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( 25 Great Ideas (
How To Create Fun Learning Activities

#1
Do A Walk-About

Clients post their draft business descriptions or marketing materials all around the training room 

with a blank sheet of paper  underneath it.  Have everyone walk around the room and add their 

comments.  

#2
Business Plan Game

Split group into 5 small groups.  Tell them the entire group is starting a business that sells shoes.  Each group is responsible for developing one section of the business plan (executive summary, marketing, finance, operations, organization; or add a 6th group with marketing topics divided up.)   The group has 45 minutes to develop a business plan to present to a venture capitalist.  You can choose to tell them the amount of capital they have and the amount of the loan they are requesting, or have them make it up themselves. Leave it up to the group to discover that all of the components of the business plan inter-connect, and they need to speak to each other in order to develop a plan that makes sense.  This game also gives people a sense of accomplishment when they realize they can put together a preliminary plan in a short space of time using common sense and their existing knowledge.   For fun, have a couple of staff people from your organization appear as venture capitalists and give a verdict on the presentation.  A different version of this game is to have small teams of 3 – 5 people develop a business plan for one person on the team in a 45 minute period. 

#3
You’re The Expert

Ask the group to list extra topics they are interested in.  Each person chooses a topic, researches it and develops or organizes a 10 minute presentation on this topic.  Provide a time of day, such as at the beginning of each workshop for this to happen.

#4
Meet The Entrepreneur

Invite past graduates of your program or local entrepreneurs to come in and share lessons learned.  Give each entrepreneur a focus, such as:  “The silliest thing I ever did to make a sale”, “How I get out of bed every day when the going gets tough”, and “10 creative ways to thank a customer for their business.”

#5
Field Visits

Arrange a tour at a local business.  Ask the owner to talk about the realities, surprises, challenges and joys of being self-employed.

#6
Debates

Set up debating teams to discuss a contentious topic, such as “The success of my business depends on having sufficient start-up capital.” 

#7
Mock Interviews

Have clients interview each other in pairs about their business plan and/or skills to operate the business.  They could pretend to be potential investors, suppliers, customers, etc.  Invite them to give each other feedback and ideas.

#8
Fishbowl Demonstrations

Have 2 people demonstrate a skill, such as cold calling at the front of the room (they are the fish in the bowl).  The rest of the group writes down things they say and do that are effective, as well as suggestions or alternatives.  These comments are shared during a constructive feedback session following the demonstration.

#9
Videotaped Feedback

Videotape clients during a skills practice session, such as selling skills.  Give them a copy of their performance to review privately.

#10
Case Studies

Make up a typical case scenario for a chosen business topic, along with a set of discussion questions.  Ask clients to resolve the situation in small groups.

#11
Collages

Provide each client with a blank flipchart, lots of crayons and markers, scissors, glue and magazines.  Ask them to create a collage for a selected topic, such as “My self image as a person in business”. 

#12
Visualization Exercises

Invite clients to close their eyes and imagine their ideal business in 3 years.  Ask them to develop a specific image in their mind, then to draw it on a flipchart with crayons or markers.  Give them the opportunity to describe their business vision to another person.  Suggest they post their picture in their office space.

#13
Role Plays 

In pairs or small teams, ask clients to apply newly learned skills by acting out a typical situation.  Some people may feel more comfortable doing this with props and costumes. 

#14
In-basket Exercise
Ask clients to bring in a sample of receipts, bills and mail.  Give them each a set of blank folders and access to a garbage pail.  Ask them to set up a filing system and to throw out junk mail and unnecessary pieces of paper.  

#15
Simulations

Set up a mock situation for clients to apply a new concept.   For example, as part of a bookkeeping workshop, make up sets of business receipts and place some boxes around the training room with different account names written on them.  Split clients into teams and give each team a set of receipts.  Clients have 20 minutes to place receipts in the correct account boxes.   

#16
Mastermind Groups

Establish groups of 3 or 4 people and provide a weekly one-hour meeting time (in-person or conference call).  Suggest that the first 10 minutes be spent with each person providing a brief update on progress or challenges, the next 40 minutes on discussion of a chosen topic, then the final 10 minutes for each person to state their action plan for the following week.

#17
Site Visits

As part of the training program, have pairs of trainers and coaches visit each client at their place 

of business.  Beforehand, you could also have the group choose a buddy or a success team of 3

people and get them to visit each other.   The purpose of this activity is for trainers and coaches

to get a handle on a client’s real life situation, to motivate clients to set up a work space, to 

legitimize home based businesses, to give people the opportunity to see how others use their 

space creatively, and to allow clients to “show off”. 

#18
Story Telling Circles

Ask clients to tell a story about something they wish they already had or could do as though it were already true.  For example, visualize your dream business, and then tell it as a story in the present tense.

#19
Chants

Ask clients to make a short list of things they want to remember or things they are avoiding doing, and then sing it out loud to a beat or familiar tune such as “Twinkle, Twinkle Little Star”.  For example:  “I will call 2 clients today and ask them when they expect to pay.”   This can also be done with simple goals or affirmations and repeated several times.  For example:  Chant “I am healthy and filled with energy” several times.

#20
Games

Make up warm-ups or quizzes based on Bingo, Jeopardy, Red Rover, card games, charades, musical chairs, jumping jacks, etc.

#21
Panels

Bring in guest speakers for specific topics.  For example, invite three different individuals to speak on financing your business, such as a local banker, a community loan fund manager, and an entrepreneur who used creative sources of financing.

#22
Round Robin Business Clinics

About mid-way through the program, ask clients for a list of areas related to the business plan that they are still struggling with.  Have tables set up in the training room with a trainer/coach at each table facilitating a discussion for one particular topic.  Clients can rotate from table to table, or stay at the same place for the whole time.  An alternative is to split the group into two groups according to either progress level or industry sector (eg. “advanced” and “still advancing” , or “product” and “service”, or “retail” and “manufacturing”, etc.).  Once split into groups, pursue a chosen discussion topic. 

#23
Networking Activities

Arrange a business networking session with your current training group, entrepreneurs from previous sessions, and/or clients at other organizations in your community.  A twist on this idea is to arrange a party for your clients and their families/support people.  This can be useful near the beginning of the program if some people have partners who are fearful about the change they are going through, or at the end of the program as a community celebration or graduation ceremony.

#24
Trade Shows

Set up a mini trade show over lunchtime at your organization.  Each client is expected to set up their own table showing samples of their work, demonstrating their service, and/or having their promotional package available.  Publicize the event internally, invite funders, guest speakers and local businesses.  Take pictures and publish them in your organization’s newsletter.

#25
Business Plan Presentations

Mid-way through the training program, hold a workshop on how to give presentations.  Ask clients to prepare a 10 minute presentation of their business plan (not a presentation of their product or service) for the following week. The rest of the group will give feedback on the plan.  If you have a large group, it may be best to split into presentation teams of 5 – 7 people.  These draft presentations give clients the opportunity to put everything together, to realize how much they have accomplished so far, and to identify gaps in their business plans.  At the end of the program, repeat the experience with final business plans presented to a panel made up of clients, staff, funders and community volunteers.  Encourage clients to be creative in their presentations, to involve the audience, and to take it seriously.  Written plans can be handed in the day of the final presentation, or a week later once clients have had the opportunity to include input from the panel.
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