TEACHING NOTES



Nancy Griffith:  The Aviator’s Store



Appropriate Grade Levels:  9 – 12 



Implementation Time:

One class period (45 minutes to one hour) to teach case study and have students work on the in-class business plan exercise.  The case study also includes a longer-term assignment specifically targeted at students studying business accounting or business economics.  If you pursue this assignment option, you may wish to schedule several follow-up sessions to work with students on accounting models and software. 



Materials Needed:

Teaching notes for “Nancy Griffith” case study

Student copies of “Nancy Griffith”

Notepaper for student in-class exercise; access to library or Internet for longer-term assignments 



Career Pathway:  Business & Management 



Subject Areas:  Social Studies/Communications; Mathematics



Learner Outcome(s):  What will happen for learners as a result of this lesson?

Students will explore a career opportunity related to aviation.  They will review fundamental issues related to business planning, market development, and business accounting.  Through the in-class and longer-term assignments, students will have the opportunity to demonstrate their understanding of basic business planning and the relationship between a business and its market. 



Washington State Essential Academic Learning Requirements:  How will students learn?



·	Communication:  Students will analyze and reflect on ideas while paying attention and listening in a variety of situations; make well-chosen and varied connections between own purposes and audience interests and needs; create a comprehensive and organized presentation with a clear sequencing of ideas and transitions; participate in a group to write, work toward consensus, propose solutions, and demonstrate results; and determine effective communication techniques in a career setting. 

(EALR’s 1.1, 2.1, 2.2, 3.2, 4.4)

·	Writing:  Students will use specialized vocabulary relevant to a specific content area; identify, analyze, describe, and meet the needs of the chosen audience; and produce a technical document for a career setting.

(EALR’s 1.2, 2.1, 2.4)
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·	Mathematics:  Students will develop or select an efficient system for collecting information; organize, clarity, and refine mathematical information in multiple ways; express or present mathematical ideas clearly and effectively; relate and use multiple mathematical models and representations; apply mathematical thinking and modeling in other disciplines; and investigate the mathematical knowledge and training requirements for career areas of interest.

(EALR’s 4.1, 4.2, 4.3, 5.1, 5.2, 5.3) 



How will students’ work be assessed?  This lesson plan will help students prepare for the 10th grade Washington Assessment of Student Learning (WASL) exam by requiring them to prepare a technical document based on information they’ve read.  The longer-term business accounting exercise exceeds the EALR benchmarks and is designed to help older, more advanced students demonstrate their proficiency with complicated modeling problems.



Procedure:  This lesson is designed to be taught in one session, with follow up student work if desired for the longer-term business accounting exercise.



1.	Distribute the student version of the “Nancy Griffith” case study to your class.  You may have the students work alone or divide them into groups of three to five.  



2.	Read aloud to them or let them read the case study.  After each section, use the discussion questions in these teaching notes to have the students brainstorm what questions Nancy should consider and what she should do next. 



3.	At the end of the case study, discuss the concept of a business plan with students.  Ask them to reflect on the business planning Nancy did when starting her first business.  Then, ask them to complete a simple business planning exercise using the questions provided in the teaching notes.  You can ask students to complete this exercise individually or in groups.



4.	If you wish, for more advanced students studying business accounting or business economics, follow this lesson with several sessions on business accounting methods and software, using the questions posed in the longer-term assignment to give students an opportunity to demonstrate their knowledge.



Closure/Assessment:

Review students’ written business planning exercises for their ability to write clearly and coherently as well as for their ability to identify relevant information in the case study.



Then, in small groups or as a whole group, have students review the steps they should follow when they are thinking about embarking on a new venture like Nancy’s new business.  Ask them to share experiences in which they had to think strategically before taking action.  What did they do?  How did they gather and use information?  What did they do right or wrong?  What would they do if they were confronted with the same challenge today?  





�Nancy Griffith:  The Aviator’s Store



Part One  - Read to the bottom of this page then stop.



	Nancy Griffith was thinking about the future of her business.  Things were about to get a lot more complicated.



For the last 18 years, Nancy had owned a retail business called The Aviator’s Store, located at King County International Airport (Boeing Field) in South Seattle.  King County International Airport was one of the nation’s busiest general aviation airports; it served corporate, cargo, charter, helicopter, rescue, and flight training activities.  Nancy’s store had become an important part of the airport, patronized by many of its pilots and passengers, and she had worked hard to make it successful.



Nancy had grown up in a flying family.  Her father had owned a small plane, and the family flew frequently.  She grew up feeling at home around aviators and in airports and had decided to build her career around aviation.  Creating The Aviator’s Store from the assets of an existing business at King County International Airport had given Nancy the perfect opportunity to be a part of the aviation community.



But now she had a chance to expand in a new direction.  One of her vendors, a person who sold aviation-related books to Nancy’s store, was selling his book company.  Nancy was thinking about buying it.  The Aviation Book Company could enable her to reach out to a new set of customers and expand the market she had built with her store.



Buying a new business was a major decision and Nancy did not take it lightly.  She’d need to develop a business plan for the book company; apply for a bank loan to finance the purchase; set up all new accounting systems; secure warehouse space; and learn how to operate a mail-order and wholesale business, a completely different type of business than The Aviator’s Store.



As she considered the decision, Nancy thought about the decision she had made eighteen years earlier when she had opened The Aviator’s Store.  Many of the questions she had answered then were important questions to consider again.

















STOP

�Nancy Griffith – Teaching Notes for Part One



Make certain students understand what Nancy does and what her challenge is.  



Then ask them to think about how revisiting the work she did when opening her first business will help her with the second.  



Ask students what particular questions they think Nancy asked when she bought her first business, The Aviator’s Store.  Students might answer that Nancy needed to know:



·	What kind of an airport KCIA was, who used it and how busy it was.

·	What the people using the airport might need.

·	Who else was meeting those needs.  Were there other competing stores at the airport?  If so, how would Nancy’s store be different or better?

·	How often people might visit her store.  Would she build her business around repeat customers or would she be constantly reaching out to tourists or passengers who might never return?

·	Where could she buy the things she wanted to sell?

·	How could she publicize her business?



Review students’ answers or note them on the board and then ask students if they knew what Nancy would need to do with the answers to her questions.  Nancy needed to develop a business plan.  (See following page for more information on business plans.)



�Information on starting a small business

From the Small Business Administration



Starting and managing a business takes motivation, desire and talent. It also takes research and planning.  Like a chess game, success in small business starts with decisive and correct opening moves. And although initial mistakes are not fatal, it takes skill, discipline and hard work to regain the advantage.  Developing a “business plan” is essential for success.



Getting Started.  Before starting out, list your reasons for wanting to go into business. Some of the most common reasons for starting a business are:

·	You want to be your own boss. 

·	You want financial independence. 

·	You want creative freedom. 

·	You want to fully use your skills and knowledge. 



Next you need to determine what business is "right for you." Ask yourself these questions:

·	What do I like to do with my time? 

·	What technical skills have I learned or developed? 

·	What do others say I am good at? 

·	Will I have the support of my family? 

·	How much time do I have to run a successful business? 

·	Do I have any hobbies or interests that are marketable?



Then you should identify the niche your business will fill.  Conduct the necessary research to answer these questions:

·	What business am I interested in starting? 

·	What services or products will I sell? 

·	Is my idea practical, and will it fill a need? 

·	What is my competition? 

·	What is my business's advantage over existing firms? 

·	Can I deliver a better quality service? 

·	Can I create a demand for my business?



The final step before developing your plan is the pre-business checklist.  You should answer these questions:

·	What skills and experience do I bring to the business? 

·	What will be my legal structure? 

·	How will my company's business records be maintained? 

·	What insurance coverage will be needed? 

·	What equipment or supplies will I need? 

·	How will I compensate myself? 

·	What are my resources? 

·	What financing will I need? 

·	Where will my business be located? 

·	What will I name my business?



Your answers will help you create a focused, well-researched business plan. that should serve as a blueprint. It should detail how the business will be operated, managed and capitalized.

�

THE BUSINESS PLAN - WHAT IT INCLUDES 

From the Small Business Administration



What goes in a business plan? This is an excellent question to ask. And, one that many new and potential small business owners should ask, but oftentimes don't ask. The body of the business plan can be divided into four distinct sections: 

1.	the description of the business, 

2.	the marketing plan, 

3.	the financial management plan and 

4.	the management plan. 

Description of the business 

In this section, provide a detailed description of your business. An excellent question to ask yourself is: "What business am I in?" In answering this question include your products, market and services as well as what makes your business unique.  The business description section is often divided into three primary sections. Section 1 describes your business, Section 2 the product or service you will be offering and Section 3 the location of your business, and why this location is desirable. 

The Marketing Plan

Marketing plays a vital role in successful business ventures. How well you market your products or services, along with a few other considerations, will ultimately determine your degree of success or failure.  The key element of a successful marketing plan is to know your customers-their likes, dislikes, expectations.  By identifying these factors, you can develop a marketing strategy that will allow you to arouse and fulfill their needs.  The marketing plan should also examine your competitors and how your services are different from or better than theirs; the way you will price your products; and the way you will advertise them.



The Financial Management Plan 

Sound financial management is one of the best ways for your business to remain profitable and solvent. How well you manage the finances of your business is the cornerstone of every successful business venture. Each year thousands of potentially successful businesses fail because of poor financial management.  To effectively manage your finances, plan a sound, realistic budget by determining the actual amount of money needed to open your business (start-up costs) and the amount needed to keep it open (operating costs). The first step to building a sound financial plan is to devise a start-up budget. Your start-up budget will usually include such one-time-only costs as major equipment, utility deposits, down payments, etc. 



The Management Plan

Managing a business requires more than just the desire to be your own boss. It demands dedication, persistence, the ability to make decisions and the ability to manage both employees and finances. Your management plan, along with your marketing and financial management plans, sets the foundation for your business.  Like plants and equipment, people are resources – they are the most valuable asset a business has.  Consequently, it's important that you know what skills you possess and those you lack since you will have to hire people to supply the skills that you lack.  Additionally, it is important that you know how to manage and treat your employees. 



� Part Two  - Read to the bottom of this page then stop.



Eighteen years ago, a small business at King County International Airport had come up for sale.  The business consisted of a ground school for pilots, which was sold separately, and a publishing company and retail outlet that published and sold pilot training materials.  Nancy had purchased the assets and equipment from the training materials side of the business.  Her hope was that she could use these materials as the base of an aviation-related store at the airport.



The most important thing Nancy had done as she created her new business had been to think about her market.  Who were her customers?  What did they need?  She had known the business would not succeed unless she was truly meeting customers’ needs, and so had developed a simple but effective business plan to help her store succeed.



Nancy knew that her location was key to her success.  Since her store would be at the airport, she would have a built-in market.  But she also knew that that market would be a specialized one:  King County International Airport (KCIA) was not primarily a passenger airport.  Seattle-Tacoma International Airport, located just 10 miles to the south, was the region’s major passenger airport; it served over 25 million passengers each year.  KCIA did not focus on passenger flights.  Its operations were largely based around the needs of small aviation companies, private plane owners, businesses that owned corporate planes, and freight-carrying companies.  The airport did, of course, serve thousands of passengers a year, but Nancy knew that her primary market would be the aviators themselves, people who flew planes either for a hobby or for a living.



With that knowledge, Nancy had targeted the bulk of her business to the technical needs of aviators:  she built on the training materials that had been produced by the business she had purchased, and offered in addition up-to-date maps and charts, pilot supplies, trade magazines, and newspapers.  These were all items that aviators would have trouble getting anywhere else.  As a result, Nancy’s store helped her meet a very real need for the growing number of aviators who flew in and out of KCIA.



Of course, Nancy knew that tourists, passengers, and visitors also used the airport and might be interested in an aviation-related store.  The Boeing Company, which had its corporate headquarters nearby, often brought trainees and visitors through the airport for a tour; and the airport’s corporate clients often flew executives and their families in and out of Seattle for meetings.  Nancy wanted to appeal to these people too, so she also stocked souvenirs, gift items, clothing, software, and books specifically related to aviation.  In response to the popularity of specialty soaps, for instance, Nancy had created a clear soap with a small airplane in the middle.



The Aviator’s Store had become successful because Nancy had targeted its services to a very specific market.  Buying the Aviation Book Company would build on this market, helping Nancy broaden her reach. 



STOP

�Nancy Griffith – Teaching Notes for Part Two



Ask students how they think Nancy should go about doing research for the book business.  How can she create a business plan?



Students might answer that Nancy can:

·	Look at her current customers at The Aviator’s Store.  Can she sell them more books through the store or through the mail?

·	Look at the customer base of the book company with its current owner.  What has his market been?  Who has he sold to?

·	Look at other non-aviation book companies.  Who do they sell to?  How do they market their books?

·	Investigate possible links with aviation training programs.  Can her bookstore get a steady stream of customers by selling aviation textbooks or training materials?

·	Think about how to reach beyond the immediate, technical needs of aviators.  Can she sell them aviation-related gifts for their families and friends?







�Part Three  - Read to the bottom of the page then stop.



As she made her plans to purchase the Aviation Book Company, Nancy thought about what she could accomplish with it:  she could reach a larger market through a mail-order catalogue and a catalogue on the Web; she could become a publisher, publishing books and aviation-related training materials; and she could sell books wholesale.  



She decided that the book company would carry technical materials – such as pilot training manuals, aircraft reference materials, and pilot supplies – but it would also consciously reach beyond aviators to their families and even to people who did not fly themselves but were interested in flight.  So, in addition to technical materials, the bookstore would carry aviation histories, audiotapes and videos, children’s books (including coloring books and paper airplane models), and flight bags.



Nancy leased warehouse space at KCIA behind her store.  She launched a mail-order catalogue for the Aviation Book Company and put that catalogue on the Internet.  She found creative ways to market materials through both of her companies.  And she continued to study the needs of aviators, doing her best to make sure her two businesses met those needs.





STOP



�Nancy Griffith – In-Class Business Plan Exercise



Ask students if they feel they’ve learned enough about Nancy Griffith’s two businesses to do a little business planning for her.



Then distribute the worksheet on the next page to students.  Ask them to use information from the case study or your class discussion to complete it.  For questions not covered by the case study, ask students to give an answer THEY feel is reasonable.  



Give students approximately 10 minutes to complete the exercise.  



A suggested answer key follows the worksheet.



�BUSINESS PLAN WORKSHEET



Name:  ________________________		Date:  _____________________



Business Name:  ___Aviation Book Company



Describe your business in one sentence:  ____________________________________



______________________________________________________________________



What products or services will you sell?  _____________________________________



______________________________________________________________________



How will your products or services benefit your customers?  ______________________



______________________________________________________________________



What do you know about the demand for your products or services?  (For example, do people just want your services at a certain time of year?)  _________________________



______________________________________________________________________



Where will your business be located?  ________________________________________



Do you have any competition?  Describe the competition.  ________________________



______________________________________________________________________



What will you charge for your products or services?  ____________________________



Do you need any special equipment, tools, or supplies for your business?  If so, how will you obtain them and how much will they cost?  ________________________________



______________________________________________________________________



How will you advertise your business?  ______________________________________



A typical business plan would also ask for a lot of financial information, 

but the questions you’ve just answered are important for your business strategy.

�SAMPLE ANSWER KEY - BUSINESS PLAN WORKSHEET



Name:  ________________________		Date:  _____________________



Business Name:  ___Aviation Book Company



Describe your business in one sentence:  The Aviation Book Company will help aviators share the thrill of flight with family and friends while meeting their needs for high-quality reference, training, and technical materials. 



What products or services will you sell?  The Aviation Book Company will sell aviation-related books and training and technical materials to aviators and their families as well as to people interested in aviation.



How will your products or services benefit your customers?  The Aviation Book Company will give aviators around the country a one-stop place to purchase a wide variety of materials related to aviation.



What do you know about the demand for your products or services?  (For example, do people just want your services at a certain time of year?)  Aviators need training and technical materials year-round.  However, demand for gift items (kids’ coloring books, special soaps, etc.) may be highest during the holiday season.



Where will your business be located?  In a warehouse behind The Aviator’s Store at King County International Airport (Boeing Field), Seattle, Washington.



Do you have any competition?  Describe the competition.  Other stores that sell books or aviation supplies.  No competitors at KCIA.



What will you charge for your products or services?  Fair price plus shipping and handling, taxes, and markup.



Do you need any special equipment, tools, or supplies for your business?  If so, how will you obtain them and how much will they cost?  Ability to store and ship books.  Ability to print and mail catalogue and publish on Web.



How will you advertise your business?  At airport, through trade magazines.



A typical business plan would also ask for a lot of financial information, 

but the questions you’ve just answered are important for your business strategy.

�Nancy Griffith – Longer-Term Assignment



For advanced students studying business accounting or business economics.



As she creates the Aviation Book Company, Nancy realizes she needs a new accounting and inventory control system.  Nancy must have a system that allows her to handle mail order and retail operations both, transfer wholesale goods between the two operations (so that the store can sell the book company’s books and vice versa), assign part numbers to the inventory of the book company, and help her manage the book company’s catalogue.



Please use your knowledge of business accounting systems to write a one-page essay describing how Nancy’s needs could be met.  



In addition, please recommend a software package she could use to manage the two businesses.  Demonstrate how the software package could be set up.
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