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SESSION PLAN
	Module Title
	Doing

	Title of Session
	Costs 

	Length of Session
	2 hours  

	Aim of Session
	To give young people insight into their cost structure 

	Learning Outcomes
	· Young people have further developed their concept 
· Young people have a basic understanding of marketing, communication, financial plans and sales 
· Young people can apply this knowledge to their pop-up 


	EntreComp Competences Gained
	Mobilising resources, financial and economic literacy 

	Employability Skills Gained
	Commercial awareness 

	Delivery: Online; Offline
	Online & Offline

	Number of Activities (duration)
	1 activity (2 hours)

	Evaluation Activities
	Discuss with the young people what they thought of the activity 



	Activity 1: Calculating costs 

	Duration: 2 hours 

	Sources:
See template to be used for the young people to fill in (link). Based on the Jong Ondernemen programme.
More information about purchasing and development: see Jong Ondernemen (link)
Tips on negotiating: see Jong Ondernemen (link) 

	Facilitator/Learner Guidance: 
The young people must thoroughly investigate how reliable a supplier is. If in doubt, they should consult the teacher or coach. It is up to the teacher or coach to supervise this: be critical and make sure that the suppliers/partners of the pop-ups are reliable. 
There is a template that the young people can fill in. This is a basic template: teachers and coaches can adapt it.  The toolbox contains more information about purchasing that may provide teachers with pointers for guiding the young people.
The young people should work independently to calculate the costs of their product. The role of the coach/teacher in this module is mainly to support the young people by explaining the theory. Ideally, an entrepreneur from the local area should come in at the start of the session to tell the young people how he/she looks for suppliers, determines costs, etc.  The young people can then answer the questions as a group and ask the entrepreneur for advice if they are uncertain. Another option is for the school to record videos of entrepreneurs in the area relating to various topics and make these available to the students for inspiration. 

	Details:  
The young people should answer the following questions in their group: 

1) [bookmark: _Hlk53429553]Will you make your product yourself or will you buy it? 
2) If you are going to make your product (or arrange for it to be made) yourself, describe how you will approach this below.
3) [bookmark: _Hlk53429804]What do you need to purchase to be able to offer your product/service? 
4) Find out what suppliers there are that can deliver your product(s) or materials and decide what to buy where. Indicate which supplier you have chosen for each product and why.
The young people should make contact with suppliers. Use the negotiating tips for this (see toolbox)
5) How much do you pay for materials to make one product? 
6) How many products do you expect to sell? 
7) What are your total material costs in order to make or purchase that number of products? 
8) What other costs do you have apart from the material cost? 
9) What are your total costs? To work this out, add the material costs to the other costs. 
10) What is the cost per product? To work this out, divide the total costs by the number of products you expect to sell.
11) It makes sense to choose one team member to monitor the stock. He/she should keep track of the stock and place orders if necessary. Who will you choose?  
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