MARKETING EDUCATION LEARNING PLAN
COURSE;  Introduction to Marketing

APPROXIMATE # OF DAYS:
10

CONCEPT/TOPIC:   Product Planning, Channel Management, Promotion,  SWOT analysis

Instructional Area(s):

	Information Management
Emotional Intelligence

Selling

Channel Management 

Marketing Information Management

Market Planning

Communications

Promotion


Marketing Standards (Measurement Criteria) to be assessed:

	Demonstrate basic word processing skills (IM: 264) (PQ) 

Demonstrate basic presentation applications (IM: 265) (PQ)

Analyze product information to identify product features and benefits  (SE: 109) (SP)

Explain the nature of effective communications (EI: 007) (PQ)

Participate as a team member (EI: 045) (CS)*

Foster positive working relationships (EI: 037) (CS)*

Explain the nature and scope of channel management (DS:001) (CS) *
Explain the nature of channels of distribution (DS:055) (CS) *
Describe the need for marketing information (IM:012) (CS) *
Explain the nature and scope of the marketing-information management function (IM:001) (SP)

Explain the concept of marketing strategies (CS) *
Explain the concept of market and market identification (CS) *

Conduct SWOT analysis for the use in the marketing planning process (MN)

Explain the nature of effective verbal communications (CO:147) (PQ) 

Ask relevant questions (CO:058) (PQ) 

Interpret others’ nonverbal cues (CO:059) (PQ)

Provide legitimate responses to inquiries (CO:060) (PQ)

Explain the types of promotion (PR:002) (CS) *
Identify the elements of the promotional mix (PR:003) (SP)

Explain the components of advertisements (SP)

Explain the importance of coordinating elements in advertisements (SP)




RESOURCES 

Teacher
Student

	Computer Lab – PowerPoint, WORD  & Internet

Display Boards
	Computer Access & Printer Access 
Display Boards provided by teacher


EVALUATION TECHNIQUES: Assessment Activity? Assessment Tool?
	Reflective Essay
Peer Evaluation

Rubric


Develop a New Product
NAME: 

Each team will choose an original name for your product.

BACKGROUND:

You are to develop a new product that you and your partner believes will sell.  

MISSION: 

You are to develop your ideas using the steps for new product planning.  Create a prototype of your new product, if possible make it functional.  Be ready to demonstrate how the product works.  If your idea is not a new concept, decide what will differentiate your product from others like it. 

Identify the product positioning, brand name, and packaging.   Design a brand mark or trade character to attract attention.

REASERCH:

Research current trends with in your product’s industry.  For example if you are developing a new software program or video game, describe why it fits into the current trend.  If you are developing a product that you believe there is a need for explain why.

Research the target market for this product, identifying characteristics and numbers in the population who may buy such an item.

Research other similar products or product lines to determine how best to position your new product line.

Research your competition to find out how you can differentiate your product.

Determine how you will promote your product. Make sure you include advertising, publicity and sales promotion. 

FINAL OUTCOME:

PROTOTYPE:

Mock up of product.

REPORT:

Prepare a double-space report showcasing your new product.  Arrange your written report using the following headings:

· Product Idea

· Concept and design

· Target market

· Features and benefits

· Brand name, brand mark, and/or trade character

· Market and business analysis

· Trends that may effect your product

· Market demand (number of potential customers in target market)

· Competition (market share held by competitor)

· Product’s potential profitability (selling price, estimated cost, estimated sales)

· Packaging, labeling, and expended product features

· Package design

· Label design

· Product Positioning

· Relation to competition

· Differentiation

· Positioning methods used

· Distribution

· Identified retail markets

· Rationale for distribution method

· Promotion/Marketing plan

· Advertising

· Sales promotion plan

· Sponsorship or endorsements, etc.

PRESENTATION: 

Design a power point that contains all of the above criteria and how the product works. You may also give a product demonstration if applicable.  Your audience for this presentation is group of executives and potential investors in the industry related to your product.

JUDGING: 

Will be based on your oral presentation skills that will include:

· Product  - Ability to meet customer needs

· Knowledge of market and business analysis for the proposed product.

· Creativity – visual aids, product design, presentation

· Continuity of presentation

· Speaking – Enthusiasm, Voice quality and Eye contact

This is the scoring rubric judges will use.

	
	1
	3
	5
	Points

	Product 
	I do not like the product at all. Would not buy. Not realistic
	I somewhat liked the product. May or may not buy it.
	Loved the product  idea.  Where can I get it.
	 

	PowerPoint
	Did not like the slideshow at all. Boring
	Liked it somewhat.  Some slides better than others.
	Wow what a great Slide show. Very creative.
	 

	Model/Other visuals
	Model/or visual aids did not motivate me at all to buy the product
	I was somewhat motivated by the model or visual aids
	Great effort with visual display or model was top notch.
	 

	Presentation
	Presentation did not flow well, not organized and difficult to understand.
	Presentation flowed at times, fairly organized and sort of easy to follow.
	Presentation flowed smoothly, was organized and was easy to follow.
	 

	Speakers
	Could not understand any of the speakers. Showed no enthusiasm.
	Sometimes, speakers were clear & projected well.  Showed a little enthusiasm.
	WOW! All speakers were clear, projected well and showed great enthusiasm.
	 

	Overall Effectiveness
	I would not buy the product based on the overall product presentation.
	I might buy the product based on the overall presentation.
	I would buy the product based on the overall product presentation.
	 

	Total Points
	 








