Bourbon County High School
CONTENT AREA:  Sports Marketing

GRADE LEVEL 10-12
	Unit
	Student Outcomes
	Vocabulary
	Essential Questions
	Core Content Standards and POS
	Skills Standards
	Assessments

	What is Marketing?
	Students will:

· Define marketing
· Describe types of products

· Identify market and market share

· List the 4 P’s of marketing

· Distinguish mass marketing from target marketing

· Develop customer profile based on demographics, geographics  and psychographics

· Identify customer profile

· Develop a target market plan

· Identify the market mix

· Define product positioning
	· Marketing
· Products

· Market share

· 4 P’s of Marketing

· Mass marketing

· Market segmentation

· Customer profile

· Target market

· Marketing mix

· Positioning
	· What is marketing?

· Why do we need marketing?

· What is the marketing  concept?

· What is the marketing mix?

· What are marketing strategies?

	SS-H-3.2.3
Individuals attempt to maximize their profits based on their role in the economy (e.g., producers try to maximize profit, workers try to maximize income, savers and investors try to maximize return).

SS-H-3.3.3
The level of competition in a market is largely determined by the number of buyers and sellers.


	Marketing Skills Standards

AC 001 Distinguish between economic goods & services

OA 004 Explain the seven marketing functions

OH  002 Explain the role of promotion as a marketing function

OH  004 Identify the elements of the promotional mix


	· Review Activities
· Case Study

	What is Market Research?
	Students will:

· Define market research
· Distinguish between qualitative and quantitative research

· List the research process

· Summarize secondary and primary research


	· Market research
· Qualitative research

· Quantitative research

· Research process

· Secondary research

· Primary research

	· What is market research?
· How do you conduct market research?

· Why is it important to conduct market research?


	SS-H-3.3.3 The level of competition in a market is largely determined by the number of buyers and sellers.

SS-H-3.3.1 Numerous factors influence the supply and demand for products (e.g., supply - technology, cost of inputs, number of sellers; demand - income, price of similar products, consumers' preferences).

	OE 001 Describe how marketing information is used in business decisions

OE 019 Identify ways to obtain market data for market research


	· Review Activities
· Case Study



	Product Development
	Students will:

· Define product planning
· Identify product mix strategies

· Identify product lines by width & depth

· List new product development steps

· Classify product life cycle stages

	· Product planning
· Product mix

· Product line

· New product Development steps

· Product life cycle
	· How are products developed?

· What is the product life cycle?

· What are product lines and mixes?
	SS-H-3.3.1 Numerous factors influence the supply and demand for products (e.g., supply - technology, cost of inputs, number of sellers; demand - income, price of similar products, consumers' preferences).
SS-H-E-E-1 Understand that the basic economic problem confronting individuals, societies, and nations is scarcity or the imbalance between unlimited wants and limited resources available to satisfy those wants.
	AC 004 Determine forms of economic utility created by marketing activities

AC 005 Explain the principals of supply & demand

OH  004 Identify the elements of the promotional mix

OG  011 Describe factors used by marketers to position product/business


	· Quiz
· Product search project

	The Role of Price

	Students will:

· Define price and the role it plays in determining profit
· Describe the factors that affect pricing decisions

· Identify pricing strategies
	· Pricing
· Pricing strategies

	· What is the role of pricing?
· What are price strategies?
	SS-H-3.3.1 Numerous factors influence the supply and demand for products (e.g., supply - technology, cost of inputs, number of sellers; demand - income, price of similar products, consumers' preferences).

	AC 005 Explain the principals of supply & demand

OH  004 Identify the elements of the promotional mix

OI  015 Identify customer buying motives 

OF 005 Explain factors affecting pricing decisions
	· Pricing Collaborative project
· Case Study



	Brands & Licensing
	Students will:

· Explain the concepts of branding & brand equity
· Discuss the types of brands

· Discuss product licensing & how licensed goods are merchandised

· Explain the importance of sports sponsorships & endorsements
	· Brands
· Licensing
· Brand equity

· Licensing

· Sports sponsorship

· Endorsements


	· What are brands and what role do they play in marketing?

· What is licensing and what role does it play in marketing?

· What are sports sponsorships and endorsements? 
	SS-H-3.2.3
Individuals attempt to maximize their profits based on their role in the economy (e.g., producers try to maximize profit, workers try to maximize income, savers and investors try to maximize return).

.


	OG 012 Explain the concept of branding
AB 004 Understand the importance of persuading others.

OH 002 Explain the role of promotion
	· Brands & Licensing Collaborative project
· Case Study

· Assignment:  Design newspaper advertisement to sell a popular sporting goods brand.

	Personal Selling
	Students will:

· Develop a sales plan
· Initiate the sale

· Present the product

· Close the sale

	· Personal selling
	· How are products sold?
· What are the steps in personal selling?
	PL-H-4.1.2
Work has social and economic impacts on the individual, family, and society.

SS-H-3.3.2
Specific financial and non-financial incentives often influence individuals differently (e.g., discounts, sales promotions, trends, personal convictions).


	OI  014 Determine customer needs and wants
OI  015 Identify customer buying motives 

OI 002 Explain the role of customer service as a component of selling relationships

OI 012 Establish relationship with client/customer

OI 020 Identify effective product presentation techniques

OI 023 Identify effective methods used in closing a sale

)I 011 prepare for the sales presentation

OI 010 Explain the steps of the selling process

AB 005 Make oral presentations in a business setting


	· Personal Selling Role Play
· Case Study



	Competition is Everywhere


	Students will:

· Learn about market segmentation; how to evaluate market potential, and how to calculate market share.
· Distinguish between positioning strategies.

· Distinguish direct from indirect   competition.
	· Demographics
· Direct competition

· Geographic segmentation

· Indirect competition

· Market position

· Market potential

· Market segment

· Market share

· Mass marketing

· Non-price competition

· Price competition

· Product usage

· Psychographics

	· What are the types of market segmentation?
· What are the categories of product positioning?

· What is the difference between direct and indirect competition?
· What are the benefits of competition?

· What are the types of information businesses need to know about their competitors?
	SS-H-3.3.1
Numerous factors influence the supply and demand for products (e.g., supply - technology, cost of inputs, number of sellers; demand - income, price of similar products, consumers’ preferences).

SS-H-3.4.3
Investments in capital goods and labor can increase productivity but have significant opportunity costs.

SS-H-3.3.2
Specific financial and non-financial incentives often influence individuals differently (e.g., discounts, sales promotions, trends, personal convictions).

	AC 012 Explain the concept of competition
OE 020 Explain the concept of target markets and market segmentation
	· Ch. 7 Review Activities
· Ch. 7 Lessons 2 & 3 from www.marketing.swep.com


	Sports Marketing Industry
	Students will:

· Define the industry and give examples
· Explain why marketing decisions are based on industry standards, norms, and trends

· Explain how a sports figure can be successful in the motivational lecture circuit and the publishing industry

· Explain the purpose of an promotion methods used for sports camps and clinics


	· Industry standards
· Industry norms

· Industry trends

· Promotion methods
	· What are industry standards, norms, and trends?
· How can a sports figure be successful in the motivational lecture circuit?

· What is the role of travel and tourism in sports and entertainment?

· What are the challenges of international marketing?
	SS-H-3.3.2
Specific financial and non-financial incentives often influence individuals differently (e.g., discounts, sales promotions, trends, personal convictions).

	OE 020 Explain the concept of target markets and market segmentation
	· Use Internet to study favorite sport and list marketing trends for that sport
· Case Study

	Choose the Channel:  Distribution
	· List and describe channels for sports and entertainment
· Discuss distribution and sponsorship of amateur sports and recreation
· Discuss the distribution of college sports
· Discuss the distribution of professional sports
· Discuss the changing formats of music distribution
	· Channels
· Distribution

· Amateur sports

· Professional sports

· College sports


	· What are the types of distribution channels for sports marketers?
· What are the differences in distribution between amateur, college, and professional sports?
	
	
	· 

	
	
	· 
	· 
	
	
	· 

	Marketing for E-Commerce


	Students will:

· Define e-commerce

· Discuss the growing importance of e-commerce

· Understand the impact of e-commerce on distribution channels

· Explain the stages of development of an e-commerce business
· Describe how companies use promotion on the Internet
	· E-commerce

· Bricks & mortar

· Web sponsorship
· Priority Placement


	· What is the difference between a bricks & mortar and an e-commerce business?
· What are the three stages of e-commerce development?

· What are the advantages and disadvantages of e-commerce?

· What are the distribution changes in e-commerce?

· How can Internet companies promote their products and services?
	SS-H-3.4.2
Technological change and investments in capital goods and human capital/resources increase productivity.


	OA 021 Identify ways that technology impacts business
OC 002 Identify the channels of distribution

AA 005 Demonstrate the use of the Internet as a research tool
	· Ch. 8 Review Activities
· Technology Activity (#28, pg. 215)

· Assessment #2
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