Wanted: Sharp, Creative, Ethical Businesspeople

For Sale

A delicatessen
Very reasonable price
Excellent location
Nearly new equipment

9-year lease available
with option for 10-year renewal

Owners moving to Florida SOON

all successful business owners, they worked up

detailed plans. They studied the competition
and the market and identified the risks. They decided
which products and services to offer and how many
employees to hire. They worked out contingency plans.
Then they sat down and crunched the numbers.

Purchase price and start-up expenses. Profit
and loss statements. Balance sheets. Cash flow
charts. Cash they could raise. Financing they would
need. Collateral. A repayment schedule that satisfied
investors without leaving them short.

When it was time to pitch their plans to the
bank, the prospective owners donned jackets and
ties, blazers and pumps, and spoke with confidence
and poise. At the end of their presentation, some had
gotten a loan. For the others, well, it was back to the
flow charts.

The deli, in fact, was not real, nor were the
“buyers” really looking for a loan.

But the exercise is mandatory for the busi-
ness administration students at Central High School
where they role-play the above scenario with real-
world bankers and business people. The program is
called Bridging the Gap and it was begun in 1998 by

T he ad drew 10 groups of potential buyers. Like

Bruce E. Turner, vice president and loan officer at Hopewell Valley Community Bank, reviews the business plan submitted by Mike
Bell, Alex Young and Evan Kerr, shown left to right. Not shown is team member Mike DiCocco.

Rotary International to link working professionals
with high school students.

Jim Bowers, who heads up the Princeton
area Rotary Club, says his experienced team of vol-
unteers doesn’t pull punches. Weak business plans
don’t get loans. What’s more, all students, regardless
of how well they’ve planned Year 1 of their new
business, are told to redraw their plans for Year 2 —
after a strong competitor has started to take away
their customers.

Sound harsh? Bowers argues that it bears
“relevance” — which is what draws working profes-
sionals to the program in the first place — the chance
to give students a true taste of what awaits them in
the business world.

“That’s why we use outside bankers, not
Rotarians” to evaluate the business plans, Bowers
explained. “They’re using the same standard they
use any other time.”

The role played by Bowers’ group of Rotarians
is that of mentors. They serve as advisers to students in
the development of their plans. It is a diverse and expe-
rienced group and includes accountants, realtors,
lawyers, a retired plant manager, and a retired AT&T
vice president for training. One member is a statisti-
cian for a pharmaceutical company who advises his
employer on federally required sampling procedures.

CHS teacher Bob Crognale, who is the
Princeton Rotary’s partner in the classroom, says the
involvement of successful, real-world professionals
helps ramp up the competitiveness among the stu-
dents. They often email their consultants for advice
outside class and nearly always argue for more time
to fine-tune their plans. Not surprisingly, the close
collaboration has netted other benefits: a few stu-
dents have landed jobs through the networking.

Crognale introduces the Bridging the Gap
exercise near the end of the semester, after students
have gotten a firm foundation in all business aspects
they will need to land their deli loan, including pub-
lic speaking and ethics. He divides his classes into
teams of three and four and lays out the ground
rules: they are to open a shop within 5 miles of the
CHS campus and they will need to borrow $70,000
to do it. Bowers assigns a Rotarian consultant to
each group and then the work begins. The culminat-
ing activities are the two presentations — for Years 1
and 2 — to the bankers, loan officers from Hopewell

Valley Community Bank, Commerce Bank,
Sovereign Bank and PNC.

Over and over, Bowers has collected the same
student feedback at the conclusion of the exercise:

“1 didn’t realize how difficult business really is.”

“Now | know what | want to do — and what |
don’t want to do.”

“Now | know what I need to know.”

“I realize how important teamwork is.”

Senior Jeff Drake and his partners at their
hypothetical “It’s This Big” deli had a sobering
moment when they realized, after working the num-
bers a dozen different ways, that they weren’t going
to draw a paycheck for quite a while.

“We realized we didn’t have a choice,” he said.

“And that’s real,” Bowers points out. “You
don’t make money in a new business for a year or
two, even if it’s a successful business.”

Bridging the Gap uses two models: the pur-
chase of a deli or a mortgage application for a house.
Bowers prefers the deli model.

“A delicatessen is a very difficult business to
operate,” he explained. “There are a lot of different
facets to it and people get into it and out of it quick-
ly. We selected it because it’s difficult, but it’s also
something that kids can relate to. Everybody goes
into a deli for a sandwich or whatever.”

Senior Amanda Tatarek’s team was judged to
be an “average” risk for the loan to open their
Nassau Deli & Co. For Year 2, the team’s adviser
suggested a couple of strategies to help them
improve their profit margin, including the addition of
lottery ticket sales. Ticket sales alone are not prof-
itable, he told them, but they would increase their
store’s foot traffic. The team also explored offering
bike delivery of their sandwiches.

Having worked in both business and educa-
tion, Bowers is uniquely positioned to understand the
goals — and mutual needs — of both. A former bank
vice president and a 25-year management consultant,
he also served on the faculty of Centenary College in
Hackettstown and helped start its business department.

He is a big believer in the need for business
and education to work together.

“The people that do this really think that
education has use for this relevance. All of them, in
one way or another, are business or professional peo-
ple and they know the value of relevant education.” o

Q’o Sophomore Jeff Kyle, voted vice president of New Jersey DECA in April, is the first CHS student in 20 years to run for and win a statewide post.

Connecting the Classroom to the Workplace

t 16, Samantha Mochel entered the workforce
Awith a very typical motivation: she wanted to
buy her first car.

She took a job bagging groceries, and within a
year had landed her second promotion at the super-
market, supervising as many as 20 employees and
logging long hours in addition to a full course load at
Central High School.

As she worked, she was beginning to see the
connection between the business class-

able to do things myself — and I like that.”

What’s more, Samantha, who once envisioned
herself an international business major, is now seri-
ously considering a career in law or criminal justice.

Samantha’s successful experience in co-op is
precisely what program organizers hope for every fall
when they match students with employers for hands-
on experience in real businesses. And as business and
education leaders nationwide sharpen their focus on

es she was taking at school and many
of the things that were happening at
her job. But if she were going to pur-
sue business as a career — which was
starting to cross her mind — she need-
ed to find something that offered more
of an office experience.

With the help of marketing
teacher Carol Rolewicz, who runs
CHS’ Cooperative Work Experience
Program, she was placed with the
municipal government offices in
Hopewell Township.

Her cheerful disposition made her
a natural for the reception desk, where
she worked the switchboard, greeted
visitors and sorted mail. But her repu-
tation as a quick study and responsible
worker soon put her in high demand
throughout the building. Within two
months she had worked in nearly
every department, including municipal
court, and was considered such a good
and reliable worker that she was asked
to stay on.

Court administrator Meg Umbro,
whose office handles some of the most
sensitive documents in the building,

can’t afford to be careless about the
personnel working there. office.

“I’ve left her here to cover the
office by herself -- that’s how much I trust her,” says
Umbro. “I’d love to keep her.”

As for Samantha, the placement gave her a
close-up view of local government in action, not to
mention a much-needed boost in self-confidence. “I
was always afraid of doing things myself,” she con-
fessed. “Now | find myself really independent and

Samantha Mochel assists a citizen at the Hopewell Township Municipal Court

how well high schools are preparing students for the
workforce, efforts like CHS’ co-op program are get-
ting a closer look.

Twenty-five students worked in area small busi-
nesses through the co-op program this past year, up
dramatically from just four students two years ago.
Rolewicz expects that number to climb even more in

light of new state guidelines that expand student
opportunities to include unpaid internships, job shad-
owing and mentoring. Program organizers must also
now demonstrate exactly how the jobs align with the
New Jersey Core Content Standards, the guiding doc-
ument for approved public school curricula statewide.

They are changes directly inspired by growing
concerns over the readiness skills of students a few
years away from the full-time workforce. Rolewicz
believes the changes in the co-op program, re-chris-
tened as Structured Learning Experience, will prove
to be more inclusive.

Two years ago, the four students in CHS’ pro-
gram worked in local banks and supermarkets. This
year’s co-op students worked in a wide variety of set-
tings, including a lumberyard, bridal apparel manu-
facturer, hotel, fitness club, electronics chain store
and doctor’s office. They were exposed to business
functions as diverse as advertising layout and inven-
tory control.

One student’s job forced him to learn about for-
eign import taxes; another had to gather the necessary
paperwork to prepare for a Food and Drug Admin-
istration audit.

Depending on the nature of the business and the
performance and skill level of the student, he or she
may be exposed to multiple business functions.
Samantha Mochel did mailings for the recreation and
health offices, processed purchase orders for the pur-

chasing office, researched accident reports for thpo-
lice department and hand-delivered confidential docu-
ments between the municipal judge and attorneys.

Rolewicz, who has aggressively courted many
business partners for CHS, is hoping to broaden those
experiences even more.

“I’ve been cold-calling businesses, but we’ve
gotten a lot more exposure so I’'m hoping to tap into
more of these places through our connections,” she
said. “There’s a wealth of learning in this community
that needs to be tapped.”

Qualifying juniors and seniors can work an aver-
age of 15 hours per week, for which this year’s stu-
dents were paid as much as $11 an hour. They are
periodically evaluated by both their employers and
Rolewicz, who also makes job safety assessments and
conducts unannounced site visits. Successful perform-
ance at their jobs can earn them 10 credits toward
their diploma, fulfilling the new state requirements.

Samantha Mochel eventually got her 10 credits
and her new Hyundai. But through the co-op program
she got something far more valuable: a fresh set of
career opportunities to consider, a deeper understand-
ing of local government, a new network of profes-
sional contacts, a fistful of good references and the
self-confidence and maturity to take initiative.

“What more can you ask for?” asks Rolewicz.
“It’s a win-win situation.” oo

Mon Cherie Bridals

Hopewell Valley Community Bank
Peruzzi Hyundai

Van Doren & Sons Lumber

New Jersey Manufacturers Ins. Co.
Sylvan Learning Center
Pennington Quality Market
Princeton Fitness Club

Piedmont Stables

Marriott Courtyard Ewing

Source One Personnel

Area businesses and governments offering on-the-job learning
to Hopewell Valley students in-2005-06

Yardley National-Bank

Levin Limousine

Donald Brescia, M.D.

Circuit City

Hopewell Pharmacy

Happy Time Day School
Princeton Mortgage Company
Ralph Lauren Polo

J.C. Penney

Township of Hopewell
Hopewell Valley Regional Board of Education

’)!C’ CHS business students are acquiring on-the-job training in industries as diverse as banking, retail lumber sales and bridal apparel manufacturing.




