	Speaking Lesson Plan


	Marketing Strategy

	Instructor:
Hyo jung Park  (Betty)
	
	Level:
Low Intermediate
	
	Students:
9
	
	Length:
25 minutes


	Materials:
· Products (socks, lipstick, soap, cell phone)
· Worksheet#1 (the article) : 10 copies (1 copy for each person + 1 extra copy)
· Worksheet#2 : 4 copies (1 copy for 1 group + 1 extra copy)
· Whiteboard and board markers 


	Aims:
· Ss think about what is marketing.
· Ss practice speaking the ideas having reasons in role-playing.

· Ss practice correcting their mistakes for themselves through the homework.
· Ss learn some new words concerning marketing.


	Language Skills:
· Listening:    listening to the teacher’s instruction
                    listening to the other students’ talking while role-playing
· Speaking:   role-playing any particular part in front of the class
· Reading:     reading the article about successful marketing
· Writing:       making a script of their products sales


	Language Systems:
· Phonology:   pronouncing new words appropriately
· Lexis:             learning new words
· Function:      sales on their products
                      asking questions and answering (between sales person and clients)
· Discourse:    practicing the particular situation organized in a role-play


	Assumptions:
· Ss already know :
· How the class is set up and run.
· The teacher’s style of teaching and the pace of the course.
· How to express their opinion in English.
· Ss have some amount of information of marketing strategy.


	Anticipated Errors and Solutions:
· If students may not understand the situation or their roles,
 T should give students explanation and more time to talk about the situation each other.

· If time is short,
 shorten the preparation time with the 5-minute time left.
· If students finish their tasks earlier than anticipated,
 give students time to think about more practical strategies.


	References:
The article  fromhttp://www.businessknowhow.com/marketing/5marktech.htm



	Engagement Phase

	Materials: white board, board marker, socks, woksheet#1

	Time
5 min
	Set Up
Whole class
	Procedure:
<Greeting>
Hello, everyone. How are you doing?

<Eliciting>
(Showing socks)
 I bought socks from my friend. She sells socks. 

I don’t need socks because I have already 3 pairs of socks. She compelled  me to buy them. I can’t do anymore. How can I help her? Yesterday I found  some tips. Why don’t we share?
(Distribute the article)

Read individually. I will give you 2 minuites. 

<CCQs>

Work in pair?

How much time do you have?

(sharing the article with students)
What do they talk about?



	Learning Activity Phase : Pre-Activity

	Materials: white board, board marker, socks, woksheet#1

	Time
1 min
4min

	Set Up
Whole class

	Procedure:
<Vocabulary>
I want to sell them. How can I sell them?

I should plan how to sell them.

First, do something..

Second, do something…
We can say these set of plans “strategy”. Write down this word.
“Strategy” is a …..

<Discussion>

Why don’t we think about marketing strategies of socks?
OO, how can I sell them to clients?
Do you have any good idea?




	Learning Activity Phase : Main Activity

	· Materials: Products ( lipstick, soap, cell phone), worksheet#2

	Time
5 min
9 min
	Set Up
Groups
groups
	Procedure:
<Instruction>

Now we’re planning strategies for sales.
At first, let’s make three groups of three.
We will sell these 3 items. Can you pick one item?

I will give you 5 minuites to make strategies.
(Distribute items and worksheet#2)

<CCQs>
Are you working alone?

How much time do we have?

Monitor students’ doing and participate within each group. If students ask any questions, answer them. Give students the time warning: 1 minute left.
<Presentation>

Now we are going to have role playing. One team has 3minuites sales time. The others can ask the sales person about the product.
Which sales person was good?

Ss answer OO

Why do you think so?




	Reflection Phase

	Materials: 

	Time
1 min
	Set Up
Whole class
	Procedure:
Okay, everyone did a good job. We have learned marketing strategy through this activity. How was it? 
<Give Homework>
We are surrounded by many products. Choose one and you plan strategy to sell it. Anything is ok. Due date is next class.
<CCQs>
What are you suppose to do?

When is Due date?

Ok. Thank you everyone. See you next class. Bye.



Worksheet #1
Five Successful Marketing Techniques by Bob LeducHere are 5 successful marketing techniques you can use to increase your sales. All of them are simple to use. And they're effective for building any businesses. 
1. Keep Adding Something New 
Every time you add something new to your business you create an opportunity to get more sales. For example, something as simple as adding new information on your web site creates another selling opportunity when prospects and customers visit your site to see the new information. Adding a new product or service to the list of those you already offer usually produces a big increase in sales. The added product increases your sales in 3 different ways: 

· It attracts new customers who were not interested in your current products and services. 

· It generates repeat sales from existing customers who also want to have your new product. 

· It enables you to get bigger sales by combining 2 or more items into special package offers. 

2. Become a Valuable Resource 
Look for ways you can be a resource for your prospects and customers. Supply them with free information. Help them do things faster, easier, less expensively. You get another opportunity to sell something every time they come back to you for help. 
3. Separate Yourself from Your Competition 
Find or create a reason for customers to do business with you instead of with someone else offering the same or similar products. For example, do you provide faster results, easier procedures, personal attention or a better guarantee? Determine the unique advantage you offer to customers that your competitors do not offer. Promote that advantage in all of your advertising. Give your prospects a reason to do business with you instead of with your competition and you'll automatically get more sales. 

4. Promote the End Result 
Your customers don't really want your product or service. They want the benefit produced by using it. For example, car buyers want convenient transportation with a certain image. Dental patients want healthy and good-looking teeth without suffering any pain. Business opportunity seekers want personal and financial freedom for themselves and their family. Make sure your web pages, sales letters and other sales messages are promoting the end result your customers want. 

5. Anticipate Change 
Change is the biggest challenge to your business success. The days are gone when a business could constantly grow by simply repeating what it did successfully in the past ...or even recently. Aggressive, innovative competitors and rapidly changing technology make it impossible. Expect change and prepare for it. Don't wait until your income declines to take action. Develop the habit of looking for early signs that something is changing. Then confront it before you start to lose business. 

Worksheet#2

What is your item?

Introduce your item

What points of your product appeal to  clients?
What are your marketing strategies?





























































