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	LESSON PLAN



	TIME REQUIRED


90 minutes or two 45-minute class periods

	RATIONALE


Market Planning: A market plan is a strategic plan businesses use to organize, execute and track their marketing strategy and business goals over a given period.  

	INTENDED OUTCOMES


At the conclusion of this session, students will be able to:
· Develop customer profile.
· Conduct market analysis (market size, area, potential, etc.).
· Explain strategies for linking performance measures to financial outcomes.

	INSTRUCTIONAL CONTENT


Introduction· Market Segmentation 
· Mass Marketing
· Target Marketing
· Niche Marketing
· Target Customer Profile
· Demographic Segmentation
· Geographic Segmentation
· Psychographic Segmentation
· Behavior Segmentation
· Market Need
· Customer Demand
KEY TERMS

This lesson can be done without any prior knowledge of what market planning is and is intended to be introductory in nature. The teacher should briefly introduce the role of market planning in businesses.

Market planning involves identifying the target market of a business. Once a business has identified its target market, it can tailor its activities and product offerings to appeal to the individuals within that market. Effective planning ensures that a business has a comfortable position within the marketplace.

Review Market Planning slides (30 minutes)
} Download the presentation slides at deca.org/resources.

[bookmark: _Hlk86405226]Have students work with partners or small groups and answer the market planning in your SBE discussion questions.


	APPLICATION ACTIVITIES


After completing the module, complete the following market planning activity (45 minutes).  

Introduction
The teacher can lead a classroom discussion or have students discuss with partners the below questions.
· What types of products have specific target markets?
· What are some examples of target markets?

Target Market Gallery Walk
The teacher will find five or six magazines that appeal to different target markets. A few examples are:  Glamour, Forbes, Sports Illustrated, Better Homes and Garden, Time, InStyle or any other magazines the teacher may have access to that would be targeted to various markets. Tear out ads from the magazines and post them around the classroom. The number of ads should correspond with how many groups, pairs or the class size. Teachers should number each ad so students can easily identify each one.

Instructions
· Students can work with a partner, in small groups, or individually to complete this activity. 
· Assign students to start at different ads so that not all students are grouped around one. Give students 2-3 minutes at each ad to answer the questions, and at the end of the allotted time, have students rotate to the next ad. Repeat the process until all students have visited all the advertisements. (Time per station can be increased or decreased)
· Students can use the application activity on page 4 and organize their information. If the teacher has more advertisements, students can write their answers at the bottom of the page.
· At the end of the activity, circulate through the ads and allow students to share their answers and discuss.
· No answer key is provided because student answers will vary based on the ads. Teachers should use their content knowledge to determine if student answers are appropriate.

Lesson Extension
For additional activities, have students work in pairs on the following case studies Market Planning Case Study of the Week - 1 or  Market Planning Case Study of the Week - 2 




	ASSESSMENT + FOLLOW-UP


After completing the application activity, students can participate in the below exercise:

Restaurant Competition
The restaurant industry is exceptionally competitive. A restaurant can use mass, target or niche marketing to attract a specific market segment. In the restaurant industry, differentiation is essential. A restaurant critic can make or break a new restaurant in town. This is the case for the new restaurant SPICE BOWL, a high-end restaurant that targets corporate luncheons and fine dining with a prime location downtown. The uniqueness of the new restaurant is the use of a subtle blend of spices in their signature dishes. SPICE BOWL has seen a steady stream of reservations for lunch service, but the restaurant still needed help filling tables for dinner.

Three months after its grand opening, one of the city’s most renowned restaurant critics gave the restaurant a glowing five-star review. Suddenly, SPICE BOWL reservations were fully booked on Friday and Saturday evenings. SPICE BOWL never looked back, and with a careful marketing strategy focusing on their target niche and even more careful attention to menu items, highly skilled staff, exceptional cooking and their prime location downtown, the restaurant has been a continued success. Reservations are highly recommended for weekend evenings to get a table.

Answer the following questions based on the case study:
· Differentiate between mass, target and niche marketing and how SPICE BOWL can utilize each strategy.
· Explain how customer reviews can provide a restaurant with a unique selling point in a highly competitive industry.
· To what extent does having a unique selling point in a highly competitive market, such as the restaurant industry, help them achieve their objectives?

	RESOURCES + MATERIALS


· Download the Presentation: deca.org/advisor-resources/sbe-market-planning
· Market Planning Case Study of the Week - 1 | DECA Direct Online
· [bookmark: _Hlk105145952]Market Planning Case Study of the Week - 2 | DECA Direct Online
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	APPLICATION ACTIVITY



	INSTRUCTIONS


Fill out the chart below for the target market information for each ad. List the product or service being advertised under the ad number.  

	Ad
	Age of Target Audience
	Gender
	Income Level
	Occupation
	Geographical Location

	Ad #1
	
	
	
	
	

	Ad #2
	
	
	
	
	

	Ad #3
	
	
	
	
	

	Ad #4
	
	
	
	
	

	Ad #5
	
	
	
	
	

	Ad #6
	
	
	
	
	

	Ad #7
	
	
	
	
	

	Ad #8
	
	
	
	
	

	Ad #9
	
	
	
	
	

	Ad #10
	
	
	
	
	

	Ad #11
	
	
	
	
	

	Ad #12
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