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Title of Performance-Based Assessment:


Successful Skills of a Salesperson 

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

· Task 1 – Brainstorm characteristics of a great salesperson and selling techniques.

· Task 2 -Create a secret salesperson evaluation. Compare two different store sales people.

· Task 3 –Role-play a dialogue between customer and sales person.

· Task 4 – In small groups design a new employee’s pamphlet, which details customer service and selling policies.  

“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 Indicators(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.


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

D1.3 
Know the steps of the selling process.


D1.4 
Know the techniques used by sales people to enhance selling potential and increase customer satisfaction
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

2.2 Writing 

1.4 Develop the main ideas within the body of the composition through supporting evidence  (e.g.) Scenarios, commonly held beliefs, hypotheses, and definitions.

1.8 Design and publish documents by using advanced publishing software and graphic programs.

3.0 Career Planning and Management 

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

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

Unwrapped Concepts (content or underlined nouns):  

List underlined words below

  Need to Know About _______________
· Understand (key concepts)

· Define

· Know (characteristics)

· Survey 

· Choose

· Understand (various types of selling)

· Compare

· Distinguish

· Know (selling process steps)

· Demonstrate

· Role Play

· Know (the techniques) 

· Break down

· Analyze 

Unwrapped Skills (circled verbs):  List circled words below

Be Able to Do
· Key concepts of professional sales and marketing.

· How various types of selling are applied in wholesale and retail environments.

· Steps of the selling process

· Techniques used by salespeople to enhance selling potential and increase customer satisfaction. 

Topics or Context: (What you will use to teach concepts and skills—particular unit, lessons, activities)
	Identifying Big Ideas from 
Unwrapped Standard and Indicators
	Essential Questions from Big Ideas to 
Guide Instruction and Assessment

	1.
If all else fails SMILE!
	1.
How do you distinguish a average employee to an outstanding employee?

	2.
Businesses attract your attention in a variety of ways.
	2.
How do you build your clientele? 

	3.
A Successful sale is a process not an event.
	3.
How do you make sure your customer leaves your store a satisfied customer?

	4.
The customer is always right.
	4.
How does a business increase customer satisfaction?

	· Big idea ANSWERS the essential question

· Open-ended

· Student-friendly wording


	· 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 completed task to others?”

P = 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):

You have been working at a local store for the past three years, a manager position open up, for which you apply, interview and are now the manager of. The area manager comes to you and asks that you need to let go of 5 employees.  You currently have twelve employees and three of them are close friends of yours. What criteria will you use to determine who stays and who will go? 

Task 1 Planning Guide “SQUARE”

Brainstorm characteristics of a great salesperson and selling techniques.

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? 

How do you distinguish a good employee from an outstanding one? 

How do you make sure your customer leaves the store-satisfied customer? 

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

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

Characteristics of a successful sales person  

Steps of the selling process

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

Discuss, record, define 

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

First discuss and define and than have students come to chalkboard and record out the characteristics of great salesperson. Other side of chalkboard records the steps to a successful sale. Student then copy information onto paper. 

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

· White Board 

· Chalkboard

· Chalk

· White board markers 

· Eraser

· Paper

· Pen/Pencil

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?)

Students generated list

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

· Students will discuss/brainstorm the characteristics of a great salesperson and selling techniques.

· Student’s will than come to the chalkboard and write or record what they feel is a great salesperson on one side of the board.

· On the other side students will write or chart out what are great selling techniques.

· Students will than record everything on paper. 

Task 1 – Scoring Guide 

Exemplary:

All Proficient Criteria Met PLUS:

· Be able to list more than 5 characteristics of a successful salesperson

· More than 4 steps to a successful sale

Proficient:

· Be able to list 5 characteristics of a successful salesperson

· Be able to 4 steps of a successful sale

· Student participation 

· Students will write list with proper spelling and punctuation errors.

Progressing:

· Less than 5 characteristics of both the salesperson and a successful sale.

· Spelling and punctuation errors 

Task 2 Planning Guide “SQUARE”

Create a secret salesperson evaluation. Compare two different store sales people.

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

D1.2 Understand how various types of spelling are applied in wholesale and retail environment.

D1.4 Know the techniques used by salespeople to enhance selling potential and increase customer satisfaction. 

Q  Which Essential QUESTION Will This Task Address? 

How do you build your store’s clientele? 

How does a business increase customer satisfaction?

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

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

Various types of selling

Techniques to enhance selling customer service

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

Evaluate, Analyze, Compare and Contrast, Create 

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

Create a secret salesperson evaluation. Analyze than evaluate and compare and contrast two employees at two different designated stores. 

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

· Paper

· Pen

· Pencils

· Transportation to designated location

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

Students will be able to have an evaluation form comparing two different store location employees. 

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

· Students will take compile two separate written evaluation forms.

· Students will go to one store and watch a salesperson and how they react with people. 

· Than go to a different store and record on that evaluation of that store’s salesperson. 

Task 2 – Scoring Guide 

Exemplary:

All Proficient Criteria Met PLUS:

· Student will visit two different store location.

· Students will have more than 5 criteria’s to evaluate.

Proficient:

· Students will have criteria of five different areas to evaluate two different salespeople.  

· Evaluation will be typed with proper spelling and punctuation.

· Student to visit store locations. 

Progressing:

· Less than 5

· Incorrect spelling and punctuation found

Task 3 Planning Guide “SQUARE”

Role-play a dialogue between customer and sales person.

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 do you make sure your customer leaves your store a satisfied customer?

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

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

Steps of the selling process

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

Demonstrate, evaluate 

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

In groups of two students will demonstrate by role-playing the steps of a successful sale.  Students will be able to evaluate peers on their role-playing employee skills. 

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

· Paper

· Pencil

· Pen 

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

Peer evaluation sheet

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

· Teacher will group students off into groups.

· Students will write out a play of what they think a successful sale should be.

· When students are done, they will act out in class as a group their play.

· Other students not in their group will evaluate their classmates on their role-playing employee skills. 

Task 3 – Scoring Guide 

Exemplary:

All Proficient Criteria Met PLUS:

· Students showed an advanced scenario of a successful sale.

Proficient:

· Working in groups, students will create a basic scenario of a successful sale. 

· Students will perform in front of classroom their version of a perfect salesperson. 

· Audience/students will provide feedback. 

Progressing:

· More participation needed 

· Did not display basic scenario 

Task 4 Planning Guide “SQUARE”

In small groups design a new employee’s pamphlet, which details customer service and selling policies.

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

D1.1 Know the characteristics of a successful salesperson

D1.3 Know the steps of the selling process. 

Q  Which Essential QUESTION Will This Task Address? 

How do you distinguish a good employee from an outstanding one? 

How do you make sure your customer leaves the store-satisfied customer? 

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

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

 Characteristics of a salesperson and steps of a selling process

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

Define

Create

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

Work in small groups to create a pamphlet for new employees to define and illustrate the correct procedures in customer service and selling techniques. 

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

· Paper

· Writing materials – markers, crayons, pencils, pens

· Computer graphics

· Magazine cut outs

· Newspaper cutouts

· Glue sticks and scissors

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

Student created Pamphlets 

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

· Students will use materials that they can get their hands on to create a new employees handbook that illustrate the correct procedures in customer service and selling techniques.

· Using the information they have received from their brainstorming in the classroom, their role-playing and their evaluations to help create this handout. 

Task 4 – Scoring Guide 

Exemplary:

All Proficient Criteria Met PLUS:

· Pamphlet covered more than 5 aspects

· Design using computer graphics

Proficient:

· Working in a small group, create a pamphlet covering 5 different aspects that best describes what new employees need to learn. 

· Create a design using cutouts and drawings.

· Proper spelling and punctuation

Progressing:

· Pamphlet lacking a creative design 

· Pamphlet covered less than 5 aspects


