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Term 4 Overview 
TERM OBJECTIVES: 

 

Scholars will be able to: 
1. Identify the PEDVU and CHEWS issues that their club projects address. 

2. Discuss the objectives and structure of the Educate! Exhibitions. 

3. Identify the areas for improvement in their projects based on the exhibition judging criteria.  

4. Answer questions that they anticipate exhibition interviewers will ask.   

5. Write their club project report for the Educate! exhibitions.  

6. Explain the BUILD process for idea creation 

7. Create a customer profile 

8. Interact with potential customers to learn about market opportunities 
9. Brainstorm three ideas based on customer profile information 

10. Practice brainstorming and prioritization 

11. Ask customers for feedback on their business idea 

12. Change or adjust their idea based on customer feedback 

13. Reflect on their own strengths and apply it to their personal projects. 

14. Tell others about the benefits and opportunities in the Graduate Program.  

 

LESSONS: 

 

1. National Exhibition (Introduction) 

2. National Exhibition (Interviews & report writing) 

3. National Exhibition (Student interest) 

4. Student Interest Lesson 

5. Assumption Testing (Understand) 

6. Assumption Testing (Invent) 

7. Assumption Testing (Listen) 

8. Student Interest Lesson 

9. Group Mentoring 

 

KEY CONCEPTS: 

 
PEDVU   CHEWS   National Exhibition Cluster Exhibition In-School Assessment  

Judging Criteria   Interview  Report Writing  Assumption  BUILD   

Understand  Invent   Listen   Customer Profile  Brainstorm   

Graduate Program Personal Project 

   

GAMES: 

 
Bippity-Bippity-Bop  Chinese Whispers 

 

TAKEAWAYS: 
 

You will have two takeaways this term. Scholars must submit their Green Home Passbook & Club Project Reports. 

 

SPEECHES: 

 
Nobel Peace Prize Speech   by Wangari Maathai Poem for Entrepreneurs   by Vaidehi Krishna 

Go to the People    by Lao Tzu  Two Shoe Sellers   by Anonymous 
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Educate! Club Milestones 
 

Term   Goal Metric Deadline 

Term 1: Research Number of community interviews completed Week 5 

  Project Idea 

Number of Educate! Clubs with project ideas by end 

of term 1 End of term 

Term 2:  Hand Over # of schools with newly elected cabinets Week 4 

  Market Research # of Educate! Clubs with completed market research Week 5 

  

Cluster Retreat 

/Trainings # of Educate! Clubs who received trainings Week 6 

  Financial Projections # of Educate! Clubs with budgets Week 7 

  Funds raised Amount of money raised through fundraisers End of term 

  Launched # of new projects launched by end of term 2 End of term 

Term 3:  

Launched # of new projects launched by beginning of term 3 Week 3 

Re-investment # of businesses that re-invested capital Week7 

Triple Bottom Line 

Shillings generated through profit 

End of Term impact on environment 

# of community members helped  

Term 4:   Competition results of regional/national competition Week 6 

  Personal Project Idea # of students with personal project ideas End of term 

Term 5: Personal Project Plan 

# of students with business/community model 

diagram End of course 
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KEY CONCEPTS:  PEDVU, CHEWS, National Exhibition, Cluster Exhibition, In-School 

Assessment, Judging Criteria  

 

PROCEDURE:  Review  15 min 

Lecture  35 min 

Activity  25 min 

Speech  5 min 

 

REVIEW (15 MIN): 

 

Welcome the students back to Educate!. Take this opportunity to reorient or refocus them 

on what we are trying to achieve at Educate!. 

 

Start with the “Bippity-Bippity-Bop" energizer. Circle up with one person in the middle. 

The person in the middle goes to people on the perimeter and says "Bippity-Bippity-Bop" 

as fast as he can. If he finishes the whole phrase before his victim can say "Bop" they 

trade places. However, the person in the middle can put any consonant in place of the "B" 

and the victim must use the correct consonant or the middleman wins. (i.e., Zippity-

Zippity-Zop)  

 

QS: Why does Educate! invest so much time and money in you? Why not buy bed nets or 

pay school fees?  

 

You are the solution. Therefore, you are the best investment in the future.  

Uganda faces huge social problems: Poverty, environmental degradation, disease, 

violence and uneducated/ disempowered people. We call these social problems PEDVU 

for short.  

QS: Why do PEDVU problems exist? 

Efforts to address these problems for years have been ineffective. 

Efforts are not local led, sustainable, resourceful and innovative. 

People are not taught to think critically nor have the experience to solve 

community‟s greatest problems. 

THEREFORE                         EDUCATE!   

Remind scholars about their discussions in the cluster retreats where they talked about 

PEDVU and solutions to such issues: clean, healthy, educated and empowered, wealthy 

and safe. We call these solutions CHEWS. 

QS. Mentor asks the students to identify the PEDVU issue that their club projects address 

in preparation for the competition. 

  
UNIT #4  

Club  Projects  

 

 

 

Week 1  
 

 TOPIC:   

Nat ional  Exhibi t ion 

( Introduct ion)  

 

OBJECTIVES: 

Scholars will be able to:  

 Identify the PEDVU and 

CHEWS issues that their 

club projects address. 

 Discuss the objectives and 

structure of the Educate! 

Exhibitions. 

 Identify areas for 

improvement in their 

projects based on the 

exhibition judging criteria.  

 

 

MATERIALS: 

 Hat and eight pieces of paper 

 Awards hand out (1/scholar) 

 Judging Criteria hand out 

(1/scholar) 

Why? 

Why? 
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LECTURE (35 MIN): 

 

Provide an overview of the objectives, structure & awards related to the in-school assessment, cluster exhibition and national 

exhibition.  

 

Objectives 

 

The in-school assessment, cluster exhibition and national exhibition will give you the opportunity to:  

 Showcase your projects to other schools  

 Meet and build relationships with students from other schools  

 Be recognized for your outstanding work 

 

Structure 

 

During this term you will be actively involved in three activities:  

 

1. In-school assessments: In the next couple of weeks, you will have a different Educate! mentor visit you. They will teach one of 

your Educate! classes and have a look at the projects that you have on ground. Be ready to talk to them about the projects, how 

well your club has been working as a team, and show them evidence of the progress of your project. They will then write a report 

about what they see, which will be included as a part of the information that cluster and national exhibition judges get. You can 

also ask this mentor for advice. Make sure to warmly welcome them to your Educate! class!  

 

2. Cluster Exhibition: After the in-school assessment, you will all have the chance to participate in the cluster exhibition. You will 

come together with the scholars who you met in the cluster retreat, and showcase your projects to them. You need to work 

together as a club because you will be given one booth to showcase all of your projects. This is a great chance to learn from other 

people about how to make your projects more innovative! On the day, one school will be selected to continue to the national 

exhibition.  

 

3. National Exhibition: If you are selected to continue to the national exhibition you will have the opportunity to meet with scholars 

from many other parts of the country! At this exhibition you will also showcase your products and learn from others about their 

projects. You will need to decide on five scholars who will represent you at the national exhibition. We will also be giving awards 

for this exhibition.  

 

Awards 

 

We know how much pride you have in your projects. Because of this, you have more than one opportunity to win an award and be 

recognized for your efforts at the cluster and national exhibitions! Give scholars the awards hand out and go through each of the 

different awards they can win.  

 

 

Award Name  Description Cluster Prizes  National Prizes 

Best Social 

Entrepreneur 

Award 

Best overall winner for the day. The 

Educate! Club excelled in all judging 

criteria. 

Winning school receives a 

certificate. 

Winning school receives a certificate and 

prize of UGX400,000. All other schools 

receive UGX100,000 for participation.  

Innovation Award The project that best builds on a 

creative idea and demonstrates that 

scholars are “thinking differently” 

about business. Scholars capitalize on 

existing resources and use them in an 

innovative way. 

Winning school receives a 

certificate.  

Winning school receives a certificate and 

a trophy. 
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Community 

Impact Award 

The project that has had the largest 

impact in the community both in terms 

of numbers of community members 

affected and quality of the impact.  

Winning school receives a 

certificate. 

Winning school receives a framed 

certificate and a trophy. 

Sustainability 

Award 

The project with the clearest and most 

thoughtful plan for environmental and 

financial sustainability. 

Winning school receives a 

certificate. 

Winning school receives a framed 

certificate and a trophy. 

 

The winner of the Best Social Entrepreneur Award cannot win the other awards to allow a great number of projects to gain 

recognition. 

 

ACTIVITY (25 MIN): 
 

Judging criteria 

 

Give scholars the judging criteria hand out. Ask scholars to get into their project groups. Once they have done this, ask them to read 

through the judging criteria, discuss where they lie with their projects, and rank themselves. Ask them to have a spokesperson ready.  

 Bring them together as a class. Have a hat ready with small pieces of paper that are numbered from one to eight. 

Tell them that one spokesperson from each group should come up, pick a number out of the hat, and ask the 

spokesperson to explain the criteria that corresponds to the number. Then they should tell the class how well they 

are doing in that criterion.  

QS: What evidence can you give to prove that you are meeting these criteria with your projects? 

Make it clear that scholars have to provide evidence that they have met the judging criteria. Some ideas for giving evidence are: 

 

 The actual product 

 Photos 

 Receipts 

 Drawings 

 Written letters  

 Testimonials and stories 

 Video footage 

 

Next, have a group brainstorm with the scholars about the biggest challenge they will face in achieving all of the criteria.  

 

SPEECH OF THE WEEK (5 MIN): 

Nobel Peace Prize Speech    by Wangari Maathai 

Or 

Mini-me follow up of your choice! 

TAKE AWAY 

Collect Green Home Passbook from each of the scholars. If someone hasn‟t finished their Green Home Passbook over the holidays, 

encourage them to find ways to create change within the school community.  They will need to hand in the Passbook by Week 5 of 

that term. Record how many scholars hand in this takeaway on your scholar grading rubric.  
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Exhibition Awards 

 

 

Best Social Entrepreneur Award 

Best overall winner for the day. The Educate! club excelled in all judging criteria. 

 

Innovation Award 

The project that best builds on a creative idea and demonstrates that scholars are 

“thinking differently” about business. Scholars capitalize on existing resources and 

use them in an innovative way. 

 

Community Impact Award 

The project that has had the largest impact in the community both in terms of 

numbers of community members affected and quality of the impact. 

 

Sustainability Award 

The project with the clearest and most thoughtful plan for environmental and 

financial sustainability. 
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Judging Criteria 
 

# Category Outstanding (3) Good (2) Needs improvement (1) 

1 Positive All projects have a clearly 

defined mission statement that 

seeks to create positive social or 

environmental impact. 

Some projects have a clearly 

defined mission statement that 

seeks to create positive social or 

environmental impact. 

No projects have a clearly 

defined mission and/or they 

do not seek to create 

positive social or 

environmental impact.  

2 Innovative Projects build on a creative idea 

that demonstrates that scholars 

are “thinking differently” about 

business. Projects capitalize on 

existing resources and use them 

in an innovative way.  

Projects reflect ideas that are 

typical to the region students 

come from, but students have 

thought about how to use 

resources innovatively.    

Projects reflect ideas that 

are typical to the region 

students come from. 

Students have not used 

existing resources.  

3 Impact Projects have made an impact on 

10 or more community 

members. Scholars provide 

evidence that they have achieved 

a high quality impact.  

Projects have made an impact on 

1-10 community members. 

Scholars say that they have 

achieved high quality impact but 

cannot provide evidence.  

Projects have not impacted 

the community.  

4 Sustainable The Educate! Club has clear and 

thoughtful written plan for 

environmental and financial 

sustainability. A project is 

considered sustainable if it has 

the capacity to renew its own 

resources or has a long lasting 

impact in a permanent system. 

The Educate! Club 

acknowledges the importance of 

sustainability, but their written 

plan to address this issue is not 

clearly thought out.  

The Educate! Club does not 

address the issue of 

sustainability.  

5 Finances Finances are tracked in an 

organized and orderly way.  

Finances are tracked but there 

are some errors in the reporting.  

Finances are not tracked.  

6 Planning Clear business models are 

written for all club projects. 

Plans are realistic and have 

carefully thought through the 

connections between the 

business model sections.   

 

Business models are clear 

although some connections 

between components could have 

been thought through more 

carefully.  

Business models are 

incomplete or not well 

thought through.  

7 Implementation Projects have a completed 

product or provided a service at 

least once. Projects earn an 

income.   

Projects have a completed 

product but haven‟t sold 

anything yet.  

Projects have collected 

resources but haven‟t 

developed a product yet.  

8 Teamwork Clubs have clear leadership 

structures. Most members attend 

all club meetings, communicate 

freely about challenges and help 

each other out.  

Clubs have a clear leadership 

structure. About half the 

members attend club meetings, 

but others do not.  

Clubs don‟t have a clear 

leadership structure. Few 

members attend club 

meetings.   
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     KEY CONCEPTS: Interview, Report Writing 

 

PROCEDURE:   Game  10 min 

            Lecture  30 min  

Practice  30 min 

Reflection 5 min 

Speech   5 min 

 

GAME (10 MIN): 

 

This game is called Chinese Whispers. The leader of the game gets the team into a circle. 

She /he then whispers a statement in the ears of the neighbor. The neighbor whispers 

what they exactly heard from the leader to the person next to them.  The whispers 

continue to the last person who then says out loud what she /he heard. The leader then 

tells the group what the right statement was. 

 

Have students reflect on the game.  Ask them what lessons they can learn from this game. 

Message: Sometimes we assume we have communicated something clearly. But, often, 

information is lost, changed and misunderstood. You can mis-communicate to judges. 

 

LECTURE (30 MIN): 

 

For the National Exhibition you will need to think about two things to convince the 

judges that you are the best: doing a fantastic interview and writing a great report.  

 

Doing a fantastic interview  

  

An interview is a time when someone asks you questions and you need to answer the 

questions in a way that is engaging and interesting.  

 

QS: What makes a BAD interview?  

 

QS: And what makes a FANTASTIC interview? 

 

When you are doing an interview remember to focus on HOW you are presenting 

yourself.  

 

 Be confident. Stand straight, look the interviewer in the eye and be conversant 

with the topic.  

 

 Be prepared. Think about questions you may be asked and practice answering 

them before the interview. Have visuals and examples of your products ready to 

show the interviewer what you are talking about.  

 

 Be focused. Don‟t rush into talking. Pause, think about the question and then 

answer it. Make sure to keep focused on answering the question and don‟t 

meander away from the topic.  

 

 Be smart. Take pride in your appearance and do not wear distracting clothes. 

 

 

 

 

  
UNIT #4  

Club  Projects  

 

 

Week 2 
 

 TOPIC:   

Nat ional  Exhibi t ion 

( Interviews  & Report  

Writ ing)  

 

 
OBJECTIVES: 

 

Scholars will be able to:  

 

 Answer questions that 

they anticipate 

exhibition interviewers 

will ask.   

 

 Write their club project 

report for the Educate! 

exhibitions.  

 

 

 

 

 

MATERIALS: 

 Exhibition Report 

Template (1/scholar) 
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Writing a great report 

      

A club project report is a document that provides the judges with information about your projects. It will determine whether your club 

is eligible to win an award at the cluster and national exhibitions (along with the interview, the in-school assessment and your booth). 

 

QS: What makes a GREAT report? 

 

Top tips for writing a great report are:  

 

 Be concise: Your report should be long enough to accomplish its purpose, but not a single word longer. Anticipate questions and 

objections and provide responses. Make sure everything you write is clear and directly answering the questions.  

 

 Be organized: Make sure that your answers have a beginning (introduce what you want to say), middle (say what you want to say) 

and end (summarize what you said). Make sure that the flow of your writing is easy to understand.  

 

 Be interesting: Make your report visually appealing. Use headings where necessary to make sections stand out. Use visuals (e.g. 

charts, graphs, pictures) to illustrate points. Be creative, but make sure it doesn‟t interfere with your message.  

 

 Be careful: Once you have written everything, check it to make sure that it makes sense and there are no spelling or grammatical 

errors. Put it away for a few days and then review it again. You‟re very likely to see mistakes that you didn‟t see before!  

 

Give scholars the handout that shows what they need to write their club project report. Go through each of the questions in the report 

and ask different students to answer the questions based on their club project. Make sure they clearly understand all of the questions.  

 

Make it clear that scholar need to write one report for each project. So each school should have a total of about three to eight reports 

(depending on the number of groups they have).  

 

PRACTICE (30 MIN): 

 

Ask scholars to break into their project groups, then divide the groups into two.  

 

One of the groups will focus on writing a draft of the club project report. Each person within the group will write down an answer to 

one of the questions. They will then discuss how they can improve on the report using the tips discussed in the lecture.  

 

The other group will focus on answering practice interview questions. Students will take turns asking and answering questions. One 

student will be nominated to keep a record of all of the questions asked for future practice sessions. Ask students who are listening to 

provide feedback on how to improve answers to questions, based on the tips discussed in the lecture.  

 

Remind students that they will be judged according to the judging criteria so they should use them to practice verbal and written 

answers that are relevant.  

 

REFLECTION (5 MIN): 

 

Bring the groups together again to reflect about their practice sessions.  

 

QS: What was the most challenging question you had to answer in the interview? How did you answer it? 

 

QS: What was the hardest part to write in the report? How did you write it?  

 

SPEECH OF THE WEEK (5 MIN): 

 

Go to the People   by Lao Tzu 

 

Or 
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Mini-me follow-up of your choice! 

 

TAKEAWAY: 

 

Write the final club project report as a group and select up to five people who will participate in the interview at the cluster exhibition. 

Submit the report and names of the five students in the next lesson.  Record how many scholars hand in this takeaway on your 

scholar grading rubric. 
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Exhibition Report 
 

Name of School: _________________   Number of Group Members: _________ Date: _________________ 

 

STEP 1: In two pages or less, please provide an overview of each of your club projects by answering four questions: 

 

1. What is the name of your project? 

 

 

 

2. What is the aim of your project? 

 

 

 

3. What major activities have you completed for your project? 

 

 

 

4. What is your plan for the future of the project?  

 

 

 

STEP 2: Please attach a business model for each club project. 
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STEP 3: Please attach your financial records for each club project, including costs and income.  

 

Costs 

Date Item Purchased Cost Qty. Sub-Total  

  
        

          

 

    

 

    

 

              

Total Costs 
  

 

Income  

Date Item for Sale Price Qty. Sub-Total  

  
        

          

 

    

 

    

 

              

Total Income 
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STEP 4: Please include the timeline along which you completed activities for each project. 

 

DATE 

 

ACTIVITY  
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KEY CONCEPTS: Determined by the mentor 

PROCEDURE: Determined by the mentor 

 

LESSON CONTENT:  

 

In Term 4, the mentor has the opportunity to undertake three student interest lessons. 

This is where they create the lesson themselves, based on the interests of their students.  

 

The first student interest lesson will focus on the cluster and national exhibitions. During 

this time you will be able to focus on issues important to the scholars, such as practicing 

a skill that the scholars need to develop more for the exhibitions, providing information 

and tips on an area they find challenging, or conducting a mentoring session to discuss 

strategies to overcome fears related to the exhibition.  

 

There are also tips at the back of the curriculum book about writing a good lesson plan. 

Use the lesson plans in this book as a guide for writing your lesson plans. Make sure to 

include the following core elements within the lesson plan:  

 

 Topic 

 Key Concepts 

 Objectives 

 Procedure 

 Lecture 

 Game 

 Practice 

 

Please submit the lesson and discuss it with your program coordinator before the 

beginning of term. 

 

TAKE-AWAY: 

 

Remember to follow up with scholars about the exhibition report. Collect the reports 

from them and provide them with feedback to improve the reports.  

 

 

  
UNIT #4  

Club  Projects  

 

 

Week 3  

 

 TOPIC:   

Nat ional  Exhibi t ions  

(Student  Interest )  

 

OBJECTIVES: 

Objectives are defined by 

the mentor. 

 
 

 

 

 

MATERIALS: 

Materials are determined by 

the mentor. 
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KEY CONCEPTS: Determined by the mentor 

PROCEDURE: Determined by the mentor 

 

LESSON CONTENT:  

 

In Term 4, the mentor has the opportunity to undertake three student interest lessons. 

This is where they create the lesson themselves, based on the interests of their students.  

 

The second student interest lesson is completely determined by the mentor. There are 

tips at the back of the curriculum book about writing a good lesson plan. Use the lesson 

plans in this book as a guide. Make sure to include the following core elements within 

the lesson plan:  

 

 Topic 

 Key Concepts 

 Objectives 

 Procedure 

 Lecture 

 Game 

 Practice 

 

Please submit the lesson and discuss it with your program coordinator before the 

beginning of term. 

 

TAKEAWAY: 

 

Remind students who haven‟t submitted their Green Home Passbook that it is due next 

week.   

 

 

 

  
UNIT #4  

Club  Projects  

 

 

Week 4 
 

 TOPIC:   

Student  Interest  

Lesson  

 

OBJECTIVES: 

Objectives determined by the 

mentor. 

 

 

 

 

MATERIALS: 

Materials determined by the 

mentor.  
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KEY CONCEPTS:  Assumption, BUILD, Understand, Customer Profile 

 

PROCEDURE:  Lecture  40 min 

       Activity  30 min 

Reflection 10 min 

 

LECTURE (40 MIN): 

 

Introduction 

 

QS:  When creating your businesses for the Educate! Club, or your personal project, how 

did you know that customers would buy your product? 

 

Rephrase to students what they said back to you, using the words: “Before you started 

your business, you believed…” 

 

Write down what each person says. 

 

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. 

 

An assumption is a belief without proof. 

 

Tell this story to help illustrate this point. Feel free to change the story if you think 

another story will be more relevant to the scholars. 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 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.   

 

QS: What do you think allows people to have correct assumptions? 

 

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. 

 

  
UNIT #4  

Club  Projects  

 

 

Week 5 

 

 TOPIC:   

Assumption Testing 

(Understand) 

OBJECTIVES: 

 

Scholars will be able to:  

 

 Explain the BUILD 

process for idea creation 

 

 Create a customer profile 

 

 Interact with potential 

customers to learn about 

market opportunities 

 

 

 

 

MATERIALS: 

 Customer profile sheet 

(1/scholar) 

 

 Big paper customer profile 

(1/class) 

 

 



 

Page 20 of 38 

 

Developing young leaders and 

entrepreneurs in Africa 
 

 
BUILD  

 

Today we are going to learn about a process of listening to customers called BUILD.  In the BUILD process, we will have tools that 

will allow our assumptions to be informed, and therefore increase the likelihood that our business will be successful. 

 

 

B U I L D 

 

 

 

 

 

You can use the BUILD tool to help you create a business idea.  If you already have a business, you can use the BUILD tool to help 

you continuously improve or invest in another product or service. 

 

Information about Customer = Better Assumptions = Success in Business  

 

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. 

 

Listen 

Fourth, you as the entrepreneur will share your idea 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. 

 

There is a fun way to remember BUILD. I am going to teach you a song and we are going to sing it together. Mentors pre-prepare a 

song and 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! 
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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.  We have already completed the first step! 

So for this lesson, we are going to focus on how to understand the customer. 

 

When taking the step of UNDERSTAND, there are four areas of a customer‟s life that are important to know about: needs, problems, 

activities, and buying habits.  Pass out the Understand the Customer handout.  Explain that for each area, there are guiding questions 

to help them extract information from their customers. 

 

For each area, have one student give an example of a need/problem, daily activity or buying habit.  Then have the others suggest what 

product or service would help the student address that particular issue. 

 

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 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.  

 

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. 

 

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. 

 

EXPERIENCE (30 MIN): 

 

Bring at least five people into your classroom, and introduce them to the class. These people can be from inside or outside your 

school. Introduce them to your class.  

 

Today, we are going to talk to our guests in order to create a customer profile.  You can never know the true answers to business 

questions without talking to the customer directly.  So, we will spend the next 30 minutes asking our guests the questions in the hand 

out.   

 

You must talk to at least three guests during this time.  Fill out the handout as you go (every student should fill their own handout). 

Break the students into five groups and make sure all students actively participate in the activity.  

 

REFLECTION (10 MIN): 

 

Have students gather in a group and reflect on the activity.  Ask them if they learned something they did not know.  Relate the activity 

back to the idea of assumption testing.  With this information, they 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. 
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Collect all the handouts from the students.  Save them for the next lesson. 

 

TAKE-AWAY: 

Remind students who haven‟t submitted their Green Home Passbook that it is due this week. Collect the Passbooks.  
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Understand the Customer  
 

             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 favorite things 

you have bought recently? 
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   KEY CONCEPTS: Assumption, BUILD, Invent, Brainstorm 

   PROCEDURE:    Review   15 min 

Brainstorm  40 min 

Questions  20 min 

Speech of the Week 5 min 

      

REVIEW (15 MIN): 
 

QS:  Can anyone remind us what we did last week? 

 

QS:  What does BUILD stand for? 

 

QS:  What were the 4 major areas we look to when we understand our customers?   

 

QS:  What did people find out when they spoke to their customers? 

 

BRAINSTORM (40 MIN): 
 

Today we are going to take the information we learned and use it to create business ideas. 

I am going to teach you a method of brainstorming today. 

 

Explain the Brainstorm Method: 

 

1. Every student will be given three pieces of paper.  On each piece of paper, write 

down an idea you have for a business, based on the customer interviews you did last 

week.  You will have to explain how the idea is linked to the customer profile, so 

think about your customer profiles as you create your idea. 

2. Only write one idea per piece of paper.  Write it big enough for others to read it from 

afar. 

3. Then, you will tape your piece of paper in the box where the idea emerged from: 

problems/needs, activities or buying habits. For example, if your idea relates to 

something the teacher told you about their daily activities, then tape the idea in the 

daily activities box. 

4. After everyone has taped all three pieces of paper we will be able to see everyone‟s 

idea. 

5. Every student in the group goes up and with a pen stars three of their favorite 

business ideas. 

6. Then, as a group, decide what business idea is the best. 

 

Have students return to the same groups from last week (total of five groups).  Return to 

them their business profiles that you collected. 

 

Provide each group with a big paper of the customer profile and three papers per scholar. 

As scholars begin the brainstorming activity, go around and make sure they have 

understood the instructions. 

 

 

 

 

 

 

  
UNIT #4  

Club  Projects  

 

 

Week 6 
 

 TOPIC:   

Assumption Test ing  

( Invent )  

 

OBJECTIVES: 

Scholars will be able to: 

 Brainstorm three ideas based 

on customer profile 

information 

 

 Practice brainstorming and 

prioritization 

 

 

MATERIALS: 

 5 big papers with customer 

profile drawn 

 

 Pieces of paper (3/scholar) 

 

 A roll of tape 
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QUESTIONS (20 MIN): 

 

After the group decides on their business idea, have them write down the justification based on the following questions:  

 

1. Which part of the customer profile inspired your project idea: needs/ problems, activities or habits?  

 

2. Why did this information inspire your idea? 

 

3. How is your product/service solving this issue for the customer? 

 

4. Why does the customer think the issue is difficult to solve? 

 

5. Is anyone else solving this problem right now? If so, how will your solution be different?  

 

If there is time, discuss these questions as a group.  

 

SPEECH OF THE WEEK (5 MIN): 

 

Two Shoe Sellers  by Anonymous 

Or 

Mini-me follow up of your choice!  

TAKE-AWAY: 

No takeaway this week.   
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KEY CONCEPTS: Assumption, BUILD, Listen  

PROCEDURE:  Introduction  5 min 

Active Listening  15 min 

Lecture   10 min 

Activity   40 min 

Review    5 min 

Speech of the Week 5 min 

 

INTRODUCTION (5 MIN): 

 

Before you begin this lesson, make sure to arrange for four teachers, school 

administration or community members to be available to talk to different groups of 

students, as was done with Lesson 5. This will save time and allow for a comprehensive 

interview of those people.  

 

Two weeks back, we started on learning the BUILD structure.  Do you remember what 

BUILD stands for? Use the song from the previous lesson to see if they remember. 

BUILD stands for Believe, Understand, Invent, Listen, and Deliver.  

 

To UNDERSTAND customers, it is necessary to talk to them directly.  Otherwise we are 

just guessing! Then we used that information to INVENT an idea. Today, we are going to 

LISTEN to our customers to make our idea better. 

 

QS: Why is listening to your customers important?  

 

The listen stage is important so that you can change your business idea before you invest 

money in creating the product.  If you can learn how to improve your business idea 

before you spend money starting the business, you will save yourself a lot of time and 

money in the future. But the great thing is that you can also listen to customers to 

improve on an existing business (not just a business idea), so that you can make even 

more money! 

 

Using the ideas that you created last week, we will go talk to school support staff and 

community members to get their feedback.  

 

ACTIVE LISTENING (15 MIN): 

 

Before we move around and talk to our guests again, we are going to learn how to 

actively listen.  Active listening is a good skill for a leader to have.  It allows you to 

better understand the people you are talking to.  It also allows other to feel supported by 

you. 

 

When most people listen, they can get distracted thinking about what they will say after 

the person finishes speaking, or their mind might wander.  With actively listening, you 

give your full attention to the person who is speaking.  You focus 100% of your attention 

on what they are saying. 

 

Break students into pairs.  One person is Person A and one person is Person B.  Person A 

is the speaker. Person B is the listener. 

 

Have scholars spread out around the room so that they do not interrupt or distract each 

other.  You can have students go outside, as long as you can still monitor that they are 

participating. 

 

  
UNIT #4  

Club  Projects  

 

 

Week 7 
 

 TOPIC:   

Assumption Test ing  

(Lis ten)  

 

OBJECTIVES: 

Scholars will be able to:  

 

 Ask customers for 

feedback on their business 

idea 

 

 Change or adjust their idea 

based on customer 

feedback 
 

 

MATERIALS: 

 Listen to the Customer 

Handout (1/scholar) 
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Part I 

 

Instructions for the speaker: You will speak uninterrupted for three minutes.  If you run out of things to say, it is okay.  You can be 

silent until you think of something.  The entire three minutes belongs to you. 

 

Instructions for the listener: Your job is to listen.  When you listen, give your full attention.  Do not ask questions during the three 

minutes.  You may not speak either.  If the speaker does not have anything to say, it is okay, just sit in silence until he/she speaks 

again. 

 

Part II 

 

Instructions for the listener: After Person A speaks for the three minutes, Person B‟s job is to repeat back to Person A what he/she 

heard.  Start by saying “What I heard you say was…”  Persona B should not share his/her thoughts.  He/she should only repeat back 

what he/she heard. 

 

Instructions for the speaker: If Person B mis-heard, Person A can correct them so that they understand exactly what was meant. 

 

Then switch! Person B becomes the speaker and Person A becomes the listener. 

 

Review 

 

QS: How did you feel when you were being listened to? 

 

QS: Did you find it easy or hard to listen to the other person?  Why? 

 

As we talk to teachers today, use the tools of active listening: 

 

 Do not interrupt 

 Repeat back what you have heard for clarification 

 Give your full attention to what they say 

 

LECTURE (10 MIN):  

 

Introduce your guests. Today we will ask our guests questions about our business ideas.  We will look at the same three areas we did 

when we were understanding: Customer needs and problems, daily activities and buying habits.   

 

QS: What question would you ask someone about their needs, problems, activities or buying habits? 

 

QS: What response could you give to those questions?  

 

We will examine these areas as they related to your groups‟ business idea. 

 

Go through the handout with the students and explain the purpose of each area. 

 

1. Customer Needs: Know what need this product/service is addressing.  Ask the customer if the product or service is addressing 

their need or problem. Ask how important that need is in their life. Ask them if your product is the best way to solve their problem.  

 

2. Daily Activities: Ask how this product or service fits into the persons daily activities.  Ask how frequently they would use it. 

 

3. Buying Habits: Learn how the product or service fits into the customers buying habits. Ask how much they would spend, how 

much they need, and if there are similar products on the market that they use. 
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ACTIVITY (40  MIN):  

 

Divide scholars into small groups. Move with students around the school as they ask guests for feedback on their business ideas.  Have 

them write the answers to the questions on the back of the handout. Each group should talk to at least three guests. Scholars should 

only answer 2-3 questions per section. It is up to them to decide which questions are the most relevant for their product or service.  

 

REVIEW (5 MIN):  

 

In groups, spend five minutes discussing how the guests‟ feedback can improve the business idea.  What should they change?  Is their 

idea really the best product/service they could deliver?  Did the activity give them a better business idea? 

 

What active listening tools did you use when talking to teachers?  How did it help you? 

 

SPEECH OF THE WEEK (5 MIN): 
 

Poem for Entrepreneurs   by Vaidehi Krishnan 

Or 

Mini-me follow up of your choice! 

TAKEAWAY:  

No takeaway this week.  



 

Page 29 of 38 

 

Developing young leaders and 

entrepreneurs in Africa 
 

 

Listen to the Customer  
 

 

 

 

 

            Customer Needs and Problems: 

Know what need this product/service is addressing.  Ask the customer if the product or service is  

addressing their need or problem. Ask how important that need is in their life. Ask them if your  

product is the best way to solve their problem. 

 
1. Does this product/service address your need to ……? 

2. Do you find this need important in your life?   

3. Do you use other products or services right now that 

help you in the same way?  

4. What would convince you to use this product or 

service instead? 

5. Do you feel this need is important enough to spend 

money on?  
 Daily 

Activities: 

Ask how this product or service 

fits into the persons daily 

activities.  Ask how frequently 

they would use it. 

1. When do you think you 

would use this product or 

service? 

2. Have you used a product or 

service like this before? 

3. Under what circumstances 

did you buy? 

4. Was there anything in the 

past that prevented you from 

buying a product/service like 

this? 

 

Buying Habits: 

Learn how the product or service fits 

into the customers buying habits. Ask 

how much they would spend, how 

much they need, and if there are 

similar products on the market that 

they use. 

 

1. Do you think you would buy this 

product/service? Why? Why 

not? 

2. Have you ever bought a 

product/service like this before?  

Why that product? 

3. Where do you shop? 

4. Do they sell these types of 

products/services? 

5. How much do these types of 

products/ services cost? Do you 

think it is expensive? 
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 KEY CONCEPTS: Determined by the mentor 

PROCEDURE: Determined by the mentor 

 

LESSON CONTENT:  

 

In Term 4, the mentor has the opportunity to undertake three student interest lessons. 

This is where they create the lesson themselves, based on the interests of their students.  

 

The third student interest lesson is completely determined by the mentor. There are tips 

at the back of the curriculum book about writing a good lesson plan. Use the lesson 

plans in this book as a guide. Make sure to include the following core elements within 

the lesson plan:  

 

 Topic 

 Key Concepts 

 Objectives 

 Procedure 

 Lecture 

 Game 

 Practice 

 

Please submit the lesson and discuss it with your program coordinator before the 

beginning of term. 

  
UNIT #4  

Club  Projects  

 

 

Week 8 
 

 TOPIC:  

Student  Interest  

Lesson  

 

OBJECTIVES: 

 

Objectives determined by the 

mentor. 

 

 

MATERIALS: 

 

Materials determined by the 

mentor. 
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 KEY CONCEPTS: Personal Project, Graduate Program 

 

PROCEDURE:  Activity   25 min 

Discussion  25 min 

Graduate Program  30 min 

 

ACTIVITY (25 MIN):  

 

Make sure the room is set up so that students can sit in a circle and face each other.  

 

Draw a picture of a cat with the words “I am Fantasticat” on the board or on big paper.  

 

 
 

Tell scholars this story….There's this cat called Fantasticat. He can do anything. He can be 

anything he wants to be. He has natural ability and potential. He is happy with himself and 

his own talents. He sees the difference he can make in the world. 

 

People often live according to the imposed conditioning of others - from schools, parents, 

society, peers - instead of focusing on their own individual special talent, dreams, and 

potential. Fantasticat can help people see things differently and more objectively. 

 

QS: Imagine you are Fantasticat - what would you be like? If you were Fantasticat, what 

would you be doing? 

 

Ask scholars to draw their Fantasticat in their books. Let them draw or write it in any way 

they want. Ask them to answer one or more of these questions. 

 

What can you do? 

What do you love?  

What is your talent? 

What can you become? 

 

Ask scholars to share their Fantasticat with the person next to them and get their peer to 

add a talent or strength to the things the person has written or drawn on their Fantasticat.  

 

  
UNIT #4  

Club  Projects  

 

 

Week 9 
 

 TOPIC:   

Group Mentoring  

 

OBJECTIVES: 

Scholars will be able to: 

 

• Reflect on their own 

strengths and apply it to 

their personal projects.  

 

• Tell others about the 

benefits and 

opportunities in the 

Graduate Program.  

 

 

 

 

MATERIALS: 

 Fantasticat on big paper 

(1/class) 

 Graduate Program Handout 

(1/scholar) 

 Holiday Challenge Handout 

(1/scholar) 
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DISCUSSION (25 MIN): 

 

Bring the class together. Explain how our strengths and talents can help us work out what we want to achieve in life. The discussion 

today will focus on our personal projects.  

 

Personal projects will be the major thing for you to practice in the holidays and will be the focus of next term. If you create a great 

personal project, you also have the chance to win a “best personal project” award from Educate!.  

 

All of those amazing strengths that you have written down can be put to great use in our personal projects! Ask scholars to pop up and 

shout out some of the things that they are great at.  

 

If possible, arrange for an Educate! graduate to come to the school to talk to scholars about their personal projects. Guide the class 

through the following questions, making sure to actively involve the Educate! graduate.  

 

QS: Who is already using a talent of theirs to start a personal project? What are you doing? 

 

QS: What challenges are you facing with building your personal project?  

 

QS: What solutions to these challenges do you suggest?  

 

End with the “I am the solution” chant from Term 3.  

 

Divide the Class into 3 groups. 

Choose the Chorus Leader. 

The Chorus Leader shouts out: Hey we got a problem. What we gonna do? 

Group One: I don‟t know (Stands up to answer and sits back again) 

Group Two: I don‟t know (Stands up to answer and sits back again) 

Group Three: I am the Solution (Stands up to answer and sits back again) 

 

GRADUATE PROGRAM (30 MIN): 

 

To begin this section of the lesson, you can choose to do one of two things:  

 

Option 1: Write the following words on the board: Creativity, Innovation, Resourcefulness, Social Impact, Exponential Empowerment, 

and Networking. Ask scholars “when you see these words, what do you think about?” It‟s likely that they will say something like 

“Educate!” or “business”. Tell them that the Graduate Program encompasses all these things.  

 

Option 2: Write the following quote on the board: "If you are thinking a year ahead, sow seed. If you are thinking ten years ahead, 

plant a tree. If you are thinking one hundred years ahead, educate the people" - Chinese poet 500 BC. Discuss the quote with the 

scholars and then tell them that the Graduate Program helps scholars to build their own success and the success of others.  

 

Hand out the information about the Graduate Program to scholars, and discuss the key aspects of the Graduate Program. If you have a 

graduate in class get them to share their experience with the Graduate Program.  

 

The Graduate Program supports Educate! graduates to implement their social or business projects after secondary school. The 

Graduate Program provides training, mentorship opportunities, access to capital, and access to a network of over 500 change makers 

in Uganda.  

 

There are three key components of the Graduate Program that scholars may be interested in: 

 

1. Youth Business Accelerator (YBA): The YBA supports the BEST graduates from the Educate! Experience program. YBA helps 

graduates to access capital for their projects, grow their businesses, and access other opportunities and ongoing mentorship. You 

qualify for the YBA if you are self motivated, a proven leader, building a personal project on ground, willing to access and pay a 

loan to grow your projects, and hard working. 
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2. Networking: The Graduate Program helps you to stay connected and access opportunities. You can stay connected by attending 

the graduate reunion, meeting Educate! graduates on Facebook, calling the toll free line or joining a university club.  

 

3. Access to Opportunities: The Graduate Program offers opportunities to apply for an annual Educate! university scholarship, 

connect to other youth organizations, receive professional mentorship, participate in trainings, and teach the Educate! course to 

your community.  

 

Want to talk to the Graduate Program? Call them free on 088133166.  

 

TAKEAWAY: 
 

Distribute the holiday challenge. Tell scholars that they should start their personal projects at home and come back to school ready to 

share their experiences with their mentor. Remind them that the best personal projects will be awarded a certificate for “best personal 

project” at the graduation ceremony. One person in the class will be allowed to receive this award. This person will also have a high 

chance of being accepted to the Youth Business Accelerator! 
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Educate! Graduate Program 
 

The Graduate Program supports Educate! graduates to implement their social or business projects after 

secondary school. The Graduate Program provides training, mentorship opportunities, access to capital, and 

access to a network of over 500 change makers in Uganda.  

 

The Graduate Program offers you three things: 

 

 

Youth Business Accelerator (YBA): The YBA supports the BEST graduates from the 

Educate! Experience program. YBA helps graduates to access capital for their projects, grow 

their businesses, and access other opportunities and ongoing mentorship. You qualify for the 

YBA if you are self motivated, a proven leader, building a personal project on ground, willing 

to access and pay a loan to grow your projects, and hard working. 

 

 

Networking: The Graduate Program helps you to stay connected and access opportunities. 

You can stay connected by attending the graduate reunion, meeting Educate! graduates on 

Facebook, calling the toll free line or joining a university club.  

 

 

Access to Opportunities: The Graduate Program offers opportunities to apply for an annual 

Educate! university scholarship, connect to other youth organisations, receive professional 

mentorship, participate in trainings, and teach the Educate! course to your community.  

 

 

Want to talk to the Graduate Program? Call us free on 088133166  
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Holiday Challenge 

 

 

 
DEVELOPING YOUNG ENTREPRENEURS AND LEADERS IN AFRICA 

 

START YOUR PERSONAL PROJECT AT HOME AND WRITE A REPORT ON 

WHAT YOU ACHIEVED OVER THE HOLIDAYS. 
 

 

 

 
DEVELOPING YOUNG ENTREPRENEURS AND LEADERS IN AFRICA 

 

START YOUR PERSONAL PROJECT AT HOME AND WRITE A REPORT ON 

WHAT YOU ACHIEVED OVER THE HOLIDAYS. 

 

 
DEVELOPING YOUNG ENTREPRENEURS AND LEADERS IN AFRICA 

 

START YOUR PERSONAL PROJECT AT HOME AND WRITE A REPORT ON 

WHAT YOU ACHIEVED OVER THE HOLIDAYS. 
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Speeches of the Week 
 

Nobel Peace Prize Speech  by Wangari Maathai 

 

As the first African woman to receive this prize, I accept it on behalf of the people of Kenya and Africa, and indeed the world. I am 

especially mindful of women and the girl child. I hope it will encourage them to raise their voices and take more space for leadership. 

I know the honour also gives a deep sense of pride to our men, both old and young. 

 

My fellow Africans, as we embrace this recognition, let us use it to intensify our commitment to our people, to reduce conflicts and 

poverty and thereby improve their quality of life. Let us embrace democratic governance, protect human rights and protect our 

environment. I am confident that we shall rise to the occasion. I have always believed that solutions to most of our problems must 

come from us. 

 

In the Green Belt Movement, we have planted over 30 million trees that provide fuel, food, shelter, and income to support their 

children's education and household needs. The activity also creates employment and improves soils and watersheds. Through their 

involvement, women gain some degree of power over their lives, especially their social and economic position and relevance in the 

family. This work continues. 

 

Initially, the work was difficult because historically our people have been persuaded to believe that because they are poor, they lack 

not only capital, but also knowledge and skills to address their challenges. Instead they are conditioned to believe that solutions to 

their problems must come from „outside'. Further, women did not realize that meeting their needs depended on their environment 

being healthy and well managed. They were also unaware that a degraded environment leads to a scramble for scarce resources and 

may culminate in poverty and even conflict. They were also unaware of the injustices of international economic arrangements. 

 

This is the importance of education. Know your community problems. Learn about their causes. And start being the solution.  
 
Go to the People   by Lao Tzu 

 

Go to the people 

Live among them 

Love them 

Learn from them 

Start from where they are 

Work with them 

Build on what they have. 

But of the best leaders 

When the task is accomplished 

The work completed 

The people all say 

“We have done it ourselves” 

 

Poem for Entrepreneurs   by Vaidehi Krishna 

 

Dear Entrepreneurs, 

Vitalize your skills  

Capitalize on your capabilities  

Sensitize yourselves to social needs  

Visualize your business options  

Rationalize your business strategies  

Prioritize your activities  

Channelize your creativity  

Popularize your products/services  
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Minimize your expenses  

Maximize your profits  

Finalize your business plans beforehand  

Legitimize your business deals  

Concretize your values; And last but not least, 

"Customize" your product/services  

To sustain yourselves in the market!  

 

Two Shoe Sellers  by Anonymous 

One young entrepreneur traveled the world looking to start a shoe business. He came to Africa and saw that the locals did not wear 

shoes and said, “There is no market here”. He went to India and saw that the locals did not wear shoes and said, “There is no market 

for shoes in the East”. Then he went to America and saw that everyone had shoes and said, “There is too much competition here”. So, 

he decided not to start a business.  

Another young entrepreneur traveled the world looking to start a shoe business. He came to Africa and saw that the locals did not wear 

shoes and said, “There is a huge market here”. He went to India and saw that the locals did not wear shoes and said, “The whole world 

is a good market for shoes”. Then he went to America and saw that everyone had shoes and said, “This is the success I will aim for”. 

So, he started an international shoe business and made millions. 
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Tips on Writing Lesson Plans 
 

Rule of Seven 

5 To Knows 

1 To Do 

1 To Experience 
 

On Being Remembered 

 

 Remember to make sure your lessons STICKS. Focus on what will be most important things for your scholars to know and do, 

instead of what will be easy to remember. Although the opposite seems to be the case in reality, we tend to remember what is 

most important / relevant to us (even if it is complicated) and forget what is so simple or too obvious to be worth remembering. 

 

 It may help to write the seven points as if they are answers to specific questions. It may also help to develop the seven points 

WITH your students. 

 

 Don‟t focus on what you can get them to cram and remember for a couple weeks. Teach them what you think they will need to 

know and remember for the rest of their lives. Visuals and repeated interaction with the seven points will transfer them from short 

term to long term memory. 

 

On “To Know” 

 

 Just because the students only have to know 5 statements, doesn‟t mean you can only teach or say five statements in class. The 

best way to remember the five statements is if you cover the topic in depth first, answer all questions, establish how important and 

relevant it is to their lives, and then tell them the one statement they should remember. 

 

 For example, in the PEDVU issue of Violence, you could cover violence against women in depth and talk about a specific story, 

discuss the role of men, and discuss what to do if you or someone you know is a victim. In the end though, your “To Know” on 

rape may simply be “Real men don‟t use their power to rape and real women speak up, speak honestly and stay safe.” 

 

On “To Do” 

 

 Be sure the action is useful and reflects actual training. If all your students can explain how to start a savings group, that does not 

mean they can do it. “To Do” is immediately practical and visibly demonstrated. Watch what the students actually DO. If they are 

physically just talking, then they are only demonstrating an ability to talk (which you didn‟t teach them originally). It should be a 

challenge!  

 

 For example, for the PEDVU issue of Poverty, you could focus on how to start different income generating projects to escape 

from poverty, discuss where to find capital, and how other PEDVU problems contribute to poverty. In the end though, your “To 

Do” may be “Draw out a proper balance sheet to show how a 50% interest rate on a loan could force people to get poorer”. 

  

On “To Experience” 

 

 A story is the easiest thing to remember in the world. A drama makes a story come to life. And a role play makes you live a story. 

Guessing and suspense make any experience more fun and memorable. Sharing experiences is a powerful way to inspire others 

and make something that was once foreign understandable. 

 

 For example, for the PEDVU issue of Disease, you could focus on the top five preventable illnesses in Uganda, and discuss their 

symptoms, treatments and effects. In the end though, your “To Experience” may be “Each scholar writes a radio drama 

sensitizing the community about a disease or health problem that has affected them or someone close to them”.  


