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Career, Technical, & Agricultural Education







PATHWAY:  
Consumer Services
COURSE:  

Consumer Skills
UNIT 8: 

Product Information
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Annotation: 
New products are everywhere — Sunday coupon sections in the newspaper, television advertisements, storefront displays, and even on the nametags of cashiers. This unit teaches students to develop and sell new products to a chosen target market. Students will learn how to research their target market, how to design eye-catching product labels and point-of-sale materials, and most importantly, understand consumer rights when selling a product effectively.

Grade(s):  

	X
	9th

	X
	10th

	X
	11th

	X
	12th


Time:  
Seven 50-minute class periods
Author: 
Dallas Duncan and Helen Hawver
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 appropriately. 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. Many students (both with and without disabilities) who struggle with reading may benefit from the use of text reading software or other technological aids to provide access to printed materials. Many of these are available at little or no cost on the internet.
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GPS Focus Standards: 
FCS-CS-8. 
Students will use the basic procedures for providing product information. 
a. Identify different types of market research and testing. 

b. Determine how market research affects consumer trends and product development. 

c. Analyze a consumer product by comparing labeling, packaging, and support material. 

d. List ways to educate consumers on features, use, and care of selected products. 

e. Compare and contrast sales techniques that assist consumers in the selection of goods and services. 

f. Identify factors to be considered in consumer product safety. 

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. 
NSFCS3.5
Demonstrate skills needed for product development, testing, and presentation.
National / Local Standards / Industry / ISTE:
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Enduring Understandings: 
Students will learn the importance of understanding consumer wants, needs, and rights when developing and selling a new product.
Essential Questions: 
· Why is market research important?
· How does market research affect consumer trends and product development?
· What draws a consumer to purchase a new product?
· How do point-of-sale materials and displays help sell products?
· What are the rights of consumers?
· Why should consumers be informed about products before they buy them?
· Why does the U.S. have government bodies in charge of protecting consumers?

· What skills are required to become a good personal salesperson?
Knowledge from this Unit:  
Students will be able to:
· Describe the market research process
· Explain how to design effective product labels and displays

· List the rights of consumers

· Identify the purpose of the Consumer Product Safety Commission
Skills from this Unit:  
Students will be able to:

· Conduct market research to determine consumer trends
· Create eye-catching product labels and point-of-sale materials
· Sell a product using personal selling techniques
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Assessment Method Type: 
	
	Pre-test

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

	
	__ Quizzes/Tests

__ Unit test

	
	Group project

	X
	Individual project

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

	
	__ Self-check rubrics   

__ Self-check during writing/planning process

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

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

__ Academic prompts

__ Practice quizzes/tests

	X
	Subjective assessment/Informal observations

	
	__ Essay tests

__ Observe students working with partners

_X_ Observe students role playing

	
	Peer-assessment  

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

__ Peer editing and/or critiquing

	X
	Dialogue and Discussion

	
	_X_ Student/teacher conferences
__ 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

	X
	Post-test


Assessment Attachments and / or Directions: 
Product Information Unit Exam
Product Information Unit Exam Key

Culminating Performance Task Rubric
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•
LESSON 1:  INTRODUCTION TO CONSUMER PRODUCT INFORMATION

1.
Identify the standards. Standards should be posted in the classroom.
FCS-CS-8. 
Students will use the basic procedures for providing product information. 
a. Identify different types of market research and testing. 

b. Determine how market research affects consumer trends and product development. 

c. Analyze a consumer product by comparing labeling, packaging, and support material. 

d. List ways to educate consumers on features, use, and care of selected products. 

e. Compare and contrast sales techniques that assist consumers in the selection of goods and services. 

f. Identify factors to be considered in consumer product safety. 

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. 
NSFCS3.5
Demonstrate skills needed for product development, testing, and presentation.
2.
Review Essential Questions. Post Essential Questions in the classroom. 
· Why is market research important?
· How does market research affect consumer trends and product development?
· What draws a consumer to purchase a new product?
· How do point-of-sale materials and displays help sell products?
· What are the rights of consumers?
· Why should consumers be informed about products before they buy them?
· Why does the U.S. have government bodies in charge of protecting consumers?

· What skills are required to become a good personal salesperson?
3.
Identify and review the unit vocabulary. Terms may be posted on word wall.

	Better Business Bureau 
	Federal Trade Commission 
	Promotion 

	Brand 
	Fraudulent 
	Recall 

	Commerce 
	Freedom of Information Act 
	Selling 

	Consumer 
	Hierarchy of Human Needs 
	Target Audience 

	Consumer Product Safety Commission 
	Impulse Buy 
	Trend 

	Fad 
	Marketing 
	Value 

	Faulty 
	Point-of-Sale Materials 
	Worth


4.
Interest approach – Mental set
· Ask students, “When you go shopping, what draws your attention to a new product?”
· What are some new products you’ve see on television lately?

· How are these new products being promoted?
· How do you think businesses choose a target audience?

· What are some fad products which could be considered trends?

· Bennie Babies and Silly Bands

· When a new innovation comes out, do you prefer to be the first in line for it, or would you rather wait until all the kinks get worked out?

· Example: iPad, iPhone 4th Generation, Playstation 3, Wii

•
LESSON 2:  MARKET RESEARCH

1.
Review Essential Questions. Post Essential Questions in the classroom. 
· Why is market research important?
· How does market research affect consumer trends and product development?
2.
Types of Consumers

· Give students a copy of the What Kind of Consumer are You? worksheet.

· See attached supplementary files

· After students have finished the questionnaire, read to them the descriptions of the different buyer types found on the same file.
· Lead a brief discussion about buyer types.

· Ask students, “Do you think this questionnaire was accurate?”

· Would you rather be a different buyer type?

· Do you know of anyone in your family who is a different buyer type than you?

· Explain to students there are many more classifications of buyers, but these are broad classifications.

3.
Market Research Process

· View the Market Research PowerPoint presentation with the class.
· See attached supplementary files

· Instruct students to take notes on the presentation, as the information will be used to complete the culminating performance task at the end of the unit.
3.
Product Market Research Activity

· Note: This is part of the culminating performance task.
· Give students a copy of the Culminating Performance Task Planning handout, and instruct students this will be their guide for the entire project.
· See attached supplementary files

· Have students complete the Lesson 2 section of the handout.
· As a take-home assignment, have students complete the Target Market Research Survey by questioning at least 10 people about the product.

· See attached supplementary files
· Set a deadline for students to turn the survey data and handout in for a grade.

•
LESSON 3:  CONSUMER PRODUCTS

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

· What draws a consumer to purchase a new product?
· How do point-of-sale materials and displays help sell products?
2.
The Four P’s
· Show students the Marketing Your Product PowerPoint presentation.

· See attached supplementary files

· During the PowerPoint, tell students to begin considering some ways to sell the product they designed in Lesson 2.
3.
Selling Points

· Note: This is part of the culminating performance task.

· Have students complete the Lesson 3 section of the Culminating Performance Task Planning handout using notes taken during the PowerPoint.

· Instruct students to design the following for their product:

· Note: This may be completed as a take-home assignment.

· Label and package design

· One store display

· Three point-of-sale materials
· Set a deadline for students to turn the materials and handout in for a grade.

•
LESSON 4:  CONSUMER EDUCATION

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

· What are the rights of consumers?
· Why should consumers be informed about products before they buy them?
2.
Brand Comparison

· Note: This can be a take-home assignment or used as a field trip opportunity as well.

· Have students use the Brands Comparison worksheet and online resources to compare and contrast different national brands of items.

· See attached supplementary files

· After students have completed the worksheet, review the questions as a class.

3.
Lead a brief discussion about consumer education.
· Ask students, “Do you think consumers have a right to know why there is a price difference between all those products?”

· How do you think branding plays into a consumer’s perception of the quality of a product?

· If you had a choice between buying the store brand of a product or buying a national brand, which would you rather purchase?

4.
Consumer Bill of Rights
· Split the class into six groups and assign them one of the following consumer rights:

· Right to Safety

· Right to Be Informed

· Right to Choose

· Right to Be Heard

· Right to Education

· Right to Redress

· Give each group a sheet of poster board.

· Instruct the groups to research and create a poster illustrating their assigned right and what it means to them.

· Students can type in “Consumer Bill of Rights” in a search engine to start off their research.

· Have the groups present their posters to the rest of the class.

5.
Informational Brochure

· Note: This is part of the Culminating Performance Task.

· Using the Culminating Performance Task Planning sheet, have students follow the directions to create an informational brochure about their product.

· Set a deadline for students to turn the brochure and handout in for a grade.

•
LESSON 5:  CONSUMER PRODUCT SAFETY

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

· Why does the U.S. have government bodies in charge of protecting consumers?

2.
Government Safety Organizations

· Show students the Keeping Consumers Safe PowerPoint presentation.
· See attached supplementary files

3.
Lead a discussion about product safety.
· Ask students, “Have you or anyone you know ever purchased a faulty product?”

· Do you think these government organizations are good to have?
· If your company were to get in trouble with one of these organizations, what do you think would happen to its reputation?

· What are some risks associated with recalls?
4.     Recalls

· Visit the website Recalls.gov http://www.recalls.gov/ and the Consumer Products Safety Commission http://www.cpsc.gov/ to show students some examples of products that are recalled and how the message is sent to consumers. 

· On the CPSC website, there are several video clips of public service announcements that they release to educate the public on recalls, as well as how to identify products that may be hazards. 

· http://www.cpsc.gov/mpeg.html 

· Recommended video clips: Graco Harmony High Chair and Holiday Decorating Safety

5.
Safety and Risk Evaluation
· Note: This is part of the Culminating Performance Task.

· Using the Culminating Performance Task Planning sheet, have students follow the directions to create a safety report about their product.

· Set a deadline for students to turn in the report and handout for a grade.

•
LESSON 6:  SALES TECHNIQUES

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

· What skills are required to become a good personal salesperson?
2.
Lead a discussion about selling.

· Ask students, “Why do you think salespeople are necessary in the business world?”

· What kinds of companies use salespeople?

· Why do some companies not have salespeople who work directly with consumers?

· Have you or anyone you know ever worked with a salesperson before?

· What makes a salesperson effective in getting you to buy something?

3.
Selling Techniques

· Show students the Selling Techniques PowerPoint presentation.

· See attached supplementary files

4.
Sales Practice

· Note: This is part of the Culminating Performance Task.

· Using the Culminating Performance Task Planning sheet, have students follow the directions to outline how they will attempt to “sell” their products to the class.
· Set a deadline for students to turn in their outline and handout for a grade.

•
LESSON 7: PERSONAL SELLING PRESENTATIONS 

1.
Review Essential Questions. Post Essential Questions in the classroom.
· What draws a consumer to purchase a new product?
· How do point-of-sale materials and displays help sell products?
· Why should consumers be informed about products before they buy them?
· What skills are required to become a good personal salesperson?
2.
Selling Presentations

· Note: Before teaching this lesson, remind students to bring the clothing they plan to wear during their presentation.

· Tell students to remember to dress for their target market in order to make a good first impression.

· This lesson may take more than one class period.

· If students have not done so already, have them turn in all materials related to the Culminating Performance Task.

· Have students either volunteer to present or assign them an order in which to present.

· Following the final instructions on the Culminating Performance Task Planning handout, students will attempt to “sell” their products to the class.

· Evaluate each student using the Culminating Performance Task Rubric.

· See attached supplementary files

· Ask students questions based on the information they have turned in about their product.

•
ATTACHMENTS FOR LESSON PLANS

What Kind of Consumer are You?
Market Research

Culminating Performance Task Planning

Target Market Research Survey

Marketing Your Product

Keeping Consumers Safe

Selling Techniques

Culminating Performance Task Rubric

Product Information Unit Exam

Product Information Unit Exam Key

•
NOTES & REFLECTION: 

This lesson is an opportunity for students to not only learn what goes on in designing, marketing, and selling products, but for them to experience it first-hand. Selling is not a career for everyone, but practicing speaking in front of the class will help develop communication skills all students need to succeed in the business world.
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Culminating Unit Performance Task Title: 
Personal Selling Project
Culminating Unit Performance Task Description/Directions/Differentiated Instruction: 
Students will work on this project with each lesson. They will pretend they are a company in their pathway, and will choose either an existing product or create a new product to promote throughout the unit. First, students will conduct market research about their chosen product to determine who its target market is and what techniques will sell the product best. Then they will design labels, displays, and point-of-sale materials for the product. Students will design a brochure or flier to hand to potential customers about their product and will evaluate the safety and risk associated with it. The final portion of the project will be for students to “sell” their product to the class in a professional selling presentation.
Students will turn in portions of the project in at the end of each lesson.

For students with special needs, this project can be modified to fit individual needs. Since this is an individual project, partnering special needs students with other students for the entire project may not be beneficial. However, the project itself can be customized. For instance, market research can be done with a partner so the special needs student can model the behavior. Depending upon their disability, some special needs students may not feel comfortable presenting their product in front of the class. This part of the project can either be eliminated, or the student can have the option of presenting the information to their special needs teacher or the classroom teacher only. 

For those who like a challenge, students can develop a commercial for their product using video equipment and editing equipment. Many students have this available at their home and are very experienced in its use. For a co-teaching lesson, the video teacher may want to pull these students and help them with their commercial assignment. 

Attachments for Culminating Performance Task: 
Culminating Performance Task Planning
Target Market Research Survey

Culminating Performance Task Rubric
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Web Resources:
www.target.com
www.walmart.com
http://www.recalls.gov/ 
http://www.cpsc.gov/mpeg.html 
Materials & Equipment: 
· Poster board
21st Century Technology Used: 
	X
	Slide Show Software
	X
	Graphing Software
	
	Audio File(s)

	
	Interactive Whiteboard
	
	Calculator
	
	Graphic Organizer

	
	Student Response System
	
	Desktop Publishing 
	
	Image File(s)

	
	Web Design Software
	
	Blog
	X
	Video

	
	Animation Software
	
	Wiki
	
	Electronic Game or Puzzle Maker

	
	Email
	X
	Website
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