
TIMETABLE FOR CLASS 6 – Week beginning 6.7.20 
Hi Class 6,  
I hope you are well and have had a lovely weekend.  
After many weeks of having a similar timetable, I thought that we could change the normal timetable structure and complete a more project-based activity this week.  This week, you will be 
designing a theme park and not only will you design it, you will also need to work out costs and charges, how to advertise it how to perhaps make a profit.  The project will incorporate cross-
curricular links so you will need a variety of skills in order to complete this mini project.  Think back to the zoo project work you did in Class 5 to support you with this.  The Theme Park 
project talks about working in a team, however please ignore this, as you will be working independently.  Please do feel free to discuss your work with parents if you wish to.  
I hope you really enjoy the work.   
Take care,  
From Mr Penny 

 

  

    Ongoing 

 
 
Day 1 
 

PLANNING AND COSTING 
 

You and your business partners (parents/carers) have bought a plot of land.  You have recently been granted planning permission to build a theme park as the local council feel 
the attraction would bring income and jobs to the local area.  You have been granted a substantial business loan of £5 million (£5,000,000) for building and start-up costs.  To 
start with, go to the class page on the school website and view the document called ‘Class 6 Theme Park 6.7.2020’ and read through the pages in the first section called 
‘Lesson 1: The Brief’.  
Now scroll down to the ‘Theme Park Ride Key’, the ‘Our Theme Park – First Draft Plan’ and the ‘Building a Budget’ resource sheets under the timetable on this document.   
Start to plan your park and label on your initial ideas for names and area on ‘Our Theme Park – First Draft Plan’.  
Using the key from ‘Theme Park Ride Key’, draw on and colour-code (or label if you don’t have colouring pencils) your chosen items.  Any ideas for names of areas or rides can 
also be jotted onto the sheet.  As you make decisions, create a tally of how many of each type of ride, amenity or attraction you are adding to your plan on your budget sheet.  
Stick to the main rules: 

 The park needs three distinct areas. 

 Each square on the map represents 50m2.  Different rides, amenities and attractions take up different areas - but all need a perimeter around them for health and 
safety reasons, apart from bins and benches.  This means that they can be touching a square which is a pathway, but you need to have a gap of one square 
thick around your rides, amenities and attractions so that they are not touching each other.   

 There legally must be certain amenities (toilets etc.) within the theme park.  

 Every area not filled must be paved (at a cost of £500 for every 50m2). 
With permission, it may be a good idea to use the internet to research other theme parks/names/themes etc.   
Regularly go through your costs.   
Try to only spend £4,000,000 so that you have enough money left to advertise your theme park and create a launch event. 
Use the resource called ‘Building a Budget’ to record your spending.  
Be careful not to over-spend. 
Make sure your remember about the fixed costs of toilet blocks, eating establishments, a first aid block, entrance turnstiles, benches, bins and paving.   
Now, total up your overall spending.  Re-plan if you have overspent.  Remember, any underspending can be carried forward for advertising.   
 
REFLECTION DAY 1: 

 Have you decided on a name? 

 A theme? 

 A main target market? 
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During this project, you will:  

 Develop your problem solving 
skills 

 Make decisions and choices 

 Use a range of mathematical 
and literacy skills 

 Have fun! 



 Do you have themed areas in your park? 

 How much have you spent on build costs? 

 Where have you placed the toilet blocks?  First aid block?  Eating establishments?  Benches?  Why?  
 

 
 
Day 2 
 

RUNNING YOUR THEME PARK 

 
All theme parks cost money not just to build but also to run on a day-to-day or week-to-week basis. Yours is no exception.  It all costs money from your initial loan!  Therefore, 
you need to think about:  
Staffing: payment to people to work at the park: Who might this include?  Staff to operate the rides?  Maintenance staff?  Cleaning staff?  Staff to work in their food outlets?  
First-aiders for the first aid booth? 
Maintenance costs: paying to keep all the rides and attractions safe and functional.   
Electricity: paying to power your rides, attractions and amenities.  
Stock for food outlets: paying for the ingredients to make the food that you will sell.  
Liability insurance: paying an insurance premium in case anyone gets hurt or injured whilst working at or visiting the theme park.  Think about the importance of liability 
insurance and why this will potentially be a big outgoing cost for a business like a theme park where accidents may occur.  
 
This needs some very careful thought and mathematical planning so that you know you have enough money from the loan and your theme park is eventually successful.   
 
Today you are going to create a running cost estimate for the first TWO WEEKS of YOUR theme park. 
First, go to the Class 6 page of the school website and view the document called ‘Class 6 Theme Park 6.7.2020’ and read through the second section called ‘Lesson 2: 
Running Your Theme Park’.  Each slide will guide you through the process.  You will need to have your theme park plan (that you drew out in session 1) in front of you.   
Working on the ‘Estimated Running Costs’ activity sheet below, you need to calculate the running cost for each ride/amenity or attraction on your theme park design/plan.  Add 
on other running costs associated with the operation of the theme park and then calculate an overall cost.   
You can then create a running cost for the first two weeks of operation.  Calculators are optional for this task.   
You may realise that the park needs to be re-thought if your running costs are too expensive.   
Money must be left over for marketing costs.  
 
REFLECTION DAY 2: 

 How much of your remaining business loan budget (after build costs) will be needed over the first two weeks of operation? 

 What is your biggest outgoing expense?  Why? 

 Do you need to reconsider the rides and attractions over the first two weeks of operation? 

 How much money is left to market your new business venture? 
 
Challenge Question: 
What would be your running costs for a whole year? 
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Day 3 
 
 
 

THEME PARK BROCHURE PRODUCTION 
 

Today is all about creating a brochure all about your new theme park.  
To start this session go to the Class 6 page on the school website and view the document called ‘Class 6 Theme Park 6.7.2020’.   
Read through the third section called ‘Lesson 3: Theme Park Brochure’ carefully so that you know what is needed in your brochure.   
Look carefully at the success criteria on the slideshow for each page of your brochure.   
Make sure you get arty too! The brochure needs to be bright, eye-catching and full of information about your expensive new theme park.  
Also, please have a look for online brochures: 
https://sundownadventureland.co.uk/public/wp-content/uploads/2020/02/sundown-theme-park-leaflet-with-map-2020.pdf  
https://www.woodlandspark.com/wp-content/uploads/2016/10/Woodlands-Brochure-2018.pdf    
https://www.flamingoland.co.uk/downloads/Flamingo_Land_Park_Guide.pdf  
There are also plenty of brochure templates online to have a look at – go for it! 
 
REFLECTION DAY 3: 
Have you created a successful brochure?  Does your brochure: 

 Inform customers (and potential customers if they are looking at it on the website) what is available to do whilst visiting? 

 Give details of the rides, attractions and food outlets in each of your three park areas? 

 Have an element of persuasion?  If potential customers see it on the internet, will they be persuaded to visit?  Are you persuading customers to go on certain rides or 
visit a particular food outlet?   
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 Look bright, colourful and easy-to-read? 

 
 
Day 4 

THEME PARK ADVERTISING 
 

Think about the word ‘marketing’ – trying to convince a target market (people) that they need to buy a product or service (obviously in this case – they need to visit your theme  
park).   
Marketing can involve research, pricing strategies, identifying target markets and ultimately advertising – so customers are aware of your product or service.   
The amount you can spend on advertising will depend on the amount of money left from your original business loan.   
Scroll down to the ‘Marketing Budget’ Activity Sheets.  
Now, use the information from the previous sessions to complete this calculation.  

£5,000,000 – (your building costs + two weeks of running costs) = your marketing budget 
Once you have a budget for your advertising (marketing) then please go to the Class 6 page of the school website and view the document ‘Class 6 Theme Park 6.7.2020’ and 
read through the fourth section called ‘Lesson 4: Marketing and Advertising’.   
 
Read the slides very carefully as you will have to make some important decisions.   
As you can see, you can advertise (market) your theme park in a variety of ways: 

 Print – Advertisements within a newspaper or magazine 

 Billboards – Poster campaign 

 Radio – Advertisements either on local stations or on a nationwide radio station 

 Television – Advertisement on a specific channel or at a certain time of day 

 Internet – Advertisement ‘pop-up’ on a popular social media site 

 Web banner on a search engine (with a link to a website)  
 
Look again carefully at the ‘Marketing Budget’ sheet below.  Which of the methods can you afford?  Which do you think would work best?  
Make your decisions and calculate your marketing costs.  Alter decisions if you do not have enough money left.   
 
Now, over these next two days I would like you to choose 2 ways of advertising your theme park (for this, it doesn’t matter now if you can’t afford it).   
You will need to produce the adverts in the method of your choice.  
If you fancy doing more art, then go for the billboard/poster advert, or, if you are a computer whizz, then go for a TV advert.  Whichever you go for, I would like you to think 
carefully about the composition and the persuasive nature of the advertising (see the section ‘Lesson 4: Marketing and Advertising’ for relevant information about what should 
be included).  Please see below for further information, instructions, ideas and writing regarding the advertising.  Don’t forget you can, if you want to, record your radio advert and 
your TV advert – the possibilities are enormous!   
There are so many creative things you can do – go for it!   
Please send me examples of your work, I will love to see, hear or watch what you produce.   
 
REFLECTION DAY 4: 

 What persuasive features do the adverts contain? 

 Will it encourage target customers to visit?  

 Does your advert contain enough key information specific to your theme park? 

 Do they contain rhetorical questions? 

 Do they contain exaggerated adjectives? 

 Do they contain imperative verbs? 

 Do they have a catchy jingle or a memorable slogan? 
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Day 5 – This is now a choice day depending on how you have got on this week.  You can either have a go at Day 5 
below OR you can spend some quality time finishing learning from Days 1-4 OR you can do both.  Day 5 has two 
activities – you can do both or choose one to complete.  



 
 
Day 5 

PUBLICITY FLASHTASK 
 

You have the opportunity to create some free publicity within:  
‘Mega Drop; the worldwide magazine publication for rollercoaster enthusiasts 

 
They have requested a review for what you consider to be the most thrilling ride in your theme park.   
Look below for the review from ‘Zero Gravity Magazine’. Read the article and pick out the key features it includes (i.e. ambitious adjectives, quotes, technical vocabulary 
specific to the rollercoaster etc.).  
Now, if you would like to, create your own review of a rollercoaster from your theme park as though you are a ‘Mega Drop’ magazine reviewer.   
 
 

ENTRANCE FEES 
 

Your last task is to think about how much you will charge people to enter your theme park.   
Please go onto the Class 6 page on the school website and view the document ‘Class 6 Theme Park 6.7.2020’ and read through the fifth section called ‘Lesson 5: Entrance 
Fees’.   
You will need to think about your target market – who your theme park is aimed at.  Do you expect most of your customers to be adults?  Will your theme park attract people of 
all ages?  Is your theme park more suitable for younger children and their parents?   
These factors will influence how much you charge your customers.  You will also need to think about your running costs.   
Now you need to find the ‘Working Out Entrance Fees’ document under this timetable.  Now calculate: 

 

Daily running cost ÷ 750 = 
The answer you calculate will be an amount of money you need to charge customers to allow the theme park to keep running and stay open.  However, if you charge this 
amount, your theme park will not make a profit, so you need to charge more.   
Continue to read through the ‘Lesson 5: Entrance Fees’ section and use this to support your pricing strategy.  Decide on how many children and adults will visit your theme 
park each day (these two numbers need to add together to make 750), then fill this in on the ‘Working Out Entrance Fees’ document.  Then, think of two potential price 
strategies and fill this in on the document.  Do make sure that the prices you are charging will give you a profit, but be careful that you don’t charge too much, otherwise you will 
put people off from visiting.  
Finally, you will need to decide on the final prices you will charge and fill them in on the sheet.    
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