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PATHWAY:  
Travel Marketing & Lodging Management
COURSE:  

Hospitality and Tourism Management
UNIT 8: 

MKT-HTM-8 Selling Travel and Tourism
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Annotation: 
This unit explores the travel industry and its ability to market areas as premier travel destinations. The unit also explores the processes that make the sales possible.  
Grade(s):  

	
	9th

	X
	10th

	X
	11th

	X
	12th


Time:  

10 Hours
Author: 

Rachael McClain

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:
MKT-HTM-8. Students will interpret the overall importance of sales and the management of sales activities in the hospitality industry. 

a. Distinguish between and draw conclusions about selling a service and selling a product in the hospitality industry. 

b. Analyze sales strategies available for use in the hospitality industry. 

c. Research sales career opportunities in the hospitality industry. 

d. Create a profile of a successful sales professional in the hospitality industry by including information about technical and social skills and experience. 

e. Demonstrate selling skills necessary for success in the hospitality industry (product knowledge, relationship skills, overcoming objections, and closing the sale). 

GPS Academic Standards:
ELA9C1 The student demonstrates understanding and control of the rules of the English language, realizing that usage involves the appropriate application of conventions and grammar in both written and spoken formats. 

ELA9LSV1 The student participates in student-to-teacher, student-to-student, and group verbal interactions. 

ELA9RC2 The student participates in discussions related to curricular learning in all subject areas. 

SSEMI3 The student will explain how markets, prices and competition influence economic behavior.
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Enduring Understandings: 
Being a successful salesperson for any position is important. These skills and traits can also be used in other areas of a person's life. The personality of the person plays a major role in determining students’ interest in a future sales career.
Essential Questions: 
· What is the sales process?

· How is selling a service different from selling a product?
· Is a career in hospitality sales for you?

· What are skills and traits needed to be successful in the hospitality sales industry?

Knowledge from this Unit
Students will be able to: 

· Describe the sales process for service-based industry.

· Analyze personality traits and general skills needed for a successful sales career.

· Explain skills necessary to become a successful sales person.

Skills from this Unit:  
Students will:

· Generate appropriate responses in a potential sales situation.

· Develop stronger communication skills.

· Determine appropriate appearances for professional settings.

· Recognize suitable behavior in a professional setting.
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Assessment Method Type: 
	
	Pre-test

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

	
	__ Quizzes/Tests

__ Unit test

	x
	Group project

	x
	Individual project

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

	
	__ Self-check rubrics   

__ Self-check during writing/planning process

__ Lab Book

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

__ Academic prompts

_x_ Practice quizzes/tests

	
	Subjective assessment/Informal observations

	
	__ Essay tests

__ Observe students working with partners

__ Observe students role playing

	
	Peer-assessment  

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

__ Peer editing and/or critiquing

	x
	Dialogue and Discussion

	
	__ Student/teacher conferences

_x_ Partner and small group discussions

_x_ Whole group discussions

_x_ 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: 

NONE
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•
LESSON 1: Selling a Product vs. a Service

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

MKT-HTM-8. Students will interpret the overall importance of sales and the management of sales activities in the hospitality industry. 

a. Distinguish between and draw conclusions about selling a service and selling a product in the hospitality industry. 

b. Analyze sales strategies available for use in the hospitality industry. 

c. Research sales career opportunities in the hospitality industry. 

d. Create a profile of a successful sales professional in the hospitality industry by including information about technical and social skills and experience. 

e. Demonstrate selling skills necessary for success in the hospitality industry (product knowledge, relationship skills, overcoming objections, and closing the sale). 

2.
Review Essential Questions. Post Essential Questions in the classroom. 
· What is the sales process?

· How is selling a service different from selling a product?

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

	Features
	Benefits
	Sales Process Steps

	Cold-Calling
	Networking
	Canvassing


4.
Features and Benefits Activity:

One of the most effective sales techniques is to discuss features and benefits with a potential client.  Use this activity to get students interested in the sales process.  Pick a common object in the classroom (ex. Sticky notepad older, or textbook cart, etc).  Have students stand in a circle and either pass the product or place the product in the center of the circle.  The first student names a feature of the object.  The next student must be listening and then give a benefit of that feature.  Continue around the circle.  If a student is unable to give a feature/benefit or repeats a feature/benefit already given, then they are out.  The last student remaining gets a candy bar.

5.
Use the Selling  PowerPoint to teach students the basic steps of selling a product. 
6. 
Follow up with the What is Selling? PowerPoint.
7.
Have students use the Selling a Service Activity  to create a video sales presentation to sale a service which they have created.  
· Working in groups of 4 or 5, students will select a service to be offered (does not have to be related to the hospitality industry).

· Create a sales presentation (think infomercial) for the service.  
· Using flip video cameras or their cell phones, students can film short video clips and then edit the materials together using movie editing software. 
· Grade using the Selling A Service Rubric that is attached.

· If no videos/software available, then students can act out skits in the classroom.

•
LESSON 2:  Career Opportunities

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

· Is a career in hospitality sales for you?

2.
Ask a sales staff member of a local hotel/resort to be a guest speaker in your classroom. 
· If you do not have contacts in the area, reach out to the local Conventions & Visitors Bureau for leads.  If interested in having guest speakers from other areas, use Skype and a webcam 
to have a guest speaker from a larger destination like Orlando or New York.  Share unit 
standards with the guest speaker prior to your classroom visit in order to ensure topics are 
covered as related to the standards. Be sure to have the speaker cover skills, personality, 
and education needed to be a successful sales person in the hospitality industry.

3.
Have students use ONet to research potential careers in the sales area.  
· Students should research interesting careers and compile five occupational reports from ONet with outlook, education, skills needed for the five positions.  

4.
Summarize:

· Ask students to share one interesting career fact they found during their time researching ONet.

•
LESSON 3: What are the Necessary Selling Skills

1. 
Review Essential Question



· What are skills and traits needed to be successful in the hospitality sales industry?
2. 
Have students read the article from University of Florida, Characteristics of Superior Salesperson Handout 
regarding superior salesperson skills.

3. 
Have students participate in an online test to evaluate sales potential.  Multiple options are online.  The following is an example to a link that does not require an email address or registration, however, the test is lengthy:

http://www.queendom.com/tests/access_page/index.htm?idRegTest=1867

In a class discussion, refer back to the guest speaker’s comments regarding personality, skills, education needed to be successful in a sales career in the hospitality industry.

4.
Create a wall wisher at www.wallwisher.com for students to post skills and traits needed to be successful as a sales person. Once this discussion is completed then students can work individually on the culminating performance task.

•
ATTACHMENTS FOR LESSON PLANS:

Selling PowerPoint
What Is Selling PowerPoint
Selling a Service Activity 

Characteristics of a Superior Salesperson Handout
Selling A Service Rubric
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Culminating Unit Performance Task Title: 
 Creating a Virtual Sales Person 
Culminating Unit Performance Task Description/Directions/Differentiated Instruction: 

See attached  Virtual Sales Person Instruction Sheet
Create a Virtual Salesperson using zwinky.com. 

Create a wordle using descriptive terms needed to be a successful sales person in the hospitality industry.

Build a portfolio with avatar, wordle, and the 5 Onet occupational reports.

Present findings and information to the class.
Attachments for Culminating Performance Task: 

Virtual Salesperson Instruction Sheet
Virtual Salesperson Rubric
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Web Resources:
· http://www.onetonline.org
· http://www.queendom.com/tests/access_page/index.htm?idRegTest=1867
· www.wallwisher.com
· www.zwinky.com
· www.wordle.net
Materials & Equipment: 
· Computer with internet access
· Projection Equipment

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

	
	Interactive Whiteboard
	
	Calculator
	
	Graphic Organizer

	
	Student Response System
	
	Desktop Publishing 
	x
	Image File(s)

	X
	Web Design Software
	
	Blog
	
	Video

	
	Animation Software
	
	Wiki
	
	Electronic Game or Puzzle Maker

	
	Email
	x
	Website
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