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	LESSON PLAN



	TIME REQUIRED


90 minutes or two 45-minute class periods

	RATIONALE


Selling: A marketing function where a good or service is exchanged for money (or other items of value). Selling is essential to any business and includes assisting customers with their purchases and ensuring a positive customer experience.

	INTENDED OUTCOMES


At the conclusion of this session, students will be able to:
· Determine customer/client needs.
· Establish a relationship with customer/client.
· Demonstrate suggestive selling.
· Process sales documents.
· Process returns/exchanges.

	INSTRUCTIONAL CONTENT


Introduction· Customer Relationship Management (CRM)
· Personal Selling
· Business-to-Business Selling
· Selling Process 
· Pre-approach
· Approach the Customer
· Determine Needs
· Present the Product
· Handle Questions + Objectives
· Close the Sale
· Suggestive Selling
· Follow Up
KEY TERMS

This lesson can be done without any prior knowledge of what selling is and is intended to be introductory in nature. The teacher should briefly introduce the role of selling in businesses. 

Selling involves determining client needs and wants and responding through planned, personalized communication that influences purchase decisions and enhances future opportunities. Selling allows customers and businesses to obtain the goods and services they need and want. 

Review Selling Slides (30 minutes)
} Download the presentation slides at deca.org/resources.

Have students work with partners or small groups and answer the selling in your SBE discussion questions.
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After completing the module, complete the following selling activity (30 minutes).  

Introduction
The teacher will review the steps of the selling process with students. This activity focuses on the present the product step. Students will pick one product from the school-based enterprise and list the features and customer benefits. After completing that portion, students will create a clear and brief 30-second “commercial” for their product. The purpose is to convince a customer to purchase the product.  
 
Step 1: Product Features and Benefits
Students will identify the features of their product and then identify what those features will do for their target customer. Students can use the chart on page 4 to organize their information. Ensure students understand that features are the “facts” of the product while the benefits are the positive impact on the customer. After completing their features and benefits, the teacher can have students share in partners or small groups.

A simple 3-step approach to identifying the benefits of a product is:
1. What does it have or do?
2. What effect does this have on the customer’s life?
3. Does it cause a positive emotion or eliminate a negative emotion (or both)?

Sample
Blue Diamond Almonds Dark Chocolate Cocoa Dusted (individual packs)
	Features 
	Benefits

	single-serve pouch
	easy to eat on the go anywhere

	100 calories per pack
	high nutrition for low calories

	made in California
	benefits American businesses and workers

	chocolate flavor (comes in other flavors)
	sweet like candy but healthier



Step 2: 30-Second Commercial
Students will create a clear, brief 30-second commercial about their product. The purpose is to convince a potential customer to purchase the product using the product features and benefits.

Students can use the outline and rubric on page 5 to help them organize their product commercial.







	ASSESSMENT + FOLLOW-UP


After completing the application activity, students can participate in the below activity:

Selling to Target Markets
Instructions
It is essential to be able to sell to a target market. Using your SBE target market(s), students will choose one and create an illustration with three products that this target market would be interested in purchasing. The teacher can have the students draw the products or cut product ads out of magazines. Students should include the three products and specific aspects of the target market that assisted them in deciding on the product.

Students should appeal to as many aspects of the target market as possible with each product and list the specific aspects in the illustration.

Target Market Examples
Target Market #1
· Demographic: ages 14-18, female, high-income
· Geographic: cold climate, near mountains
· Psychographic: enjoys fitness, is outgoing, loves posting pictures on social media
· Behavioral: willing to spend money on high-quality products, only buys name brands

Target Market #2
· [bookmark: _Hlk105158338]Demographic: ages 14-18, male, middle income
· Geographic: warm climate, near a large lake
· Psychographic: enjoys being outdoors, water sports, is an enthusiastic supporter of athletic events
· Behavioral: prefers more affordable items with no brand recognition more than expensive name-brand items 

Target Market #3
· Demographic: 35-55, parents of high school students, middle income, married
· Geographic: lives near the school
· Psychographic: very family-oriented, involved in school events
· Behavioral: prefers to spend money on family or supporting their child

Lesson Extension
For additional activities, have students work in pairs on the Selling Case Study of the Week

	RESOURCES + MATERIALS


· Download the Presentation: www.deca.org/advisor-resources/sbe-selling
· Selling Case Study of the Week | DECA Direct Online

	[bookmark: _Hlk105145952][image: ]SCHOOL-BASED ENTERPRISE
INSTRUCTIONAL UNIT
SELLING



	APPLICATION ACTIVITY



	INSTRUCTIONS


Choose a product sold in your school-based enterprise. Identify features of that product and the benefit of each of those features. Focus on identifying features and what those features will do for your target customer.

Features and benefits of _______________________________

	Features
	Benefits 
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	APPLICATION ACTIVITY



	INSTRUCTIONS


Create a 30-second commercial for your product using the benefits and features from the last activity.

30-Second Commercial
	
	3
	2
	1

	Opening Statement
	The commercial includes a creative hook or attention grabber.
	The commercial includes a somewhat creative or effective hook or attention grabber.
	The commercial does not include a creative hook or attention grabber.

	Product
	The commercial clearly describes the product and creates interest to make a customer want to learn more.
	The commercial somewhat describes the product and somewhat creates interest to make a customer want to learn more.
	The commercial does not adequately describe the product and does not create interest to make the customer want to learn more.

	Customer Value
	The commercial clearly describes the benefits, what problems the product solves and the advantages of purchasing the product and calls the customer to action.
	The commercial somewhat describes the benefits, what problems the product solves and the advantages of purchasing the product and somewhat calls the customer to action.
	The commercial does not adequately describe the benefits, what problems the product could solve and the advantages of purchasing the product and did not call the customer to action.

	Within the 
30-Second Time Frame
	The commercial is within the time frame.
	The commercial is slightly over the time frame.
	The commercial is significantly over the time frame.
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