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Hub
Mission 1

FL Hub
Mission 1

What’s the Problem?

Income + Expensese

The Pitch + Ask Competitive Advantage

Brainstorming in Action

Risk Management

Unique Value Proposition

Investing in Your Future

Business Model

Adulting 101

Customer Acquisition

This hub mission aims to help participants
identify a targeted issue/problem they will

address. Progress: Participants should
finish any slides dedicated to the PROBLEM
in their Pitch Deck before the next session.

Participants will learn about different forms
of income + expenses, as well as about

building a budget.

This hub mission gives time for
participants to develop an ask, finalize

their slide deck, and practice their pitch.
Progress: Participants should complete

the Pitch Deck, and have written and
actively be practicing their pitch.

This hub mission is about differentiating
the business from its competitors &

identifying an innovative edge.
Progress: Participants should finish any
slides on ADVANTAGE in their Pitch Deck

before the next session.

This hub mission aims to help students
identify a solution to the problem they

identified last session. Progress:
Participants should finish any slides

dedicated to their SOLUTION in their Pitch
Deck before the next session.

Participants will learn about the “Accept,
Avoid, Reduce, Shift” method to managing

risk, and the role insurance plays in the
process.

This hub mission focuses what makes a
participants solution unique and valuable.
Progress: Participants should finish any

slides dedicated to UVP in their Pitch Deck
before the next session.

Participants will learn about investing,
retirement, large purchases, and the power

of compounding.

This hub mission focuses on building the
business structure, channels of delivery, &

determining how the business will make money.
Progress: Participants should develop 2-3

slides with pictures & graphics to detail their
ideas from this session before the next session.

Participants will learn about the most
common mistakes, misconceptions, and

missteps made in relation to daily monetary
decisions.

This hub mission is about customer
characteristics and tactics for achieving

successful outreach. Progress:
Participants should finish any slides

dedicated to ACQUISITION in their Pitch
Deck before the next session.

Ecosystem Building

This hub mission is about connection,
relationships, and creating positive

impact. Progress: Participants should
finish any slides on ECOSYSTEM in

their Pitch Deck before the next
session.

The first 8 Hub Missions on this timeline represent the primary curriculum. These 8 Hub Missions will lead students through the entirety of
their project from brainstorming, planning, designing and editing, to pitch development final preparations. The 4 Hub Missions on the

bottom of this timeline (all maroon) are life skills lessons focusing on financial literacy. These “FL” lessons can be added into the timeline
between the primary Hub Missions or at the end as a 4 part conclusion. This decision is at the discretion of the educator. 
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