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LEADERSHIP AND ENTREPRENEURSHIP COURSE 

Term 2: Entrepreneurship 
 

INTRODUCTION 
Welcome to term 2 of the Leadership and Entrepreneurship course. This curriculum is developed by 

Educate! to facilitate the Leadership and Entrepreneurship Course term 2 in secondary schools in 

Uganda. The focus this term is on entrepreneurship. The lesson plans in this curriculum outline a 

program that equips Ugandan youth with peer entrepreneurship skills.  

 

 OVERVIEW 
 

Term objectives:  

 

1. Scholars will be able to form a strong, trusted squad 

2. Scholars will be able to articulate why they are the solution 

3. Scholars will be able to adapt to a fun but serious learning environment 

4. Scholars will be able to identify factors that cause PEDVU 

5. Scholars will be able to discuss that their personal projects can create CHEWS communities. 

6. Scholars will be able to effectively peer mentor their peers. 

7. Scholars will be able to plan and execute a back home initiative.  

 

Term lessons: 

1. Believe: Dreaming big 

2. Believe: Be proactive/I can 

3. BUILD: Thinking differently about business  

4. Understand: resource and needs mapping 

ABOUT 

EDUCATE!  

Educate! Delivers to 16-20 year 

old youth within Ugandan 

schools a practical and relevant 

model of education, comprised 

of a leadership and 

entrepreneurship course, 

interactive teaching, intensive 

mentorship, experience starting 

an enterprise, and access to out 

of school networks and 

resources. Through advocacy 

and direct service in schools, we 

are working to get this model 

to be part of the education 

system.  
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5. Understand: Customer profiling 

6. Invent: Business model part I 

7. Invent: Business model part II 

8. Listen: Pitching your solution 

9. Deliver: Budgeting 

10. Deliver: Resource mobilization 

 

Term vocabulary: 

 

  

       

Term games: 

 

   

Term speeches: 

 

 

M&E GUIDELINES 
 

 

Item How to Submit It When To Pick It Up Due Date 

Scholar Grading Rubric Hard-copy to Libby Every Monday Every Monday 

Lesson Reflection Sheet Hard-copy to PC Every Monday Every PC Meeting 
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Pre-Course Survey 
Hard-copy to Libby Monday, February 6th 

Mid-term Check-in on Monday, March 

26th 

Final Due Date on Monday, April 2nd 

Program Evaluation Survey  

Hard-copy to Libby 

 

 

Monday, 

March 26th 

 

 

Monday, 

April 16th 

 

Headmaster Report 

SEC Mentor Survey 

CV Grading Rubric 
Email to Libby 

libby@experienceeducate.org 

Monday, 

April 2nd 

Friday, 

April 20th 
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LESSON 2.1                                                          BELIEVE: DREAMING BIG 
 

Objectives: 

 Scholars will be able to demonstrate the ability to set personal 

goals.   

 Scholars will be able to explain the importance of having a 

vision for social entrepreneurs.  

 Scholars will be able to explain the BUILD process for business 

creation 

 

Vocabulary:  

Vision 

Why this lesson:  

Scholars are welcomed back after the holiday and get to know the focus of 

term two: BUILDing their business. As entrepreneurs and leaders they dare 

to dream big but know how to set realistic goals and plan to achieve their 

vision.   

 

Materials:  

Masking tape for big hairy goals 

 

Lesson plan flow:  

0.    Attendance (5 mins)  

1. Introduction BUILD (15 mins)  

2. Cooperative leaders  and goals (15 mins)  

3. Energizer (5 mins)  

4. Big Hairy Goals (25mins)  

5. Reflection (5 mins)  

6. Conclusion (5 mins)  

7. Take away (5 mins)  

 
Source: The BUILD your business model is an adjusted version of the African 

Leadership Academy Centre for Entrepreneurial Leadership. 

  

 

 

 

 

 

 
 

1. INTRODUCTION BUILD  
(LISTEN - 15 MINS) 

 

What did you do over the holiday? 

Did you do any social entrepreneurship activities 

back home?  

 

How did you find the Holiday Challenge?  

(Let the scholars pop up if they wrote 50 goals, then 

pop up if you wrote the personal essay).  

 

Are we excited about our second term? 

(Enthusiastically tell students about the second term). 

 

Through the SELC we want to help you BUILD your business. But 

BUILD does not just refer to building, it has a deeper meaning. 

 

      Use Visual 1     
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During this term we will not learn how to do more, but how to do 

it BETTER. The letters of BUILD stand for the following: 

 

(Go through each and give explanation given below) 

 

BUILD stands for:  

 

Believe 

The first step in listening to the customers is to believe that 

you are an entrepreneur and can be successful at starting 

businesses. 

 

Understand 

The second step is to understand the customer as much as 

you possibly can.  Before you even create a business idea, it 

is important to understand your potential customers.  This 

understanding will help you create a good business idea. 

 

Invent 

The third step is to invent.  In this step you create the 

business idea that the customer will be most interested in 

buying. Or invent ways to improve your business once it is 

running. 

 

Listen 

Fourth, you as the entrepreneur will share your ideas with 

potential customers and listen to their feedback. If possible, 

show them a sample, let them test a sample of the product 

or give them the service for free, so that they can give you 

the most accurate feedback on the product.  Based on their 

feedback, change your business idea to improve it. 

 

Deliver 

Finally, start delivering or selling the product or service on a 

small scale and see if people actually buy it in the market.  

Through delivery, you will learn the absolute truth as to 

whether other people find your product or service valuable. 

 

!!! What is very important about this model to building businesses 

is that we become confident leaders and entrepreneurs; we 

develop innovative products and services that fit the needs and 

demands of our communities to make a positive impact. 

 

!!! Do you see the loop between listen and understand? The two 

go together; by listening we will increase our understanding and 

invent even better approaches continuously. 

 

 This term will be very exciting because we will have a 

cluster retreat where you will meet other Educate! scholars 

and learn practical skills that can help you generate income.  

 

 

 

BUILD Song                                       OPTIONAL 
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There is a fun way to remember BUILD. I am going to teach you a 

song and we are going to sing it together.  

 

(Make up a melody and a dance to go with the lines below) 

 

What is BUILD? 

B is for Believe 

U is for Understand 

I is for Invent 

L is for Listen 

D is for Deliver 

What do we BUILD? 

The best projects ever! 

 

 Today we will start with the first letter: Believe! 

 

 Share the objectives of this lesson!  

 

 

2. COOPERATIVE LEADERS AND VISIONS  
(LISTEN, Q&A - 15 MINS) 

 

Who remembers what it means to be a cooperative 

leader? 

What inspired you about cooperative leadership in 

term 1? 

 

(Check scholar answers with: the ability to inspire and mobilize 

others to accomplish a common goal that positively impacts society 

according to your personal or shared vision and values).  

 

!!! Emphasize that the definition speaks of personal or shared 

vision and values. 

 

 As we grow into our roles as leaders it is important to explore 

the visions and goals we have for our lives.  

 

What does it mean to have a vision?  

How can someone be a better leader by having a 

vision? 

 

      Use Visual 2    

 

(Cue scholars to take notes) 

 

Some people complain about the problems they see in Uganda, 

but the people who make the change are the people who have a 

vision of a positive alternative.  

 

Research shows that when people visualize where they want to go 

and how to get there they will be more successful. Even when it 

comes to studying for an exam, visualizing yourself studying 

actually helps improve your results. This is because when we 

visualize the ways to reach our vision we change our mind set to 

Vision:  A mental image of what the ideal future would be like, 

intended to serve as a guide for choosing future and current 

action steps.  
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that of success. We will not postpone studying and avoid our work, 

but we will move towards success.  

 

!!! It is about envisioning what happiness or success would look 

like, and then making it come true.  

 

Who can tell how Nelson Mandela achieved success? 

How did having a vision help Mandela free his 

people? 

 

Mandela saw the current reality being grim; a minority government 

was oppressing black people in South Africa.  

 

His vision was not just to beat the enemies and send them ‘home’ 

like some of his colleagues, but he envisioned a society where 

everyone could live as equal citizens!  

 

When Mandela talks about his role as a leader, he explains that he 

keeps an eye on the bigger goal and decides his steps based on 

this vision. For example, he knew he had to connect to the ruling 

government, thus he sought the opportunity to learn their 

language.  

 

!!! His vision determined the decisions he made, the steps he took 

and the opportunities he used. 

 

!!! The most successful entrepreneurs throughout history and 

around the world all had one important thing in common: a bold 

vision.  

 

!!! We need to BELIEVE that we are the people to make our vision 

become reality.  

 

!!! Explain what your personal vision was that guided 

your own projects.  

 

3. REUNION  
(GAME - 5 MINS) 

 
 

Scholars will pretend to be at a school reunion, 30 years from now. 

Imagine that you have achieved all of your goals and dreams.  

 

1. Let scholars stand up and walk around the classroom. As they 

walk around give them 1 minute to envision themselves 30 years 

from now, successful in achieving all their goals and dreams. 

 

2. Tell scholars to interact with each other talking about what they 

have achieved and how they have achieved this. (5 mins) 

 

4.50 BIG HAIRY GOALS   
(GROUP EXERCISE - 25 MINS) 

 

How did it feel to play you in 30 years from now? 

Who can share what effect visualizing the future 

had on how they felt about themselves? 
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Explain that usually people become confident when they visualize a 

successful future; they start to believe they can make their vision 

reality.  

 

We don’t just need any goals, we need BIG goals. Because 

cooperative leaders don’t just have goals, they have BIG HAIRY, 

AUDACIOUS goals (Jim Collins). (Audacious means boldness and 

fearlessness in the face of challenges and obstacles).  

 

These big goals are the goals that inspire people. Although the 

first steps should of course be small and realistic, you need to think 

big – in a way that will excite and energise people.  

 

!!! It is very important to only write personal goals. Your parents 

and friends may also have certain expectations about your goals, 

but it is important to look inside yourself: what do you want? 

 

Set big audacious goals to change your personal actions.  

 

 The next step is to set big goals for achieving our visions. In 

this exercise we will set some of the goals that will help us 

achieve our visions.  

 

50 goals (15 mins) 

In this exercise I want you to continue dreaming big, and write 

down at least 50 goals for your life. 

 

1. Ask scholars to take a paper out of their notebook 

 

2. Instruct scholars to write 50 goals for all areas of their life: work, 

academics, friends, family, religion etc. They can be big goals, small 

goals, goals you want to accomplish tomorrow and goals you want 

to accomplish in 20 years. (15 mins) 

 

!!! Remind scholars to dream big and go wild! Write down all of 

your dreams and aspirations, no matter how ambitious or idealistic.  

 

Big hairy goals man (5 mins) 

 

      Use Visual 3   

 

 In this exercise all of you will select you three biggest, hairy, 

audacious goals that you want to achieve to make your 

vision reality. 

 

1. Introduce the goals man (visual 3). Let’s give this man some 

hair! 

 

2. Request students to make 1 thin strips of paper on which they 

will write their goals. 

 

3. Ask scholars to individually write down 1 big hairy audacious 

goal  
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4. Invite scholars to pin up their strips of paper with their goals on 

the goals man (like his hair).  

  

5. REFLECTION  
(Q&A - 5 MINS) 

 

Who wants to share one of their goals on the goal 

man? (select 1-2 scholars) 

 

Thank the scholars who shared their goals and wish them success 

in achieving the goals. 

 

How did you experience writing down so many goals? 

Did you have many of these goals before or you had 

to think of them now?  

 

Setting goals and visualizing our vision should become one of our 

habits as leaders and entrepreneurs. 

 

Do you notice different types of goals in your list of 

50 goals? 

How can we select which goals to achieve first and 

which later? 

 

Emphasize that we need to prioritize which goals are the most 

important to us.  

 

Sometimes goals can contradict each other, for example a goal of 

becoming really good at netball will require us to practice a lot. 

This goal can contradict with our goal to increase our score on an 

English exam, because this will also require time to study hard. We 

need to prioritize which goals are more important at a certain 

moment in time. 

 

In other cases smaller goals can lead to a bigger goal, in this case 

goals can help us to develop a plan to achieve the bigger goal. 

 

      Use Visual 4 

 

By having a vision in mind we can start planning long term goals, 

then short term goals and then action steps on how to achieve the 

bigger vision!  

 

Note: this visual is integrated in the national curriculum for 

entrepreneurship. 

 

6. CONCLUSION  
(LISTEN - 5 MINS) 

 

Emphasize the following: 

- This term we are going to BUILD our businesses. And 

today’s session was around the theme BELIEVE. 

- I believe, I believe have a classroom full of leaders and 

entrepreneurs in front of me!! 
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- Visualizing the future we want will help us guide our 

actions and the decisions we make. 

- Writing down our goals is a useful process to reflect on 

what we want to achieve and how we can best achieve this. 

- It is important to dream big and believe in ourselves. 

 

 After the next session we will learn many business skills. In 

this term we will really stretch our creativity, and make sure 

we know what our customers need and want so we offer 

the best products and services possible! 

 

Quote of the week “Goals” 

By Elbert Hubbard 

 

 “Many people fail in life, not for lack of ability or 

brains or even courage, but simply because they have never 

organized their energies around a goal”.  

 

!!! If time allows sing the BUILD song.  

 

Any questions? 

 

7. TAKE AWAY  

(5 MINS) 

 

!!! Collect the term one holiday challenge and say you will 

announce the winners soon. 

 

(Give scholars the following instructions) 

 

1. Read Lillian Aero’s case study 

2. Look out for the way Lillian achieved her goals. 

 

Practice option: 

In your Educate! Clubs lead a discussion about your Club’s vision 

 

 

       

 

 

 

 

 

 

Have we met our objectives? 

 (Use thumbs up, thumbs down) 

 

Assign a mobilizer and a timekeeper for next 

week!  

MENTOR NOTES 
 

Do not forget: questions to address next week, what to ask 

my coordinator, etc. 

 

 



Lesson 2.1 Believe: Dreaming big - Visual 1 “BUILD your Business” 
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BUILD your business  

Believe

Understand

Invent

Listen

Deliver



Lesson 2.1 Believe: Dreaming Big visual 2 “SMARTER Goals” 
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Vision: 

A mental image of what the ideal future would be 

like, intended to serve as a guide for choosing 

future and current action steps.  
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Goal man 
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Achieved in several hours

Achieved in days, weeks or 
months

Achieved after one or more 
years

Perfect Mental Picture of the 
Future

Vision

Long Term 
Goal 1

Short Term 
Goal 1

Action Step 1 Action Step 2

Short Term 
Goal 2

Action Step 3

Long Term 
Goal 2

Short Term 
Goal 3

Action Step 4
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LESSON 2.2                                                              BELIEVE: I CAN/BE PRO-ACTIVE 
 

Objectives: 

- Scholars will be able to define proactivity 

- Scholars will be able to share experiences where they overcame 

someone’s low expectations of themselves. 

- Scholars will be able to identify different aspects of their self (given, 

chosen, core, future).  

 

Vocabulary:  

Pro-active 

 

Why this lesson:  

After setting big goals, the scholars need to adopt a proactive attitude that will 

enable them to achieve their goals. They believe that they are the only responsible 

person for their success.   

 

Lesson plan flow:  

0.    Attendance (5 mins)  

1. Introduction (5 mins)  

2. Power walk (15 mins) 

3. Lecture pro-activity (15 mins) 

4. Lillian Aero (5 mins)  

5. Given-Chosen-Core-Future (25 mins) 

6. Reflection (5 mins)  

7. Conclusion (5 mins)  

8. Take away (5 mins)  

 
Source: The BUILD your business model is an adjusted version of the African Leadership 

Academy Centre for Entrepreneurial Leadership. 
 

Power walk is a facilitation activity created by Break Through and is adapted from their Manual. Copy 

Right, Break Through. 

 

 

  

 

 

 

 
 

1. INTRODUCTION   
(Q&A - 5 MINS) 

 

What did we learn last week about 

dreaming big? 

What does the first letter of BUILD (believe) 

mean to you?  

 

Emphasize the need to have big goals. These big goals 

can help us focus on building the future we want to see. 

Goals will guide our actions, decisions and opportunities 

we seek and utilize.  

 

 Today we are going to learn about being pro-

active. After setting goals, we must be proactive in 

achieving our goals. 

 We will continue on our theme of BELIEVE (point 

at BELIEVE banner). 

 

 Share the objectives of this lesson!  
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2. POWER WALK         

(GROUP ACTIVITY - 15 MINS) 

 

NOTE: prepare this exercise by writing the following ten roles on 

small pieces of paper. 

 

1. Move outside of the classroom to a clear spacious area. 

 

2. Ask 10 volunteers and give them each a piece of paper with a 

role. The volunteers have to assume this identity throughout the 

exercise. Let them read their roles to other scholars. The other 

scholars act as observers.  

 

3. Let the 10 scholars stand in a straight line and also draw an 

imaginary line of where the finish line is. 

 

4. Ask the following questions and let the 10 scholars steps 

forward or backwards depending on the answer their identity 

would give. 

 

NOTE: emphasize that these are roles and it is not about the 

scholars personally.  

 

Roles:  

1. Ugandan who moved to the UK for studies (female)  

2. A casual labourer working on a construction site (male)  

3. A witch doctor in a rural village (male)  

4. Young college graduate working at the MTN service desk 

(female)  

5. A doctor (female)  

6. A small grocery shop owner (male)  

7. A homeless woman  

8. Soldier posted in Karamoja (male)  

9. Business tycoon (male)  

10. Bar dancer (woman)  

 

Questions:  

1. Did your parents have enough money to support you 

comfortably as a child? If so, take 2 steps forward, if not, remain 

where you are 

 

2. Who among you does not have a house to sleep in? If you do 

not, step back twice.  

 

4. Who among you has a stable monthly income that you think is 

adequate for your family? If you do step forward three times.  

 

5. Who of you has adequate health care? If you do, take three 

steps forward. 

 

6. Who here has a good education? If you do step forward two 

times  

 

8. Who among you are women? If you are step back two times 

(explain that women often have fewer chances than men)  
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9. Who among you is unemployed or underpaid? If you are step 

backwards three times  

 

Who made it furthest?  

Who stayed behind? Why?  

 

Explain that everyone is burdened with one kind of disadvantage 

or another. At the starting line we are all the same, we are born 

equal because we possess human potentialities that we have to 

develop to the fullest. 

 

We can all make it to the finish line though, as long as we are 

aware of our personal power. You cannot always control your 

circumstances, but you can control your thoughts. 

 

 Today’s session is on proactivity, a mind-set that will help 

us reach the finish line.  

 

(Move back inside the classroom) 

 

3. LECTURE PROACTIVITY - PART I 
(LECTURE, Q&A- 15 MINS) 

 

We want you to focus on developing the habit of pro-activity. 

      Use Visual 1     

 

(Cue scholars to take note of the definition) 

 

By being proactive, you are saying that “Who I am today and what 

I become in future is my responsibility”. You realize that you and 

the choices that you make are the greatest force in your life. 

    

In all situations there is a moment of choice in which you must 

choose how you are going to respond. You will either act in a 

reactive or proactive way. You are the only one responsible for 

your actions. 

 

Reactive responses are guided by feelings, not values. Reactive 

people are like lions they will grab any prey that comes along, they 

do not think, but are following their instincts. When someone or 

something harms us we just react - without thinking. If someone 

slaps us on the cheek … we often burst and slap that person back, 

without thinking, without choosing our response, we simply react.  

 

In contrast to this, Proactive choices are guided by values. Instead 

of just reacting you pause for a moment and select a response that 

is in line with your values.  Between an event which comes to us and 

the response we take, there is a short moment in which we decide 

how to respond.  

 

Definition of Proactive: is the habit of taking responsibility for 

ourselves, our actions, our choices and our future. To act instead of 

waiting to be acted upon. 
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There is nothing we can do to change what has happened in the 

past. We can only change our behaviour right now, today. 

 

!!! Pro-active people are the people who get things done. They 

do not wait for someone else to do things, make excuses, or put in 

small effort. Also, they don’t need supervision. Pro-active people 

look at a situation, know what needs to get done, and DO IT. 

 

Even though life circumstances can challenge you, by being 

proactive you choose to be the creative force of your own life.  

 

!!! You choose to take control of your present, despite your 

past.  

 

!!! When you act proactively you choose to use the resources you 

have to make a change, sometimes this means starting small, but it 

always means starting! 

 

4. LILLIAN AERO CASE STUDY 
(Q&A- 5 MINS) 

 

      Use Visual 2 

 

What are some of Lillian’s actions that showed she 

was proactive? 

What did Lillian do that reactive people may not 

have done? 

 

Examples are: try really hard to join Educate! even though several 

people told her she could not because she was in Senior 6. Lillian 

saw the challenges in Namugongo and started a social enterprise 

to help other women. Lillian did not have capital but managed to 

be creative, Lillian used the resources she already had to make a 

change. 

 

!!! Lillian took control over her life; she did not sit back but 

made a change, even when things seemed to be as they are.  

 

(Examples could be community day, asking permission from admin 

etc.) 

 

!!! Give an example of how you (mentor) how being 

proactive helped you make a change.  

 

The world without pro-active people 

What would the world be like if Nelson Mandela said, “Oh well, I 

guess I’m African and we don’t have freedom in our land.”?   

 

!!! The world would be a different place if people blamed history 

instead of made history. 

 

5. GIVEN-CHOSEN-CORE- FUTURE         

(THINK-PAIR-SHARE- 25 MINS) 
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    Use visual 3 

 

This visual shows us three circles of our lives: 

 

1. Given: these are all things in life that we have no control over, 

they were given to us. We were all born in a certain context, with 

certain characteristics that we cannot  

 

(Point at the examples given in the visual). 

 

2. Chosen: You as an individual also have your personal knowledge, 

values and attitudes. All that you believe is important in life; 

because you have chosen it to be important is in this circle.  

 

(Point at the examples given in the visual). 

 

3. Core: In this circle you will find the characteristics that describe 

you in a few words. The very most important characteristics that 

make you different from any other person. 

 

(Point at the examples given in the visual). 

 

4. Future: based on all the other circles, we can form a last circle in 

the middle. Because who we are in the future is in our hands. 

Based on the other three circles we can choose to reach the finish 

line we have in mind. What is your finish line?  

 

(Point at the example given in the visual). 

 

 Using a Think-Pair-Share method we will create such a 

scheme of ourselves. 

 

Note: ensure a safe space. 

 

THINK PAIR SHARE 

THINK- Ask scholars to draw the four circles in their notebooks, 

take a moment to reflect individually and write down words that 

describe their selves in each circle.  (7 mins) 

 

PAIR – Ask your scholars to pair up in groups of 2-3 and share their 

individual circles. Everyone in the pairs listens without comment. (5 

mins) 

 

SHARE- Ask some of the scholars to share their thoughts with the 

whole group, using the questions below. (10 mins) 

 

What have you learnt from the activity? 

(Let 2-3 scholars share their views) 

 

How shall you apply what you have learnt from the 

activity in your life? 

(Let 2-3 scholars share their views) 

 

!!! We all have ‘given’ factors that can either contribute to our 

success or challenge us in achieving our goals.  
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!!! However we have control over who we are and we can change 

our future selves by choosing characteristics that make us who we 

want to be. 

 

It is good to see what makes us who we are, all things that are 

given, and what we have chosen, it is form the core and where we 

want to go in future.  

 

 As we have seen in the power walk, we can all make it to 

the finish line!  

 

5. REFLECTION 
(LISTEN- 5 MINS) 

 

When we learn to be proactive you will also encounter some 

situations that just seem out of control. 

 

In history and all over the world people have been challenged, 

even though they want to be proactive and take their lives in their 

own hands, it is necessary to recognize the things you can control. 

This is reflected in the ‘Serenity prayer’ 

 

“God, give me grace to accept with serenity 

the things that cannot be changed, 

Courage to change the things 

which should be changed, 

and the Wisdom to distinguish 

the one from the other.” 

 

The difference between reactive and proactive people is that 

proactive people believe more things are in their control, or they 

try to gain more control of more situations, while reactive people 

do not believe they can make a change. Proactive people do not 

want to waste their energy complaining about things they have no 

influence over.  

 

7. CONCLUSION 
(LISTEN- 5 MINS) 

 

Emphasize the following: 

- After knowing the vision we want to make reality, we need 

to be proactive in taking control over the situation. 

- We BELIEVE that we are the people to make a change and 

will think of a suitable response. As leaders we are 

proactive instead of reactive.  

- Benson, Lillian and Mandela are examples of proactive 

leaders. They did not accept the situation, but took control. 

They came up with a plan and executed it! 

- We all have different given factors that challenge us or put 

us at an advantage in achieving our goals in life. 

- However, we can determine what our Core is and who we 

will be in future. 

- The slogan of this week is: I can 

MENTOR NOTES 
 

Do not forget: questions to address next week, what to ask my 

coordinator, etc. 
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 Next week we will stretch our creativity by thinking differently 

about business. We will learn how we can do things differently 

and make our enterprises stand out from others. 

 

8. PRACTICE OPTION 

(5 MINS) 

 

How did the discussions about the vision in your 

Educate! clubs go? 

 

Encourage scholars to keep sharing what they have learnt in the 

SELC sessions with their younger colleagues. 

 

Give the following take away instructions: 

 

1. Explain the importance of a proactive mind-set during an 

assembly, conversation with a friend or in class.  

 

 

 

 

Have we met our objectives? 

 (Use thumbs up, thumbs down) 

 

Assign a mobilizer and a timekeeper for next week!  



Lesson 2.1 Believe: Dreaming big - Visual 1 “BUILD your Business” 
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Pro-active: 

The habit of taking responsibility for ourselves, our 

actions, our choices and our future. To act instead of 

waiting to be acted upon. 

 



Lesson 2.1 Believe: Dreaming big - Visual 1 “BUILD your Business” 
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“Try it out, you can always find solutions for 

this. You can do it, what do you really want 

to do? You can do it!” 

 



Lesson 2.1 Believe: Dreaming big - Visual 1 “BUILD your Business” 
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Given

Chosen

Core

Future

•Male/female

•Ugandan

•Orphaned

•Middle-class family

•Educate! scholar

•Christian/Muslim

•Arts subjects

•Choir member

•Christian/Muslim

•Creative

•Leader

•Social entrepreneur

•Community leader

•Caring parent
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LESSON 2.3                             BUILD: THINKING DIFFERENTLY ABOUT BUSINESS 
 

Objectives: 

- Scholars will be able to define innovation 

- Scholars will be able to apply guidelines to think differently 

about business  

- Scholars will be able to explain the need to be innovative as 

leaders and entrepreneurs.  

 

Vocabulary:  

Innovation 

 

Why this lesson:  

Entrepreneurs may choose traditional ways to run businesses without 

challenging themselves to think differently. This session challenges scholars 

to be creative as they have a friendly competition amongst each other.  

 

Materials:  

Masking tape for visuals 

 

Lesson plan flow:  

0.    Attendance (5 mins)  

1. Introduction (5 mins)  

2. Thinking differently lecture (20 mins) 

3. Energizer (5 mins) OPTIONAL 

4. Thinking differently challenge (30 mins) 

5. Reflection (5 mins)  

6. Conclusion (5 mins)  

7. Take away (5 mins)  

 
Source: The BUILD your business model is an adjusted version of the African 

Leadership Academy Centre for Entrepreneurial Leadership. 

 

 

  

 

 

 

1. INTRODUCTION   
(Q&A - 5 MINS) 

 

Who managed to be proactive last week? 

Give an example of what you did differently last 

week because of our lesson last week. 

 

Emphasize the need to have big goals and be proactive. We need 

to BELIEVE that we can make a positive change. 

 

Remember what BUILD stands for?  

 

(Sing BUILD song if scholars liked it a lot, otherwise go 

through the letters)  

 

What is BUILD? 

In this lesson you will introduce some aspects of the business model 

which will be taught in session 2.7. Use the lesson plan of 2.7 to 

prepare yourself for any questions. During this lesson the focus will 

be on thinking creatively about business and scholars will have an 

opportunity to gain a deeper understanding of the business elements 

in 2.7 
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B is for Believe 

U is for Understand 

I is for Invent 

L is for Listen 

D is for Deliver 

What do we BUILD? 

The best projects ever! 

 

!!! Remember what I said the first lesson this term? What is very 

important about this model to building businesses is that we 

become confident leaders and entrepreneurs; we develop 

innovative products and services that fit the needs and demands 

of our communities to make a positive impact. 

 

 Today we are going to zoom out and think differently about 

BUILDing a business and we will focus on innovative products 

and services.  

 This session will take us to a next level of leadership and 

entrepreneurship. We are already running projects in our Clubs 

today we will learn to become more innovative about the way 

we run these projects.  

 

 Share the objectives of this lesson!  

 

 

 

 

 

2. LECTURE THINKING DIFFERENTLY   

(Q&A - 25 MINS) 

 

Today we will become the innovators of Uganda.  

 

Who knows what innovation means? 

 

For now, we will use the following definition: 

 

      Use Visual 1    

 

(Cue scholars to take notes) 

 

 

      Use Visual set 2    

 

(Cue scholars to take note as they use this in session 2.7)  

 

As an entrepreneur you can introduce new ideas in any of the 

following areas (or a combination of several), to make a business 

different and more competitive than the way others run their 

businesses.  

 

 

1. Profit 

2. Market 

Innovation: Making changes to something established, especially 

by introducing new methods, ideas or products.    
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3. Ownership and organization 

4. Product 

 

 Let’s look at these four elements of business and I will share 

some examples of how current businesses are innovative in 

the way they run businesses.  

 

Profit 

(Ask a scholar to read the points of the visual and provide the 

examples to illustrate each point) 

 

Sales volume:  

Example: Mukwano sells small 100 milliliter oil packets. They make 

very little money on each packet, but sell to millions of people. 

 

Price:  

Example: The first 100 fans to a Uganda Cranes game get a free 

shirt. Everyone else must pay full price for it. Or selling chicken 

more expensively around Christmas.  

 

Reinvestment 

Example: A farmer uses the money from his first harvest to buy 

fertilizer instead of a television; he is able to produce 4 times the 

crops for his next harvest. 

 

 

Customer 

Poor: 

Example:  Water purification tablets are made for poorer 

populations that cannot access clean water or afford bottled water. 

 

Ignored 

Example: Opportunity Uganda is creating a youth savings product 

targeting in school youth. 

 

Conscious 

Example: Customers like to buy your product when they know it is 

contributing to society or environment. For example, many 

countries want to support small farmers by buying fair trade 

goods. If you can get the fair trade certification and reach this 

market, the price of your product may get much higher.  

 

Marketing and distribution 

 

Community 

Example: A farm business that brings in people to help during the 

harvest season so that they can harvest more land. 

 

Commission 

Example: If you worked for a company that hired musicians for 

venues. You would get paid a percentage of all the tickets sold 

 

 

 

Delivery 



 

 

25 

 

Example: There are many good prices on internet modems, but the 

cost of internet for them is very high. 

 

Product 

 

Self-improvement 

Example: Offering training with soap sales to teach people about 

hygiene. Or as Lillian taught women how to make beads for sales. 

 

Selling Savings: 

Example: Storing food for a group of farmers, and then selling the 

food when it's most expensive. Farmers get higher income; the 

storage business gets a percentage 

 

No Waste 

Example: Selling agricultural waste as manure or pig feed. 

 

Wrapping up 

Making minor changes to any one of these aspects of a business 

can increase sales and prestige.  

 

Innovation is only powerful when it is an improvement to the 

product, market, distribution or profit.  

 

 In the following sessions in this term we will learn all about 

making positive innovations! For example we will learn how 

to understand our customers, use resources that are locally 

available, business planning and more.  

 

!!! Select one of the four areas to explain how your own 

project/business is different from others (mentor).  

 

3. PAPER ENERGIZER   OPTIONAL 
(ENERGIZER – 5 MINS) 

 

1. Tell scholars to take 1 piece of paper out of their notebook. Tell 

them it should not be a paper that contains information they want 

to use later. 

 

2. Tell scholars to close their eyes and follow your instructions 

without opening their eyes and without asking questions. 

 

3. Tell scholars to fold the paper in half and tear of a corner. 

 

4. Repeat again: fold the paper and tear off a corner. 

 

5. Repeat again: fold the paper and tear of a corner. 

 

6. Tell scholars to open their eyes and open their papers. 

 

What do you see?  

Are all papers looking the same? 

 

Emphasize that like our papers we should aim at unique 

businesses, we all have our unique talents and skills to use as well 
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as unique ideas. We should stand out from other businesses in a 

way that customers appreciate and we will be more successful.  

 

 

4. THINKING DIFFERENTLY CHALLENGE     
(GROUP EXERCISE– 30 MINS) 

 

In this exercise scholars will work in teams of 7 to make the most 

interesting innovations to our businesses. We will compete against 

each other to see who can come up with the best idea. 

  

(Explain challenge before making groups) 

(Make groups of 5 scholars using count-down to avoid cliques)  

 

1. Each team should choose a business type to innovate; this can 

be one of the projects run in the Educate! clubs or chose from: 

samosas, rubbish, clothing and shoes or a stationery shop.  

 

2. On a sheet of paper let each team use the visuals to find a way 

to innovate their business. Enhance as many of the 4 boxes as 

possible. (15 mins) 

 

3. Each team appoints a presenter who will present their ideas to 

convince others it is the most creative, 2 minutes per group (10 

mins) 

4. By raise of hands let scholars vote for the most creative and 

innovative solution (5 mins) 

 

5.  REFLECTION 
(Q&A - 5 MINS) 

 

Do you know of any businesses which are 

duplicated?  

Two businesses that are exactly the same, one right 

next to the other?  

       Is that good for sales? 

 

Emphasize that we should stand out; convince the customers that 

they should buy from us. What makes your business or product 

unique in the market is the reason why people will choose to buy 

from you instead of the competition.  

 

How can you start to use this way of thinking now in 

the Educate! clubs? 

 

Emphasize that scholars can build on their existing projects and 

also think as innovators when they organize skills day. 

 

!!! Innovative solutions will help you score higher in the regional 

and national competitions.  

 

6.  CONCLUSION 
(LISTEN - 5 MINS) 
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Speech of the week: “Some seeds don’t grow” 

By: Muhammad Yunus (developed concept of micro-finance)  

 

“You take the best seed of the tallest tree from the most fertile 

forest and plant it in a small flower-pot. The seed does not grow 

into the tall tree... not because the seed was bad, but because it 

got planted in the wrong place. Likewise, people and groups do 

not succeed sometimes because their society is a small pot. It does 

have enough “nutrients”, such as access to resources, information, 

markets, credit, etc.  

 

For the seed to grow into a healthy tree, the ground, where it is 

planted, needs to be changed. The pot must be large enough for a 

strong tree to grow and the proper nutrients must be there. 

Likewise, for people and groups to realize their potential, we must 

recognize when we have a small pot. And don’t accept it! We must 

work together to change the ground. We can replant ourselves and 

help replant others. We can add more nutrients through our social 

entrepreneurship. We can all become big trees in the world.” 

 

Emphasize the following: 

- We need to BUILD our businesses by being innovative, 

building on the needs in our communities. 

- We need to be sure we run our businesses in the best way 

possible, differently from the traditional way of thinking 

about businesses!  

 

 Next session we will learn about resource mapping, this will 

help us be very resourceful and innovative!  

 

7. TAKE AWAY 
(5 MINS) 

 

!!! Collect weekly calendar of scholars. 

 

1. As a club think differently about the projects you run.  

2. As a club, brainstorm around all 4 areas to improve your 

business by being innovative.  

3. Document the meeting and present the minutes to the mentor 

and club patron in the next lesson. 

 

 

       

 

 

 

Have we met our objectives? 

 (Use thumbs up, thumbs down) 

 

Assign a mobilizer and a timekeeper for next week!  

MENTOR NOTES 
 

Do not forget: questions to address next week, what to ask my 

coordinator, etc. 
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Innovation: 

Making changes to something established, 

especially by introducing new methods, ideas or 

products. 
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Revenue

Sales Volume

Selling to larger number 
of customers, even if 
profit from individual 

sales are low

Price

Using price 
discrimination or 

charging differently 
according to situation

Reinvestment

Focus on expansion by 
reinvesting profit into 

the business instead of 
eating profit. 
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Customer

Poor

If products are made 
specifically to fit the 
needs and lifestyle of 

poor people, it is often 
the biggest market. 

Ignored

Target People who are 
not viewed as “good” 

customers, such as 
students, homeless, 
widows, disabled, 

temporary, etc.

Conscious 

Some people care if 
the product is 

environmental, if sales 
go to help orphans, or 

if your product is 
locally made
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Marketing and 
Distribution

Community

There is a limit to how 
much one person can 
manage, the more the 
community is involved, 

the more people working 
and so it is a bigger  

business/profit

Commission

Workers are paid a 
percentage of the profit 
they earn to encourage 

them to work harder and 
sell more for the 

business.

Delivery 

Selling one part of the 
product cheap and the 

part people must replace 
as more expensive, such 
as a cheap phone with 

expensive air time
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Product

Self Improvement 

Add some way for the 
product to improve the 

person such as 
consultancies, 

trainings, sensitizing, 
teaching techniques, 
coaching, upgrading.

Selling Savings

Pay us to find ways of 
saving you money! We 

take a percentage of 
the money we save 

you, nothing to lose.

No Waste 

Selling one company’s 
“waste” as someone 
else’s “resource” or 

finding ways to reuse 
“waste”
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LESSON 2.4                                   UNDERSTAND: RESOURCE & NEEDS MAPPING 

Objectives: 

• Scholars will be able to identify needs, resources and 

opportunities in the community 

• Scholars will be able to interact with people in the community 

to learn more about the needs and resources that exist 

• Scholars will be able to identify project opportunities for their 

clubs 

 

Vocabulary:  

Resourceful, resource, need  

 

Why this lesson:  

Scholars will be triggered to think outside of the box to become 

resourceful and open their eyes to resources locally available.  

 

Materials:  

Flipcharts and markers for resource maps 

 

Lesson plan flow:  

0.    Attendance (5 mins)  

1. Introduction (5 mins)  

2. Creativity test (5 mins) 

3. Resource mapping (10 mins) 

4. Community excursion (45 mins) 

5. Reflection (10 mins)  

6. Conclusion (2 mins)  

7. Take away (2 mins)  

 
Source: The BUILD your business model is an adjusted version of the African 

Leadership Academy Centre for Entrepreneurial Leadership. 

 

 

 

 

 

 

1. INTRODUCTION   
(Q&A - 5 MINS) 

 

What did we learn last week about innovation? 

 

 

Emphasize that innovation means to make changes to something 

established, especially by introducing new methods, ideas or 

products. 

 

In order to know how to innovate our businesses we need to 

understand the individuals affected by my business and the 

context I am operating in.  

 

 The second letter of BUILD is Understand and today’s 

Note to the mentor: The community excursion will take up a 

lot of time. Keep the introduction, creativity test and lecture 

about resource mapping short. 

 

If your scholars are not allowed to leave the school premises, 

conduct the excursion within the school compound.  
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session will help us understand how we can use the needs 

and resources in our communities to come up with 

business ideas and solutions.  

 This session we will get hands on and research the 

resources and needs available in our community. 

 Next week we will learn more about understanding our 

customers as we will learn about customer profiling.  

 

 Share the objectives of this lesson!  

 

2. CREATIVITY TEST    
(ACTIVITY – 5 MINS) 

 

Explain that you want to do a little test to see how creative the 

scholars are. 

 

1. Get the scholars to call out as many different ways someone 

could use a brick. 

 

2. Count the number of unique answers. For example if the 

scholars shout “use it as a door stopper” then they get one point. If 

the scholar shouts “use it to build a house” they get zero points 

since that is the most common use of a brick. 

 

 

 

3. RESOURCE MAPPING    
(LISTEN - 10 MINS) 

 

Today is about discovering and exploring communities in a new 

way. You will critically analyse the community environment and 

physical environment.  

 

Like in the creativity test we need to consider different uses for the 

different resources around.  

 

Who knows what it means to be resourceful? 

 

 

      Use Visual 1     

 

(Cue scholars to take note) 

 

 Today we will continue thinking creatively as we will go out 

to map resources, needs and opportunities in the 

community around the school.   

 

!!! Our mission today is a fact-finding mission!  

 

A tool we can use for this mission is a resource map. It will help us 

Resourcefulness: using the available resources to create 

opportunities.  
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better understand the available resources available in the 

community for your Educate! club and personal projects back 

home. 

 

      Use Visual 2  

Explain that the goal of the resource map is to gain information 

about social and demographic facts about the community we work 

with. The information we collect today can inform future project 

proposals and resource mobilization strategies. 

 

(Cue scholars to take note of the questions) 

 

Questions we try to answer through a resource map are  

 

1. What resources are available? 

 

2. How are the available resources exploited or ignored? 

 

3. How do people maximise or capitalise on existing 

resources? 

 

!!! As you can see on this example, a resource map is a tool that 

gives a geographical overview of an area. (Point at the borders of 

the area drawn in the example) 

 

!!! The map itself shows the quantity and distribution of resources 

available to a community.  

 

Any questions about the resource map? 

 

 

4. COMMUNITY EXCURSION    
(GROUP ACTIVITY - 45 MINS) 

 

Provide the following instructions to the scholars 

 

(Cue scholars to take notes) 

 

1. During the community excursion you will form groups of 5-6 

scholars and draw a resource map. 

 

2. Your first step is to draw an outline of the boundaries of the area 

you consider “the community”. 

 

3. By talking to community members, fill in the map with 

symbols of main roads, and key resources  such as schools, water 

sources, fields, markets, meeting points, project sites, 

churches/mosques, health centres etc. 

 

4. Besides drawing the map, fill in a projects idea table as shown in 

visual 3.  

 

      Use Visual 3    

 



 

 

36 

 

(Explain that project ideas can be found when you match your 

resources, and skills with the needs.  

 

5. Let the scholars form groups of 5-6 quickly (use countdown).  

 

6. Ensure that each group has paper on which to draw a resource 

map and the project ideas table.  

 

7. Set a time at which the scholars have to be back in class to 

present their findings (whether they have finished or not), give 

them around 40 minutes). 

 

NOTE:  

Students draw the resource map and complete the table while in 

the community. Challenge them to think creatively and sustainably 

throughout the entire exercise. 

 

!!! Ensure proper supervision and safety in the community at 

all times. Remind them to be role models!  

 

5. REFLECTION    
(Q&A - 10 MINS) 

 

Collect the resource maps from all groups. 

 

How did the resource mapping go? 

How did the resource mapping help you to 

Understand the community? 

 

!!! Let each group present one of the opportunities they came up 

with. 

!!! Explain how you mobilized resources in your 

personal project/business. 

 

6. CONCLUSION    
(LISTEN - 2 MINS) 

 

Emphasize the following:  

- Today we started our fact-finding mission to UNDERSTAND 

the business climate.  

- We have learned what it means to be resourceful and make 

use of locally available resources. 

- By resource mapping we have gained information about 

the community around us. This information can help us in 

strengthen our social enterprises that we run in the 

Educate! clubs. 

- This term we will learn practical skills during the cluster 

retreat and we will pass on these skills to younger students 

as well.  

 

Have we met our objectives? 

 (Use thumbs up, thumbs down) 

 

Assign a mobilizer and a timekeeper for next week!  
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7. TAKE-AWAY    
(2 MINS) 

 

Give the following instructions 

(Cue scholars to take notes) 

 

Hold a Educate! club meeting before the next lesson. Using the 

information you have gathered from the community day, do the 

following: 

 

1. Discuss how your club can organize an event after the cluster 

retreat to pass on the practical skills during Skills Day. 

 

2. Discuss how your club can be resourceful to raise funds for this 

Skills Day. Use the group decision making process.  

 

3. Create a timeline for the project idea.  

 

4. Document the meeting and present the minutes to the mentor 

and club patron in the next lesson. 

 

 

  

MENTOR NOTES 
 

Do not forget: questions to address next week, what to ask my 

coordinator, etc. 
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Resourcefulness: 

Using the available resources to create opportunities.  
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Resource = Anything that can be 

used by a person or organization 

in order to function effectively. 

 

Need = a thing that is wanted or 

required 

 

 



 

 

40 

 

Community 
needs

Skills & 
Experience 

Community 
Resources

 

 

  
 

 

 

 

 

 

Community Needs Community Recourses Passions and Skills Project Ideas  

E.g. Food security E.g. Land, out of school youths E.g. growing tomatoes and 

cabbage. 

E.g. Organic crop growing. 

    

    

Project Idea 
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LESSON 2.5                                                UNDERSTAND: CUSTOMER PROFILING 

Objectives: 

- Scholars will be able to explain the purpose of realistic 

assumptions for entrepreneurs.  

- Scholars will be able to create a customer profile 

- Scholars will be able to interact with potential customers to 

learn about market opportunities 

 

Vocabulary:  

Assumption, Customer Profile 

 

Why this lesson:  

As entrepreneurs, the scholars will have to understand their 

customers to provide the best services and products possible.  

 

Materials:  

Visual 1 from lesson 2.1 if you like 

 

Lesson plan flow:  

0.    Attendance (5 mins)  

1. Introduction (5 mins)  

2. Energizer  (5 mins) 

3. Lecture Customer Profiling (35 mins) 

4. Activity Customer Profiling (25 mins) 

5. Reflection (5 mins)  

6. Conclusion (2 mins)  

7. Take away (2 mins)  

 
Source: The BUILD your business model is an adjusted version of the African 

Leadership Academy Centre for Entrepreneurial Leadership. 

Source: Customer profiling is an adjusted version of Steve Blank, see 

www.steveblank.com 

 

 
 

 

1. 

INTRODUCTION   
(Q&A - 5 MINS) 

 

Did you manage to come up with ideas for Skills 

Day? Explain. 

 

 

 Remember we started our fact finding mission to 

Understand our business climate last week? 

 This session we will continue to understand our business 

climate by understanding our customers better. 

 The better we understand our customer the better we can 

provide services and products that will help our 

customers and communities.  

 

 Share the objectives of this lesson!  

2. ROLE MODEL   OPTIONAL 

Note to the mentor: Assumption testing is a difficult 

concept to explain, make sure you are well-conversed with 

the content of this lesson. 

 

There are 2 versions of the activity customer profiling, 1) 

Let scholars interview each other, 2) let scholars interview 

people outside the class but inside school. 
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(GAME - 5 MINS) 

 

1. Arrange the group in a large circle, with everyone standing.  

 

2. Find your “Role Model: focus on a person in the circle without 

pointing or saying who you selected as your role model, it can be 

anyone.  

 

3. Explain that the objective is to watch your “Role Model” closely 

and to copy his/ her every action.  

 

4. Now ask the team to stand perfectly still. No one may move 

unless his/her “Role Model” does. If his/her “Role Model” moves 

(twitches, coughs, blinks, etc.), he/she is to mimic that movement 

exactly and then be still again.  

 

3. LECTURE: CUSTOMER PROFILING   
(LECTURE, Q&A - 35 MINS) 

 

When you were creating your businesses for the 

Educate! Club, or your personal project, how did you 

know that customers would buy your product? 

Why did you believe the customers would buy your 

product? 

 

(Rephrase to scholars what they said back to you, using the words 

“Before you started your business, you believed…”) 

 

Assumptions 

All of the beliefs we had about a business idea, before it is proven 

to be true through practice, is a guess or assumption.  Until you 

actually are able to see that a person would give you money for a 

product or service, you are merely guessing that your product will 

sell.  You are making the assumption that they will like the product. 

 

(Cue scholars to take notes) 

 

Story 

Tell this story to help illustrate this point. The point is to show the 

importance of testing out your assumptions in business.  

 

“There was once a young woman who decided to start a tomato 

growing project. She thought it was a good idea because she had 

seen some other people selling tomatoes in the market and they 

seemed to be selling a lot of them. After a few months, she had her 

first batch of tomatoes ready to sell, but by the end of the first week 

no one had bought them and she was feeling distraught. What had 

she done wrong?  

 

She decided to investigate. She asked around the market and found 

out that customers preferred extra red tomatoes (hers weren’t so 

red). People were also buying tomatoes at other stalls for 1,000 

Assumption: a belief without proof.  



 

 

43 

 

Shillings less than what she was selling them for. She also realized 

she was selling at a time when few people went to the market.  

 

By talking to others, she was able to work out what would make her 

(not someone else’s) tomatoes sell. She was able to challenge her 

own assumptions about her business. By talking to customers and 

competitors she worked out that she needed to pick her tomatoes a 

little later, reduce the price and sell in the evenings. Once she started 

doing these things, she started selling lots of tomatoes!” 

 

All of our beliefs in the beginning are assumptions. Some 

assumptions, however, are better than others.   

 

How can an entrepreneur improve their assumptions? 

How can you come to better assumptions that are 

realistic? 

 

The best way to guess correctly, or to ensure that your guess is 

good, is to know your customers. Knowing your customer allows 

you to make a more informed guess.  

 

When we talk about BUILD, the central aspect is listening to 

customers. If we constantly keep BUILD in mind, we will have tools 

that will allow our assumptions to be informed, and increase the 

likelihood that our business will be successful.  

 

 

 

Understand  

Everyone here has already proven that they can be an 

entrepreneur.  Through your work in the Educate! Clubs, you have 

started businesses and worked in teams to achieve a goal.  We all 

BELIEVE in ourselves.   

 

Last week we started UNDERSTANDING the community, the 

resources that are there and the needs that we can find solutions 

for.  

 

 Today we will continue to UNDERSTAND, this time we will 

focus on understanding the customers we serve.  

 

When taking the step of UNDERSTANDing the customer, there are 

four areas of a customer’s life that are important to know about: 

needs, problems, activities, and buying habits.   

 

 

Use hand-out 1 

 

 

Explain that for each area, there are guiding questions to help 

them extract information from their customers. 

 

1. Customer Problems and Needs 

What do they need or want.  This could include what do they need 

to have fun, what do they need in order to get married, what do 

they need to help provide for their families? Needs can be 
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anything from essential needs—such as water, food, and 

clothing—to non-essential needs—such as entertainment, 

communication, and luxuries. 

 

You can also ask people about their problems to understand what 

they need.  Does the customer feel frustrated, angry or have 

problems that need solving?  For example, you have a problem 

that you get nervous when speaking in front of a big group.  

Maybe you need more opportunities to practice doing this.  

 

Who can give an example of a need? 

 

 

Who can suggest a product or service that would 

help your colleague address this need? 

 

2. Daily Activities 

What does the customer do during their day?  To find this out, 

map the day-cycle of the customer from when they wake up to 

when they go to sleep.  Then, you can use the information to see if 

there is any opportunity to provide a product or service that they 

would use every day.  If the customer washes his clothes once a 

week, you could provide the soap, the basin, or the washing.  Think 

about the products they use as they go through their daily 

activities. Always try to understand why they use those products. 

 

Who can give an example of a daily activity? 

Who can suggest a product or service that would help 

your colleague address this daily activity? 

 

3. Buying Habits 

What types of products does the customer currently spend money 

on?  Is it food? If so, what type?  Why that type instead of another?  

Do they have dietary restrictions (vegetarianism, allergies)?  Try to 

understand what influences the customer’s decisions around 

buying.  This will show you what areas the customer is willing to 

spend money and in what areas he is not.  It also helps you 

understand what the customer could not buy so that they can buy 

your product. Always try to understand why they choose to buy 

certain things. Think about the customers in the story who liked to 

buy red tomatoes. 

 

Who can give an example of a buying habit? 

 

Who can suggest a product or service that would 

help your colleague address this daily activity? 

 

 

4. ACTIVITY CUSTOMER PROFILING   
(GAME - 25 MINS) 

 

NOTE: This activity has two versions, 1) let the scholars 

interview each other 2) let scholars interview people outside 

the class but inside the school. 
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1. Explain that the scholars will talk to ‘customers’ guests to 

create a customer profile. 

 

2. Make 5 groups.  

 

3. Let scholars use the questions on visual 1 to interview the 

guests. Let all scholars take their individual notes. 

 

4. Give the scholars 25 minutes to move around the 

classroom/school to talk to at least 3 ‘customers’.  

 

5. Walk around continuously to check whether all scholars are 

involved actively during the entire activity.  

 

5. REFLECTION   
(Q&A - 5 MINS) 

 

Let all scholars go back to their seats.  

 

Have you learned something from the customers 

that you did not know before? 

 

How does this activity relate to assumption testing? 

With the information gained through this exercise, you 

should be able to make a better assumption about what 

products their customers would want to buy.  The more people the 

entrepreneurs talks to, the better the assumption will be. 

Quote of the week: “customer” 

By Bill Gates 

 

“Your most unhappy customers are your greatest source of learning.”  

 

What does this quote teach us about customer 

profiling? 

Why can unhappy customers teach us more than 

happy customers? 

 

The quote shows us that we can learn from customers, even if they 

are not happy. If a customer is not happy it means there is 

something we can improve about our business. We should learn 

what it is exactly that we can improve about our business.  

 

This shows us that even when we have the business idea and run a 

business, we need to continue to Listen to our customers. 

Remember there is an L in BUILD that stands for Listen? 

 

 Later this term we will pitch/present our businesses to each 

other to Listen to the feedback of customers, to help us 

Understand them better. 

 

6. CONCLUSION   
(Q&A - 2 MINS) 

 

Emphasize the following: 
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- When we start our business we have assumptions, we guess 

what customers would be interested in. 

- We need to try to make the best assumptions possible; we 

can do this by understanding our customers’ problems and 

needs, daily activities and buying habits. 

 

 

7. TAKE-AWAY    
(2 MINS) 

 

!!! Ask for meeting minutes of the previous Educate! Club meeting 

about Skills Day and resourcefulness. 

 

!!!  For the next lesson read Albina Ruiz’s case study. 

 

PRACTICE OPTION: 

In your Educate! clubs, share what you have learned about 

customer profiling.  

 

1. As a club interview 5 of your customers per project to develop 

your project’s customer profile.  

 

2. As a club, study the customer profile and brainstorm about how 

you can improve your projects to serve your customers as best as 

possible. 

 

3. As a club, brainstorm whether there are new business ideas you 

could think of to serve your customers as best as possible. 

 

4. Document the meeting and present the minutes to the mentor 

and club patron in the next lesson. 

 

 

Have we met our objectives? 

 (Use thumbs up, thumbs down) 

 

Assign a mobilizer and a timekeeper for next week!  

MENTOR NOTES 
 

Do not forget: questions to address next week, what to ask 

my coordinator, etc. 
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           Customer Needs and Problems:  
1. How do you measure success or failure in life? 
2. What would make your life easier?  
3. What problems do you face at work?  In your 

home?  With your friends? 
4. What makes you frustrated, sad or angry? 
5. What obstacles stand between you and what 

you want to achieve?  
6. What do you find unsatisfactory about certain 

products that you use?   

  

 

Daily 

Activities: 
1. What do you do 

immediately after waking 

up? 

2. What do you eat/drink for 

breakfast? 

3. What do you do before you 

go to school or work? 

4. What did you do 

yesterday? Do you do 

those things every day? 

5. What do you do in your 

free time? 

6. What did you do yesterday 

after school or after work? 

 

Buying Habits: 
1. What do you spend most 

of your money on? 
2. What did you buy 

yesterday? 
3. What do you buy that is not 

food, drink, medicine or 
clothes? 

4. Where do you buy these 
things? 

5. How much do you spend 
every month? 

6. Do you buy things for other 
people? If so, what? 

7. What are your favourite 
things you have bought 
recently? 
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LESSON 2.6                                                       INVENT: BUSINESS MODEL PART I 

Objectives: 

 Scholars will be able to reproduce the first 4 elements of 

the business model. 

 Scholars will be able to modify the business model to their 

business projects. 

 

Vocabulary:  

Business Plan 

 

Why this lesson:  

Business planning is a tool used by entrepreneurs to present their 

business model and plans to colleagues as well as outsiders. The 

business model helps organize business plans around business 

needs and resources  as well as market and distribution.  

 

Materials:  

Masking tape for visuals 

Paper ball  

 

Lesson plan flow:  

0.    Attendance (5 mins)  

1. Introduction (5 mins)  

2. What are you doing? (5 mins) 

3. What is a business plan (40 mins) 

4. Albina Ruiz Case Study (15 mins)  

5. Reflection (5 mins)  

6. Conclusion (2 mins)  

7. Take away (2 mins)  

 
Source: The Business Model is an adjusted version of theBusiness Model Canvas 

developed by Osterwalder and Pigneur.  

 

 

 

1. INTRODUCTION   
(Q&A - 5 MINS) 

 

What did we learn about the BUILD method to 

improving our businesses?  

 

 Believe: dreaming big 

 Believe: being proactive 

 Understand: resource and needs mapping in our 

community 

 Understand: customer profiling 

 Today we will start Inventing, we will learn all about 

business planning. This is a very important lesson, so take 

notes and pay close attention!  

 

 Share the objectives of this lesson!  

Note to the mentor: This session presents a ton of new 

information. Be careful to present your lecture in an exciting and 

interactive way, asking scholars to fill in the boxes and note down 

the business model for the example (using the bold and italic 

words).  

 

Use the energizer to gain scholar’s attention before or during the 

lecture, when you see it fit. 
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2. WHAT ARE YOU DOING?  OPTIONAL 
(GAME - 5 MINS) 

 

1. The group stands in a circle.  

 

2. The first person starts by miming an action (e.g. brushing teeth). 

  

3. The person to his/her left asks, “What are you doing?” and first 

person answers by naming a second action/activity (e.g. climbing a 

ladder).  

 

4. The questioner must then act out climbing a ladder, while the 

person to their left in turn asks, “What are you doing?” 

 

5. No one stops miming activity until everyone in the circle is doing 

some activity or action. 

 

3. WHAT IS A BUSINESS PLAN?   
(LECTURE, Q&A - 40 MINS) 

 

What is a business plan?  

What does a business plan say about a business? 

 

A business plan is exactly what it sounds like, a document that 

plans out the various parts of the business. It’s a document that 

details exactly what the business is, what it creates, who it targets, 

and how it is able to do all of this. 

 

Why is a business plan important? 

How can a business plan help us in the Educate! 

Clubs? 

 

It helps to detail the business strategy and how the business will 

produce value. It is a guide to the business, and helps set the path 

for the business going forward. 

 

Business plans tend to be written documents, and can be anywhere 

from two to two hundred pages. Today, we’re going to look at a 

new kind of business plan, called the business model.  

 

We’ll be using this model, along with some other documents, to 

create a plan for the Educate! club and to test that plan, and you 

can also use this model for your personal projects and businesses. 

It will help us improve our projects and present our projects in a 

complete way to partners, investors and club members.  

 

NOTE: Excite scholars about writing a business plan; this plan will 

help them sell their business to others, including the Exhibition 

Jury. 

 

Product 

 

 Use Visual 1     
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We’ve decided on an idea, and now we need to see how our 

business will work. Let’s start with the box in the middle of our 

model, called product or service. The product or service box will 

show the product or service that our business creates.  

 

!!! In this lesson I will use the example of poultry business. 

 

What is the difference between a product and a 

service? 

 

(Cue scholars to take notes if they don’t know the answer) 

 

Service means you are doing work for someone, examples of 

businesses providing services are a hair and beauty salon, bicycle 

repair, or financial advisor.  

 

A product means that your business is providing goods to the 

customer. Examples of businesses that provide products are dairy 

processing, a newspaper shop or a poultry farm. 

 

For our poultry business what would the product or 

service be? 

  

(Use the example of chicken, egg could also work, but make sure 

chicken is the answer put in.)  

 

(Cue scholars to take notes and leave space to add more and more 

boxes) 

We are selling a product, chickens, so chicken belongs in this box. 

We don’t need a sentence or more, we just need to write, or you 

can even draw a chicken.  

 

(Cue scholars to write chicken in their product and service box) 

 

Customer 

Now, the next thing to consider when planning out a business is 

who will buy the product or service.  These are your customers.   

 

      Use Visual 2    

 

Now that we have our product, we need to think about our 

customer.  

 

Who are the people that make up our market?  

Who can buy chicken? 

 

(Answers will vary, but the focus will be on a mass market, or 

everyone in the area that will buy a chicken.) 

 

We’re going to focus on our entire community, so let’s put that 

into our customer market box. This box will always show who your 

business focuses on. If you have more than one focus then put that 

in there, maybe you want to focus on the community but also 

create a special chicken product for village women. Both 
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populations must be represented in the customer box, since they 

are your customer markets. 

 

BACKGROUND: A market is a group of existing or potential buyers 

for specific products or services.  



Distribution 

We know our product, we know our customer, but how do we get 

our product to the customer? Our third box will tell us this, and it’s 

called the Channel/Distribution box.  

 

This box will show the path of our product to the market, and help 

us decide on different ways to transport and make our product or 

service accessible. 

 

      Use Visual 3   

 

Who knows what distribution means? 

 

Distribution means the way the product or service reaches the 

target customer. 

 

Let’s think about our chickens, we said we want to 

sell to our entire community, how will our 

community access our chickens?  

 

(Answers will vary; direct sales to customer, a market stall, selling to 

local dealers, etc. Focus on a market stall.) 

 

We will be focusing on a market stall, so let’s write or draw 

market stall in that box. Remember, this box can also have more 

than one thing in it, and it depends on how you are accessing your 

customers. It’s also important that your channel realistically shows 

you plan to access your customers. For example, if you are only 

selling chickens to orphanages, and you decide your channel is a 

market stall, then that doesn’t seem like the best idea. Instead 

you’d might want to focus on direct delivery, since you have a very 

specific customer market.  

 

Marketing 

Our product is known, our customers are known, and now we 

understand how we’re getting our product to our customer. What 

about our relationship to the customer though? 

 

      Use Visual 4   

 

 

What does marketing mean? 

 

Marketing refers to all the activities involved in the getting the 

product or service offered by the enterprise known to the buyer. 

These include advertising, display, and selling techniques. 
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How will people know to buy our chickens? 

How do we market our product? 

And how do we make sure that people keep on 

buying from us?  

 

(Focus on some sort of sign and flyer design for marketing. You can 

also form personal relationship with repeat buyers, and call them for 

demand questions.) 

 

Our focus is on flyers and a sign to draw customers to our stall. 

Let’s put that into our model. 

 

!!! Pick one of the four elements to illustrate how you 

have dealt with this in your project/business (mentor)  

 

4. ALBINA RUIZ CASE STUDY   
(Q&A - 15 MINS) 

 

      Use Visual 5 

 

Who can tell me what you learnt from Albina Ruiz’s 

case study?  

 

(Let 1 or 2 scholars share their observations) 

 

What can you recognize in this case study about 

Albina’s business plan? 

And how is she thinking differently about 

business?  

What is her service? Her customer? Her 

distribution model? Her marketing model?  

 

The service Albina offers is unique: her enterprise introduced a 

standard and monthly fee for trash collection services. Another 

service she was offering indirectly was business support to those 

collecting garbage. At the same time the end products of recycle 

materials are sold, such as fertilizers. 

 

The customers were rich people who were able to afford  

 

Distribution was a very important factor for Albina’s enterprise. 

She made sure her service was provided conveniently every day. 

While the people in the city were used to irregular government 

services, her enterprise was different because they delivered on 

time!  

 

Albina used creative and inventive marketing campaigns to attract 

customers. For example the clean-up campaigns she started 

organizing during her university studies. One of the selling points 

was that she was employing the poor scavengers and recycled the 

waste to avoid the city from swallowing in its own waste. 

 

What makes her enterprise a social enterprise? 

Do you think she provided a win-win solution? 
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Through her enterprise Albina managed to use something that was 

widely available: garbage. Through this resource she provided jobs 

to the people in the community, contributed to the environment 

by recycling garbage and helped customers by picking up their 

garbage from home. This is a win-win-win solution! 

 

!!! All social enterprises provide a win-win solution. They use the 

locally available resources to meet the needs in the community 

while at the same time making profit. 

 

!!! Remember Benson and Lillian’s enterprises? They are also 

examples of win-win solutions. 

 

Do you think a garbage business like this can work in 

Uganda? 

 

It can definitely work in Uganda. Actually one of the Educate! 

scholars started a scrap business. He is collecting scrap materials 

and is selling them off for profit.  

 

 Remember when we talked about thinking differently in 

business? Garbage can be a resource! 

 

4. REFLECTION    
(Q&A - 5 MINS) 

NOTE: the purpose of this reflection is to make sure that scholars 

understand all elements of the business model and are able to 

apply it to their own projects. 

 

How can we use the business model in our Educate! Clubs? 

Can the business model improve the way we work? 

 

The business model helps us present our business plans 

in a simple way to customers, investors and partners.  

 

The business model also helps ourselves to organize the way we 

do business. It helps us identify all aspects we need to think about 

in order to run a successful business. 

 

 In session 2.9 we will learn how to make a budget based on 

this model.  

 

Now that we’ve completed the model, what does 

everyone think about it?  

Are there any questions about it? 

 

(Let 1-2 scholars share their ideas about the business model) 

 

5. CONCLUSION    
(LISTEN - 2 MINS) 

Emphasize the following: 

- A business plan helps us think about and present how to 

run a business. 



 

 

54 

 

- It helps us foresee challenges and find ways to deal with 

these. 

- There are 8 elements of our business model. This week we 

learned the first 4.  

- Other entrepreneurs could use different models for 

business plans, but this is very easy to use and change as 

your business changes. 

Quote of the week “Planning”  

By Abraham Lincoln 

 

“Give me six hours to chop down a tree and I will spend the first four 

sharpening the axe.” –  

 

What does this quote say about business planning? 

 

This quote emphasizes that before taking action it is better to 

prepare yourself. You need to come up with a plan, prepare your 

tools and think of the best way to complete the task. 

 

 

 

 

 

6. PRACTICE OPTION    
(2 MINS) 

 

1. Complete the first 4 elements of the business model for your 

Educate! clubs. 

 

2. Show your business model to 3 outside ‘advisors’ (entrepreneurs 

or students) and see if they have any additional information about 

the idea. 

 

 

 

 

 

 

 

 

 

Have we met our objectives? 

 (Use thumbs up, thumbs down) 

 

Assign a mobilizer and a timekeeper for next week!  

MENTOR NOTES 
 

Do not forget: questions to address next week, what to ask my 

coordinator, etc. 

 

 



2.6 Invent: Business Model Part I – Visual 1 “Product or Service ” 
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Product or Service 



2.6 Invent: Win-Win – Visual 3 “Business Pitch” 
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Product or Service Customer  



2.6 Invent: Win-Win – Visual 3 “Business Pitch” 
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Product or Service Customer  

Distribution    



2.6 Invent: Win-Win – Visual 3 “Business Pitch” 
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Product or Service Customer  

Distribution    

Marketing   



2.6 Invent: Win-Win – Visual 3 “Business Pitch” 
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“Albina Ruiz has no time to waste.” 
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LESSON 2.7                                                       INVENT: BUSINESS MODEL PART II 

Objectives: 

 Scholars will be able to reproduce all 8 elements of the 

business model. 

 Scholars will be able to modify the business model to their 

business projects. 

 

Vocabulary:  

Business Plan 

 

Why this lesson:  

Business planning is a tool used by entrepreneurs to present their 

business model and plans to colleagues as well as outsiders. The 

business model helps organize business plans around business 

needs and resources as well as market and distribution.  

 

Materials:  

Masking tape for visuals 

Paper ball  

 

Lesson plan flow:  

0.    Attendance (5 mins)  

1. Introduction (5 mins)  

2. What are you doing? (5 mins) 

3. What is a business plan part (45 mins) 

4. Reflection (15 mins)  

5. Conclusion (2 mins)  

6. Take away (2 mins)  
 

Source: The Business Model is an adjusted version of theBusiness Model Canvas 

developed by Osterwalder and Pigneur.  

 

 

 

  

 

 

1. INTRODUCTION   
(Q&A - 5 MINS) 

 

Who remembers the first 4 elements of the business 

model?   

 

 

The first 4 elements are product or service, customer, distribution 

and marketing.  

 

 Today we will look at 4 more elements. These are all related 

to the costs of the business. 

 

 Share the objectives of this lesson!  

 

 

 

 

Note to the mentor: This session presents a ton of new 

information. Be careful to present your lecture in an exciting and 

interactive way, asking scholars to fill in the boxes and note down 

the business model for the example (using the bold and italic 

words).  

 

Use the energizer to gain scholar’s attention before or during the 

lecture, when you see it fit. 
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2. WHERE ARE YOU AT?  OPTIONAL 
(GAME - 5 MINS) 

 

1. Divide the room in 4 areas, A, B, C and D. 

2. Scholars have to move to the side of the room that applies to 

them. 

 

3. Go through the following statements, or make up your own: 

 

i) Part of the world I would like to visit: 

A Europe B Africa  C Americas  D Asia 

 

ii) Favourite football team: 

A Man. U  B Arsenal  C Chelsea  D Man. City 

 

iii) Number of children you want in future 

A 1 B 2  C 3 D 4 or more 

 

 

3. WHAT IS A BUSINESS PLAN?   
(LECTURE, Q&A - 35 MINS) 

 

Who remembers what a business plan is?  

What does a business plan say about a business? 

 

A business plan is exactly what it sounds like, a document that 

plans out the various parts of the business. It’s a document that 

details exactly what the business is, what it creates, who it targets, 

and how it is able to do all of this. 

 

 Today we will add 4 other elements of the business model. 

 These are all elements that are related to the cost and value 

of our business.  

 

Value 

Now we have four boxes filled in, and we understand our product, 

our customer, our channel for distribution, and how we will find 

and maintain customers, let’s think about how we are actually 

making money.  

What are we selling, and what is the transaction that allows us to 

create money?  This is the value box.   

 

      Use Visual 1  

 

How does our business create value? 

How does the business generate profit? 

 

Our value is the money we generate, which in this case comes from 

selling a chicken to a customer.    

 

Let’s put this into our box, and we can show this by writing 

“chicken + customer = money”, or showing that relationship. 

Remember it’s important to be short and clear with your boxes, 

and not to write in sentences. 
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Activities  

This box shows us all the key activities we need to produce our 

product and get our product to the customer. It’s very important 

to write down all the key activities here, because when we fill out 

other boxes, this box will be a very important reference.  

 

      Use Visual 2 

 

What are the key activities for our poultry business?  

What are the different steps to setting up a poultry 

business? 

 

(Answers will vary. Important ones are raising chickens, building a 

stall, transporting chickens to stall.) 

 

It looks like our most important activities are raising the chickens 

(keeping them healthy, sheltered, and fed), transporting the 

chickens to market, and creating a stall at market to sell our 

chickens. Let’s put these into our box.  

 

Remember, these activities are influenced by how we are creating 

and selling our product. If we didn’t choose to sell to customers 

through a stall, then this would not be a key activity, and it’s 

important to understand that relationship, and make sure to look 

back through other sections if you are trying to think of what that 

section should have.  

 

Resources 

Now that we have our most important activities, let’s think about 

what resources we need to do these activities. What are the 

resources we will need to do these activities? 

 

      Use Visual 3 

 

 

What are the resources we will need for are poultry 

business? 

Look at the activities, what do we need for this? 

 

(Important ones are shelter, chicks, feed, labour, vaccine, market 

stall). 

 

It seems like our biggest resources that we need to have are 

shelter, chicks, feed, vaccine and a market stall. We’ll have to 

buy feeds and vaccine from someone else, and we will see how 

that works in our next section. Put our internal resources into the 

box. 

 

Remember with resources that you don’t have to purchase 

everything for yourself, and that many resources can be found or 

donated. The ability to be resourceful depends on your talent for 

creative thinking. Creative people can see opportunities and 

potential that other people miss out on. In school, we are tested on 
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a different way of thinking. We’ve filled out our activities and our 

resources, and you can see how our activities helped inform our 

resources, this is why it is important to do the activities first.  

 

Who remembers what it means to be resourceful? 

 

Being resourceful means using available resources to create 

opportunities. 

 

Cost 

We now have one box left, and then our business model is 

complete. Our final box is cost, and this isn’t supposed to be a 

budget, but a look at our biggest costs.  

 

      Use Visual 4 

 

What are the biggest costs in our business?  

Look at the key activities and resources required. 

 

(Raising the chickens and creating the stall are the probably the two 

biggest costs.)  

 

It seems like our biggest costs are the raising of the chickens, and 

the creation of a stall. If we have too many chickens to transport 

by foot, or the market is too far, then maybe a bicycle would also 

be a cost, and that would mean it’s also a resource. Let’s assume 

we can carry our chickens though, and we are able to walk to the 

market. Let’s put the costs into our model, and our business model 

is complete. 

 

 In one of the next sessions we will learn how to make a 

budget. 

 

!!! Pick one of the four elements to illustrate how you 

have dealt with this in your project/business (mentor)  

 

Summary  

Now that the model is complete, let’s look it over. Each section will 

show a different part of the business, but everything is related. It 

shows:  

 

 How our product is created (product/service) 

 How that product moves to the customers (distribution) 

 How we recruit customers (Marketing) 

 Who our customers are (Customer) 

 What we need to run our business (Resources and cost) 

 What we need to do to run our business (Activities) 

!!! It’s our business plan, but in one page, and with very few words.  
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This model is also easy to change and adapt, which means as your 

business grows or things change, your model will be able to 

change with it and help inform future changes.  

 

4. REFLECTION    
(Q&A - 15 MINS) 

 

NOTE: the purpose of this reflection is to make sure that scholars 

understand all elements of the business model and are able to 

apply it to their own projects. 

 

Now that we’ve completed the model, what does 

everyone think about it?  

Are there any questions about it? 

 

Now let’s go through another example of the business model with 

one of your Educate! club examples. 

 

Who can give their project as an example? 

 

 

(Use this in the reflection) 

What is the first element? 

 

Right, the product or service.  

(Let scholars work with the example they gave to go through all 

elements of the business) 

1. Product/service 

2. Customer 

3. Distribution 

4. Marketing 

5. Value 

6. Activities 

7. Resources 

8. Costs 

 

5. CONCLUSION    
(LISTEN - 2 MINS) 

Emphasize the following: 

- A business plan helps us think about and present how to 

run a business. 

- It helps us foresee challenges and find ways to deal with 

these. 

- There are 8 elements of our business model.  

- Other entrepreneurs could use different models for 

business plans, but this is very easy to use and change as 

your business changes. 

Have we met our objectives? 

 (Use thumbs up, thumbs down) 

 

Assign a mobilizer and a timekeeper for next week!  
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6. TAKE AWAY    
(2 MINS) 

 

 

Use hand-out 1 

 

 

This is an example of a speech you can use to present the win-win 

solution your enterprise is offering.  

 

1. In your Educate! Clubs go through the presentation example. 

 

2. Prepare a presentation about your Club project (1 per 

presentation). The aim is to convince the listener why your project 

is the best. 

 

3. Next session we will practice these presentations and learn more 

about public speaking. 

 

PRACTICE OPTION:  

1. Complete your business model for your Educate! clubs using the 

additional 4 elements. 

 

 

 

 

 

 

 

 
MENTOR NOTES 
 

Do not forget: questions to address next week, what to ask my 

coordinator, etc. 

 

 



2.6 Invent: Win-Win – Visual 1 “Win-Win Donkeys” 
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Business Pitch Example 
GREET Who are you? Recognise those in attendance. State your purpose for speaking or writing. 

 

ENGAGE Get the audience’s attention with a quote, statistic, story, or shocking fact. 

 

PROBLEM Express the problem/opportunity in clear facts without your personal opinion. 

 

 

 

 

 

 

 

INFORM Explain your view or research on the problem; propose your solution, innovation or vision. 

 

 

 

 

 

 

 

CHALLENGE Ask the audience to take action to support you.  Have a clear goal/action in mind. 

 

So, I am here today to challenge you to start being part of the solution to this major 

problem. I want you to stop talking and join us by investing in our poultry project. By 

supporting us, you are helping to change Uganda. 

Last year, my Dad showed me a story in the newspaper of a man who died by falling out of a 

cargo airplane. When I asked dad why this man tried to sneak and hide on the plane, Dad said 

“He was a man looking for work in another country. He had an education, a family and a 

dream, but no hope here.” 

 

Thank you for coming to listen to me today. As a student in our community, I care deeply 

about our collective future and the problem of severe unemployment which affects not only 

you and me, but also affects your children, my friends, your brothers and sisters and 

everyone’s opportunities. 

Today, Uganda graduates about 36,000 men and women a year from different universities. Of 

these 36,000, only 20% find employment. Nearly 40% are the first in their family or entire 

village to attend university. Yet all those jobless graduates return home like the man who 

died in the airplane, with no hope. 

Many people TALK about the need for more job creators rather than job seekers. But they 

stop at talking. What we need is more action and for youth like me and your children to start 

practicing creating projects and jobs now. 
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LESSON 2.8                                                      LISTEN: PITCHING YOUR SOLUTION 

Objectives: 

 Scholars will be able to explain the importance of seeking 

feedback from different audiences.  

 Scholars will be able to pitch their business models in a 

persuasive way.   

 

Vocabulary:  

Pitching, persuasion 

 

Why this lesson:  

In the BUILD business model, the emphasis is on understanding 

the business environment in order to invent and deliver the best 

services and products possible. Listening helps to gain feedback 

from customers, partners, investors, community members and 

other audiences which help to Understand, Invent and Deliver.  

 

Materials:  

Masking tape for visuals 

 

Lesson plan flow:  

0.    Attendance (5 mins)  

1. Introduction (5 mins)  

2. West and East (10 mins) 

3. Pitching your business model (25 mins) 

4. Practising your pitch (30 mins) 

5. Reflection (5 mins) 

6. Conclusion (2 mins)  

7. Take away (2 mins)  
Source: West and East is an adjusted version of the Transformative Action 

Institute. 

Source: Tips on speaking and listening: Skills for Effective Entrepreneurship 

Development (SEED) 

 

 

 

1. INTRODUCTION   
(Q&A - 5 MINS) 

 

 Who can share how the development of your 

business models went in the clubs? 

(Let 1-2 scholars share their experiences) 

 

What kind of feedback did you receive from 

advisors? 

Who did you ask? Did you get different advice from 

different people?  

 

Emphasize that as we are BUILDing our businesses, we need to 

keep thinking of innovatively. How can we make our projects 

better and better?  

 

!!! Seeking advice from experts is very important. 

 

 Customers are also a group of experts we can learn a lot 

from to inform our business. 

 In this session we will learn how we can best present our 

Note to the mentor: Scholars need to use handout 1 from lesson 

2.6 in this lesson.  

 

The most important aim of this lesson is to let everyone practice 

their pitch in groups. Keep the lecture short and do not use Q&A 

where not indicated. 
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business models. This will help us not only to seek advice 

but also gain attention from investors, customers and 

partners. 

 

 Share the objectives of this lesson!  

 

2. WEST AND EAST    
(GAME - 10 MINS) 

 

1. Draw an imaginary line across the classroom. 

 

2. Make two teams and make each team stand on 1 side of the 

line. One side is team East and the other side is Team West. 

 

3.  Secretly instruct team East that their goal is to get the other 

team to their side. Secretly instruct team West about the same 

goal. 

 

4. Give the teams 5 minutes to achieve their goal.  

 

NOTE: Both teams should NOT know each other’s goal. Inevitably, 

they will try using force, they will pull or drag or deceive the other 

side to come to their side.  

 

Which tactics did you use to win the game? 

What is the best way to get someone to do 

something? 

While you can use force to get people to do something, this only 

lasts for a short term. Real lasting influence can be achieved when 

you provide a win-win solution!  

 

Words are a powerful tool to present win-win solutions.  

 

!!! The secret of this game is that they could simply ask each other 

to step to their side. 

 

 This is not a game about winners and losers; ideally you 

could achieve a win-win solution!  

 

3. PITCHING YOUR BUSINESS MODEL   
(LECTURE - 25 MINS) 

 

(Ask scholars to get hand-out 1 from lesson 2.6) 

 

Who can tell me what a business pitch is? 

Has anyone heard of a business pitch before? 

 

A business pitch is a start of a conversation with someone from 

whom you are looking to get support. This support can be moral 

and emotional, professional advice or money. 

 

The business pitch is a way to introduce your business in a quick, 

easy to understand, persuasive verbal summary, easy to 

understand persuasive way.  

!!! Pitches are always short and persuasive. 
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Who knows what persuasion means? 

 

 

  Use visual 1 

 

(Cue scholars to take notes) 

 

When we persuade successfully we can get others to help us in our 

business. Either by giving advice, investing money or helping out in 

certain activities.  

 

What are characteristics of persuasive speakers?  

Who are some good speakers you know and why? 

 

There are three very important characteristics of good speakers 

who manage to persuade the person they are talking about.  

 

1. First of all, the way they organize what they are presenting is 

very important. Two sessions ago I gave you a hand-out with a 

structure of a good speech. More about this next. 

 

2. Secondly, a good presenter is able to deliver the content in a 

confident and interesting way. You don’t want the person listening 

to you get bored, or fall asleep. Rather your way of speaking is 

confident and attractive. 

 

3. Third of all, to become a persuasive speaker you need to listen! 

You Understand and Listen before making your presentation but 

also after presenting. Who are you talking to? What is this person 

interested in? What did the person think about what you 

presented? 

 

!!! By understanding our audience we can present win-win 

solutions that really get them to support your project. 

 

Presentation structure 

First of all, the way we organize the information we want our 

audience to know is very important. You cannot start asking for 

help without introducing your business idea!  

 

What did you notice about the example 

presentation I gave you two sessions ago? 

Which elements do you recognize? 

 

The presentation has 5 elements: 

 Greet 

 Engage 

 Problem 

 Inform 

 Challenge 

 

Persuasion: Providing a sound reason for someone to do 

something. 
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  Use visual 2 

 

Let’s go through each of these steps: 

 

!!! The steps can be abbreviated as GEPIC 

 

1. Greet:  

Who are you? Recognize the person or people you are talking to. 

Make clear what you are going to speak about. It is important to 

be confident but not too proud. Show that you are a credible 

youth, that you are honoured to be speaking and that you 

appreciate the person for listening. 

 

(Cue scholars they can re-write or write their greetings if they have 

come up with new ideas). 

 

2. Engage 

Get the audience’s attention with a quote, statistic, story or 

shocking fact. This should make a topic interesting to the audience. 

Make the example very realistic, for example the story of a specific 

woman struggling to get water. For this part of the pitch you need 

to understand which challenge or need your business is targeting. 

  

(Cue scholars they can re-write or write ‘engage’ if they have come 

up with new ideas, give some time if necessary). 

 

3. Problem/Opportunity 

Express the problem or the opportunity in clear facts. Do not use 

your personal opinion but explain how serious the problem is, the 

nature of the opportunity or details about the current reality. 

 

(Cue scholars they can re-write or write ‘problem or opportunity’ if 

they have come up with new ideas, give some time if necessary). 

 

4. Inform 

Explain your perspective on the opportunity and propose your 

solution, innovation or vision. Detail what your business or project 

does about the problem, evidence of the impact of your project, or 

your plans for action. 

 

In the sample Tough Talk, the solution is that the youth need to 

start being trained as job-creators. This solution is very obviously 

connected to the problem.  

 

You can present your solution by giving an example of what has 

worked, how it is low-cost or a better solution than the current 

methods being used, and how it could benefit people. Again, it 

would be great to give a personal account of how the solution has 

impacted you. 

 

(Cue scholars they can re-write or write ‘inform’ if they have come 

up with new ideas, give some time if necessary). 

 

5. Call to Action 
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Call the audience to take action to support you. Suggest a clear 

goal/action step. Make the action something specific so that you 

will be able to follow up with them and find out whether or not 

they have done it. Present the action as a yes or no question so 

they can make a decision right there whether they will answer your 

challenge or not. 

 

Before you can write a proper challenge for action, you need to 

KNOW YOUR LISTENER. Decide who you are writing this speech 

for! If it is for your fellow students, then you want to make sure you 

challenge them to do something they can actually do. If you are 

writing for community adults, you can challenge them to support 

you in other ways (they have more resources).  

 

For example: Would you consider donating one hen to our poultry 

farm?  

 

!!! This is also the WIN-WIN section. So, a scholar could say, by 

giving a hen, you also benefit in some way. 

 

Give Scholars time to write or re-write their Challenge section. 

Walk around the room if anyone needs help. 

 

Presenting 

Besides organizing your information, it is very important to present 

it in a confident way. 

As I said earlier it is important to be confident but not too proud. 

 

A few tips: 

 Stand upright, straighten your back and spread your feet. 

 Before your presentation you can relax yourself by 

breathing calmly. 

 Dress smartly 

 Practice as often as you can. Speak to different types of 

people! 

 

Listening 

 

Communication is two way. We also need to listen to our audience. 

Sometimes we listen with our eyes. While you are pitching, observe 

how the listener is reacting. Is she falling asleep?  

 

After your pitch always ask for feedback. Is the person happy to 

support you? Does the person have advice for you?  

 

Some tips for active listening: 

 

- Stop talking 

- Remove distractions, such as your phone. 

- Look interested, make eye contact and nod ‘yes’ 

- Check that you are hearing right, from time to time repeat 

and summarize what you hear being said.  

- Be patient, our mind is fast processing information; it can 

process 500 words per minute. Yet when we speak we can 

only speak 150 words per minute.  
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4. PRACTICING YOUR PITCH   
(EXERCISE - 30 MINS) 

 

Now everyone will practice their pitch. It is important to feel 

confident and respect each other. Scholars will provide each other 

with feedback to learn how to improve their pitching skills. 

 

1. Give scholars time to finalize their pitch (10 mins) 

 

2. In groups of 5 let each scholar present their pitch to each other 

and give feedback (15 mins) 

 

3. If time allows, let each group select their best member based on 

the feedback they have given each other.  

 

4. If time allows, let 1 or 2 best members present their speech to 

the bigger group.  

 

Applaud the volunteers for pitching in the class. Encourage 

scholars to practice speaking more and more.  

 

NOTE: the pitch should not be longer than 3 minutes!  

 

4. REFLECTION    
(Q&A - 5 MINS) 

 

Did you feel you were able to persuade your fellow scholars to 

help you? 

What could you improve about your pitch? 

 

Encourage scholars to continue practicing using the tips you gave 

during this session.  

 

When can you use this pitch? 

In which situation could you use the pitch to seek 

help? 

 

You can use the pitch to sell your product, or to seek investors and 

raise funds, or perhaps in your Clubs to get help from members to 

execute a project. 

 

Why do you think I am presenting this session as 

part of Listen in BUILD? 

 

Emphasize that Listen is part of BUILD because it gives us feedback 

on our ideas. Presenting our ideas to different audiences gives us 

the opportunity to receive feedback. 

 

However there are more opportunities to Listen and gain feedback. 

For example by constantly listening to our customers or doing a 

market research.  
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5. CONCLUSION    
(LISTEN - 2 MINS) 

Emphasize the following: 

 We can use business pitches to persuade others. 

 The best way to persuade others is by offering a win-win 

solution. 

 When giving a pitch think about the content, the way you 

present it and listening to the feedback you get after the 

pitch. 

 Pitching your idea falls in the letter L of Listen in the BUILD 

model. 

Quote of the week: “Argument”  

By: Desmond Tutu 

 

“Don’t raise your voice, improve your argument.”   

 

 

What does this quote say about business pitches? 

 

This quote emphasizes that we cannot persuade people by force, 

but it is better to build up strong arguments for our case. The best 

arguments are win-win arguments! 

 

6. TAKE AWAY    
(2 MINS) 

 

1. Share your Tough Talk with one other person (non-scholar).  

 

2. Receive feedback on your business model.  

 

Tough Talk should be no longer than 3 minutes to deliver. 

Short, sweet and GEPIC. 

 

!!! Next lesson bring your notes of session 2.7: the business 

model 

 

 

 

 

 

 

 

 

Have we met our objectives? 

 (Use thumbs up, thumbs down) 

 

Assign a mobilizer and a timekeeper for next week!  

MENTOR NOTES 
 

Do not forget: questions to address next week, what to ask my 

coordinator, etc. 
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Persuasion: 

Providing a sound reason for someone to do 

something. 
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Greet

Engage

Problem

Inform

Challenge
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LESSON 2.9                                                                           DELIVER: BUDGETING 

Objectives: 

 Scholars will be able to explain the importance of 

budgeting   

 Scholars will be able to develop a budget based on the 

business model.  

 

Vocabulary:  

Budget  

 

Why this lesson:  

Delivering the business costs money and other resources. In this 

session, the scholars will learn how to develop a budget based on 

their business model. 

 

Materials:  

Masking tape for visuals 

Visuals of 2.7 

Handout 1 

 

Lesson plan flow:  

0.    Attendance (5 mins)  

1. Introduction (5 mins)  

2. Energizer (5 mins) 

3. Budgeting process (35 mins) 

4. Budget Challenge  (30 mins) 

5. Reflection (5 mins) 

6. Conclusion (2 mins)  

7. Take away (2 mins)  

 
 Source: The BUILD your business model is an adjusted version of the African 

Leadership Academy Centre for Entrepreneurial Leadership. 

 

 

 

 

1. INTRODUCTION   

(Q&A - 5 MINS) 

 

Who can share how pitching your business model 

outside the class went? 

(Let 1-2 scholars share their experiences) 

 

Was it easy to listen to the feedback?  

How did you feel when the listener was not willing 

to support you?  

 

Note to the mentor: Explaining budgeting can be hard. Make 

sure to keep it simple, and handle all elements of the budget. 

Keep an eye on the individual understanding of scholars. 

 

!!! Before the session starts, spread around the price cards around 

the class room. This might mean there are a lot of prices, so be 

creative in how you spread out the prices, maybe even having 

some prices outside of the classroom. 

 

!!! Scholars need their notes of session 2.7 

 

 

 

 



 

 

81 

 

Receiving feedback is not always easy, sometimes the person you 

are pitching to may disagree, but take time to learn why the 

person disagrees with you. This will help you improve your 

business model more and more.  

 

- We are already actively involved in the Educate! Clubs. We 

are already running projects and we are making profit. 

- The last letter of BUILD is Deliver, we are already delivering 

our businesses, but we can learn how to make delivery even 

better. 

- Today we will learn about budgeting.  

 

 Share the objectives of this lesson!  

 

2. TRAIN STATION  OPTIONAL    

(GAME - 5 MINS) 

 

1. Let scholars stand in a circle with hands joined. 

 

2. One person stands in the middle of the circle. 

 

3. The train moves by a squeeze of the hand, so if a person feels a 

squeeze in the hand on the left side, they must squeeze the hand 

of the person on their right side. 

 

4. Mentor appoints 5 people around the circle to be crossings; 

these people shout ding-a-ling as the train passes through them. 

5. Mentor appoints 5 people as stations; they shout Toot as the 

train passes through. They can also decide to change the direction 

the train is traveling. 

 

6. The task of the person in the middle is to catch the train by 

pointing at a person who has received the train on one side but 

has not passed it onto the other side of them. 

 

 

3. BUDGETING PROCESS     

(LECTURE, Q&A - 35 MINS) 

 

Introduction 

Budgeting is one of the most important things in running a 

business, organization, or even your daily life.  

 

A budget allows someone to understand: 

 

1. How much money they are making 

2. What their money is used for 

 

3. To identify areas to save money. 

 

(Let scholars take out their notes of the business model, 2.7) 
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- We are going to use the business model to create a 

budget, and that budget will provide a detailed view of 

costs and income of the project.  

 

Why should we use the business model to create a 

budget? 

What is the link between the business model and a 

budget? 

 

It’s important that your business model and budget work together, 

because as one changes then so should the other. Given how 

much your project will grow and change during the first months 

you run it, having a budget that can grow with your project is very 

important. 

 

 Today we are going to look at a sample business model to 

help us develop and build a budget and a budgeting sheet 

for the budget. 

 As we look at the business model, we are going to use it to 

identify our costs.  

 

Business model and the budget  

 

  Use visual 8 of 2.7 

 

 

 

Resources 

Some of the resources you will need to start your business will be 

things that you have to buy.  Any resources that you have to buy is 

something you should include in your budget. 

 

What are some of the resources your product will 

need? 

What were the examples of the resources we needed 

for the poultry business? 

 

(Examples are shelter, chicks, feed, labour, vaccine, market stall etc.) 

 

Activities 

Some of the activities that we do require money.  If we need to 

transport our product to the market, we have to pay for that 

transport.  If we have to call our business partner, we have to pay 

for our airtime.  Expenses incurred by activities must be including 

in the budget. 

 

What are some of the key activities listed in your 

canvas? 

What were the examples of the activities we needed 

for the poultry business? 

 

(Examples are raising chickens, building a stall, transporting 

chickens to stall.) 
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Marketing 

At times, the strategy that we use to build to build a relationship 

with our customer costs us money.  If we want to advertise, we 

have to pay for flyers.  If we want to have a sensitization day, we 

might have to rent a sound system. This box has all the activities 

you will use to market your product.  

 

What are some of these activities? 

What were the examples of marketing for the 

poultry business? 

 

(Examples are sign and flyer design for marketing. You can also form 

personal relationship with repeat buyers, and call them for demand 

questions.) 

 

Distribution 

This box explains how you deliver your product to your customers.  

If you want to set up a stall at a local market, you might have to 

pay rent.  If you deliver your product door-to-door, you will have 

transport costs. 

 

This box has all the activities you will use to get your product to 

the customer.  

 

What are some of the activities listed in this box of 

distribution? 

What were the examples of the distribution we 

discussed for the poultry business? 

 

(Example is a market stall) 

 

Cost 

The last step is to make sure all the items that cost money are 

included in your cost box.  If something is in your cost box but not 

in your budget, add it in.  If something is in your budget, but not in 

your cost box, update your cost box. 

 

- As you can see, five boxes of the business model determine 

the content of your budget. 

 

Budget template 

 

Use hand-out 1 

 

As you can see, each of the 4 boxes has an area on the budget to 

record the costs you think you will incur.  This is to remind you to 

look at each of those boxes in the business model as you create 

your budget. 

 

For every box, think through the individual items that you will buy 

to complete all the activities in that box. 

 

!!! Please note that this is a 1 month budget.  
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  Use visual 1 

 

(Cue scholars to take notes in their notebooks, not on the handout as 

they will need this for the exercise later) 

 

(Keep pointing at the areas of the budget you are talking about) 

 

1. Begin by listing the name of the item. 

 

For example, if you have to buy chicken feed for your chickens, 

write “chicken feed” under Item Purchased. 

 

2. Then, list how much that item costs at the market.  You want to 

use the base price of that item.   

 

A base price is the price for the amount they commonly sell.   

 

For chicken feed, they commonly sell it in kilograms, so you want 

to list the price per kilogram.   

 

3. Next, you will list how many of those items you will buy.  We 

know that they sell chicken feed in kilograms, so in this box write 

how many kilograms you will want to buy. 

 

4. Then, multiple the price per item with the number of items you 

want.  Chicken feed costs 3,000/= UGX. per kilogram and we want 

to buy 2 kilograms.  Therefore, our total price is 6,000/= UGX. 

 

4. BUDGET CHALLENGE     

(INDIVIDUAL EXERCISE - 30 MINS) 

 

Today you are all going to be Budget Advisors!  Your friend 

Patricia has created a business model for a business that sells 

poultry and pigs.  He has completed all the boxes and has received 

a lot of advice on it from his professional mentors.  The problem is 

Allan does not know how to make a budget.  He has hired you to 

help him. 

 

  Use visual 2 

 

Using Patricia’s business model, each of you will go around the 

market (which is the classroom) and create a budget for Patricia.  

 

As everyone can see, there are many prices around the class with a 

name. These are base prices and they will help you build your 

budget.   

 

The market also has the quantity you will need for each item.  Use 

this to build your budget. 

 

  Use visual set 3 (for classroom market set-up) 
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1. In groups of 3 move around the classroom market to collect the 

quantity and base prices for each item. 

 

2. Use these prices and quantities to fill out your budget hand-out 

(15 mins) 

 

3. Complete your calculations. Remind scholars to multiply cost by 

quantity to have the sub-total (5 mins) 

 

4. Calculate the sub-total, take the cost of the item and multiply it 

by the amount. 

 

Cost X Amount= Sub Total 

 

5. At the end of each section is a box called “Total”. Add up all of 

your “sub totals” from each section to in the box called “total”. This 

is your total cost for the business. 

 

6. Check the scholar’s totals and applaud those with the right 

answer: 7,320,000 UGX 

 

!!! Check on the scholar’s individual work throughout the exercise 

to look out for participation, accuracy and understanding. 

 

!!! Collect all the price and quantity cards!  

 

 

5. REFLECTION      

(Q&A - 5 MINS) 

 

Why is it important to develop a budget? 

What can go wrong if a business does not have a 

budget? 

 

A budget helps you to  

 

A budget allows someone to understand: 

 

1. How much money they are making 

 

2. What their money is used for 

 

3. To identify areas to save money. 

 

(Let scholars take out their notes of the business model, 2.7) 

 

If you don’t make a budget it is hard to follow up where the money 

of a business is going to and how much is needed. 

 

What happens if you change your business model? 

How would this affect your costs? 
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If you change your business model, for example the way you 

distribute your products, the costs related to this element will also 

change. 

 

!!! It is very important to keep changing your business model as 

you change the way you deliver your products, get more staff, 

change your service etc. At the same time you will change your 

budget. 

 

What can you do when your budget is higher than 

the money you have? 

How would you reduce your budget? 

 

When your budget is too high, you have to look at the budget and 

the business model at the same time. Look at elements that could 

be cheaper. For example is it possible to distribute your products 

in a cheaper way? A boda boda is very expensive to purchase, to 

start with you could hire a boda boda. Or is it possible to find 

cheaper options to feed the chicken? If you don’t have enough 

capital you could reconsider the type of business, or start really 

small.  

 

 Next session we will discuss resource mobilization and 

different ways to raise funds. 

 

Is a budget only useful for businesses? 

What other types of budgets could we develop? 

Personal budgets can help you manage your personal 

expenditures. Other types of budgets are family budgets or budget 

for events. 

 

 When you are organizing the skills day you also need a 

budget to find out how much money you need and how 

you can save money. 

 

6. CONCLUSION      

(LISTEN - 2 MINS) 

 

Emphasize the following: 

- A budget gives entrepreneurs all the information about the 

costs of their business. 

- A budget helps to understand how much money you are 

making, what the money is used for and to identify areas to 

save money. 

- To come to a budget you need to know the resources, 

marketing, distribution, activities and costs sections of the 

business model. 

- For each cost item you need to know the number of items 

you need and the base price.  

 

Have we met our objectives? 

 (Use thumbs up, thumbs down) 

 

Assign a mobilizer and a timekeeper for next week!  
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7.  PRACTICE OPTION      

(LISTEN - 2 MINS) 

 

1. Work on the budget of your Educate! clubs. If you run more than 

1 project, develop 1 budget for each project. 

 

2. In your clubs, develop a budget for the Skills day. 

 

3. Next week, bring your complete budget to class.  

 

 

MENTOR NOTES 
 

Do not forget: questions to address next week, what to ask my 

coordinator, etc. 

 

 



2.9 Deliver: Budgeting – Handout 1 “Monthly Budget Template” 
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Monthly Budget Template 

Costs 

Category Item Purchased Cost Qty. 

Sub-Total (cost x 

quantity) 

 R
e

so
u

rc
es

 

    

    

    

    

A
ct

iv
it

ie
s 

    

    

    

    

D
is

tr
ib

u
ti

o
n

 

    

    

    

    

M
ar

ke
ti

n
g     

    

    

Total Costs 

  

 



2.9 Deliver: Budgeting – visual “Monthly Budget Example” 
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Monthly Budget Example 

Costs 

Category Item Purchased Cost Qty. 

Sub-Total (cost x 

quantity) 

 R
e

so
u

rc
es

 

Ex:  Chicken Feed 1,000  30 30,000 

        

        

        

A
ct

iv
it

ie
s 

Ex. Airtime to call veterinarian 300 10 3,000 

        

        

        

D
is

tr
ib

u
ti

o
n

 

Bringing eggs to trading centre: taxi there and 

back. 1,000 30 30,000 

        

        

        

M
ar

ke
ti

n
g Sign Post 25,000 2 50,000 

        

        

Total Costs 113,000 

 



2.9 Deliver: Budgeting – visual “Monthly Budget Example” 
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Patricia’s Business Model: Piggery and Poultry 
 

 

 

Resources 

Feeds, vaccines, 

shelters, transport, 

marketing 

materials, way to 

sell animals at 

market. 

Activities 

Raising Chickens, 

raising pigs, chicken 

shelter, pig shelter, 

chicken feed, pig 

feed, chicken 

vaccine, pig vaccine, 

transporting animals 

to customers and 

market, selling 

animals at the 

market, marketing. 

Product or Service 

Poultry 

Piggery 

 

Revenue 

Chicken + Vendors = UGX 

Pigs + Vendors = UGX 

 

Distribution 

Transport pigs 

and chickens to 

the local market 

to sell. 

Marketing: 

Advertising 

Customer 

Local people 

who go to the 

local market. 

Mass Market 

Cost 

Transport, animals, selling animals at market, 

advertising 



2.6 Invent: Win-Win – Visual 3 “Business Pitch” 
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Boda Boda            1,000,000 UGX Boda Boda                           1 

Truck                     5,000,000 UGX Truck                                    1 

Matatu Trip                  1,000 UGX Matatu Trip                        30 

Market stall              100,000 UGX Market Stall                          1 

Sign Post                    25,000 UGX  Sign Post                              2 

Advertising Truck     100,000 UGX Advertising Truck                  1 

Piglets                        60,000 UGX Piglets                                   3 

Chicks                          2,000 UGX Chicks                                 40 

Pig Feed                    10,000 UGX Pig Feed                                5 

Chicken Feed               1,000 UGX Chicken Feed                      30 

Chicken Shelter        250,000 UGX Chicken Shelter                     1 

Pig Shelter               400,000 UGX Pig Shelter                            1 
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LESSON 2.10                                                   DELIVER: RESOURCE MOBILIZATION 

Objectives: 

 Scholars will be able to explain resourcefulness in relation 

to fundraising. 

 Scholars will be able to develop organize a fundraising 

event for social enterprises.  

 

Vocabulary:  

Fundraising 

 

Why this lesson:  

Resourcefulness is an attitude that can help young entrepreneurs 

gather the capital needed to BUILD their business. 

 

Materials:  

Masking tape for visuals 

 

Lesson plan flow:  

0.    Attendance (5 mins)  

1. Introduction (5 mins)  

2. Role play (10 mins) 

3. Fundraising tips (30 mins) 

4. Organize a fundraiser (30 mins) 

5. Reflection (5 mins) 

6. Conclusion (2 mins)  

7. Take away (2 mins)  

 
 Source: The BUILD your business model is an adjusted version of the African 

Leadership Academy Centre for Entrepreneurial Leadership. 

 

Source: Parts of the fundraising content is based on the Skills for Effective 

Entrepreneurship Development Curriculum. 

 
 

 

 

1. INTRODUCTION   

(Q&A - 5 MINS) 

 

Who managed to develop a budget for your Educate! 

club projects?? 

(Let 1-2 scholars share their experiences) 

 

Who already has enough money to meet the 

budget?  

What is the plan to find the money to meet the 

budget? 

 

Besides cutting costs where possible, it is also important to be 

creative to create opportunities.  

 

Note to the mentor: To make this lesson more interesting, find 

out which financial institutions offer loans and savings schemes 

near the school. You can provide this information during the 

lesson. Don’t forget to think of VSLA’s.  

 

This is the last lesson of the term. Motivate scholars to start up 

projects back home and work on their Green Home Passbooks. 
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Lack of resources is not a reason to give up. While you should 

develop a realistic budget you should also think creatively to 

mobilize resources. 

 

 Today’s session will be about resource mobilization. 

 To Deliver our businesses, we always need to have 

resources available.  

 

 Share the objectives of this lesson!  

 

2. ROLE PLAY        

(GAME - 10 MINS) 

 

1. Scholars get in pairs (after instructions) 

 

2. Present the following scenario: Educate! scholars have come up 

with a social enterprise to help widows in their school community. 

After 6 months of running the project, the scholars have so far 

taught 5 women the skill of running small chapatti businesses. To 

help the women get customers, they want to rent a market stall in 

the local market place. For this they need 40,000 UGX per week 

and 100,000 UGX to construct a market stall.   

 

3. In pairs, let one play a person who could potentially support the 

project and one person the Educate! scholar running the project. 

The potential support should make it hard for the scholar to be 

persuaded. 

4. After 5 minutes change turns.  

 

!!! Remind scholars of the pitch. 

 

3. FUNDRAISING TIPS        

(LECTURE, Q&A - 25 MINS) 

 

Who was successful? 

How did you convince the other to give money? 

 

(Let 1-2 scholars share their experiences) 

 

How did it feel to ask for money? 

Would you dare to ask other people outside this 

classroom for money? 

Who would you ask? And who wouldn’t you ask? 

 

(Let 1-2 scholars share their experiences) 

 

It may feel funny to ask someone for money, but if you stick to the 

elements of the business pitch you are more likely to succeed. 

 

 If you present a win-win solution and the person you are 

asking for support sees a way wherein he or she is 

benefiting, you can be successful. 
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Besides the pitch, it is always helpful if the person you are talking 

to likes you, be sure you are smart and kind.  

 

Besides asking for money, what other ways are there 

to mobilize resources for your business? 

 

(Possible answers are loans, savings, and fundraisers). 

 

As leaders we need to be resourceful. This means that we will think 

outside the box to come up with ways to raise funds. 

 

  Use visual 1 

 

One example we all know is looking for loans. Banks and micro-

credit organizations can provide loans. You can also get loans from 

individuals. 

 

To get a loan you need to find out what the requirements from the 

institution are, the interest you pay, the documents that are 

required to apply etcetera.  

 

!!! Did you know that one of the Educate! scholars started a micro-

lending business? William G. Baka became the first runner up of 

the Anzisha Prize award for Africa’s young entrepreneurial leaders 

and he won $20,000 with his enterprise Angels Finance 

Corporation. 

 

Saving money is an easy way to raise funds for your business. You 

can save alone, or with friends and community members. You can 

consider opening a savings account or join a Village Savings and 

Loans Association (VSLA).  

 

Organizing a fundraiser is a fun way to promote your business and 

raise funds at the same time. You can think about open house, car 

washing, or other fun activities.  

 

!!! Always keep in mind that when you are mobilizing resources it 

is not only about money! Different kinds of resources are: human 

resources, natural resources, information and technology and time! 

 

 The most important attitude in fundraising is proactivity. 

Don’t give up when you don’t have capital, but think 

creatively about ways to raise funds. 

 Today we will focus on financial resources. 

 

!!! Mentor; share how you raised funds for your 

project.  

(Cue scholars to take notes of the questions you are asking as these 

are things they have to consider in organizing a fundraiser) 

 

How can we organize a fundraiser? 

What are the things we should think about? 

 

These are some questions to consider when you organize a 

fundraiser:  
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Who would be a good person to invite to a 

fundraiser? 

 

If you get well-known people to come others will be interested to 

attend as well. Examples are the head master, the local chair 

person, a church leader, a musician.  

 

What time and day would be best to organize the 

fundraiser?  

 

Consider when most people will be free to attend your event and 

which groups of people you are targeting. If you are organizing an 

event on Sunday morning, people may not come because they are 

attending church. But if you are selling Christian music, Sunday 

morning could be a good even to stand outside of church.  

 

How would you set financial goals for the fundraiser? 

What would your target be? 

 

You need to think about the goal of the fundraiser, how much 

money do you want to raise? Your budget can provide information, 

but you need to be realistic. Don’t expect 1 fundraiser to cover the 

complete business budget.  

 

What strategy do you use to raise funds? 

 

This is very important to consider when organizing a fundraiser. 

Think of other benefits of organizing a fundraiser, you can tell 

people about your business and gain customers.  

 

Examples of strategies are selling or auctioning items, going door 

to door, have a grand sale at the Visitation Day or throw a party, 

organize a dinner or a dance performance.   

 

!!! Playing an active role in the community help you get to know 

your community members and they get to know you.  

 

How do I present my business idea to get people 

interested to support my project or business? 

 

 Remember GEPIC? 

 Use the same structure to convince people to support your 

project: greet, engage, problem, inform, challenge 

 

4. BRAINSTORMING A FUNDRAISER         

(GROUP EXERCISE - 30 MINS) 

 

 For this exercise, keep in mind the group decision making 

tips of term 1. 

 

1. In groups of 5-6 brainstorm on what you could do to raise funds 

for Educate! Skills Day (or another event, a school trip or club 

project). 
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2. In your brainstorm include all the aspects we addressed before: 

who, when, what and how (20 mins). 

 

NOTE: walk around to see whether all scholars are involved in the 

discussion. 

 

3. Let the groups present their fundraiser ideas. 

 

4. Let scholars give each other feedback on the fundraiser ideas. 

Let them look at the target, guest lists, time line, and strategy. 

 

5. REFLECTION      

(Q&A - 5 MINS) 

 

In your holiday, how will you use what you have 

learned in this session? 

Who is planning to start a project back home? 

 

Remember that Lillian already started a project in the community 

even before she left school! 

 

Even if you don’t have capital, you can start with the resources you 

have. 

 

 Use a resource map to discover the resources you have 

available around the house. 

 Be proactive when you are home. 

 

6. CONCLUSION      

(LISTEN - 2 MINS) 

 

Emphasize the following: 

- Resource mobilization can be done using different 

methods: saving, loan, fundraising or creative use of 

existing resources. 

- Resources are financial, human resources, time, information 

and technology and natural resources. 

- Be resourceful as a leader and entrepreneur.  

 

 In term 2 we learned how we can BUILD our businesses. 

Believe, Understand, Invent, Listen and Deliver.  

 

 

7.  TAKE AWAY      

(LISTEN - 2 MINS) 

 

1. Have a closing meeting with your club members and 

evaluate the term, invite them to come back next term.  

Have we met our objectives? 

 (Use thumbs up, thumbs down) 

 

Assign a mobilizer and a timekeeper for next week!  
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2. Finalize the home projects in the portfolio. 

 

3. Start a project back home.  

 

 

 MENTOR NOTES 
 

Do not forget: questions to address next week, what to ask my 

coordinator, etc. 

 

 



2.6 Invent: Win-Win – Visual 3 “Business Pitch” 
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Ways to Mobilize Resources 

Loan Savings 

Fundraiser Resourcefulness


