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A Note from the Authors

We believe that children are capable of great things.
Some adults don’t know that.
But we do.

TREP$ was created for you.
It’s your chance to show them what kids can do.

You have what it takes.
You can make decisions.
You can work hard.
You can learn from your mistakes.
You can be determined.
You can be professional.
You can run your own business.
You will be taken seriously.

TREP$ will get you started…
The rest is up to you.

~Mrs. deWaal & Mrs. Romano

trepsed.com

pinterest.com/TREPSed
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facebook.com/trepsed

Copyright ©2015 TREPS ED, LLC. All rights reserved. This publication is protected by
copyright and permission must be obtained from the publisher prior to any prohibited reproduction, storage in a retrieval system or transmission in any means – electronic, mechanical,
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Disclaimer
This publication is designed to provide knowledgeable and dependable information regarding the subject matter covered; however, it is sold with the understanding that the authors
and publisher are not engaged in rendering legal, financial or other professional advice.
Laws and practices vary from country to country and state to state, and if legal or other expert assistance is required, the service of a professional should be sought. The authors and
the publisher specifically disclaim any liability that is incurred from the use or application of
the contents of this book.

Printed in the United States of America
4

-TABLE OF CONTENTSWelcome .............................................................................................................................. 1
Professional Code of Behavior............................................................................................ 2
Parental Involvement ........................................................................................................... 3
TREP$ Timeline .................................................................................................................. 4
Workshop I
Entering Entrepreneurship ...................................................................................... 5
The Candy Bar Challenge ....................................................................................... 6
Product Development Process................................................................................ 7
Product Development Ideas .................................................................................. 10
Partnership Agreement ......................................................................................... 11
Workshop II
Money Matters ...................................................................................................... 12
Pricing .................................................................................................................... 13
The “Pricing” Challenge ......................................................................................... 14
Determining Expenses .......................................................................................... 15
Financing Your Business/Loan Agreement .......................................................... 16
Frequently Asked Questions ................................................................................. 17
Workshop III
Marketing Magic .................................................................................................... 18
The Focus Group Challenge ................................................................................. 19
Business Ethics and Common Mistakes ............................................................... 20
The Business Plan................................................................................................. 21
Workshop IV
Ad-Ventures in Advertising .................................................................................... 23
Parts of a Print Ad ................................................................................................. 24
The Ad–Venture Challenge ................................................................................... 25
More Advertising Tips ............................................................................................ 26
Workshop V
Sales Success ....................................................................................................... 27
The Sales Challenge ............................................................................................. 28
Legal Issues and Spending, Saving, and Reinvesting ......................................... 29
At the TREP$ Marketplace .................................................................................... 30
Inventory/Sales Tracking Sheet ........................................................................... 31
Workshop VI
Congratulations ..................................................................................................... 32
Lessons Learned ................................................................................................... 33
Extreme Innovation Challenge .............................................................................. 34
Why Stop Now? Continuing Your Business ..................................................................... 35
Glossary ............................................................................................................................. 36
Acknowledgment/About the Authors ................................................................................. 38
5

Every school is different. The TREP$ Committee at your school has created policies and
procedures specific to your school’s implementation of TREP$. These policies and procedures should be respected by all participants. If you have questions or concerns, use
the contact information below to connect with the right person.
While you are emailing them,
THANK them for working so hard to give you this opportunity.

Workshop Questions Contact:
Name _______________________________________________________________
e-mail address / phone # _______________________________________________

Marketplace Questions Contact:
Name _______________________________________________________________
e-mail address / phone # _______________________________________________
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WELCOME to TREP$
Congratulations on making the decision to become an entrepreneur! As a ‘trep (short
for entrepreneur), you will not only learn the most important ingredients for achieving
ultimate success in business ownership – but you will also get to experience firsthand the planning and operation of your own business!
This program is built on the assumption that you are ready to get down to business.
What does that mean? It means that you can behave as a professional. So, when
you walk into a Workshop, remember to quiet down quickly and follow directions so
that you can get the most out of the time together.
Don’t worry! This is not going to be boring. You need to be ready to start quickly because the workshops have fast-moving, exciting activities from start to finish. But if it
takes too long to get started, it takes time away from your challenge time. Each week
at TREP$, you will be a part of a business team, presented with a business challenge. You will not be listening to a lecture about business. It’s hands-on, real, and
fun!
Okay Okay… each Workshop begins with a short lesson -- 10-15 minutes at the
most. Be sure to pay attention. You will need the information to complete that
week’s challenge. In addition, keep in mind that all of the information is training for
your first business!
Every week you will be asked to work on something before the next Workshop. Each
assignment has an important purpose and will help you as you start your business.
Be sure you do them so that your likelihood of success will be greater. You will really
make the most of your TREP$ experience.
This TREP$ Student Workbook is designed to make it as easy as possible for you to
learn about entrepreneurship and to start your business. It includes a review of each
weekly lesson and challenge. If you miss a Workshop for any reason, just read the
lesson overview, and do what is assigned to prepare for the next meeting. Your parents/guardians can refer to this book as well, to keep up with what you are learning.
When the Workshops are finished, you will have the opportunity to sell at the TREP$
Marketplace, a safe environment with your parents watching. ‘Treps do not go doorto-door to sell products! If, after the program, you decide to continue your business,
you should discuss with your parents how you might continue to sell your products in
a safe way. Additionally, you need to get your parents’ permission before giving any
information to the public (i.e. email address, telephone number, etc.) on brochures,
business cards, and flyers.
Throughout the program, always keep the goal in mind – launching your own business at the TREP$ Marketplace. Take things seriously, but at the same time, remember to have fun! Are you ready for a rewarding and memorable experience?
Good luck!
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Professional Code of Behavior

Remember, these Workshops will help you learn what you need to start a business:
product development, finance, marketing, advertising, sales and more. In addition,
every Workshop has a fun group challenge. These activities can only be done if you
act professionally by:






Respecting all other students and adults
Respecting the building and property
Following directions
Listening when others are speaking
Raising your hand when you want to speak

If you fail to follow the TREP$ Professional Code of Behavior, you will get a warning.
That’s all you get, one warning. After that, if the unprofessionalism continues, you
will earn the loss of attending the Workshops unsupervised. In other words, a supervising adult will be required to attend the remaining Workshops with you, or you can
learn the material on your own. It’s nothing personal. It’s just business.


I understand the TREP$ Professional Code of Behavior and agree to behave as a
professional while attending the TREP$ Workshops. I understand that behaving inappropriately is grounds for removal from the Workshops.
________________________
Student Signature

_____________________
Parent/Guardian Signature
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_____________
Date

DO NOT COPY

The best behavior is expected at TREP$. You should be proud of these high expectations. You are capable of them. You are about to become an entrepreneur. That
is a big deal! It’s a tough job too. Every week, a lesson will be taught in a short
amount of time. You need to get set up for your group challenge quickly to ensure
you have enough time to prepare.

©2015 TREPS ED,

Starting your own business is fun – but it is also serious work. TREP$ has a unique
approach to discipline. This program is for professionals, who just happen to be kids.
To participate, you need to fit into this category. There is a lot of information to be
covered at the Workshops, and the weekly “Challenge” requires a certain level of
time and professionalism.

How to Help Your Child Learn through the TREP$ Experience
1. Help your child find a product he/she is excited about. Check out the back cover for great ideas.
2. Be sure that the chosen product is one that does NOT require your help at the Marketplace.
©2015 TREPS ED,

3. Sign the loan agreement if you plan to lend start-up money or materials.
4. Drive your child to get supplies. Encourage recycling; less expenses= less risk/greater profit.
5. Help him/her learn new skills. Be the helper, and follow your child’s lead.
6. Provide advice (on business name, publicity ideas, ways to deal with adults, and so on).
7. Encourage your child to make a reasonable amount of product. Selling time is limited!
8. Assist with finances and money management; but teach, don’t do it for your child.
9. Practice making change with him/her, so he/she is ready to be independent at the Marketplace.
10. Offer to help as he/she practices setting up the product display, so he/she is ready for the big
DO NOT COPY

launch.
11. Listen to your child practice his/her sales pitch! It’s about the product benefits, not the price!
12. Keep close enough to ensure safety, but step away to let your child have his/her moment.

How to Help Your Child Handle ALL of the Possible Outcomes
1. Let your child take his/her time to grow with the process and encourage him/her along the way.
2. Try to focus on the process rather than the monetary results.
3. Your child’s success will be defined in many ways: by coming up with a business name and product, learning about the business world, following his/her dreams and ambitions, and improving
reading, writing, math and decision-making skills.
4. All business experiences, both financially successful and unsuccessful, will have parts to learn
from and parts to celebrate. CELEBRATE the successes.
3

TREP$ Timeline
This is the tentative schedule for TREP$. Using the Registration Letter you received at the Kick-Off, please fill in the dates
on the lines below. If you cannot attend a Workshop, it’s not
a problem. Read the lesson in your TREP$ Student Work-

Workshop I Entering Entrepreneurship

_____________

Workshop II Money Matters (have 3 business ideas)

_____________

Workshop III Marketing Magic (final business idea chosen)

_____________

Workshop IV Ad-Venture in Advertising (business plans due)

_____________

Workshop V Sales Success (ads due)

_____________

Make-up date for Workshops*

_____________

TREP$ Marketplace

_____________

Workshop VI

_____________

Make-up date for TREP$ Marketplace*

_____________

Make-up date for Workshop VI

DO NOT COPY

_____________

Lessons Learned

Lessons Learned

*Make-up dates are reserved in case bad weather or other unforeseen circumstances require that regularly scheduled dates be cancelled.
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book and come prepared for the next Workshop.

Workshop I
Today’s Million Dollar Question
What good or service are you
going to sell at the TREP$

DO NOT COPY
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Marketplace?

Goods and Services
Goods are tangible items.

A service
is not a tangible item.

They can be touched.

It cannot be touched.

Customers can take home the
goods that they purchase.

The customer pays for an
action to be completed by you.

Ex: pencils, hats

Ex: babysitting, tutoring

Questions to Consider





What could I sell?
INVENT something new
IMPROVE an existing product
INSPIRE by sharing your talent
IMITATE a product you love




Is there a “market” for it?
Market opportunity answers the
question, “What will people really
purchase?”
Will people NEED or WANT your
product enough to purchase it?

Assignment: Use the “Product Development: The Process”
worksheet on pages 7-9 to brainstorm ideas for your business.
Try to narrow it down to 3 ideas for next week. You can refer to
the “Product Development Ideas” list on page 10 if you are having trouble. If you are considering a partnership, review page 11
before deciding.
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The Candy Bar Challenge
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TEAMWORK TIPS
Listen to everyone’s ideas
Be positive and do not “put down” an idea
Vote as a group to choose which idea you will pursue
Consider feelings – be kind
Divide the work
Include everyone
Stay focused on the task
Watch your time

1. What makes our candy bar unique?

2. What is it like? What ingredients or
flavors make it special?
DIRECTIONS

2. Make a creative wrapper for it.
3. Plan a 1-minute or less commercial
for it.

4. What is the name of it?

REMEMBER: YOU ONLY HAVE 15
MINUTES TO PREPARE!

5. What will the wrapper look like?

6. What will our commercial be like?

6
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1. Discuss the questions to the left and
answer them together.

3. Who is likely to buy it?

TREP$ Product Development: The Process
Step I: Brainstorming– Finding Ideas
 Consider all four possible ways (4 “I”s) to find your product.
 Brainstorm products in each category.
 Ask friends and family to help you.
 Get out into stores and on the internet to look for ideas.

©2015 TREPS ED, LLC.

TIP– When brainstorming, “No idea is a bad one...”
since questionable ideas can lead you to think of great ideas!

INVENT A PRODUCT
Admittedly, this is probably the most challenging choice, but in many ways,
the coolest. So look around for situations that are just begging for a solution. Create a product that solves a problem!
1. ___________________________________________________________________________

2. ___________________________________________________________________________

DO NOT COPY

3. ___________________________________________________________________________

IMPROVE A PRODUCT
Take a product that is commonly used and add a feature to make it even
better! Seek input from friends and family. Ask “What would make ‘this’
even better?”
1. ___________________________________________________________________________

2. ___________________________________________________________________________

3. ___________________________________________________________________________
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INSPIRE THEM. Do you have a talent that you would like to share with your community?
Are you artistic or musical? Consider a product that showcases your talent. Write a novel
or a children’s book! Create a comic book or a maze book! Design a board game! Record
your piano-playing! You might not make as much cash as some others, but you will know
that your art is out there being enjoyed. That’s worth a lot.
1. ___________________________________________________________________________

2. ___________________________________________________________________________

IMITATE! You’ve heard the phrase “Imitation is the most sincere form of flattery,”
right? It’s true. So look around and find a product that you feel would be a hot seller,
and figure out how to manufacture it yourself! “Pinterest” and “Etsy” are great resources for product ideas. Try to add your own personal touch so it’s not an exact
duplicate.

©2015 TREPS ED, LLC.

3. ___________________________________________________________________________

1. ______________________________________________________________________

3. ______________________________________________________________________

8
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2. ______________________________________________________________________

Step II: Get Picky: Choosing Opportunities
Look at all of your ideas. Eliminate the unrealistic ones. Consider the people who will be at the TREP$
Marketplace. What products or services are they more likely to buy? Which products will sell for the
amount people are willing to spend at the Marketplace? How much would it cost to start this kind of business? Now do a more detailed analysis: Is there money to be earned? Are these products or services
needed or wanted? Would you enjoy providing them? Choose the three best ideas.
1. __________________________________________________________________________
2. __________________________________________________________________________
3. __________________________________________________________________________

Step III: Decision Time

©2015 TREPS ED, LLC.

Consider your customer. At the TREP$ Marketplace, the customers are parents and school-aged children. Share your top three product/service ideas with as many parents and children as you can. Get all
the feedback they will give (both positive and negative). This is called Market Research. Don’t take this
personally! This is business, and valid research can help you be more successful.






Write down the comments people make about your products. Good idea? Bad idea?
What amount might they expect to pay for the products?
How likely would they be to purchase the products?
Would they be likely to buy one or more at the Marketplace?
Look at your notes. Make the final decision based on your analysis.
Idea 1 ________________________________
Notes: ______________________________________________________________________
____________________________________________________________________________

DO NOT COPY

____________________________________________________________________________

Idea 2 ________________________________
Notes: ______________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________

Idea 3 ________________________________
Notes: ______________________________________________________________________
____________________________________________________________________________
____________________________________________________________________________

The product/service I plan to offer at the TREP$ Marketplace is: _______________
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These lists are here to help you! They are ideas we have seen at TREP$ Marketplaces.
Go to www.facebook.com/trepsed to see Marketplace photos of kids with products!

Mother’s Helper
Babysitter
Dog Walker
Dog Groomer
Gardener
Lawn Mower
Car Washer
Face Painter
Balloon Animals
Leaf Raker
Snow Shoveler

Photo DVD Creator
Carnival Game Booth
Tattoo Artist
Nail Decorator
Fortune Teller
Hand Massage
Photo Booth
Hair Accessorizing
Shoe Shiner
Coat Checker
Scrapbooker

NOTE: If you cannot actually perform
the service at the Marketplace, promoting a
service may not be as much fun as making
actual sales.

What about something
LIVE!!!!
Sell plants or fresh flowers!

10
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Painted or decoupaged picture frames
Beeswax candles
Decorated pens or pencils or toppers
Soap, bath bubbles, bath salts or lip gloss
Decorated “sports bottles”
Door hangers or bedroom signs
Potholders
Beaded or sea glass jewelry
Braided friendship bracelets
Vinyl record bowls
Decorated folders
Felt jigsaw puzzle mats & puzzles
French memory boards
Decorated flip-flops or hair accessories
Painted flower pots
Refrigerator magnets
Photo frames made from cd cases
Greeting cards and bookmarks
Stamped or painted wrapping paper
Sewn handbags
Children’s toys
Fancy socks
Coasters or paperweights
Holiday ornaments
Fleece scarves or “Sew easy” fleece hats
Homemade slime
Seat cushions or pillows
Painted ceramics
Beaded key-chains
Macramé key-chains and jewelry
Pine cone fire-starters
Birdfeeders and birdhouses
*Think seasonal/holiday too!
-Pumpkins, shamrocks, etc.

Offering a service
is a great way
to make money as
a kid…

©2015 TREPS ED, LLC.

A Note
on Services!

Get
Crafting!

Q

My friend and I are considering a business partnership. Can this work?

A

Possibly yes, but possibly no. Here are some of the positives of working alone:






You don’t have to share your profits.
You get to make all of the decisions.
You can work at your own schedule, not worrying about someone else’s availability.
If the business does not succeed, you don’t risk losing a friend.

Here are some of the benefits of having a partner:

©2015 TREPS ED, LLC.






More Partnership Tips

You can share the financial risks.
You can share the decision-making.
You can divide up the work.
It might be fun to work with a friend.

Q

What are some things I should consider before deciding about
a partnership?

A

Here are some questions to ask yourself:







Is your friend dependable?
Is your potential partner trustworthy?
Do you and your friend usually agree or disagree?
Does your friend have a special skill or talent to contribute?
Does he or she care as much about the business as you
do?



Listen to all ideas. Give reasons when you suggest ideas.



Be positive and do not "put
down" an idea.



Vote if you have an odd number, to choose which idea you
will pursue. Be willing to compromise.



Consider feelings – be kind.



Divide the work and do your
share!



Stay focused on the goal!

DO NOT COPY

Think all of these things through carefully before taking on a partner. If you decide to go ahead with the
partnership, always put in writing what the terms of the business will be. This could go a long way towards protecting your friendship.

PARTNERSHIP AGREEMENT
Names of Partners: ___________________________________________________________________
___________________________________________________________________
How will the work be divided?

_________________________________________________________

How will costs be divided?

_________________________________________________________

How will profits or losses be shared? _____________________________________________________
If we cannot come to an agreement on certain business matters, the following adult will act as a mediator:
Name of Mediator: ________________________________________
Signatures of Partners: __________________________
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____________________________________

Today’s Million Dollar Question

How are you going to make
money selling your product at
the TREP$ Marketplace?

Revenue is the money that

Revenue > Expenses = Profit

you take in from customers.
Expenses are your costs.

Revenue < Expenses = Loss

Revenue – Expenses = Profit or Loss

Revenue = Expenses = Break even

©2015 TREPS ED, LLC.

Be a good Money Manager!

Bracelet Business
You sell 10 bracelets for $3 each.
You spent $12 on cord and beads
– just enough supplies to make
the 10 bracelets. You also spent
$5 to rent a table at the local craft
fair. What will your profit or loss
be?
__________ - __________ = ___

Shoveling Snow
You shovel two driveways and
get paid $5 for each one. You
borrowed the shovel. It breaks
while you are using it, and you
have to replace it. It costs $12.
What will your profit or loss be?

Pencil Topper Sale
You spend $5 on supplies to
make 50 pencil toppers. At what
price would you need to sell each
pencil topper in order to break
even?

__________ - __________ = ___

50 pencil toppers x _______= $5

Remember to answer these questions.
Where will you get your
start-up money?
AND
How will you determine your price?
12
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Try these for practice…..

Pricing:

DO NOT COPY
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Unit Cost - The amount of money required to make one of your product.
Labor - The amount of time required to make one of your product. Decide what
you think your time is worth to determine your cost of labor.
Market Value - The selling price of other products like yours on the web/in stores.
Break Even Point - The number of items you will need to sell to cover your costs.
Where to begin . . .
Start by totaling your supply cost and your labor cost to come up with an initial idea
for a price. Now compare that number to your market value range. If your price is
significantly lower than the range, raise your price to be on the low side of the market value range. If your costs are higher than the range, it may be that it costs too
much to make this product and that you would be unlikely to sell it for a profit.
Something to consider . . .
Some items are fun to make, and you may be willing to work for less because you
enjoy it. That is fine, but it is important that you understand going in, that this is
not a great “money maker” for the time you are investing. You’ll need to decide
whether it is worth it for you. Not all businesses have to make a great deal of
money to be successful. As an entrepreneur, you have to decide for yourself what
is most important.
For example, a young entrepreneur who enjoys writing decides to write a novel.
She learns that it will cost $4.80 to print her story. She makes the decision to
price her books at $6.00 just covering her costs so that more books will sell. She
has decided that more people reading her book is more important than a higher
profit.
What do you believe in?
Give some thought to donating at least a portion of your profits to a charity you believe in, or become a “non-profit” and make a bigger statement by pledging 100%
to your cause.
Assignments: Use the “Determining Expenses” worksheet on
page 15 to get an idea of the start-up funds you will need. Next,
think about where you will get the money to launch your business. If you are borrowing it, make sure you sign a loan agreement with your lender. See page 16 for a sample “Loan Agreement.” Make a decision about your product, and try to come to
next week’s Workshop with a sample of your product so that you
can get feedback from our focus group guests.
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The “Pricing” Challenge
Create a prototype of a new product using as few or as many of the supplies you
have been given as you wish. Based on the supply list below, figure out how much
money your item costs to make. Discuss and decide on a selling price. On the index card (don’t use the index card as a supply!) state your product name with a
short description that will make people want to buy it! List the cost per unit, selling
price and profit per unit. Create an easy to read price-tag for your product.

Supplies

Cost per item

Construction paper (per sheet)

10¢

Tape (total, not each piece)

5¢

Popsicle stick

5¢

Clothespin

10¢

Paper clip

2¢

Pipe cleaner

5¢

Quantity used

Cost

©2015 TREPS ED, LLC.

Supply Costs

DO NOT COPY

Cost for Prototype

What is your product called?

What is its function?

Decide on a reasonable selling price and make a price-tag. What is your profit
per piece? (Remember: Selling price – Cost = Profit)
14

Determining Expenses
1. What equipment (computer, printer, telephone, calculator, etc.) do you need?
Equipment

Do you have it?

How much will it cost to purchase/borrow?

DO NOT COPY
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2. What general supplies (paper, tape, business cards, etc.) do you need?
Office Supplies

Do you have it?

How much will it cost?

3. What product-specific supplies (craft supplies, etc.) do you need?
Specialized Supplies

Do you have it?

How much will it cost?

4. What promotional materials (brochures, cards, posters, etc.) do you need?
Promotional Materials

Do you have it?

How much will it cost?

5. What other expenses (table rental, postage, photocopies, etc.) will you incur?
Other Expenses

How much will it cost?

TOTAL: ___________________________________
15

Financing your Business
Many businesses, especially those providing services, are
lucky in that they do not need a lot of money to get started.
Materials, supplies, and equipment are required for most businesses, however. You will have to buy these things, unless
you can borrow them from someone. So where will you get the
money or “start-up funds” needed to launch your business?
Most people don’t have a “money tree” in their backyard! Here
are three common ways of funding a new business:

2. Earn It! – Chat with your folks and decide a rate of pay that you think is fair. Then
do extra chores around the house to raise your own start-up funds.
3. Borrow It! – Arrange a business loan with your parents or other relatives. Be sure
to have a loan agreement that includes the terms of the loan, the amount you owe,
and how and when you will pay it back. If this is the way you decide to go, a sample
loan agreement is included below.

©2015 TREPS ED, LLC.

1. Use It! – Your own savings, that is. Talk to your parents to
see if it’s okay to spend some of your savings to launch your business.

__________________________
(Lender)

agrees to loan

__________________________
(Borrower)

_____________ dollars to use as start-up money for his/her TREP$ business venture.
(Amount)
The loan will be repaid in full by _______________________________________.*
(Date)

___________________________
Signature of Lender

___________________________
Signature of Borrower

*This loan is for a small business that may or may not be financially successful. This loan should be repaid with any revenue that is taken in before any profit can be kept by the borrower. If the loan cannot be
repaid in full, the borrower must explain what went wrong and what business lesson was learned, for the
loan to be forgiven.
16
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LOAN AGREEMENT
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Q:

I am having a hard time coming up with a business idea. What should I do?

A:

Review pages 7-10 in your TREP$ Student Workbook. Think about your interests,
skills, and hobbies. Sometimes kids’ expectations are too high. You don’t need to
invent a totally new product or come up with the next, great fad. Typical, kid-friendly
businesses like selling bracelets are fine! Remember you can request a meeting
with the Workshop contact person listed in the beginning of this book for help!

Q:

Some people on my team are not working well together. What should I do?

A:

Remind the group of the teamwork tips on page 6. If the problem continues, talk to
your Workshop Facilitator to come up with a solution. Don’t let it discourage you!

Q:

I am thinking of dropping out of TREP$. Should I?

A:

Just like in the real world of business, some people find that they may not enjoy or be
ready for the challenges of entrepreneurship. Think about your reasons:
Are you having trouble finding an idea? (If so, see above)
Are you overscheduled? (Maybe you could consider a partnership)
Are you having trouble getting along with someone? (If so, see above)
By defining the issues you are experiencing, you may come up with a simple solution.
If you truly do not like it, then leaving the program might be the appropriate choice. If
you choose to leave, perhaps you could help at the TREP$ Marketplace as a TREP$
Crew member. It’s so busy and there is so much to do! Please let your Workshop
Facilitator know, so they can find the right job for you!

Contact Us
We love to hear from TREP$ participants. By telling us what you liked and didn’t like, we can
continually work to improve TREP$. Contact us at www.trepsed.com.
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