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Career, Technical, & Agricultural Education







PATHWAY:  
Sports and Entertainment Marketing
COURSE:  

Introduction to Sports and Entertainment Marketing
UNIT 5: 

Elements of the Selling in Sports & Entertainment Marketing
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Annotation: 
This unit includes lessons on selling, sales process and sales activities in sports and entertainment.  The lesson helps identify various sales methodologies and strategies used in sports and entertainment marketing.

Grade(s):  

	X
	9th

	X
	10th

	X
	11th

	X
	12th


Time:  
8-9 hours
Author: 
Krystin Glover
Students with Disabilities:

For students with disabilities, the instructor should refer to the student's IEP to be sure that the accommodations specified are being provided. Instructors should also familiarize themselves with the provisions of Behavior Intervention Plans that may be part of a student's IEP. Frequent consultation with a student's special education instructor will be beneficial in providing appropriate differentiation.
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GPS Focus Standards: 
MKT-SEM-5 Students will interpret the elements of the selling process as they relate to sports and entertainment marketing. 
a. Identify various sales methodologies used in sports and entertainment marketing (i.e. personal selling, TV, radio, newspaper, web, telemarketing, etc.). 

b. Explain strategies for attracting secondary sales (i.e. advance ticket sales and other strategies for getting highly sought tickets). 

c. Explain the difference between ticket brokers and ticket scalpers. 

d. Evaluate the impact of competition as it applies to a profitable event. 

e. Explain sales activities used to generate profit at an event (i.e. memorabilia, sponsorships, media guides, and advertisement space). 

f. Identify the various methods of ticket processing (i.e. telephone orders, internet orders, will call windows, comp tickets, etc.) 

GPS Academic Standards:
ELA11LSV2 
The student formulates reasoned judgments about written and oral communication in various media genres. The student delivers focused, coherent, and polished presentations that convey a clear and distinct perspective, demonstrate solid reasoning, and combine traditional rhetorical strategies of narration, exposition, persuasion, and description. 
SSEF3 
The student will explain how specialization and voluntary exchange between buyers and sellers increase the satisfaction of both parties. 
SSEMI3 
The student will explain how markets, prices, and competition influence economic behavior. 
MM2D2 
Students will determine an algebraic model to quantify the association between two variables.
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Enduring Understandings: 
Students will understand the:
•
Importance of sales in sports and entertainment.  
•
Various strategies and methodologies of sales in the industries.  
•
Ticketing process and how it provides profit in the industries.

Essential Questions: 
•
Think about the last experience you had with a salesperson. What was the interaction like? Was the 
salesperson helpful? Was it a positive experience or negative experience? Did the salesperson’s 
assistance impact your purchase decision?
•
Have you ever been approached by a salesperson from a sports or entertainment organization? What 
were they selling? Did you decide to purchase?
Knowledge from this Unit:  
Students will:

•
Identify ticket processing activities.

•
Identify sales strategies, activities, and methods.
Skills from this Unit:  
Students will:

•
Develop ticket processing activities.
•
Demonstrate sales process and activities.
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Assessment Method Type: 
	
	Pre-test

	
	Objective assessment - multiple-choice, true- false, etc.

	
	__ Quizzes/Tests

__ Unit test

	x
	Group project

	x
	Individual project

	x
	Self-assessment - May include practice quizzes, games, simulations, checklists, etc.

	
	__ Self-check rubrics   

__ Self-check during writing/planning process

__ Journal reflections on concepts, personal experiences and impact on one’s life

__ Reflect on evaluations of work from teachers, business partners, and competition judges

__ Academic prompts

__ Practice quizzes/tests

	x
	Subjective assessment/Informal observations

	
	__ Essay tests

__ Observe students working with partners

__ Observe students role playing

	
	Peer-assessment  

	
	__ Peer editing & commentary of products/projects/presentations using rubrics

__ Peer editing and/or critiquing

	x
	Dialogue and Discussion

	
	__ Student/teacher conferences
__ Partner and small group discussions

__ Whole group discussions
__ Interaction with/feedback from community members/speakers and business partners

	x
	Constructed Responses

	
	__ Chart good reading/writing/listening/speaking habits

__ Application of skills to real-life situations/scenarios

	
	Post-test


Assessment Attachments and / or Directions: 
•
NASCAR Case Study 
•
Milwaukee Case Study
•
SEM_5_Ticketmaster vs. Stub Hub Project
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•
LESSON 1:  ELEMENTS OF SELLING

1.
Identify the standards. Standards should be posted in the classroom.
MKT-SEM-5 Students will interpret the elements of the selling process as they relate to sports and entertainment marketing. 
a. Identify various sales methodologies used in sports and entertainment marketing (i.e. personal selling, TV, radio, newspaper, web, telemarketing, etc.). 

b. Explain strategies for attracting secondary sales (i.e. advance ticket sales and other strategies for getting highly sought tickets). 

c. Explain the difference between ticket brokers and ticket scalpers. 

d. Evaluate the impact of competition as it applies to a profitable event. 

e. Explain sales activities used to generate profit at an event (i.e. memorabilia, sponsorships, media guides, and advertisement space). 

f. Identify the various methods of ticket processing (i.e. telephone orders, internet orders, will call windows, comp tickets, etc.) Why or why not?
2.
Review Essential Question(s). Post Essential Questions in the classroom. 

•
Think about the last experience you had with a salesperson. What was the interaction like? Was the salesperson helpful? Was it a positive experience or negative experience? Did the salesperson’s assistance impact your purchase decision?
•
Have you ever been approached by a salesperson from a sports or entertainment organization? What were they selling? Did you decide to purchase?
3.
Identify and review the unit vocabulary. Terms may be posted on word wall.

	Ticket Broker
	Ticket Scalper
	Sales

	Feature-Benefit Selling
	Ticket Package
	Season Tickets


4.
Interest approach – Mental set


Ask students if they have ever bought a ticket to attend a sporting event, concert or other related sport or entertainment event.  How did they purchase their tickets (online, store ticket office, box office, from another person, etc.)?  Have students share their experiences purchasing tickets for events.
•
LESSON 2:  IDENTIFYING VARIOUS SALES METHODS AND STRATEGIES

1. 
Instruct students on various sales methods and strategies using the Understanding Sales Methods and Strategies PowerPoint and the Sales Methods and Strategies Note Guide.
2.  
Hand out the SEM Feature-Benefit Activity.  Have students complete the activity the first day and then present the second day.  They should also bring in the 2 products they used in their activity to show the class during their presentation.
3. 
Distribute the NASCAR Case Study and allow students time to read the article silently.  Instruct students to answer the questions individually.  Then, have the students partner up with another student and between the two, come up with the best answer for each question.  Each group will present their answers to the class with one student providing their answer to question #1 and the other student question #2.
•
LESSON 3:  TICKET SALES AND STRATEGIES

1. 
Instruct students on various sales methods and strategies using the Ticketing and Secondary Sales PowerPoint and Ticketing and Secondary Sales Note Guide.
2. 
Hand out the Ticketing Activity and allow students time to complete.  Students will need the Internet to complete.  You may wish to have students share their examples or possibly come up and write their resource on the board so all students to copy them down to explore on their own or for a possible project.
3. 
Distribute the Milwaukee Wave Ticket Case Study and allow students time to read the article silently.  Then, instruct students to answer the questions individually.  Then, have the students partner up with a different   student than the NASCAR Case Study and between the two, come up with the best answer for each question.  Each group will present their answers to the class with one student providing their answer to question #1 and the other student question #2.

4. 
Distribute and go over the Ticketmaster vs. StubHub Project.  Allow students 2-3 days to do research and complete the visual aid.  Students will present their visuals to the class.  Display the really creative projects around your room for students to see. Use the Ticketmaster vs. StubHub Rubric to grade. 
•
ATTACHMENTS FOR LESSON PLANS

•
Understanding Sales Methods and Strategies PowerPoint
•
Sales Methods and Strategies Note Guide
• 
SEM Feature-Benefit Chart

· NASCAR Case Study

· Ticketing and Secondary Sales PowerPoint
· Ticketing and Secondary Sales Note Guide
· Ticketing Activity

· Milwaukee Wave Ticket Case Study

· Ticketmaster vs. StubHub Project
· Ticketmaster vs. StubHub Rubric
•
NOTES & REFLECTION: 

The main goal of this lesson is for students to understand sales activities, promotion, strategies of secondary sales, and ticket processing.  
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Culminating Unit Performance Task Title: 
If teacher is utilizing a student portfolio, you may want to include the case studies or use the businesses for future project use. Inclusion of the Ticketmaster vs. StubHub Project is a must for any portfolio!
Culminating Unit Performance Task Description/Directions/Differentiated Instruction: 
Case studies give students an inside look at real businesses within the sports and entertainment industries.  Ticketmaster vs. Stub Hub Project gives students a close-up look into the world on online ticket sites.
Attachments for Culminating Performance Task: 
Inclusion of the Ticketmaster vs. StubHub Project is a must for any portfolio!
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Web Resources:
•
www.nascar.com
•
www.milwaukeewave.com 
•
www.ticketmaster.com
•
www.stubhub.com
Materials & Equipment: 
•
Internet
•
Computers
21st Century Technology Used: 
	x
	Slide Show Software
	
	Graphing Software
	
	Audio File(s)

	
	Interactive Whiteboard
	
	Calculator
	
	Graphic Organizer

	
	Student Response System
	x
	Desktop Publishing 
	
	Image File(s)

	
	Web Design Software
	
	Blog
	
	Video

	
	Animation Software
	
	Wiki
	
	Electronic Game or Puzzle Maker

	
	Email
	x
	Website
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Marketing, Sales and Service
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