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Chapter 1 

What Is an Entrepreneur? 

Entre-what?!  

Why would anyone want to learn about such a big word 
that's so hard to say? 

Simple. There's a little bit of magic hidden inside that has 
the power to change your future forever. 

What is that magic you ask?  

It is the ability to triple your allowance in 
an afternoon by knowing what it means to 
be an entrepreneur! 

Yes, that means, turn $5 into $15.  Or 
$20 into $60! 

But first, there are a few important things 
you need to know… so hang with me. 

Why is it that when most people think of 
kids making money, the first thing they 
think of is a lemonade stand?   
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Here’s the problem with most lemonade stands.   

● You have to spend all day in the hot sun (it takes lots 
of time). 

● You hope people will walk or drive by (not many 
people will see you). 

● You can’t charge much for a cup, maybe 50 cents 
(you don’t get paid much). 

But these don't have to be your problems.  In the next few 
pages you'll learn how to fix each one of these problems so 
that it doesn't take all day, tons of people want to buy your 
lemonade, and you can make more money. 

First, let's define what an entrepreneur is.  The most 
common, and boring definition is this: “An entrepreneur 
is an individual who organizes and operates a business or 
businesses, taking on financial risk to do so.”  *[source: 
Wikipedia.org] 

Entrepreneur Kids Academy definition: A person who 
builds a new and creative solution, to fix a specific 
problem for a group of people that can’t wait to buy 
it. Or to put it more simply, someone who comes up with 
an awesome idea that others need and can’t wait to get!  

Why should you solve problems?   
If you solve a problem for a group of people, in a way that 
saves them money, helps them make more money, makes 
life easier or provides an awesome experience, THEY WILL 
PAY YOU FOR IT! 
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Many adults make money at a job.  A job means they trade 
their time and skills for money.  The more time they spend 
and the more skills they have, the more money they make. 

An entrepreneur, on the other hand, makes money by 
delivering solutions.  The more solutions they build and 
deliver, the more money they make.  If their solution is 
good enough, they can make as much money in one hour as 
some people make in a day.  For the successful 
entrepreneur, making money is no longer linked to the 
amount of time they spend working. 

The entrepreneur thinks like a PROBLEM SOLVER and 
they build solutions to solve the problems they discover.  

To summarize, Entrepreneurs: 

● Find a SPECIFIC PROBLEM they can solve. 
● Define a market, the specific GROUP OF PEOPLE 

that have this problem. 
● Build solutions so valuable, the market CAN'T WAIT 

TO BUY THEM. 

Back to the Lemonade Stand 
At your lemonade stand, what is the specific problem you 
are trying to solve by selling them a drink? 
 
Thirst. 
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Now the next question is: who is thirsty?  Well everyone 
gets thirsty sometimes. But who is VERY thirsty, WHEN 
are they thirsty and WHERE are they thirsty? 
 
Will you find thirsty people by setting up a table with a big 
sign in the front of your house and hope they walk by?  
Maybe a few... 

 
What about people in a park who are leaving a 
concert on a really hot day?  Yep, those people would 
be very thirsty and there would be a LOT of them.  Score! 
 
The last question is why is your solution better or more 
convenient than anyone else's?  Is you lemonade sweeter?  
Colder?  Does it have super powers?  Probably not.  If you 
can make your lemonade easier to get when people are 
thirsty it won't matter.  It can be just plain old lemonade. 

 
Because you made it easy to buy when they really need 
it, they can't wait!  In fact, they'll pay more money!  They'll 
buy a cup for a dollar! 
 
Entrepreneurs must answer 4 critical questions: 
1. What is the problem and can I solve it? 
 
2. Who is my market, the specific group of people that has 
the problem?  
 
3. Where is my market and how will I reach them? 
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4. How will I deliver the solution? 
   
Let's answer these questions for your lemonade stand. 
1. Problem: Thirst. 
2. Market: people leaving a concert on a hot day. 
3. Where: in a park. 
4. Deliver solution: in a cup with ice. 
 
Now the money question: can you really turn $20 into 
$60? 
 
Let's get the supplies.   
 
On Amazon.com you can get:  
Countrytime Lemonade Mix - $5.94 (40 servings)  
50 Paper Cups - $4.81.  
 
Locally you can get: 
Bag of ice - $2.00 
Costco bottled water (case of 35) - $3.49 
Tap water for the lemonade mix - free. 
 
Total cost: $16.24 
 
Now go deliver your high-value solution and you’ll sell out 
quick.  
40 cups of lemonade at $1.00 
35 bottles of water at $1.00 
Total Sales: $75.00 
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Your total cost was $16.24 and now you have $75.00!  Even 
better than I promised!!! 
 
(That means if you borrowed $16.24 from your parents for 
the supplies to get started, you have to pay them back now, 
but you get to keep $58.76.) 
 
Parent’s Alert: It's important to know that in most places, 
lemonade stands are technically illegal.  In order to serve 
food/drinks you must have a business and /or restaurant 
license.  Most kids get away with it just because they’re so 
cute.  You must decide for yourself if a lemonade stand is 
right for your family.  Whatever your kids do, you are 
responsible to make sure it is safe, legal and ethical.   
 
Kid’s Alert: You must NEVER set up any type of business 
without your parents’ knowledge and consent.  In fact, ask 
your parents to help you.  It will be a fun activity to do 
together. 

What is the end goal?  
For now, the end goal is to have fun, try stuff, be creative, 
and be OK to fail if an idea doesn’t work out.  Don't get too 
serious or too committed to one business idea yet. 

  
Word to Remember: Market 
A group of people with a specific problem that 
you can solve with your business. 
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Your Turn: Idea Creation  
1. Write down 2-3 problems you see, that you could build a 
solution for. 
 
Example: There are a lot of dogs and cats in my 
neighborhood; I could pick up poop in my neighbors’ 
yards. 
 

1.        

        

2. _________________________________

         

3. _________________________________

        

 
 
2. Write down 2-3 ideas that you could find a market for. 
 
Example: I want to provide babysitting services. 
 

1.        

        

2. _________________________________

         

3. _________________________________
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3. Interview 2-3 adult entrepreneurs you know (not your 
parents).  Write down their names below. 
 

1. _________________________________  

2. _________________________________  

3. _________________________________ 

 
 
Ask them these questions: 

 
Why did you start your business? 
 
Who is your target market? 
 
What problems do you solve for them? 
 
How do you deliver the solution? 
 
Did you have a business mentor when you started? 
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Chapter 2 

How to Start Your 

Business 

 
Ever wonder how people make running a business look so 
easy?  When you really begin to study entrepreneurs, 
especially the ones who started their first business at a 
young age, you will find they have one BIG thing in 
common.  They started and tried LOTS of business ideas.   
 
As a young entrepreneur, you don’t have any bills to pay or 
mouths to feed.  It’s a perfect time of life to be crazy, go 
contrary to the crowd, test the boundaries to see what 
happens (remember, I’m talking specifically about 
entrepreneurship here… NOT your hair color!)  If your 
business idea doesn’t work out, it’s no big deal, you haven’t 
lost anything.  It’s only added to your business experience.  
This experience is very important because one thing will 
lead into another.  You’ll keep learning and trying newer 
and harder things. 
 
You’ll find this to be very fun and exciting! 
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While trying out your business ideas, it’s important not to 
invest a lot of money until you know it works and you have 
buyers.  This business testing phase must be sustainable.  
You may spend a lot of time here until an idea or solution 
catches on.  This is called “bootstrapping.”  You’re not 
taking on any financial risk and you won’t lose money.  
Most importantly, it won’t limit all the things you can try. 

Find and Test Many Ideas 
There are two kinds of businesses you can start: a business 
that makes a product or a business that provides a service.   
 
If you provide a service, you DO something for someone 
that solves their problem.  For example, Delta Airlines 
provides a service to get you from San Francisco to New 
York in one day. 
 
Or you can sell them a product and the product itself solves 
the problem.  Ford Motor Company provides a product that 
can also get you across the country but you’ll have to use 
the product yourself to get from San Francisco to New 
York… in more than one day. 
 
There are two ways to deliver your products or services to 
your customers: Local or Online.  You can deliver them 
locally by selling to your customers face to face.  Or you can 
set up a website which sells to your customers for you. 
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Ford Motor Company has local stores to sell cars face to 
face.  Delta Airlines sells their service to their customers on 
their website. 
 
The chart below shows how these combine to be different 
solutions and ways to deliver them.  It shows that Ford is a 
local product business and Delta is an online service 
business. 

Business Matrix Framework: 

 
 
As you can see, Amazon.com is an online product business.  
It has an online store that sells products then ships the 
product with UPS who then has a local service to deliver the 
products to customers at their homes.  All businesses will 
fit into one of these categories.   
 
Some businesses fit into more than one category if they 
offer products AND services or if they sell them locally AND 
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online.  For example, Delta sells its service online, but 
customers get the service locally when they get on the 
airplane at the local airport. 
 
In the rest of this chapter, we will use some of the ideas 
from the end of the Business Idea Kickstarter.  These ideas 
are all local services that you can do.  These are the easiest 
ways to get started and try things out. 
 
If the first business you start is a service business, work 
only with people your family knows and trusts.  Have you 
parents with you when you work if possible and make sure 
they’re the ones who answer phone calls.  We want you to 
have fun and make money but also be safe.  As you get older 
and more experienced and under the guidance of your 
parents you may be able to work with strangers.  In a 
product business, you will probably sell to strangers right 
away.  Make sure your parents are with you at the point of 
sale. 

Two Ways to Start Your Business 
There are two proven ways to start your business.  Just 
remember that it is critical to test and re-test to see if your 
market will accept it, want it and pay for it. 
 
The first way is to identify a business idea first, then find 
the specific market that wants your solution.  For example, 
your business idea might be to start babysitting.  Next, go 
the specific group of people who need your service: parents 
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with young children that want to get away on a date or go to 
a business meeting together. 
The second way to start is to identify a very specific market.  
Then discover their problems and frustrations and build a 
solution to help that market.  For example, your market 
could be your neighborhood.  Next, look for the problems 
they have like weeds in their yard, their cars are dirty or 
their house windows need washed.  Now think of ways to 
solve those problems. 

How to Grow Your Business Idea 

1. Pick Your Product or Service Idea First.   
Now that you have your idea, go find the market that wants 
your solution. It’s time for market research.  Go talk to 
people you think would be interested in your idea.  By 
talking to people, start to answer the following questions 
for you. 
 
Research questions:  

• How does it fit the market? 
• What problem does it solve? 
• Who has this problem? 
• How is my solution different from other solutions? 
• How does the market want to buy it and use it? 
• How can I make it more convenient? 
• Where should I deliver it? 
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Once you have your answers to these questions, talk to 
people again and see what they say about it.  Listen closely 
to the words they use.  You’ll want to use these same words 
when you are describing your solution for sale.  

2. Pick Your Market First.   
For young entrepreneurs, it’s important for you to pick a 
market that you can easily access.  Start with people and 
groups that you are a part of already.   

1. Your Neighborhood, 
2. School, 
3. Church, 
4. Sports teams, 
5. Or your Parents' work, friends, and organizations. 

 
You don’t have to pick one of the markets listed above.  And 
don’t try to serve lots of markets at once.  Pick one that you 
can focus on and work with specifically.  What market do 
you want to serve? 
 
Once you pick your market you need to go discover their 
problems so that you can build a solution for them.  This 
exercise should be done with a parent or mentor that can 
help you see problems in the market that you might not see. 

1. Start asking questions of the market you pick.  Listen 
for problems and frustrations. 

2. Find ways to solve the problem.  Ask the people you 
talk to how they would like the problem solved. 
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3. Start building a following.  Tell them you’re building 
a solution for them; get their email address so you 
can email them when it’s ready. 

How to Test Your Solution 

1. Test your solution first. 
What is the shortest, cheapest, easiest way to test your 
solution in the market?  You need to know: 

• Will people buy it? 
• How much do they want to pay for it? 
• How to fine tune the solution and make it better. 

 
You need to know all this before you spend any money!  In 
fact, you should get your first order for your solution too. 
 
One way is to talk to people about all the features and 
benefits of your solution and ask them to buy it.  Another 
way is to make and post a flyer to see if anyone calls you to 
buy it.  If your market is your neighborhood, go with your 
parents door to door, ring the doorbell, talk to people and  
leave your flyers at every house. 
Don't get too invested with time, energy and money before 
testing and getting your first order.  You must use the 
reaction of the market to build your solution for them. 
 
If you don't test early in the market, all your efforts may be 
wasted.  The market might not actually want what you 
have.   
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For example, you might have invented the greatest dog 
pooper scooper in the world.  You believe its so great that 
you spend 3 months and $500 of your parents money to get 
the scooper ready to sell.  You finally have 20 scoopers 
ready and you go around your neighborhood trying to sell 
them for $30 each.  You don’t sell any.  So you put an ad in 
the paper… no one calls.  You set up your product to sell on 
Amazon.com… no one orders.  For some reason, the market 
does not want what you have. 
 
On the other hand, you might build two examples and sell 
them both in your neighborhood for $50 each.  Then you 
build four more examples and quickly sell them all for $40 
each.  Based on these tests, you can see the product will sell 
in your market.  Use small steps and small tests to KNOW 
your solution will sell. 
 
Test how much your time is worth.  Is it efficient?  If it 
takes you 20 hours to build one pooper scooper and you 
can only make $2 per hour, is it worth your time? If you can 
build one in 15 minutes and you can make $160 per hour, is 
it worth your time?   
 
Remember, the value of your solution will determine how 
much your time is worth. 
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2. Then test your delivery method. 
What is the natural time and place people want to buy your 
solution?  Are there other things that will make the 
purchase easier? 

• Specific locations?  Will people buy it in your 
neighborhood, should it be displayed in a local store 
or should it be sold online? 

• Specific times?  Will your market only buy from you 
on the weekends, in the evening or only on holidays? 

• Is it easy?  Do you have to demonstrate how to use 
the product or is it easy to understand? 

• Is it fun?  Does your market have fun because of your 
solution? 

• Is it messy?  Does your solution cause other 
problems as it solves the first problem? 

Beware of Confirmation Bias 
 
Say whaat?! 
 
In your testing and research, look for reasons it works and 
doesn't work. 
 
Often when we get a great idea in our head that we’re really 
excited about, we tend to only look for reasons to prove that 
it really is a great idea.  However, there may be many 
reasons that it is not a good idea.  When we have this 
“confirmation bias” we do not look for the reasons that it is 
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a bad idea and so we think they don’t exist.  This can be 
dangerous for you in the testing process.   
When working on your business ideas, it will be very 
important for you to prove your idea right and also try to 
prove your idea wrong.  If you don’t, you may end up with a 
garage full of pooper scoopers that you can’t sell! 
 
Start by making a list of all the good parts of your idea and 
then make a list of all the things that are not good.  Talk 
about these lists with your parents or business mentor. 

What to Do About "Inventing"   
 
Speaking of the world’s greatest doggie pooper scooper…  
what if you really do invent something new and your 
market begins to buy it? 
 
There are two possible end results to inventing a product: 
you can build a manufacturing company to make the 
product, promote it and deliver it (that would require lots 
of $$ and risk).  OR you could license the product idea to a 
manufacturer/distributor and collect a royalty from the 
sales (that is very hard to get).  Either way, it is a very long 
process to go through before you begin to see success… 
often three to five years.  Sometimes ten to fifteen years!   
 
In the November 2013 issue of Success Magazine, one of 
the articles talked about the inventor of the Dyson vacuum 
cleaner.  James Dyson was not happy with how his vacuum 
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quickly lost suction as the bag started to fill up.  He thought 
he could make something better.  The article said, “between 
his taped-up prototype and his current market prevalence, 
there were 15 years of rejections, thousands of prototype 
revisions, lawsuits and near bankruptcy.” 
 
It is common to think that all you need to 
do to make a lot of money and get rich is to 
invent the next great thing.  As you can see 
from James Dyson’s story, there is a lot 
more to it than just inventing a good 
product idea. 
 
If you want to find out more about 
inventing a product, here is a link to a great 
resource you can use: http://www.trident-
design.com/our-process.php 
 
Here is a picture of a product they invented 
and developed. 
 

What does this testing really look like? 
Here are two more examples of how you might test a 
solution and market to see if you can make a sale. 
 

Example 1:  
I’m 17, and have my driver’s license.  I want to clean and 
detail cars.  I make a flyer for my car detailing business.  

http://www.trident-design.com/our-process.php�
http://www.trident-design.com/our-process.php�
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There is a golf course close to me so I print 50 flyers.  With 
the golf course’s permission I go put the fliers on 50 cars in 
the parking lot.  BEFORE I buy any supplies or spend any 
money other than the flyers, I need to know if people will 
call for my service.  If people do call and want to buy my 
service, I’d be willing to go buy all of the supplies I need.  
Don’t invest any of your allowance money until you know 
you have a sale! 

Example 2:   
I’m 10 and I can’t babysit or mow lawns yet.  But my 
Grandma bakes amazing homemade bread**.  I think that 
the people in my neighborhood would love her bread too.  
So I ask her to make one loaf of bread for me (this is the 
test loaf).  On a Friday evening when everyone is home, we 
go around the neighborhood together and let people taste 
it.  We take orders from people who want bread for the next 
week and get the money.  Then we go buy the ingredients, 
bake the bread together and deliver it on Sunday.  We 
didn’t spend any of our own money, we spent our 
customer’s money to make the product and we got to keep 
the profit.  The bonus I got was to hang out with Grandma 
all weekend! 

In both of these examples, the sale occurs BEFORE any 
money (or very little) is spent on the business idea. 
 
**Check your local Cottage Food Laws before selling any 
food you make in your home. www.cottagefoodlaws.org  

http://www.cottagefoodlaws.org/�
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Your Turn: Targeting Your Market  

1.  Use your idea, find a market. 
Write your idea here:       

It’s time for market research.  Go talk to people you think 
would be interested in your idea.  Research questions:  

1. What problem does your idea solve?  
        

2. Who has this problem?     
         

3. How is my solution different from other solutions? 
       
        

4. How does the market want to buy it and use it?  
       
        

5. How can I make it more convenient?   
       
        

2.  Use your market, find an idea.   
Write your market here:       

It’s time for idea research.  Go talk to  your market and 
listen and look for problems they have.  Ask them if they 
have any ideas for you.  Research questions:  

1. What problems have you found?   
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2. How can you solve those problems?   
        

3. What products or services do they already buy? 
       
        

4. How can you help people save time?    
        

5. How can you help people save money?  
        

Parent Discussion: Is it a good idea? 
Start by making a list of all the good things about your idea 
and then list everything that is not good. 

The Good Things  The Bad Stuff 

1. 1.  

2. 2. 

3. 3. 

4. 4. 

5. 5. 
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Chapter 3 

Help Paying Customers 

Find You 

 
Imagine you're on a long road trip 
and your stomach starts to growl. 
Suddenly, up ahead, two Golden 
Arches appear.  You find yourself 
saying out loud, "Mom, Dad? I'm 
starving!" 

The reason McDonalds builds their 
restaurants in very busy places and 
builds very tall signs next to 
freeway exits is to get traffic 
through their doors.  They’re 
making themselves visible to as 
many hungry people as possible. 

Now that you have your business idea for your service or 
product you must help paying customers find you.  You 
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have to get in front of the people who can’t wait to buy it.  
You must get traffic.   

Traffic = eyeballs seeing your solution. 
To get started, a great way for people to see your solution is 
to use the flyer from the Business Idea Kickstarter. You can 
pass them around your neighborhood or post them in 
places where there are lots of people to see what kind of 
response you get.  With a flyer, you can control how many 
you make, and how many people see it.  They don't cost 
much to make.   

(Download the flyer template from the Bonuses area of the 
member website.) 

It is very important to talk with your parents about the flyer 
you create.  If the flyer is only going to your friends and 
family, using a picture of you might be ok.  If you want to 
post the flyer on your grocery store bulletin board, there 
will be people you shouldn’t trust that will see your photo.  
In this case, don’t use a picture of you and make sure to use 
your parents’ cell number so new customers talk to your 
parents first. 

Below are the basic concepts behind the flyer: 
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The flyer is like a mini website.  People can find out about 
you and what you offer them and then make a decision on 
whether they need what you offer. 

Be sure to hand out at least 20 to 50 copies of your flyer.  If 
no one contacts you within a week of handing them out, 

1. The Headline.  
Big and bold word 
or phrase that is 
based on what 
people want. 

3. The Benefits.  
What makes you 
different from 
others like you? 

5. The Promise.  
By offering a 
guarantee you 
take the risk away 
from the buyer. 

2. Your first name and 
a picture* of your 
product or service.  
The picture is the first 
thing people see. 

6. How can your 
buyer find out 
more and get their 
questions 
answered? 

4. Call to Action.  
Make this stand 
out.  It should be 
obvious what you 
want them to do. 
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find out why.  Talk so some of the people you gave the flyer 
to and ask them what stopped them from contacting you.  
Did they not need what you have?  Did it cost too much? 

After asking these questions, discuss it with your parents or 
mentor.  Then make changes to your flyer based on what 
they said and hand out another 20 to 50 copies. 

If you still don’t get any response, you may need to find 
another business idea you can do. 

Advertising = paying for traffic. 
Advertising works like this: 
you pay someone else to tell 
other people about your 
solution.  It’s kind of like 
paying your little brother to go 
around the neighborhood and 
hang your flyer's on 
doorknobs or like paying your 
mom to hand out flyers to all 
her friends.  Other forms of 
advertising are large signs in 
public places, TV ads, or 
banner ads on websites.   

 

Here is the key; whoever has 
control of a large audience of 
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people is the one you have to pay for your advertising.  If 
you want  to take advantage of local advertising, think 
about who has influence over a large group of people and 
then ask them to tell their audience about what you're 
doing. 

Marketing: simply getting your customer’s 
attention. 
There are many ways to get people's attention without 
having to pay for advertising.  You just have to do 
something worth paying attention to.  Like a street 
performer with a crowd gathered around.  He is doing 
something interesting and is attracting traffic. 

If you are doing something interesting and different people 
will naturally to talk about you.  This is important for your 
marketing plan because a lot of people can find out about 
you for free!  For example, reporters at your local TV 
station and newspaper are always looking for someone 
doing something “news worthy.”   In the same way, also 
check out your local radio programming.  There might be a 
radio show host interested in what you are doing.  If you 
can get featured in your local news, people find out about 
you and you don’t have to pay for advertising. 

Also think about people who have a large audience.  This 
could be people as famous as Oprah who has a popular TV 
show with a HUGE audience.  It could also be someone not 
as famous that still has an audience of people who read or 
listen to their material.  This could be local radio show 
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hosts, or online podcasters or bloggers.  These people like 
to bring in guests who are doing something new and 
different to keep their audience interested in their show.   

If you were to pay for advertising time on TV, radio or on 
the internet, it would cost a lot of money.  If you can get 
featured on a show because you are doing something 
interesting, you can often get the same kind of exposure for 
free. 

Another way to get your market’s attention is to just be in 
the right location.  Find a place where there are a lot of 
people that will see you.  A farmer’s market is a good 
example.  Or you may be able to partner with a local 
business and set up a table in their entry way.  In these 
cases you are sharing the traffic that comes through already 
and you may have to pay for it. 

Location, location, location.  It's all about the eyes that see 
you and your solutions.  

Where is your market? 
You have two choices: go where they are OR bring them to 
you. 

For a local business it’s easiest to go where they are. 

● Where does your market get together? 
● What other businesses have the same market, but 

different product?  Can you share traffic? 
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● What media do they pay attention to?  Can you get 
featured on a show? 

If you have an online business, you might first think you 
have no choice but to bring them to you.  You need a 
website, an online headquarters that you own.  Bring 
people to your website by doing something interesting and 
worth paying attention to in the following places: 

● Social media like Facebook and Instagram, 
● Blogging on your website and others, 
● Or get found in search results on Google. 

Just like a local business, you can also go where the people 
are.  You can set up a virtual table for your business inside 
other websites like Ebay, Etsy or Craigslist.  Lots of people 
are already there and could “walk by” and see what you 
have to offer. 

Direct Response Marketing  
Direct response marketing is a great way to get your 
market’s attention.  It is any communication from you in 
which you expect a direct response from them.  Some 
examples are to knock on your neighbors' doors, mail a 
postcard, call potential customers on the phone or send 
them an email. 

The content of this communication is very similar to the 
flyer earlier in this chapter.  You want to tell them briefly 
about the features and benefits of your product or service 
with a clear call to action of what you want them to do.  A 
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call to action is simply a statement that tells people what 
action to take when they see your flyer.  In the example 
above it is, “Call to schedule.” 

Word of Mouth 
You want people to talk about you and do your marketing 
for you.  All the ways we talked about getting your market’s 
attention will either be boosted or dragged down by what 
people say about you.  It’s like a new movie that comes out 
in the theater.  It doesn’t matter how good the previews are 
for it… if people don’t like the movie the first weekend it’s 
out and they say bad things about it to their friends, the 
movie will flop for sure. 

Here are some points to make sure people say good things 
about you:  

1. Be responsible 
2. Give attention to the details 
3. Exceed your customer’s expectations 

  

Word to Remember: Marketing 

Simply getting the attention of your market. 
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Your Turn: Get Your Market’s Attention  

What can you do to get your market’s attention? 
Use the following exercise to build your marketing plan. 

What is your market like and what are they interested in? 

         

Where are they? 

         

How do you communicate with them? 

         

How are you different from others that do what you do? 

         

Why should people pay attention to you? 

         

When do people need what you have? 

         

How can you start small and see what works?  A flyer? 
         

Then, how can you go bigger?  Get featured on local TV? 
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Chapter 4  

Making the Offer and 

Taking Money 

This is the step where your business idea turns into a real 
business.  Will anyone really buy what you have to offer?  
Until someone actually pays you money, you are just been 
playing around with a hobby or idea. 

The ability to handle this step and these kinds of 
conversations with people will catapult you into the 
stratosphere of your ability in life.  Approach it like an 
experiment.  Try things out.  See how you handle different 
situations. 

When you are confident in the value of your solution the 
sale comes naturally.  If you have any doubts that you can 
provide value, then people will doubt that they need what 
you have.  
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Focus on exactly what people want. 
The very first question people ask themselves is, “Do I need 
what you have?”  You must answer this question within the 
first 3 seconds of them encountering you, your flyer or your 
website.  This is the first barrier to making a sale.  Here's a 
good way to see how well your flyer works. For a couple of 
seconds, hold it in front of someone who’s never seen it 
before then quickly pull it away and ask them what they 
remember. If they can’t remember exactly what you have to 
offer, you need to change your flyer. 

When someone takes action on your flyer by calling or 
emailing you for more information, you need to be 
prepared to close the sale.  This usually involves answering 
their questions, removing barriers that stop them from 
buying, telling them exactly what they can expect from you, 
and what results you can give them. 

A phone conversation with someone who needs a babysitter 
might go something like this: 

Caller: Hi, I need a babysitter next Sunday at 2:00 PM.  
Can you do it? 

You: Yes, that fits my schedule.  I can be there until 5:30. 

Caller: Great! How will you get to my house? 

You:  Well, you live in my neighborhood so I’ll ride my 
bike. (Or, I have my driver’s license so I can drive there 
myself.) 
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Caller:  OK. How much do you charge? 

You: I charge $5 per hour for the first child and $3 for each 
additional.  How many kids do you have? 

Caller: Three. 

You: So that would be $11 per hour.  I charge in 15 minute 
increments.  How long do you need me for? 

Caller: About 2 hours. 

You: So that would be about $22 total.  Does that sound 
OK? 

Caller: $11 per hour sounds like a lot. 

You: Maybe, but I have a 100% money back Guarantee if 
you are not satisfied with my work.  Would you like to talk 
with someone I’ve babysat for before, I can give you their 
number? 

Caller: Yes, that would be nice. 

You: Ok, her name is Candice Smith and her number is 
555-5556.  Would you like to pay in cash or would paypal 
work better for you? 

Caller: You have paypal?! 

You: Yes, would that be more convenient for you? 

Caller: No, that’s ok.  I’ll give you cash. 
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You: Sounds good.  So I’ll see you next Sunday at 2:00 PM.  
Should I be 15 minutes early? 

Caller:  Yes, that would be helpful. 

You: Great!  See you then. 

Remove Barriers and Answer Questions 
Know what questions most people will ask, so that you can 
be prepared with answers on the phone.  If you’re not sure 
what questions people will ask, talk with a parent or one of 
your potential customers.  In the babysitter example, these 
will be the most common questions: 

1. Are you available at the time I need you? 
2. How will you get to my house? 
3. How much do you charge? 
4. Here’s an unspoken question that will be in the back 

of everyone’s mind:  Can I trust you?  By having a 
satisfaction guarantee and offering a reference you 
begin to answer this question without them asking it 
and it makes your caller feel more comfortable. 

If they contact you by email, you can have an email 
template that you send to them to make the sale.  If they 
contact you by phone, have a script so you know what to 
say. 

By talking with your customers and potential customers 
you can discover questions they have that might prevent or 
delay them from buying from you.  The question of “Can I 
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trust you?” is one that most people won’t ask, but if you 
know they’re thinking it, you can remove that barrier.  If 
there are too many barriers people won’t buy from you. 

What questions and barriers stand between you and 
making a sale?  Think about the questions below and write 
out the answers.   

1. How will you get to my location? 
2. Where will you deliver the solution? 
3. When will you deliver the solution? 
4. Why are you doing this business? 
5. What results can I expect? 
6. Will you do a good job? 
7. Can I trust you? 
8. How much will it cost? 
9. What if I don’t like it? 

What questions do your potential customers have that are 
not listed above that you need to have answers for? 

10.          
11.          
12.          

Taking Money: make it easy 
This is another barrier to overcome.  Not everyone carries 
cash with them, so if you only take cash, that can be a 
barrier to your sale. Another barrier can be not having 
correct change for someone paying with cash. Adding 
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another payment option it will open the doors for you to 
more sales. 

Tactics to increase sales: 

● Satisfaction guarantee.  Take the risk of losing 
money away from your customer.  This way they 
know you will do a good job or they will get their 
money back. 

● Don’t offer too many options.  Too many options can 
confuse your customer and makes it hard for them to 
make the right choice for them. 

● Pricing tiers; A, B, C.  This means to have three 
options; one with a low price that offers just the 
basics, one with a mid price that offers most of the 
things they need, and one with a high price that is a 
comprehensive solution.  Most people will choose 
the middle option. 

● Price juxtaposition (that’s a bigger word than 
entrepreneur!)  All it means is that you show what a 
great value you offer in comparison to the 
alternatives.  Show the costly alternatives first then 
show how your solution costs less and is more 
valuable. 

● Scarcity.  Something is going away soon.  This could 
be that you only have time for two more clients, or 
you only have 3 products left to sell, or the sale price 
ends tomorrow so they better buy now. 

● Free bonuses.  Bonuses increase the perceived value 
of your solution to your customers.  It might not cost 
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you anything to offer it but the customers appreciate 
it. 

Is a salesperson an entrepreneur? 
It depends on whether or not the salesperson owns and 
controls the bridge to the market.  The “bridge” is the place 
people go or the process they go through to get what they 
want. 

A person who sells shoes at Nordstrom’s is not an 
entrepreneur because they do not own the location… the 
sales floor where people come to buy shoes. 

However, a person who sells 
shoes on a website they own and 
control is an entrepreneur.  A 
person who sells homemade 
bread to their neighbors is an 
entrepreneur.   

It is like a bridge across a river 
and on the other side is 
something people want.  If you 
own the bridge you control the 
contact point between the 
people and what they want.  
Now you can not only sell what 
people want but you are also an 
entrepreneur. 
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The picture below is a sign that someone put up in my 
neighborhood in the fall to have their sprinkler pipes 
drained before winter so the pipes wouldn’t freeze.   

As a new entrepreneur, you might see this and wonder if 
the company who put up the sign would pay $10 for every 
house you got to buy the service. That sign might get 1 or 2 
people but you would wonder if you could get 10 houses in 
the neighborhood to buy it.  Everybody would win!  Since 
you can control the bridge to the neighborhood, you could 
get paid for connecting the buyers with the seller.  You 
would be selling someone else’s solution and wouldn’t even 
have to deliver the solution yourself.  If you could get 10 
houses at $10 each, you’d make $100 in profit!  You could 
do that in a couple hours on the weekend! 

If it were me, here’s what I’d do.  Call the number on the 
sign.  Ask, “If I got you 10 houses in my neighborhood, 
would you pay me $10 each?  How could I make it worth 
your time and money?  What’s the minimum number I’d 
have to get?” 

Once they agree to it, you need to ask them for the 
frequently asked questions and the answers to those 
questions.  When you talk to your neighbors, you need 
answers like…  “Who handles the scheduling, what’s the 
cost, the benefits, who handles the billing, is it quality work, 
what if I don’t like?” 
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Your Turn: Make a Sale  
Review these questions with a parent or mentor: 

1. What are the benefits your customers are looking for? 

1.        

        

2.        

        

3.        

        

 

2. What questions might they have about your business? 

1.        

        

2.        

        

3.        
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3. How can you make your solution easy to buy?   

1.        

        

2.        

        

3.        

        

 

4. Can you make someone else’s solution easier to buy?

        

         

 

5. What ways can you build a bridge to a market and get 

paid for it?        
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Chapter 5 

Failing Is Only the 

Beginning 

When something doesn't work out the way you thought it 
would.  When you spent a whole Saturday making flyers 
and taking them door to door and no one buys from you.  
When you spent your whole allowance on buying supplies 
for your lemonade stand and nobody buys a single cup.  
When all your friends spent the weekend playing games 
and riding their bikes, you sat at home and made bracelets 
and now no one will buy them.   

What now???   

Has it all been a waste?   

The answer to this question depends on how you decide to 
view your loss. Have you decided to quit trying? If so then 
yes it was a waste. Did you decide you want to keep trying? 
Then it’s no waste at all! You can learn a lot from the first 
idea. 

 



 

 © 2013 Entrepreneur Kids Academy 43 

Did it cost too much? 

Did the right people see your offer? 

Were you focused on solving a real problem? 

Fail early... fail often 
When you fail and learn from it, you know something that 
99% of other people don't know because they're not willing 
to try.  It’s now your advantage. Most people decide that 
failing is their fate and they will never win at anything so 
they give up. The successful people do not look at failing as 
a stop sign. They see it as a step to finding more answers. 
They figure out where things went wrong and figure out 
how to make it work. Failing is nothing more than just a 
piece of the success puzzle. Sometimes you pick up the right 
piece but stick it in the wrong place so you have to find a 
different piece to go in that spot. Would you just get up and 
walk away from a puzzle because you couldn’t fit the first 
piece you pick up into its place? No you keep searching 
until you find the fitting piece. That is how success is.  It is 
one big puzzle that you have to work at to fit the pieces 
together. Then the picture will appear!  

Failure = quitting.   
If you never quit, you are never a failure.  You just know 
what doesn't work. 
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Our first attempt to create an online product to help people 
was SpendSuccessfully.com.  We worked for more than a 
year on that website and product before we ever made a 
sale.  We put a lot of time and money into it… and a lot of 
our personal story.  We started it before we knew much 
about starting a business.  We never quit or gave up even 
though we wanted to sometimes.  If we had quit, we never 
would have reached the point where Entreprenuer Kids 
Academy was a possibility.  If we had quit, this book would 
never exist and we’d never be able to help you.  For us, each 
business we started has led to new possibilities. 

Use these questions to figure out what went wrong for you: 

Did your service or product solve a real problem your 
market is having? 

Was your solution easy for the market to get? 

Did enough people see it? 

Of the people who saw it, were they your target market? 

Find 2 or 3 people in your target market and ask them why 
they didn't buy. 

The one thing you need more than anything else at this 
point is a support team of people to help you evaluate the 
answers to these questions.  You need people that have 
more perspective than you do.  They can help you see what 
is really going on. 
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● Parents can help you since they know the most about 
you. 

● Teachers can help you from their educational 
perspective. 

● Your business mentor can help you from their 
business experience. 

● Or ask us in one of the Q&A Calls or on the private 
Facebook group. 

Your support team needs to help you understand and learn 
from what hasn't worked so that you can position for 
success next time. They will be able to help you see the big 
picture.  You need to discover if the problem was just in one 
of the small details or if something about your solution is 
flawed.   

The conclusion you need to come to is if you should 
try version two of your solution or should you 
move on and find your next idea. 

When you are young and not responsible for buying food 
and a putting a roof over your head you have the ability to 
try lots of different things to find your first BIG THING, 
your first big win!  It is a perfect time for you to learn about 
entrepreneurship.  If you wait until you are older, starting a 
business seems like a big risk.  Today you have nothing to 
lose, just loop back to the idea phase in Chapter 2 and start 
again! 
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Mentorship 
Are owls wise?  Where did the saying come from, “wise old 
owl? 

An owl sits up high in a tree, silently, waiting.  If you 
happen to see one he is probably watching you.  You can’t 
help but wonder what he sees and what he knows from high 
up there. 

You need a wise old owl in your life.  Someone with 
perspective that you can talk to.  Someone who can see the 
lay of the land beyond where you can see.  Someone older 
with experience that you value.   

You don’t know what you don’t know.  It took me a 
long time to figure out what that phrase meant and apply it 
to my life.  I always thought that I knew I didn’t know 
everything but when I was ready I would learn it. 

However, follow this logic with me. There are three 
categories of knowledge that you will discover. 

The first is the things that you already know.  If all 
knowledge was recorded in a 50 volume encyclopedia, then 
the first book would be the things that you already know.  

The second category is things that you know you don’t 
know.  These would be things like you know you don’t know 
what it’s like to be the president of a country.  Or you know 
you don’t know how to launch a space ship.  This category 
would be the second book in the 50 volume encyclopedia. 



 

 © 2013 Entrepreneur Kids Academy 47 

The third and largest category is things you don’t know that 
you don’t know.  This is the other 48 books in the 50 
volume encyclopedia.  A great example of this might be that 
you didn’t know anything about promoting and marketing a 
business until you started learning about entrepreneurship.  
Before you started learning about entrepreneurship you 
didn’t know that marketing would be something you 
needed to learn.  You didn’t know that you didn’t know 
about marketing. 

This is what a mentor can do for you.  They can begin to 
help you see the things that you didn’t know.  They can tell 
you where to start looking for the answers you need… even 
if you didn’t know to ask the questions yet. 

In previous chapters we have mentioned discussing things 
with a parent or a business mentor several times.  It is 
important to talk with both.  There are things that are best 
to talk to a parent about like your safety and the things that 
involve your family.  Then there are things that a business 
mentor can help you more with.  This is especially true 
when dealing with something that hasn’t worked out in 
your business, when you go through a business failure.  
Their perspective and experience can help you understand 
what went wrong, how to fix it and the best way to try 
again. 

Find a business mentor.  Is there someone you or your 
parents know who is an entrepreneur?  Would they be open 
to talking with you about your business or your business 
ideas? 
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Your Turn: Learn from Failure  

Entrepreneur Interview 
In Chapter One, there was an exercise to find an 
entrepreneur and ask them some questions.  Have you done 
it yet?  If not, do it now.  Here are the questions again: 

 

Why did you start your business? 

Who is your target market? 

What problems do you solve for them? 

How do you deliver the solution? 

Did you have a business mentor when you started? 

 

After you ask these questions, tell them about your business 
by answering the questions for you and your business.  Now 
that you have more experience, these questions will start to 
make more sense and the discussion will mean more to you.   

 

Remember, you don’t know what you don’t know. 
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Chapter 6 

Success: You Made 

Money, Now What? 

Once you know that you can make money with your idea 
the next step is to do the same thing over again. 

Let’s go back to the beginning of this book where I showed 
you how to use a lemonade stand to turn $16.24 into $75.  
That lemonade stand multiplied the money you had by over 
4 ½ times.  So what should you do with the $75? 

One option would be to do the same lemonade stand again 
four more times.   

Your total cost for all the supplies would be 4 x 16.24 = 
64.96. 

$75 - 64.96 = 10.04 left over. 

If you again make $75 on each lemonade stand, your total 
would be $300.  Plus the 10.04 you had left over… you now 
have $310.04! 
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In this example you had to start with money in order to 
make even more money.  You may have heard the phrase in 
the past, “It takes money to make money.”  Some people 
use this saying as an excuse to not do anything that would 
make them a little uncomfortable.  But as you can see, it 
doesn’t take much money to add a little convenience and 
value to someone else’s life.  You reap the benefit of making 
someone else’s life better. 

In the example of the lemonade stand, you did a total of five 
stands and you turned $16.24 into $310.04.  That means 
you multiplied your money by 19 times. 

What if you had an idea and $100 in your pocket?  Then 
you multiplied that $100 by 19?  That’s $1,900!!! 

Do it one more time… you have an idea and $1,900 in your 
pocket, multiply by 19 again.  You would make $36,100.  
That’s as much money as some adults make in a year! 

The Magic Money Magnifier 
There’s one thing, I haven’t explained to you yet, that is 
critical to making this work.  I call it the Magic Money 
Magnifier.  It’s the ability to multiply the value you give 
instead of adding more hours giving it. 

There are two magnifiers, two ways to multiply the value 
you give. 
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The first magnifier: increase the value of your 
solution.   
By changing the location of the lemonade stand you can 
increase other people’s desire and convenience.  You can go 
from charging $.50 per cup and bottle to charging $1.00. 
You doubled the value by putting your stand in a place 
where people really needed what you had to sell.  When you 
double the value people receive they will happily pay for it! 

The second magnifier is to remove yourself from 
the delivery of your solution.   
If your solution depends on the amount of time you spend 
doing it you will be limited by the amount of time you can 
commit to your business.  If your time is worth $10 per 
hour then in order to make $36,100 you would have to 
spend 3,610 hours doing it!  That means you would have to 
work almost 10 hours a day, every day of the year without a 
break in order to achieve that.  That is not what you want. 

When you remove yourself from the delivery of your 
solution, you don’t have to add more of your time to the 
business to make more money. 

“How can I remove myself from the delivery of my 
solution?” you ask. 

There are many ways, most of which I’ll leave up to you to 
discover because there are more than could ever be listed 
here.  Here are two keys and two examples 
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The first key is to use other people’s skill.  You might first 
think I’m telling you to hire employees, and this works for 
some people and businesses… but it doesn’t have to mean 
that for you.  Remember the sign in my neighborhood 
advertising the service to drain sprinklers?  When you 
connect customers and buyers to someone else’s solution, 
you can get paid for making the connection. 

The second key is to make the delivery of the solution 
automatic.  A good example of this is a vending machine.  
As long as you keep the machine full and it’s in a location 
where lots of people walk by, it will keep delivering the 
solution for you even when you’re not there. 

What Is the Big Picture? 
What do you want to achieve by learning to start and run a 
successful business? 

Is it a “toy” to play with?  Is it just a way to make money to 
buy the newest gadgets or fashions?  Is it a way to get job 
experience before you go to college and launch your career?  
Is it a way to find what you really want to do with your life? 

Discuss these with your parents and with your mentor.  
Talk about it with your friends.  In the end, only you can 
answer these questions.  Define for yourself what your goals 
are for your business. 
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Your Turn: What Do You Want?  
What do you want to achieve by learning to start and run a 
successful business?      
         

How much time do you want to spend working in your 
business?        
         

For now, there are two paths you can take.   

Path 1: You don’t want to spend all your time in your 
business.  You know you can pick up the business at any 
time and make a few bucks but it’s not something you do 
all the time and you’re not trying to make a lot of money. 

Path 2: You want to fill up all your spare time with your 
business and make as much money as you can.  You want 
to make enough money to possibly buy your first car and 
pay your way through college. 

Either path is fine.  You can also start down one path, then 
switch to the other.  When you know what you want, you 
have a goal that you are working toward. A goal will keep 
you motivated and focused.  Once you’ve had your first 
taste of business success having a goal and a mentor will 
keep your business fun, exciting and profitable! 
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Chapter 7 

What to Do With Your 

Stacks of Money! 

Congratulations! You made your first real money with your 
business! Now it’s time to learn what to do with it. 

You have a pocket on both sides of your 
pants! 
Blue jeans were designed for people with four hands… one 
on each side, on the front and in the back!  They are also 
perfectly suited for entrepreneurs. Make your business 



 

 © 2013 Entrepreneur Kids Academy 55 

pocket on the left side and your spending pocket on the 
right side.  I’m not suggesting you keep all your money in 
your pants pockets, I’m just saying you need to keep your 
business money separate from your spending money. 

After you make a stack of money in your business, can you 
spend it all? 

That depends on how much money you need to keep in 
your business to start it and run it.  If you know it takes 
$16.24 to run one lemonade stand and you want to be able 
to run two in a weekend, then you’d better always keep 
$32.48 in your business pocket.  Now, whatever you think 
you need, double it and round up to handle the what-ifs and 
the just-in-cases; in this example, leave $70 in your 
business pocket.  This is your business seed money.  The 
money you use to buy equipment and supplies for your 
business.  You know that if you plant this “seed of money” 
in your business it will usually grow to something bigger.  
You never want to spend it all and not have enough seed 
money to do the business you want.  You can’t depend on 
someone else to lend you the money to start up. 

Then let’s say you do those two lemonade stands in a 
weekend and make $75 each for a total of $150.  Subtract 
your seed money of $70 and you have $80 left to spend… 
maybe. 

What should you do with that $80 of profit from your 
business? 
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On the spending side you should divide it up between your 
front pocket and your back pocket.  The front pocket is for 
short term fun (to spend and have fun now) and the back 
pocket is for long term impact (to do important things 
later).  Divide your $80 in half; $40 to spend and have fun 
with now and $40 that you put in a safe place so that you 
can do something important with it later. 

I don’t need to tell you how to spend your money and have 
fun with it now… that comes naturally.  But let me help you 
a little with the important stuff that comes later.  Learn to 
invest. 

Learn To Invest 
This is not the kind of investing you might think.  It has 
nothing to do with the New York Stock Exchange, E*Trade 
or baby’s that talk about investing for retirement! 
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First, I want you to think about how you can invest in 
yourself… invest in your own future.  When you invest 
in traditional investments that you hear about on TV, your 
money is out of your control and it may or may not grow.  
But when you invest in your own future, you can be certain 
that either your money will grow or you will grow yourself.  
Even if you lose money, you will grow because you learn 
from it.   

What kinds of things can you do to invest in yourself?  Here 
are some ideas. 

● Start another business that challenges you. 
● Buy equipment for your business. 
● Save up for college to increase your knowledge. 
● Buy and read a book that helps you learn something. 
● Go to a personal growth conference. 

Start to think about the goals you want to set for yourself.  
What things do you want to do in the future that will make 
you a better person?  Take some time to think about this 
and talk it over with your parents and your mentor. 

Then I want you to think about how you can invest in other 
people… invest in other people’s futures.  This will 
help you feel good about the world you live in.  If you want 
your family, your community, your city, your country, and 
the world to be a better place, invest in it and don’t expect 
anything in return. 

Despite what many people believe, money itself is not bad.  
You may have heard the saying, “money is the root of all 
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evil.”  But that is not quite right.  This saying comes from 
the Bible and it actually says, “the love of money is the root 
of all evil.”  Money by itself can do nothing; it is neither 
good nor evil.  What money does is, magnify the actions 
and beliefs of the person who has it.  Put simply, money 
makes it really obvious what kind of person you are on the 
inside. 

Money Does Not Buy Happiness 
Some people are driven by the desire for more.  They want 
more money, nicer cars, a bigger house and all the latest 
toys.  These people feel empty inside.  They have a hole in 
their character and they think if they keep getting more 
stuff, it will fill that hole and make them happy.  Character 
and happiness don’t come from money and possessions.   If 
the people who feel empty have a lot of money it will 
magnify the hole inside them to the world and everyone will 
see how empty they are. 

As you learn to be more successful in business and make 
more money, keep this in mind.  Do you want your life to be 
all about you and the cool stuff you have?  Or do you want 
your life to be about the positive impact you can have on 
other people’s lives and how you can make the world a 
better place to live?   

 

Think about it. 
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Your Turn: What Will You Do With Your 
Stacks of Money? 
 

Review these questions with a parent or mentor: 

1. How much money do you want to keep in your business 
pocket at all times? 

 

 

2. What do you want to use your business money for?  

 

 

3. How can you invest in others? 

 

 

4. How can you invest in your future? 
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