“You’re the Boss”
Participate “You’re The Boss” Board Game.  The objectives of the game are to insure that students:

1. Learn basic information about how a business functions

2. Develop insight into how the behavior of workers affects the success or failure of a business.

3. Develop insight into how the behavior of workers affects the success or failure of business.

4. Develop empathy for the position of “boss” and understand how employee actions motivate him/her to discipline or fire employees.

5. By playing the role of the “boss”, learn the perspective of the employer.

6. Understand the better the “give” as well as the “take” in an employment relationship.

7. Lean the importance of responsibility, reliability, and the work ethic in a job and in a career, and how these concepts are needed for success.
Continuing the Business Plan Development: (Write in complete sentences and include new vocabulary.) Written reports are due on Tuesday, 10-4-11.
I. Products and Services

a. Description (color, size, how it works)

1. New, Expanding, Stable, Declining

2. Immune, Sensitive, Seasonal, Resilient

b. Competition (who they are, the name of their products, the prices of their products)

c. Competitive Advantage

d. Typed of Risk 

1. Pure 

2. Speculative

                   e. Controlling the Risk

1. Risk Assumption

2. Risk Reduction

3. Risk Transfer

4. Risk Assumption

II. Market Analysis

a. Niche Marketing

b. Segmented Marketing

c. Competitive Intelligence

d. 80/20 Rule

e. Market Structures (include all those that apply) 

1. Perfect Competition

2. Monopolistic Competition

3. Monopoly

4. Oligopoly

f. Supply (Define)

1. Diminishing Marginal Utility

2. Scarcity

3. Surplus

4. Shortage

5. Equilibrium

g. Demand (Define)

1. Elastic

2. Inelastic

III. Marketing Plan

a. Promotion (Define)
1. Propaganda Techniques(include all that apply)

· Sex Appeal 

· Snob Appeal 

· Appeal to Tradition 

· Appeal to Authority

· Outright Propaganda 

· Plain Folks 

· Something for Nothing or More for Less 

· Appeal to Excellence 

· Everyone Else Has One 

b. Price (Cost, Markup, & Retail Price)

1. Impact of Price

2. Non-Price Factors

c. Place

1. Retail

a. Trade Area

b. Layout Planning

2. Service

3. Manufacturing

4. Wholesale

5. Distribution

6. E-Business

Include all that will apply to your company





Discuss how your company can overcome or meet these issues.








