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Assessment Title: Professional Sales & Marketing Pathway
Overview of Performance Assessment: (Summary of the assessment with a brief synopsis of each task) 

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

D1.0 
Students understand the key concepts of professional sales &  marketing.
D1.1 Know the characteristics of a successful 
         Salesperson.
D1.2 Know the 5 steps of the selling process.
D1.5 Understand the impact of a salesperson’s knowledge of the product and it’s effect on potential sales.
D1.6
Understand buying motives & customer’s decision making process.
Related Interdisciplinary Standard(s) and Indicators(s):

Foundational Standard  for Task 1
3.0 Career Planning and Management 

3.1 Know the personal qualifications, interests, aptitudes, knowledge
      and skills necessary to succeed in careers. 

“Unwrapping” Content Standard(s)
Grade Level and Content Area: 10th, 11th, 12th
Standard(s) and Indicators by Number:
D1.0 – Students understand the key concepts of                                                           professional sales & marketing. 
D1.1/ D1.3/D1.5/D1.6
Concepts:  Need to Know About How to be a professional salesperson. 
Skills:  Be Able to Do
1. Observe, identify and demonstrate characteristics of a successful salesperson. 

2. Demonstrate - Steps of selling process. 

3. Describe- Various Features/Benefits of a product. 

4. Analyze- Buying motives & customer decision-making process.
Topics or Context: (What you will use to teach concepts and skills—particular unit, lessons, activities)

-Guest Speaker

-Group Brainstorm

-Field Trip

-Role Play

-Video

-Research (Internet)

-Lecture

-Small / Large Group

-Demonstration
-Teamwork

- Posters

-Journal Writing

-Presentations

Identifying Big Ideas from 
Unwrapped Standard and Indicators

1. Basic work habits are important for successful salespersons.

2. Knowing the steps to making a successful sale increases company profit.
3. Product knowledge closes the sale.
4. Analyze behavioral habits of a consumer.
Essential Questions from Big Ideas to 
Guide Instruction and Assessment
1. You are opening your own business.  The success or failure of your company depends on who you hire for your employees. What are the essential traits/characteristics you are looking for during your interview process?
2.  Research shows that customers will spend more $$ on their total purchase when enticed by a competent salesperson, compared to checking themselves out at a self- service check out stand.  What are the steps a salesperson uses to close a successful sale and why do these steps increase sales?
3. How does knowing the feature and benefits of the merchandise you are selling increase sales?  Describe the feature and benefits of your favorite item in your purse/backpack.
4. What motivates a consumer to purchase an impulse item?  How is this purchase different than a buying a demand item?
“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):
(Using the SCRAP Method)

(S-SITUATION)
You have just inherited a large sum of money from a distant relative that you hardly knew.  You’ve been unchallenged and dissatisfied with your current position as assistant manager at a local retailer, and now contemplating how to spend this new-found money in a productive way, to ensure a secure future for you and your family.

After careful thought, you decide to open your own music store.  Luckily, there’s a great location available, within your price range, but it needs some remodeling work to create the atmosphere you desire.

Although you have 7 years of experience in retail sales and management, you have never opened a new store, and you have minimal experience in hiring staff.

Remember, your family’s future depends on the success of your new business.

(C-CHALLENGE)

As an assistant manager, you know how important good training is in making a successful sales person.  While the store is being remodeled, your challenge is to create an employee handbook and procedure manual.  These must be written, printed and available to employees when you begin hiring.

(R-ROLE)

Since you are the owner, it is up to you to meet this challenge head-on.  You will need to demonstrate time management skills, along with researching current labor laws, sexual harassment policies, benefits you might be able to offer (such as medical, sick days, etc.).  Along with the policies you would like to implement, you must also include the consequences for employees who break policy standards.  Consider this your “plan of action”.

(A-AUDIENCE)

Your “audience” will be every employee (or even prospected employee), so your employee handbook/procedure manual must be complete and professional.  Your future employees will be “grading” you on this booklet.

(P-PRODUCT OR PERFORMANCE)

When you open your new music store, with your new employees, you will be able to evaluate the effectiveness of your handbook.  All employees should know what is expected and the consequences.  You can’t play the work game if you don’t know the rules to follow.  The policies must be managed and demonstrated with or without your presence.  New employees should sign that they did receive the handbook and agree to abide by the rules.
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?

D1.0
Students understand the key concepts of professional sales & marketing.
[D1.1] Know and describe the characteristics of a successful salesperson.
Which Essential QUESTION Will This Task Address? 

-You are opening your own business. The success or failure of your company depends on who you hire. What are the essential traits/characteristics of someone you would hire?

Which UNWRAPPED Content Knowledge and Skills Will This Task Develop? 

-Observe/Demonstrate Characteristics of a successful salesperson.
What APPLICATION of Learning Will This Task Require? (What will the students actually do or produce in this task?)

-Role Play/ Video/ Field Trip /Design a Poster
What Instruction, Information, and RESOURCES (including Technology Connections and Related URLs) Will Students Need First? 

-TV/VCR, Video, Bus, Secret-Shopper Evaluation Forms, Salesperson/Student Assessment form for role play scenario, poster board, pens.
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 Evaluations, Student/Teacher Secret Shopper Evaluation forms, Salesperson/student assessment form for roleplay.
Task 1 Complete Description (The Full Details of What Students Will Do in This Task)

1-Students will brain –storm, in groups of 3, the essential characteristics/traits managers are looking for in their employees.
2- “Class share” brainstorm answers; students continue to develop a running list of positive characteristics.

3- Students will watch a 15 minute video of the top 10 characteristics needed for a successful salesperson.

4- Students, in their original groups of 3, will design a poster displaying the top 10 positive characteristics employers are looking for in their employees.

5- Students will present poster to the class in their groups.
6- Real World:  Students will participate in a Secret Shopper Field Trip survey. 20 Stores will be visited and students will analyze the traits of the sales associates. The students will compile 2 lists; one noting all positive characteristics and another noting negative characteristics of the sales associates during their observation.  

7- Class share stories and real world observations.  
Task 1 – Scoring Guide 

Exemplary:

· All Proficient Criteria Met PLUS:

· Poster included comparison & contrasts of employee characteristics

Student presented poster w/personal testimonials

Student presentation was well organized & opened up class participation
Proficient:


Student(s) completed Essential Characteristic List



Student(s) participated in classroom brainstorm activity

Student(s) observed “Top 10” video
· Student(s) designed poster

Completed secret shopper handout
Progressing:


Student(s) completed a partial list of essential characteristics



Student(s)
somewhat participated in classroom brainstorm activity
Not Yet Meeting Standard(s) and Indicators(s):

· Offered less than 3 suggestions listed on Essential Characteristic List

· Student(s) did not offer suggestions (non-participant)


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?

-D1.0 Students understand the key concepts of professional sales & marketing

-D1.3 Know the steps of a selling process. 
Which Essential QUESTION Will This Task Address? 

-Research shows that customers will spend more $$ on their total sale when enticed by a competent salesperson, compared to checking themselves out at a self-service check out stand.  What are the steps a salesperson uses to close a successful sale and why do these steps increase sales?
Which UNWRAPPED Content Knowledge and Skills Will This Task Develop? 

-Demonstrate the 5 steps to closing a successful sale.
What APPLICATION of Learning Will This Task Require? (What will the students actually do or produce in this task?)
-Role Play/Demonstrate the 5 steps of a successful sale
 -View “The Guest” video

- Class Discussion =comparison of successful vs. unsuccessful presentation
    of sales steps.
-Self-Assessment Form
What Instruction, Information, and RESOURCES (including Technology Connections and Related URLs) Will Students Need First? 

-TV/VCR/DVD player, Self Assessment Form H/O, Video “The Guest”, Expert Guest Speaker,  prop box of sample merchandise, role play feedback forms.
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?) 
Feedback from role play H/O, Individual role play demonstrating the 5 steps of successful sale, teacher observation at job training site.

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

1- Pre-test= 5 step assessment with word bank. (What they already know)

2-Students will observe “The Guest” video showing the 5 steps of closing a successful sale.
3-Students will interview an expert guest speaker for examples of successful and unsuccessful sales steps.
4- Students will develop and perform role play examples of both successful and unsuccessful sales steps.
5- Students will complete assessment forms evaluating the role play presentations, checking for all 5 steps to be included.

6-Students will demonstrate, to their instructor, at their job training site, the 5 step sales techniques.
Task 2 – Scoring Guide 

Exemplary:

All Proficient Criteria Met PLUS:

Student(s) scored 100% on pretest




Student(s) took notes on video key points 

Student(s) invited an expert to speak to entire class
Proficient:


Student(s) scored 92% or above on pretest

Student(s) observed “The Guest” video

Student(s) invited an expert on sales steps

Student(s) completed a minimum of 25 assessment forms

Student(s) demonstrates the 5- Step sales techniques through role playing
Progressing:


Student(s) score less than 75% on pretest


· Student(s) conducted one-on-one interviews in class regarding successful employee – sales steps
· Student(s) did roleplay for less than 2 minutes
Not Yet Meeting Standard(s) and Indicators(s):


Student(s) scored less than 50% on pre-test


· Student(s) have not interviewed expert 
· Student(s) did not role play in class
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?

D1.0
Students understand the key concepts of professional sales & marketing.
D1.5 Understand the impact of a salespersons knowledge of the product and its effect on potential sales (product knowledge).
Which Essential QUESTION Will This Task Address? 

-How does knowing the features and benefits of the merchandise you are selling increase sales?? Describe a feature and a benefit of your favorite item in your purse or backpack.
Which UNWRAPPED Content Knowledge and Skills Will This Task Develop?  

-Describe the features & benefits of a product.
What APPLICATION of Learning Will This Task Require? (What will the students actually do or produce in this task?)
- Individual presentations of selling item from prop box, backpack or purse.
What Instruction, Information, and RESOURCES (including Technology Connections and Related URLs) Will Students Need First? 
-Sample of Display Items (Prop Box), Feature/ Benefit H/O (control), Feature & Benefit Evaluation Form, Lecture Notes H/O.
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 Selling Item from Prop Box, Back Pack or 
 Purse

- Student feedback form from presentation.
Task 3 Complete Description (The Full Details of What Students Will Do in This Task)

1- Students will select a sample piece of merchandise from the prop box provided by the instructor.  Students will read the packaging on the merchandise and list all benefits from the product packaging.
2- Instructor will lecture on the differences between feature and benefits.

3-Students will choose 2 items from either their purse, backpack, or from the prop box provided by the instructor and give a presentation to the class on the features and benefits of the items.
3-Students will fill out the feature/benefit feedback form for each presentation and return to presenting student.
Task 3 – Scoring Guide 

Exemplary:

  All Proficient Criteria Met PLUS:
· Identifies additional features & benefits on package by doing a commercial
· Student(s) will have taken complete notes on lecture
· Student(s) will complete  Features & Benefit feedback forms from all their peers
Proficient:


Student(s) will read and list all benefits of product of by reading package label

Student(s) will take notes on lecture
· Student(s) will identify & describe feature & benefit of their choice
· Student(s) will complete a minimum of 20 Features & Benefit feedback forms from their peers
Progressing:

· Descriptive language needed for the Feature & Benefit package list
· Parts of Feature & Benefit presentation lacks correct feature & benefit lingo
Not Yet Meeting Standard(s) and Indicators(s):


Feature & Benefits list not completed



Did not do presentation in front of class
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?

D1.0 Students understand the key concepts of professional sales & marketing.
D1.6Understand Buying Motives and the Customer Decision Making process.
Which Essential QUESTION Will This Task Address? 

-What motivates a consumer to purchase an impulse item?  How does this differ from a demand item?  
Which UNWRAPPED Content Knowledge and Skills Will This Task Develop? 
-Analyze = (Buying motives & customer decision making process).

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

-Read “Why You Buy?” Book

-Write 3 page summary
-Class presentation (segmented; each student presents a chapter, building on one another to complete/ present the entire book).

What Instruction, Information, and RESOURCES (including Technology Connections and Related URLs) Will Students Need First?
· “Why You Buy” Book

· Psychology Today Article

· Computer/Internet Access

· “Post It” pads
     -   Journal
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?) 
    -Segmented Student Presentation

    -3 Page Summary
    -Journal of main points of each chapter presentation.

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

    1-Students will read the book “Why You Buy”.
2-Students will write a 3 page summary of the book outlining customer buying motives and customer decision making processes.

3-Students will present one chapter of the book; each chapter building on the other chapters until completing the book in its entirety.
4-Students will journal on the main points from each chapter presentation.  The student will compile a complete summary of the book Why We Buy.

Task 4 – Scoring Guide 

Exemplary:

  All Proficient Criteria Met PLUS:
· Summary included self-reflection of real-life experience
· Student(s) were well prepared for chapter presentations and had comments to engage student discussion
· Student(s) compiled a summary book that was bound along with research evidence
Proficient:


Student(s) will read “Why You Buy”

Student(s) wrote 3- page summary with outline

Student(s) presented chapter of the book
· Student(s) will write in journal about main points of the “Why You Buy” book
Progressing:


Completed a 2 Page summary of the book


· Student was not well-prepared to present their chapter of the book
Not Yet Meeting Standard(s) and Indicators(s):


Summary is less than 2 pages



Student did not present their chapter of book
Peer Evaluation (Optional) _____

Self-Evaluation _____________

Teacher Evaluation ____√______ 

Comments__________________

Teacher Reflections at Conclusion of Performance Assessment:

1.
What Worked? What Didn’t?

Did: Did get students engaged in their own in buying motives
Did Not: Continued book throughout semester – lost it’s momentum
2.
What Will I Do Differently Next Time?

*
Possibly team up students on chapters


* Bring in expert on motivational buying

3.
What Student Work Samples Do I Have for Each Task? What Scoring Guide Examples of Proficiency Do I Have for Each Task?

*
Student evaluations/feedback forms/posters/rubric
4.
What Field Notes Can I Provide for Other Teachers Who May Use This Performance Assessment?

* Take your time developing performing assessments- Everything already there. Just need to keep focus on task & expected outcomes
Bloom’s Taxonomy 


Definitions


Verbs that express varying levels of understanding 


Appropriate responses

1.
Knowledge – Remembering facts

Verbs: Know, define, memorize, record, name, recognize

Describe ________________________________.

Who? What? Where? When? How?

2.
Comprehension – Understanding the meaning 

Verbs: Discuss, relate, clarify, explain,

Retell in your own words ____________________.

What is the main idea of ____________________?

3.
Application – Using what you know in a new situation

Verbs: Translate, interpret, demonstrate, dramatize, practice

Why is __________ significant?

4.  Analysis – Examining specific parts of information

Verbs: Distinguish, analyze, differentiate, solve, examine

Classify _______ according to ________________.

Compare and contrast _____________ and _______________.

5.  Synthesis – Combing ideas in a new way

Verbs: Compose, plan, propose, formulate, arrange

What could you predict from ______?

What solutions would you suggest from _____________?

6.
Evaluation – Developing opinions, judgments, or decisions

Verbs: Judge, appraise, evaluate, estimate, select

Do you agree with _____?

Prioritize _________.

What is the most important _______________?

Advertising
Journalist

Applicant
Judge

Architect
Jury Member

Artist
Lawyer

Athlete
Musician

Autobiographer
Newscaster

Biographer
Parent

Business Person
Photographer

Campaign Worker
Photojournalist

Cartographer
Playwright

Cartoonist
Poet

Character, Book/Movie
Police Officer

Chef
Reporter

Citizen
Researcher

Coach
Set Designer

Collector
Software Developer

Consumer
Speech Writer

Consumer Advocate
Stock Broker

Contractor
Student

Curator
Teacher

Detective
Textbook Publisher

Editor
Tour Guide

Engineer
Travel Agent

Executive
Tutor

Famous Person


Inventor

Advertising Campaign

Anthem

Anthologies

Autobiography

Brochure

Business Letter

Business Plans

Committee Board Members

Consumer Newsletter

Debate

Designs for Experiments

Diorama

Ecosystem

Eulogy

Fable

Fashion Show

Film Review

Food Critique

Friendly Letter

Graphs

How-To Directions

HyperStudio

Inventions

Journals 

Judge’s Decision

Lab Report

Lawyer’s Argument

Maps

Observation Logs

Panel Discussion

Personal Narrative

Persuasive Letter

Models

Movie or short film

Museum Exhibit

Newspaper

Prequel

Proposal

Puppet Show

Quilt

Reaction Paper

Scrapbook

Sculpture

Short Story

Slide Show

Symphony

Tall Tales

Technical Manual 

Travel Journals

Website
