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Title of Performance-Based Assessment:

Aim For Excellence

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

“Unwrapping” Standard(s) and Indicators (subcomponents)
Write out the standard and related indicators that you have selected for your performance-based assessment (PBA). Unwrap the standard and indicators below, underlining the concepts (nouns) and circling the skills (verbs) in each statement.

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

Recommend selection of one CTE Pathway standard, and 1-3 subcomponents in the same standard.

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

D1.1
Know the Characteristics of a successful salesperson


D1.3
Know the steps of the setting process


D1.5
Understand the impact of a salesperson’s knowledge of the product and its 

effect on potential sales

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

Recommend selection of two CTE Foundation Standards from 1.0 &/or 2.9, and one CTE Foundation Standards from 3.0-11.0

2.3
5.0
Problem Solving and Critical Thinking

5.3 Use critical thinking skills to make informed decisions and solve problems.

9.0 Leadership and Teamwork

9.3 Understand how to structure work individually and in teams for effective 


performance and attainment of goals.

10.0 Technical Knowledge and Skills

10.5 Understand the methods used to determine clients’ needs and desires and respond with selling concepts, including planned personalized communications that influence purchase decisions and enhance future business opportunities.

11.0 Demonstration and Application

“Unwrapping” Standard(s) and Indicators (subcomponents)
Unwrapped Concepts (content or underlined nouns):

List underlined words below

Need to Know About  ________________________

D1.0
Concepts of Professional Sales and Marketing


D1.1
Characteristics of Sales Person


D1.3
Steps in the Selling Process


D1.5
Impact of Knowledge of the Product and Effect on Sales


D1.6
Buying Motives and Customer’s Decision-Making Process


Unwrapped Skills (circled verbs): List circled words below


Be Able to Do

D1.0


D1.1
Describe


D1.3
Apply


D1.5
Illustrate


D1.6
Identify


Topics or Context: (What you will use to teach concepts and skills – particular unit, lessons, 

activities)


Identifying Big Ideas from

Unwrapped Standard and Indicators

1. A good sales person doesn’t sell, they motivate.

2. Knowing how to sell is a lifetime paycheck.

3. Knowledge is power, power is motivating.

4. We may not all decide the same thing but we all decide the same way.

· Big idea ANSWER the essential question
· Open-ended
· Student-friendly wording
Essential Questions from Big Ideas to Guide Instruction and Assessment

1. What kills a sale, what makes a sales? Why?

2. How can a person’s sales ability improve with age

3. How does product knowledge make a sales person better?

4. How does the way you decide to buy differ from your parents?

· Answered by the Big Idea
· One-two punch
· Emotive force
”Engaging Scenario” Planning

Include elements of an effective Engaging Scenario:

S = situation
What situation will be used to connect this scenario to the real world?

C = challenge



Presents students with a challenge
R = role of student


What role will the student assume in the engaging scenario? 







(See supporting documents, page 133)

A = audience



Acknowledges audience – “Can the student present the 







complete task to others?”


Product = product or performance
What will the student do or produce in relation to the 
engaging scenario? (see supporting documents, page 134)

Engaging Scenario (Full description):

The world famous institute Art in Marketing, commonly known as AIM is sponsoring a contest. The winners must create a comic strip communication that is to be used in a sales training manual for a Fortune 500 company. They offer a $50,000.00 stipend as 1st prize. Runner up receives a $25,000.00 scholarship to a Design and Merchandizing Institute of their choice. The challenge is that in addition to creativity the work must truly communicate the principle of salesmanship. Every student will perform 2 roles. Not only will they create a comic strip put they will also evaluate their competitors work. This is a very important component of the contest as the person winning must thoroughly understand the (qualities) concepts of professional sales and marketing. These will be additional tasks as the contest progresses.
Task 1 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 kills a sale, what makes a sale and why?

U
Which UNWRAPPED Content Knowledge and Skills Will This Task Develop?

Content (list underlined verbs/words from standard and indicators)


Characteristics of a successful salesperson.
Skills (list underlined verbs/words from standard and indicators)


Describe

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

Create a comic strip contrasting the characteristics of an effective and non-effective salesperson (Comprehensive L-2 and Application L-3)

R
What Instruction, Information, and RESOURCES (including Technology Connections and Related URLs) Will Students Need First?
Video on selling process, paper, ruler, marker, mini lecture and handouts on “Identified Characteristics”.

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?)
Finished comic strip, a contrasting of the successful and non-successful salesperson, minimum eight frames, and maximum twelve.

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

Addressing Bloom’s Taxonomy at what level?

____
Evaluation
____
Synthesis

____
Analysis

____
Application (e.g. translate, interpret, demonstrate, dramatize, practice)

____
Comprehension (e.g. discuss, relate, clarify, explain)

____
Knowledge (e.g. know, define, memorize, record, name)

Students will create a comic strip using dialogue depicting the mannerism and personality traits of an effective sales person. The qualities of enthusiasm courtesy, ethics, responsibility and appearance, confidence must be included. Interaction with the customer is important. The lack of these qualities must be apparent in the ineffective salesperson in order to contrast the differences. The strip is to be a minimum of eight blocks long and maximum of sixteen blocks. Dialogue must be in bubble. Scenarios may be set up under individual blocks. Template for blocks will be provided as will examples of comic strips, markers, paper and rulers.

Task 1 – Scoring Guide

Exemplary:

⁯
All Proficient Criteria Met PLUS:

⁯
Comic strip is a maximum of 16 blocks

⁯
At least 6 personality traits are depicted

⁯
Traits of contrasting personalities are clearly differentiated

Proficient:
⁯
Create comic strip characters (includes 2 salespersons and customers)

⁯
Dialogue and or drawing must depict salesperson’s qualities (at least 5)

⁯
Strip must include interaction with customer

⁯
Strip is at least 8 blocks

⁯
Scenario is clearly set up under individual blocks

Progressing:

⁯
Meet 4 out of 5 proficiency criteria

⁯
Fix it!

Peer Evaluation (Optional)  _______

Self-Evaluation ________________

Teacher Evaluation _____________

Comments ____________________

Task 2 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?


How can a person’s sales ability improve with age.

U
Which UNWRAPPED Content Knowledge and Skills Will This Task Develop?

Content (list underlined nouns/words from standard and indicators)

Apply the steps of the selling process

Skills (list underlined verbs/words from standard and indicators)


Demonstrate the use of the steps in the selling process

A
What APPLICATION of Learning Will This Task Require? (What will the students actually do or produce in this task?)
Create a role play using 2 new teams utilizing the steps in the selling process there must be sales resistance built into each scenario. (Comprehension & Application Level 2 & 3). Student will bring in product to sell.
R
What instruction, Information, and RESOURCES (including Technology Connections and Related URLs) Will Students Need First?
Worksheet, lecturette, paper to develop script, personal product (cannot include anything against school policy) and evaluation sheet.

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 by each team and peer evaluation.

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

Addressing Bloom’s Taxonomy at what level?

__X__  Evaluation

__X_   Synthesis

____   Analysis (e.g. Distinguish, analyze, differentiate, solve, examine)

__X_  Application (e.g. translate, interpret, demonstrate, dramatize, practice)

____  Comprehension (e.g. discuss, relate, clarify, explain)

____   Knowledge 
Student teams consisting of 2 to 3 participants will develop and present a believable sales scenario integrating the seven steps of the selling process. The script must include overcoming sales resistance realistically. Each team will role play its scenario and the class will evaluate each performance according to predetermined criteria including the answer to questions:

1. How would you adopt the presentation to create a faster buying decision?

2. What could have been done to minimize the sales resistance?

(Application, Synthesis, Evaluation Levels 3, 5 & 6)

Task 2 – Scoring Guide

Exemplary:

⁯
All Proficient Criteria Met PLUS:

⁯
Rationale is established for evaluation statements.

⁯
All seven steps of the sales process are utilized.

⁯
Various closing techniques are demonstrated.

Proficient:

⁯
Develop a realistic sales role play.

⁯
Apply 6 of the 7 steps in the selling process.

⁯
Effective delivery of dialogue.
⁯
Sales resistance must be overcome.

⁯
Effective close is demonstrated.

⁯
Evaluation must show understanding of the selling process.
Progressing:

⁯
Five proficiency criteria are met.

⁯
Rewrite including omitted proficiency criteria.
Peer Evaluation (Optional) ______

Self-Evaluation _______________

Teacher Evaluation ____________

Comments ___________________

Task 3 Planning Guide “SQUARE”

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

D1.5
Students understand the impact of a salesperson’s knowledge of the product and its effect on potential sales.

Q     Which Essential QUESTION Will This Task Address?


How does product knowledge make more money for you?

U     Which UNWRAPPED Content Knowledge and Skill Will This Task Develop?

Content (list underlined nouns/words from standard and indicators)


Impact of product knowledge and its effect on sales.

Skills (list underlined verbs/words from standard and indicators)


ANALYZE *

                                                                  (Level 4)
A     What APPLICATION of Learning Will This Task Require? (What will the students actually do or produce in this task?)

Student will identify product features, assign appropriate benefit and differentiate between the two. This task will be integrated into the role play demo constructed during Task 2. Peer evaluation is again utilized.

R     What Instruction, Information, and RESOURCES (including Technology Connections and Related URLs) Will Student Need First?
Script produces in Task 2, handout on feature benefit selling, evaluation sheet and points to be included in class discussion.

E     What Individual EVIDEDENCE of Learning Will This Task Provide? (How will you know 

by the work students produce what they have learned relative to this task?)

Student will integrate new information into existing sales demonstration. Peer evaluation will include identification of buyers motives

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

Addressing Bloom’s Taxonomy at what level?

__6_ Evaluation

_5__ Synthesis (e.g. Compose, plan, propose, formulate, arrange)

____ Analysis (e.g. Distinguish, analyze, differentiate, solve, examine)

____ Application (e.g. translate, interpret, demonstrate, dramatize, practice)

____ Comprehension
____ Knowledge

Student will illustrate the impact of product knowledge by writing a minimum of three features with one or more benefits for each feature. Student demonstration will need to convince buyer through the use of the feature-benefit component to justify a positive buying decision.
Class will evaluate the effectiveness of each team’s endeavor. The rationale must be established by identifying feature and benefit.

Task 3 – Scoring Guide

Exemplary:

 FORMCHECKBOX 

All Proficient Criteria Met PLUS:

⁯
Inclusion of 3 or more features.

⁯
Use this knowledge in attempting 2 or more closing techniques.

Proficient:

⁯
Differentiate between feature and benefit.

⁯
Include 2 features and one or more benefits for each feature.

⁯
Effectively integrate new information into role play.

⁯
Evaluate each student teams’ showing understanding of the impact of product knowledge on sales.

Progressing:

⁯
Three proficiency criteria are met.

⁯
Rewrite including omitted proficiency criteria.
Peer Evaluation (Optional) ______

Self-Evaluation _______________

Teacher Evaluation ____________

Comments ___________________
Task 4 Planning Guide “SQUARE”

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

D1.6
Understand buying motive and the customer’s decision-making process.

Q     Which Essential QUESTION Will This Task Address?


How do you decide to buy and how does it differ from your parents.

U     Which UNWRAPPED Content Knowledge and Skill Will This Task Develop?

Content (list underlined nouns/words from standard and indicators)


Buying motive’s effect on decision making process.

Skills (list underlined verbs/words from standard and indicators)


ANALYZE *

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

Student will integrate customer buying motives into existing scenario in addition the student will produce an essay delineating the steps of the decision making process.

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

Mini lecture or decision making process and buying motives, overhead projection and worksheets.

E     What Individual EVIDEDENCE of Learning Will This Task Provide? (How will you know 

by the work students produce what they have learned relative to this task?)

Written synopsis of three scenarios.

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

Addressing Bloom’s Taxonomy at what level?

__/_ Evaluation (e.g. Judge, appraise, evaluate, estimate, select)
_/__ Synthesis (e.g. Compose, plan, propose, formulate, arrange)

____ Analysis (e.g. Distinguish, analyze, differentiate, solve, examine)

_/___ Application (e.g. translate, interpret, demonstrate, dramatize, practice)

____ Comprehension
____ Knowledge

Student will integrate customer buying motive into existing scenario. Each feature-benefit must have one or more buying motives. Scenario will have to be adjusted to include this task, Each situation must be appraised so that the proper customer buying motive(s) are formulated. Peer evaluation will be included. Should individual evaluation include appropriate analysis of the situation not utilized in the demonstration additional credit will be awarded.
Additional proficiency level is established by utilizing two or more characters with different perspectives requiring different motives. The student must select the appropriate motive for each, proposing a compromise that will satisfy each.

Task 4 – Scoring Guide

Exemplary:

⁯
All Proficient Criteria Met PLUS:

⁯
Identification of two or more buying motives per feature.

⁯
Inclusion of two or more persons with different perspective satisfying each.

⁯
Essay to include all steps of decision making process.

Proficient:

⁯
Proper application of buying motives.

⁯
Justification for selection.

⁯
Demonstrate understanding of decision making process using at least four steps in essay.

Progressing:

⁯
Two proficiencies met.

⁯
Rewrite including omitted proficiencies.
Not Yet Meeting Standard(s) and Indicator(s):

⁯
Re-teach decision-making and buyers motives.

⁯
Resubmit work.
Peer Evaluation (Optional) ______

Self-Evaluation _______________

Teacher Evaluation ____________

Comments ___________________

Teacher Reflections at Conclusion of Performance Assessment:

1. What Worked? What Didn’t?

2. What Will I Do Differently Next Time?

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

4. What Field Notes Can I Provide for Other Teachers Who May Use This Performance Assessment?

