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INTRODUCTION 

 

ABOUT TYE:  

 

TYE (TiE Young entrepreneurs) is a TiE Global initiative dedicated to chapters integrating classroom sessions, 

mentoring and business plan competition aimed at High School students (grades 9-12 or equivalent college 

students are not allowed). TYE is designed to teach high school students entrepreneurship and leadership 

skills. All participating students are required to become TiE student members of respective chapters by 

paying the nominal applicable fee. After the successful run of this modular program at TiE Boston chapter 

for 5 consecutive years, TiE Global partnered with the Boston team to launch TYE Global in 2009 and began 

its first pilot in which 5 TiE chapters (Boston, London, Carolinas, Seattle, Delhi) participated, and has grown 

each year since then. The TYE Global program was designed for a nine-month period, which includes class 

room instruction, mentoring support for business plan development, and culminates with business 

plan competition phases. 

MISSION: 

 

To offer a global business plan competition along with structured curriculum, geared to educate and groom 

high school students as entrepreneurs and future leaders.  

VISION: 

 

Empower youth worldwide to be entrepreneurial and lead in a dynamic global environment through a 

unique integrated curriculum that can be modeled to meet local economic and social challenges. 

CORE OBJECTIVE OF TYE GLOBAL: 

 

 Develop business plan acumen and communication skills 

 Discover the challenges and rewards of entrepreneurship 

 Nurture to be a well rounded personality with leadership qualities 

 Instill confidence to lead in a global environmen
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PROGRAM OVERVIEW: 

CONSISTS OF THREE PHASES: 

 

 Phase 1 – Class Room Sessions and Curriculum (includes mentoring & inspirations stories) 

 Phase 2 – Business Plan Development 

 Phase 3 - Business Plan Competition 

 

PROGRAM PHASE 1 

 

CLASS ROOM SESSIONS AND CURRICULUM: (FOR CHAPTERS TO PROVIDE)  
 

Number of classes:  

Venue:  

Date:  

Time: 

 

PROGRAM PHASE 2 

 

BUSINESS PLAN DEVELOPMENT (ALLOW 12 WEEKS): 

 Students form teams of 4 – 5 students per team and are allowed to select teammates 

 Teams are allowed to come up with one or more ideas by designated timeline 

 Teams pitch their ideas to the organizers in private and receive guidance and feedback. 

 Each team is assigned a suitable mentor  from chapter charter membership 

 Mentoring may take place virtually or conduct in-person meeting
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MENTOR AND STUDENTS GUIDELINES MENTOR RESPONSIBILITIES 

 Meet the team to get to know the team members 

 Set up weekly conference calls to determine progress and to assist the team with specific suggestions 

 If needed, assign each team member responsibilities on any section of the business plan to fill any gaps in 

the plan 

 Work with the team on improving the content of their business plan and presentation skills. 

 Attend mock presentation and offer any suggestions to improve the plan and presentation 

 Keep the TYE Program Coordinator informed if any student is not taking his/her responsibility 

seriously 

WHAT MENTOR WILL NOT DO 
 

 Pick the idea for you 

 Write business plan 

 Prepare presentation 

STUDENT RESPONSIBILITIES 

 

Mentor is there to help you, not to do your work! 

 Pick a team lead – team lead is responsible for coordination with mentor 

 Prepare a concrete timeline for completing business plan and presentation – seek help from mentor 
to review the timeline 

 Make sure you attend all calls and any face-to-face meetings set up by the mentor 

 Take initiative in leveraging mentor’s experience 

 Be pro-active – ask questions if in doubt 

 Do not email mentor for help at the last second and expect an immediate reply 

 Keep the mentor coordinated and informed to ensure he/she is responsive to your needs 
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BUSINESS PLAN DEVELOPMENT MILESTONES  

 

MILESTONE 1 – DEFINE YOUR PRODUCT/SERVICE – 

 Complete Opportunity Assessment / SWOT 

 Complete Market Research 

o Identify Target Market 

o Define Market Size 

o Competition 

MILESTONE 2 – DEVELOP MARKETING STRATEGY –  

 Define Value Propositions 

 Identify Marketing Plan to Reach target customers 

 Develop Revenue (Business) Model 

MILESTONE 3 –  DEVELOP FINANCIAL PLAN – 

 Build Income Statement 

 Define Cash Requirements 

 Simple Cash Flow Model 

MILESTONE 4 –DRAFT OF BUSINESS PLAN PRESENTATION – 

 Executive Summary 

 Opportunity Definition 

 Market Size 

 Team 

 Background, Experience, Interest, Responsibility 

 Revenue Model 

 Financial Statement (Income Statement) 
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PROGRAM PHASE   3 

 

CHAPTER BUSINESS PLAN COMPETITION 

 

 Allow 6 - 8 weeks for business plan development 

 Mock presentations scheduled by chapter 

 Teams must have the complete business plan 

 Teams will present their plans privately and receive critique and positive feedback from judges 

 Presentation time is 15 minutes and Q&A is 10-15 minutes (includes feedback) 

 Typically, parents of the presenting team members are allowed to watch and take notes and photos 

 Each team will utilize the feedback and critique to improve the business plan and prepare for the final 

competition. 

 Winner of Chapter final will go on to Global Competition 

TYE GLOBAL BUSINESS PLAN COMPETITION- JUNE 27-28  

 

 Written plans due in iStart from teams by June 1st 

 Written plans read and scored by a Global panel of judges. Feedback will be available to teams June 15th  

 Presentations will  be held June 27-28, location to be announced August 15th  

 Presentation time is 15 minutes and Q&A is 10min. No feedback will be provided at this stage. 

 Presentations and Executive Summaries MUST be submitted in iStart by June 22nd  

 Global Gala and winners announced June 28th 
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JUDGING CRITERIA AND GUIDELINES 

 

All teams are judged based on the following judging criteria. The score card below is used as a tool for the 

judges to evaluate the teams in various criteria.  It is imperative that the students and judges understand 

the guidelines and comply. 

 

I. Judging Criteria: The overall score at the end of the competition will depend on the 

following factors: 

a. Final presentation (75%): The judges will grade each team on a scale from one to ten on 

the following factors: 

i. Concept:  How strong is the value proposition? Is the idea providing an 

innovative solution to a key real-world problem? 

ii. Business Model:  How strong is the execution plan of the company (sales and 

marketing, pricing, business model) and if it’s a for-profit, can the company 

earn money, or if it’s a social enterprise, be a viable solution to make an 

impact on the community? 

iii. Presentation: How clear, well-defined, and well-delivered is the presentation? 

b. Final Business Plan (25%): The judges will grade the business plans on the same set of factors 

as the final presentation: concept, business model, and how well the business is written and 

how powerfully it conveys the purpose and message behind the idea. 
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PRESENTATION SCORE SHEET 

 

TiE Young Entrepreneur 
 

2013 Global Business Plan 

Competition June 27 – 28, 2015 

 

Judge:__________________________________________________________________ 

Team:__________________________________________________________________ 

 

Business Plans will account for 25% of the overall score, and Presentations will account for 75% of the 

overall score. 

In scoring each opportunity, consider the following: 

 Is this area covered in adequate detail? 

 Does this team show a clear understanding of the elements that should be addressed in each category? 

 Are the assumptions presented realistic and reasonable? 
 Are the risks identified and the ability to manage those risks conveyed? 

 What was your overall impression of the presentation of each aspect? 

 

Scoring: Rate each item on a scale of 0-10, 10 being the best. 

 Presentation Score 

1. Concept 

How strong is the value proposition?  Is the idea providing an innovative solution to a key real-world 

problem? 

 

2. Business Model 

How strong is the execution plan of the company (sales and marketing, pricing, business model) and can the 

company earn money, if it’s a nonprofit, or be a viable solution to make an impact on the community (if it’s a 

social enterprise)? 

 

3. Presentation 

How clear, well-defined, and well-delivered is the presentation? 

 

 Total Points (max 30)  
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WRITTEN PLAN SCORE SHEET 

 

 
 

Business Plan document 

 

Score 

1 Concept How strong is the value proposition?  Is the idea providing an innovative 

solution to a key real-world problem? 

 

2 Business Model How strong is the execution plan of the company (sales and 

marketing, pricing, business model) and can the company earn money, if it’s a nonprofit, 

or be a viable solution to make an impact on the community (if it’s a social enterprise)? 

 

3 Market Analysis Is the analysis complete? Is competitive analysis done? Are 

assumptions valid? 

 

4 Financial Analysis Are financial projections reasonable?  

5 Writing Style Does the document complement presentation and provide 

adequate details? Are analyses explained logically? Are risks identified? 

 

 Total Points (max 50) Carries 25% weight of final points  
 

Final points (max 100): Presentation * 1.5 + Business plan * 0.5:
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TYE GLOBAL CURRICULUM OVERVIEW 

 

The TYE program curriculum is developed to achieve 2 objectives to provide the young and aspiring 

entrepreneurs with: 

- Basic knowledge required to develop an idea into a viable business plan 

- Skills that can translate into any professional day-to-day activity 

TEACHING SESSIONS: 

 

TOPIC 1 - WHAT IS ENTREPRENEURSHIP? 
 

This interactive session allows the students to explore their own definitions of entrepreneurship and 
entrepreneurial role-models. To make this an energizing class, the discussion is promoted by inspiring 
entrepreneurs that can engage the student by sharing their stories. Key takeaways for students are: 

 What does an Entrepreneur do? 

 How does an Entrepreneur earn wealth? 

 Pros and Cons of being an Entrepreneur. 

TOPIC 2 - OPPORTUNITY RECOGNITION 

 

To promote the students thinking about their business ideas, it is important to give them a context, a 

business lens, to look at new opportunities and assess their viabilities as a business. During this session, the 

students learn: 

 Cost/Benefit Analysis. 

 Opportunity Cost. 

 SWOT Analysis. 

TOPIC 3 - MARKETING 

Any business needs to find the way to reach its customers. Here the students start to think about the 
essential purpose and thinking that goes with marketing their service or product to its key customers. 
Marketing session covers topics from market research to developing a market strategy and Break-even 
analysis. To help the students best comprehend the details of marketing, the session is broken into 2 
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different dates. The 2nd date is typically scheduled at the end of the program as the groups have already 
begun to build their business ideas. Overall, the Marketing session covers: 

 

 What is marketing? 

 What is the purpose of marketing? 

 Effective marketing 

 Benefits of marketing? 

 Market research: the five W's 

 Competitive strategies 

 Advertising and publicity 

 Break even analysis 

TOPIC 4 -  FINANCE 
 

Probably the toughest and most important aspect of the course is to give these young students a taste and 
appreciation for financial requirements in a business plan and operation. The course will cover the topics at 
a high level to give an exposure for the different elements of a financial model and planning, including key 
elements of the business plan starting with the Income Statement. This session is also broken into 2 dates to 
provide the students time to learn the following topics: 

 Identify Sources and Types of Funding 

 Various Financial terms like Unit of Sale, Fixed Cost, Gross Profit, etc. 

 Various Financial Formulas like Break Even Analysis, ROI, etc. 

 Introduction to Balance Sheet, Income Statement, Cash Flow statement 

 Introduction to Stocks, Bonds, Credit (Personal and Business), Debt, Venture Capital 

 Taxation and Ethical Business Behavior 
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TOPIC 5 -  BUSINESS LAW 

 

This session will provide the students with the overview of legal aspects of a business. Starting with defining 

the different types of corporations, the session will cover topics of contracts and intellectual property so 

that the students gain an appreciation for the legal requirements to launching and starting a business. 

 What are the key legal contracts and agreements? 

 Understand the different types of Corporations. 

 Intellectual Property Protection 

TOPIC 6 - BUSINESS MODELS  
 

The goal of this session is for the students to start thinking about their revenue model – who is my customer 
and how do I get paid for my product or service. By exploring the different types of business models and 
understanding their value proposition, students can see new opportunities to make money for their 
products or service. 

 

TOPIC 7 –  PRESENTATION & TEAM BUILDING SKILLS 
 

While the sessions mainly concentrate on the elements of the business plan, it is critical that the students 
begin the learning for keys skills they are required to use in building and presenting their business ideas and 
will sustain after the conclusion of this journey. These skills are integrated within the daily agenda along 
with the hard business skills. Some of the key long-term skills are: 

 Teamwork and team building 

 Project management 

 Leadership and listening skills 

 Presentation skills 
 

SPEAKER SESSIONS:  

Topic 1 – Opportunity Recognition 
Topic 2 – Clean Technology & Energy 
Topic 3 – Social Entrepreneurship 
Topic 4 – Life Sciences & Healthcare 
Topic 5 – Wireless & New Media 
Topic 6 – Venture Capital 
Topic 7 – Consumer Products 
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OUTLINE FOR THE BUSINESS PLAN PRESENTATION- 12-15 PAGES 

 

 Opportunity Definition 

 Market Size 

 Team 

 Background, Experience, Interest, Responsibility 

 Revenue Model 

 Financial Statement (Income Statement) 

 Competition 
 

OUTLINE FOR EXECUTIVE SUMMARY 

 

The executive summary should consist of: 

 

 One paragraph briefly describing the product, its purpose and usefulness 

 One  paragraph  devoted  to  projected  revenues  over  the  years  and  operating  profit. Should 

specifically mention by when they expect to break even 

 One paragraph on market segment,   to whom will the product be marketed to and competitive 

advantages 

 Last paragraph to future growth strategy potential and markets that product can be marketed to. 

 

GUIDE FOR ACTUAL BUSINESS PLAN 

 

1. Executive Summary followed by Goals, Mission and keys to success 

2. Company Summary 

 Company   ownership   –   Type   of   entity -   Corporation   or   LLC   etc.,   who   are   the 

owners/founders and amount of funding they are providing if any 

 Company Expenses -  outline the various start up  expenses with amounts  related to legal, 

consulting, manufacturing etc. How much capital do they need to operate in the first three 

years and who they intend to reach out to for raising this capital – Ex. VC’s and/or private 

equity. 

 Start up expenses chart/exhibit to build prototype 

 Company location and facilities 
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3. Product description 

 Brief description of product, who it will be used by, its benefits 

 Describe in detail the product 

 Its benefits in detail 

 Competition and comparison with competitors, focus on weakness of competitors 

 Sourcing – what are the raw materials needed to develop the product, who will be used for 

manufacturing 

 Technology – what type of technology will be used to develop the product 

 Regulatory Requirements 

 Touch on Future Products and markets using this technology 

 

4. Market Analysis and Summary 

 Should consist of market size, segmentation, industry analysis and industry participants 

 What are the barriers to entry in the market and developing the product 
 

 

5. Marketing Strategy and Implementation 

 Marketing Strategy 

 Promotional Strategy 

 Advertising Strategy 

 Pricing strategy – any discounts and commission rates should be specified 

 Distribution strategy 

 

6. Risks and Exit Strategy 

 

7. Financials should focus on 

 Cost of Materials 

 Sales and Revenue Projections- consist of 3 years projections for revenue, expenses and 

operating loss/profit 

 Break even analysis 

 Operating expenses- include salaries, capital expenditures, marketing and operational 

 Above information should be in some kind of a chart with details 

8. Management Team – who are the key management people/advisory committee/ Board of Directors 

Exhibits should be attached of product, product specifications, research on competitors, contact made 

so far, entities to whom this product can be marketed to etc. 
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MOCK PRESENTATION GUIDELINES  
 

 Dress Code is Business suits (though local chapters are free to decide) 

 

 Bring (5) copies of business plan executive summary (2-3 pages) ready to hand out to judges prior to the 

presentation. 

 

 Please arrive half hour before your scheduled presentation time. 

 

 Order of presentation and timing will be accommodated to your schedule but you need to email us and confirm 

first. 

 

 Structure of the presentation: 

 

 Presentation time - 15 minutes, 

 

 Q&A and feedback by judges- 10 minutes 

 

 Transition time - 5 minutes 

 

 Parents/Family member accompanying can watch their Team's presentation onl
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