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Course Title: Marketing and Entrepreneurship			                      Grade: 11th and 12th 
	Unit (Name/Number):  Beginning the Sales Process
	Pacing: 10 days



	Essential Question(s):  Why is product information and knowledge of the competition so important in preparing for selling? 




	Content/Key Concepts
	Standards
	Key Vocabulary
	Learning Activities/Resources
	Evidence of Learning
(Assessments; Performance Tasks)



	Preliminary Activities
	15.5.12
	· Merchandising
· Feature-benefit selling
· Product features
· Physical features
· Extended product features 
· Customer benefits
· Selling points
· Buying motives
· Rational motives
· Emotional motives
· Patronage motives
· Prospecting
· Prospect
· Referrals
· Endless-chain method 
· Cold canvassing
	Sales people and selling
Sources of product information
Consumer buying motives
How prospects are qualified
Study guide
	Chapter review
Chapter test
project



	First Steps of a Sale
	15.5.12
	· Greeting approach
· Service approach
· Merchandise approach
· Nonverbal communication
· Open-ended question
	Proper approach to a customer to open a sale
Organizational vs. retail sales approach
Retail approach methods
How to determine customers need
Selling random items to class
	Chapter review
Chapter test
Project




