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Internet Research, Case Studies, 
Business Publications, Virtual Business
Unit Title: Selling
	PA Standards
	Objectives
	Content & Instruction
	Assessment

	  1.1. 11  Learning to Read Independently

-Identify, describe, evaluate and synthesize the essential ideas in text.  -Establish a reading vocabulary by identifying and correctly using new words acquired through the study of their relationships to other words.  Use a dictionary or related reference. -Understand the meaning of and apply key vocabulary across the various subject areas. .  -Make, and support with evidence, assertions about texts. -Make extensions to related ideas, topics or information. -Assess the validity of the document based on context. -Demonstrate fluency and comprehension in reading.
1.2.11 Reading Critically in All Content Areas
-Read and understand essential content of informational texts and documents in all academic areas. - Use and understand a variety of media and evaluate the quality of material produced.

1.4.11   Types of Writing 

-Write informational & persuasive pieces.
1.5.11Quality of Writing

-Write with a sharp, distinct focus. -Write using well-developed content appropriate for the topic. -Write with controlled and/or subtle organization
	Define selling and different types of selling situations
Explain the purpose and goals of selling 

Define consultative selling

Differentiate between rational and emotional buying motives

List three levels of customer decision making

Name sources of product information

Explain the main focus of preparation in business-to-business selling and in retail selling
	Read Chapter 12
Teacher presentation

Guided practice

Class discussion

Career exploration

Cooperative learning activities

Handouts and study guides


	Questioning

Academic skill, critical thinking, connecting activities

Cooperative learning activities

Test/Quiz

	1.6.11 Speaking and Listening

-Listen to others  -Contribute to discussions
6.2.9 Markets & the Functions of Government

- Explain the flow of goods, services & resources in a mixed economy

- Analyze how the number of consumers and producers affects the level of competition within a market

- Analyze the functions of economic institutions (corp, non-profit)

- Explain the law of supply & demand and how these affect the prices of goods & services

- Analyze how competition among producers and consumers affects price, costs, product quality, service, product design and advertising

- Analyze the economic roles of governments in market economies
2.5.11   Mathematical Problem Solving and Communication

-Select and use appropriate mathematical concepts and techniques from different areas of mathematics and apply them to solving non-routine and multi-step problems.  

-Use symbols, mathematical terminology, standard notation, mathematical rules, graphing and other types of mathematical representations to communicate observations, predictions, concepts, procedures, generalizations, ideas and results.

-Present mathematical procedures and results clearly, systematically, succinctly and correctly.

-Conclude a solution process with a summary of results and evaluate the degree to which the results obtained represent an acceptable response to the initial problem and why the reasoning is valid.  


	List the seven steps of a sale

Explain the importance and purposes of the approach in the sales process

Demonstrate how business-to-business sales representatives conduct the initial approach

Name three methods for making the initial approach in retail sales

Explain why determining needs is an essential step in the sales process

List three methods for determining needs


	Read Chapter 13
Teacher presentation

Guided practice

Class discussion

Career exploration

Cooperative learning activities

Handouts and study guides


	Questioning

Academic skill, critical thinking, connecting activities

Cooperative learning activities

Test/Quiz


	
	Describe the goal of the product presentation
List four techniques that create a lively and effective product presentation

Distinguish objections from excuses

Explain the five buying decisions on which common objectives are based

Demonstrate the general four-step method for handling customer objections

List seven specific methods of handling objections and note when each should be used


	Read Chapter 14
Teacher presentation

Guided practice

Class discussion

Career exploration

Cooperative learning activities

Handouts and study guides


	Questioning

Academic skill, critical thinking, connecting activities

Cooperative learning activities

Test/Quiz



	
	Identify customer buying signals
List a few rules for closing a sale 

Select appropriate specialized methods for closing  sale

Explain the importance of suggestion selling

List the rules for effective suggestion selling

Demonstrate appropriate specialized suggestion selling methods

Discuss strategies for maintaining and building a clientele

Explain the importance of customer service and  follow-up

Explain the concept of customer relationship management 


	Read Chapter 15
Teacher presentation

Guided practice

Class discussion

Career exploration

Cooperative learning activities

Handouts and study guides


	Questioning

Academic skill, critical thinking, connecting activities

Cooperative learning activities

Test/Quiz



	
	List all types of retail sales transactions
Process purchases, returns, and exchanges

Generate and process sales documentation
Calculate sales tax, discounts, and shipping charges

Name the functions of cash registers and point-of-sale (POS) terminals

Explain the uses for Universal Product Codes (UPCs)

Make change

Prepare purchase orders and invoices

Explain delivery terms
	Read Chapter 16
Teacher presentation

Guided practice

Class discussion

Career exploration

Cooperative learning activities

Handouts and study guides


	Questioning

Academic skill, critical thinking, connecting activities

Cooperative learning activities

Test/Quiz

Unit Project




