Integration PTE Component
The purpose of this plan is to take what is already in the PTE curriculum and use the reading content to better teach the PTE concept.

Identify the objectives of the PTE lesson you are teaching

Example- 
Students will be able to read and take notes on a section of



The marketing book that deals with steps of a sale 
Define where the academic area and the PTE area meet

Example:
For the student to understand how to read and use a 

graphic organizer to take notes and then apply those notes and use them to create pages to a sales associate manual.
1. Assess students’ reading awareness

How do you take notes?  
How do you remember what you read?  

How do you remember what you applied?
2. Work through the embedded example

     Have students take notes while lecturing
Have students compare notes- some will write everything, some        nothing

Discuss that organizing notes to make notes work for the student is an important skill

3. Work through related, contextual examples
Example:  
When working for a boss and he is giving you a list of jobs he wants you to do, you must take adequate notes, however you do not have time to write what he says word for word
4. Work through traditional reading examples

     Take students through one note taking section

See graphic organizer below - they are done for the entire section dealing with selling
5. Students demonstrate understanding

Students will create a sales manual that will show their understanding of a sales item.  Rubric available
6. Formal assessment

Rubric available
Steps of a Sale


Step One
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[image: image3.emf]Service Approach Method  

  Steps of a Sale     Step Two      

Define: Approaching the Customer:   

The Approach in Industrial Sales  

Retail Approaches   Things to think about  

Greeting Approach Method  

Merchandise Approach Method  



[image: image4.emf]  Steps of a Sale      Step Three           

How to determine needs     O _ _ _ _ _ _   L_ _ _ _ _ _   Q_ _ _ _ _ _ _ _ _ _  

Do’s and Don’ts of Questioning     1.         2         3.         4.            

Determining needs  

When to determine needs  
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Presenting the product   Which product to show  

What price range to offer  

How many products do you show?  

What do you say?  
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Presenting the Product   Displaying and handling the product  

Demonstrating  

Using sales aids  

Involving the customer  



[image: image7.emf]Steps of a Sale      Step  Five        

Handling Questions and Objections   Welcome and plan for objections  

Common Objections   N   P   S   P   T  

Four step process of handling objections     L       A         R         A        

Specialized methods of handling  objec tions     B         Q         S         D         D       Th        
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Closing the Sale and Following Up   Timing the close -  customer readiness     Buying Signals       Trial Close  

Rule for Closing the Sale     Rule 1       Rule 2       Rule 3       Rule 4       Rule 5       Rule 6         Rule 7       Rul e 8            

Specialized methods of  closing the sale     Which close         Standing room only close         Direct close         Service Close      

Failure to close  
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Suggestion Selling    Benefits of suggestion selling  

Rules for suggestion selling     Rule 1           Rule 2           Rule 3           Rule 4           Rule 5                

Suggestion Selling methods     Offering related merc handise           Recommending larger quantities             Calling attention to special sales     
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After sales activities     Relationship marketing  

Taking payment/ taking the order           Departure         Follow up             Evaluation                  

List the eight steps of a sale in your  own words    








List four things you should do before seeing an old customer.





Prospecting for the Sale in Industrial selling





What do you ask a new customer?





What kinds of tasks can help you sell in a retail setting?





List 4 sources of prospecting:

















Define Preapproach





Define Prospecting:








