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Module 4: Online Marketing and Selling
SHADOWS Lesson Plan for Masterclass 
Learning Outcomes: On completion of this workshop, CCI graduate entrepreneurs (learners) will be able to:
· Apply the basic principles of social media marketing as a cost-effective marketing tool;
· Identify the most suitable platform to sell their product/service;
· Develop a social media marketing plan;
· Compose an advertisement to promote their business through Facebook;
· Develop a marketing site, website or blog for their business; 
· Manage online customers;
· Identify the skills needed to manage and communicate effectively with online customers.

	Contents
	Instruction Method
	Timing (minutes)
	Materials/ Equipment Required
	Advice/Tips for the Trainer
	Assessment/ Evaluation
	Further Reading/Link to Resources

	Workshop Opening

Trainer Introduction: 
· Trainer welcomes all learners to the masterclass and informally introduces the topic of online marketing and selling.
· Using PowerPoint, the trainer presents the learning outcomes and brief overview of the units in this module. 

	•	Whole group discussion;

•	Trainer presentation;

•	Class/ trainer interaction.

	


10 minutes
	· Training venue;

· Laptop;

· Projector and screen;

· Pens and note-taking materials for learners.
-
	· Involve learners and encourage participation;

· Speak clearly and bridge one topic to the next.

	N/A





	N/A

	Unit 1 - Introduction to social media marketing and developing a social media marketing plan;

Trainer led whole group activity:
· Trainer introduces the topic of Online Marketing and Selling.
· Trainer delivers a PowerPoint Presentation to introduce the following topics:
· What is Online Marketing and Selling?
· What are the benefits of Online Marketing and Selling?
· Following this presentation, the trainer facilitates a whole group discussion to brainstorm the opportunities available through online selling and social media marketing as cost-effective marketing tools.

Trainer Presentation:
Using PowerPoint slides, the trainer introduces the basic principles and methods of online marketing including: 
· Marketing sites
· Social media marketing
· Facebook
· Twitter
· YouTube
· Instagram
· Bloggers (own) – trainer can present the Guide to Use a Blog as a Successful Marketing Tool accessible through the link in the PPT slide 16.
· Bloggers/Vloggers (others) – trainer can present the Tips for working with Bloggers accessible through the link in the PPT slide 16.
· Facebook – trainer can visit guide on slide 17.
· Twitter – trainer can visit guide on slide 17.
· YouTube – trainer can visit guide on slide 18.
· Instagram – trainer can visit guide on slide 18.
· Social engine optimisation trainer can visit guide on slide 19.
· Search engine marketing trainer can visit guide on slide 20.

Small-group activity:
· Trainer introduces the topic of developing a social media marketing plan using PowerPoint slides;
· Trainer presents a template for a social media marketing plan using PPT, providing an overview of the key information required in the plan. 
· Trainer splits the group into small groups/pairs and provides them with a template for a social media marketing plan (Annex 1).
· In their smaller groups, learners take sections of the plan template and brainstorm ideas and content for each section.
· Trainer brings the whole group back together and discusses any issues with the template.

Trainer presentation:
· Trainer introduces learners to how they can use Facebook to promote their business and for advertising using PowerPoint slides.
· Following this presentation, the trainer invites learners to complete a short exercise and to write some copy for their Facebook ad. 
· Volunteers are asked to present this copy to the group.
· The trainer then closes this activity by reviewing future trends in digital marketing, using PowerPoint slide 35.

	· Formal input from trainer;

· Class/ trainer interaction.

· Whole group discussion;

· Small group activities;

· PowerPoint presentation.
	



20 minutes


















30 minutes




































30 minutes






















10 minutes
	· Training venue;

· Screen or suitable blank surface;

· Laptop/ Tablet as appropriate

· PowerPoint slides;

· Pens and note-taking materials for learners;

· Copies of social media marketing plan template – Annex 1;

· Flip-chart and marker.
	· Involve learners and encourage participation;

· Speak clearly and bridge one topic to the next;

· Encourage questions and provide feedback;

· Summarise and recap at the end of the session;

· Evaluate as you go.
	Learners will take notes to support their learning and to relate what they have learned to their own business idea.

Learners will complete the social media marketing plan template provided.

Learners will take notes and will log entry into their learner workbook.
	Twitter: A Valuable Marketing Tool? - The Balance

How to Leverage YouTube as a Powerful Marketing Tool -Pagemodo

The 15 Best Instagram Marketing Campaigns of 2017 -WordStream

SEO Basics: Complete Beginner's Guide - WordStream

Google AdWords basics

Social Media Return on Investment (ROI).

11 Top Tools To Monitor Your Social Media Presence In 2017


	Unit 2 – How to Build and Publish a Website

Trainer presentation:
· Using PowerPoint slides, the trainer introduces learners to the steps involved in developing a website or marketing site for their business. 
· Trainer introduces WYSIWYG website builders and other tools available to CCI entrepreneurs.

Trainer presentation and demonstration: 
· Trainer introduces learners to the Weebly platform for developing a marketing site.
· Trainer plays a video which shows a Beginner´s guide to Weebly
· Following the video, the trainer gives a short demonstration on how to build a marketing site on Weebly, by following the links to the Build tab, Page tab, Theme tab and Domain on the video. 

Trainer presentation and video:
· Trainer introduces learners to building their own web store by playing a video and conducting a short group discussion after the video. 
· The video and discussion will cover the following points: 
· Easy building;
· Costs;
· Payment methods;
· Accounting.

	· Formal input from trainer;

· Class/ trainer interaction.

· Whole group discussion;

· Tutorial; 

· [bookmark: _GoBack]PowerPoint presentation;

· Video. 
	


20 minutes









40 minutes















20 minutes








	· Training venue;

· Screen or suitable blank surface;

· Laptop/ Tablet and internet connection for accessing Weebly;

· A camera (if required for product images)

· PowerPoint slides;

· Link to video;

· Pens and note-taking materials for learners;

· Flip-chart and marker.
	· Trainer should be familiar with the Weebly platform before delivering this unit, so it is a recommended that the trainer has experience in using the platform or dedicates some time to practicing this before the workshop.

· Involve learners and encourage participation;

· Speak clearly and bridge one topic to the next;

· Encourage questions and provide feedback;

· Summarise and recap at the end of the session;

· Evaluate as you go.
	Learners will take notes to support their learning and to develop their own online platform for selling/ marketing their product or service.

In their autonomous learning, learners will develop their own marketing site, blog, or online shop as is required by them.

	Beginner´s guide to Weebly and follow the instructions given: www.youtube.com/watch?v=Rdporvlx__U 


The Best Web Hosts Offering Weebly Website Builder (besthostingsearch.org)


E-Commerce Online Store Builders Comparison Chart for 2017 
(http://www.websitebuilderexpert.com)


	Unit 3 - Management and communication skills for online customers

Trainer introduction:
· Trainer introduces the topic of customer care by leading a group discussion on:
· Definition of customer care?
· How does customer management differ in real-world and online settings?
· Why is customer care important in online selling?
· Following on from this discussion, the trainer uses PowerPoint slides to present an introduction to online customer service, the difference between customer service for online and traditional customers and some tips and things to consider when managing online customers.

Trainer led small group activity: Case Study:
· Using PowerPoint slide 50, the trainer presents the group with a case study of a conflict which has arisen with an online customer.
· The trainer divides the group two smaller groups, and asks them to consider the case study presented. 
· The first group are asked to develop a strategy or solution to deal with and resolve this issue with you customer 
· The second group are asked to think up all of the skills which online retailers would need to solve the conflict with the customer in the case provided. 
· After 10 minutes, the trainer brings the two groups together for feedback. 
· On one flipchart the trainer writes solutions and on a second, s/he writes skills.  The trainer then asks both groups to list the solutions and the skills; and then asks the whole group to match the solutions to the skills required.

	· Formal input from trainer;

· Class/ trainer interaction.

· Whole group discussion;

· Small group activity; 

· Case study.





	



10 minutes





















20 minutes


	· Training venue with space for beak-out sessions;

· Laptop;

· Projector and screen;

· PowerPoint slides; 

· Pens and note-taking materials for learners;

· Flip-chart and marker.

	· Involve learners and encourage participation especially in small-group activity;

· Speak clearly and bridge one topic to the next;

· Encourage questions and provide feedback;
Summarise and recap at the end of the session.
	Learners will take notes to support their learning.

In their autonomous learning, learners will update their marketing plan with what they have learned about how to manage online customers. 







	N/A 

	Closing Session and Evaluation

Trainer-led activity:
· Trainer closes the master-class with a short verbal feedback session to ascertain if the learner’s expectations of the module were met, and addresses any open questions from today’s session. 
· Trainer distributes copies of the evaluation form – Annex 2 – to all learners to complete.

	· Trainer-led group feedback session;

· Whole group discussion;

· Individual evaluation exercise.



	

10 minutes
	· Training venue;
· Copies of evaluation forms for learners;
· Flip-chart and markers for verbal feedback.
	· Involve learners and encourage participation;
· Encourage questions and provide feedback;
· Summarise and recap at the end of the session;  
· Evaluate at the end of the workshop.

	Learners will engage fully in the evaluation and feedback activities and will complete the evaluation form.   






	N/A.

	
	Total time:
	3.5 hours
	
	
	
	














Annex 1 – Handout – Social Media Marketing Plan
	Channel or Platform
	Schedule
	Goal
	Audience
	Cost

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	



Annex 2 – Evaluation – Feedback Form for Module 4

Please provide your feedback on the content and the organisation of this workshop through which it was provided to you Module 3 of the SHADOWS Curriculum. 
Your responses will help us improving the quality of Module 3 delivery!
	
Please mark ( X ) your answer to each statement
	I strongly disagree

1
	I disagree


2
	I do not know/ cannot appreciate
3
	I agree


4
	I strongly agree

5

	The workshop met my expectations
	
	
	
	
	

	The workshop satisfied my training needs
	
	
	
	
	

	The workshop’s objectives were clearly and adequately stated
	
	
	
	
	

	The workshop’s content was interesting and relevant
	
	
	
	
	

	The themes discussed were useful and relevant for my area of work
	
	
	
	
	

	The level of interactivity was appropriate
	
	
	
	
	

	The activities were suitable and suggestive in relation to the Module’s content
	
	
	
	
	



	Please mark ( X) your answer to the following statements
	Yes
	No


	The duration of the workshop was right for me
	
	

	The pace of the workshop was right for me
	
	

	The workshop was highly motivational for me
	
	

	The trainer was efficient and professional
	
	

	The technical equipment used was sufficient and effective
	
	

	The overall organisation of the workshop was effective
	
	


Please mention here 3 things that you found most useful from this workshop:





Please mention here 3 things that you would change about this workshop:





Are there any areas to be improved in the workshop content or in the delivery of its face-to-face sessions?




Thank you for filling in this questionnaire!
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