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	LESSON PLAN



	TIME REQUIRED


90 minutes or two 45-minute class periods

	RATIONALE


Promotion: A marketing function where businesses communicate information to customers or prospective customers. It encompasses many methods and activities to encourage customers to purchase products or services from the business.

	INTENDED OUTCOMES


At the conclusion of this session, students will be able to: 
· Explain the nature of a promotional plan.
· Explain the use of visual merchandising in retailing.
· Use cross-merchandising techniques.
· Plan special events.
· Identify ways to track marketing-communications activities.

	INSTRUCTIONAL CONTENT


Introduction· Product Promotion 
· Institutional Promotion
· Sales Promotion
· Promotional Strategy
· Promotional Mix
· Visual Merchandising
· Displays
· Cross Merchandising
· Promotional Events 
KEY TERMS

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

Promotion is a term that includes all the ways a business attempts to enhance the visibility of its products, services or brand. A social media ad is a form of promotion, but so is a sale that discounts a price of a product or service for a set amount of time.

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

Have students work with partners or small groups and answer the selling in your SBE discussion questions.
	APPLICATION ACTIVITIES


[bookmark: _Hlk86405226]After completing the module, complete the following promotion activity (30 minutes).  

Introduction
The teacher will pair students with partners or put them in small groups to complete the activity below.
 
Step 1: Identify Products
[bookmark: _Hlk105575020]Students will identify products sold in the school-based enterprise with declining and irregular demand using the chart on page four. The teacher should review terms with students if they are unfamiliar with them. Students will justify why they put the product in that particular demand category.

· Declining demand: The decline of customer demand for a particular product or service caused by a new innovation, change in customer preference, competition or other factors.

· Irregular demand: When demand is not consistent. These products sell irregularly or sell more often during peak season.

Sample
	Product
	Demand
	Justification

	Hoodies
	Irregular demand
	Since it is warm most of the year.  Hoodie sales typically only occur during a 3-month period.

	Pretzels
	Declining demand
	Students are not buying pretzels and prefer chips or other salty snacks.  



Step 2: Promotional Strategy for Product
Students will create a promotional strategy/plan for one of the products to change the type of demand for that particular product or service. Students should discuss various strategies such as: lowering the price, remarketing, rebranding or repositioning the product or service. For this activity, there is an abundance of stock for this particular item, so it is necessary to change the demand through promotion.  

Students should include the following in their promotional plan:
· A realistic (if any) budget for the promotion
· Plans for how to prepare the SBE (visual merchandising/displays, extra staff)
· Plans for promotion (signs, flyers, announcements, social media platforms)


	ASSESSMENT + FOLLOW-UP


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

SBE Special Event
Instructions
[bookmark: _Hlk105581661]The teacher will put the students in small groups for the activity. Students will create and present a special event for the SBE. The teacher can print the outline on page 5 for students. Students can create a special event from one of the two basic categories: product promotional event or institutional promotional event. Students should identify the event goals and objectives (why they are planning the event and what they hope to achieve).

Note: This could be used as an extended project where students create one special event a month or create a presentation to share their ideas with the class

Special Event Examples
· Grand reopening
· Orientation/registration/open house
· School faculty and staff training 
· Parent/community shopping nights 
· Homecoming 
· Events for drama/nonathletic events
· Appreciation events (teacher, military, first responders)
· Holidays (special menu items or community events)
· Pink out
· New school/class t-shirt design event
· Food drive
· MDA/philanthropy events 

Lesson Extension
For an additional activity, have students work in pairs on the Promotion Case Study of the Week.

	RESOURCES + MATERIALS


· Download the Presentation: deca.org/advisor-resources/sbe-promotion
· Promotion Case Study of the Week | DECA Direct Online
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	APPLICATION ACTIVITY



	INSTRUCTIONS


· Identify products sold in your school-based enterprise with declining and irregular demand. List the products, type of demand and justify why you put the product in that particular demand category. 
· Pick one of the products you listed and create a promotion strategy/plan to change the type of demand for that particular product. Include the following in your promotional plan:
· A realistic (if any) budget for the promotion
· Plans for how to prepare the SBE (visual merchandising/displays, extra staff)
· Plans for promotion (signs, flyers, announcements, social media platforms)

Types of Demand and Promotional Activity
	[bookmark: _Hlk105575705]Product/Service
	Demand
	Justification

	

	
	

	

	
	

	

	
	

	

	
	



	Promotional Plan Ideas
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	APPLICATION ACTIVITY



	INSTRUCTIONS


Create and present a special event for your school-based enterprise.   Use the outline below to help you organize your plan.

Special Event
	
	

	Goals/objectives + target audience
	

	Set the date(s), location + timeline
	

	Budget + list of items needed
	

	Organize team and/or volunteers
	

	Develop a detailed promotion plan
	

	Methods to articulate message
	

	Measurement of success
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