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	Content
	Skills
	Essential Questions
	Assessment

	August
	Introduction to selling.

The Salesperson.

The Buying and Selling Process


	The student will be able to identify what selling is, how a person becomes a salesperson and the process of buying and selling.


	What is a salesperson?

What are the basic requirements for a salesperson?

What influences the whole process?
	List various skills a sales person uses.

Explain the buying and selling process.

	September
	The customer

Customers Buying Motives

Product Information


	The student will be able to identify the different types of customers.

The student will be able to determine various buying motives.

The student will be able to explain how product info is used with selling.
	What are the different types of customers?

How are buying motives used?

Why would a salesperson use product info?
	Identify the various types of customers.

Relate motives and product information.

	October
	The Approach

Determining Customers Needs/Wants

Planning Feature Benefit Presentation


	The student will be able to list various approaches available to use.

The student will be able to identify assorted customer needs/wants.

The student will be able to exhibit the integral parts of a presentation.
	How will a salesperson determine which approach to use?

How is needs/wants used in the selling process?

What is a presentation?
	Use the various approaches.

Given a set of needs/wants the students will develop a presentation.



	November
	Making a Feature Benefit Presentation

Handling Customers Objectives
	The student will be able to create and present a product for a sale.

The student will be able to identify and use various objectives to an advantage.
	What are the steps taken in preparation of a presentation?

How does a salesperson use an objective to an advantage?
	Given a product, present it in a selling process.

Given objectives the student will turn into selling advantages.

	December
	Closing the Sale 

Suggestion Selling and Reassurance.
	The student will be able to explain the different types of closing and why each is used.

The student will be able to give reasons for suggestion selling.
	Why is the closing an important part of selling.

What is used to increase sales at the end of your presentation?
	Use the closing to make more sales.
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