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	LESSON PLAN



	TIME REQUIRED


90 minutes or two 45-minute class periods

	RATIONALE


Product/Service Management: A marketing function that involves obtaining, developing, maintaining and improving a product or service mix in response to market opportunities or changes.

	INTENDED OUTCOMES


At the conclusion of this session, students will be able to:
· Identify components of a retail image.
· Choose vendors.
· Plan merchandise assortment (e.g., styling, sizes, quantities, colors).
· Determine stock turnover.
· Plan reductions (e.g., anticipated markdown, employee/other discounts, stock shortages).

	INSTRUCTIONAL CONTENT


Introduction· Retail Image
· Vendors
· Merchandise Assortment
· Product Line 
· Product Width
· Product Depth Product Length
· Product Consistency
· Brand
· Brand Mix
· Merchandise Assortment
· Stock Turnover
· Reductions
· Markdowns
· Discounts
· Shortages
KEY TERMS

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

It’s vital for any business to continually ensure its products and services are flexible enough to keep up with the market shift. Most companies achieve this by implementing regular reviews, giving customers a platform to express their product feedback. They then use the feedback to improve the quality of their services and products.

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

Have students work with partners or small groups to answer the product/service management questions in your SBE discussion questions.
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	APPLICATION ACTIVITIES


After completing the module, complete the following product/service management activity (30 minutes).  

Introduction
The teacher will review the product and service management phases with students. Students can be put in pairs or small groups for the activity.
 
Each business may handle product and service management differently, but most use three main phases of the management process. They are new product/service development, monitoring existing products/services and eliminating products/services that are weak.

Developing New Products
Companies spend a lot of time, effort and money developing new products and services for their customers. These can be products that are new to the market or old products that have been modified, presented or distributed in a new way. A new or improved formula or new packing and design for an existing shampoo is still considered “new” or a new modification to an existing product, such as a new flavor of potato chips.

Monitoring Existing Products
Products and services that are already available are referred to as existing products. It is essential to continually monitor existing products. They may decide to keep the product or service if it is effective and does not require any changes. However, the business may determine that improvements to the product or service would increase revenue, profits or market share.  

Eliminating Weak Products
A product may be discontinued if they have had a drop in sales or profitability, a conflict with a new product or changes in the company objectives. Businesses must carefully plan product discontinuation to protect their image and not upset customers. Products can be eliminated over a period of time or discontinued immediately. Companies must decide the best method based on the costs to the company.

Discussion Questions
· Has one of your favorite products ever been discontinued?
· Why would a company discontinue a product?
· Can you recall any products that had been discontinued but brought back (either temporarily, seasonally or permanently) due to customer demand?  
· Evaluate the products carried in your school-based enterprise. Do you think any should be discontinued? Which product(s) and why? Consider whether the product should be eliminated or if improvements to the product or service would increase its profitability.



	ASSESSMENT + FOLLOW-UP


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

Product/Service Management Gallery Walk
Instructions
Print/write the questions below on individual pieces of paper and post them around your classroom or space where you will complete the gallery walk. Add any additional questions that your students may need. 
· Students can work with a partner, in small groups, or individually to complete this activity. 
· Assign students to start at different question numbers so that not all students are grouped around one question. Give students 2-3 minutes for each question, and at the end of the allotted time, have students rotate to the next question. Repeat the process until all students have answered all questions. (Time per station can be increased or decreased)
· Have students write their answers on a piece of paper, provide students with Post-its to record their answers and then stick the Post-it to the question on the wall or use large sticky pad paper and have students write their answers directly on the paper.
· At the end of the activity, circulate through the questions and allow students to share their answers and discuss.
· No answer key is provided because student answers may vary. Teachers should use their content knowledge to determine if student answers are appropriate.

Questions
1. What is the difference between goods products and service products? What goods have you purchased this week? Services?
2. What are the elements of a retail image? Discuss some ways to improve the SBE retail image. 
3. Explain the importance of a business’s merchandise assortment.  
4. How do businesses determine which products to produce and/or sell?
5. What are some different ways in which product lines can be organized?
6. Identify some reasons why a business would offer a narrow product mix.
7. Identify some reasons why a business would offer a broad product mix.
8. Identify some reasons why a business would offer a deep product mix.
9. Identify some reasons why a business would offer a shallow product mix.
10. How are decisions made in the SBE to introduce new products and delete old ones?  

Lesson Extension
[bookmark: _Hlk105073487]For additional activities, have students work in pairs on the Product/Service Management Case Study of the Week - 1  and Product/Service Management Case Study of the Week - 2



	RESOURCES + MATERIALS


· Online access to presentation: www.deca.org/advisor-resources/sbe-product-service-management
· Product/Service Management Case Study of the Week -1 | DECA Direct Online
· Product/Service Management Case Study of the Week - 2 | DECA Direct Online
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