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Welcome to the:

Summer Side Hustle!
Are you ready to take on the challenge of running your very own summer business? In this activity, you 
and your teammates will step into the role of young entrepreneurs, creating a fictional summer side 
hustle with one goal in mind: achieving your savings target by the end of the season. Whether you’re 
saving up for concert tickets, planning an adventure, or dreaming of a new gadget, your task is to plan, 
adapt, and make smart decisions to reach your goal. Watch the Summer Side Hustle Intro Video to 
learn more.

Please review the "Summer Side Hustle Overview," "The Founding 
Story Workshop," and "Overview of Business Sectors" sections before 
proceeding.

What We’re Looking For:
This activity is all about how well you think, adapt, and work together as a team. Throughout the 
activity, you’ll have a series of opportunities to update your plans and adjust your strategy based on 
the new information you receive. At each stage you will prepare a brief report outlining how the Update 
Event impacted your business, how you responded to that impact, and how you prepared to move 
forward. Here’s what we’ll be paying attention to:

• Creative Problem-Solving: Can you find new ways to tackle challenges when things don’t go as 
planned?

• Teamwork: How well do you collaborate with your teammates to make decisions and adjust your 
strategy?

• Decision-Making Skills: Are you able to make smart choices based on the information and 
scenarios you’re given?

• Adaptability: How well do you adjust your plans when new situations arise?

• Brand Identity: Do you stay true to your business brand when faced with challenges? Can you 
develop that brand over time into something truly unique and engaging?

Remember: It’s not just about reaching your savings goal—it’s about how you get there. Show us how 
you adapted, how you worked together, and the smart decisions you made along the way. And most 
importantly, have fun with it!
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Summer Side Hustle Overview:

1. Team Formation and The Founding Story Workshop:

You'll start by forming teams and getting to know your business partners. Complete The Founding Story 
Workshop (see the following page) to introduce yourselves, discover each team member's strengths, 
and work together to decide on roles that reflect common business executive positions, like Chief 
Executive Officer (CEO), Chief Operating Officer (COO) and Chief Marketing Officer (CMO). Each role 
can be assigned specific responsibilities, helping to ensure that every aspect of your business is 
covered.

2. Business Selection and Brand Board:

As part of the Founding Story Workshop, each team member will pitch their ideal business idea before 
your team selects a business type from the three available sectors. Once you've chosen your sector and 
specific services, you'll develop your business plan — identifying a target customer, outlining your 
services, choosing a pricing strategy, setting up a marketing plan, and managing your budget — while 
simultaneously building your team's Brand Board, which is outlined in the Founding Story Workshop.

3. Launching Your Business:

With your plan in place, you’ll “launch” your business, tracking your savings and adjusting your approach 
as you go. This stage focuses on making initial decisions that will set you up for success.

4. Developing Marketing Materials:

Once you have a viable business, you’ll have to decide on a way to market to potential customers. 
Marketing involves both spending money on a strategy, and designing a creative that strategy will use.

5. Update Events:

Throughout the activity, you’ll receive a series of Update Events. Each update 
will introduce new challenges or changes to the market that will require your 
team to adjust your plan. These could include changes in demand, unexpected 
expenses, or new opportunities. After each update, your team will assess the 
impact of these changes, adapt your strategy, and adjust your calculations 
based on the new conditions. Watch the Update Events Video to learn more:

6. Adapting and Adjusting:

After each update, your team will have the chance to reassess your business plan. This means making 
decisions like adjusting prices, changing marketing strategies, or investing in new resources. How well 
you adapt to these changes will be a big part of the final assessment.
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7. Tracking Your Progress:

You’ll keep track of your savings progress as you move through each stage, comparing your results with 
other teams to see how you’re doing. Your savings balance will be updated after each summer update, 
giving you a chance to see how your decisions are paying off.

8. Group Reflection:

Throughout the competition you will make decisions that change where your business is headed. At the 
end of the competition, each team member will have the opportunity to participate in group reflections to 
share what you did, and learn how others prepared for and adapted to the changing realities of the 
Summer Side Hustle.

The Founding Story Workshop
Every great company starts with a story. Before you dive into the numbers and strategy, your team will 
spend time building the foundation that every strong business needs: a team that knows its strengths, 
a brand with a real identity, and an origin story that makes your business feel worth fighting for.
The work you do here will shape every decision you make for the rest of the day.

Activity 1: The Team Talent Map (10 mins)
Great businesses are built by teams that know their strengths. Before you name your company or choose 
your sector, take a few minutes to discover what everyone brings to the table. Each team member takes a 
turn sharing:

• Your name and one word that describes you as a person or teammate (e.g., “creative,” 
“organized,” “bold”).

• Two things you’re good at that could be useful in a business (e.g., math, drawing, talking to 
people, generating ideas, staying organized).

• One thing you’d want support with from your teammates.

Once everyone has shared, work together to create and assign your executive roles. Here’s the key: 
there’s no single right answer. Your titles should reflect your team’s actual strengths and interests — not 
just the most familiar business names you’ve heard before.

Start by asking: what does our business need someone to be responsible for? Every business, no 
matter what it sells, needs to cover these areas:

• Who will lead the team and make the final call when there’s a tough decision?

• Who will manage day-to-day operations — keeping the team on track and making sure 
things get done?
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• Who will drive marketing — attracting customers and getting the word out about your 
services?

• Who will keep an eye on finances — tracking the budget and making sure the numbers add 
up?

Use these questions to choose a title and set of responsibilities that genuinely fits each person. Here are 
some examples to spark ideas — but you’re encouraged to invent your own:

• CEO – Chief Executive Officer: leads the team, makes the final call.

• COO – Chief Operating Officer: manages daily operations and keeps the team on track.

• CMO – Chief Marketing Officer: drives marketing strategy and creative decisions.

• CFO – Chief Financial Officer: manages the budget and tracks the numbers.

• CTO – Chief Technology Officer: handles digital tools, tech strategy, or online presence.

• CCO – Chief Customer Officer: focuses on the client experience and building relationships.

• CSO – Chief Strategy Officer: leads planning and long-term thinking.

Once every team member has a title, write it 
down and discuss what responsibilities come 
with that role. The only rule: make sure every key 
part of your business has someone looking after it.

Activity 2: The Big Idea Pitch (10 mins)

Pro Tip:
The best executive titles are ones that 
actually mean something to your team. 
If "CEO" doesn't feel right, call yourself 
"Head of Strategy," "Director of 
Operations," or anything else that 
reflects what you're genuinely bringing 
to the table. Your role is a 
commitment. Own it!

Before your team officially selects a business sector, 
give everyone a chance to be heard. Each team 
member gets 30 seconds to pitch their ideal 
summer business to the group. What would you 
want to run? After all pitches, discuss and make your 
decisions:

• Choose your business sector from the three available options (detailed in APPENDIX II: 
STARTUP AND MARKET INFORMATION — take a few minutes to review them now!)

• Decide on your specific service(s) — exactly what will your business offer customers?

• Define your target customer — who are you selling to? Think about who would actually pay 
for your service, and why.

Activity 3: Build Your Brand Board (30 mins)
This is where your business comes to life. Create a Brand Board — a visual identity for your business 
that you’ll display throughout the entire competition day. At the same time, complete your Business 
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Plan outlined in APPENDIX I: THE BUSINESS PLAN. Divide the work so that everyone on the team is 
contributing to something.

Your Brand Board must include all five of the following:

1. Your Business Name:

Create a name that is memorable, fits your sector, and reflects your team’s personality. Be bold, the best 
business names stand out from the crowd.

2. Your Tagline:

Write one punchy phrase that captures what your business is about — your whole business summarized 
in under ten words.
Examples: "Your Lawn, Our Pride," "Fast, Friendly, Tech Support," "We Treat Your Pets Like Our Own."

3. Your Logo:

Sketch a simple logo or symbol that represents your brand. It doesn’t need to be a professional design, 
but it should be something your team is proud to put their name on.

4. Your Founding Story:

In 2–3 sentences, write a fictional origin story for your business. How did the idea come about? What 
problem were you trying to solve? What made you think “I should start a business doing this”? Feel free 
to be creative!
Example: “We started Paws & Go when our neighbour left for vacation and asked if we could look after 
her three dogs. We quickly realized that a lot of families in our area had the same problem and nobody 
was solving it. We figured: why not us?”

5. Your Founding Team:

Have each team member write their name and executive title somewhere on the board. This is your 
team’s public commitment to the business — own it!

Pro Tip:
Your Brand Board isn’t just a craft activity — it’s the foundation of your business identity. As the 
day unfolds, judges will notice teams that stay true to their brand and founding story when 
facing challenges. Teams that can show a consistent, evolving story from their founding all the 
way through the Update Events will stand out from the competition.
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Overview of Business Sectors
Before you dive into the details of your business, take a look at the different sectors of businesses 
available. Each sector has its own unique opportunities, challenges, and potential for success. Think 
about what fits your skills, interests, and goals before making your choice. Here are the three business 
sectors you can choose from:

1. Animal and Pet Services

• Overview: If you love working with animals, this might be the perfect business for you! 
Animal and Pet Services focuses on taking care of pets while their owners are away or busy.

  Examples:

• Pet Sitting - Offering care for pets in their own homes.

• Dog Walking - Taking dogs on daily walks and giving them the exercise they need.

• Pet Washing - Bathing and grooming pets to keep them clean.

• Dog Training - Helping dogs learn new tricks and improve their behaviour.

2. Outdoor Home Services

• Overview: This category is all about helping homeowners keep their outdoor spaces looking 
great. It’s a great fit if you enjoy working outside and don’t mind a bit of hard work. 

Examples:

• Lawn Mowing - Keeping lawns neat and trimmed for homeowners.

• Gardening - Helping clients maintain flower beds, vegetable gardens, and more.

• Car Washing - Offering mobile car wash services at clients’ homes.

Activity 4: The Founder's Pitch (30 - 60 Seconds/Team)
Once all teams have completed their Brand Boards, it’s time to introduce yourselves to the room. Each 
team will stand, hold up their Brand Board, and deliver a brief Founder’s Pitch that covers:

• Your business name and tagline.

• Your executive team, including the role each member has taken on.

• Your founding story and why you think your business is the best solution to the problem it 
addresses.

• A quick mention of your services and starting price.

Keep it tight, keep it energetic, and make a first impression that lasts. The other teams and judges 
may be watching!
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• Garage Cleaning - Organizing and cleaning out garages for homeowners.

3. Tech and Digital Services

• Overview: For those who are tech-savvy, this business type focuses on offering digital 
services that can be done remotely or with minimal in-person contact. It’s a great choice if 
you like working with technology.

 Examples:

• Social Media Management - Helping local businesses create and manage their 
social media presence.

• Graphic and Video Creation - Designing content for social media and websites, 
including logos, banners, and trending video clips and reels. 

• Basic Web Design - Setting up simple websites for small businesses or individuals. 

• Computer Support and Cleanup - Assisting with basic computer or device setup 
and issues, including organizing files and removing old items to free up space. 

What’s Next?

Good Luck and Have Fun!

Complete the Founding Story Workshop: This team-building activity is designed to get you thinking 
about your business and getting to know your business partners as you develop your initial plan for the 
Summer Side Hustle. Each stage of the workshop has a suggested duration, so be creative, get excited, 
but make sure you also stay on task!

Develop Your Business Plan: After you’ve decided on your business sector and the specific business 
within that sector that you would like to run, it’s time to develop your “Business Plan”, review startup 
tasks, select your marketing strategy, and get selling! (See APPENDIX I: THE BUSINESS PLAN).
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APPENDIX I:

THE BUSINESS PLAN
Developing a business plan is an important step for entrepreneurs. The plan outlines everything you 
know about your business, what makes it unique, how you intend to run it, and how you plan to ensure its 
success. While a true business plan can be very simple or very complicated, depending on the business 
you are looking to start, we have created a basic outline that you can follow throughout the Summer Side 
Hustle. You already started some of these tasks in your Brand Board, but this is your opportunity to refine 
and formalize them

Please focus your business plan on the following headings and information. Feel free to be as creative as 
you like–in the business world, creativity and innovation are key!

1. Business Sector:

Indicate which of the three business sectors you will be operating within (Animal and Pet Services, 
Outdoor Home Services, and Tech and Digital Services). This decision will impact how the Summer 
Update Events will affect your business.

2. Your Business:

Indicate which specific business within the sector you have chosen. The business you choose will 
determine your startup costs, variable costs, the price you can charge for your product or service, and the 
available demand levels.

3. Company Name:

Choose a name for your business. Your name is often the first thing potential customers notice about 
your business, so choosing a memorable name that is directly related to your products or services can be 
a good way to draw customers in. However, inappropriate or offensive names are forbidden.

4. A Logo or Slogan:

A logo is an image or way of writing your company name that becomes a representation of your 
business (the Nike or Amazon “swooshes” or the writing and colour of “Coca-Cola” and “Google”). A 
slogan is a saying or phrase that people associate with your business (“I’m loving it,” “The best part of 
waking up is Folgers in your cup”). A memorable logo or slogan can help differentiate your business from 
the competition.
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5. A Company Goal:

What do you want to accomplish with your business by the end of the competition? How will you 
measure success? Do you have a certain amount of savings you would like to accumulate? A demand 
level you would like to hit? Or would you like to reach a higher monthly profit than any of the other teams? 
Your company goal will help guide your decisions throughout the competition, and explaining why your 
decisions further that goal will demonstrate your decision-making ability.

6. A Customer Description:

Describe who your ideal customer is. Your ideal customer has a habit, interest, trait, or feature that 
makes them very likely to purchase your product or service. Think about what habits or interests they may 
have, where they may live, what they may do for work, or any other key aspects that would make them 
want your product or service.

7. A Product/Service Description:

Describe your business's products or services and what sets them apart from the competition. This is an 
opportunity to demonstrate an understanding of your ideal customer and what they are looking for. Feel 
free to be creative!

8. Initial Round Profit Projection Analysis:

Create a profit projection at each initial price and demand level. You can calculate your profit projection at 
each price with the following formula: ((Price – Variable Costs) x Demand) – Start-up Costs = 
Projected Profit. To use the formula, first, subtract the variable costs per item from the price per item; 
multiply the answer by the demand at the listed level; subtract the listed start-up costs from the total to get 
the projected profit.

9. A Product or Service Price:

After completing your initial projections, it is time to set a price. Remember that the price you set 
determines your initial demand. You can increase the demand at any given price level through 
marketing strategies; however, each demand level increase will cost money, which can impact your profit. 
Finding the right balance between price, demand level, and marketing costs is key to maximizing profit for 
the round. It is also essential to consider your company goal and how the price you select will help you 
achieve that goal.

10. Startup Costs:

Each business has a listed amount for start-up costs. These “start-up costs” will have to be included in 
your budget for each round of the competition. As part of your business plan, consider what those start-up 
costs would cover. You must also think about and address where the initial startup money for your 
business would come from - an essential stage in starting a business.
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11. A Marketing Strategy:

Your marketing strategy will impact your potential demand by changing the demand level associated 
with your product price. Be sure to think about how the cost of your marketing strategy impacts your profit, 
not just your demand. You can find a list of all marketing strategies available at APPENDIX III: 
MARKETING STRATEGIES. Note: marketing strategies must be purchased at the beginning of the 
round, using accumulated savings, and the impact of a marketing strategy does not continue unless 
you repurchase it.

12. A Marketing Deliverable:

To carry out a marketing strategy, you need to create something—like an ad, a brochure, or a social 
media post—that fits with that strategy. Sometimes, you might not be able to make the actual thing, but 
explaining what it would be and why it would work is still a great way to show your idea.

13. Initial Budget:

Create an initial budget for your business. Be sure to include initial startup costs in your first budget, as 
well as an amount for marketing. It may be a good idea to plan for unexpected costs in future rounds of 
the competition, but putting extra money into marketing could increase your total sales.

Watch the Business Plan Walk Through Video for more info on each section.
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APPENDIX II:

STARTUP AND MARKET 
INFORMATION

Animal and Pet Services
A. Pet Sitting

Overview: Pet sitting involves visiting clients’ homes to care for pets, including feeding, walking, and 
spending time with the animals.

Start-Up Costs: $60 (for basic supplies like treats, leashes, and bowls). 

Variable Cost per Visit: $5 (e.g., travel expenses, treats). 

Pricing Options: 

• $10 per visit (Demand Level: 5) 

• $15 per visit (Demand Level: 4) 

• $20 per visit (Demand Level: 3) 

• $27 per visit (Demand Level: 2) 

Demand Scale: # of visits per round 

Level 1 Level 2 Level 3 Level 4 Level 5 Level 6 Level 7 Level 8 Level 9 Level 10

10 15 20 30 40 60 75 90 110 125

Pros: 

• Significant demand increases at higher levels.

• Low start-up and variable costs.

Cons: 

• Low price point.

• Limited earning potential without marketing
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B. Dog Walking

Overview: Dog walking involves taking dogs on daily walks while their owners are at work or busy. 
Walkers often handle multiple dogs at once.

Start-Up Costs: $120 (for leashes, waste bags, and training courses).

Variable Cost per Walk: $7 (for waste bags, treats, transportation).

Pricing Options: 

• $10 per walk (Demand Level: 5) 

• $15 per walk (Demand Level: 4) 

• $17 per walk (Demand Level: 3) 

• $25 per walk (Demand Level: 1) 

Demand Scale: # of walks per round 

Level 1 Level 2 Level 3 Level 4 Level 5 Level 6 Level 7 Level 8 Level 9 Level 10

20 30 40 50 70 90 110 125 150 195

Pros: 

• Moderate initial demand.

• The potential for large demand increases with marketing.

Cons: 

• Moderate start-up costs.

• Low price point.

C. Pet Washing

Overview: Pet washing involves offering bathing and grooming services for pets. It’s usually done at the 
client’s home or in a mobile unit.

Start-Up Costs: $80 (for grooming supplies like shampoo, towels, brushes).

Variable Cost per Wash: $7 (e.g., shampoo, water usage).
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Pricing Options: 

• $15 per wash (Demand Level: 5) 

• $20 per wash (Demand Level: 4) 

• $25 per wash (Demand Level: 3) 

• $32 per wash (Demand Level: 1) 

Demand Scale: # of washes per round 

Level 1 Level 2 Level 3 Level 4 Level 5 Level 6 Level 7 Level 8 Level 9 Level 10

5 10 15 20 30 45 55 70 85 100

Pros: 

• Moderate price point per service compared to others in the “Animal and Pet Services” category.

• A steady increase in demand at higher levels.

Cons: 

• Low initial demand.

• Higher start-up costs.

D. Dog Training

Overview: Dog training involves teaching dogs basic commands, obedience, and specialized tricks. 
Services are usually one-on-one.

Start-Up Costs: $150 (for training courses, certifications for three students, and training aids).

Variable Cost per Appointment: $10 (for transportation, treats, training aids).

Pricing Options: 

• $25 per appointment (Demand Level: 5) 

• $30 per appointment (Demand Level: 4) 

• $37 per appointment (Demand Level: 3) 

• $45 per appointment (Demand Level: 1) 

Demand Scale: # of appointments per round 
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Level 1 Level 2 Level 3 Level 4 Level 5 Level 6 Level 7 Level 8 Level 9 Level 10

5 10 15 20 30 40 50 65 75 80

Pros: 

• High price point per service compared to others in the “Animal and Pet Services” category. 

• Consistent demand growth through levels. 

Cons: 

• Lower maximum demand. 

• High start-up costs. 

Outdoor Home Services
A. Lawn Mowing

Overview: Lawn mowing involves maintaining clients’ lawns, ensuring they stay neat and trimmed. This 
service can be in high demand during the warmer months.

Start-Up Costs: $300 (for a basic lawn mower and safety gear). 

Variable Cost per Lawn: $10 (for fuel, maintenance, and equipment wear) 

Pricing Options: 

• $20 per lawn (Demand Level: 5) 

• $30 per lawn (Demand Level: 4) 

• $35 per lawn (Demand Level: 3) 

• $45 per lawn (Demand Level: 1) 

Demand Scale: # of lawns per round 

Level 1 Level 2 Level 3 Level 4 Level 5 Level 6 Level 7 Level 8 Level 9 Level 10

10 15 20 30 35 40 50 60 70 85

Pros: 

• Moderate price per service. 

• Significant demand growth at higher levels. 
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Cons: 

• High start-up costs. 

• Limited return at lower demand levels. 

B. Gardening

Overview: Gardening services include planting, weeding, and general upkeep of garden beds and plants 
for clients.

Start-Up Costs: $40 (for gardening tools like shovels, rakes, and gloves).

Variable Cost per Garden: $4 (for plant food, water, and tool wear).

Pricing Options: 

• $20 per garden (Demand Level: 5) 

• $27 per garden (Demand Level: 4) 

• $32 per garden (Demand Level: 3) 

• $40 per garden (Demand Level: 1) 

Demand Scale: # of gardens per round 

Level 1 Level 2 Level 3 Level 4 Level 5 Level 6 Level 7 Level 8 Level 9 Level 10

7 8 12 15 18 25 35 45 55 65

Pros: 

• Low variable costs. 

• Low start-up costs.

Cons: 

• Low initial demand. 

• High weather sensitivity. 

C. Car Washing

Overview: Car washing involves cleaning clients’ cars inside and out, often at their home or place of 
work.
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Start-Up Costs: $40 (for basic cleaning supplies, sponges, and towels).

Variable Cost per Wash: $5 (for soap, water, and additional cleaning products).

Pricing Options: 

• $15 per wash (Demand Level: 5) 

• $20 per wash (Demand Level: 4) 

• $27 per wash (Demand Level: 3) 

• $35 per wash (Demand Level: 1) 

Demand Scale: # of washes per round 

Level 1 Level 2 Level 3 Level 4 Level 5 Level 6 Level 7 Level 8 Level 9 Level 10

10 12 15 20 25 35 45 50 60 75

Pros: 

• Moderate demand potential. 

• Low start-up costs.

Cons: 

• Low price per service. 

• High weather sensitivity. 

D. Garage Cleaning

Overview: Garage cleaning involves helping clients clear out and organize their garages, creating usable 
space.

Start-Up Costs: $30 (for storage bins, cleaning supplies, and protective gloves).

Variable Cost per Garage: $6 (for cleaning supplies and disposal fees).

Pricing Options: 

• $45 per visit (Demand Level: 5) 

• $50 per visit (Demand Level: 4) 

• $60 per visit (Demand Level: 3) 

• $70 per visit (Demand Level: 1) 
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Demand Scale: # of garages per round 

Level 1 Level 2 Level 3 Level 4 Level 5 Level 6 Level 7 Level 8 Level 9 Level 10

2 3 4 6 8 15 20 25 30 35

Pros: 

• High price per service.

• Low start-up and variable costs compared to the service price.

Cons: 

• Low maximum demand due to labour requirements. 

• Marketing required to increase demand.

Tech and Digital Services
A. Basic Web Design

Overview: Setting up simple websites for small businesses or individuals.

Start-Up Costs: $100 (for software, templates, training, and initial tools).

Variable Cost per Website: $20 (e.g., hosting fees, domain setup).

Pricing Options: 

• $50 per website (Demand Level: 5) 

• $75 per website (Demand Level 4) 

• $100 per website (Demand Level 3) 

• $125 per website (Demand Level 1) 

Demand Scale: # of websites per round 

Level 1 Level 2 Level 3 Level 4 Level 5 Level 6 Level 7 Level 8 Level 9 Level 10

2 3 5 6 8 12 15 18 22 25

Pros: 

• High price per project. 

• Predictable demand increases. 
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Cons: 

• Low demand potential. 

• High start-up costs. 

B. Graphic and Video Creation

Overview: Creating trending clips or reels for TikTok, Instagram, or other platforms, as well as logos, 
banners, and other graphic design services.

Start-Up Costs: $90 (for design software, training, and initial tools).

Variable Cost per Project: $10 (e.g., stock assets, editing software, props).

Pricing Options: 

• $35 per project (Demand Level 5) 

• $45 per project (Demand Level 4) 

• $55 per project (Demand Level 3) 

• $75 per project (Demand Level 1) 

Demand Scale: # of projects per round 

Level 1 Level 2 Level 3 Level 4 Level 5 Level 6 Level 7 Level 8 Level 9 Level 10

4 6 8 10 12 18 25 30 35 40

Pros: 

• Significant demand growth potential. 

• Low variable costs. 

Cons: 

• Lower price point at early stages.

• Moderate demand at higher price points. 

C. Social Media Management

Overview: Managing social media accounts, including content posting, strategy, and engagement for 
clients.
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Start-Up Costs: $50 (for management tools and training).

Variable Cost per Account: $10 (e.g., social media scheduling tools, graphic creation).

Pricing Options: 

• $30 per account (Demand Level 5) 

• $40 per account (Demand Level 4) 

• $55 per account (Demand Level 3) 

• $75 per account (Demand Level 1) 

Demand Scale: # of accounts per round 

Level 1 Level 2 Level 3 Level 4 Level 5 Level 6 Level 7 Level 8 Level 9 Level 10

4 6 8 10 12 18 25 30 35 40

Pros: 

• Low startup costs.

• Moderate demand increases at higher levels.

Cons: 

• Lower price point options than others in “Tech and Digital Services” category.

• Variable costs can be significant at lower price points.

D. Computer Support and Cleanup

Overview: Offering basic support and cleanup services, such as removing viruses, updating software, or 
improving system performance.

Start-Up Costs: $20 (for antivirus software and cleanup tools).

Variable Cost per Cleanup: $10 (e.g., licensing fees for cleanup software).

Pricing Options: 

• $20 per cleanup (Demand Level 5)

• $35 per cleanup (Demand Level 4) 

• $40 per cleanup (Demand Level 3) 

• $55 per cleanup (Demand Level 1) 
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Demand Scale: # of cleanups per round 

Level 1 Level 2 Level 3 Level 4 Level 5 Level 6 Level 7 Level 8 Level 9 Level 10

5 8 10 12 15 20 25 35 45 60

Pros: 

• Low start-up costs 

• Higher demand than other options in “Tech and Digital Services” category 

Cons: 

• Lowest price points for “Tech and Digital Services” category 

• Low mid-level demand increase 
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APPENDIX III:

MARKETING STRATEGIES
Designing the right content for the audience you are trying to attract is an important part of success for 
a small business. For each marketing strategy you choose, you must develop an example deliverable
that is appropriate for the strategy, as well as allocate the cost into your budget. This deliverable can 
include but is not limited to: a script for a social media ad, an image or layout for a poster, a specific event 
or group where the advertisements will appear, brand colours for a design project, social media captions, 
or anything else that would support the type of strategy you are looking to implement. 

Note: marketing strategies must be purchased at the beginning of the round, using accumulated 
savings, and the impact of a marketing strategy does not continue unless you repurchase it.

1. Flyers and Posters 

• Cost: $150

• Demand Increase: +1 level 

• Description: Distribute professionally designed flyers and posters in local areas to attract 
new customers.

• Best For: Teams seeking a straightforward and affordable boost to demand.

2. Social Media Ads 

• Cost: $250

• Demand Increase: +2 levels

• Description: Use targeted ads on platforms like Instagram or Facebook to reach specific 
audiences.

• Best For: Businesses looking to expand their online presence and appeal to younger 
demographics.

3. Local Newspaper Ad

• Cost: $325

• Demand Increase: +3 levels

• Description: Place an ad in a popular local newspaper to gain visibility within the 
community. 

• Best For: Teams wanting steady growth with a mid-tier marketing budget. 
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4. Community Event Sponsorship 

• Cost: $400

• Demand Increase: +4 levels

• Description: Sponsor a local event and gain exposure through announcements, banners, 
and booths.

• Best For: Teams seeking significant visibility in their area. 

5. Radio Ad Campaign

• Cost: $500

• Demand Increase: +5 levels 

• Description: Run ads on a local radio station to reach a wide audience and boost demand 
rapidly.

• Best For: Teams with moderate budgets aiming for noticeable demand increases. 

6. Targeted Online Campaign 

• Cost: $650

• Demand Increase: +7 levels

• Description: Use a combination of online ads, SEO, and email campaigns to target 
specific audiences effectively.

• Best For: Teams seeking a powerful demand boost and sustained visibility. 

7. Mass Marketing Blitz 

• Cost: $700

• Demand Increase: +8 levels

• Description: Launch a comprehensive campaign combining digital ads, print media, and 
event promotion.

• Best For: Teams with larger budgets looking to dominate their market category. 


