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	Unit 1 Overview

	 The students will acquire a foundational knowledge of selling and understand the sales processes and techniques to enhance customer relationships and to increase the likelihood of making sales.
 
 
 




	Enduring Understandings

	Applies information and concepts derived from printed materials [1.3.3]

Applies/Understands technical words that pertain to subject [1.3.6]

Comprehends ideas and concepts related to tangible and intangible resources [1.2.1]

Foundation Comprehends ideas and concepts related to repeat customers [1.2.1]

Identifies relevant details, facts, and

specifications [1.3.16]

Works effectively with men and women from diverse backgrounds -- ethnic, social, educational, etc. [2.2.5]

Comprehends ideas and concepts related to human relations [1.2.1]

Uses logic to draw conclusions from available information [4.5.6]

Comprehends ideas and concepts related to businesses that employ salespeople [1.2.1]

Applies/Understands technical words that pertain to subject [1.3.6]

Comprehends ideas and concepts related to salespeople and order takers [1.2.1]

Comprehends ideas and concepts related to customer-oriented selling [1.2.1]

Communicates a thought, idea, or fact in spoken form [1.5.5]

Contributes to group with ideas, suggestions, and effort [2.6.2]

Demonstrates face-to-face selling skills [2.3.3]

Vocabulary
1. personal selling 

2. telemarketing 

3. feature-benefit selling 

4. product features 

5. customer benefits 

6. rational motive 

7. emotional motive 

8. pre-approach 

9. prospect 

10. referrals 

11. endless chain method 

12. cold-canvassing 

13. sales quotas 

14. service approach 

15. greeting approach 

16. merchandise approach 

17. objections 

18. excuses 

19. objection-analysis sheet 

20. substitution method 

21. boomerang method 

22. superior point method 

23. direct denial 

24. demonstration 

25. third-party method 

26. closing the sale 

27. buying signal 

28. trial close 

29. standing room only close 

30. which close 

31. direct close 

32. service close 

33. suggestion selling 

34. customer relationship management 

35. follow-up

The students will acquire a foundational knowledge of selling and understand the sales processes and techniques to enhance customer relationships and to increase the likelihood of making sales.



	Essential Questions

	1. What are the steps to the sales process? 

2. How can one differentiate between rational and emotional buying motives? 

3. How can specialized methods for handling objections be used to close a sale? 

4. What are common buying signals and how can they be utilized to select the appropriate closing method? 
5. What is customer-relationship management and how is it important to the sales process?



	New Jersey Student Learning Standards (No CCS)

	 9.1.A 

9.1.B 

9.2.A 

9.2.B 

9.2.C 

9.2.E  

9.2.A 

9.2.B 

9.2.C 

9.2.D 

9.2.E 

9.2.F 

9.2.G



	Amistad Integration

	This section is for units and parts of units that highlight the achievements of African Americans.

SEL.PK-12.1.2
Recognize the impact of one’s feelings and thoughts on one’s own behavior 

LA.RI.11-12.10b
By the end of grade 12, read and comprehend literary nonfiction at grade level text-complexity or above. 




	Holocaust/Genocide Education

	


	Interdisciplinary Connections

	Literacy: SL.11-12.1 SL.11-12.2 SL.11-12.4 SL.11-12.5 W.11-12.2 Mathematics: HSN.VM.A.1 HSN.VM.A.2 HSN.VM.B.4 HSA.CED.A.1 HSA.CED.A.2 Social Studies: 6.2.12.A.6.a 6.2.12.D.6.a 

21st Century Life and Careers: 9.3.12.AR‐AV.2 9.3.12.AR‐AV.3 9.3.12.AR‐AV.4 9.3.12.AR PRF.4 9.3.12.AR‐PRF.5 9.3.12.AR‐PRF.6 9.3.12.AR‐PRF.7 9.3.12.AR‐VIS.2 9.3.12.BM.3
9.3.12.BM.4 9.3.12.BM.5 9.3.12.BM.6



	Technology Standards

	TECH.8.1.12.A.CS1 TECH.8.1.12.A.1 TECH.8.1.12.A.CS2 TECH.8.1.12.A.2 TECH.8.1.12.A.3 TECH.8.1.12.A.4 TECH.8.1.12.A.5 TECH.8.1.12.D.CS1 TECH.8.1.12.D.1 TECH.8.1.12.E.CS4


	21st Century Themes/Careers

	9.1.12.A.1-4

	9.1.12.B.1-3

	9.1.12.C.4-5



	9.1.12.D.1



	9.1.12.E.1,4



	9.1.12.F.1-5


	Financial Literacy Integration

	 
     1.    The State Board of Education shall require that a school district incorporate in each of the grades 1[kindergarten] six1 through eight financial literacy instruction to pupils enrolled in those grades.  The purpose of the instruction shall be to provide 1[elementary and]1middle school students with the basic financial literacy necessary for sound financial decision-making.

     The instruction shall meet the requirements established by the State board and shall:

     a.    be appropriate to, and reflect the age and comprehension of, the students enrolled in the particular grade level; and

     b.    include content on budgeting, savings, credit, debt, insurance, investment, and other issues associated with personal financial responsibility as determined by the State board.




	Instructional Strategies & Learning Activities

	·  Develop and make sales presentations; participate in role plays; compete in DECA’s Sales Presentation competitive event; contact local sales managers to speak with class; play online games such as Lemonade Stand; conduct fundraisers employing selling skills; have students assume the role of sales managers and write a sales manual explaining to potential employees how they expect sales personnel to conduct sales presentations.

· Role-play. Add a page on the sales approach to the sales manual. Discuss and outline the differences and similarities between the approach step in industrial versus consumer sales.

· Watch a sales presentation on QVC having students record the features and benefits of the product being presented and classifying features as generic, extended benefit, or tangible features. Prepare a feature/benefit chart. Have students develop a catalog page for a product in which they illustrate, list, and describe the product’s features and benefits.  Post pages on bulletin board in classroom. Write a feature/benefit page for a sales manual.

· Play communication games and discuss; write a page for a sales manual explaining how sales people should listen, observe, and question to determine a customer’s needs; role-play; employ who, what, where, when, why, and how to write questions to determine a customer’s needs.

· Use the steps in the selling process to develop and give a sales presentation; complete a sales manual explaining how to sell; work as a sales person in the school store; sell a fund raiser; compete in the DECA Sales Presentation competitive event; role play.

· Role play; add a page to a sales manual on how to handle objections; handle objections in a sales presentation; write telemarketing scripts including overcoming objections; invite a sales manager to speak with class.

· Invite a sales professional to speak with class; compete in DECA’s Sales Presentation competitive event; add a page to a sales manual on how to close a sale; role play; include closing a sale into a sales presentation.

· Role play; invite a sales professional to speak with class; add a page on suggestion selling to a sales manual; research ways online retail sites use suggestion selling.

Develop courtesy cards; contact a sales professional to guest speak with class; make follow-up calls to customers from fundraisers; make a school suggestion box; write a page for a sales manual on relationship marketing and follow-ups to the sales process; write customer thank-you letters; research how frequent buyer programs affect sales. Prepare a business card to be given to customers.



	Differentiated Instruction

	· Curriculum Map

· Inquiry/Problem-Based Learning

· Learning preferences integration (visual, auditory, kinesthetic) 

· Sentence & Discussion Stems

· Tiered Learning Targets 

· Self-Directed Learning

· Debate

· LMS use 

· Student Data Inventories

· Mastery Learning (feedback toward goal)

· Rubrics

· Learning Menus

· Learning Through Workstations

· Concept Attainment

· Mentoring

· Student Interest & Inventory Data

 




	Formative Assessments

	· Daily Teacher Observation of student feedback.

· Weekly check point  assessments.

· Individual lessons.

· Rehearsal Participation.

· Ensemble Engagement.




	Summative Assessment

	· Guided notes 

· Class discussion 

· Quiz--steps of the sales process 

· Sales demonstration 

· Feature-Benefit chart 

· Objection-Analysis chart 

· Video and follow-up questions

Sales Unit

Final Assignment

Each student is to assume the role of a sales manager for the business selling their product. Prepare a sales manual instructing sales representatives how to sell the product. Include pages on the pre-approach, consumer motivation and decision making process, approach, determining customer needs, product presentation, answering customer questions and objections, closing the sale, and building customer relationships and follow-ups. Also have each student prepare a sales aid and a business card. Give presentations and critique. Collect sales manuals.
marking period playing exam




	Benchmark Assessments

	Benchmark - 95% of students in the class will achieve a score of 93 or higher on the summative assessment (Playing exam)

 




	Alternate Assessments

	· Oral response to questions in review of material.

· More time alloted for written assignments/assessments.

· Take Home projects/reviews/assessments.




	Resources & Technology

	- Computer Lab for creating business cards, sales brochures product overviews/feature benefit charts and revising writing,  

- DVD/Video Clips of Various Sales-related films, television shows, youtube clips (selected scenes) 

- Simulation software- Sales feature/benefits presentations// Sales Competition Simulation 

- Student-created product/service website/ PowerPoint  assignment



	BOE Approved Texts

	BOE Approved Texts 

Select Sales & Advertising literature




	Closure

	 

· Kids answer the following prompts: "What takeaways from the lesson will be important to know three years from now? Why?

· Ask a question. Give students ten seconds to confer with peers before you call on a random student to answer. Repeat.

· Have kids orally describe a concept, procedure, or skill in terms so simple that a child in first grade would get it.

· Direct kids to raise their hands if they can answer your questions. Classmates agree (thumbs up) or disagree (thumbs down) with the response.

· Have kids create a cheat sheet of information that would be useful for a quiz on the day's topic. 

· Kids write notes to peers describing what they learned from them during class discussions.

· Ask students to summarize the main idea in under 60 seconds to another student acting as a well-known personality who works in your discipline. After summarizing, students should identify why the famous person might find the idea significant.

· Have students complete the following sentence: "The [concept, skill, word] is like _______ because _______."

 




	ELL

	· Alternate Responses

· Advance Notes

· Extended Time

· Teacher Modeling 

· Simplified Written and Verbal Instructions

· Frequent Breaks

· E-Dictionaires 

 




	Special Education

	· Shorten assignments to focus on mastery of key concepts. 

· Shorten spelling tests to focus on mastering the most functional words.

· Substitute alternatives for written assignments (clay models, posters, panoramas, collections, etc.)

· Specify and list exactly what the student will need to learn to pass.

· Evaluate the classroom structure against the student’s needs (flexible structure, firm limits, etc.).

· Keep workspaces clear of unrelated materials.

· Keep the classroom quiet during intense learning times.

· Reduce visual distractions in the classroom (mobiles, etc.).

· Provide a computer for written work.

· Seat the student close to the teacher or a positive role model.

· Use a study carrel. (Provide extras so that the student is not singled out.)

· Provide an unobstructed view of the chalkboard, teacher, movie screen, etc.

· Keep extra supplies of classroom materials (pencils, books) on hand.

· Maintain adequate space between desks. 

· Give directions in small steps and in as few words as possible.

· Number and sequence the steps in a task.

· Have student repeat the directions for a task.

· Provide visual aids.

· Go over directions orally.

· Provide a vocabulary list with definitions.

· Permit as much time as needed to finish tests.

· Allow tests to be taken in a room with few distractions (e.g., the library).

· Have test materials read to the student, and allow oral responses.

· Divide tests into small sections of similar questions or problems.

· Allow the student to complete an independent project as an alternative test.

· Give progress reports instead of grades.

· Grade spelling separately from content.

· Allow take-home or open-book tests.

· Show a model of the end product of directions (e.g., a completed math problem or finished quiz).

· Stand near the student when giving directions or presenting a lesson.

· Mark the correct answers rather than the incorrect ones.

· Permit a student to rework missed problems for a better grade.

· Average grades out when assignments are reworked, or grade on corrected work.

· Use a pass-fail or an alternative grading system when the student is assessed on his or her own growth.

 




	504

	· preferential seating

· extended time on tests and assignments

· reduced homework or classwork

· verbal, visual, or technology aids

· modified textbooks or audio-video materials

· behavior management support

· adjusted class schedules or grading

· verbal testing

· excused lateness, absence, or missed classwork

· pre-approved nurse's office visits and accompaniment to visits

· occupational or physical therapy

 




	At Risk

	Examples may include:

· Use of mnemonics

· Have student restate information

· Provision of notes or outlines

· Concrete examples

· Use of a study carrel

· Assistance in maintaining uncluttered space

· Weekly home-school communication tools (notebook, daily log, phone calls or email messages)

· Peer or scribe note-taking

· Lab and math sheets with highlighted instructions

· Graph paper to assist in organizing or lining up math problems

· Use of manipulatives

· No penalty for spelling errors or sloppy handwriting

· Follow a routine/schedule

· Teach time management skills

· Verbal and visual cues regarding directions and staying on task

· Adjusted assignment timelines

· Visual daily schedule

· Immediate feedback

· Work-in-progress check

· Pace long-term projects

· Preview test procedures

· Film or video supplements in place of reading text

· Pass/no pass option

· Cue/model expected behavior

· Use de-escalating strategies

· Use peer supports and mentoring

· Have parent sign homework/behavior chart

· Chart progress and maintain data

 




	Gifted and Talented

	Focus on effort and practice

Offer the Most Difficult First

Offer choice

Speak to Student Interests  

Allow G/T students to work together
Encourage risk taking
 

 
 
Unit 2 Overview
 The Process: Advertising in Business and Society, Planning: Analyzing the Advertising Environment, Preparing the Message, Integrated Brand Promotion, Placing the Message in Media, The Planning: Analyzing the Advertising Environment
 
 

Enduring Understandings
Explain what advertising is, different types and the impact it has on business.  Describe the different ways of classifying audiences for advertising.

Explain how ethical considerations affect the development of advertising campaigns and the role that government agencies play in the regulation of advertising.  Explain the meaning and importance of self-regulation for an advertising practitioner.

Explain the components of STP marketing
Explain the bases that marketers use to identify target segments
Explain the essential elements of an effective positioning strategy

Explain and Identify objectives of message strategy and the methods for executing each message strategy.
Explain the need for a creative plan in the copywriting process. List the components of print copy and important guidelines for writing effective print copy.

Describe the principles and components that help ensure the effective design of print ads.  Describe illustration design and layout and how the principles of design are applied to each.  

Explain support media and sales promotion and its role in the promotional process.
Explain the appeal of P-O-P Advertising

Explain the types of advertising media used as well as the advantages and disadvantages of each.

Explain the components of an advertising plan and its use in the development of an advertisement or advertising campaign.

Essential Questions
What is advertising and what impacts does it have on business and industry?

How can audiences be categorized for advertising?

What are the ethical considerations that affect the development of advertising campaigns?

What is the meaning and importance of self-regulation for an advertising practitioner?

What is the process known as STP marketing?

What are the bases that marketers use to identify target segments?

What are the essential elements of an effective positioning strategy?

What are the message strategy objectives and the methods used to execute the strategy?

Why is the creative plan needed in the copywriting process?

What are the components of print copy and what guidelines should be followed when writing copy?

What are the components and principles that need to follow when creating a print ad?

How are the principles of design applied to illustration design and layout?

What are support media and sales promotions?

What role do they play in the promotional process?

What is the appeal of POP advertising as an element of integrated brand promotion?

What are the types of advertising media and what are the disadvantages and advantages of each?

How should the advertising plan be used in the development of an advertising campaign that positions or repositions a product or service?

What are the basic components of an advertising plan?
New Jersey Student Learning Standards (No CCS)
 9.1.A 

9.1.B 

9.2.A 

9.2.B 

9.2.C 

9.2.E  

9.2.A 

9.2.B 

9.2.C 

9.2.D 

9.2.E 

9.2.F 

9.2.G
Amistad Integration
This section is for units and parts of units that highlight the achievements of African Americans.

SEL.PK-12.1.2
Recognize the impact of one’s feelings and thoughts on one’s own behavior 

LA.RI.11-12.10b
By the end of grade 12, read and comprehend literary nonfiction at grade level text-complexity or above. 

The Promotion Mix Objective: Demonstrate your ability to work collaboratively to develop a marketing campaign by integrating the elements of the Promotion Mix. Scenario: The Superintendent of Schools has received a $500,000 grant from the state of New Jersey to promote student tolerance behaviors and specifically to diminish Harassment, Intimidation, and Bullying state wide. Being occupied with the many duties of running a school district, the Superintendent has wisely turned to you; this year‘s marketing class, to develop a marketing campaign to meet his goal. Methodology: 1. Work in your team to develop a Campaign Theme that supports the Superintendent‘s goal. 2. You will assign roles to each team member as follows. Each member will be responsible for preparing his/her specific portion of this assignment. Member 1: Director of Advertising Member 2: Director of Promotions Member 3: Director of Public Relations 3. You will jointly prepare a specific budget and a 3 month plan to execute your campaign. The program will run September through November, 20XX 4. Create an advertising poster using markers and poster board. (Sketch a draft design first) 5. Compile a minimum 10 page PowerPoint presentation that articulates your ideas and recommendations. 6. Prepare an oral presentation, backed by your PowerPoint and other visual aids and featuring each team member, to present your recommendations to the school board.
Holocaust/Genocide Education
The Promotion Mix Objective: Demonstrate your ability to work collaboratively to develop a marketing campaign by integrating the elements of the Promotion Mix. Scenario: The Superintendent of Schools has received a $500,000 grant from the state of New Jersey to promote student tolerance behaviors and specifically to diminish Harassment, Intimidation, and Bullying state wide. Being occupied with the many duties of running a school district, the Superintendent has wisely turned to you; this year‘s marketing class, to develop a marketing campaign to meet his goal. Methodology: 1. Work in your team to develop a Campaign Theme that supports the Superintendent‘s goal. 2. You will assign roles to each team member as follows. Each member will be responsible for preparing his/her specific portion of this assignment. Member 1: Director of Advertising Member 2: Director of Promotions Member 3: Director of Public Relations 3. You will jointly prepare a specific budget and a 3 month plan to execute your campaign. The program will run September through November, 20XX 4. Create an advertising poster using markers and poster board. (Sketch a draft design first) 5. Compile a minimum 10 page PowerPoint presentation that articulates your ideas and recommendations. 6. Prepare an oral presentation, backed by your PowerPoint and other visual aids and featuring each team member, to present your recommendations to the school board.
Interdisciplinary Connections
Literacy: SL.11-12.1 SL.11-12.2 SL.11-12.4 SL.11-12.5 W.11-12.2 Mathematics: HSN.VM.A.1 HSN.VM.A.2 HSN.VM.B.4 HSA.CED.A.1 HSA.CED.A.2 Social Studies: 6.2.12.A.6.a 6.2.12.D.6.a 

21st Century Life and Careers: 9.3.12.AR‐AV.2 9.3.12.AR‐AV.3 9.3.12.AR‐AV.4 9.3.12.AR PRF.4 9.3.12.AR‐PRF.5 9.3.12.AR‐PRF.6 9.3.12.AR‐PRF.7 9.3.12.AR‐VIS.2 9.3.12.BM.3
9.3.12.BM.4 9.3.12.BM.5 9.3.12.BM.6
Technology Standards
TECH.8.1.12.A.CS1 TECH.8.1.12.A.1 TECH.8.1.12.A.CS2 TECH.8.1.12.A.2 TECH.8.1.12.A.3 TECH.8.1.12.A.4 TECH.8.1.12.A.5 TECH.8.1.12.D.CS1 TECH.8.1.12.D.1 TECH.8.1.12.E.CS4
21st Century Themes/Careers
9.1.12.A.1-4

9.1.12.B.1-3

9.1.12.C.4-5

9.1.12.D.1

9.1.12.E.1,4

9.1.12.F.1-5

Financial Literacy Integration
 
     1.    The State Board of Education shall require that a school district incorporate in each of the grades 1[kindergarten] six1 through eight financial literacy instruction to pupils enrolled in those grades.  The purpose of the instruction shall be to provide 1[elementary and]1middle school students with the basic financial literacy necessary for sound financial decision-making.

     The instruction shall meet the requirements established by the State board and shall:

     a.    be appropriate to, and reflect the age and comprehension of, the students enrolled in the particular grade level; and

     b.    include content on budgeting, savings, credit, debt, insurance, investment, and other issues associated with personal financial responsibility as determined by the State board.

Instructional Strategies & Learning Activities
 Case studies, Problem-based activity, Teamwork where teams report out, Peer assessment, Jigsaw, Design projects and prototypes, Simulations

Cooperative learning, partners research and report on current events, lecture, group work, word wall, Direct instruction, Total Body Response, Graphic organizers, simulations, games 

Differentiated Instruction
· Curriculum Map

· Inquiry/Problem-Based Learning

· Learning preferences integration (visual, auditory, kinesthetic) 

· Sentence & Discussion Stems

· Tiered Learning Targets 

· Self-Directed Learning

· Debate

· LMS use 

· Student Data Inventories

· Mastery Learning (feedback toward goal)

· Rubrics

· Learning Menus

· Learning Through Workstations

· Concept Attainment

· Mentoring

· Student Interest & Inventory Data

 

Formative Assessments
· Daily Teacher Observation of student feedback.

· Weekly check point  assessments.

· Individual lessons.

· Rehearsal Participation.

· Ensemble Engagement.

Summative Assessment
Students will create posters, Power Point presentations, and timelines. 

Students will complete quizzes, present interviews and news stories. 

Advertising journal, Rubric based assessment of ad campaign paper and pencil test 

PSA final assignment

Web radio TV

Storyboarding, Scripting Planning

Print medium

Performance editing rendering

marking period playing exam

Benchmark Assessments
Benchmark - 95% of students in the class will achieve a score of 93 or higher on the summative assessment (Playing exam)

 

Alternate Assessments
· Oral response to questions in review of material.

· More time alloted for written assignments/assessments.

· Take Home projects/reviews/assessments.

Resources & Technology
- Computer Lab for creating posters, print ads, website creation, product comparison research scripting, storyboarding  

- DVD/Video Clips of Various Advertising-related films, television shows, youtube clips (selected scenes) 

- Simulation software- Ad Competition Simulation 

- Student-created product/service website/ PowerPoint  assignment

- video camcorders, tapes mini dv, Digital Cameras, PC video editing software Sony Vegas, Apple Final Cut, cables firewire, usb, monitors and higher end PCs, green screen stand, LCD projector, Color printers, laser printers

Advertising & display [Video]. Chicago, Il: Marketing Dist. Ed. Series. International Film

Bureau.

Advertising tactics [Video]. Scottsdale, AZ: Teacher’s Video Company.

Bassline Communications Marketing Songs and Power Points,

www.basslinecommunications.com, Phone 360-280-1803.

Buy me that [Video]. Scottsdale, AZ: Teacher’s Video Company.

Cruise ship tycoon [Interactive software simulation]. Minnesota: Activision Value

Publishing, Inc.

Greatest TV commercials [Video]. Scottsdale, AZ: Teacher’s Video Company.

Microsoft PowerPoint 2003 [Computer software]. 

Microsoft Publisher 2003 [Computer software]. 

Microsoft Word 2003 [Computer software]. 

PhotoShop  [Computer software].

Sell and spin a history of advertising [Video]. Scottsdale, AZ: Teacher’s Video

Company.

Top 10 wackiest TV products [Video]. Scottsdale, AZ: Teacher’s Video Company.
BOE Approved Texts
BOE Approved Texts 

Select Sales & Advertising literature

Closure
 

· Kids answer the following prompts: "What takeaways from the lesson will be important to know three years from now? Why?

· Ask a question. Give students ten seconds to confer with peers before you call on a random student to answer. Repeat.

· Have kids orally describe a concept, procedure, or skill in terms so simple that a child in first grade would get it.

· Direct kids to raise their hands if they can answer your questions. Classmates agree (thumbs up) or disagree (thumbs down) with the response.

· Have kids create a cheat sheet of information that would be useful for a quiz on the day's topic. 

· Kids write notes to peers describing what they learned from them during class discussions.

· Ask students to summarize the main idea in under 60 seconds to another student acting as a well-known personality who works in your discipline. After summarizing, students should identify why the famous person might find the idea significant.

· Have students complete the following sentence: "The [concept, skill, word] is like _______ because _______."

 

ELL
· Alternate Responses

· Advance Notes

· Extended Time

· Teacher Modeling 

· Simplified Written and Verbal Instructions

· Frequent Breaks

· E-Dictionaires 

 

Special Education
· Shorten assignments to focus on mastery of key concepts. 

· Shorten spelling tests to focus on mastering the most functional words.

· Substitute alternatives for written assignments (clay models, posters, panoramas, collections, etc.)

· Specify and list exactly what the student will need to learn to pass.

· Evaluate the classroom structure against the student’s needs (flexible structure, firm limits, etc.).

· Keep workspaces clear of unrelated materials.

· Keep the classroom quiet during intense learning times.

· Reduce visual distractions in the classroom (mobiles, etc.).

· Provide a computer for written work.

· Seat the student close to the teacher or a positive role model.

· Use a study carrel. (Provide extras so that the student is not singled out.)

· Provide an unobstructed view of the chalkboard, teacher, movie screen, etc.

· Keep extra supplies of classroom materials (pencils, books) on hand.

· Maintain adequate space between desks. 

· Give directions in small steps and in as few words as possible.

· Number and sequence the steps in a task.

· Have student repeat the directions for a task.

· Provide visual aids.

· Go over directions orally.

· Provide a vocabulary list with definitions.

· Permit as much time as needed to finish tests.

· Allow tests to be taken in a room with few distractions (e.g., the library).

· Have test materials read to the student, and allow oral responses.

· Divide tests into small sections of similar questions or problems.

· Allow the student to complete an independent project as an alternative test.

· Give progress reports instead of grades.

· Grade spelling separately from content.

· Allow take-home or open-book tests.

· Show a model of the end product of directions (e.g., a completed math problem or finished quiz).

· Stand near the student when giving directions or presenting a lesson.

· Mark the correct answers rather than the incorrect ones.

· Permit a student to rework missed problems for a better grade.

· Average grades out when assignments are reworked, or grade on corrected work.

· Use a pass-fail or an alternative grading system when the student is assessed on his or her own growth.

 

504
· preferential seating

· extended time on tests and assignments

· reduced homework or classwork

· verbal, visual, or technology aids

· modified textbooks or audio-video materials

· behavior management support

· adjusted class schedules or grading

· verbal testing

· excused lateness, absence, or missed classwork

· pre-approved nurse's office visits and accompaniment to visits

· occupational or physical therapy

 

At Risk
Examples may include:

· Use of mnemonics

· Have student restate information

· Provision of notes or outlines

· Concrete examples

· Use of a study carrel

· Assistance in maintaining uncluttered space

· Weekly home-school communication tools (notebook, daily log, phone calls or email messages)

· Peer or scribe note-taking

· Lab and math sheets with highlighted instructions

· Graph paper to assist in organizing or lining up math problems

· Use of manipulatives

· No penalty for spelling errors or sloppy handwriting

· Follow a routine/schedule

· Teach time management skills

· Verbal and visual cues regarding directions and staying on task

· Adjusted assignment timelines

· Visual daily schedule

· Immediate feedback

· Work-in-progress check

· Pace long-term projects

· Preview test procedures

· Film or video supplements in place of reading text

· Pass/no pass option

· Cue/model expected behavior

· Use de-escalating strategies

· Use peer supports and mentoring

· Have parent sign homework/behavior chart

· Chart progress and maintain data

 

Gifted and Talented
Focus on effort and practice

Offer the Most Difficult First

Offer choice

Speak to Student Interests  

Allow G/T students to work together
Encourage risk taking
 

 
 

 

 

 

 

 

 




