Grade Level and Content Area:
Grade 12, Business Education
Title of Lesson:  The History of Sales

Main Concept:
To look at the history of the sales profession and what impact it has on the industry today.
Objectives:  

The students will be able to summarize the history of the sales industry.
The students will be able to explain the importance of sales to a company.

The students will be able to compare and contrast sales techniques from the 19th century to today.

The student will be ale to demonstrate their understanding of sales techniques of the past by using them to sell a product that exists today.

Standards:  

NBEA Standards – Communication – Foundations of Communication, Social Communication, Organizational Communication
Materials:  Lesson Plan, White Board, markers, Power Point Presentation on History of Sales, Power Point Handouts, Textbooks, Computers (if possible for company research)
Anticipatory Set:  This is the first class of this curriculum.  After the students are seating, I will tell them that this is the best class they will ever take.  It will help them more than any other class that they have ever or will ever take.  I will tell them that they will all get A’s in this class and that they will barely have to do any work.  I will tell them that without this class they will never be able to do anything important with their life.  After I tell them all of these good things, I will then tell them that I was just using a sales tool that many salespeople use:  Lying.  I will ask the class if anyone has ever lied to them in order to get them to buy something or do something that they may not ordinarily do.  After any class participation on the subject, I will ask what their feelings were toward the people who lied to them.  Would they buy something from that person again?  I will then tell the class that lying can be a great way to get one sale, but in order to become a true salesperson with repeat business there are many other things that go into the sales process.  And that lying shouldn’t be one of them.  (5 minutes, 5 total)

Procedure:  

1. Power Point Presentation on the History of the Sales Profession.  Pass out handouts.  (10 minutes, 15 total)

2. Ask students if they have ever seen early sales techniques still used today.  i.e. – charm, rehearsed dialogue, “pulling the fast one”, mapping out a road to a sales closure.  Write any ideas on the whiteboard.  (5 minutes, 20 total)
3. The students will get into groups to discuss these ideas and to come up with a company that uses one of these techniques.  They will discuss why sales is important to that company.  I will ask them to, based on very little experience with sales, come up with a different technique that the company could use.  I will also ask for why they believe that their idea could work.  I will ask them to write these ideas down.   (15 minutes, 35 total)
4. Each group will select a spokesperson and they will tell the rest of the class the company that they came up with and what they would do differently.  (10 minutes, 45 total)
5. Each group will hand in their paper.  At the end of the week dedicated to sales, I will pass these back out to the groups and ask them, based on their new knowledge of sales, to come up with new sales ideas and techniques for their selected company.

Closure:  I will close by telling the student that different companies use different selling techniques.  I will tell them that over the course of the next week, we will look into how different companies sell their product and why.  We will talk about selling techniques that work and ones that don’t and how the sales industry has changed over the course of the past 100 years.  We will recap some of the original sales strategists and strategies.
Assignment/Extension:  The students will think of the last time they were sold something.  They will write about their experience and how it was good or bad and why.  They will also tell whether they would be willing to buy something from that company/person again.  This will be for a participation grade.
Student Evaluation:  During the group work informal evaluation will be utilized while the teacher is walking around the room asking the probing questions.  They will be evaluated, not graded though, for the closure activity by their verbal responses.  The teacher is assessing whether or not the objectives for the day have been met, see above.

Adaptations:  All adaptations found in a student’s IEP will be made accordingly.  Other adaptations include providing a partner initially for students who are physically unable to carry out the activity, having students with emotional/social needs use rubber scissors, allowing students extended time to compose the letter to the principal if necessary, and making the assignment a pass/fail for students that have writing impairments. 

Resources/References:  textbook, power point presentation created by Kurt Mahan based on research from various sources.
