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Financial and Entrepreneurial Skills for an Active Citizenship

	THIRD DIDACTIC UNIT 
(To present and discuss at the teachers workshop during the meeting in Volterra)
“To know how a bank works and to create and finance a new business”


	SCHOOL ITCG NICCOLINI DI VOLTERRA
	Duration of the DU

NOVEMBRE - GENNAIO

	      Subjects:  

· Economic Business



	Classes: 4AP + 4AC

	OCTOBER 2019-FEBRUARY 2020

	

	Goals of the whole DU

Finding your way around the market of Financial products and searching the most beneficial targets for your life goals
TOPIC

To know how a bank works to create and finance a new business for young people 

	Subtopics
a) to understand the operations of a bank

b) to recognize the main banking products and services 

c) to know the most relevant financial instruments, and how young people can orient themselves in this panorama to create a business

	Description of the activities


	Sub-goal

a) to understand the operations of a bank

Step 1:

In order to devise an effective teaching action in an exhaustive and interesting way, we planned a preliminary activity of comparison between two class groups as regards the theme at stake and the arrangements made in the previous stages of this project. 
Our purpose was to highlight the strengths and weaknesses of our students and the teaching methodologies used, with special reference to the school syllabus scheduled for the subject business administration in the current school year. 
Once a plan and activity suiting the most prominent learning features of our students was in line with our target school audience, we moved into the second stage.
Stage 2:

The next stage is a by-product of task n. 1. Given that the topics dealt with are part of a two-class syllabus, their assessment has concerned our two class groups in a different way. Nevertheless, we organised an interview and a writing test for both class groups.
It was based on a method known as open plan class. We explained the concept of Financial management and the work of bank intermediaries. It was an interactive lesson characterized by stating the main concepts and by interacting with our students.  
We also focussed on their capability of relating their subject to real-life. Namely, the students were able to link their lesson to what really applied to their family. This was done by asking questions and finding answers in a problem-solving activity. 

Stage 3:

Having thus achieved an understanding of the workings of a bank, the notion of “trust bank” and “bank reputation” were introduced.  
Above all, an emphasis was placed on the impact of the notion of trust between client and bank and how it affected deposit and external funding. By endorsing a relationship based on trust and on the good dealings of the banker, the notions of reputation and good banking practices were reinforced.
Therefore, as teachers, we outlined the importance of reputation and impact on the budget of a bank.
Time:  

4h – We prepared a ppt presentation on the fundamentals of the workings of a bank. Moreover, this activity was performed independently by the students so we cannot quantify their commitment in terms of time.


	Test and assessment

Task 1

Raise a few questions to highlight not only their previous knowledge concerning financial management, but also the inclinations of each learner and arrange the work in a more suitable way and in line with skills.
In detail, questions were as follows: 
What topics have you studied previously?

How was your work organized and what was your say?

What do you like about your former work and what would you like to change?
Several research suggestions came through Google Drive and other apps to make work easier.

Task 2

The administration of a mixed test which included speaking even during a plenary to emphasize the skills of putting theory into practice. (test attached)
Task 3
A lab- activity where the students worked on their idea of “trustworthiness” and on what they expected from a bank. Real business case studies were used. The learners tried to find the answers and their opposites.



	
	Sub-goal

b)  to recognize the main banking products and services 

Step 4 :
In your company, or family, you may feel the need to make investments or to retrieve financial funds for your business activity. From this idea, we planned our teaching by highlighting the main products and services offered by the several banks in our local area as well as within virtual banks. We classified them according to their customers and destination.
Step 5
The students were consequently divided into groups of three and were chosen and levelled according to their personal skills. Afterwards, four sectors of research were identified:

· How to apply for funds;

· The management of assets and the opening of a Bank account;

· How to increase invested capital;

· The products of a Young start-up business.
These topics were randomly chosen by the group leaders who arranged a workshop after having explained the principles of bank marketing. Every group had to identify the products and services of a banking reality and had to analyse its basic features i.e. the interests and refunding terms of the many products offered and the risks and advantages of the several services available. The aim was to assess the many alternatives and to arrange an activity of peer consultancy,

Time:
Three hours + individual home research of the most prominent financial products and services as a result of gathering online material and visiting our local banks. 
	Test and assessment

Task 4

The presentation of an in-depth activity and research on behalf of each single student. Follow up discussion. 
Task 5

The classes worked in groups and arrangements were made to analyse results. 
They simulated these mini locations of Bank advisors, each specialized in a specific field. They enabled these “stands of consultancy services” where they could turn to for information concerning their choices. To make feedback more effective, real life roles were assigned to each group and performed. Hence, the group will have to choose.  They also had to apply the Bank marketing notion of “5P’S”. 

	
	Sub-goal

c) to know the most relevant financial instruments, and how young people can orient themselves in this panorama to create a business
Stage 6:

This part of our teaching was meant to describe start-ups and the kind of products aimed at funding young businesses. 

Stage 7:
Besides identifying the products and services offered, the learners had to create explanatory brochures and identified the documents that are useful for the funding of a start-up. 
Duration in hours :
The work was done mainly at home or out of school time, so the working time cannot be quantified.

	Test and assessment

Task 6

Presentation of a ppt drawn up by the selected class group where the features of Young start-ups and the various sources of funds were shown.
Task 7
Assessment of educational materials produced by the students where their knowledge concerning Bank marketing emerged. 

	
	Sub-goal

· note down the specialistic vocabulary
financial management – bank credit – sources of funding – current account – deposit – trust – banking in financial institutions – start-up – raising capital – mortgages – short term and long-term loans – business angel – cashless payments –  
	Test and evaluation results

The students prepared a glossary on their field of specialization and uploaded it on drive and shared it with the rest of the class.


Volterra, 18 January 2020                                                                                                         The Teachers
f.to Annarita Falugiani

f.to Michela Bologna
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