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LEARN

Discuss the creativity, hard work, and time that go into creating and  
running a business. Ask students to think about a store they know, such  
as a local grocery store, clothing store, or restaurant. Have them break  
down the business into its basic elements:

• What is the business selling?
• Whom is the business selling to? 
• How does the business attract 

customers?

Encourage students to think about 
the items sold at the store. What 
other facts do the store owners 
need to consider? Prompt students 
to think about questions like:
• How much does it cost to  

make each item?
• How much does the business  

sell each item for?

• What does the business do  
with the profits? 

Once students have answered the 
questions, have them create their 
own business plan for a new store 
or company. If students need help 
coming up with an item or service  
to sell, encourage them to think 
about their passions or stores they 
like to shop at.

INTRODUCTION

Students read a passage about William John Livingstone, an African American 
pioneer who went from being a well-respected worker with horses and lumber 
to owning his own business. Students will consider the many elements of running 
a business, such as cost, pricing, profits, and marketing. Then they will create a 
business plan for their own business.
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Trailblazing Business 

LESSON OBJECTIVES

• Write a business plan
• Calculate expenses, revenue,  

and profit

SUPPLIES

• Scrap paper
• Computer or laptop  

(optional)

VOCABULARY

Expense: The money spent 
on supplies, equipment, or 
other items needed to run 
the business.

Income: The money a 
business makes from selling 
their product or service.

Revenue: The total amount 
of the income before 
expenses are subtracted. 

Net Profit: Revenue minus 
expenses; the total amount 
of money the business 
makes.

Marketing: Promoting, 
selling, and distributing  
the item or service.

Target Market: The 
customers that the 
business tries to attract.



hmhco.com

The Oregon Trail® is a registered trademark of HMH Consumer Company. Houghton Mifflin Harcourt®, HMH®, and The Learning Company™ are trademarks or registered trademarks of Houghton Mifflin Harcourt.  
© Houghton Mifflin Harcourt. All rights reserved. 06/20  WF1179262e 

WRITE A BUSINESS PLAN

It’s time for students to write their own business plan. They can start by 
answering the questions on the student activity sheet. To make the activity 
more challenging, ask students to

• Research online what materials they would need to create their finished 
products and how much those materials cost.

• Research online how much their finished products (or related products) 
cost. Have students consider the price of their own products and what 
factors might increase or decrease that price. (For example, who is 
buying the product, and how might that impact the price?)

• Think of a constraint that ties in with William John Livingstone’s story.  
For example, the business must be a brick-and-mortar store rather than  
an online one, or the products must be relevant for the 1800s.

EXTEND THE LESSON

• Have students create posters about their 
businesses. Then, have a business fair. 
Students can set up their projects around the 
classroom and view what classmates have 
created. 

• Teaching remotely? Have an online 
fair! Students can create digital 
presentations and add them 
to an existing class website. 
Or, have students design their 
own web pages about their 
businesses.

• Have students take turns pitching 
their business plans to “investors” 
(their classmates). Turn this activity into 
a friendly competition by having students  
anonymously vote on their favorite  
business idea. 

• Split students into three or four groups and 
have them choose one of their individual 
business ideas to pursue. Within groups, assign 
or have students choose between the roles 
of Project Manager, Accountant, Product 

Designer, and Marketer. Each group 
should have at least one student in 

each role. Give students several 
class periods to do more research, 
expand on the business idea, and 
create budget plans, prototypes, 
and marketing campaigns. Then, 

have a business fair or contest 
as stated above. You can involve 

other classes, grades, or community 
members by having them view the fair or act 
as “potential investors.”


