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Overview of Entrepreneurship
Entrepreneurship is  a category that  consists  of  events that  go beyond the market ing focus of

other DECA written events and force you to consider all the various aspects of developing a successful
business,  inc luding:  f inances,  product  development ,  d is t r ibut ion,  legal  af fa i rs ,  industry ,  management,
and marketing. Due to the larger scope of these events, competitors should be aware that it takes more
time, planning, and effort to create a comprehensive plan that effectively covers o// the necessities for
creat ing and mainta in ing a successfu l  business.

The two most  important  components of  the entrepreneurship p lan are the idea and the
execut ion.  The idea consists  of  the product  you p lan to develop and sel l  in  your  business and i ts
at t r ibutes whi le  the execut ion consists  of  how wel l  you are able to establ ish the market ing,  f inancia l ,
and presentat ion por t ions of  your  p lan.  Anyone,  wi th the proper t ra in ing and dedicat ion can develop
and execute the per fect  business p lan and presentat ion,  but  great  ideas are harder  to develop.
Anecdota l  ev idence shows that  great  execut ion is  enough to win at  NorCal  and State conferences ( in
2009 an Internet  Market ing Plan sel l ing onl ine ice cream won top 3 because of  the wr i t ten p lan and
presentat ion were top-notch) ,  however to win at  the Internat ional  level  requi res a great  execut ion of  a
v iab le  i dea .

Basic Overview
There are 4 basic  entrepreneurship events.  Each event  consists  of  a wr i t ten por t ion (60% of  f ina l  score)
and presentat ion (40% of  f ina l  score) .  Here is  a table of fer ing a s imple summary of  the events:
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Event Details
Because business plan events are so diverse (a cupcake business may be competing with cloud
computing services), judging becomes very subjective. To win, it is vital to show your judges (who are
supposed to take the posit ion of investors) that your business is the best bet for their  money. ln
addit ion, an extensive understanding of the industry where you are operat ing in is necessary in order to
effect ively answer any quest ions on your plan as wel l  as ensure that your company has implementat ions



to avoid the drawbacks of your competi tors.  The fol lowing sect ions elaborate on how to do so for the
dif ferent events. For information on how to tackle specif ic sect ions ( i .e.  f inancials) look further down or
read the sample plans.

Entrepreneurship Participating IENPI and ENPF]
{ieneral Look
Both ENPI and ENPF are events in which individuals can independent ly create and pi tch a business plan.
However,  unl ike other business plan events, the ENPF and ENPI events are not weighted when i t  comes
to the wri t ten plan and the presentat ion.

o ENPI ( lndependent) -  A business that f i ts into this category is general ly smal ler than one that
would compete in IBP or ENW. l t  general ly consists of more local businesses or shops as
opposed to large corporations.

o ENPF (Franchising)- Franchising is taking an exist ing business (ex. Yogurt land)and opening i t  in
another locat ion where i t  can potent ial ly be successful .  Usual ly this is done to stores and shops
such as McDonalds, Quizno's,  yogurt  shops, Starbucks's,  etc.  However,  i t  is not l imited to food
stores.

Parts and Pieces
The wri t ten plan for both events has 5 required parts:

1. Execut ive Summary
2. Descript jon and Analysis of the Business Situat ion
3. Proposed Market ing/Promotion Plan
4. Proposed Financing Plan
5. Bibl iography
6. Appendix (optional)

Entrepreneurship Written [ENW]
General Look
ENW wil l  require an extensive knowledge of the industry you want your business to compete in.  Many
business plans fal l  into this category as i t  is not l imited to any industry.  Any idea for a business can
compete in this event.  Look at the resources page at the end of this guide for more detai ls on where you
should look for ideas.

r Judging for this event is extremely subject ive. Because any business idea can compete in ENW,
you have to make not only your business stand out,  but yourself  (This does not mean wear
f lashy clothing or start  dancing during your presentat ion).  One way to stand out is to have an
ingenious business idea !

Parts and Pieces
The ENW business plan consists of 7 required parts:

1. Execut ive summarV
2. Introduct ion
3. Analysis of Business Situat ion
4. Planned Operat ion of Proposed Business
5.  P lanned F inanc ing
6. Conclusion
L Bibl iography
8. Appendix (optionol)



International Business Plan (IBP)

Gsneral L00k
IBP wi l l  require knowledge of the countryyou want to start  up in and this includes i ts cul ture, customs,
tradit ions, etc.  Also knowing your industry wi l l  help as wel l .  Your job in this category is to create a
business plan for a start-up in a country other than the U.S. Al l  these requirements mean that you wi l l
be forced to conduct research into the workings of the country you plan to establ ish in AND i ts laws.

r What is special  about the country you want to base your company in? ls your target market unique
there? Are the laws unique that wi l l  help your business or inhibi t  the competi t ion? Are costs lower
in that nat ion?

r Can the proposed operat ion be based here in the United States and st i l l  work? What might be
dif ferent i f  th is were the case? ( l f  the answer is yes, you maywantto thinktwice about submitt ing i t
as IBP - you may be better of f  in ENW.)

Parts and Pieces
There are 6 oarts:

L Execut ive Summarv
2. lntroduct ion
3. Analysis of Internat ional Business Situat ion
4. Planned Operat ion of Proposed Business
5.  P lanned F inanc ing
6. Bibl iography
7. Appendix (optionol)

General Strategies
' [ 'he Business lrJea

When developing a business idea,  ask yoursel f  these quest ions:
.  How is  my business idea powerfu l  and unique?
e How am I  generat ing revenue?
r Who wi l l  buy my product /  serv ice?
.  Why wi l l  they buy my product /  serv ice?
o What makes me different from my competit ion?
r  What 's  s topping an establ ished business f rom copying my idea? (Think past  patents)

l f  you are having t rouble developing an idea,  research new technologies ( i .e .  advances in solar  panels,
c loud comput ing,  b io- fuels ,  growth in  mobi le  devices,  etc . )  and see how they can be in tegrated in to a
product .  You do not  necessar i ly  have to make a revolut ionary new product / industry  ( i .e .  iPhone);
f ind ing new uses and/or  improving ex is t ing products can be prof i table as wel l .  Remember,  innovate!
' l 'he I lusiness Plun

1.  Star t  ear ly  and manage your  t ime.
2.  Use your  resources ( i .e .  of f icers,  MVDECA's websi te,  fami ly ,  f r iends,  companies,  in ternet)
3.  Wr i te down a rough draf t  o f  every sect ion and then improve upon i t .  You don' t  have to be per fect

the f i rs t  t ime around!
4.  Make sure your  p lan is  wel l - format ted and aesthet ica l ly  p leasing.



a.  With that  sa id,  t ry  to mainta in professional ism. Your judge wi l l  not  be impressed wi th a
cover  consist ing of  bunnies and unicorns prancing around i f  i t  isn ' t  re lated to your  business.

b.  Al l  sect ions except  for  the Execut ive Summary,  Bib l iography,  and Appendix must  be at  least
double spaced.

5.  The execut ive summary is  the most  important  par t  of  your  business p lan.
a.  l t  should be comprehensive,  yet  concise and re levant .  Only inc lude what  real ly  mat ters!

Your judge is  ass igned to read numerous p lans in  a l imi ted amount  of  t ime.  Whether  or  not
they read the whole p lan,  you can rest  assured that  they wi l l  look at  the execut ive summary.

6.  Fol low al l  o f f ic ia l  guidel ines put  out  by DECA! Penal ty  points are a quick way f rom L ' t  to  last  p lace.
a. Guidelines for all events can be found here: http:' ,,ww.deca.ora npetit ions/hiohschool

' l '  
h e Ii u si n ess I) r 'e se n tGti an

1.  Make your  presentat ion in  advance -  Your presentat ion is  what  your  judge wi l l  remember the most
when g iv ing scores.  Make sure i t  is  professional  and rehearsed.  Don' t  fa l l  under the impression that
you can make your  presentat ion the day,  or  week,  before compet i t ions and win.

2.  Stay consistent  in  logos,  co lor  scheme, etc.  between your  p lan and presentat ion
3.  Keep your  presentat ion s imple,  concise,  and to the point .

a.  L imi t the amount  of  words on your  Powerpoint  s l ides.  Do not  use sentences;  the content  is
in  what  you say,  not  wr i te .

4.  Put  a s l ide wi th l inks to a l l the other  s l ides at  the end of  your  presentat ion.  This is  so that  you can
refer  to  these s l ides quick ly  and easi ly  when your  judge asks quest ions.

5.  Rehearse unt i l  you can present  even wi thout  the help of  a Powerpoint
a.  But  don' t  memor ize the presentat ion word for  wordlThere 's  a d i f ference between ta lk ing

to the judge and ta lk ing ot  the judge.

6.  Spl i t  the presentat ion evenly between your  team members.  Coordinat ion wi l l  great ly  af fect  your
judge's impression of  you.  l t  wi l l  a lso be par t  of  your  score.

7.  Star t  s t rong.  Greet  the judge warmly and g ive them di rect  eye contact  when you shake thei r  hand.
8.  Always t ry  to g ive eye contact  whi le  speaking ( looking at  the judge's  eyebrows or  forehead is  a good

al ternat ive) .
9.  Look conf ident  and poised.  F idget ing wi l l  great ly  reduce your  chances at  a t rophy.
10.  Smi le!  The judge is  a person tool  They wi l l  l ike you a lo t  bet ter  i f  you are f r iendly.
11.  Dress accordingly ;  MVDECA wi l l  have tutor ia ls  on how to dress for  a presentat ion.
12.  Show that  you care about  your  proposed businessl
13.  Make the sale!

a.  Too many people s imply expla in thei r  business and leave.  You have to le t  your  judge know
that  you' re here to acquire an investment .

The Sections Explained
For more concrete examples of  each sect ion,  refer  to  the sample p lans.

Executive Summary
The Execut ive Summary is  the most  important  par t  of  your  business p lan.  Because judges are g iven a
l imi ted amount  of  t ime to judge the ent i re p lans,  they usual ly  sk im through the actual  body whi le
focusing on the in format ion provided to them in the execut ive summary.  F i rs t  impressions are v i ta l  and
an excel lent  execut ive summary wi l l  lead judges to award more points for  the rest  of  your  business p lan



as wel l .  Every judge you have wi l l  read th is  ent i re sect ion in  depth,  so make sure that  i t  conveys what
you want  the judges to know. Here 's  a sample out l ine:

1.  Miss ion Statement :  What  is  the purpose of  your  business?
2.  Problem: What  need does your  product  fu l f i l l?
3.  Solut ion:  How does your  product  uniquely solve the problem? What makes your  product

different form competitors?
4.  Sales and Market ing:  How do you p lan to sel l  your  product  and generate revenue? You should

ident i fy  your  target  markets in  th is  sect ion and br ief ly  descr ibe the methods used to market
your  product  to  them.

5.  Management team: Keep th is  sect ion shor t ,  convey that  you have an ef fect ive team in p lace
6.  F inancia l  Data:  Let  your  judge know what  funding you've a l ready secured and how much you

need as an investment .  Also show pro jected growth f inancia l ly .
7.  Exi t  Strategies:  How wi l l  the judge benef i t  f rom invest ing in  your  company? What  are the

returns?
Al though the sect ions do not  a l l  have to be l is ted or  in  that  order ,  i t  is  important  to  answer the
quest ions in  your  execut ive summary so the judges can quick ly  see why your  product  is  both super ior
and a good investment .  DECA guidel ines states that  th is  sect ion can be one page at  most  (s ingle spaced)
so do not  e laborate too much.

The executive summary should be written last. With that said, keep a basic outl ine at hand when
wr i t ing your  p lan so as to remain coherent  and focused throughout .  The execut ive summary guides your
business and def ines i ts  basic  purpose;  be sure you know what  the answers to the quest ions are when
you go to wr i te  your  p lan so your  p lan stays organized.  When your  p lan is  completed,  come back and
wr i te your  execut ive summary when the p lan is  completed.

Introduction
The t i t le  for  th is  sect ion is  largely sel f -explanatory,  as you int roduce your  company in greater  deta i l .
Some topics that  are helpfu l  to  inc lude are:

.  Type of  business:  Are you sel l ing goods or  prov id ing serv ices? What  are they?

.  Opportuni ty :  Even a qual i ty  productwi l l fa i l  i f  there is  no demand;  establ ish the demand of  the
market  (one usefu l  reference is  the s ize of  an industry  and whether  or  not  i t  is  growing)

o Problem:What is  the problem in the current  industry? What  is  the "pain point"?
o Solut ion:  How does your  product  so lve the problem ef fect ive ly  in  order to capture the market?
o Resources/References:  People you have ta lked to that  g ive you conf idence that  your  product  is

v iab le

Analysis of Business Situation
Address your own strengths and weoknesses, your competitorJs strengths and weaknesses, your
operat ing envi ronment  (headquarters,  industry  t rends,  etc . ) ,  your  market  segment  (analyze
demographic in format ion,  buying power,  etc . ) ,  and other  important  aspects of  the industry .  Also ident i fy
your  target  market(s)  in  th is  sect ion.  For  IBP compet i tors,  you can begin to ta lk  about  the advantages of
choosing your  desi red country.

Planned Operation of Business
Now that we have learned about your business and how i t  wi l l  fare against your competi tors,  tel l  the
judge how you are going to get started. How wi l l  you organize your business? How is ownership being
divided? Talk about your management team ( include a nice chart !)  and board of advisors. Detai l  your



product or service. Talk about how that product or service wi l l  be made. Talk about market ing and
makesureyouaddress the4P 's :p roduc t ,p r ice ,p lacement ,andpromot ion .  Remember tha tadver t i s ing
(promotion) is only one of the four aspects of market ing!

Make sure you research var ious market ing strategies and see how best to target your market segment.
Different types of target markets require different types of marketing so make sure to define the
market ing strategies you are going to employ to reach each individual market segment.

Planned Financing
Highl ight  your  sources of  s tar tup capi ta l  (note the p lura l  form) and the resul t ing ownership of  the f i rm.
Inc lude f inancia l  s tatements (see our  guide "Creat ing a Finance Packet"  or  the sect ion below, "F inance

Resources")  -  a t  the very least ,  inc lude an income statement  (a lso known as prof i t -and- loss statement) ,
a balance sheet ,  and a cash f low statement .  In  addi t ion,  compare pro jected operat ing rat ios wi th those
of  your  compet i tors to add fur ther  ev idence as to why your  company wi l l  succeed.

Inc lude your  f inancia l  needs f rom the judge (prov ide a dol lar  amount) .  Talk  about  the return on
investment .  l f  you are borrowing money f rom other  sources such as a bank,  inc lude a descr ipt ion of
how you p lan to pay of f  the loan.  Most  important ly ,  ta lk  about  your  ex i t  s t rategies.  Make i t  very c lear
that  you understand that  the investors want  to ensure that  they are going to receive a return on thei r
investment  and you have a st rategy to make that  a real i ty .

Conclusion
Summarize the important aspects of your business (competi t ive advantages, returns on investment,  etc.)
and remind your investors why they should be conf ident about invest ing in your business. Tel l  them
how you are going to effect ively use their  cash to grow the company. End your conclusion by asking the
investors for the cash.

Bibliography
This is requ i red .  C i teyoursources jus t l i keyouwou ld inc lass .  Donotgoaroundforg ingyoursources !  A
nice website to use for citing sources is t'rq'JluL,!4y-%g-bib._eqm. lf you are running low on space, you
can make your bibl iography single-spaced and shrink the font s ize down.

Appendix
Though not required, i t  may be helpful  to put any supplemental  mater ials that may be helpful .  l t
contains graphs, pictures, interviews, etc. . .  that were important to your business plan, but not important
enough or didn' t  f i t  in with the rest of  your plan.

Note: Each event has its own specific guidelines which can be downloaded from the official DECA
website,



Financials Resource
When wr i t ing your  business p lan one of  the most  important  th ings to inc lude is  your  f inancia l  char ts .
There are three types of  these f inancia l  char ts ,  each wi th thei r  own importance,  the income statement ,
the balance sheet  and the cash f low.  Templates for  a l l  o f  these char ts  can be found through Excel ;  they
wi l l  be programmed to do the math for  you,  so use them!

Income Statement
Let 's  s tar t  wi th the income statemenU the purpose of  an income statement  is  to  look at  where a l l  the
money is  going in  your  organizat ion.  These costs can range f rom the cost  to  make the good/serv ice that
you are sel l ing to paying insurance on your  equipment .  Below is  an example of  a three-month income
statement .  Remember that  you should make your  own f inancia l  papers and add operat ing expenses
that  f i t  your  company's  business model .

Revenue

Costs of Goods Sold (COGS)

Month 1

52r.,ooo.oo

S12,ooo.oo

Month 2 Month 3

53s,000.00 584,000.00

$2o,ooo.oo S48,ooo.oo

Gross Profit (Revenue - COGS)

GM% (Gross Profit/ Revenue)

Operating Expenses (All costs unrelated to the raw
materials that go into the product)

Employees (Who works for you)

Off ice Supplies {What you need to work: computers, paper,
etc.)

Marketing (Money spent on promoting your product,
should be a large amount)

Rent (You will most likely rent property, find an accurate
renting fee)

Travel/Entertainment (You will need to meet with venture
ca pital i sts/cli ents/etc. )

Telecom (Telephone and Internet costs)

Transportat ion (Distr ibuting your product to retai lers)

Insurance ( lnsuring your company, Employee insurance
should go under employees)

Miscel laneous (Al l  other possible costs)

59,000.00

42.86%

s 100,000.00

Sls,ooo.oo

ss0,000.00

52,700.00

s10,000.00

Slso.oo

Slo,ooo.oo

s734.00

s2s0.00

5100,000.00

c (nn nn

s50,000.00

S2,7oo.oo

s1"0,000.00

s 150.00

S 1o,ooo.oo

) / 5.+. UU

s2s0.00

5 100,000.00

Ssoo.oo

ss0,000.00

52,700.00

s10,000.00

Slso.oo

Slo,ooo.oo

> /  54 .UU

S2so.oo

q1 5 noo no q16 nnn.oo
y J v r v v v

42.86% 42.86%

Total Operating Expenses (Sum of all Operating Expenses)

Operating Profit (Gross Margin - Operating Expenses)

Tax (Note: You can't tax negative income as shown in this
example. Tax applies only to prof i t .)

s188,834.00

!,lI]1,ri3it *Aj

5o.oo

S174,334.00

tl,1it),:)'jr,.00)

so.oo

5174,334.00

,t L3',A,iiti o0')

s0.00

Net Income (Operating Profi t-Taxl 'ti.179,t'3r. {iA\



Cash Flow Statement
The purpose of a cash f low is to see the overal l  f low of cash in a company. l t  is a simple way to see the
money that comes into your company through investments and revenue, and money that goes out
through operat ing expenses, loans, and rent.  Why is this important? Cash is king -  i t  is as important to
a business as blood is to you for your survival .  Just because a business has made a sale does nor mean
that the business has received the cash (credit) !  Without cash, a business wi l l  go bankrupt.  In other
words, your cash f low statement should never be negat ive.
Below is an example of a three-month cash f low.

Month  1

S o.oo
Month 2 Month 3

s608,166.00 5836,832.00Beginning Cash (Ending Cash from Previous Mont,  Starts at 0)

Cash ln

Founders investment (Personal Investment into company)

Venture Capital  investment (External Investments into company)

Bank Loans (Loans into company)

Revenue ( lncome from sel l ing products)

Cash Out

Operat ing Expenses (Costs to operate company)

Bank Interest ( lnterest on the Bank Loan)

COGS (Cost of Goods Sold)

s4o0,0o0.oo so.oo

S o.oo $4oo,ooo.oo So.oo

s400,000.00 so.oo s0.00

s21,000.00 s35,000.00 $s+,ooo.oo

s188,834.00 S174,334.00 S174,334.00

s12,000.00 s12,000.00 stz,ooo.o0

s12,000.00 s20,000.00 s48,000.00

Ending Cash (Beginning Cash + Cash In - Cash Out) s608,166.00 sSS0,S:Z.OO seA0,aSA.OO



Balance Sheet
The purpose of the balance sheet is to show the assets and l iabi l i t ies your company holds at any given
moment in t ime. Assets are any i tem of economic value owned by an individual or corporat ion,
especial ly that which could be converted to cash. Liabi l i t ies are f inancial  obl igat ions, debt,  c laim, or
potent ial  loss. The balance sheet should have: current assets, f ixed assets, current l iabi l i t ies, and
shareholder's equity. Remember the following formula for your balance sheets: Assets = Liabilities +
Equity (general  account ing formula).

Note:  Use Microsof t  Excel  for  these char ts !  Please do not  ca lculate a l l  o f  th is  by hand. . .  you wi l l  go crazy.  Monta
V i s t a D E C A i s i n n o w a y l i a b l e f o r y o u r s a n i t y i f y o u d o c h o o s e t o p u n c h i n e a c h n u m b e r o n y o u r o w n .  D o w n l o a d a
template to do the work for  you!  l f  you want ,  r ight  c l ick on any of  the tables above and edi t  them in Excel !

Proiected Balance Sheet {First Year)
Assets l-iablities

Current Assets Current liablities

Cash

Accounts Receivable

I nventory

Temperary Investments

Prepaid Expenses

Total  Current  Assests

Accounts Payable

Short  term Notes

Current portion of long term notes

Interest Payable

Taxes Payable

Accrued Payrol l

Total  Current  L iabl i t ies

Shareholder's Equity

Capital Stock

Retained Earnings

Total  Shareholder 's  Equi ty

Total [iablities and

lffiB?rl

lT ?o,ssol

l-.ftr1

t-l
l--Fd'l

l.GrG8l

1ffi381

tr- t
t r  . t
I-l

l r - t
l-l

lf 1?E l

l-d'opool

fF 108116 |

lf3o8,116l

Fixed Assets

Lano

Bui ld ings

Plant  and Equipments

Furni ture and Fixtures

Total Fixed Assests

Total Assets

l-l

t-t
lF 1q4%l

t-]
lffi,4gel

lF3rtol l shareholder'sEquity |ffi,?or]



Entrepreneurship Resources
Look at  these resources for  some extra help.  Don' t  forget  to  do some research of  your  own!

G e n e r a l  R e s o u r c e s

7.  ht tp: / /www.deco.org-  This is  your  god (other  than the judge).  Fol low every s ingle ru le and guidel ine.

2. http://www.changethis.com - This website is great help, because many authors who are renowned
for thei r  business sk i l ls  wr i te  up documents and post  i t  here.  Lookfor  mani festoes or  proposals.

3. http://www.online.wsj.com - search "why business plans don't deliver"
4. http://www.entrepreneur.com - Name is self- explanatory
5. http://www.goroge.com - This is actually a venture capitalist website, but they have posted some

great  resources on how to wr i te  a great  execut ive summary,  f inancia ls ,  etc . . .
6. http://blog.networksolutions.com/series/business-plan-series/
7. http://www.zipskinny.com - Demographic information based on zip codes
8. Any book by an entrepreneur (i.e. Guy Kawasaki's The Art of the Start)
9.  Anyth ing in  the resources page of  your  b inder
10.  ht tp: / /www.gaebler .com -  Excel lent  d i rectory of  resources for  anyone who wishes to s tar t  thei r

own company

l ; i  t t  onci  a I  R e s o u r  t :es

1. http://www.allbusiness.corn - Search "Formatting the Financial Plan Section of a Business Plan"
2. http://www.sbinformation.about.com - Search "Creating Your Business Plan Financials"
3.  F inancia ls  Resource Sect ion in  th is  packet

4. http://www.investopedia.com/seorch/seorchresults.aspx?q=7q1is&submit=Seorch - Include some
of  the more important  rat ios ( i .e .  Operat ion Rat io,  Work ing Rat io,  etc . )  and compare them to your

compet i tor 's  rat ios (can be calculated f rom publ ic  d isc losures) .  This  is  a good way to separate
yoursel f  f rom your compet i tors.

Execut i t r t :  Su m nt  ury Resou rc es

1. http://blog.guykowosaki.com/2006/04/the_art_of_the_.html - This was written by a venture
capi ta l is t  so take i t  ser iously ,  but  some of  the points here c lash wi th the ru les of  DECA format  so
make sure that  you a lways fo l low compet i t ion guidel ines.

2. http://www.thefronkpetersshow.com/2008/09/i_love_executive_summories.html_- A good

resource,  but  some of  the points here c lash wi th the ru les of  DECA format  so make sure that  you

always fo l low compet i t ion guidel i  nes.

Busrness }pp ar tu  n i  t i  es H e l  p

1. Any newspaper, person, or magazine - Read them and talk to people, because you wil l  see a lot of
pain points that  you can address

P resen ta t i  o n ] l  eso u rces

1. http://www.garage.com/files/PerfectingYourPitch.pdl - Remember, this site was created for real-
l i fe  entrepreneurs so i t  is  necessary to omit  some of  the points they g ive to adhere to DECA
guidel ines.

2. Slide-ology By: Nancy Duarte
3. Presenotion Zen By: Garth Reynolds


