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Assessment Title: Marketing for a Small Business 
Overview of Performance Assessment: (Summary of the assessment with a brief synopsis of each task) 

· Know selling techniques used for diverse clients and customers

· Know components of a promotional plan

· Understand marketing research for the target client

· Understand how products and services are used to respond to market opportunity

Full Text of Standard(s) and Indicators(s) in Targeted Content Area: 

B4.0 Student understands effective marketing of a small business. 

B4.1
Know selling techniques used to aid customers and clients in making buying decisions.

B4.2
Know the components of a promotional plan (Advertising, public relations, and sales promotions) and how the plan is used to achieve a stated outcome.

B4.3
Understand how products and services are conceived, developed, maintained, and improved in response to market opportunities.

B4.4 
Understand how market research is used to develop strategies for marketing and/or services in a small business.

Related Interdisciplinary Standard(s) and Indicators(s):

“Unwrapping” Content Standard(s)
Grade Level and Content Area:

11-12 and Adults

Standard(s) and Indicators by Number:
B4.0 Student understands effective marketing of a small business. 

B4.1
Know selling techniques used to aid customers and clients in making buying decisions.
B4.2
Know the components of a promotional plan (Advertising, public relations, and sales promotions) and how the plan is used to achieve a stated outcome.

B4.3
Understand how products and services are conceived, developed, maintained, and improved in response to market opportunities.

B4.4 
Understand how market research is used to develop strategies for marketing and/or services in a small business.

Concepts:  Need to Know About Promotions, Advertising, Marketing, and Selling Techniques
Skills:  Be Able to Do

Know

· Perform sales techniques (7 steps to a sale)

· Create promotional sale plan/event

· Understand new product/service development

· Compare and contrast different marketing techniques

 Identifying Big Ideas from 
Unwrapped Standard and Indicators
1.
Successful marketing leads to a successful business

2.
Understanding who your “Target” customer/audience is, will    leads to successful marketing, promotions, and selling techniques.  

3.
Show me the $

Essential Questions from Big Ideas to 
Guide Instruction and Assessment
1.
What makes a business successful?

2.
How do you identify your “Target” customer? (Demographics)

3.
How do you measure the success of your business?

“Engaging Scenario” Planning 

Include elements of an effective Engaging Scenario:


Presents students with a challenge


Connects learning to real life – “Why do we need to learn this?”


Conveys importance – “What does this mean to the student personally?”


Acknowledges audience – “Can the student present the completed task to others?”

Engaging Scenario (Full description):
Task 1 Planning Guide (“SQUARE” – Key Elements to Include in the Design of a Standards-Based Performance Task)

Which STANDARD(s) and Indicators Will This Task Target?

B4.0 Students understand effective marketing of a small business.

B4.1 Know selling techniques used to aid customers and clients in making buying decisions.

Which Essential QUESTION Will This Task Address?
How does the role of the sale associates benefit the business?

Which UNWRAPPED Content Knowledge and Skills Will This Task Develop? 

The students will perform the 7 steps in sale techniques used to aid customers in making a buying decision.

What APPLICATION of Learning Will This Task Require? (What will the students actually do or produce in this task?)

Students will demonstrate, by role playing/scripted, sale scenarios by using the 7 basic sale steps of a sale.  Students will evaluate each presenting group, by following the sale’s guidelines.

What Instruction, Information, and RESOURCES (including Technology Connections and Related URLs) Will Students Need First? 

· Introduction, instruction and examples to students, to the 7 steps of a sale.

· Showing real life scenarios of a sale

· Guest speakers with experience with sale techniques

· Hand out on the 7 steps of a sale

What Individual EVIDENCE of Learning Will This Task Provide? (How will you know by the work students produce what they have learned relative to this task?)

· Teacher and student evaluation of the presentations will demonstrate proficiency 

Task 1 Complete Description (The Full Details of What Students Will Do in This Task)

Students will participate, during teacher lectures and guest speaker by taking Cornell notes and giving feedback via evaluation.

· Teacher will partner students up for sale technique presentation at random drawing names, one will be the client the other the sales person. Roles then will be switched 

· Students will create a sale scenario script, using the 7 steps of a sale

· Students will present to the class the scripted scenario they have created

· Class will evaluate and critique each group presenting

· The 7 Steps to a Sale

1. The Approach

2. The Greeting

3. Determining Customer’s Wants

4. Kind of Objections

5. Product/Merchandise Knowledge

6. Answering Questions

7. Closing the Sale

Task 1 – Scoring Guide 

Exemplary:



All Proficient Criteria Met PLUS:

The oral presentation, was not only correct and informative, but also creative, entertaining as well as engaging.

Proficient: 

Written part, the script will include:  

· 7 steps of a sale technique, in detail

· Correct grammar and spelling

· Must be computer generated

Oral Presentation

· Follow the script

· Professional dress per store/salon policy

· Were all steps addressed?

· Presentation is logical and organized

· Eye contact is made frequently with the customer

· Gesturers and demeanor are appropriate towards the customer

Progressing:

7 out of 9 proficient criteria was met


Not Yet Meeting Standard(s) and Indicators(s):

· Fewer than 7 proficient criteria are met

· Presentation should be repeated after editing and more practice

Peer Evaluation (Optional) _____
Self-Evaluation _____________

Teacher Evaluation __________ 

Comments__________________

Task 2 Planning Guide (“SQUARE” – Key Elements to Include in the Design of a Standards-Based Performance Task)

Which STANDARD(s) and Indicators Will This Task Target?

B4.0 Students understand effective marketing of a small business.

B4.2 Know the components of a promotional plan (e.g. Advertising, public relations and sales promotions) and how the plan is used to achieve a stated outcome

Which Essential QUESTION Will This Task Address? 

In your own experience, what type of promotion/advertisements makes you want to buy the product?

Which UNWRAPPED Content Knowledge and Skills Will This Task Develop? 

Component of a promotional plan

· Advertising

· Sales promotions

· Public Relations

What APPLICATION of Learning Will This Task Require? (What will the students actually do or produce in this task?)

Students will conceive and design a sale promotional plan of an ad campaign, on a story board or power point, which will be presented to the class.  The teacher and the class will critique the campaign by the persuasiveness of the plan.

What Instruction, Information, and RESOURCES (including Technology Connections and Related URLs) Will Students Need First? 

Teach different modalities of advertising and different venues of ads

· Computers for internet 

· Print magazines

· TV ads 

· Billboards

· Department store promotional

Instructor will demonstrate and show examples of the different types of ad campaigns

What Individual EVIDENCE of Learning Will This Task Provide? (How will you know by the work students produce what they have learned relative to this task?)

Teacher and students will evaluate the story board or power point presentation.

Task 2 Complete Description (The Full Details of What Students Will Do in This Task)

· Teacher will set up/make available computer lab for internet access, as well as TV, magazines and photographs of billboards

· Teacher will partner the students 

· Teacher will provide a variety of sample ads 

· Students will create the promotional plan and ad campaign, as well as the written research of their promotional plan

· Class will evaluate and critique each group presenting

· Teachers will grade student’s projects

Task 2 – Scoring Guide 

Exemplary:

All Proficient Criteria Met PLUS:
· Show innovation, creativity and engaging

Proficient: All key Advertising elements of a promotional plan must be met

Written report must include:

· The sale promotional plan scripted

· Proper grammar and spelling must be used

· Graphics used power point presentation of the promotional plan

· Computer generated

Oral Presentation must be:

· Logical and organized

· Professionally presented

Progressing:

· 5 out of seven proficient criteria must be met

Not Yet Meeting Standard(s) and Indicators(s):

· Fewer than 5 proficient criteria are met should re-write/edit and resubmit

Peer Evaluation (Optional) _____

Self-Evaluation _____________

Teacher Evaluation __________ 

Comments__________________

Task 3 Planning Guide (“SQUARE” – Key Elements to Include in the Design of a Standards-Based Performance Task)

Which STANDARD(s) and Indicators Will This Task Target?

B4.0 Students understand effective marketing of a small business.

B4.3
Understand how products and services are conceived, developed, maintained, and improved in response to market opportunities.

Which Essential QUESTION Will This Task Address? 

What makes a business successful?

Which UNWRAPPED Content Knowledge and Skills Will This Task Develop?

How products and services are:

· Conceived

· Developed

· Maintained

· Improved

What APPLICATION of Learning Will This Task Require? (What will the students actually do or produce in this task?)

· Students will analyze how the introduction of new products and services are presented in diverse number of medium, (i.e. Magazines, TV, Internet, movies), targeting the right market opportunity for the new product/service

· Students will write a 2-page report summarizing their analysis on how new product/service is presented to the public responding to market opportunity.

What Instruction, Information, and RESOURCES (including Technology Connections and Related URLs) Will Students Need First? 

· Guest speaker owner of cosmetic manufacturing company will present the steps necessary to develop new products/services

· Hand out on the steps necessary to respond to market opportunity

· Various magazines 

· Internet access 

What Individual EVIDENCE of Learning Will This Task Provide? (How will you know by the work students produce what they have learned relative to this task?)

Teacher will evaluate the students’ 2-page report summarizing their analysis on how new product/service is presented to the public responding to market opportunity.

Task 3 Complete Description (The Full Details of What Students Will Do in This Task)

· Take notes from presentation of guest speaker on the steps necessary to develop new products/services

· Ask relevant questions to guest speaker

· Do the analysis on how the introduction of new products and services are presented in diverse number of medium, (i.e. Magazines, TV, Internet, movies), targeting the right market opportunity for the new product/service

· Write a 2-page report summarizing their analysis on how new product/service is presented to the public responding to market opportunity

Task 3 – Scoring Guide 

Exemplary:

  All Proficient Criteria Met PLUS:

· The report was creative, expressive and persuasive.

Proficient:

Written report must include

· Analysis of on how the introduction of new products and services are presented 

· How to target the right market opportunity for the new product/service

· Must have the supportive data

· Must addressed the steps necessary to develop new products/services

· Must use correct grammar and spelling

· Must be computer generated

· Must use # 12 Times New Roman font single space 

Progressing:

· Meets 5 out of 6 proficient criteria

Not Yet Meeting Standard(s) and Indicators(s):

· Meets less than 5 proficient criteria

· Must re-vise and may need to do further analysis 

Peer Evaluation (Optional) _____

Self-Evaluation _____________

Teacher Evaluation __________ 

Comments__________________

Task 4 Planning Guide (“SQUARE” – Key Elements to Include in the Design of a Standards-Based Performance Task)

Which STANDARD(s) and Indicators Will This Task Target?

B4.0 Student understands effective marketing of a small business. 

B4.4 
Understand how market research is used to develop strategies for marketing and/or services in a small business

Which Essential QUESTION Will This Task Address? 

How do you identify your “target” customer?

Which UNWRAPPED Content Knowledge and Skills Will This Task Develop? 

· To develop strategies for marketing

· To develop services in small businesses

What APPLICATION of Learning Will This Task Require? (What will the students actually do or produce in this task?)

· Students will compare and contrast by researching marketing techniques used in different cosmetic counters within 2 different demographic communities.

· Students will write a 2-page report addressing the conclusion of their findings of market strategies as it relates to the “target” customer.

What Instruction, Information, and RESOURCES (including Technology Connections and Related URLs) Will Students Need First? 

· Lecture by teacher and guest speaker on how gender, age, ethnicity, socio-economics influence the strategies used to market a product/service

· Provide a list of stores with different demographics which can be used to compare and contrast

· List of possible questions to ask store representatives on best selling products and the least selling products

· Who the “target” clients are

What Individual EVIDENCE of Learning Will This Task Provide? (How will you know by the work students produce what they have learned relative to this task?)

Student’s written work must addressed 

· The relevance of marketing and the strategies used to successfully “hit” the “target” customer

· List the top sellers in the different demographics

· Least the least selling products

· Have a clear understanding on how the “target” customer is reached through marketing

Task 4 Complete Description (The Full Details of What Students Will Do in This Task)

· Take Cornell Notes, while guest speaker is doing market research presentation

· Visit 2 different demographic community stores previously selected and provided by teacher

· Ask relevant questions of store personal as it relates to sales

· Complete designated assignment

· Write a 2-page report addressing the conclusion of the findings 

Task 4 – Scoring Guide 

Exemplary:

  All Proficient Criteria Met PLUS:
Did extra research by going to 2 extra stores or,

Contacted additional personal for further research


Proficient: Written report must include

· The conclusion of how demographics influences marketing

· The list of the top sellers from both stores

· List of the least sellers from both stores

· Attached the supportive data including name of stores and the contact at the stores

· Must use correct grammar and spelling

· Must be computer generated

· Must use #12 Times New Roman font single space

Progressing:

· Meets 5 out of 7 proficient criteria

Not Yet Meeting Standard(s) and Indicators(s):

· Meets less than 5 proficient criteria

· Must revise and may need to do further research 

Peer Evaluation (Optional) _____

Self-Evaluation _____________

Teacher Evaluation __________ 

Comments__________________

Teacher Reflections at Conclusion of Performance Assessment:

