your One Hen Academy.
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Glossary of Key Terms
Cause: a commitment to help solve an issue or need in the community, state, country, and/or
world

Customer: somebody who buys a product from somebody else for money
Entrepreneur: someone who starts a business by taking risks
Global Awareness: knowledge of global and cultural perspectives and an understanding
of concepts that impact the world

Interest: an additional amount of money that a bank charges when you repay, or pay back,
your loan

Loan: when someone gives you money to use, but you have to pay back the same amount +
interest

Marketing: a way to get your target group to believe they need the product(s) you sell
Logo: A graphical representation of a business’s brand. A logo can be a picture, the name of
the business, a letter, etc.
Slogan: A catchy and memorable phrase or tag line that a business uses in their marketing. A
slogan is part of a business’s brand.
Sales words: Special words that businesses use to encourage customers to buy a product at a
particular time.

Revenue, Cost, Profit:
Cost: what you spend to run your business and make your product
Revenue: the money you make from selling your product
Profit: the amount of money you have left over after subtract cost(s)

Sales Pitch: is a quick talk to get people excited about your business
Wants v Needs
A need: something that is necessary to survive
A want: something that is nice or fun to have but is NOT necessary to survive
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Introduction to One Hen
Key Term of the Day
One Hen– An organization based off of the children’s book, One Hen: How One Small Loan
Made a Big Difference, that helps teach other people about social entrepreneurship, global
awareness, and financial literacy.

Exploring Kojo’s Journey & the One Hen Story
Timeline

10-15 minutes

Objective

Students will be able to listen, individually, to the book One Hen as the
teacher reads the story.

Overview

Students will meet Kojo and explore the details of Kojo’s story, as presented
through Katie Smith Milway’s book One Hen: How One Small Loan Made a
Big Difference.

Preparation
Materials
Lesson
Details

--Lesson 1 slides
One Hen book
As the educator, you will need to decide how you will present the One Hen
story. How you wish to do so is at your discretion, and should depend on the
age and level of the students with whom you work:
A. Read the book One Hen to the class – If you work with younger
students who enjoy “story time” as a regular part of your normal class
structure, this option may work best. Be sure to pause regularly to check
comprehension, use think-alouds to model proper reading habits, and
show students the colorful visuals from illustrator Eugenie Fernandes. A
glossary in the back of the book can help you determine which vocabulary
words may be good to highlight for your younger students.
B. Show PPT slides & present the summary of the book. If you are
working with older students they may not be as excited to have a
children’s book read to them. In this situation, you can show the Lesson 1
slides and give a brief overview of the One Hen story.
a. The key points are as follows:
i. One Hen: How One Small Loan Made a Big Difference is
based on the real-life story of Dr. Kwabena Darko.
ii. It follows the story of Kojo, a young boy from Ghana who
uses a small loan to cause BIG change.
iii. Kojo buys a single hen to lay eggs to feed his family and
sell at the market.
iv. Using his profits he continues to grow his egg-selling
business, feed his family, and return to school to learn
about agriculture.
v. He then grows his poultry business into the largest in
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Ghana and gives back to the community by providing
micro-loans to individuals who want to start their own small
business, just as he had done

Introduce the One Hen Academy
Timeline

5 minutes

Objective

Students will be able to observe as a class the goals and structure of the One
Hen Academy by viewing presentation slides (or similar). Students will be
able to confirm orally (or individually) as a class their understanding of the
expectations and goals of the One Hen Academy.

Overview

In this activity, students will learn about the flow and goals of the One Hen
Academy and expectations for the unit.

Preparation
Supporting
Resource(s)
Activity
Details

--Lesson 1 slides
Using the provided One Hen Lesson 1 slides, or the display method of your
choosing, you will present the overarching goals and milestones of the One
Hen Academy. You should communicate that students will (preferably in this
order):
1. Start a business with other students
2. Decide on a cause (and a related charity) that a percentage of business
profits will support
3. Learn about loans and interest, and practice borrowing from a “bank”
4. Borrow a loan that you, as the teacher, will provide (this is not real money)
5. Plan their business name, brand, and product ideas
6. Purchase materials with real-world value from a marketplace to make their
products
7. Explore strategies to market their products to potential customers
8. Sell their products to a pre-determined audience
9. Repay their loans with real money and donate a portion of profits to their
cause
While the details will be available to students as you cover each lesson, you
should answer any questions about expectations at this time.
This is also an ideal opportunity to introduce the One Hen Bucks and Bonus
Materials incentives and classroom management systems, if you choose to
utilize either of those options.
	
  

Defining Social Entrepreneurship
Timeline

	
  

10 minutes

Objective

Students will be able to identify the features of a social entrepreneur as a
class. Students will be able to define, orally or in writing in their own words,
the definition of the vocabulary term social entrepreneur(-ship).

Overview

In this activity, you will introduce students to the concept of social
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entrepreneurship, which will be a term used throughout the program.
The Oxford English Dictionary defines a social entrepreneur as “a person
who undertakes or establishes an enterprise with the aim of solving social
problems or effecting social change” and social entrepreneurship as “the
application of entrepreneurial principles to solving social problems or effecting
social change”.
Preparation
Materials
Lesson
Details

--Lesson 1 slides
For this activity, use the Lesson 1 slides to lead a discussion about social
entrepreners. Begin by asking studnets to say what they think an
entrepreneur is.
Explain that an entrepreneur is somebody who starts a business and
takes risks that could either result in making or losing money. Have
them practice saying the work out loud, as it can be difficult for younger
studentst to pronounce.
Next, ask studnets to identify what a social entrepreneur might be. They may
associate the work social with hanging out with friends, so you may need to
connect it to the word society. Once you have settled on an approximate
definition, tell them the dictionaly definition.
	
  

Breaking into Business Teams
Timeline

10-15 minutes

Objective

Students will be able to break into business team groups, as a class, by
following assigned grouping.

Overview

In this activity, you will facilitate the division of your class into business teams.
These business teams will be the groups in which students will complete any
future group work.

Preparation

Materials

Lesson
Details

As the educator, you will need to decide how you will facilitate the division of
the class into business teams of 4-5 students (recommended; you can
determine group size ahead of time). For additional prep work, see each
activity option.
Paper slips
white board or flip chart, popsicle sticks

How you wish to determine business teams is at your discretion, and should
depend on the age and level of the students with whom you work, and your
expectations for teamwork:
A. Decide business teams in advance – If you are familiar with your
students’ strengths and abilities, you may wish to pre-assign business
teams to make sure that skills are evenly distributed across teams. This
will enable you to ensure that all teams have equal chances of success.
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Display and orally announce the team numbers and participating
members.
B. Assigned: Use popsicle sticks– In this case, kids must find others who
have the same popsicle sticks as they do. Ahead of time, group business
teams by specific color, or label the business team number on the
popsicle stick. Give the sticks to the appropriate student so that they will
be able to join the pre-assigned team. Ask kids to find their team
members by finding other kids with the same stick. You may need to guide
this process if it takes too much time.
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Global Awareness & Causes

2

Term of the Day
Global awareness – Having knowledge about and concern for people and issues in other
places around the world.
Cause- a commitment to help solve an issue or need in the community, state, country, and/or
world.

Thinking About Global Issues
Timeline

20 minutes

Objective

Students will be able to individually research a country to identify that
country’s location on a map and issues people in that country face. Students
will be able to answer questions in writing about another country while
completing a worksheet individually.

Overview

In this activity, students will identify the location and issues faced by the
people of a country in another part of the world. Encourage the students to
think globally, and this assignment will help to prepare them for a
conversation about global issues and causes that address those issues.

Preparation

You may need to determine a list of countries to assign in advance. It helps to
exclude Ghana (since it will have already been discussed) and the country
where you are teaching the One Hen Academy (e.g., the United States of
America).

Materials

“Global Awareness: Where are the Issues?”
White board or flip chart
Ask students what they think it means to have global awareness. You can
confirm or guide their answers until you arrive, as a group, at a simple
definition. It may help to write words or phrases on the board as students offer
them, or ask a student to write these down. Hand out the “Global Awareness:
Where are the Issues?” worksheet. Depending on the diversity of your
students, you can approach the remainder of the activity in one of two ways:

Lesson
Details

A. Ask students to explore issues in a country to which their family has
a connection – Explain to students that this assignment will help them
grow in their global awareness. If you believe that the students in your
classroom represent diverse backgrounds, it may be beneficial to choose
this option to tie global awareness to their personal experiences and home
lives. Using the “Global Awareness: Where are the Issues?” worksheet,
students will identify the location of a country to which they have ties.
They can then ask their family members to help them identify an issue in
that country and a possible solution to that issue.
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GLOBAL AWARENESS: WHERE ARE THE ISSUES?
Side 1
Use the worksheet below to learn about a country
somewhere else in the world. With your family, try to figure
out an issue that people in that country face.
Remember! An issue is a challenge that people try to
overcome, such as hunger, having little or no money, or
not having clean water to drink.

1. What is the name of the country? (Write the name of the country)
___________________________________________________

2. What continent is that country on? (Write the name of the continent)
___________________________________________________

3. What do you think is an issue that people in that country face?
___________________________________________________

4. What is a possible solution for that issue? How would you solve it?
______________________________________________________________________
________________________________________________________________
5. What could YOU do to help the people in that country?
______________________________________________________________________
________________________________________________________________
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Discussing Global Awareness & Issues
Timeline
Objectives

Overview

Preparation
Materials

10-15 minutes
Students will be able to identify, in groups, the issues faced by people of other
countries based on their worksheets. Students will be able to work in groups
to report and discuss orally the results of their global awareness homework
assignment by reading from their worksheets.
In this activity, students will explore in more depth the range of issues faced
by people from all over the world. This activity should solidify an
understanding that there are certain issues that are universal, and it will pave
the way for discussing causes.
--Lesson 2 slides
“Global Awareness: Where are the Issues?” Side 2

Lesson
Details

White board or flip chart
Before you start, use the slides to ask students where they are currently, and
where that is in relation to Ghana (Kojo’s and Dr. Darko’s native country). You
may wish to have students guess and volunteer to point those two locations
out on the overhead map (or a map of the world poster). Advance the slides
to show the exact locations. After that introduction, employ one of the
following variations:
A. Based on the Global Awareness handout – Ask students to work with
their business teams. Each student should share the name of their country
and an issue people of that country face. If students were able to
determine a possible solution to an issue, they should share that as well.
Once all students have shared, each team will decide on a country and its
issue. Ask teams to share their country and issue, and record these on a
board or flip chart (you may also assign a student to do this, depending on
age and writing level).
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GLOBAL AWARENESS: WHERE ARE THE ISSUES?
Side	
  2	
  

On	
  the	
  world	
  map,	
  circle	
  where	
  your	
  country	
  is	
  and	
  write	
  the	
  name	
  of	
  the	
  country.	
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Picking a Charity & Product

3

Term of the Day
Charity – A group or organization that works for a cause and to which you can donate money
or other resources, such as volunteer time.

Choosing a Charity to Support
Timeline
Objectives

Overview
Preparation

Materials
Lesson
Details

15 minutes
Students will be able to recognize the organizations that help solve global
issues by participating in a class vote. Students will be able to define,
individually in their own words, the term charity, either orally or in writing.
In this activity, students will vote on a charity based on the list of 2-3
possibilities that the students come up with.
Based on the cause your students choose to support, you will need to prepare
a selection of 2-3 charities that work for that cause, in case the students are
unable to think of charities. You can use the One Hen Lesson 3 slides as a
template for preparing a slide that outlines the key aspects of each charity,
including a feature or “fun fact” that makes that charity unique from others.
Lesson 3 slides
White board or flip chart
Before you introduce the charity options, discuss briefly with students what a
charity is. Ask them for words or phrases that describe charity, and write
these on a board or flip chart.
Clarify that a charity is an organization (or group of people) that supports one
or more causes. After students are familiar with the concept of a charity, have
them brainstorm different charities that support the cause that they know
about.
If the students struggle with this activity, you can present the 2-3
organizations you found, and hold a silent vote for which charity the class will
support. Record the winning charity for reference in later activities.

Picking a Product
Timeline
Objectives

Students will be able to individually differentiate between product ideas by
ranking products based on various desirability criteria. Students will be able to
predict which product(s) will be most popular with their buyers by individually
completing a ranking worksheet.

Overview

In this activity, students will select as a class the products that they will make
in their business teams to market and sell as the One Hen Academy
progresses. You can either vote on a product or take this as an opportunity to
let students know what they will make (if you have not already done so).

Preparation
	
  

15-20 minutes

If you decide that students should be able to choose the products they will
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make, you should determine 3 options from which they can choose. For
younger students, we recommend selecting the product in advance or limiting
the choices. Also, providing a choice builds confidence for students but may
limit the time you have to gather materials for the next lessons. Modify the
PPT slides to show images of the products from which students can choose,
or write the names/show pictures of the product on the board.
Materials

Lesson 3 slides
“Deciding What to Make & Sell”

Lesson
Details

White board or flip chart
Hand out the “Deciding What to Make & Sell” worksheet and read the
directions out loud. Provide the products (up to 3 options) for students to write
in the first row of the chart. Then, you may need to model the first row of stars
for your students. Ask students to shade or color in the star for the product
that matches the description in the left column. Once all rows have been filled
out, ask students to total their stars for each product and write the product
that they gave the most stars.
Hold a vote (silent is optional) in which you ask students to raise their hands if
they voted for Product 1, Product 2, etc. Record these votes on a white board
or flip chart.
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DECIDING WHAT TO MAKE & SELL
To determine the product you will make in your business teams, use this activity sheet to
see what you really think.
In the chart below, color in the star under the star that you think matches the description on
the left side. Do your best to guess!

(Fill in the product
options)

________________ ________________ ________________
(Product 1)

(Product 2)

(Product 3)

__________

__________

__________

Easiest to make
Most fun to make
Uses less
materials
Liked most by me
Liked most by my
family
Liked most by my
friends
Could sell for the
highest price
TOTAL STARS
(How many stars
did each product
get?)

Which product got most stars? (Write the product on the line)
__________________________

This is the product you should vote for!
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Loans & Interest

4

Terms of the Day
Interest – Any extra money that banks charge in exchange for loaning you money.
Loan – Any amount of money that a bank gives to somebody that must be repaid, with
interest, at a later time.

Looking at Loans
Timeline

10-15 minutes

Objective

Students will be able to recall as a group the character traits that banks look
for when lending money and apply this to the concept of a loan. Students will
be able to individually define, in writing or orally in their own words, the
business term loan.

Overview

In this activity, you will introduce students to the financial concept of a loan.
They will explore types of loans and discuss the role of a loan in the One Hen
Academy.

Preparation

If you plan to show the optional video as part of the introduction to loans, you
should make sure that you have access to the internet and to YouTube. You
are free, of course, to locate your own loan video online.

Materials

Lesson 4 slides
Video on loans: http://www.youtube.com/watch?v=K0e0qxP3kkY

Lesson
Details

White board or flip chart
Start this activity by asking students to define a loan: What is a loan? You
should help guide their discussion using prompting questions. Next, ask them
to identify possible types or uses of loans (responses should include home
mortgage, education loans, car loans, etc.). Ask them if they can see what
these loans have in common (e.g., they all fund an investment in something
important).
Use the One Hen Lesson 3 slides to display the definition of a loan, and
specify that a business loan is a special type of loan to invest in a business,
and it is one of the major costs of starting a business as an entrepreneur.
OPTIONAL: You can show students the optional video “Kiva Fellow in the
Field: ‘What is a Loan?’” as an overview of loans.
If the One Hen book was read to the class, ask students to recall why the
bank manager decided to give Kojo a loan: What are some things that show
you can be trusted with a loan? Responses can include a plan, credit history
(proof of successful past loan repayment), education, etc. Write these
responses on a board or flip chart, or use the One Hen Lesson 3 slides.
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Getting Interested in Interest
Timeline

10-15 minutes

Objective

Students will be able to calculate the interest on an example loan by
participating in a whole-class exercise. Students will be able to individually
define, in writing or orally in their own words, the business term interest.

Overview

In this activity, you will build upon the financial concept of a loan by discussing
with students the role of interest in borrowing money from another person or
company (e.g., a bank or lending institution). They will discover that borrowing
money is not free.

Preparation
Supporting
Resource(s)
Activity
Details

If you plan to use the free Brain Pop video in this activity, make sure that you
have access to the internet.
Lesson 4 slides
Video: http://www.brainpop.com/math/ratioproportionandpercent/interest/
Ask students if they think it’s free to borrow money from a bank. If they say
no, confirm this response; if they say yes, ask them whether they would want
to get something extra back from somebody who borrows money from them.
Use the One Hen Lesson 4 slides to discuss the idea of interest, explaining
that it is a type of fee that banks charge for borrowing money. Interest is a
percentage of the loan amount and usually increases if the loan amount
increases.
Use the example of 10% to help students visualize what 1/10 of an amount
looks like. Show them that a loan plus 10% interest looks like one whole circle
plus 1/10 of another.
To help make this process more hands-on, you can give the students 10
pennies or pieces of candy in order to demonstrate what 10% interest looks
like.
OPTIONAL: To further solidify the concept of interest if you have internet
access, show students the Brain Pop video, but be sure to stop it before the
explanation of compound interest (students will only calculate simple interest).
*Students do not need to understand the concept of annual percentage rates
(“APR”) for the purpose of this activity.
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Borrowing Loans

5
	
  

Term of the Day
Loan – An amount of money that a bank gives to somebody that must be repaid, with
interest, at a later time.

Signing the Business Team Loan Agreements
Timeline

15 minutes

Objective

Students will be able to calculate the interest on the loans they will receive, in
small groups using their team loan agreements. Students will be able to work
as a group to complete a loan agreement by writing in amounts and businessrelated details on a team loan agreement.

Overview

In this activity, students will complete and sign the “Business Team Loan
Agreement”, which stipulates the amount of their loan and the terms of
repayment.

Preparation

Materials
Lesson
Details

You should determine the amount of the loans you will give each student
business team before you complete this activity. We recommend an amount
of $10-20 per team, but the total of all loans given should not exceed the
amount of money you (expect to) spend on materials.
Lesson 5 slides
“Business Team Loan Agreement”
Hand out one copy of the “Business Team Loan Agreement” worksheet to
each group. Ask business team members to write their names and your name
in the spaces provided. Then, ask the managers to fill in the date and the
amount of the loan they will receive. Next ask each team to work together to
figure out what their interest amount will be based on a 10% interest rate (you
can choose a different interest rate if you wish to challenge your students).
They should fill in the interest rate and the interest amount.
Remind the students about the previous lesson where they had to calculate
10% interest from $10. Then have the students calculate the interest they will
owe for the loan and the total amount they will have to pay back. (For
example, 10% interest on a $10 loan is $1. The loan $10 + interest $1= $11
they will need to pay back at the end). Have them use this information for the
Business Team Loan Agreement forms.
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BUSINESS TEAM LOAN AGREEMENT
PART 1: BORROWING THE LOAN
Date: ___________________________
Business Team #_________ will borrow money from _______________________ (“The
Bank”).
The Bank promises to lend the Business Team $____ ___.
Together with _____% interest, the Business promises to pay back a total amount of $____
___.
Signed this day by each business team member:
Name: ________________________

Name: ________________________

Name: ________________________

Name: ________________________

Name: ________________________

Name: ________________________

Name: ________________________

Name: ________________________

Approved by The Bank:
Name: _______________________ Signature: ____________________________

PART 2: REPAYING THE LOAN
Date: ___________________________
The Business Team has repaid the original loan of $________ plus interest of $_________
for a total amount of $_________. This Loan Agreement is now complete.
Signed by the Team Manager:
Name: _______________________ Signature: ____________________________
Approved by The Bank:
Name: _______________________ Signature: ____________________________
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Borrowing the Loans
Timeline

20 minutes

Objective

Students will be able to practice in small groups the process of borrowing a
loan from a “bank” by signing an agreement and getting fake money. Students
will be able to practice, in small groups, using key terms loan, borrow,
interest, and bank by participating in a role play of borrowing their team loans.

Overview

In this activity, students will prepare for running their businesses by borrowing
a loan of fake money from the “bank” (you will act as the bank).

Preparation

While there are options for the money that you will use for the loans (including
setting up a credit system for business teams), we encourage you to use
physical money for younger students. You may wish to purchase or borrow a
fake money set to serve as the foundation of your loans to students. However,
make sure that there are enough bills and change to cover both the loans
themselves and later material purchase transactions. You will also display the
Bank Sign in an area of the room that is visible.

Materials

Lesson 5 slides
“Business Team Loan Agreement”
Fake money set

Activity
Details

“Bank Sign”
You should designate a desk or table in your classroom to serve as the bank.
If you are able, hang the Bank Sign so that students know where the bank is,
and keep the sign there during the remainder of the One Hen Academy. If
possible, bringing in a fake money set to serve as the source of each loan. Sit
at the bank and ask each manager to bring their team’s “Business Team
Loan Agreement” to the bank.
In turns, hand each manager the amount of their team’s loan, and clearly
announce to the class that the loan has been given. At the same time, sign in
the space provided, and ask the manager to do the same on behalf of their
group. Keep the “Business Team Loan Agreement”s for each business team
for the repayment activity at the close of the One Hen Academy.
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Customers & Business Names

6
	
  

Term of the Day
Customer – A person who buys & uses a product/service from another person or business.

Aiming for Our Customers
Timeline

10-15 minutes

Objective

Students will be able to give examples of possible customers they will sell to
by working individually to complete a target customer brainstorm. Students
will be able to orally describe their target customers to other members of their
small groups based on what they write on their worksheets.

Overview

In this activity, students will identify key features of the customers to which
they will sell the products. Completion of this activity relies heavily on planning
in advance where and to whom students will sell what they make. If this is not
already determined, students may have trouble completing the activity. There
are several key terms in this activity that will help influence further activities in
the One Hen Academy.

Preparation
Materials
Lesson
Details

It helps to know where your students will sell their products, as that
information will help them determine who their customers might be.
Lesson 6 slides
“Aiming for Your Customers”
Begin the activity by asking students to raise their hands if they are a
customer. Everyone should raise their hands; if not, you should ask those
students whether they buy things or use things made by another person or
company.
Next, ask each student to give one word that they associate with being a
customer. Repeat answers are okay. Use the PPT slides to display the
definition of customer and read it out loud (or ask a student to read it).
Next, based on that, ask students what they think a target group (of
customers) might be. You can build up to this by having students consider
what a target is. Again using the PPT slides, display the definition of a target
group, and walk students through the characteristics of that kind of group.
Explain to students that knowing who your customer is and what your target
group wants can help when they plan their products.
Hand out the “Aiming for Your Customers” worksheet, read the directions
out loud, and ask them to work as a team to identify their customers in the
location where they will sell. You will need to provide the location for Selling
Day for students to complete this. While teams will work together on this
portion of the activity, each student should fill out the worksheet as they go
through it. At the end of the activity, ask a member of each team to share an
example of a customer at this location.
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AIMING FOR YOUR CUSTOMERS
Fill in the basic information about your product below:
1. What product will you sell?
______________________________
2. Where will you sell your products?
_________________________

Answer the following to get to know who your customers are:
1. The people where you will sell are mostly (circle up to 3 types of people):
Students

Friends

Teachers

Adults

Brothers

Sisters

Children

Teenagers

Parents

2. Do you think men & boys or women & girls will want your product? (Circle one)
Men & Boys

Women & Girls

3. Do customers in this location have a lot of money to buy your product? (Circle one)
Yes

No

I don’t know

4. What’s the most important product feature to your customers? (Circle one)
Color

Quality

Price

Made by me

Our Cause Size

List 3 people you know at this location who might want to buy your product:
1. _______________________________________
2. _______________________________________
3. _______________________________________

How can you find out what your customer want? I could:
______________________________________________________________________

Who is your target customer? (Decide with your group)
________________________________
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Choosing a Business Name
Timeline

40 minutes

Objective

Students will be able to generate a team business name by first working
individually, then in small groups, to brainstorm and agree on one idea.
Students will be able to compose business team names by individually writing
ideas on a worksheet and referencing a word bank.

Overview

In this activity, students will work as a team to brainstorm and determine a
name for their business teams. This activity signals the shift away from
referring to teams by numbers to referring to them by their names.

Preparation

Materials

Depending on the product, you should fill in the “Business Name Word Bank”
with nouns and adjectives related to the products students will make and sell,
from which they can compose a name. While students are not required to pick
from the word bank, this can help guide younger students who may struggle
with agreeing to a name or effectively communicating alternatives.
Lesson 6 slides
“My Business Team’s Name”
“Business Names Word Bank”

Lesson
Details

“Business Name Checklist”
First, you should make it clear to students that the business name they
choose will impact the rest of their business activities, so they should consider
their team name carefully. When ready to start, pass out the “My Business
Team’s Name” worksheet, the “Business Name Word Bank”, and the
“Business Names Checklist” worksheet. Explain the process to students,
and let them know that if they cannot agree on a time by the end of the
activity, you will select one for them.
Reiterate that the business name they choose should follow the “Business
Names Checklist,” just like ManCans; it may help them if you review the first
half of this worksheet to decide as a whole class whether or not ManCans
meets the criteria.
Next, let teams work for about 15 minutes, and check in with each team to
ensure they are on the right track. Allow for additional time as needed. When
done, ask each group to share their new business team name, and write them
down on a board or flip chart. We encourage you to display the business team
names for the remaining Lessons.
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MY BUSINESS TEAM’S NAME
Who is your group’s target customer? _______________________________________
(Fill this in from the “Aiming for Your Customers” activity sheet)

Based on your target customer, use the space provided to write down ideas you have for a
name for your business team or product. What would your customers like?

Idea: _______________________________________
Idea: _______________________________________
Idea: _______________________________________
Idea: _______________________________________

Next, work with your team to decide on a name for your business.
Choose carefully – this will be your name for the rest of our time together!
Use the Business Names Checklist and the Business Name Word Bank sheet to help
you make a smart choice. If you need to, vote as a team on the best option.
When you’ve decided, write down the name you choose.

My team’s business name is: _______________________________________

Congratulations – your business team now has a name!
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BUSINESS NAMES WORD BANK
	
  

Use the words from this activity sheet to help you brainstorm a fun, creative business team
name. Your teacher will tell you what words should go in the word bank.
Circle your 3 favorite describing words and your 3 favorite object words from the word
bank and use those to help you come up with ideas!

Describing Words

	
  

Object Words
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BUSINESS NAMES CHECKLIST
YOUR Business Name: (decide if your business name is a good one)
¨ Is YOUR business name easy to spell?
¨ Is YOUR business name easy to say?
Don't pick a name that is long or confusing.
¨ Is YOUR business name original?
Is it different from your peers?
¨ Is YOUR business name memorable?
¨ Will YOUR business name appeal to your customer?
¨ Does YOUR business name explain what your company does?
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Business Branding & Marketing

7

Key Terms of the Day
Marketing: a way to get your target group to believe they need the product(s) you sell.
Logo – A graphical representation of a business’s brand. A logo can be a picture, the name
of the business, a letter, etc.
Slogan – A catchy and memorable phrase or tag line that a business uses in their marketing.
A slogan is part of a business’s brand.

Looking at Logos
Timeline
Objective

Overview
Preparation
Supporting
Resource(s)
Activity
Details

15-20 minutes
Students will be able to recognize the connection between logos and
businesses by matching them together individually. Students will be able to
describe, in their own words and individually, why a logo is important for a
business.
In this activity, students will become familiar with the concept of a logo, an
image or graphical representation that serves as a symbol or emblem of a
business. Students will brainstorm ideas for their business logos.
--Lesson 7 slides
“Business Team Logo Log”
Ask students if they know what a business logo is. Can they come up with any
examples? To introduce the logo activity, you can pass out the “The Logo
Looks Like…” worksheet, read the directions out loud, and ask students to
draw a line connecting each logo to the company it belongs to. When all
students have done so, ask them to discuss: How did you know the correct
choices? Where do you see these logos?
REFLECTION QUESTIONS:
Next, use the PPT slides to guide a discussion of what a logo is and what
types of logos there are. Ask students guiding questions: Why are logos
important? Where do businesses use logos? Do the clothes they wear have
logos? If so, what does that mean (i.e. do they want to pay companies to
advertise for them; do they want to be “walking billboards”)? Why might a
company buy another company and use their logo (Example: Comcast’s
acquisition of NBC Universal and their use of the rainbow peacock to boost
their reputation)?
Next, hand out the “Business Team Logo Log” worksheet and ask students
to work individually or in groups (your choice) to brainstorm and draw ideas
for their own business team logos.
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BUSINESS TEAM LOGO LOG
Use the space below to draw some ideas for your business team’s logo.
Be sure to include:

Logo Idea 1

Logo Idea 2

Logo Idea 3

Logo Idea 4

ü Your business team name
ü An image that represents your business or product
ü Your business colors
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Exploring Slogans
Timeline
Objective

Overview
Preparation
Materials
Lesson
Details

10-15 minutes
Students will be able to recognize the connection between logos and
businesses by matching them together individually. Students will be able to
describe, in their own words and individually, why a logo is important for a
business.
In this activity, students will explore the concept of a slogan, a catchy phrase
(or “catch phrase”) that a business uses to help customers remember who
they are, what they do, or what sell.
--Lesson 7 slides
“The Slogan Sounds Like…”
In following the “Looking at Logos” activity, you can ask students to define,
in their own words, what a slogan is. Answers should align with the definition
above, and if not you should use guiding questions to encourage correct
responses. Once students are familiar with what a slogan is, hand out the
“The Slogan Sounds Like…” worksheet, read the directions out loud, and ask
students to match common slogans that they may have seen or heard by
drawing a line form the slogan to the company which uses it (you can also
create your own worksheet for this activity if you believe local slogans or
taglines may work better).
Then, use the PPT slides to show examples, including McDonald’s ubiquitous
“I’m lovin’ it.” Ask students questions about slogans to build understanding:
Why do businesses use slogans in addition to logos? How is a slogan
different from a logo? What do slogans have in common? Here, you can
consider grouping taglines or jingles into the slogan group, especially if
children volunteer those as examples. The important part of this activity is to
help students see that slogans are easy to remember, short, catchy, they may
rhyme. Depending on the amount of time you have for this activity, you can
either ask students to complete the Slogan worksheet, or tell them that they
can think about a slogan idea for their businesses and use it in the upcoming
marketing lesson.
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THE SLOGAN SOUNDS LIKE…
	
  

On your own, draw a line from each slogan to the company name it belongs to. This may
be trickier than the logo activity, but try your best!

Logos

Companies
Wendy’s

Sony

Taco Bell

Subway

WalMart

Nike

McDonald’s

Discuss as a group:
1. How did you know the correct choices?
2. Where do you see or hear these slogans?
Can you come up with a slogan for your group? Write it below!
______________________________________________________________________
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Coloring a Business
Timeline

15-20 minutes

Objective

Students will be able to select colors that represent their teams and products
by working individually and in small groups to complete a color wheel.
Students will be able to individually label the colors their team chose on a
color wheel worksheet.

Overview

In this activity, students will explore the role of colors in their business and
product planning. Execution of the activity depends heavily on the products
students will make and should be modified as necessary (e.g., an emphasis
on holiday-appropriate colors for ornaments). This activity helps students
identify colors to represent their businesses as well as their products.

Preparation

To help remind students of their color choices, you may wish to purchase a
poster-sized color wheel or use one from your school’s art department (if
possible). Hang the color wheel in a visible location, or if you are unable to
acquire a color wheel poster, you can use the “Coloring the Wheel” handout.

Materials

Lesson 7 slides
“Color Your Business, Color Your Products”
Sticky notes (one pad in differing colors for each team)

Lesson
Details

Color wheel poster
Begin this activity by handing out the “Color Your Business, Color Your
Products” worksheet, and explain to students that they should individually fill
in their group’s business name, match colors to their business names, fill in
their primary target customer, and circle up to three colors that their target
customer would prefer. Then, have students work in their business team
groups to pick two colors that will represent their business and two additional
colors they should focus on for their products. Once each group has
determined their business/product colors, you can complete this activity in two
ways.
A. Use a color wheel poster – Hand out four sticky notes to each group (if
possible, use a different color sticky pad for each business team). On
each, ask managers to write their business teams’ names. On two, below
the team name, ask them to write “business color.” On the other two, have
them write “product color.” Then, ask a different member of each team to
apply their sticky notes to the appropriate locations of the color wheel. The
colors do not need to be exact, since a color wheel may have various
hues and shades of each. Students should do their best.
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COLOR YOUR BUSINESS, COLOR YOUR PRODUCTS
1. What is your business name? (Write it below)
___________________________________________
2. What colors best match your business name?
(Circle colors, and then circle the color group with the
most colors circled)
“Cool” Colors

“Warm” Colors

Green

Red

Blue

Orange

Purple

Yellow

White

Pink

Silver

Gold

Gray/Black

Brown

3. Who is your primary target customer? (Write it below)
__________________________________________________________
4. What color(s) do you think will appeal to your target customer? (Circle up to 3)
Red

Orange
White

Yellow

Silver

Green
Gold

Blue
Brown

Purple
Gray

Pink
Black

5. As a group, now pick 2 colors that will be your business colors (Circle 2 colors):
Red

Orange

Yellow

Green

Blue

Purple

White

Silver

Gold

Brown

Gray

Black

Pink

6. What 2 additional colors should your products be, if colors are needed? (Circle 2 more)
Red

Orange

Yellow

Green

Blue

Purple

White

Silver

Gold

Brown

Gray

Black

	
  

Pink
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Purchasing & Making

8

Purchasing Materials at the Marketplace
Timeline

30-45 minutes

Objective

Students will be able to practice their transactional skills by purchasing
materials at a mock marketplace, individually and in small groups. Students
will be able to write out, as a group, a daily shopping list to help them make
smarter purchasing decisions.

Overview

In this activity, business teams will determine needed materials, and each
team’s manager will purchase those materials from the marketplace.

Preparation

Prior to this lesson, you will need to purchase the materials that the students
will buy at the “marketplace”. You will want to spend as much as the amount
of the loan. (For example: if you gave a $10 loan to 4 teams, then you won’t
want to spend more than $40 on the total materials since it is with this “fake
money” loan that they will pay for their materials.
If you want to extend this activity, you can have students research the price of
materials either online or using a flier.
For the actual market day, set up a designated location in the room marked
with the “Marketplace Sign”, from which you can sell materials during each
successive lesson. Utilize your assistant coach to help facilitate the
purchasing and production process. It also helps to create a quick
“Marketplace Price List” to have handy during the purchasing process.
It helps to prepare materials so that they are in easily buyable units (e.g.,
small bags of 35 blue beads, packs of seeds, etc.). This will help students
predict product material usage and make smart purchasing decisions. When
materials are ready, display them on a table and clearly mark them and their
prices.

Materials

Lesson 8 slides
“Daily Shopping List: What We Need”
“Purchasing Power: What We Bought”

Lesson
Details

“Marketplace Sign”, material price list
Begin this activity by introducing students to the marketplace. Explain that
soon, teams will be able to purchase materials to begin making their products.
Review the materials available, and ensure that a price list for materials is
visible using the One Hen Lesson 8 slides, the “Marketplace Price List”
printouts, a white board, or flip chart.
Before purchasing begins, the business teams must complete a “Daily
Shopping List: What We Need” worksheet. Hand those out, and read the
directions out loud; model if needed. Give the business teams five minutes to
complete the shopping list.
Next, ask managers to take turns purchasing materials (you should determine
transaction limits to allow each team to purchase base amounts of materials
before other teams can double up on certain materials); ask another member
of each team to assist the manager by delivering materials back to each
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group.
Give a third team member the optional “Purchasing Power: What We
Bought” worksheet, and ask them to track the purchases the manager
makes (this team member should be strong in basic multiplication). If you
chose to utilize the One Hen Bucks classroom management system, you can
use current earnings to determine the order in which managers can purchase
supplies. Once they do and their assistant delivers the materials, the rest of
each business team can begin making their products.
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DAILY SHOPPING LIST: WHAT WE NEED
	
  

Use the shopping list template below to write down the materials you can
buy, and how many you think you will need.

(Check off the
box when you
buy a material)

	
  

MATERIAL

HOW MANY?

(Write the name of the material)

(Write how many of
each material you
need)

__________________________________

__________

___________________________________

__________

__________________________________

__________

___________________________________

__________

__________________________________

__________

___________________________________

__________

___________________________________

__________
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PURCHASING POWER: WHAT WE BOUGHT
As you purchase materials, keep track of the date, how many of each
kind of material you buy, and how much you spend.

DATE

MATERIAL

____________ _________________________

____________ _________________________

____________ _________________________

____________ _________________________

____________ _________________________

____________ _________________________

____________ _________________________

____________ _________________________

____________ _________________________

	
  

UNIT
COST
$______

$______

$______

$______

$______

$______

$______

$______

$______

HOW
MANY?

TOTAL
COST

x _____

=
$_________

x _____

=
$_________

x _____

=
$_________

x _____

=
$_________

x _____

=
$_________

x _____

=
$_________

x _____

=
$_________

x _____

=
$_________

x _____

=
$_________
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Making & Tracking Products
Timeline

Depends on product

Objective

Students will be able to work in small groups to design unique products using
materials they purchase. Students will be able to record, individually and in
writing on a worksheet, the materials they use to plan and make products.

Overview

In this activity, students will experience the process of tracking production.
Certain aspects of this activity should be introduced at the beginning of the
lesson (and concurrently with the “Purchasing Materials at the Marketplace”
activity).

Preparation
Materials

--Lesson 8 slides
“What I Made: Tracking Production”
Product materials

Lesson
Details

	
  

Material price list, material labels
Begin this activity by introducing students to the “What I Made: Tracking
Production” worksheet; read the directions out loud. Ask students to first
predict what materials they will need to make their products and draw a
diagram of their planned product. Then, ask each student to keep track of the
making process so they know exactly what they actually used and what they
will need for future production. Before teams purchase materials, hand the
Tracking Production worksheet to each student and read the directions out
loud. Ask students to track how many units of materials they use per item and
the total number of items they make. Students will use this worksheet each
time they work on making products.
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WHAT I MADE: TRACKING PRODUCTION
	
  

Business Name: ________________________________
Use the chart below to plan how many materials you will use for each product and then
track how many materials you actually use. Draw a picture of your planned product and
your actual product!

MATERIAL
(Write the material
name on each line)

For each product, I PLAN to use:
What SHOULD your product look like:
HOW
(Draw	
  a	
  picture	
  of	
  your	
  product	
  plan)	
  
MANY?
(Write the
number)

__________________

________

__________________

________

__________________

________

__________________

________

__________________

________

MATERIAL
(Write the material
name on each line)

For each product, I ACTUALLY used:
What DOES your product look like:
HOW
(Draw	
  a	
  picture	
  of	
  your	
  product	
  plan)	
  
MANY?
(Write the
number)

__________________

________

__________________

________

__________________

________

__________________

________

__________________

________
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Cost, Revenue, and Profit

9

Key Terms of the Day
Revenue, Cost, Profit:
Revenue: the money you make from selling your product.
Cost: what you spend to run your business and make your product.
Profit: the amount of money you have left over after subtract cost(s).

Introducing Cost, Revenue & Profit
Timeline

15-20 minutes

Objective

Students will be able to calculate their unit price, revenue, and profit in small
groups. Students will be able to define, orally or in writing in their own words,
the key terms cost, revenue, and profit.

Overview

In this activity, students will explore the basic financial concepts of cost,
revenue, and profit. You will facilitate student understanding of the definitions
of these terms as well as their relationship to one another and the business
process.

Preparation
Materials
Lesson
Details

--Lesson 9 slides
“Cost, Revenue, Profit: What Are They?”
Use the PPT slides to begin a class discussion about what each of the
terms—cost, revenue, profit—means. For each, you should ask for students
to volunteer definitions before providing one. Also ask them to recall Kojo’s
costs, how he earned his revenue, and what he did with his profits.
Next, you should explain to students that you can figure out your profit by
subtracting your costs (in this case, their loans) from their revenue (the money
they earn in the near future). The money that’s left will be what they use to
save and give. You can write this formula on the board (Revenue – Cost =
Profit), or use the PPT slides for a visual.
Hand out the “Cost, Revenue, Profit: What Are They?” worksheet, and
review the key terms in the first part of the worksheet with students. Ask them
to predict answers based on current knowledge before providing the key
words for each definition.
Next, walk your students through part 2 of the “Cost, Revenue, Profit: What
Are They?” worksheet. You will likely need to model some of the math
problems and help clarify for students, especially younger students. If you
think that some of the math may be too difficult at this point, you may skip part
2.
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COST, REVENUE, PROFIT: WHAT ARE THEY?
Part 1

initial cost, unit, unit cost, unit price, revenue, and profit. You
should use each word only once.
1. The money you spend on materials to make all your
products is called your ____________________.

Revenue

For questions 1-6, fill in the blank with the correct words:

2. A product that you make or sell is also called a

3. The money you spend for materials to make ONE

Profit

_______________________.

product is called your _____________________.

4. The amount of money you sell each product for is called

5. The money you make from selling all your products is

Cost

the ________________________.

called your ________________________.

6. Money you have left over when you subtract your cost
from your revenue is your _____________________.
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COST, REVENUE, PROFIT: WHAT ARE THEY?
Part 2

LET’S TRY IT OUT! Let’s use what we know to see if we can determine Kojo’s costs,
revenue, and profit. Write the numbers for each question on the lines.

1. Kojo purchases 2 hens from the market for $5 each.
What is his initial cost?
$_______________ + $_______________ = $_______________
Cost for Hen 1

Cost for Hen 2

Initial Cost

2. His 2 hens lay 5 eggs each. Each egg is 1 unit.
How many units will Kojo have?
________________ x ________________ = ________________
Number of Hens

Eggs from each Hen

Total Eggs (Units)

3. Using Kojo’s initial cost, what is the unit cost of each egg?
$_______________ ÷ ________________ = $_______________
Initial Cost

Total Eggs (Units)

Unit Cost

4. Kojo wants his profit from selling eggs to be the same as his initial cost.
How much revenue must he earn from selling his eggs?
$_______________ + $_______________ = $_______________
Initial Cost

Profit = Initial Cost

Revenue

5. How much must he sell each egg for to earn that amount?
This will be his price per unit or unit price.
$_______________ ÷ ________________ = $_______________
Revenue

	
  

Total Eggs (Units)

Unit Price

47	
  

	
  

Marshmallow Towers
Timeline

30 minutes

Objective

Students will be able to work in small groups to construct a tower out of
marshmallows and supports. Students will be able to discuss, orally in small
groups, their strategies for reaching accomplishments while reducing costs in
a tower-building activity.

Overview

In this activity, students will practice working with materials to reduce costs
while maximizing revenue and profits.

Preparation

Materials

Depending on your students, you can modify this activity to be more or less
challenging and determine what the prize(s) will be for the team(s) with the
highest profits at the end of the activity. If you choose to use either of the
classroom management strategies, you can award either a bonus material or
One Hen Bucks to the winning team.
Lesson 9 slides
“Building Marshmallow Towers”
“Marshmallow Towers Architect’s Log”

Lesson
Details

Small marshmallows, toothpicks or kebab skewers or thin dry pasta
Explain to students that using the concepts from the previous activity, they will
work in their business teams to build a tower out of marshmallows. Hand out
the “Building Marshmallow Towers” worksheet and read the rules out loud.
Then give each team a “Marshmallow Towers Architect’s Log”, which they
will use to keep track of milestones, such as reaching a certain height or
constructing a tower that remains upright for a predetermined amount of time.
If you think the Architect’s Log will be too difficult for the students, you can
have keep track of their numbers instead. Model for them how to fill out the
worksheet; each marshmallow and support has a cost, so they must record
how many of each they use.
At the close of the activity, before profit is calculated, you can measure each
Marshmallow Tower and time how long it stands on its own. Help students
record these milestones and work with the teams in turns to ensure that they
are able to calculate their profit. Once each group know their profit, you can
announce the winner(s) to the class.
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BUILDING MARSHMALLOW TOWERS
	
  

RULES
Work in your business team to build a tower out of

•

marshmallows and supports.
Each material you use has a COST:

•

o 1 marshmallow costs

$__________

o 1 support costs

$__________

Accomplishments earn you REVENUE:

•

o Each inch of your tower’s height up to 5 earns

$__________

o Each inch of your tower’s height over 5 earns

$__________

o Standing upright for 15 seconds earns

$__________

o Standing upright for 30 seconds earns

$__________

o Standing upright for 60 seconds earns

$__________

o First team to reach 10 inches & stand for 30 seconds earns

$__________

•

Keep track of your materials and accomplishments
o Add up your COST
o Add up your REVENUE

•

	
  

The team with the highest PROFIT (REVENUE – COST) wins!
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MARSHMALLOW TOWERS ARCHITECT’S LOG
	
  

As a team, keep track of your costs and revenue in spaces below. Use the “Building
Marshmallow Towers” activity sheet to reference the value of each accomplishment!

COSTS – Materials Used
Unit Cost

Number Used

Cost

Marshmallows

$ __________

× __________

= $ __________

Supports

$ __________

× __________

= $ __________

TOTAL COST = $___________

REVENUE – Accomplishments
Award

Inches

Revenue

1-5 inches tall

$________ per
inch

× __________

= $ __________

5+ inches tall

$________ per
inch

× __________

= $ __________

Stands for…

Award

Quantity

Revenue

15 seconds

$ __________

×1

= $ __________

30 seconds

$ __________

×1

= $ __________

60 seconds

$ __________

×1

30 seconds at 10+”

$__________

×1

= $ __________

TOTAL REVENUE = $_____________

PROFIT – Did you win?
Revenue

$ ___________

Cost

- $ ___________

Profit

= $ ___________
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Continuing Production
Timeline
Objective

Students will be able to work in small groups to assemble unique products
using materials they purchase. Students will be able to record, individually
and in writing on a worksheet, the materials they use to plan and make
products.

Overview

In this activity, students will continue making their products if time allows.

Preparation

Materials
Lesson
Details

	
  

Depends on product

You should prepare materials so that they are in easily buyable units (e.g.,
small bags of 35 blue beads, packs of seeds, etc.). This will help students
predict product material usage and make smart purchasing decisions. When
materials are ready, display them on a table and clearly mark them and their
prices.
Product materials
Material price list, material labels
You should reopen the marketplace and allow managers to purchase more
materials from you as their groups continue to make products to sell.
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10

Wants & Needs
Key Terms of the Day
Wants v Needs
A need: something that is necessary to survive.
A want: something that is nice or fun to have but is NOT necessary to survive.

Visualizing Wants & Needs
Timeline

20-30 minutes

Objective

Students will be able to distinguish their wants and needs by individually
creating a visual chart. Students will be able to classify items into wants and
needs categories using individual collage worksheets.

Overview

In this activity, students will increase their awareness of their own wants and
needs, as well as the often subtle and/or difficult distinction between the two.
Students will create a word- or image-based collage to demonstrate their
understanding.

Preparation

We suggest that you check with your friends, family, local library, etc., to see
if they can provide you with age-appropriate magazines that can be cut up by
students.

Materials

Lesson 10 slides
“Visualizing Wants & Needs”
Age-appropriate magazines

Lesson
Details

Blank paper, Markers or other drawing utensils, Scissors, Glue sticks
Ask each student to share something they want. After each student has
shared, ask them to repeat the process but now identify something that they
need. Based on this, ask students to volunteer what they think the definitions
of wants and needs are. Confirm and prompt as needed.
REFLECTION QUESTIONS:
Use the PPT slides to show students the definitions of these terms. Then, ask
them to identify whether a glass of water is a want or need. Do the same for a
video game (controller). Explain that in order for companies to sell products
they need to convince customers that their wants are needs. Ask students to
volunteer something that they think they need, but is actually a want. Ask
students: What were Kojo’s wants and needs? Were some things so
important that they could be needs (e.g., his going to school)? Did he spend
his money on wants or needs first?
Next, hand out either the “Visualizing Wants & Needs” worksheet or a blank
piece of paper (students will need to fold this in half and label one column
“Wants” and the other “Needs”).
A. Have students write or draw representative images – If magazines are
not available, or are in short supply, you can ask students to draw words
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or images that represent their wants and needs. You may also suggest
that students do this if they have difficulty finding a magazine image that
works, or if they prefer to draw.
Display the completed “Visualizing Wants & Needs” diagrams in a visible
location in the classroom to remind students to be ever-mindful of their wants
and needs.
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VISUALIZING WANTS & NEEDS
Take a moment to think about your different wants and needs. Then draw images of your
wants and needs in the table below, or cut and paste magazine images under the right
column.
Wants

	
  

Needs
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Continuing Production
Timeline
Objective

Students will be able to work in small groups to assemble unique products
using materials they purchase. Students will be able to record, individually
and in writing on a worksheet, the materials they use to plan and make
products.

Overview

In this activity, students will continue making their products if time allows.

Preparation

Materials
Lesson
Details

	
  

Depends on product

You should prepare materials so that they are in easily buyable units (e.g.,
small bags of 35 blue beads, packs of seeds, etc.). This will help students
predict product material usage and make smart purchasing decisions. When
materials are ready, display them on a table and clearly mark them and their
prices.
Product materials
Material price list, material labels
You should reopen the marketplace and allow managers to purchase more
materials from you as their groups continue to make products to sell.
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Sales Words & Marketing

11

Key Terms of the Day
Marketing: a way to get your target group to believe they need the product(s) you sell.
Sales words – Special words that businesses use to encourage customers to buy a product
at a particular time.

What are Sales Words?
Timeline

10-15 minutes

Objective

Students will be able to consider the language used in marketing promotions
by reviewing sales words as a class. Students will be able to define,
individually and orally, the definition of the term sales words.

Overview

In this activity, students will explore examples of sales words that businesses
use to help convince customers to buy a product, based on pricing, discounts,
time, or emotions. A basic recognition of and familiarity of this kind of
language will help students become more informed customers as well as
better sellers.

Preparation
Materials
Lesson
Details

--Lesson 11 slides
Since the idea of sales words may be new to many students, begin this
activity by introducing the definition of sales words using the One Hen Lesson
11 slides. Explain to students that in order for marketing to convince them that
they need something they want, they use particular words called sales words.
These are words used to sell something, and they have likely heard or seen
examples of these.
Tell them that there are four kinds of sales words; they explain pricing, they
announce discounts, they create urgency, and they appeal to emotions. Ask
students if they can come up with an examples of each type of sales words.
As they offer examples, you can ask them: Where have you seen or heard
those words? How did those words make you feel? As you work through each
type, use the One Hen Lesson 11 slides to display examples for the class.

EXTENSION: Finding Sales Words
Timeline

	
  

20-25 minutes

Objective

Students will be able to individually analyze advertisements that they locate in
magazines or newspapers. Students will be able to label or underline,
individually, the sales words they find in magazine advertisements

Overview

In this activity, students will look for examples of sales words that businesses
use to help convince customers to buy a product, based on pricing, discounts,
time, or emotions. Depending on the flow of your class and lessons, this
activity may be assigned for in-class completion, or used as a homework
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assignment prior to the lesson.
Preparation

Materials

It helps to check with your friends, family, local library, etc., to see if they can
provide you with age-appropriate magazines that can be cut up by students.
Also ask the students to try to bring in old magazines and newspapers.
Magazines or visual examples, Sticky notes
Scissors, Glue, Markers, White board or flip chart

Activity
Details

A. Ask students to bring magazines, newspapers, or flyers in class. Ask
students to find an advertisement that contains at least one type of sales
words. They should tear or cut out this advertisement, especially if
magazines are limited.
Ask students to review the advertisement they found for examples of sales
words. Depending on resources, you may ask students to:
A. Label the words – Hand out small sticky notes with one of the types of
sales words written on each. Ask students to label all of the sales words
they can find. Then, ask students to take turns sharing the words they find
with their business team. Students will keep these ads in their portfolios.
B. Cut out the words – Hand out scissors to students and ask them to cut
out all of the sales words they can find. Ask them to glue these words into
the appropriate quadrant of a poster board or flip chart sheet labeled with
each of the four main types of sales words. Display this collage in a visible
area to remind students about sales words and inspire their marketing
efforts.
Point out to students that sales words, as they can easily see, are
everywhere, and they show up in magazines, movies, TV commercials,
billboards, signs, flyers, and more. Tell students they should always think
about the words they read or hear and how they react to those words.

Continuing Production
Timeline

Depends on product

Objective

Students will be able to work in small groups to assemble unique products
using materials they purchase. Students will be able to record, individually
and in writing on a worksheet, the materials they use to plan and make
products.

Overview

In this activity, students will continue making their products if time allows.

Preparation

Materials

You should prepare materials so that they are in easily buyable units (e.g.,
small bags of 35 blue beads, packs of seeds, etc.). This will help students
predict product material usage and make smart purchasing decisions. When
materials are ready, display them on a table and clearly mark them and their
prices.
Product materials
Material price list, material labels
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Lesson
Details

	
  

You should reopen the marketplace and allow managers to purchase more
materials from you as their groups continue to make products to sell.
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Sales Pitch

12

Key Terms of the Day
Sales Pitch: is a quick talk to get people excited about your business.

Brainstorming the Sales Pitch
Timeline

20-30 minutes

Objective

Students will be able to give examples of selling points by working individually
on a sales pitch exercise. Students will be able to individually compose sales
pitches by answering questions on a worksheet about their products.

Overview

In this activity, students will respond to guiding questions that will help them
narrow down their sales pitches and focus on product characteristics and
sales words that they can use to boost sales.

Preparation
Materials
Lesson
Details

--Lesson 12 slides
“Pitching Your Business & Product”
Ask students what they think a pitch is (pointing them toward the baseball
metaphor works well; e.g., a pitch in baseball is targeted, strong, and fast). If
that’s a normal pitch, ask students what a sales pitch could be. Confirm and
prompt as needed. Use the One Hen Lesson 12 slides to display the definition
of a sales pitch and why sales pitches are important for businesses.
Hand out the “Pitching Your Business & Product” worksheets and read the
directions out loud. Ask student to first work individually to brainstorm their
own unique sales pitches by answering the questions on the worksheet. After
about 15 minutes, ask a few students to share their sales pitches in front of
the class and allow students to provide feedback.
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PITCHING YOUR BUSINESS & PRODUCT
	
  

Fill in the blanks with information about your business and product.
1. Your Identity – Who you are.
What is your business’s name? ___________________________________
2. Your Product – What you sell.
What are you planning to sell?
______________________________________________________________________
________________________________________________________________
3. Your Selling Points – What makes your product special.
a. This product is _________________________________________________.
b. This product is made with ________________________________________.
c. This product is made by ________________________________________.
d. If you buy this product, you _______________________________________
because __________________________________________
4. Your Cause – How you give back to the community.
a. What cause are you supporting?
_______________________________________
b. How much of your profits will you give to this cause? ___________%
c. If people buy your products, they will be supporting (circle all that apply):
Hunger

Education

Disaster relief Conflict relief

	
  

Clean water
Health

Small businesses
Other:____________
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Practicing Sales Pitches
Timeline
Objective

Students will be able to role play a selling scenario in pairs. Students will be
able to present, orally to a partner, the features of their products as they role
play a selling scenario.

Overview

In this activity, students will practice their selling skills in pairs or small groups.

Preparation
Materials
Lesson
Details

	
  

20 minutes

--Lesson 12 slides
“Practicing Your Pitch with Others”
Ask students to break into pairs (these may or may not by business teams,
and they may be determined in advance). Hand each pair a “Practicing Your
Pitch with Others” questionnaire sheet and read the directions out loud. One
student in each pair will pretend to be a buyer and the other will pretend to be
the seller. The buyer will use the questionnaire to ask the seller questions
about the product they’re selling. The seller should reference their “Pitching
Your Business & Product” worksheet to answer the buyer’s questions. You
should ask them to switch roles after about 5 minutes, even if they haven’t
finished all of the questions.
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PRACTICING YOUR PITCH WITH OTHERS
Let’s role play! Work with a partner to practice your business pitch skills. One person will
be the “buyer” and the other will be the “seller.” The buyer will ask the seller the questions
below, and the seller will use their “Pitching Your Business & Product” activity sheet to
answer the questions.
Sellers” Make sure you greet your buyer and say “Thank you!” when you’re done!

Questions
1. What are you selling today?
2. What does this product do?

3. Why is it special?
4. Why should I buy it from you, and not somebody else?
5. Do I have to buy it now?
6. How much money does it cost?
7. Are there any deals on this product?

When you’re done, switch roles!
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Continuing Production
Timeline
Objective

Students will be able to work in small groups to assemble unique products
using materials they purchase. Students will be able to record, individually
and in writing on a worksheet, the materials they use to plan and make
products.

Overview

In this activity, students will continue making their products if time allows.

Preparation

Materials
Lesson
Details

	
  

Depends on product

You should prepare materials so that they are in easily buyable units (e.g.,
small bags of 35 blue beads, packs of seeds, etc.). This will help students
predict product material usage and make smart purchasing decisions. When
materials are ready, display them on a table and clearly mark them and their
prices.
Product materials
Material price list, material labels
You should reopen the marketplace and allow managers to purchase more
materials from you as their groups continue to make products to sell.
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13

Marketing Your Product
Key Terms of the Day
Marketing: a way to get your target group to believe they need the product(s) you sell.

Making Marketing Materials
Timeline
Objective

Overview

Preparation

Materials

45 minutes
Students will be able to prepare marketing materials by working in small
groups to complete posters, flyers, or table tents. Students will be able to
draw and illustrate the features of their products by working in small groups to
complete posters, flyers, or table tents.
In this activity, students will use what they have learned about sales words
and wants and needs to create posters and/or flyers that they can display to
help encourage buyers to purchase products on Selling Day. If Selling Day
will not happen on-site, you should only have students work on a poster for
their business teams. If time allows, you should schedule at least one followup lesson devoted solely to creating marketing materials, during which all
students contribute and have the opportunity to practice using sales words,
etc.
Students will be able to make flyers, posters, table tents, or any other
marketing materials you would like them to make. Make sure that you have
plenty of markers, colored pencils, or other art supplies to ensure students
can be both creative and productive.
Lesson 13 slides
“Making Marketing Materials”
“Laying Out a Poster”
“One Hen Academy Table Tent”

Lesson
Details

Poster board, Blank paper, Markers or other drawing utensils
Depending on how you wish to organize your classroom time, you may
choose one of the following methods to implement this activity:
A. Ask all students to contribute to making marketing materials –
Everyone will work on marketing materials. Business teams can determine
who will work on the team’s poster, who will make flyers, and who will
complete the “One Hen Academy Table Tent” template. Hand out the
“Making Marketing Materials” and “Laying Out a Poster” worksheets to
any students who will make posters or flyers, and read the directions out
loud.
B. Ask teams to specialize – You may ask each business team to
determine which members will create marketing materials, and which
members will continue making products. Hand out the “Making Marketing
Materials” worksheet, “One Hen Academy Table Tent” template, and
“Laying Out a Poster” worksheet to any students who will make posters
or flyers, and read the directions out loud. The remaining students will
continue making products. In this case, ask students to work as a team so
that products and marketing materials follow each team’s business
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planning.
If your students create flyers for their business teams, you should try to have
these hung in or near the location of Selling Day.
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MAKING MARKETING MATERIALS
	
  

Brainstorming Marketing Messages
Fill in the blanks with your product and words that will help convince your customers to buy
from you.
1. Our _______________________ will make you ___________________________!
2. When you wear our _____________, other people will think that you are _________!
3. Can you think of your own marketing message?
___________________________________________________________________

What Sales Words Will You Use?
Check off the words below you think are relevant or appropriate for your marketing efforts.
Choose them carefully, because your customers may not respond positively to too many
sales words!
Price
Free
Only $____
Just $____
As low as
$____
Easy
payments

Discount
Sale
Discount
Get
Save
Up to ___% off
Buy one Get
one

Rush
Limited time (only)
While supplies last
Act Now
Last Chance
Before time runs
out

Entice
You’ll love this
Don’t go
without
Be the first
Give the gift
Be the
best/smartest

Flyer & Poster Checklist
For your flyers, did you remember to (check off all that apply):
Include your business name?
Include a slogan or tagline?
Include a logo?
Name your product?
Show your product?
List your selling points?
Include prices?
Say that _______% of your profit will go to ___________________________?
Say what that charity does?
Use colors that represent your business name (if printed/made in color)?
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LAYING OUT A POSTER
	
  

Use the layout template below to help you organize your flyers and posters and make the
most of your marketing materials!
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One Hen Academy Table Tent Template
Cut out the table tent on the dotted lines, fill in the 3rd side, fold into thirds, and tape together.
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EXTENSION: Continuing Production
Timeline
Objective

Students will be able to work in small groups to assemble unique products
using materials they purchase. Students will be able to record, individually
and in writing on a worksheet, the materials they use to plan and make
products.

Overview

In this activity, students will continue making their products if time allows.

Preparation

Materials
Lesson
Details

	
  

Depends on product

You should prepare materials so that they are in easily buyable units (e.g.,
small bags of 35 blue beads, packs of seeds, etc.). This will help students
predict product material usage and make smart purchasing decisions. When
materials are ready, display them on a table and clearly mark them and their
prices.
Product materials
Material price list, material labels
You should reopen the marketplace and allow managers to purchase more
materials from you as their groups continue to make products to sell.
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14 Final Prep of Materials & Practice Pitch
(Continue) Making Marketing Materials
Timeline
Objective

Overview

Preparation

Materials

45 minutes
Students will be able to prepare marketing materials by working in small
groups to complete posters, flyers, or table tents. Students will be able to
draw and illustrate the features of their products by working in small groups to
complete posters, flyers, or table tents.
In this activity, students will use what they have learned about sales words
and wants and needs to create posters and/or flyers that they can display to
help encourage buyers to purchase products on Selling Day. If Selling Day
will not happen on-site, you should only have students work on a poster for
their business teams. If time allows, you should schedule at least one followup lesson devoted solely to creating marketing materials, during which all
students contribute and have the opportunity to practice using sales words,
etc.
Students will be able to make flyers, posters, table tents, or any other
marketing materials you would like them to make. Make sure that you have
plenty of markers, colored pencils, or other art supplies to ensure students
can be both creative and productive.
Lesson 13 slides
“Making Marketing Materials”
“Laying Out a Poster”
“One Hen Academy Table Tent”

Lesson
Details

Poster board, Blank paper, Markers or other drawing utensils
Depending on how you wish to organize your classroom time, you may
choose one of the following methods to implement this activity:
C. Ask all students to contribute to making marketing materials –
Everyone will work on marketing materials. Business teams can determine
who will work on the team’s poster, who will make flyers, and who will
complete the “One Hen Academy Table Tent” template. Hand out the
“Making Marketing Materials” and “Laying Out a Poster” worksheets to
any students who will make posters or flyers, and read the directions out
loud.
D. Ask teams to specialize – You may ask each business team to
determine which members will create marketing materials, and which
members will continue making products. Hand out the “Making Marketing
Materials” worksheet, “One Hen Academy Table Tent” template, and
“Laying Out a Poster” worksheet to any students who will make posters
or flyers, and read the directions out loud. The remaining students will
continue making products. In this case, ask students to work as a team so
that products and marketing materials follow each team’s business
planning.
If your students create flyers for their business teams, you should try to have
these hung in or near the location of Selling Day.
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EXTENSION: Continuing Production
Timeline
Objective

Students will be able to work in small groups to assemble unique products
using materials they purchase. Students will be able to record, individually
and in writing on a worksheet, the materials they use to plan and make
products.

Overview

In this activity, students will continue making their products if time allows.

Preparation

Materials
Lesson
Details

	
  

Depends on product

You should prepare materials so that they are in easily buyable units (e.g.,
small bags of 35 blue beads, packs of seeds, etc.). This will help students
predict product material usage and make smart purchasing decisions. When
materials are ready, display them on a table and clearly mark them and their
prices.
Product materials
Material price list, material labels
You should reopen the marketplace and allow managers to purchase more
materials from you as their groups continue to make products to sell.
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15

Sell Day
Selling Products & Tracking Sales
Timeline

45 minutes

Objective

Students will be able to demonstrate their business knowledge by
participating as a class in a real-world selling scenario. Students will be able
to explain to customers, orally in small groups, their products, selling points,
and accomplishments by participating in a real-world selling scenario.

Overview

In this activity, students will sell their products in a “real world” setting, using
the knowledge they have gained about the process as well as the marketing
materials they have created.

Preparation

You should have already determined to the location where and process
through which your students will sell the products they have made. If possible,
set up the selling location in advance (i.e., set up a table for each group, on
which they can place their products and marketing materials, and behind or in
front of which they can hang their team posters).
Some ideas for selling locations: schools, front of grocery stores, community
centers, etc.

Materials

Lesson 15 slides
“Selling Day: Tracking Sales”
“Tracking Take-Home Sales”

Lesson
Details

Plastic bags, Team posters, One Hen Academy Table Tents
Begin this activity by gathering the class as usual. Explain to students that
they will now use what they have learned to promote and market their
products to customers. Ask each team to quickly brainstorm 5 strategies they
will use to convince people to buy from them; they should write these down on
a piece of paper. After about 5 minutes, ask a member of each team to share
one strategy, and each group should share a strategy that has not been
mentioned. Next, review the “Selling Day: Tracking Sales” worksheet.
Students should record what they sell, quantities, and prices, to determine
how much money they earn. Proceed to follow one of the following processes:
A. Move to the selling location – If students will sell their products on
location during the lesson, move the class to the designated spot. Ask
teams to display their products and hang up their posters. Once all teams
are set up, they can open their “shops” for customers. Depending on the
location and age of your students, you may be able to send them in pairs
to “drum up” business in the vicinity. Students should take turns using the
“Selling Day: Tracking Sales” worksheet to record what they sell, and for
how much money. Managers should keep track of revenue and separate
any money that may be donated without a purchase; they can use clear
re-sealable sandwich bags to do so.
B. Continue with additional activities – If students will sell products at
home, and you introduced selling at the close of lesson 15, you can move
onto complete certain portions of the following Activities: “Reflecting on
Selling Day”, “Repaying Loans” (if enough money was earned after the
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first selling activity), or “Continuing Production” (for a follow-up Selling
Day).
Regardless, students should each take an “Selling Day: Tracking Sales”
worksheet home with them to track products sold, and managers should keep
a record of how many products each team member brings home and returns
with, using the “Tracking Take-Home Sales” worksheet.
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SELLING DAY: TRACKING SALES
	
  

Use this activity sheet to keep track of what you sell and how much money you make. That
way, when you’re calculating profit, you can compare your amounts!
Product
(Write the product)

Cost per Unit
(Enter dollar amount)

Units sold
(Enter quantity)

$_______

X ________

=

$__________

$_______

X ________

=

$__________

$_______

X ________

=

$__________

$_______

X ________

=

$__________

$_______

X ________

=

$__________

$_______

X ________

=

$__________

$_______

X ________

=

$__________

$_______

X ________

=

$__________

$_______

X ________

=

$__________

$_______

X ________

=

$__________

$_______

X ________

=

$__________

$_______

X ________

=

$__________

$_______

X ________

=

$__________

$_______

X ________

=

$__________

TOTAL REVENUE EARNED

	
  

Total Sale Price
(Enter dollar amount)

$____________
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TRACKING TAKE-HOME SALES
	
  

Managers: Keep track of the products your business team members sell at home to make
sure you earn the revenue you’re supposed to. Use this activity sheet to record how many
products your team members take home, what they bring back, and how much money they
turn in.
DATE

	
  

TEAM MEMBER
(Write the
member’s name)

OUT

IN

(How
many
products
did they
take
home?)

(How many
products did
they bring
back?)

________

________

REVENUE
OK?
(How
(Check
much
the box if
money did
everything
they
is correct)
make?)

$________
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16 Sell Day 2
	
  

Selling Products & Tracking Sales
Timeline

45 minutes

Objective

Students will be able to demonstrate their business knowledge by participating
as a class in a real-world selling scenario. Students will be able to explain to
customers, orally in small groups, their products, selling points, and
accomplishments by participating in a real-world selling scenario.

Overview

In this activity, students will sell their products in a “real world” setting, using
the knowledge they have gained about the process as well as the marketing
materials they have created.

Preparation

Materials

You should have already determined to the location where and process
through which your students will sell the products they have made. If possible,
set up the selling location in advance (i.e., set up a table for each group, on
which they can place their products and marketing materials, and behind or in
front of which they can hang their team posters).
Lesson 15 & 16 slides
“Selling Day: Tracking Sales”
“Tracking Take-Home Sales”

Lesson
Details

Plastic bags, Team posters, One Hen Academy Table Tents
Begin this activity by gathering the class as usual. Explain to students that
they will now use what they have learned to promote and market their
products to customers. Ask each team to quickly brainstorm 5 strategies they
will use to convince people to buy from them; they should write these down on
a piece of paper. After about 5 minutes, ask a member of each team to share
one strategy, and each group should share a strategy that has not been
mentioned. Next, review the “Selling Day: Tracking Sales” worksheet.
Students should record what they sell, quantities, and prices, to determine
how much money they earn. Proceed to follow one of the following processes:
C. Move to the selling location – If students will sell their products on
location during the lesson, move the class to the designated spot. Ask
teams to display their products and hang up their posters. Once all teams
are set up, they can open their “shops” for customers. Depending on the
location and age of your students, you may be able to send them in pairs
to “drum up” business in the vicinity. Students should take turns using the
“Selling Day: Tracking Sales” worksheet to record what they sell, and for
how much money. Managers should keep track of revenue and separate
any money that may be donated without a purchase; they can use clear resealable sandwich bags to do so.
Regardless, students should each take an “Selling Day: Tracking Sales”
worksheet home with them to track products sold, and managers should keep
a record of how many products each team member brings home and returns
with, using the “Tracking Take-Home Sales” worksheet.
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17

Bringing it All Together
Key Terms of the Day
Loan: when someone gives you money to use, but you have to pay back the same amount +
interest.
Revenue: the money you make from selling your product.
Profit: the amount of money you have left over after subtract cost(s).

Repaying Loans
Timeline

15 minutes

Objective

Students will be able to practice in small groups the process of repaying a
loan to a “bank” by turning in real money. Students will be able to practice, in
small groups, using key terms loan, repayment, interest, and bank by
participating in a role play of repaying their team loans.

Overview

In this activity, students will determine whether they earned enough money to
repay their loans and complete the borrowing process. This activity can be
completed in tandem with the “Calculating Revenue & Profit” activity,
especially if you have completed the selling process.

Preparation
Materials
Lesson
Details

Be sure that you have the “Business Team Loan Agreement” for each team
on hand.
Lesson 17 slides
“Business Team Loan Agreement” (completed)
Begin by asking students to recall the amount of money they borrowed from
the “bank” near the start of the One Hen Academy. Now ask them how much
interest they agreed to repay. Ask students to recall what their loans (plus
interest) represent in terms of their businesses (they should answer “cost”, but
you may have to guide them to this answer).
Hand out to each manager their team’s “Business Team Loan Agreement”.
Then ask business teams to work together to count out the amount of money
they need to repay their loans, complete the remaining portion of the
“Business Team Loan Agreement” (with your help, if needed) and to tell you
when they are ready. As teams finish, move to each group to collect the
money for their loans and sign that the loans have been repaid. Congratulate
each team on successfully repaying what are likely their first loans.

Calculating Revenue & Profit
Timeline

	
  

10-15 minutes

Objective

Students will be able to work individually and in small groups to calculate their
team’s revenue and profit using a worksheet. Students will be able to define,
orally and in their own words, the key terms revenue and profit.

Overview

In this activity, students will put into practice the concepts of cost, revenue,
and profit from earlier in the One Hen Academy. They will determine how
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much money they have to work with after repaying their loans (their profit).
Preparation

Materials
Lesson
Details

	
  

In advance, you should write each business team name in a visible location
on the whiteboard or a flip chart to later record the profit each team earned
and the amount that team will give.
Lesson 17 slides
“Profit & Giving: How Much?”
Review cost, revenue, and profit using the PPT slides. Hand out the “Profit &
Giving: How Much?” worksheets to each student and read the directions out
loud. Ask each student to complete the first two sections of the worksheet as
their teams work together to determine their revenue and profit. They should
use their “Selling Day: Tracking Sales” worksheets to figure out their revenue,
and subtract their loan repayments to calculate their profit. Make it clear that
they should only focus on cost, revenue, and profit at this point. You may
need to visit each group to make sure they are able to complete the addition
and subtraction needed for this activity. Tell managers to count their money to
compare it to the profit they calculate. After amounts have been verified, ask a
member of each team to share the amount of profit their team made.
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PROFIT & GIVING: HOW MUCH?
1. What’s your REVENUE and your COST? Fill in the
blanks with the dollar ($) amounts.
REVENUE: My team earned $___________
COST:

We had to repay $__________

2. Figure out your team’s PROFIT! Fill in the blanks with the appropriate dollar ($)
amount.
REVENUE:

$___________ (use your revenue from #1)

- COST:

- $___________ (use your cost from #1)

= PROFIT!

= $___________

3. Determine how much money your team will give to charity! Fill in the blanks with
the appropriate dollar ($) amount and percentage (we can do this together):
\ PROFIT:

$___________ (use your profit from #2)

× PORTION (%):

× ___________%

= GIVING:

= $___________

4. Round up the amount you’ll give and fill in the
blank:

My team will give $___________ to
charity!
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Calculating Giving Amount
Timeline

10-15 minutes

Objective

Students will be able to work individually and in small groups to calculate their
team’s giving amount using a worksheet. Students will be able to share, orally
as a small group, their group’s accomplishments and giving amounts by
participating in a whole-class discussion.

Overview

In this activity, students will finally determine how much money they will be
able to give (as a team and as a class) to the charity and cause they voted to
support earlier in the One Hen Academy.

Preparation
Materials

--Lesson 17 slides
“Profit & Giving: How Much?”

Lesson
Details

	
  

White board or flip chart
Using the “Profit & Giving: How Much?” worksheets from the Calculating
Revenue & Profit activity, each team can determine how much money they
will give to the class charity. Use the One Hen lesson 17 slides to reintroduce
percentages and briefly clarify that percentages are easier to work with as
decimals. Ask students to now complete the last two sections of their “Profit &
Giving: How Much?” worksheets; they should multiple their profit amount by
the decimal version of their giving percentage (e.g., 0.25 for 25%, 0.50 for
50%, and so on). When ready, ask a member of each team to share with the
class how much money their team will be able to give to support the charity
and cause. Record these on a white board or a flip chart (see: “Calculating
Revenue & Profit”). Next, work as a whole class to add up the giving amounts
to find the class total. When calculated, write this amount in a visible location
and congratulate the whole class.
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Wrap-up & Rewards
Planning a Field Trip
If your students choose to support a charity organization with local ties, you may want to schedule a
field trip as a concluding reward activity for the One Hen Academy. A field trip is a great way to let
students see how their monetary contribution will be put to good use and who that donation will
benefit. If you wish to arrange for a field trip earlier, you may certainly do so. However, it helps to
wait until the students have completed about half of the lessons so that they can share their
knowledge on-site and ask informed questions.
If possible, contact the organization to which you will donate the money earned by your students
prior to the end of the One Hen Academy.

Inviting a Guest Speaker
As an alternative to going on a field trip, you may be able to invite a guest speaker to your
classroom either during or at the conclusion of the One Hen Academy. However, it helps to wait at
least until the students have completed about half of the lessons so that they can share their
knowledge with your guest speaker and ask informed questions.
If you choose to invite a speaker into your class, we suggest that you work with students ahead of
time to prepare questions they can ask this visitor. Depending on the size of your class, you should
encourage all students to ask a question.

Rewarding Students for Completion of the One Hen Academy
In addition to congratulating students, we encourage you to let them vote on how they wish to use
their remaining profits. It has been found by other educators that the following are activities that
may work:
•
•
•
•

Let students purchase leftover or extra materials to make products they can keep for
themselves, as opposed to having to sell them.
Use the money to purchase pizza for a pizza party.
Let the students vote on new toys or supplies for the classroom.
Arrange for a field trip to a current movie playing at a nearby movie theater.

Some rewards may require parental consent or verification of food allergies. Where possible,
provide your students with a choice on which they can vote, so they feel as though they have a say
in the use of their money.

Making the One Hen Academy Charity Donation
Near the close of the One Hen Academy, you should try to make the donation to the class charity
as a class. If you have internet access, you may be able to do this online using a projector.
Otherwise, you should make this donation at home and bring the confirmation in a following lesson
to share with the class and congratulate them once more on their hard work and for successfully
completing the One Hen Academy.
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Recognizing the Donation with Certificates
If possible, you should ask the charity to provide a certificate for the class in recognition of their
hard work and support of the given cause. You may need to write to the charity to which the class
donates money to arrange this in advance or post-donation. If you were unable to schedule this
during the bulk of the One Hen Academy, you could also utilize a field trip or classroom visit that
could serve as recognition and reward for students’ giving.
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One Hen Academy Full Glossary of Terms
Borrowing – Taking something on loan from somebody else, such as money or physical items.
Brand – The overall identity, including products, of a business. This is how we can tell one
business’s products from those of another business.
Business – An organization that makes products to sell for money.
Business name – As part of a brand, this is the words or phrase used to identify a business.
Business pitch – How you present your company or products to another person. This should be
quick and focused on selling points and brand.
Cause – An effort to solve a world issue, such as the fight against global poverty, hunger, poor
health and sanitation, low education levels, disasters, conflict, unclean water supplies, etc.
Charity – A group or organization that works for a cause and to which you can donate money or
other resources, such as volunteer time.
Contract – A legally binding document through which two individuals or groups agree to something.
Cost – The amount of money it takes to start or run a business, or to make products.
Customer – A person who buys and uses a product or service from another person or business.
Entrepreneur – A person who starts a business by taking risks with money.
Giving – The act of providing resources, including money, to somebody else without asking for
anything in return.
Global awareness – Having knowledge about and concern for people and issues in other places
around the world.
Interest – An extra money that banks charge in exchange for loaning you money.
Interest rate – The percentage of a loan that a bank charges for interest.
Issue – A challenge, problem, or concern faced by people all over the world. Issues include hunger,
poverty, sanitation, etc.
Invest – The process through which you use money to help grow a business. You can invest in
people, new equipment, research, marketing, and more.
Loan – An amount of money that a bank gives to somebody that must be repaid, with interest, at a
later time.
Loan agreement – A type of contract that explains the amount of a loan, the interest rate of the
loan, the loan borrowing date, the expected loan repayment date, etc.
Logo – A graphical representation of a business’s brand. A logo can be a picture, the name of the
business, a letter, etc.
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Manager – A person who is in charge of leading a business team and making sure that everybody
is doing their job.
Marketing – When businesses use promotions to get customers to buy more of their products or
services.
Marketplace – A type of store or group of stores where sellers and buyers come together to
exchange products and services for money or other products and services.
Need – Something that a person must have or do in order to survive, such as food, water, and
warmth.
One Hen, Inc. – A business that helps teach other people about social entrepreneurship, global
awareness, and financial literacy.
One Hen Academy – A series of activities that help teach young people about social
entrepreneurship, global awareness, and financial literacy.
Product – a good or service that a company makes and then sells to earn revenue.
Production – The process of making things.
Promotion – When a business uses flyers, posters, billboards, or people to announce new
products, changes in price, or other events.
Profit – The money that is left over after a business accounts for cost. Profit can be calculated by
subtracting costs from revenue.
Purchase – The act of buying a product with money.
Repayment – Giving money back to the bank in the total amount of a loan plus its interest.
Revenue – The amount of money a business earns from selling products.
Sales words – Special words that businesses use to encourage customers to buy a product at a
particular time.
Saving – The act of holding onto resources, including money, to be used for something important
or valuable in the future.
Selling – The act of providing a product or service to a customer, in exchange for money.
Slogan – A catchy and memorable phrase or tag line that a business uses in their marketing. A
slogan is part of a business’s brand.
Social entrepreneur – A special type of entrepreneur who either uses their business or gives part
of their profits to support a cause or charity.
Solutions – Possible ways of addressing or eliminating issues faced by people all around the
world.
Strategy – A plan that a business has to make sure that they are successful and that customers
want to buy their products.
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Survey – A way of finding out what customers want by asking them questions about their wants,
needs, and interests.
Target group – A set of customers that have something in common and to which a business will
market their products.
Tracking – The act of recording how much a business earns or spends, and what a business
makes for products.
Unit – A single item or material.
Unit cost – The amount of money a business must spend to purchase one item or material.
Unit price – The amount of money a customer must pay to purchase a product.
Want – Something that a person would like to have, but which is not necessary to survive. A want
makes life easier or more comfortable.
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Marketplace Sign
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One Hen Academy Table Tent Template
Cut out the table tent on the dotted lines, fill in the 3rd side, fold into thirds, and tape together.
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Certificates of Completion
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