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A.  COVER PAGE

1. Course Title
Entrepreneurship 1

9. Subject Area

History/Social Science

English

Mathematics

Laboratory Science

Language other than English

Visual & Performing Arts (for 2003)

College Prep Elective

X  Career Technical Education (CTE)

2. Transcript Title / Abbreviation

3.  Transcript Course Code / Number

4. School
Monrovia High School

5. District
Monrovia Unified School District

6. City

Monrovia, CA
10. Grade Level(s)

9-12
7. School / District Web Site

www.monroviaschools.net
11. Seeking “Honors” Distinction?

Yes                   No

8. School Contact

Name:

Title/Position:

Phone: (626) 471-2800

Fax:

E-mail:

12. Unit Value

0.5 (half year or semester equivalent)
X   1.0 (one year equivalent)

2.0 (two year equivalent)
Other:

_______________________________

13. Date of School Board Approval

14. Was this course previously approved by UC? Yes        X No If so, year removed from list?
Under what course title?

15. Is this course modeled after an UC-approved course from another school? Yes          X No
If so, which school(s)?

16. Pre-Requisites

none
17. Co-Requisites

none

18. Brief Course Description –
In Entrepreneurship 1 course, students use their entrepreneurial skills and mindset to evolve an
innovative solution to a problem into a validated business opportunity. Students take a lean
startup approach in researching and testing their ideas; building out a lean canvas to support their
business opportunity validation. Students also put together customer and competitor profiles,
marketing campaigns, and a financial analysis to support their claims about the feasibility of their
business idea. Towards the end of the school year, students have opportunities to pitch their
business opportunities to judges in local, regional, and national competitions.

http://www.monroviaschools.net


B.  COURSE CONTENT
19. Course Goals and/or Major Student Outcomes

Students will:

1.

20. Course Objectives

Students will be able to:

21. Course Outline

Introduction: Operation Mindset
At the start of the year, students get an engaging look at what it means to think and act like an entrepreneur in a
series of four challenges - each designed to activate two of the eight domains of the entrepreneurial mindset. At the
end of the module, students learn about the characteristics of an entrepreneur before doing their own self-assessment
of their own entrepreneurial potential. The module ends with students taking the baseline survey around their own
entrepreneurial mindsets.

Developing an Entrepreneurial Mindset
Students learn what it means to solve problems like and entrepreneur. They learn how entrepreneurs provide
business solutions to problems held by individuals, as well as social problems facing the global community. Students
learn and apply human-centered design thinking in order to identify potential solutions to problems for their
evolving lean model canvas.

Testing an Opportunity
Students learn about the difference between an idea and a true business opportunity. Instruction takes students
through the process of validating their business solution through market research with an emphasis on lean startup
methodologies, testing assumptions, and iterative design. Students take their learning from this unit to determine
which of their business solutions actually solve a problem for a target market.

Building a Competitive Edge
Students learn about basic economic principles and the role that plays in the success of a business. Using principles
of supply and demand, students will investigate the potential market size in their industry. Students will also
assemble competitor profiles and a competitive matrix to determine their unfair advantage within their industry.

Creating Your Biggest Fans
Students learn about the importance of using marketing to convince customers that a business is better than the
competition. In this unit, students look at the importance of assembling a marketing plan and approaches to
assembling customer profiles for their main customer segments. With a focus on modern and cost-effective
strategies, students put together their planned channels to customers and the key metrics they will use to measure the
effectiveness of these channels.

Making a Profit
Students learn about the various expenses incurred by a business and how entrepreneurs do an analysis of profit per
sale to help predict the overall profitability of the business itself. This unit teaches students how to calculate markup
in a distribution channel, their profit per sale after their variable expenses, and a break-even analysis against their
ongoing fixed expenses. Students also learn how to balance cost-based pricing with other pricing approaches,
including demand-based and competition-based pricing. By applying all of these strategies and financial analyses,
students are able to determine a selling price and cost structure for each of their main revenue streams.



Pivot or Persevere
After opportunity pitches, students have a unit that provides them with an opportunity to reflect on their experience
in the course and look ahead to their next steps; whether tat are continuing in the NFTE pathway or not. Students
first debrief on the competition and have the opportunity to make adjustments to their lean canvas based on judges'
feedback. Next, students think about their own post-secondary pathway to success, and how their business
opportunity could be a stepping stone for all college and career aspirations. Finally, students reflect on the growth of
their own entrepreneurial mindset since Operation: Mindset introductory module.

22. Texts & Supplemental Instructional Materials
Owning Your Future,Steve Mariotti,Pearson,12th Edition (online access)

23. Key Assignments
Introduction: Operation Mindset Assignments
Students will take the pre-Entrepreneurial Mindset assessment as a formative resource to help students have more of
an awareness about their entrepreneurial mindset. The key to developing the entrepreneurial mindset is learning
about the mindset domains, reflecting, and practicing the mindset. Students will use these scores to compare with
their post-Entrepreneurial Mindset scores at the end of the course to determine growth.

Developing an Entrepreneurial Mindset Assignments
DNA of an Entrepreneur Learning Objectives:

● Describe how entrepreneurs solve problems through products or services.
● Analyze the pros and cons of being an entrepreneur.
● Explain how entrepreneurs use business planning tools to navigate business launch risk.
● Identify the purpose and sections of the lean business model canvas; with an emphasis on the 'Problem' and

'Solution' sections.

Design Thinking Learning Objectives:
● Identify the features and objectives of design thinking.
● Explain the purpose of human-centered design.
● Identify the steps in the IDEO human-centered design process.
● Apply the design thinking process to a design challenge.

Social Entrepreneurship Learning Objectives:
● Identify examples of social problems solved by entrepreneurs.
● Explain the purpose of having a mission statement for a business as it relates to social responsibility.
● List examples of ethical, sustainable, and socially responsible business practices.
● Describe how both non-profit and for-profit ("b-corps") can reach 'do well while doing good.'

Solve a Problem Entrepreneurially Learning Objectives:
● Apply entrepreneurial and design thinking to identify a solution to a unique real-world problem.
● Complete the 'Problem' section of the LMC by identifying 3-4 problems and how each of those problems

are solved today.
● Complete the 'Solution' section of the LMC by identifying at least 1 potential solution to each of the

problems identified in the 'Problem' section.
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Testing an Opportunity Assignments
Ideation & Sources of Opportunity Learning Objectives:

● Identify the importance of creative thinking in ideation and discovery phases.
● Practice various creative thinking activities to utilize during ideation phases.
● Explain the difference between a business idea and a business opportunity.
● Identify internal and external sources of business opportunities.

Evaluating Opportunities Learning Objectives:
● Describe techniques to use for determining the most feasible business opportunities.
● Identify questions entrepreneurs must answer for an evaluation of a business opportunity.
● Utilize tools to compare opportunities to pursue.
● List approaches for turning good ideas into business opportunities.

Lean Market Research Learning Objectives:
● Explain the role and importance of market research in entrepreneurship in determining if a business

solution actually solves a problem for its customers.
● Compare and contrast primary and secondary data and their functions.
● Describe the purpose of lean startup methodology as it applies to market research.
● Identify the purpose and section of a business canvas as a lean market research tool; with an emphasis on

the 'Customer Segments,' and 'Unique Value Proposition' sections.

Testing Assumptions Learning Objectives:
● Explain how active primary market research helps test assumptions about the business opportunity.
● Differentiate between being objective and subjective about a business opportunity.
● Demonstrate how testing assumptions with customers can help stay objective.
● Describe how opportunities are refined through ongoing assumption testing.

Iterative Design Learning Objectives:
● Describe the benefits of an iterative design process.
● List six cyclical steps of ongoing research.
● Identify how business plans develop over time and change as new information is found.
● Demonstrate how the 'Problem' and 'Solution' sections of the LMC change based on new information found

out about the 'Customer Segments' and 'Unique Value Propositions' sections.

Determine Your Value to Customers Learning Objectives:
● Apply the lean research process to identify which potential solution actually solves a unique real-world

problem for a customer.
● Complete the 'Customer Segments' section of the LMC by describing the customer that would benefit from

this solution.
● Complete the 'Unique Values Proposition' section of the LMC by describing the high-end concept and how

the customer would benefit from this solution.
● Update the 'Problem' and 'Solution' sections of the LMC to match the best opportunity based on the

research.

Building a Competitive Edge Assignments

Entrepreneurship and the Economy Learning Objectives:
● List the factors that effect the development of economic systems.
● Compare and contrast the various types of economic systems.
● Evaluate the role of entrepreneurs within an economic system.
● Review the purpose and sections of a business canvas as a lean market research tool; with an emphasis on

the 'Unfair Advantage' section.

Supply and Demand Learning Objectives:
● Examine the relationship between suppliers and buyers as opposing forces.
● Explain how supply and demand relationships impact the availability and pricing of products and services.
● Demonstrate supply and demand relationships graphically.
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Types of Competition Learning Objectives:
● Identify various forms of competition.
● Determine market share for a business.
● Explain the role competition plays in the global economy.

Competitive Advantage Learning Objectives:
● Explain how to gather competitive intelligence on other businesses.
● List potential differentiators that can act as a competitive advantage.
● Use a competitive matrix to determine a competitive advantage for a business.

Establish Your Unfair Advantage Learning Objectives:
● Apply the lean research process to assemble a competitive matrix for a unique business solution.
● Complete the 'Unfair Advantage' section of the LMC by describing how this solution cannot be easily

copied or performed better by someone else.
● Update the 'Problem.' 'Solution,' 'Customer Segments.' and 'Unique Value Proposition' sections of the LMC

based on your findings around your unfair advantage.

Creating Your Biggest Fans Assignments
Marketing a Business Learning Objectives:

● Know the function or marketing and how to set marketing related-goals.
● List the 5 P's of the Marketing Mix and examples of each.
● Explain how marketing strategies communicate value propositions to customers.
● Review the purpose and sections of a business canvas as a lean market research tool; with an emphasis on

the 'Channels,' and 'Key Metrics' sections.

Targeting a Customer Segment Learning Objectives:
● Compare and contrast marketing to a mass market versus a target market segment.
● List the components of a customer profile.
● Identify ways that a target market can be separated into market segments.
● Explain why customers are more likely to buy benefits versus features, given various value propositions

that a business can offer customers.

Promotional Channels Learning Objectives:
● Describe the components of a Promotional Mix and examples of each.
● Explain the concept of a channel to a customer.
● Identify the most effective and cost-efficient promotional channels for a startup.
● Follow steps to plan and budget for a promotional campaign.

Keeping Customers Engaged Learning Objectives:
● Explain the need for maintaining customer relationships.
● List the elements of a promotional cycle.
● Assign promotional channels to phase in the promotional cycle.
● Identify key metrics to determine the effectiveness of a promotional campaign.

Build Your Customer Channels and Metrics Learning Objectives:
● Apply the lean research process to put together a marketing campaign around the business solution.
● Complete the 'Channels' section of the LMC by describing all of the ways you will reach your target

customer segment.
● Complete the 'Key Metrics' section of the LMC by describing all of the ways you will measure the

effectiveness of your marketing efforts with customers.
● Update the 'Problem,' 'Solution,' 'Customer Segments,' 'Unique Value Proposition,' and 'Unfair Advantage'

sections of the LMC based on your marketing plan.

Making a Profit Assignments

The Cost of Doing Business Learning Objectives:
● Categorize examples of variable expenses incurred by businesses.
● Identify examples of fixed expenses commonly incurred by businesses.
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● Explain that one-time purchases to start a business are often asked for in a startup investment pitch.
● Review the purpose and sections of a business canvas as a lean market research tool; with an emphasis on

the 'Cost Structure.' and 'Revenue Streams' sections.

Delivering Products and Services Learning Objectives:
● Provide characteristics and examples for each of the broad categories of businesses.
● Describe the progression of goods though distribution channels.
● Calculate the markup that occurs with each step in a distribution chain.
● Identify the most cost effective channels for finding customers/making sales.

The Economist of One Unit of Sale Learning Objectives:
● Define a unit of sale as the main revenue stream for the business.
● Explain how to structure an Economics of One Unit of Sale (EOU) for various business types.
● Describe the relationship between selling price, variable expenses, and contribution margin.
● Identify strategies such as economics of scale to increase the contribution margin.

Break-Even Analysis Learning Objectives:
● Define net profit as the money left over from sales revenue after paying all expenses.
● List the financial, social, and environmental benefits for generating a profit.
● Use a break-even analysis to help maximize the profitability of the business.
● Describe keeping expenses low as a general strategy for long-term financial sustainability.

Pricing Strategies & Profitability Learning Objectives:
● Explain how competition between consumers and suppliers impacts pricing.
● Analyze the factors entrepreneurs must consider when pricing to stay competitive and cover expenses.
● List cost-based pricing, competition-based pricing, and demand-based pricing as strategies used by

entrepreneurs to set a selling price.
● Describe how learning research approaches can help test assumptions around pricing.

Decide on a Cost Structure Learning Objectives:
● Apply the lean research process to set and test a selling price for the product or service that generates a

profit for the business.
● Complete the 'Cost Structure' section of the LMC by listing all your major fixed and variable expenses.
● Complete the 'Revenue Streams' sections of the LMC by listing all of your main products and services; as

well as your EOU for each.
● Update the 'Problem,' 'Solution,' 'Customer Segments,' 'Unique Value Proposition,' 'Unfair Advantage,' 'Key

Metrics,' and 'Channels' sections of the LMC based on our selling and cost structure.

Student Demonstration: Opportunity Pitch Learning Objective:
● Students use their lean canvas and business plan artifacts to put together an opportunity pitch deck.

Students prepare and pitch their potential business opportunities to judges in competitions.

Pivot or Persevere Assignments
Students will take the post Entrepreneurial Mindset assessment to determine their understanding of entrepreneurship
after completing the course. Students will be able to compare their pre Entrepreneurial Mindset scores with the post
scored to see how much they have grown their mindset.

24. Instructional Methods and/or Strategies
Both individual and collaborative team activities, projects, and problems, students will problem solve as they
practice common entrepreneurial principles while learning strategies for developing as an entrepreneur.

25. Assessment Methods and/or Tools
See #24
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C. HONORS COURSES ONLY
Please refer to instructions

26. Indicate how this honors course is different from the standard course.
N/A

D.  OPTIONAL BACKGROUND INFORMATION
Please refer to instructions

27. Context for Course (optional)
N/A

28. History of Course Development (optional)
N/A
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