Curriculum Map
Course Title: Marketing and Entrepreneurship		                      Grade: 11th – 12th 
	Unit (Name/Number): Closing the Sale
	Pacing: 10 days



	Essential Question(s):   How do you close a sale and make a steady customer?




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



	How to Close a Sale
	15.5.12
	· Closing the sale
· Busing signals
· Trial close
· Which close
· Standing-room-only close
· Direct close
· Service organization
	Customer buying signals
Closing a sale tips
Study guide

	Chapter review
Chapter test



	Customer Satisfaction
	15.5.12
	· Suggestion selling
	Benefits of suggestion selling
Rules for effective suggestion selling
Appropriate specialized and suggestion selling 
How to get repeat customers
Importance of after-sale activities
	Chapter review
Chapter test
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