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Strategic Plan 2000 to 2004— Community Needs Assessment 

L OVERVIE W 

In Jul y 2000, Bonner Enterprises conducted a community needs assessment to assist the 
Board and staff of the Neighborhood Development Corporation of Grove Hall (NDCGH ) 
to make decisions about future direction s for the organization. The focus o f the researc h 
conducted was to assess the environment in which the organization operates and to assess 
the needs of current and potential fixture customers an d other service beneficiaries. 

A . D A T A SOURCE S 

Statistical data used in this report is primarily drawn from the following sources : 

1. Boston Children & Families Database: A 1990' s Boston database initiated and funded 
by Th e Boston Foundation in collaboration with Northeastern University Information 
Services and the Metropolitan Area Planning Council . 

2. CAC I Demographic Data: A private market research firm  that provides copyrighted 
demographic data via the Internet. 

3. Prio r 199 6 Population Research: This research, commissioned by N DC o f Grove Hai l 
in 1996 , utilizes 1990 Census data collected in 1989 and CACI data collected in 1995. 

4. U.S. Department o f Labor, the U.S . Census Bureau, the Bureau of Labor Statistics and 
the state Department o f Welfare, Transitional A id to Families with Dependent Children , 
were the sources used to obtain unemployment data for the area served by the N DC of 
Grove Half. None of these sources, except the Department o f Welfare, provided data for 
the specific zip codes or Census tracks served by the N DC o f Grove Hall . 

Please also note that there is a +3% error rate on demographic data presented, a s the zip 
codes used to calculate 1999 population demographics, does not exactly match the dat a 
parameters used in 1990 and 1996 . It is recommended that N DC o f Grove Hall consider 
collecting more up to date population demographics from the 1999-200 0 Census, when 
this information becomes available , to verify CAC I market research data presented i n this 
document. 

B. GEOGRAPHI C A R E A RESEARCHE D 

The N DC o f Grove Hall uses and defines the geographic area served by the organization 
in the following three different ways. 
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1. The first geographic area defined by the organization is the "Roxbury and North 
Dorchester" areas of Boston comprised of Zi p code s 02119, 02121, and parts of 02125. 
This target area is the area used by the organization to define the parameters of 
"organizational outreach and impact." The majority of the research presented i n this 
document was conducted on this geographic area. Below is the lis t of the zip codes and 
corresponding census tracks used as the parameters for this research . 

Zip Code 

02119 

Zip Code 

02121 

Zip Code 

02125 

Zip Code s 

02121 & 
02125 

817 820 911 916 

818 821 912 917 

819 901 913 918 

801 902 914 919 

803 903 915 

804 904 

905 

906 

907 

908 

The majority of the data can be seen by the number of census tracks listed above 
presented focuse s o n zip code 02121, where the organization is located. This area is 
illustrated on Map #1 and on Map #2, whic h is larger and provides more details on the 
specific census codes . Please note that there are four census codes which cross the 
boundary lines of both zip codes 02121 and 02125. 

2. The second geographic area defined by the organization is the "Grove Hall" area that is 
viewed by the organization as its "direct service area." The majority of the organization' s 
program participants reside in this area. The parameters of this area include Quincy Stree t 
(Dorchester 02125) to Townsend Street (Dorcheste r 02121) between Walnut Avenue 
(Dorchester 02121) and Columbia Road (Dorchester) between Eri e Street and Franklin 
Street (Dorchester ) Columbi a Road and Franklin Street (Dorcheste r 02121). This area is 
illustrated on Map # 3. Research data for this area can be found in Zip Cod e 02121 and 
Census tracts 819, 820, 821, 902, 903 and parts of 901 . 
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3. Finally , prior in-dept research conducted in 1996, also covers the "Roxbury and North 
Dorchester" areas. This area is larger than either of the target areas generally used by the 
organization and includes significant parts of Zi p Cod e 02124 up to the Franklin Field 
area of Dorchester . Urban Realty Advisors, Inc., the firm that conducted the research, 
used this interpretation of the "Roxbury and North Dorchester" area as the "Retai l Mal l 
target area." The parameters o f this area include north to Dudley and Norfolk Streets ; 
west to Washington Street; southeast to Fields Corner; south to Woodrow Avenue (south 
of Franklin Field) and west to Franklin Park. This Retail Mal l Targe t area is illustrated in 
Map # 4 

OVERVIEW CONCLUSION : 

The targe t areas defined above share many of the same characteristics; it is safe to 
assume that the organization can utilize the data presented i n this document to make 
decisions about the needs of the customers and the community that it serves. 
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2 Appendice s 

Staff Position s 

Executive Directo r 

EXECUTIVE DIRECTO R 

The Neighborhoo d Developmen t Corporatio n o f Grov e Hal l i s a communit y developmen t 
corporation committe d t o improvin g th e qualit y o f lif e for resident s an d businesse s of 
Grove Hall , Nort h Dorchester , an d Roxbur y b y enhancin g the economic , social , an d 
environmental conditions . 

THE POSITION : 

The Executiv e Directo r wil l overse e staf f an d program s relate d t o fundraising , huma n 
resources, an d offic e management . Additionally , th e rol e wil l involv e report s t o 
governing boar d an d th e community . 

DUTIES: 

Specific responsibilitie s include the following : 

• Organize , manag e an d lea d th e implementatio n o f existing programs . Examin e an d 
reorganize, a s necessary , staff an d budgetar y resource s for th e improvemen t an d 
efficiency o f progra m implementation . 
• Overse e staf f i n the developmen t o f NDCG H fundraising efforts , includin g a  capita l 
campaign 
• Develo p NDCG H human resource s programs. 
• Overse e al l aspect s of office management . 
• Serv e a s liaiso n to th e Executiv e Board . 
• Lea d organizationa l managemen t 
• Manag e specia l project s 

QUALIFICATIONS: 

• Bachelor' s degree. Master' s degre e i n nonprofi t management , publi c administration, o r 
related field s a  plus . 
• Fiv e years work experienc e i n the nonprofit/publi c sector . 
• Tw o o r mor e year s o f prove n leadershi p i n nonprofit/publi c secto r management . 
Extensive experienc e i n staf f an d progra m management , fundraising , and boar d 
relations, particularl y wit h larg e boards . Workin g experienc e wit h fisca l management , 
strategic plannin g an d lega l complianc e are pluses . 
• Fundraisin g experience wit h corporation s and particularl y wit h privat e foundations . 
• Strategi c orientatio n an d ver y stron g organizationa l skills . 
• Substantia l knowledg e o f the Grov e Hal l community , it s nonprofi t organizations , a s 
well a s relate d polic y concerns. 
• Excellen t writing , ora l an d interpersona l communication s a must . Mus t b e abl e t o 
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represent OC A professionally one-on-one an d wit h larg e audiences . 
• Abilit y t o wor k i n growin g an d fas t pace d offic e wit h few resources . Will nee d t o b e 
adaptable an d creative . 
• Abilit y t o mee t tigh t deadline s 
• Willin g t o wor k lon g hour s and travel . 
• Mus t hav e stron g initiative , hig h energy , abilit y t o troubleshoot , an d excellen t tim e 
management skills . 
• Custome r service orientation t o serv e members , chapters , boar d member s an d 
funders i n a  professiona l manne r an d respon d to request s o n a  timel y basis . 
• Knowledg e i n fundraisin g we b tools , Powe r Point , Excel , Filemaker . Knowledg e o f 
Quark, Pagemaker , Acces s an d othe r simila r softwar e a  plus . 

SALARY &  BENEFITS: 

• Salar y commensurat e wit h experienc e 
• Healt h &  denta l insuranc e 
• Pai d vacation &  holidays 

NFTE Microenterpris e Coordinato r 

Microenterprise Coordinato r 

The Neighborhoo d Developmen t Corporatio n o f Grov e Hal l i s a communit y developmen t 
corporation committe d t o improvin g th e qualit y o f lif e for resident s an d businesse s of 
Grove Hall , Nort h Dorchester , an d Roxbur y b y enhancin g th e economic , social, an d 
environmental conditions . 

Position Description: 
NDCGH i s seeking a n experience d ful l tim e microenterpris e coordinato r t o join thei r 
team. Th e idea l candidat e mus t hav e experienc e i n microenterpris e programs , i s 
comfortable workin g wit h youth , i s congenial, and ca n serv e a s the organization' s 
representative. Th e coordinato r mus t b e committe d t o workin g wit h a t ris k students , 
extremely organized ; resul t oriente d an d ca n work wel l with differen t servic e providers . 
The Microenterpris e Coordinato r i s responsibl e for progra m implementatio n a t variou s 
sites, keepin g record s of student s o n cas e load , overseeing functio n o f sites , trainin g 
academic mentors , an d givin g presentations . 

Job Duties : 

•Represent th e organizatio n i n collaboration s 
•Provide suppor t fo r academi c instructor s 
•Conduct on-sit e visit s 
•Ability t o relat e t o at-ris k an d foste r yout h 
•Consistently demonstrat e abilit y t o b e flexible , positive , a  team-player , a  proble m 
solver an d responsiv e to feedbac k 
•Participate i n al l Agency staff an d tea m meeting s 
•Build an d maintai n relationship s with students , teachers , administrators , an d hig h 
school personne l 
•Communicate wit h mentors , parents , teachers , a s necessary 
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QUALIFICATIONS: 
•Must hol d a  Bachelor' s degree i n busines s development 
•Must hav e classroo m experience an d chil d development experienc e 
*Teaching credentia l i s a plus , but no t require d 
•Demonstrate soli d experience i n progra m coordinatio n and schoo l communit y 
partnerships 
•Must hav e clien t focus : I s dedicate d t o meetin g th e expectation s an d requirement s o f 
fellow staff , volunteers , yout h an d agenc y partner s 
•Must hav e a  hig h leve l o f organization, excellen t tim e managemen t skills , and 
attention t o detai l 
•Must hav e excellen t ora l an d writte n communicatio n and presentatio n skills . 
•Excellent interpersona l skill s 
•Creative, open-minded , nurturing, resourceful , independent, an d responsible. 
•Experience doin g publi c speaking and conductin g trainings 

NFTE Instructor 

John D . O'Bryan t Hig h Schoo l i s the onl y Bosto n Public High schoo l Exa m schoo l tha t 
focuses o n Mat h an d Science . 

We ar e seekin g a teache r t o teac h busines s basic concepts based on the NFT E mode l fo r 
one class . Thi s position involves creating assignments , coordinating after schoo l 
component, grading : papers , quizzes, tests an d busines s proposals. Teacher must also 
be willing t o tak e yout h o n field trip s an d schedul e guest speakers. 

This i s an excellen t opportunit y t o obtai n professiona l development credits . 

Additional Qualifications : 
The Instructo r mus t b e lo w stres s and b e abl e t o dea l wit h the inne r cit y youth . Th e 
coordinator mus t b e abl e t o multi-task , hav e extremel y stron g organizationa l skills , and 
be very detail-oriented . Coordinato r must als o be flexible , posses s excellen t 
interpersonal skills , and hav e grea t compute r skills . It i s helpful i f you hav e worke d 
closely with urba n youth . Candidate s must b e highl y motivate d an d hav e goo d problem-
solving skills . An interes t i n community developmen t i s helpful. 

Computer proficienc y a must ; experienc e with othe r program s lik e Photosho p and 
Illustrator a  plus , but no t required . 
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3. Appendice s 

BUDGET PROFORM A 
Salaries 

ED salary is $65k with no benefits package @ 1% of time= $  650.00 
Coordinator salary is 50,000 @ 50%= $  25,000 

Instructor Salary/Stipend : 35 hour x 2 +70 x 4 times 
= 280 month x two instructors= $600 per month 
for 4 months = $2,40 0 

NFTE Teache r Training for two teachers $400 0 

Start-Up Costs 

Start-Up Capital Fund: 250 (15 participants) $  3,000 
Stipend for volunteer work $ 10/hr for 15 participant 25 hours $3,00 0 
Contest Winner matching Funds $75 0 
Operating Expenses 

Public Relations (Brochure, Applications, Surveys and Flyers) $10 0 
Supplies (paper = 50-, mailing=30 and inc. $20) $10 0 
Books $35x30 = $105 0 
Mentor/student Retreat and Training $45 0 
Travel New York City Competition $2,00 0 

Total for first year $42,50 0 
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4. Appendice s Powe r Point Presentation 

Dr. Jacob Savage NFT E 
ID A/Entrepreneurial 
Science Initiative at OB 

Latifa Turner Ziyad 

CED 794 

What is an Individual Development Account (IDA)? 

•asset accumulation 

•savings accounts 

•financial literacy 

Host Organization 

Community Needs Assessment 

Roxbury 

Problem Statement 

Roxbury by Racial Composition 

Roxbury Occupied Housing 

Mission Statement 

Target Market 

Project Goals 

Project Objectives 

•Enroll 30 youth for Financial Literacy Training. 

•Open 15 savings accounts within the next 1 2 months. Provide opportunities for youth to save a 
minimum of $250 per year in their IDA's during the next year and increase participants Financial 
Literacy skills through education and training. 

•Increase financial capacity of youth through a matched IDA savings program of 1 to 1 ove r a 
twelve month period. 

Project Objectives 

•Assist 1 5 youth accountholders in micro-enterprise/small business development and startup and 
complete 12 month training. 

•Have each accountholder who saves the full amoun t in his/her IDA realize their asset goal 
within 1 yea r of reaching his/her savings goal and rolled into a business. 

•Increase civic involvement through 25 hours of community service. 
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Products and Outputs 

•2 daily 45 minute courses in NFTE Financia l Literacy and skil l building training over 12 
months 

• 4 - 2 hou r NFTE Educationa l Training Workshops 

•3 Award winners from Business Contest 

•30 Business Plans by April 

•Mentorship and guidance through a network of business professionals and college science 
students 

•45 -  One on One Individual Case Management Counseling Sessions over next year 

• A Retrea t 

Outcomes 

•Asset Development 

•Self-Sufficiency 

•Positive Attitudes 

•Increased Civic Activity 

•Knowledge and Skil l Development 

•Better Attendance 

•Better Grades 

•More Creative and Needed Services 

Objective 1: Achieved 
•Enrolled 30 youth in NFTE Financia l Training by 1 s t year 

Objective 2: Temporarily Set-Back 

•Until Apri l 1 8 -  Open Accounts 

•Not awarded Funding Source 

•Alternate sources, Parents, Relatives, Businesses, fundraising activities 

•Actively applying for funding, N B A, Empowerment Zone, Boston Connects and Robert and 
Robert Associates 

Objective 3: 
Future Achievement 

•Mentor Retreat 

•Workshop Trainings 
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•After schoo l componen t 

Objective 4: 
Future Achievement 

• F u l l Saving s Amount Confirmed 

• Accountholder Receives Match 

•Monies rolled into Business 

Challenges 

•Remaining School Timeline 

•Fundraising / Fiscal Limitations 

•Recruiting Mentors 

•Staffing /Coalition Buildin g 

•Building An d Leveraging Organizational Relationships 

•One-on-One Work with Program Participants 

•Local models 

Recommendations 

•Bui ld Governin g Board 

•Start with Contest with three winners 

•Look fo r Funding Immediately 

•Phase Plan in Stages 

•Incorporate Family Suppor t 

•Create Self-Sufficienc y Plan 

• Revis e After school componen t 

Dr. Jacob Savag e NFT E 
ID A/Entrepreneurial 
Science Initiative at OB 

Thank you 
for you r interest, 
time, and contribution! 
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5. Appendice s Focu s Group Report 

Assignment 2 CED 732 
Youth Microenterprise Focus Group Report—Winter 200 4 

Summary of Findings for Session held at 
Grove Hall Neighborhood Development Corporation (NDC) 

Saturday, October 30,2004 
10 a.m-12 p.m. 

Youth Microenterprise Focus Group #1 
Facilitator: Latifa Ziya d 
Note taker: Latifa Ziya d 
Attendance: 4 males; 2 females 

Background 

This report is designed to summarize the focus group session held October, 30 th at the NDC. It 
is designed to assess the feasibility, usefulness  and areas of interest for a  youth microenterprise 
program that could potentially be  housed and sponsored by Grove Hall NDC.  The  NDC services 
the needs of local Dorchester and Roxbury, MA residents. Latifa Ziyad, a candidate for a 
Masters in Community Economic Development at Southern New Hampshire University  was 
asked by Research and Statistics Instructors at the university to conduct a focus group study. The 
goals of the focus group were: 

1 .To determine the feasibility o f a youth microenterprise program 
2. To determine the level of interest that youth might have about such a program 
3. To determine i f youth identify with the term and concept of microenterprise 
4. To determine youth perspectives on the types of barriers in microenterprise and determine 

i f they have the vision to overcome them 
5. To determine youth exposures to microenterprise and its effect s 
6. To determine youth perspectives on what success is in microenterprise 
7. To determine a comfortable age range for participants in the program 

We conducted one focus group with a total of seven participants. Th e group consisted of four 
males and two females, ages 14-23. Overall three students had some college experience and the 
rest were stil l in high school. Student s identifie d with the following business interests : 

• Computer s dot com based (two participants) 
• Musi c (two participants) 
• Construction/Craftsme n (one participant) 
• Restauran t (one participant) 
• Danc e School (one participant) 

The focus group consisted of six components : 
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• Behavior  based questions- about what a participant has done or is doing in 
microenterprise 

• Opinions/value  based questions - about what a participant thinks about microenterpris e 
• Feeling  based questions - feeling s and less" I think." 
• Knowledge  - facts about microenterprise 
• Sensory  - about what participants have seen or heard about microenterprise 

(NOTE: componen t format was adapted from  Carte r McNamara's document" General 
Guidelines for Conducting Interviews."(1999). 

This report summarizes the results of each of the components listed above. Pleas e feel free to 
contact Latifa Ziyad at (617) 825-2794 or Latifa.ziyad@snhu.edu. 

Summary of Findings 

Overview 

Summary of participant views 

1. Behaviors : Are you preparing t o have a business in the near future? Is this your first 
business idea? Did you ever start a business before? 

• Mor e than half of the participants agreed they would prepare to start a business in near 
future. O f those : 
• tw o were definite yes' s 
• tw o were definit e no's 
• Non e of the participants had tried business before . 

2. Opinions/values: Did anyone ever hear of the term microenterprise? Do you think that 
business owners have a lot of time to do other things? Whe n do you think is the best time 
for someone to own a  business? 

• Onl y one of the seven participants recognized the term microenterprise. 
o On e of the college participants heard the term used in school, 
o Howeve r all of the participants said they would relate the term microenterprise 

with small business. 
• Mos t perceived business owners had no time for other things like: another job. 

o A t least three of the seven perceived a lack of time in the beginning of the 
business that reduced over time. 

• Thre e out of the seven thought that the best time to start a business was after obtaining a 
certain level of start-up capital which ranged from $10-$60K. 

• Tw o participants thought you needed to have work experience in order to know how to 
run an operation. 

• Tw o participants believed that the best time is after schoo l (college). 
• Tw o participants believed it was only after focus and goal orientation. 

Pg. 42 

mailto:Latifa.ziyad@snhu.edu


Latifa Turner Ziyad Dr . Jacob Savage NFTE Yout h Entrepreneurial Science Initiative at OB 

3. Feelings: What are your feelings about the success rate of businesses? Ho w do your 
perceptions about the success rate of business affect your confidence to plow forward when 
you reach a stumbling block in your business? A t what age range would you identify with 
the term "youth?" 

• A t least four participants felt most new businesses struggl e with failure. 
o O f those two participants thought that at least 50% of new businesses fail . 

• On e participant mentioned that his grandmother told him that restaurants 
represent th e largest number of new businesses and he watched many 
come and go. 

• Mos t participants thought that barriers would make them try harder. 
o Bot h females said that they would quit with problems, though one said she would 

try to fix it first. 
• Participant s identified youth as 10-3 0 year olds, though the most overlapping age range 

was between 13-2 5 

4. Knowledge - If given the opportunity for support, with perhaps a mentor and 
program format, how many of you would be interested in starting a business in a year? 
How much money a month would you need to make in order for you to be successful 
within the first year of business? Do you currently hol d a job? 

• Mos t participants agreed that if given the opportunity of support, a mentor and a program 
they would start a business in a year. 

o Tw o participants said they would not. 
o On e participant said that she would not want to be in a program but would like a 

mentor that worked with her if i t was someone she could relate to. 
• Mos t participants thought that making anything from $1000-8,000K a month within the 

first year of business represents a successful profit margin. 
o Thoug h the majority thought between $ 1000-2000K a month 
o On e participant thought that keeping the business alive with little debt was 

success in the first year. H e said that that's how the Music Business works. 
• Mos t participants did not currently hold a job. 

o Onl y one participant had a job. H e did administrative support work and held a 
second service job. H e was also the oldest participant at 23 years. 

o Anothe r participant was interviewing for City Jobs none related to the degree h e 
was seeking. 

5. Sensory - about what people have seen, touched, heard, tasted or smelled 

• Mos t of the participants thought that it was difficult t o start a business. 
They sighted things like local government restrictions and competition. 

• On e participant said that they thought with the advent of T. V. and 
internet it is easy to start but no guarantees of success. 
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• I t was interesting to see how many participants lived within the inner-city 
and had a family member that owned a business. 

• A l l o f the participants had a family member who they perceived to have a 
successful business . 

• N o participants perceived a family member to have a failed business . 
• A l l o f the participants either worked with or observed this person 

since early years of memory. 
• Famil y members who had businesses include d mothers, uncles, 

aunts, cousins, grandmothers an d grandfathers. Not e that father s 
and siblings did not appear on the lis t of family members wit h 
successful businesses . 

6. Background/demographics: How old are you? What was th e last completed grade? In 
which area do you reside? 

Participant's ages ranged from:  14-23. 
• Averag e age being: 17.6 
• Th e median age being: 16 
• Th e mode being: 15. 

• Grad e levels ranged from 9 grad e in high school to second or third year of college. 
o Mos t college participants went to the local community college. 

o Tw o of the college students were sitting out of school this semester because of 
financial reasons . 

• Participant s lived in various communities within Boston, Massachusetts including : 
Dorchester, Mattapan, South End and Roslindale. 

o Mos t were from Dorchester . 

8. Wra p up: participants offered final comments like: 

• Mos t said it was beneficial learning what other people thought in the focus group 
• Tha t this was each participant's first focus group experience. 
• On e participant said after the session she felt motivated to do anything. 

(NOTE: th e summar y report outline was adapted from  Richar d Noel's report" Political Science 
Focus group report: Summary of Findings and Departmental Responses to 
Suggestions."(February 2001). 

Suggestions for a program based on the findings of this report include: 
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• Conside r offering a program targeting 1 7 year olds; yet offer the program to youth 13-25. 
Also focus on college students that have put their educational goals on the back shelf for 
financial reasons . 

• Conside r a program that incorporates an educational and mentoring component that 
brings in a successful business relative into a structured learning environment. 

• Sculptur e a program that assumes that no participant has tried a business before . 

• Mak e sure that the term youth is defined in marketing materials as 14-25. 

• Prepar e females fo r additional motivational supports. 

• Targe t Dorchester for a pool of local participants, but allow open membership. 

• Us e marketing strategies for recruiting participants that offer non-intimidating yet, 
realistic start-up capital ranges and emphasize access to capital for qualified applicants . 
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6. Appendices NFT E PRE TES T 

N F T E YOUT H ENTREPRENEURSHI P SURVEY : PR E TEST 

1. Wha t i s your first and las t name? (We as k for your name only to match up your 
survey answers to a follow-up survey that you will complete in a few months. ) 

2. Wha t schoo l do you go to? 

3. Wha t i s your teacher's name? 

Interests and Activities 

4. Chec k all that apply to you: 

• a. I have started a business 

• b. I have worked for pay (I have had a job before) 

• c. I have opened a bank account 

• d. I have participated in a school club or activity 

• e. I have joined a school team or played a sport in school 

• f. I have volunteered or participated in a service project to help my 
community 

• g. I have joined a club or participated in activities outside of school 

• h. I have held leadership positions in a club or organization 

• i. Within the last month, I have spoken to an adult (other than my 
teacher) about a business topic. 

If you currentl y have a job (either self-employed or working for another), please 
answer Questions 5 - 7  I f you ar e not currently employed, please skip to 
Question #8. 

5. I f you currently have a job, please check the ite m that best describes your position: 
• I  am self-employed (I run my own business and can pay myself a wage , 

salary, or commission.) 
• I  am employed by someone else (I work for a person or a company that 

pays me a wage, salary , or commission). 
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6. I f you currently have a job, please check the average numbe r of hours that you work 
each week: 

• 1 - 5 hour s per week • 11-1 5 hour s per week 

• 6 - 1 0 hour s per week • 1 6 - 2 0 hour s per week 

• Mor e than 20 hour s per week 

7. I f you currently have a job, please check the numbe r that is closest to your rate of 
pay: 

• Les s than $ 3.00 pe r hour • $  3.01 -  $  5.00 pe r hour 

• $  5.01 -  $  7.00 pe r hour • $  7.01 -  $ 9.00 pe r hour 

• $9.0 1 -  10.0 0 pe r hour • Mor e than $ 10.00 pe r hour 

Business Knowledge 

Please answer the following questions to the best of your ability. Ther e is only 
one correct answer to each question. 

8. Wha t i s the correc t formula for return o n investment (ROI)? 

• ((Endin g wealth -  beginnin g wealth)/beginning wealth ) x 10 0 

• (Fixe d costs/gros s profi t per unit) x 10 0 

• ((Beginnin g wealth -  endin g wealth)/variable costs ) x 10 0 

• Non e of the abov e 

9. Wha t remain s after th e cost s of running a busines s have been paid? 

• Stoc k 
• Profit s 
• Taxe s 
• Sale s 

10. What doe s an income statement tel l an entrepreneur? 

• Amoun t of cash they hav e 

• Amoun t of debt they ow e 

• Amoun t of net profi t they earne d 

• Amoun t of retained earning s accumulated 
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11. I f you invest $5 in a business deal and one year later you have a $10 profit, 
What is your return on investment percentage? 

• 100 % 
• 20 % 
• 50 % 
• 200 % 

Please read the income statement for the Pie & Pastry Shop. Then use the information in the 
statement to answer questions 12 and 13. 

Pie & Pastry Shop Income Statement 

January 1  - Decembe r 1, 2003 

Sales $200,000 
Less cos t of 
goods 

$100,000 50% 

Gross profit $100,000 50% 
Less operating 
costs 

Fixed $50,000 25% 
Variable $10,000 5% 

$60,000 30% 
Profits $40,000 20% 
Less taxes $10,000 5% 
Net profit $30,000 15% 

12. What were the total operating costs for the Pie & Pastry Shop in 2003? 

• $50,00 0 
• $10,00 0 
• $60,00 0 
• $100,00 0 

13. Wha t was the Pie & Pastry Shop's total sales for 2003? 

• $200,00 0 
• $105,00 0 
• $10,00 0 
• $15,00 0 
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14. Whic h of the following would not  b e an example o f opportunity recognition: 

• Sa m opened a Pretze l Shop when h e noticed that there were no stores that sold 
pretzels in the entire area . 

• Myr a saw many notes posted in the grocery store bulletin board that read 
"Babysitter Needed". 

• Jama l bought a car because the bu s schedule was no t convenient. 

• Tiago' s teacher told him that many loca l small businesses neede d help 
designing. 

15. Whic h of the following would be a "competitive advantage" for the Pi e & Pastry 
Shop: 

• Th e shop is located in a convenient and busy location. 

• Th e shop earned hig h profits in its first year of operation. 

• Th e shop earned n o profits in its first year of operation. 

• Anothe r sub shop just opened a bloc k away. 

16. Whic h of the following would not  b e considered a target market fo r a business ? 

• Al l of its current customers. 

• It s former customers who now buy from another business . 

• A  group of potential customer s with an identifiabl e need . 

• Al l of the other businesses that produce the same good or service. 

17. Cash flow i s important to al l businesses. What i s cash flow? 

• ((Endin g wealth - beginnin g wealth)/beginning wealth ) x 10 0 

• (Fixe d costs/gros s profit per unit) x 10 0 

• ((Beginnin g wealth - endin g wealth)/variable costs ) x 10 0 

• Non e of the abov e 
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18. An entrepreneur wil l most likely write a business plan to: 

• Fulfil l a government regulatory requirement . 

• Registe r a busines s as a charity . 

• B e able to open a business account at a bank and to report ne t profit . 

• Develo p objectives for future succes s and to assist in raising capital. 

19. The economics of one unit is: 
• Retai l price - cos t of goods sold =  gross profit per uni t 

• Cos t of goods sold - gros s profits = variable cost s 

• Th e same as variable cost s 

• Equa l to return on investmen t 

Please use the following information to answer Questions 20-21. 

Lucas wants to start a  take-out sandwic h shop business. H e learn s that a small 
restaurant recentl y closed. I t i s located on a busy , downtown corne r with a 
number of large office buildings and a downtown mal l nearby. The space is 
available for rent for $4000 a month on a one-year lease. I t would need an 
investment of about $11,000 in renovations and improvements by Lucas to be 
ready for business. Luca s thinks he can average a  65% gros s profit on his sales 
of foods and beverages. His monthly fixed expenses, including a part-time helper 
at $200 a week, woul d be about $1200 plus rent. 

The following worksheet is provided for your use, but is NOT part of the test and 
you need not fill it out. However , the worksheet may help you calculate expenses 
and potential sales. 

a. Sale s $ 
b. Les s cost 

of goods 
$ 

c. Gros s 
profit 

$ 

d. Les s 
operating 
costs 

i) Fixe d $ 
ii) Variabl e $ 

$ 
e. Profit s $ 
f. Less taxe s $ 
g. Ne t profi t $ 
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20. Pleas e rank the following three questions in order of importance for STARTING the 
business: 
(1) mos t importan t 
(2) somewha t importan t o r 
(3) no t very importan t 

a. Shoul d the nam e o f the sho p be "Sandwiches 2 GO " or 
"Lunch Buy Lucas"? 

b. Wher e an d when d o workers an d shoppers in the are a 
eat now ? 

c. I s $4000 per month a  reasonabl e price for the rent ? 

21. Lucas has answered al l of his questions with good research and h e has done his 
estimates o n what his economics of one uni t (50% GP) , sales ($30,000 per month or 
$1000 per day), fixed expenses (approximately $950 0 per month), cas h flow, 
income, and loa n cost (at 5 % pe r year) to borrow the start-u p cas h and reserve s 
needed would be . He i s confident that his business can be profitable . 

Would you invest in Lucas's start-up business ? Pick the answe r you think i s most 
correct. 

a. Definitely . Th e busines s should be highl y profitable an d 
• successfu l 

b. Luca s should open a full-service restaurant , no t just a 
• sandwic h shop, which caters to only lunchtim e 

customers and has too limited a  men u 
c. No . Luca s couldn't possibly be profitable usin g the 

• busines s model described. 
• d . Luca s could hav e a  profitable sandwic h business in the 

area, bu t the mode l described may b e overly risky 
• e . Sinc e the vacan t restauran t isn' t open now, Lucas 

shouldn't make th e sam e mistake b y opening anothe r 
restaurant-type busines s in that location 

Attitudes, Interests and Feelings 

22. Pleas e use the following chart to indicate at what age you feel YOU are most likely to do the following things: 

Never Already 
Am 

In 1- 2 
years 

In 3 to 5 
years 

In 6 to 10 
years 

In 11 to 
20 years 

a. Be my own boss. • • • • • • 
b. Know what I need to know to start my 
own business. • • • • • • 
c. Ru n my own business. • • • • • • 
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For the next four sections, please mark the answer you feel most describes you 
in response to the following statements. Only select one answer for each 
statement. 

23.Attitudes Towards School: 
a. Getting good grades is very important for my future. 

Strongly 
Disagree 

• 
Disagree 

• 
Unsure 

• 
Agree 

• 
Strongly 
Agree 

• 
b. Doing well in school will help me get the things 1 want 

out of life. • • • • • 
c. I always try to do my best at school. • • • • • 
d.l plan to continue my education after hig h school. • • • • • 
e. I am interested in going to college. • • • • • 
f. I  have chosen a few colleges where 1 am planning to 

apply. • • • • • 

24. Attitudes Outside of School: 
a. When I am not in school, I spend time reading about 

business topics. 

Never 

• 

Not very 
often 

• 

Sometim 
es 

• 

A lot of 
the time 

• 
Always 

• 
b. When I am not in school, I spen d time reading the 

newspaper. • • • • • 
c. I spend free time on the Internet reading about things I 

learned in school, even though it is not required. • • • • • 
d.l spend my free time reading. • • • • • 

25. Number Attitudes: 
a.l calculate how much I personally spend and save. 

Never 

• 
Not very 

often 

• 
Sometimes 

• 
A lot of 
the time 

• 
Always 

• 
b.l create a personal budget so I know how much I can 

spend and how much to save. • • • • • 
c. When I buy something on sale, I figure out how much I 

save. • • • • • 
d. I try to figure how to buy things at the lowest price. • • • • • 
e. When I want to buy something, I figure out how long it will 

take to save the money I need to buy it. • • • • • 

26. Life Skills Strongly 
Neither 

Agree or 

a. I am confident I could talk to a group of 30 adults 
on a topic that I know. • • • • • 

b. If I were i n an elevator with a group of strangers 
who were talking about something i care about, I 
would feel comfortable sharing what I know. 

• • • • • 
c. If I fail at something, I try to figure out why so I can 

try it again and succeed. • • • • • 
d.lf I disagree with someone, I will try hard to get 

them to agree with me. • • • • • 
e. I get very frustrated when people don't do 

something I know is right for them to do. • • • • • 
f. When I work with other students on projects, I 

usually know the best way to get the work done. • • • • • 
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26. Life Skills Strongly 
Disagree Disagree 

Neither 
Agree or 
Disagree Agree 

Strongly 
Agree 

g. When I work with other students on projects, we 
are successful when they take my advice. • • • • • 

h. When I work with other students on projects, I am 
good at getting them to listen to me. • • • • • 

i. Whe n I work with other students on projects, I am 
good at listening to what others have to say. • • • • • 

j. I f something bad happens to me I am always able 
to look on the bright side. • • • • • 

k. I can find the good in a situation even if others 
can't. • • • • • 

l. I  thin k good things are going to happen to me. • • • • • 
m. Whe n I get what I want, it's because I worked 

hard for it. • • • • • 
n. Teachers expect me to do well in my school work. • • • • • 
o.My parents/guardian expect me to do well in my 

school work. • • • • • 
p. When other people ask me to do something, I 

always follow through. • • • • • 

Background Information 
27. Wh y ar e yo u takin g this class (chec k only the mos t important reason for you) ? 

• Had t o choos e a n electiv e 
a It i s a  require d clas s 
a Advisor recommende d i t 
a Friends were taking i t 
• Heard i t was a  fu n clas s 
a Interested i n the topi c 
• Fit int o your schedule 

28.Are you .. . 

• Femal e 
a Mal e 

29. Which o f th e followin g best describes your racial/ethnic background? I f yo u identif y 
with more than one group , please select "Other" and the n write in the group s that 
describe you . 

• Africa n American, not Hispanic 

• Asia n 

• Hispanic/Latin o 

• Nativ e American 
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30. How old are you? 

• 1 3 or younger •  1 7 

• 1 4 •  1 8 

• 1 5 •  1 9 

• 1 6 •  2 0 or older 

31. Are you currently attending school ? 
• Ye s (go to question 23) •  N o (go to question 24) 

32. What grade are you in? 

• 6 i n grad e •  10 in grade 

• 7 t h grad e •  11 th grade 

• 8 t h grad e •  12 th grade 

• 9 t h grade 

33. If you are not in school, wha t is the last grade you completed? 

• 6 t h grad e •  10 th grade 

• 7 t h grade •  11 th grade 

• 8 t h grad e •  12 th grade 

• 9 t h grade 
Other (please explain ) 

(for example, GED, Job Corps) 

Appendice 7. 
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John D , O'Bryan t Schoo l of 
Mathematics an d Science 

55 Molcolm X Blvd, Roxbucy, MA 02120 

617-635-9932 

Joel Stembridge , Headmaster 

e r o d e s - . 0 7 - 1 2 

H o u r s : 0 7 ; 2 0 o . m . - 0 1 : 4 0 p.m . 

Z o n e : H i g h 

T r i a d : C 

C l u s t e r : 6 

O u r S c h o o l 

SY 2 0 0 4 - 2 0 0 5 

O u r S t u d e n t s 

* Examinat io n schoo l : Admiss ion base d o n t e s t sco re s an d GPA 

* Advance d Placement cou rse s and chal lenging cur r icu lu m 

* O n - s i t e hea l t h c l in i c 

* Man y a f t e r - s c h o o l ac t i v i t i es : spo r t s , t u to r i ng , d u o s an d mor e 

U n i f o r m Pol icy : Non e 

O u r P a r t n e r s 

* Bosto n Un ive rs i t y 

* Br igha m and : W o m e n ' s Hosp i ta l 

* Mach in e S c i e n c e 

* M a s s a c h u s e t t s I n t s ' t u te o f Technolog y 

* M i c r o s o f t 

* Museu m of S c i e n ce 

* N o r t h e a s t e r n Un ive rs i t y 

* N S T A R 

* U M A S S / B o s t o n 

A w a r d s , Honor s an d D is t inc t ion s 

* S iemen s A w ad f or Advanced P lacement , S iemen s Foundat ion , 2 0 0 3 

To ta l enro l lment : 119 4 s tuaen t s 

B lack 47 ,1 % Regula r Educat io n 9 8 7 % 

Hispanic 17.3 % 

W h i t e 11.9 % 

As ian 2 2 . 8 % 

N a t i v e Amer i ca n 0 .4 % 

Spec ia l Educat io n 10% 

Bil ingual Eauca t i c n 01% 

Ave rage dai l y s tuden t a t tendance : 94 ,1 % 

S t u d e n t s p romote d t o n e xt grade : 96 , I % 

S t u d e n t mobi l i t y r a te : 5 .2 % 

Annual s tuden t d ropou t r a t e : 0 .8 % [middl e and hig h schoo l only ] 

S t u d e n t s suspended : N / 4 

O u r S t a f f 

T o t a l s t a f f : 8 9 Blac k 3 4 , 9 % 

S t a f f - t o - s t u d e n t ra t io : 1:1 3 Hispani c 12,4 % 

A v e r a g e dai l y s t a f f a t t endance : 95 .9 % W h i t e 4 4 , 9 % 

Asian 6 ,7 % 

N a t i v e Amer i ca n 1,1 % 

N u m s e r o f t e a c h e r: 6 0 

"h igh ly -qua l i f i ed" t e a c h e r s : 7 6 . 7 % 

T e a c h e r s I icense d i n Mass .: 100.0 % 

Core academi c course s taugh t b y 1 highl y ( fual i f iea " t e a c h e r : 7 9 , 9 % 
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