Resources for the TEKLA curriculum at Junior Secondary
Topic 3  Buying Behaviour
Strategies and Management – Extension Learning Element

Module E5 Marketing

	Topic Overview

	Topic
	Strategies and Management
E5: Marketing – Buying Behaviour

	Level
	S3

	Duration
	3 lessons (40 minutes per lesson)


Learning Objectives:

1. Understand the concept of buying behavior,
2. Understand the differences between the buying behaviour of consumers and business customers,
3. Understand the factors affecting buying behaviour, and 
4. Understand the consumer and business buying process.

	Overview of Contents:

	Lesson 1
	Buying Decision

	Lesson 2
	Consumer

	Lesson 3
	Business Customer and On-line Shopping Methods


Resources:

· Topic Overview and Teaching Plan

· PowerPoint Presentation

Suggested Activities:

· Class Discussion

· Group Discussion

· In-class Exercise
	Lesson 1

	Theme
	Buying Decision

	Duration
	40 minutes


Expected Learning Outcomes:

Upon completion of this lesson, students will be able to:

1. describe what is buying behaviour,

2. describe B2B and B2C transactions, and 
3. describe different types of consumer buying behaviour.
Teaching Sequence and Time Allocation:

	Activities
	Reference
	Time Allocation

	Part I: Introduction

	· Teacher starts with a discussion.
	PPT #2
	9 minutes

	Part II: Content

	· Teacher explains the concept of buying behaviour
· Teacher explains the importance of knowing customer buying behaviour.
· Teacher explains four types of consumer buying behavior.
· Teacher explains the factors affecting buying decision.
	PPT #3
PPT #4 – 5
PPT #6 – 7

PPT #8
	3 minutes

8 minutes
8 minutes

3 minutes

	· Activity 1: In-class exercise
· Who buy what?
· Teacher goes through the answers and makes conclusion.
	PPT #9
PPT #10
	4 minutes
2 minute

	Part III: Conclusion

	· Teacher concludes the lesson by reviewing the key points covered.
	
	3 minutes


	Lesson 2

	Theme
	Consumer

	Duration
	40 minutes


Expected Learning Outcomes:

Upon completion of this lesson, students will be able to:

1. describe the consumer buying process.
Teaching Sequence and Time Allocation:

	Activities
	Reference
	Time Allocation

	Part I: Introduction

	· Teacher recaps the concept of buying behaviour
	
	3 minutes

	Part II: Content

	· Teacher defines consumer.
· Teacher describes the consumer buying process with illustrative examples.
	PPT #2
PPT #3 – 9
	2 minutes
16 minutes

	· Activity 1: Class discussion

· Students are required to describe a buying process for a specific condition.
· Teacher goes through the answers and makes conclusion.
	PPT #10
PPT #11
	10 minutes
6 minutes

	Part III: Conclusion

	· Teacher concludes the lesson by reviewing the key points covered.
	
	3 minutes


	Lesson 3

	Theme
	Business Customer and On-line Shopping Methods

	Duration
	40 minutes


Expected Learning Outcomes:

Upon completion of this lesson, students will be able to:

1. describe business customer buying process, and 
2. describe on-line shopping methods. 

Teaching Sequence and Time Allocation:

	Activities
	Reference
	Time Allocation

	Part I: Introduction

	· Teacher recaps the concept of consumer buying process
	
	3 minutes

	Part II: Content

	· Teacher defines business customers.
· Teacher describes business customer buying process.
· Teacher introduces on-line shopping methods.
	PPT #2
PPT #3 – 9
PPT #10 – 12
	4 minutes
16 minutes
5 minutes

	· Activity 1: Class discussion
· Students share their previous buying experiences.

· Teacher invites volunteers to share their experiences and gives feedback.
	PPT #13

	6 minutes
3 minutes

	Part III: Conclusion

	· Teacher concludes the lesson by reviewing the key points covered.
	
	3 minutes


