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Overview of Performance-Based Assessment: (Summary of the assessment with a brief synopsis of each task) 

“Unwrapping” Standard(s) and Indicators (subcomponents) 

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

D1.0 Students understand the key concepts of Professional Sales and Marketing:

D1.1- Know the characteristics of successful salesperson.

D1.2- Understand how various types of selling are applied in wholesale and retail environments.

D1.3- Know the steps of the selling process.

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

Recommend selection of two CTE Foundation Standards from 1.0 &/or  2.0, and one CTE Foundation Standard from 3.0-11.0

1.2 add subtract, multiply and divide rational numbers and take positive rational numbers to whole numbers.

2.5- Write a business letter.

“Unwrapping” Standard(s) and Indicators (subcomponents) 

Unwrapped Concepts:  (to know)
1 Types of selling/ wholesale and retail

2 Steps of the selling process

3 Characteristics of a successful salesperson
Unwrapped Skills: (to do)
1. Apply
Topics or Context: (What you will use to teach concepts and skills—particular unit, lessons, activities)

1. Cookie Project

2. Sell of product to a customer

3. Design a caricature of a salesperson

4. Write a complaint letter to a corp. in business letter format

Identifying Big Ideas from 
Unwrapped Standard and Indicators

1. A happy customer is a loyal customer.



2. Honesty+ integrity x persuasiveness= Sales

3. Know the” whole deal”

Open to close

4. The money is in the markup.
Essential Questions from Big Ideas to 
Guide Instruction and Assessment

1. How does a successful salesperson solve customer complaints

2.What are 3 characteristics of a successful salesperson?

Which do you possess.

3.Name the 5 steps of the selling process.

Why are they all necessary

4. What factors do you consider when pricing an item for retail.
Engaging Scenario (Full description):

D1.4
You are at Target shopping for newest play station 2 game advertised in their circular on Sun for $29.99.  You get to the store and find that the game is sold out.  You spend 10 minutes locating a salesperson.  When you approach the salesperson he is busy talking to a friend on the telephone and ignores you for 3 minutes.  After he hangs up you ask for the game.  He tells you it is sold out and then begins to ring up the next customer.  You ask him for the next time they will get the game in and he tells you he does not know.  You get upset and he tells you he is busy and he can’t do anything, try another store.

When you get home you go to your computer and write a formal complaint letter to Target Inc.
D1.3

It is late at night and you are channel surfing and you find QVC.  You find yourself intrigued by the thought of owning your own ____________.  48 hours later you find your sitting in your living room with a _______that you spent $00.00 on.  The manual and the product do not work like it did on TV.  Your Mom asks why you bought you bought this, and you can’t remember why.  You reflect on the salesperson on the QVC and remember what they said and why they convinced you to purchase this.

You chose a partner and practice the 5 steps of a sale and challenge each other to see who the best salesperson is.

D1.0-

By now you know the characteristics of a successful salesperson.  Jack Black’s character in King Kong sold the idea of making a movie with no money, equipment or actors to the studio, what a salesmen! Think of our pop culture and select characters from TV. media, movies and literature that you think possess the characteristics that we’ve talked about.

You will brainstorm in a small group and choose 3 characters that you think are good salespeople.  On the worksheet provided list examples of the trait that make them successful.

D1.2

Think of the last time you were Mrs. Fields cookies.  How much did you pay for a cookie?  I paid at least $1.25.  How much do you think it cost for them to make this cookie.  

Make a dozen cookies and figure the wholesale to retail price.  Use worksheet.

Task 1 Planning Guide “SQUARE”

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

Students d1.0 understand the key concepts of pro sales and marketing 

Supporting standards d1.1,1.2,1.3
Q  Which Essential QUESTION Will This Task Address? 

How does a successful salesperson solve customer complaints.
U  Which UNWRAPPED Content Knowledge and Skills Will This Task Develop? 

Content:  Charactistics of salespeople, Steps of a sale

Skills:  Know, understand, solve*

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

Complaint letter

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

2 customer service videos, packets, copy of their current service policy. Computers/internet, proper business letter format, copy of examples of complaint letters.

E  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?)

Present letter to class present response letter. Oral presentation and written letter.

Task 1 Complete Description (The Full Details of What Students Will Do in This Task)
1. Students will be given a customer complaint scenario.

2. Each will write a formal customer complaint letter  relating to the scenario. Grammatically correct, business letter format, spelling, and typed on computer.

3. In small groups the students will review the complaint, solve and respond in a business letter format. 
4. Oral and written presentation to class of their complaint and response letters.
Addressing Bloom’s Taxonomy at what level?

__x_ Evaluation

___ Synthesis

___ Analysis

x___ Application (eg. translate, interpret, demonstrate, dramatize, practice)

__x_ Comprehension (eg. Discuss, relate, clarify, explain)

___ Knowledge (eg. Know, define, memorize, record, name)

Task 1 – Scoring Guide 

Exemplary:

· All Proficient Criteria Met PLUS:

· Oral presentation is engaging and entertaining, 

· Customer service response letter is creative and concise.

Proficient: this is for both complain and response letter.

· Typed Professional business letter with intro, middle and close.

· No grammar, spelling or punctuation errors

· Complaint is clear and detailed

· Team participation

· Oral presentation is logical and organized

· Letter complies with current customer service policies.

Progressing:

· Both letters are complete 

· Give presentation

Peer Evaluation (Optional) _____

Self-Evaluation _____________

Teacher Evaluation __________ 

Comments__________________

Task 2 Planning Guide “SQUARE”

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

D1.1- Know the characteristics of a successful salesperson

Q  Which Essential QUESTION Will This Task Address? 

What are 3 characteristics of a successful salesperson?
U  Which UNWRAPPED Content Knowledge and Skills Will This Task Develop?
Content:  Characteristics 
Skills:  Know & understand
A  What APPLICATION of Learning Will This Task Require? (What will the students actually do or produce in this task?)

Students will brainstorm characteristics on graphic organizers.  Class will select top choices and create a caricature from each characteristic.
R  What Instruction, Information, and RESOURCES (including Technology Connections and Related URLs) Will Students Need First? 

Computer/ internet( for characters)

Art supplies dictionary

Teacher examples of caricature

Master list of characteristics of a successful salesperson

E  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?)

Presentation of caricature “ salesperson” complied class list of traits.

Task 2 Complete Description (The Full Details of What Students Will Do in This Task)
1. Small groups will brainstorm the characteristics of a successful salesperson.

2.  Class will compile a master list and teacher will add any missing ones.

3.  Locate dictionary definition of trait.

4. Each group will choose 3 characters from pop culture and create a graphic organizer of the character and their selling traits.  

5.  Students will present the character and explain how he represents the characteristic or trait.

Addressing Bloom’s Taxonomy at what level?

__x_ Evaluation

___ Synthesis

___ Analysis (eg. Distinguish, analyze, differentiate, solve, examine)

__x_ Application (eg. translate, interpret, demonstrate, dramatize, practice)

__x_ Comprehension (eg. Discuss, relate, clarify, explain)

__x_ Knowledge 

Task 2 – Scoring Guide 

Exemplary:

· All Proficient Criteria Met PLUS:

· Graphic organizer is neat and concise

· Oral presentation is professional, engaging and entertaining.

Proficient:

· Completed worksheet in complete sentences

· Dictionary definitions
· Selected 3 characters

· Listed traits in characters in descriptive sentences

· Traits are appropriate and professional.

· Graphic organizer is complete

· Speech is logical and organized
Progressing:

· Selected 3 characters

· Oral presentation was understandable

Peer Evaluation (Optional) _____

Self-Evaluation _____________

Teacher Evaluation __________ 

Comments__________________

Task 3 Planning Guide “SQUARE”

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

D1.2- Understand how various types of selling are applied in wholesale and retail environments.

Q  Which Essential QUESTION Will This Task Address? 

 What is difference between retail and wholesale pricing.
U  Which UNWRAPPED Content Knowledge and Skills Will This Task Develop? 

Content:  Wholesale and retail pricing
Skills:  Understand, apply

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

Students will bake 1 dozen cookies from scratch and price them to make a profit.
R  What Instruction, Information, and RESOURCES (including Technology Connections and Related URLs) Will Students Need First? 

At home make the cookies.

At school need calculators, internet( look up prices of raw goods)
E  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?)

Presentation of cookies and price.  Students will evaluate and decide if they would pay that price for that cookie.

Task 3 Complete Description (The Full Details of What Students Will Do in This Task)
1. Student will bake 1 dozen cookies at home from scratch and bring in  recipe and cookies to sample.

2. Students will breakdown the ingredients and determine how much each quantity cost as per recipe.( ex. 1 dz eggs cost 1.20, student used 2 eggs =.24) Provide spreadsheet to submit wholesale costs.

3. Student will receive example direct and indirect costs  and handout to tell how to do the calculations.

4. Students will determine what to charge per cookie to earn a profit.

5. Other students will sample the cookies and decide if the price is appropriate for the product.

Addressing Bloom’s Taxonomy at what level?

_x__ Evaluation

_x__ Synthesis (eg. Compose, plan, propose, formulate, arrange)

_x__ Analysis (eg. Distinguish, analyze, differentiate, solve, examine)

_x__ Application (eg. translate, interpret, demonstrate, dramatize, practice)

__x_ Comprehension 
_x__ Knowledge 

Task 3 – Scoring Guide 

Exemplary:

· All Proficient Criteria Met PLUS:

· The figures will be put on spreadsheet

· Recipe and cost breakdown is typed

Proficient:

· The math is all correct

· Cookies baked well, brought them in.

· Recipe is turned in

· Raw materials are broken down by price per quantity

· Evaluation is done for other students

· Configure price from wholesale to retail.

Progressing:

· Baked cookies

· Cost breakdown and recipe

Peer Evaluation (Optional) _____

Self-Evaluation _____________

Teacher Evaluation __________ 

Comments__________________

Task 4 Planning Guide “SQUARE”

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

D1.3- Know the steps of the selling process.

Q  Which Essential QUESTION Will This Task Address? 

Why are all the steps necessary to make a successful sale?
U  Which UNWRAPPED Content Knowledge and Skills Will This Task Develop? 

Content:  Steps of a sale

Skills:  Know, Understand, *Demonstrate
A- What APPLICATION of Learning Will This Task Require? (What will the students actually do or produce in this task?)

Students will bring in an item from home and demonstrate selling it to the class.  Including all 5 steps.
Fill out a worksheet with the 5 steps evaluation.

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

Video handout, graph, prop.  5 step worksheet.

E  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?)

Oral presentation and class evaluation

Task 4 Complete Description (The Full Details of What Students Will Do in This Task)
1. Students will provide a product and demonstrate the 5 steps of selling in front of the class.  A classmate will take role of a customer.

2. Students will fill out 5 step evaluation forms and decide if the sale was complete and persuasive.
Addressing Bloom’s Taxonomy at what level?
_x__ Evaluation (eg. Judge, appraise, evaluate, estimate, select)

_x__ Synthesis (eg. Compose, plan, propose, formulate, arrange)

_x__ Analysis (eg. Distinguish, analyze, differentiate, solve, examine)

_x__ Application

_x__ Comprehension 
_x__ Knowledge 

Task 4 – Scoring Guide 

Exemplary:

· All Proficient Criteria Met PLUS:

· Dressed in professional attire

· Created another visual aid in presentation

Proficient:

· All 5 steps were covered in demo.

· The Steps were in order
· The student knew product knowledge.

· The student brought an appropriate product.

· Dressed in Business casual attire.

· Used professional demeanor.
Progressing:

· Student was dressed “H.S.” appropriate attire

· Met 3min selling steps

Peer Evaluation (Optional) _____

Self-Evaluation _____________

Teacher Evaluation __________ 

Comments__________________
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