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Welcome, Parents and Students!
Dear Parent/Guardian:

Start My Business teaches young 
people basic entrepreneurial 
skills through a community-wide 
educational program.

Junior Achievement of Mahoning 
Valley is committed to developing 
and implementing programs that 
empower young people’s future 
success by helping them become 
entrepreneurial thinkers, financially 
capable and ready for work. 

The information in this workbook 
provides valuable business skills that 
will help your child make informed 
choices in the future.

We encourage you to complete this 
workbook together as it guides your 
child through the process of starting a 
business. We look forward to hearing 
about your child’s business during our 
community-wide event:

For additional information on Junior 
Achievement programs, please visit 
mahoningvalley.ja.org. 

Sincerely,
Junior Achievement Staff and Board
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Entrepreneur - Someone who starts a business with the intention of earning a 
profit.
Business - A company or organization that sells products or provides services to 
customers. 

Your Business, Your Future

Perfect Timing
You don’t have to wait until after you graduate to begin your entrepreneurial journey. In fact, this 
may be the perfect time to get started! Research entrepreneurs and give a brief summary of 
each below.

Now, think about some of the locally owned businesses in your area. This could include dance 
studios, gyms, restaurants, stores, etc. List two local entrepreneurs below. As you begin to form 
your business, seek advice from people who have done it before.

1.

2.

3.

1.

2.

Entrepreneurs
Words to know:
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Entrepreneur Characteristics Inventory
The traits below are often found in the most successful entrepreneurs.
Circle the traits you have and underline the ones you want to work on.

Innovative
I find new and better ways of doing things.

Determined 
I do not give up easily.

Self-Motivated
I act without being asked.

Creative
I have good ideas.

Organized
I work with a plan.

Humble
I am willing to listen and learn.

Positive Attitude
I am cheerful and upbeat.

Confident
I know I can get the job done.

Team Player
I work well with others.

Problem-Solver
I find solutions.

Risk-Taker
I accept some risk.

Bold
I am not afraid to express ideas.

Persistent
I am determined to succeed.

Strong Presenter
I speak well in front of others.
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What is a Social Entrepreneur?
A social entrepreneur is motivated not 
by profit, but rather the desire to create 
solutions to social problems and make their 
communities better. They may produce 
environmentally friendly products, help 
an underserved community or provide 
educational opportunities to disadvantaged 
children.
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Why Do You Want to Be an Entrepreneur?

Teaming Up or Flying Solo
Some entrepreneurs choose to work alone, and others prefer to launch their 
business with a friend. Which approach sounds better to you?

Pros 
• Keep all the money
• Be your own boss
• Set your own schedule
• Have total control over the 

business and how it’s run

Cons 
• Do all the work
• Spend more time preparing
• Do all the advertising yourself
• Take all the risk

Working Alone
Pros 
• Get more work done
• Have more people to spread the 

word
• Spend less time preparing
• Share the risk

Cons 
• Share all the profits
• Not your own boss
• Work around others’ schedules
• Might have disagreements or 

conflicts

Working with a Partner
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Target Market and Need
As you begin to brainstorm ideas for your business, it’s important to consider 
whether anyone will want or need your product or service.

Ask yourself…
• What problem am I          

trying to solve?
• What need am I trying to fill?
• Who will use the product or 

service?
• Is there a large enough 

demand for this product to 
make a profit?

Hart Main - Going the Extra Mile 
bccandle.com/mancans
When Hart Main wanted to buy a $1200 bike to compete in triathlons, the 13-year-old athlete decided to earn the money 
by starting his own business. From the comfort of his own kitchen, Main created ManCans – “manly” candles packaged in 
a soup can and carrying the distinct aromas of bacon, beer, fresh-cut grass and more.

Just five short years later, ManCans were being manufactured at Beaver Creek Candle Co. and sold at nearly 150 stores 
across the United States. ManCans has shared its success with others by donating more than 100,000 cans of soup and 
$35,000 to soup kitchens.

Moziah Bridges - Bridging the Gap 
mosbowsmemphis.com
What started as a tiny business at his grandmother’s kitchen table in Memphis, Tennessee, has grown into an 
internationally recognized brand. Moziah Bridges started Mo’s Bows when he was just nine years old because he was 
having trouble finding wardrobe accessories to fit his unique style and personality. With some help from his mother and 
grandmother, Bridges learned to sew and started to sell.

Since then, this young entrepreneur’s business has seen incredible success, including an appearance on the TV show 
Shark Tank in 2013 and a deal with the NBA to produce bow ties for all 30 professional basketball teams in 2017.

Examples of young successful entrepreneurs 
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Brainstorming Guide
Target Market: A group of potential customers who 
need the product or service and are willing and able to 
pay for it. 

Brainstorm ideas of needs that are not being met and 
the target market. For example, “I/they need a way to…” 
or “I/they need a better way to…” Then use the spaces 
below to write down three needs that you feel are the 
most important.

Need:

Need:

Need:

Target Market:

Target Market:

Target Market:
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Innovative Ideas
Innovative products have distinct features that make them more appealing or 
useful than anything else out there. They can even solve problems in unique ways 
and change the way we do everyday tasks, such as brushing teeth, washing 
clothes or searching for information.

Brainstorm 2-3 Innovative Ideas

1.

2.

3.

Business Ideas
Ready…Set…Create!
Here are a few product ideas to get you started.

• Pet Treats/Toys

• Personalized Gifts

• Homemade Cards

• Headbands

• Hair Scrunchies/Ponytail Holders

• Holiday Ornaments

• T-Shirts

• Jewelry

• Candles
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The Competitive Advantage
When your product or service has unique features that make it a better choice than 
a similar product, you have The Competitive Advantage.

Choose your favorite Innovative Idea on page 10 and answer the following 
questions below.

Describe Your Innovative Idea:

What problem does it solve? Why would people want it?

What makes your product a better choice than your competitors’ products?
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Design and Product Creation

Picture This!

Imagine. Inspire. Innovate.
Prototype is a model or sample of a product before it is produced in full, helping 
you to refine your invention before it goes into production.

Now it’s time to draw a prototype of your innovative idea. Show your product 
from different angles, label parts, describe features and include details on how the 
product works. You can prototype a service by creating a diagram of the steps 
involved in the service, and how the service will benefit your customers.
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Market Research

Test it Out

Market Research involves gathering information and evaluating what 
customers like and dislike about products and services. 
Surveys are a great way to do this! 

Create four survey questions about your product. Have friends, family 
and neighbors review your prototype and complete your survey.

Question #1

Question #2

Question #3

Question #4

Location, Location, Location
When selecting a location to sell your product, choose a safe spot with 
plenty of opportunity to interact with potential customers. You’ll need to 
make sure you’re allowed to sell there as well, so find out what you need to 
do to secure the location well ahead of time.
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Budgeting
The bottom line.

Words to know:
Budget – A way to keep track of the amount of money you’re spending and the 
amount of money coming in.
Capital Equipment – Supplies you can use over and over again.
Consumables – Supplies you can only use once.
Profit – The money gained from the sale or sales after expenses are paid.
Revenue – All money that comes into your business.
Expenses – All costs related to your business.

How much money do you hope to make? What do you want to do 
with the money you earn? Write down your goals and keep them in 
mind as you set up your business.

Set Goals, Dream Big

Goals:
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Keep your total costs in mind when setting the price for your product. You’ll need to charge enough to 
cover all your costs and make a profit.

Expense Worksheet

Consumables

Example: Homemade Cards  

Example: Homemade Cards  

2 packs of paper

1 pair of scissors

2 x $3.00 each

1 x $10.00 each

$6.00

$10.00

Capital Equipment

Quantity Unit Costs = Total Cost

Total Combined Cost     $

How many do you expect to sell or serve?

Based on your total costs, what is your cost per product or service?

How much will you charge for your product or service?

What is your expected profit?

How many do you need to sell or serve to meet your goal?
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Funding
Now that you have a budget in mind, it’s time to figure out how you will pay for 
your supplies and equipment. Do you have money saved up that you can use, or 
do you need to ask someone to loan you money? If you borrow money, you may 
need to pay interest on the borrowed amount.

Look at your budget and figure out how much you need to borrow based on your 
expenses.

List Three Potential Investors for Your Product
(parent, older sibling, grandparent, friend, neighbor]

1.

2.

3.

Talking Points
Before approaching an investor, make sure you’re prepared to talk 
up your business.

Words to know:
Investor – Someone who provides money or resources to a business in order to 
gain a profit.
Loan – Money you borrow with the promise to pay it back.
Interest – The money paid by the borrower, generally a percentage of the amount 
borrowed.

• You should invest in my business because…
• My business stands out because…
• Your investment/loan will help me reach my goal of…
• I will work hard to pay you back by… (date)
• If I’m unable to repay my loan, I will…
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Talking Points

• You should invest in my business because…
• My business stands out because…
• Your investment/loan will help me reach my goal of…
• I will work hard to pay you back by… (date)
• If I’m unable to repay my loan, I will…

Advertising
Spread the Word
Everything that you do to tell customers about your busines.

Complete the template below to help 
you create a flyer to advertise your 
business.

Name of Business:

Description of product:

Location:

Date and Time:

Other fun and important information:

Cost of Product or Service:
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Start My Business Plan

Open For Business!

What is the name of your business?

What is your product/service?

Describe your product/service.

Who is your target market?

Where will you sell your product/service?

How will you advertise your product/service?

How much will it cost to start your business?

Who are your investors?

What is the cost per product or each hour of service?

How much will you charge?

What will be your profit?

What will you do with your profit?

Write down a list of supplies you’ll need and check them off as you have them. 
Example: table/chairs, tip jar, cash box, markers, tape, cash to make change, etc.

Now that you’ve completed all the steps to get here, use the previous pages to 
fill out the questions below.
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Reflection
Congratulations - you’ve done it! Now that you’ve gotten a taste of what it’s 
like to be an entrepreneur, take some time to think about your experience and 
answer the questions below.

What did I learn? 

What did I do well?

What would I do differently next time?

How can I apply what I learned to my life and future? 

Did I meet my goals?

Did I repay my investors?
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Glossary
Advertising: Everything that you do to tell customers about your business or product.

Budget: A list of all planned expenses and revenue.

Business: A company or organization that sells products or provides services to customers. 

Capital Equipment: Supplies you can use over and over again.

Consumables: Supplies you can only use once.

Customer Service: How businesses interact with customers and take care of their needs. 

Entrepreneur: Someone who starts a business with the intention of earning a profit.

Expenses: All costs related to your business.

Fill a Need: To offer a product or service that can be improved upon or created that adds value to a 
specific market.

Funding: Money provided to start or grow a business.

Interest: The money paid by the borrower, generally a percentage of the amount borrowed.

Investor: Someone who provides money or resources to a business in order to gain a profit.

Loan: Money you borrow with the promise to pay it back.

Market Research: The gathering and evaluating of data about what customers like and dislike about 
products and services.

Pitch: A brief presentation that explains a business opportunity to attract investors.

Product: A physical item created to be used.

Profit: The money gained from the sale or sales after expenses are paid.

Revenue: All money that comes into your business.

Sale: The transaction that occurs when a good or service is traded for a form of payment.

Service: Something useful offered for sale.

Survey: A series of questions designed to get specific feedback about a product, service or other 
subject.

Target Market: A group of potential customers who need the product or service and are willing and 
able to pay for it.
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Cottage Rules for Food Items

• Bakery products (such as cookies, breads, brownies, 
cakes, and fruit pies)

• Jams, Jellies and Fruit butters
• Candy (including no-bake cookies, chocolate 

covered pretzels or similar chocolate covered non-
perishable items)

• Granola, granola bars, granola bars dipped in candy
• Popcorn, flavored popcorn, kettle corn, popcorn 

balls, caramel corn (does not include un-popped 
popping corn)

• Unfilled, baked donuts
• Waffle cones and Pizzelles
• Dry cereal and nut snack mixes with seasonings
• Roasted coffee, whole beans or ground
• Dry baking mixes in a jar (for making items like 

breads and cookies)
• Dry herbs and herb blends
• Dry seasoning blends (such as dry barbeque rubs 

and seafood boils)
• Dry tea blends

• The name and address of the business of the cottage 
food production operation, processor, or beekeeper;

• The name of the food product;
• The ingredients of the food product, in descending order 

of predominance by weight;
• The net weight and volume of the food product;
• In the case of a cottage food production operation, the 

following statement in ten-point type: “This product is 
home produced.”

In Ohio, thanks to our cottage food law, there are certain types of low risk food products you may 
produce and sell right out of your home kitchen with no inspection or licensing requirements. This list 
is very specific and includes the following food products:

farmoffice.osu.edu/blog-tags/ohio-cottage-foods

A cottage food production operation shall label each food 
product and include on the label the following information:

If there is a specific food product you want to produce in 
your home but it is not on the cottage food list, you may 
need to obtain a license. If you’re not ready or able to 
obtain a license, you may be able to produce your food in 
a “food business incubator” facility that is already licensed.  
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Resources

JA My Way ™

JA Assembling Your Career™

JA Access Your Future™ APP

JA Success Park® App

Additional Resources

Junior Achievement of Mahoning Valley, Inc.: mahoningvalley.ja.org 
Junior Achievement USA®: juniorachievement.org

JA My Way ™ provides tips and tools to put students’ careers on the express track. 
They’ll take a Personality Quiz then visit My Career to find job matches. They’ll 
explore buying a car and saving for college in My Money, create professional 
resumes at My Resume, and get tips to start a business at My Business!

JA Assembling Your Career ™ engages middle and high school students in STEM 
Careers. The Guide for Volunteers and Teachers and the online tools provide 
practical information about STEM careers and ways for students to prepare for 
these high-demand careers while still in school.

JA Access Your Future™ is an app that helps teens, their parents and teachers 
break down the cost of achieving young people’s career goals into real, easy-to-
understand numbers.

In JA Success Park®, you will learn the skills you need now to compete in today’s 
job market. In the app, you are an amusement park employee. You’ll explore 
the rides and attractions where you will be presented with challenges that will 
sharpen your problem-solving skills. How will you handle an irate customer? 
Where do you find the answers to business challenges? Use your creativity, 
collaboration, critical-thinking and communication skills to solve problems and 
keep your customers happy. There are rewards in it for you!

• Amazing Kids Online Magazine: amazing-kids.org 
• Biz Kids (PBS Show): bizkids.com
• Children Business Fairs (ACTON): childrensbusinessfair.org 
• Kidpreneurs: kidpreneurs.org
• These Kids Mean Business: thesekidsmeanbusiness.org 
• Youngbiz: youngbiz.com
• Youth Entrepreneurs: youthentrepreneurs.org
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It’s hard to place a value on a dream, but helping a young person 
understand how to achieve their dreams is worth the investment. By 
supporting Junior Achievement, you can empower young people to own 
their economic success through JA’s proven and engaging lessons. 
Learn how to Empower the Future through Junior Achievement. Visit 
Junior Achievement at https://mahoningvalley.ja.org
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Copyright 2020, Junior Achievement of Mahoning Valley, Girard, OH,
This workbook contains information which is intended for personal use. It may not be used for any 
commercial use and must not be distributed, modified, reused, posted, or reprinted on any website or 
publication, or used for any other purpose without the express permission of Junior Achievement of 
Mahoning Valley.
Any text of this publication, or any part thereof, may not be reproduced or transmitted in any form or 
by any means, electronic or mechanical, including photocopying, recording, storing in an information-
retrieval system or otherwise, except with the permission of Junior Achievement of Mahoning Valley.
Materials excerpted from JA It’s My Business!® and JA Our Region® with the permission of Junior 
Achievement USA®. All rights reserved.
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