Standards-Based Lesson Plan
	Subject/topic/Title: Marketing/Overcoming objections/ How to overcome objections.
Standard: NBEA national standards followed by CDE. 
Objective/Essential Question: 
I. Foundations of Marketing
Achievement Standard: Recognize the customer-oriented nature of marketing and analyze the impact of marketing activities on the individual, business, and society.
III. External Factors
Achievement Standard: Analyze the influence of external factors on marketing.

VI. The Marketing Plan
Achievement Standard: Describe the elements, design, and purposes of a marketing plan.

	Date: 
10-16-2008 – 10-18-2008
Materials:
We will be using slides 18 – 22 of the 36 slide power point that encompasses the entire sales unit. 
Markers

Paper 

Accommodations – Students will be working in groups so that students can include their input. 

Students with disabilities with accommodations will receive notes in complete form and extra time for work.  

	Five Steps
	Assessment/Differentiation/RTI

	Introduction:
Objections are an important step of the sales process. Objections are not the same as excuses, objections can be overcome, and excuses are a waste of time. Being able to overcome an objection is the key to gaining the sale. 
	Teaching with several methods – Lecture – Notes – Role play – Group work – Examples 

	“I Do” direct instructions:
We will go through over coming objections and reactions on slides 19-21.  This is direct instruction and explaining with examples. 
	Assess by giving examples throughout the lecture to exemplify what each objection is and how it is represented. 

	“We Do” guided practice:
Now that the students have an understanding of what types of objections there are and how to overcome them I give examples of objections and they have to answer with the type of objection that it is.  Then the students use real examples that they have experienced to title as well. 
	Students have to understand “real world” examples based on their notes.
Students have to show understanding by utilizing their own experiences. 

	“You Do” independent practice:
The students in groups of 3 will be responsible for coming up with a store and products that they will be selling in a role play.  They will also be responsible for coming up with objection possibilities

I will be sending in “customers” with difficult objections and the students will be responsible for overcoming it and naming the type.
	Show understanding by preparing for objections
Assess understanding by actually overcoming objections that they did not have prior knowledge of.



	Closure:
Ticket out the door. Due to the role play scenario, the students will be asked to vote on which team overcame the objections the best and had the best situations. Winners get a prize. 
	Interpretation of situation based on performance understanding. 


