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PATHWAY:  
Consumer Services
COURSE:  

Consumer Skills
UNIT 7: 
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Annotation: 
This unit will cover fraud and deception in the retail sector.  Students will be evaluating fraudulent practices in business and commercial practices.  Strategies used to reduce the risk of consumer fraud for the individual will be covered as well as ways to report fraud and deception.  Students will look at sale flyers from the newspaper and internet.  They will work individually and in small groups.  Note taking skills will be very important during this unit.  The way it is written is teacher focused but can easily be turned to student focused.  

Grade(s):  

	X
	9th

	X
	10th

	X
	11th

	X
	12th


Time:  
Five to six 50 minute class periods
Author: 
Doris Reins

Students with Disabilities:

For students with disabilities, the instructor should refer to the student's IEP to be sure that the accommodations specified are being provided. Instructors should also familiarize themselves with the provisions of Behavior Intervention Plans that may be part of a student's IEP. Frequent consultation with a student's special education instructor will be beneficial in providing appropriate differentiation.
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GPS Focus Standards: 
FCS-CS-7
Students will evaluate fraudulent practices.

a)
Discuss examples of deceptive business practices and commercial fraud.

b)
Describe strategies individuals can use to reduce the risk of consumer fraud.

c)
Explain the process for reporting deception and fraud.

GPS Academic Standards:
ELA12W1 
The student produces writing that establishes an appropriate organized structure, sets a context and engages the reader, maintains a coherent focus throughout, and signals a satisfying closure.
ELA11LSV2 
The student formulates reasoned judgments about written and oral communication in various media genres. The student delivers focused, coherent, and polished presentations that convey a clear and distinct perspective, demonstrates solid reasoning, and combine traditional rhetorical strategies of narration, exposition, persuasion, and description.
SSEF3 
The student will explain how specialization and voluntary exchange between buyers and sellers increase the satisfaction of both parties.
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Enduring Understandings: 
· Distinguish between deception and fraud. Deception is a practice that is likely to mislead a consumer, while fraud is a deliberate attempt to mislead a customer. Common forms of deceptive advertising and sales practices are: bait and switch, puffery, trading up, etc. 
· An informed consumer makes better choice in the market place. Knowing the steps to making a consumer complaint will result in saving time and money. 
Essential Questions: 
· What is fraud?

· What is the difference between fraud and deception?

· What are some of the most common forms of deceptive advertising and sales practices?

· What are some common fraudulent sales practices?

· How do fraudulent sales practices affect me financially?

· How can I make an effective consumer complaint?

Knowledge from this Unit:  
· Deception is a material representation, omission, or practice that is likely to mislead a reasonable consumer to the consumer’s detriment.

· Fraud is the deliberate deception of another for some gain.

· Student will explain the types of deceptions used in advertisements such as misleading advertising and pricing techniques.

· Reporting deception and fraud can be done by phone, letter, and in a court of law.

· Becoming an informed consumer will help keep you from becoming a victim of deception and fraud.

Skills from this Unit:  
· Distinguish between fraud and deception

· Write a consumer complaint letter

· Identify deceptive practices 

· Business letter writing

· Word processing skills

· Team work

· Note taking skills

· Organization skills

· Reasoning skills
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Assessment Method Type: 
	
	Pre-test

	
	Objective assessment - multiple-choice, true- false, etc.

	
	__ Quizzes/Tests

__ Unit test

	
	Group project

	
	Individual project

	X
	Self-assessment - May include practice quizzes, games, simulations, checklists, etc.

	
	__ Self-check rubrics   

__ Self-check during writing/planning process

_X_ Journal reflections on concepts, personal experiences and impact on one’s life

_X_ Reflect on evaluations of work from teachers, business partners, and competition judges

__ Academic prompts

__ Practice quizzes/tests

	
	Subjective assessment/Informal observations

	
	__ Essay tests

__ Observe students working with partners

__ Observe students role playing

	X
	Peer-assessment  

	
	__ Peer editing & commentary of products/projects/presentations using rubrics

_X_ Peer editing and/or critiquing

	X
	Dialogue and Discussion

	
	__ Student/teacher conferences

_X_ Partner and small group discussions

_X_ Whole group discussions

__ Interaction with/feedback from community members/speakers and business partners

	
	Constructed Responses

	
	__ Chart good reading/writing/listening/speaking habits

__ Application of skills to real-life situations/scenarios

	
	Post-test


Assessment Attachments and / or Directions: 
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•
LESSON 1:  INTRODUCTION TO…CONSUMER FRAUD

1.
Identify the standards. Standards should be posted in the classroom.

FCS-CS-7
Students will evaluate fraudulent practices.

a)
Discuss examples of deceptive business practices and commercial fraud.

b)
Describe strategies individuals can use to reduce the risk of consumer fraud.

c)
Explain the process for reporting deception and fraud.

2.
Review Essential Question(s). Post Essential Questions in the classroom. 

· What is fraud?

· What is the difference between fraud and deception?

· What are some examples of deception retailers may use?  Are these legal?

· How can I tell if it is fraud or deception?

· What can I do if I become a victim of fraud?

· How do I report fraud and deception?

3.
Identify and review the unit vocabulary. Terms may be posted on word wall.

	Term 1
	Term 2
	Term 3

	Deception
	Fraud
	Puffery



	A material representation, omission, or practice that is likely to mislead a reasonable consumer to the consumer’s detriment.
	The deliberate deception of another for some gain.
	The use of claims or descriptions to exaggerate a product’s reputation or appeal.

	Term 4
	Term 5
	Term 6

	Trading up
	Loss Leader
	Bait and Switch

	A marketing practice of convincing a customer to buy a higher-priced item than the customer originally intended to purchase.
	An item in a store priced below cost in order to draw in business.
	A sales practice in which a retailer advertises a product at a bargain price and does not intend to sell a customer that item but to persuade the customer to buy another item at a higher price.

	Term 7
	Term 8
	Term 9

	Quackery
	Negligence
	Redress

	A type of fraud that plays on human emotions and fears.
	Something done unintentionally.
	A remedy or compensation for a wrong or grievance.

	Term 10
	
	

	Scam
	
	

	A dishonest scheme; fraud.
	
	


4.
Interest approach – Mental set

a. List the vocabulary words on the board.  Ask students to suggest contexts in which they have heard the terms used.  

b. Next, students should write the definitions of each term and use each term correctly in a sentence.  Underline the term in the sentence.

c. Students are to turn in their definitions and sentences for review.

d. Before the next class meeting, read over each student’s work making comments where needed.  Be sure to include POSITIVE comments as well as suggestion for improvement.
e. At the beginning of the next class, return student’s work.  Instruct them to keep the paper in a section or folder especially for this class. 
5. 
NOTE TAKING:  give students the following notes that will define the differences between deceptive practices and fraud. (See the attachment for the script notes.) Use the PowerPoint provided to guide the students’ note taking assignment.

**End the class by giving a quick review of today’s notes and explain that the next lesson with introduce more types of deception and fraud used.
•
LESSON 2:  DECEPTION AND FRAUD - TRADING UP




Note:  BEFORE teaching this lesson, gather information on 50” TV’s in the LG and SONY brands.  You can do a search on the internet or use the weekly sale papers from various local stores.

1.
Review Essential Questions. Post Essential Questions in the classroom. 
· What are some of the most common forms of deceptive advertising and sales practices?
· What are some common fraudulent sales practices?

2.
Quickly review the notes from Lesson 1 and introduce today’s lesson as more deceptive practices that are used legally used in retail.  DEFINE “trading up” from the vocabulary list.
3. 
ASK if any students with retail jobs have been instructed by their employers to use the trading up technique.  IF SO, ask them to explain the way trading up was used in their store.

4. 
POWERPOINT NOTES:  Students are to take notes as your guide them through the attached PowerPoint; use CF_7_Fraud and Deception PowerPoint.  Remind them to use any note taking skills they have been taught.
5. 
NOTES: (Use attachment CF_7_ Fraud and Deception PowerPoint Notes). 
6. 
ACTIVITY:  Ask for three volunteers to role-play a situation. Give the students the situation and 5 – 10 minutes to discuss how to present the situation.
A couple has come into Sears to buy a 50” screen TV.  They come into the department and head to the LG brand TV because it is the lowest price.  Another student plays the role of the sales associate.  The sales associate is to ask questions about what the couple is looking for in a TV.  The sales associate goes over the features of the LG brand.  Then, the sales associate directs the couple to the SONY brand comparing the features both TV have and pointing out the extra features of the SONY.  

The volunteer couple decides which brand to purchase.  Discuss with the class their thoughts on the “couples” decision.  Next have the “couple” explain their choice.
7. 
NOTESBOOK Reflections:  Students are to write about what they learned about “Trading up” and their thought about the role-play situation.  The reflection is to be placed in the notebook.

8. 
WALK AROUND the room when students are writing the reflection to make sure that they are all on task.  

•
LESSON 3:  DECEPTION AND FRAUD:  PRICING TECHNIQUES

1.
Review Essential Questions. Post Essential Questions in the classroom. 

· What are some of the most common forms of deceptive advertising and sales practices?

· What are some common fraudulent sales practices?

2.
WRITE ON BOARD:  Sale Prices…Competitive Pricing…Manufacturer’s Recommended







            Retail Price…Loss Leaders 



***Collect some of the local sale papers from a variety of stores to have on hand as examples***  

3. 
Sales Prices:  DISTRIBUTE the sale papers you collected before starting the unit.  

4. 
ACTIVITY:  Students take the sale papers and compare items from similar stores.  Examples would be an iPod on sale at Best Buy and Target.  Compare the original price and the sale price from each place.

5. 
NOTES:  Any time the word “sale” is used we automatically think of a bargain.  Before an item can be “on sale” it must have been offered at a regular price recently.

6. 
Competitive Pricing: Ask students to look at the sale papers again and look for terms such as “Compare at $99.”  

7. 
NOTES:  The phrase “Compare at $99” is an example of Competitive Pricing.  The phrase only implies a lower price but not actual proof that their prices are lower than a competitor’s.  A retailer can’t legally say that its prices are lower without actual proof.

8. 
Manufacturer’s Suggested Retail Price (MSRP):  NOTES:  It is common knowledge is the retail industry that the MSRP is typically higher than a consumer wants to pay.  Stores use this knowledge by pricing an item below the MSRP and then say they sell goods “below the manufacturer’s suggested retail price.”  They are not necessarily offering a very low price of the item.

9. 
Loss Leaders:  Review the definition of “loss leaders” from the vocabulary list.  

10. 
NOTES:  Large retailers are willing to lose a little more on an attractive item in order to get customers into their store. Their hope is to make a profit from the sale of other items a customer may buy while in the store.  It is illegal in some states to use the loss leader pricing to lure consumers into stores.  This technique can lead smaller retailers out of business over time and is considered unfair competition.

11. 
NOTEBOOK:  Students are to put all of today’s notes with the others for later use.
•
LESSON 4:  DECEPTION AND FRAUD:  OTHER FRAUDULENT PRACTICES




Note:  BEFORE TEACHING THIS UNIT gather mail offers and information on telemarketing to show students. 

1.
Review Essential Questions. Post Essential Questions in the classroom. 

· What are some examples of deception retailers may use?  Are these legal?

· How can I tell if it is fraud or deception?

2. 
Bait and Switch: Review the definitions of “bait and switch” from the vocabulary list.  This is the most common fraudulent sales practice used.  The advertised item (bait) may have never been available.  Once a customer is in the store, the salesperson may say that the advertised item is “sold out” and then will offer a more expensive item.  This is the switch.
3. 
Mail Order and Telemarketing:  ASK students if their family has ever received mail saying “You are a sweepstakes winner!” or any phone calls with someone trying to sell something such as insurance.  Ask students for examples and list them on the board.
4. 
NOTES:  Many reputable businesses will use mail order or telemarketing for legitimate opportunities for the consumer.  Yet, it is very easy and convenient for unethical salespeople.
5. 
DON’T BE A VICTIM:  ASK students of ways they think would keep you from being a victim.  List these on the board and discuss them with the students.
6.
EXAMPLES OF WAYS TO PREVENT BECOMING A VICTIM:  If students do not mention these items add them to the list on the board.   
· A fraudulent offer often has conditions that give them away. 
· Look/Listen for ways that the seller is trying to get your money.    
· Think about the offer.  
· If it is too good to be true, it is a fraud. 
· Do not give credit card or personal information over the phone.  
· Know if the seller is reputable.  
· Consult with a trusted person before making any investments.  
· Get promises in writing.  
· Call the local Better Business Bureau or the state attorney office and check out the seller before making any decisions.

7. 
EXAMPLES:   
a. You win a sweepstakes, but you must pay fees up front.






b. The earn-money-at-home opportunity asks you to buy something first.





c. The low cost vacation has extra charges and hidden restrictions.
8. 
QUACKERY:  There is a website listed below that gives great information and examples of “quackery.”  If time allows, introduce this to the class.  
9. 
All notes go in the notebook for later use.
•
LESSON 5:  “Houston, We Have A Problem!”  Reporting Deception and Fraud 

1.
Review Essential Questions. Post Essential Questions in the classroom. 

· What can I do if I become a victim of fraud?

· How do I report fraud and deception?

2. 
REGISTERING A COMPLAINT:  Ask students if they have ever bought an item that was broken and not what it should have been.  Let students give examples and discuss the examples.

3. 
NOTES:  Resolving a complaint:  Step 1 ---Register or make a complaint by phone, letter or in person.   Save all sales slips and receipts and have them ready when making a complaint.  Make notes of the name of the product and the problems.

4. 
PHONE COMPLAINT:  Have all receipts and notes with you when you make the call.  Write down the person name who receives the complaint, the date of the call, and what was said.  You may need this info later.

5. 
ACTIVITY:  ROLE-PLAY---Give students some situations where they need to make a complaint about a defective item, such as the video game purchased at the local Game Stop is defective.  One student plays the customer service person and another student is the customer.  Have three to four situations for students to role-play so students that want to participate may do so.

6. 
LETTER OF COMPLAINT:  This is usually done after a phone call was made and no satisfactory action was taken.  
· Be honest, polite, and to the point.  
· Include corroborating details.  
· Explain what action you would like to be taken.  
· Address the letter to a person in authority.

7. 
ACTIVITY:  Using the situations from the previous activity, students are now going to write a letter of complaint because the phone complaint did not give a good outcome.  Using the skills from English/Language Arts class, students are to write a business letter to the customer service department.  Have a student look up the address of the main office of Game Stop.  Write the address on the board. 

8. 
COMPUTERS:  Using the word-processing program available, students write the letter explaining the problem, the phone complaint and unsatisfactory answers, and what they want the main office to do.  The letter is to be proofread by a peer and edited before printing.

9. 
REVIEW the letters for tone and information.  Grade the letter in accordance with the ELA guidelines and give suggestions for improvement where needed.

10. 
NOTES:  EXPLAIN that a letter is a written record of what has happened with the complaint.  Keep copies of all letters written and received.  Make copies of documentation regarding your complaint.  (Keep your originals in a safe place.)  Send your letter by certified mail, with a return receipt requested.  If you are still not satisfied at this level, write a letter to the consumer affairs officer of the company or manufacturer.  If there is still a problem after that, you may write the president of the company or manufacturer.  Also, send a copy of the letter to the Better Business Bureau and the consumer protection agency. BE PERSISTENT.  It is your money that is lost.  

•
ATTACHMENTS FOR LESSON PLANS


· Power Point Notes.

· Deception and Fraud PowerPoint

•
NOTES & REFLECTION: 

Students should be familiar with the components of the writing standard and with the writing process. They will have written letters and know the structure.  They will be using note-taking skills throughout this entire unit.  Students will also use business letter writing.  You will want to grade the letters like the ELA teacher do so become familiar with their way of grading.  
Before teaching this unit, get all the necessary materials together and has them at hand.  This will make the unit progress smoother.  

With so much note taking involved in this unit, be creative in the way you deliver the material.  Let students give examples when appropriate and ask questions along the way.
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Culminating Unit Performance Task Title: 
Fraud and Deception Notebook 

Culminating Unit Performance Task Description/Directions/Differentiated Instruction: 

Students are to take all notes from this unit and type them in a neat format.

All of the notes are to be place together in a folder along with the following:



(1.) 
Students need to get four examples of sales papers from the newspaper and 





compare and EXPLAIN the findings on










a. The price of an iPod Nano at two different stores








b. The price of a meat (student choice) at two different grocery stores



(2.) 
Two examples of mail offers received in your household.  (Be sure to mark out any personal information such as your address.)  EXPLAIN the types of deception found in the offers.



(3.) Research the internet for information about the types of telemarketing companies that are out there.  List three companies you find and give a brief description of their services.





(4.) REFLECTIONS:  Write your thoughts on what you have learned during this unit.  


· What did you learn that you were surprised about?  
· What more would you like to know about fraudulent practices used?

DIFFERENTIATED INSTRUCTION:  Use the attachment Consumer Complaints Can Be Successful Worksheet.  This sheet takes two situations a couple has to face and make a complaint to the company.  Students may work with a peer helper for this activity.

Attachments for Culminating Performance Task: 

Consumer Complaints Can Be Successful Worksheet 

Culminating Unit Performance Task Directions 
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Web Resources:
http://www.quackwatch.org/01QuackeryRelatedTopics/quacksell.html
http://www.lessonplanet.com/ :  Lesson Plan Name: You Can't Fool Me

Students investigate different health care professions and how to investigate and identify medical fraud. They participate in a class discussion and listen to a teacher-led lecture, and play a game that simulates how to identify medical fraud. (Source: Tuscon Unified School District)  This is a great activity for students to identify medical fraud.

www.uen.org/ 

Materials & Equipment: 
· Computers



· Sales flyers


· Mail offers

· General school supplies

· Video clips of ads

· Telemarketing info

21st Century Technology Used: 
	X
	Slide Show Software
	
	Graphing Software
	
	Audio File(s)

	X
	Interactive Whiteboard
	
	Calculator
	
	Graphic Organizer

	
	Student Response System
	X
	Desktop Publishing 
	
	Image File(s)

	
	Web Design Software
	
	Blog
	X
	Video

	
	Animation Software
	
	Wiki
	
	Electronic Game or Puzzle Maker

	
	Email
	
	Website
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