Assessment Artifact VEMKO051 Marketing IB
School: SSHS

SLO: Students will plan, design, and present a product presentation.
Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet
below.

Product Presentation Rating Sheet

SSHS Student# |

Uses appropriate approach 102]3]4]|5]6]7]8]9[10)
Asks good qualifying questions to 11213(4(5|6(7(8|9 @

determine customer’s needs/wants

Demonstration of the product/service 213(415]6]17|819
Gets the customer involved in the 1(213/4|5|6|718]9
demonstration

Continues to ask questions and seek 112(3(4(5]6]7|8]9

agreement throughout the presentation

Effectively overcomes customer’s objection | 1|2 (34|56 7('@3 9

Uses a technique to close the sale 112]3]4]5/6]|7[%/9)
Reassures the customer and thanks them 112(314|5]|6|708)8
Evidence of preparation; feature-benefit 112345678 (TQ/
analysis N
Overall impression of the presentation 1/2(3]|4]5(6|7/8(9)

TOTAL SCORE: be

Comments/ notes:




Assessment Artifact VEMKO051 Marketing 1B
School: SSHS

SLO: Students will plan, design, and present a product presentation.

Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet

"

below.

Product Presentation Rating Sheet
SSHS Student # 2
Uses appropriate approach 1121314]5]6!17]8]9Qdal
Asks good qualifying questions to Li{2(3[4(5|]6(7/8!9 @
determine customer’s needs/wants .
Demonstration of the product/service 112131415]6]|7|8]9 0
Gets the customer involved in the 11213]4:5(6]7|8|9 (1_@
demonstration
Continues to ask questions and seek 112(3]4]5/6]|718]9 |
agreement throughout the presentation —~
Effectively overcomes customer’s objection | 1 |2 |34 [5|6({ 7|89 |00
Uses a technique to close the sale 1121345167890
Reassures the customer and thanks them 112]314|5/6]7(88|00
Evidence of preparation; feature-benefit 112(3(415]6]|7(89 (D
analysis
Overall impression of the presentation 1]213]4[5(6]718[9]10)

Comments/ notes:

TOTAL SCORE: \w




Assessment Artifact VEMKO051 Marketing IB
School: SSHS

SLO: Students will plan, design, and present a product presentation.
Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet
below.

Product Presentation Rating Sheet

SSHS Student # @ 2

P
Uses appropriate approach 11213/415]16|718]|9(10
Asks good qualifying questions to 11213(4(|5]16[|7(819 @
determine customer’s needs/wants
Demonstration of the product/service 1/213]4]5]6!17|8]|9(10°
Gets the customer involved in the 1123141567891
demonstration ]
Continues to ask questions and seek 1121314]5{6,7(819 ;1_01)
agreement throughout the presentation
E{fectively overcomes customer’s objection | 123145 | 6 7((§3 9110
Uses a technique to close the sale 11273[4|5(8) 7[R |90
Rcassures the customer and thanks them L2(3]4a]5(6]7 <’8\ 8|10
Evidence of preparation; feature-benefit 112131415 6(-73 819110
analysis
Overall impression of the presentation 11213141516 7/8Y9110

TOTAL SCORE: g7

Comments/ notes:




Assessment Artifact VEMKO051 Marketing IB
School: SSHS

SLO: Students will plan, design, and present a product presentation.
Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet
below.

Product Presentation Rating Sheet

SSHS Student # %

Uses appropriate approach 112(3]|4|5/6]|7|8]|971 )
Asks good qualifying questions to 112]314(5|6{7/8|9
determine customer’s needs/wants

Demonstration of the product/service 11213]4|5|6|7!18]|9( IQE
Gets the customer involved in the 112(314(5(6(7(8]9{10
demonstration

Continues to ask questions and seek 1[21314(516|7[819(10
agreement throughout the presentation t:
Lifectively overcomes customer's objection | 1|23 4 [5]617]8 19 {10
Uses a technique to close the sale 11213[415]6(7(8]9 @@
Reassures the customer and tlianks them 112]314|5/6]7]|818](10)
Evidence of preparation; feature-benefit 112/3|4|5(6|718]9|QW
analysis

Overall impression of the presentation 112(3]4/516]718]9]00

TOTAL SCORE: 36‘0

Comments/ notes:




Assessment Artifact VEMKO051 Marketing IB

School: SSHS

SLO: Students will plan, design, and present a product presentation.

Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet

below.

Product Presentation Rating Sheet

SSHS Student # 5

Uses appropriate approach 11213]14]|5(6{7|819 '{,IQ}\
Asks good qualifying questions to 1121314]5|6|7|8|9[10
determine customer’s needs/wants
Demonstration of the product/service 102|3]4[5]|6]7/8]9(D
Gets the customer involved in the 11213(4/5|6(78|9(1d
demonstration
Continues to ask questions and seek 112(3]14|5(6:7|819 @)
agreement throughout the presentation .
Elfectively overcomes customer’s objection { 1 [2 |34 [5]6]7]819 19
Uses a technique to close the sale 112(314]5]6]|71819]0)
Reassutes the customer and thanks them 1121314/5]6]718]8 (T@
Evidence of preparation; feature-benefit 1121314156 7|8]9 @
analysis
Overall impression of the presentation 11213]4|5]6]7]8]|9]( Oj
TOTAL SCORE:

Comments/ notes:




Assessment Artifact VEMKO051 Marketing IB
School: SSHS

SLO: Students will plan, design, and present a product presentation,
Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet
below.,

Product Presentation Rating Sheet

SSHS Student # (0

Uses appropriate approach 1121314]|5(6[7(8]9{10D
Asks good qualifying questions to 1121314(5(617(8]9 @
determine customer’s needs/wants
Demonstration of the product/service 11213]4]5]6]7]|8(9/0®
Gets the customer involved in the 1121314567189
demonstration
Continues to ask questions and seek 112/314]5(6/7]|8|9(1
agreement throughout the presentation .
Efleclively overcomes customer’s objection | L |23 [4[5]6]7]8]¢
Uses a technique to close the sale , 112]13/4]5/6|7(8]9 (1‘05
Reassures the custoiner and thanks them 1121314]5]6]7|8]8 (@)
Evidence of preparation; feature-benefit 1121314(5|6/7/8|9 @
analysis
Overall impression of the presentation 112131456789 ( l—m
TOTAL SCORE: \w

Comments/ notes:




Assessment Artifact VEMKO051 Marketing IB

School: SSHS

SLO: Students will plan, design, and present a product presentation,

Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet
g

below.

Product Presentation Rating Sheet
SSHS Student # 7
Uses appropriate approach 112(3i4|5]6[7]8]9]00)
Asks good qualifying questions to 112{314]5(6[7/8|9 @
determine customer’s needs/wants
Demonstration of the product/service 213/4151/6]|7(8)91]10
Gets the customer involved in the 21314|5(617|819 @
demonstration
Continues to ask questions and seek 11213(4(5]6]7 8(:9) 10
agreement throughout the presentation
Lffectively vvercomes customer’s objection [ [ [2]314(5|6(7(819 (10
Uses a technique to close the sale 112]3]4(5(6]|7{8]9 i
Reassures the customer and thanks them Li213 1456703 8]
Evidence of preparation; feature-benefit 112134151678 |91
analysis
Overall impression of the presentation 112]3]4]5(6]718]9%10

TOTAL SCORE: Q

Comments/ notes:




Assessment Artifact VEMKO051 Marketing IB

School: SSHS

SLO: Students will plan, design, and present a product presentation.

Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet

below,

Product Presentation Rating Sheet

SSHS Student # %/

Uses appropriate approach 112(3]4]5|6]7]8!9QQ)
Asks good qualifying questions to 1121345167 8(/9_3{ 10
determine customer’s needs/wants i
Demonstration of the product/service 11213]14(5/6{7|8|9 (10‘3
Gets the customer involved in the 1121314567819 @
demonstration
Continues to ask questions and seek 1121314567 8(’5\ 10
agreement throughout the presentation —
Effectively overcumes customer’s objection | 112134151678 9 (103
Uses a technique to close the sale 112]3]|4]|5](6]7/8]9]00)
Reassures the customer and thanks themn) L1213]415]6]78y8] 10
Evidence of preparation; feature-benefit L12(3(14]5]|6]7 @ 9110
analysis
Overall impression of the presentation 112]13]4]5(6|7 8(9/\) 10
TOTAL SCORE: 6

Comments/ notes:




Assessment Artifact VEMK051 Marketing IB

School: SSHS

SLO: Students will plan, design, and present a product presentation.

Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better

on the rating sheet

below.
Product Presentation Rating Sheet

SSHS Student # q

£
Uses appropriate approach 11213141516/ 7(8[9(10)
Asks good qualifying questions to 1(213(4]5[6]718]9/11
determine customer’s needs/wants
Demonstration of the product/service 1121314:5|6,7/8/9(1¢/
Gets the customer involved in the 112(3(4(5]6(7/8]|9 @
demonstration —
Continues to ask questions and seek 1121341516178 "93 10
agleernent throughont the presentation V
Effectively overcomes customer's objection |1 [2]3]4]5]617]8]9 (140)
Uses a technique to close the sale 11213(4]|5(6]|7]8@(9) 10
Reassures the customer and thanks them LI21314(516(718|8110
Evidence of preparation; feature-benefit L1213]4]5/6/7|819 119
analysis
Overall impression of the presentation 112]3]4]5/6|78 \_,9) 10

Comments/ notes:

TOTAL SCORE: CM




Assessment Artifact VEMK051 Marketing IB

School: SSHS

SLO: Students will plan, design, and present a product presentation.

Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better

below,

Product Presentation Rating Sheet

SSHS Student# |0

on the rating sheet

Pt
Uses appropriate approach 112(3/141516(7(8]9 \11@
Asks good qualifying questions to 1121314156789 @
determine customer’s needs/wants
Demonstration of the product/service 11213141516178]|9¢rT)
Gets the customer involved in the 11213 (4(15(6|7|8]9 @
demonstration
Continues to ask questions and seek 112(3]4]5/6/7]|819/000
agreement throughout the presentation
Effectively overcomes customer’s objection | 11213 (45|67 |8 (9 10
Uses a technique to close the sale 112(314]5]6]7!18]9 @
Rcassures the customer and thanks them 112]13]1415]6]7]818]4Q0
Evidence of preparation; feature-benefit 1721314]1516(78 j 10
analysis
Overall impression of the presentation 112|3]4[5]|6|7]38 :9 10

TOTAL SCORE: 47

Comments/ notes:




Assessment Artifact VEMKO051 Marketing IB

School: SSHS

SLO: Students will plan, design, and present a product presentation.

Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet

below.

Product Presentation Rating Sheet
SSHS Student# ||
Uses appropriate approach 1121314]5|6[718|9(10
Asks good qualifying questions to 1121314(5](6]7|8]9 @
determine customer’s needs/wants
Demonstration of the product/service 112[3]4(5]|6|7]1819|00
Gets the customer involved in the 1121374516789 @
demonstration
Continues to ask questions and seek 112¢314|516|7{819 /16)
agreement throughout the presentation -
Cifectively overcomes customer’s objection | 1[2[3]4/5|6/7(8]9 )
Uses a technique to close the sale 112(3]4]5]|6]7|8[9¢ 1D
Reassurcs the customer and thanks them L2134 (5(6p7|8]8]10
Evidence of preparation; feature-benefit 112(3(4|5]6|708)9]10
analysis ]
Overall impression of the presentation L12]3]4]5]6]7(8(9Y)10

TOTAL SCORE: 42D

Comments/ notes:




Assessment Artifact VEMKO051 Marketing IB
School: SSHS

SLO: Students will plan, design, and present a product presentation.

Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet

below.

Product Presentation Rating Sheet

SSHS Student # \L

)

Uses appropriate approach

~
S

Asks good qualifying questions to
determine customer’s needs/wants

€

Demonstration of the product/service

[\
(W8]
N
Lh
@28
~J
[ o]
\O

=
S

Gets the customer involved in the
demonstration

analysis

Continues to ask questions and seek L{2(314]s5]|6|7(&\9]10
agreement throughout the presentation —
Effectively overcomes customer’s objection | 1|2 (3|4 |5|6[7]|8]9|d0)
_ Uses a technique to close the sale 112]3]4(5]6]7]18]|9(T0)
Reassures the customer and thanks them L2134 516[7( 88|10
Evidence of preparation; feature-benefit 11213456779 @

Overall impression of the presentation

1121314]5]6]7]8(09)

P
O

Comments/ notes:

g

TOTAL SCORE: 5




Assessment Artifact VEMKO051 Marketing IB

School: SSHS

SLO: Students will plan, design, and present a product presentation.

Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet

below,

Product Presentation Rating Sheet

| 2

SSHS Student #

Uses appropriate approach 112]13[415(6]7|819 (Iﬁ‘
Asks good qualifying questions to 1121314(5|6]7|8]9 @
determine customer’s needs/wants
Demonstration of the product/service 112]1314]516]7i8|9]|10
Gets the customer involved in the 1121314(5]6(7|8|9 @‘:
demonstration
Continues to ask questions and seek L[2]3]14]5(6,7|8|9]10
agreement throughout the presentation 7 _
Effectively overcomes customer’s objection | 1 [2 3145678 9 @
| Uses a technique to close the sale 11213[4]5(6]7]18(9)10
Reassures the customer and thanks them 1/2(3]4]5]6|7(81!8 )
Evidence of preparation; feature-benefit 11213(415!16]718]9]¢g]
analysis
Overall impression of the presentation 1121314(5]6[7/8]|9(10

Comments/ notes: D\l& V\D% \Uﬁw\

TOTAL SCORE: &9

produ]

v ]




Assessment Artifact VEMKO051 Marketing IB
School: SSHS

SLO: Students will plan, design, and present a product presentation.
Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet
below.

Product Presentation Rating Sheet

SSHS Student # | %

Uses appropriate approach 112(3|415{6]7]8:9
Asks good qualifying questions to 1:21314(5(6(7{8]9
determine customer’s needs/wants

Demonstration of the product/service 1121314|5]16]7(8]9
Gets the customer involved in the 11231415167 (819
demonstration

Continues to ask questions and seek 11213145678

agreement throughout the presentation

c) ekl & &8 Gk

Effectively overcomes customer’s objection [ 112 [3[4]5]6]7/8 9
Uses a technique to close the sale 1 12|3]4[5|6]7]8i9
Reassures the customer and thanks them 112(3{4[5]6|7:i8]8
Evidence of preparation; feature-benefit 112131415]6[7|8]|9
analysis

| Overall impression of the presentation 11213]4!5/6/7/8]|9

TOTAL SCORE: | W\)

Comments/ notes:




Assessment Artifact VEMKO051 Marketing IB

School: SSHS

SLO: Students will plan, design, and present a product presentation.

Method/Tool: Individual student will make a produet presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet

below.

Product Presentation Rating Sheet

o
SSHS Student# |\

Uses appropriate approach 112(3[4]5]6;7|89 :LQ
Asks good qualifying questions to 1121341516789 @
determine customer’s needs/wants
Demonstration of the product/service 1121314151617 [8]|9 (1
Gets the customer involved in the 1[2]3(4|5(6(7]8]|9 @
demonstration
Continues to ask questions and seek 1123141516789 |10
agreement throughout the presentation ~
Effectively overcomes customer’s objection | 1 |2 |34 [5|6]7[8 ]9 @
Uses a technique to close the sale 112]3]4(5]61718]900
Recassures the customer and thanks them 11213(4!5]6(7(818|dD
Evidence of preparation; feature-benefit 11231456789 @
analysis
Qverall impression of the presentation 112]3]4[5]6]7[8]19]007
TOTAL SCORE: {0V

Comments/ notes:




Assessment Artifact VEMKO051 Marketing IB
School: SSHS

SLO: Students will plan, design, and present a product presentation.
Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet
below.

Product Presentation Rating Sheet

SSHS Student # KO

Uses appropriate approach 1(2131415](6|7]8|9 Q@
Asks good qualifying questions to 112314567819 @
determine customer’s needs/wants

Demonstration of the product/service 11213]4]|51617]8]9(1D
Gets the customer involved in the 11213(4(5]6]7|8|9 (1Y
demonstration

Continues to ask questions and seek 112131415(6(7{8|9 ti l)f))
agreement throughout the presentation -
Effeclively overcomes customer’s objection | L |2 |3 |4 |5(6|7|8|Y @
Uses a technique to close the sale 112(314]5]6]718]9(10
Reassures the customet and thanks them 1121314156718 8¢10)
Evidence of preparation; feature-benefit 1{2(3(4]5]6|71819(Q0
analysis

Overall impression of the presentation 112131415167 ]18[9(¢ 10))

ToTAL score: (0D

Comments/ notes:




Assessment Artifact VEMKO051 Marketing IB

School: SSHS

SLO: Students will plan, design, and present a product presentation.

Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet

below.

Product Presentation Rating Sheet

SSHS Student # V]

2
Uses appropriate approach 11213]4[5/6]71819 10>
Asks good qualifying questions to 112{3]4|5:6(718.9 @9’
determine customer’s needs/wants
Demonstration of the product/service 112(3]4(5|6]718]9 /0D
Gets the customer involved in the 1121314567 819 @
demonstration
Continues to ask questions and seek 1121314567819 (ljD
agrcement throughout the presentation _
Effectively overcomes customer’s objection | 1 |2 |3 |4[5]6[7/8]|9 U
Uses a technique to close the sale 1i21314|5]6]7]8]9{1
Reassures the customer and thanks them 1{2(3]|4]5]6]7|8[8(TD
Evidence of preparation; feature-benefit 1:2(314(5/6|78|9 @
analysis —
Overall impression of the presentation 11213]415]6]7]18]9 (10

TOTAL SCORE: \U\l-)

Comments/ notes:

Ny



Assessment Artifact VEMKO051 Marketing IB
School: SSHS

SLO: Students will plan, design, and present a product presentation.
Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet
below,

Product Presentation Rating Sheet

SSHS Student # I Qg

Uses appropriate approach 112131415]6(7[8]9(1&
Asks good qualifying questions to 112(3,4|5(6[7|8|9 \@’f
determine customer’s needs/wants g
Demonstration of the product/service 11213]4]5(87]819]10
Gets the customer involved in the 112131415 T@ 71819110
demonstration

Continues to ask questions and seek 1121314567189 @m

agreement throughout the presentation

Lffectively overcomes customer’s objection | 11213 (4516 718 (09 10

Uses a technique to close the sale 112131415 7 @“ 9110

Reassures the customer and thanks them 11231415 6(?) 818110

Evidence of preparation; feature-benefit 112|314 (5|6]|7 @ 9110

analysis

Overall impression of the presentation 112]314(5]617(8]9]10
TOTAL SCORE: 7

Comments/ notes:




Assessment Artifact VEMKO051 Marketing IB

School: SSHS

SLO: Students will plan, design, and present a product presentation.

Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet

below.

Product Presentation Rating Sheet

SSHS Student# |4

N\
Uses appropriate approach 112(3]14]5]1617|819}10]
Asks good qualifying questions to 1121314567819 @
determine customer’s needs/wants
Demonstration of the product/service 1[2]3]4]5]6]7[8]9(10
Gets the customer involved in the 1(21314(5(/6|7|8]9 @
demonstration
Continues to ask questions and seek 112131456718/ 9 /m)
agreement throughout the presentation —
Effectively overcomes customer’s objection | L |2 [3[4[5]6]7]8]9 {U¢
Uses a technique to close the sale 112]3]4]5]6]7/8]|9]00]
Reassures the customer and thanks them 112]3]4|5]6|7!8[8]10
Evidence of preparation; feature-benefit 112314567 8]9!A07
analysis
Overall impression of the presentation 112]3]4]5]6]718(9)10

TOTAL SCORE: gq

Comments/ notes:




Assessment Artifact VEMKO051 Marketing IB

School: SSHS

SLO: Students will plan, design, and present a product presentation.

Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet

below.

Product Presentation Rating Sheet

SSHS Student # @

—
Uses appropriate approach 1]213|4]5]|6]7/8]9{(10)
Asks good qualifying questions to 112(3|14(5/6]7|8|9 @
determine customer’s needs/wants
Demonstration of the product/service 112]3[4]516]7]8(9p10
Gets the customer involved in the 1123451678 @
demonstration
Continues to ask questions and seek L(213]415|6]7 8(@) 10
agreement throughout the presentation g
Effectively overcomes customer’s objection | 1|2 (3[4 |5]6]7|8(] 9 10
Uses a technique to close the sale 112]3(415(6{7|8]9 (10)
Reassures the customer and thanks them 1{213]4{5]|6!7|8]8]|00 )
Evidence of preparation; feature-benefit 1121314(5]6]7|8]9
analysis
Overall impression of the presentation 112!3|14|516]7]|8 ?) 10
totaLscore: Qb

Comments/ notes:




Assessment Artifact VEMKO051 Marketing IB
School: SSHS

SLO: Students will plan, design, and present a product presentation.

Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet

below.

Product Presentation Rating Sheet

SSHS Student# 2\

2N
Uses appropriate approach 112(3]4|5]6]7(8]9{1®)
Asks good qualifying questions to 11213(4]5|1617(8|9 @
determine customer’s needs/wants
Demonstration of the product/service 11213]14[5]6!7(9]9]10
Gets the customer involved in the 11213(4(|5]617 3 9110
demonstration
Continues to ask questions and seek 1121314|5]6]|7 @) 9110
agreement throughout the presentation -~
Effectively overcomes customer’s objection | | [2 |3 456 7]8[9|10
Uses a technique to close the sale 1/21314]5|6|7]8]|9]10
Reassures the custoiner and (hanks them 1121314(5/6]7(8]|8 @
Evidence of preparation; feature-benefit Fi21314|5(6|7 :@ 9110
analysis
Overall impression of the presentation 112[3(4|5]6 7( 8Y9 110

Comments/ notes:

N
TOTAL SCORE: 8O




Assessment Artifact VEMKO051 Marketing IB

School: SSHS

SLO: Students will plan, design, and present a product presentation.

Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet
g

below.

Product Presentation Rating Sheet

SSHS Student # 7%

Uses appropriate approach 11213141516 89 10-
Asks good qualifying questions to 11213:i4(5]617|8]9 @
determine customer’s needs/wants k
Demonstration of the product/service 112131415167 (819 (I’(}
Gets the customer involved in the 11213|4]5|/6|718]|9
demonstration
Continues to ask questions and seek 112(3(4(5]6(7]|8 -’% 10
agreement throughout the presentation
Effeclively overcomes customer’s objection | 1 |2 [3 4567189 (/IT'),
Uses a technique to close the sale 1112(3]1415|6|718]9 /T@
Reassures thie customer and thanks them 1123141567 8|8 |0
Evidence of preparation; feature-benefit 1[2]31415/6]7|8|9(1D
analysis
Overall impression of the presentation 112[3[4]5161718(9]10
TOTAL SCORE: 98

Comments/ notes:




Assessment Artifact VEMKO051 Marketing IB

School: SSHS

SLO: Students will plan, design, and present a product presentation.

Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet

below,

Product Presentation Rating Sheet

SSHS Student # 9\ %

>

Uses appropriate approach 112134516 81900
Asks good qualifying questions to 11213(4]5]6{7|8|9 @
determine customer’s needs/wants
Demonstration of the product/service 112]3[415(6)17]8/9]10
Gets the customer involved in the 112134567 |8|9 @
demonstration
Continues to ask questions and seek 1(2]3;4(5]6|7!18]9]|10
agreement throughout the presentation
Effectively overcomes customer’s objection |1 |2 3|4 ]5|617 9110
Uses a technique to close the sale 1121314(5]617{8)9 %
Reassures the custoiiel and thauks them 112(3]4]5]6]7[F|8To
Evidence of preparation; feature-benefit (2134|1567 8(‘9\’*
analysis —
Overall impression of the presentation 11213]4]5/60708(9]10

TOTAL SCORE: TO

Comments/ notes:




Assessment Artifact VEMKO051 Marketing IB

School: SSHS

SLO: Students will plan, design, and present a product presentation.

Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet

below.

Product Presentation Rating Sheet

SSHS Student # a (_}

Uses appropriate approach 1121314]5]6]7]8(9)10

Asks good qualifying questions to 1121314|5|16]7]8 @ 10

determine customer’s needs/wants

Demonstration of the product/service 11213]14(5(6]7 ,?/ 9110

Gets the customer involved in the 112(3(4(576]7(8]9 @
demonstration

Continues to ask questions and seek 1121314|15]617(8(9]10

agreement throughout the presentation

Efleclively overcomes customer’s objection | 1121314151061 718(9110

Uses a technique to close the sale 11213]4]5]6]7181910)
Rcassurcs the customer and thanks them 112]3]4!15]6 f:)S g 10

Evidence of preparation; feature-benefit 1{21314|5(6]17|8]9 \_1_9:
analysis

Overall impression of the presentation 11213145167 @ 9110

Comments/ notes:

ToTAL SCORE: 11




Assessment Artifact VEMKO051 Marketing IB

School: SSHS

SLO: Students will plan, design, and present a product presentation.

Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet

below.

Product Presentation Rating Sheet

SSHS Student # &g

Uses appropriate approach 121314516178 ]9110

Asks good qualifying questions to 112(3(4]5(6]|718]9 @

determine customer’s needs/wants

Demonstration of the product/service 112[1314|5]617]8[9]10

Gets the customer involved in the 112(314:5(617(819]10

demonstration

Continues to ask questions and seek 1[213(4|5(6]|7 8(@) 10

agreement throughont the presentation

Effectively overcomes customer’s objection | 1 |23 ]4[5]6 ©HEI

Uses a technique to close the sale 112(3]4]5|617[8]9]10

Reassures the customer and thanks them 1121314 ]5]6[M 88110

Evidence of preparation; feature-benefit 11213415 :63 718(9]10

analysis

Overall impression of the presentation 1]2]3]4]5]6{7N819]10
TOTAL SCORE: __ 2@

Comments/ notes:

Vid vt Wave ?raa‘%,ucif’




Assessment Artifact VEMKO051 Marketing IB

School: SSHS

SLO: Students will plan, design, and present a product presentation.

Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet

below.

Product Presentation Rating Sheet

SSHS Student # Q\go

Uses appropriate approach 11213]4|5|6]7]8]|9}1e
Asks good qualifying questions to 112314 |5(6[7|8|9 @
determine customer’s needs/wants

Demonstration of the product/service 2131415|6]17(1819]10

Gets the customer involved in the 2131415 6(3 819110

demonstration

Continues to ask questions and seek 1[2]3]415[617[8(9)f10

agreement throughout the presentation

Effectively overcomes customer’s objection | 1 [2 13[4 [5]6(l D8 ]9 10

Uses a technique to close the sale 11213]4[5]6]|7]8]9]|Q®
Reassules the customer and thanks them 112:3(4]5|6(7|8)|8 Q_())
Evidence of preparation; feature-benefit 1231415167 @ 9110

analysis

Overall impression of the presentation 1121314]15]6|7 @ 9110

Comments/ notes:

TOTAL SCORE: Y




Assessment Artifact VEMKO051 Marketing IB

School: SSHS

SLO: Students will plan, design, and present a product presentation.

Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet

below,

Product Presentation Rating Sheet

SSHS Student # 0{1 7

Comments/ notes:

Uses appropriate approach 112(31415]16]7(8]9 Q@”

Asks good qualifying questions to 1121341516789 @

determine customer’s needs/wants

Demonstration of the product/service 112(1314]5]6]7]8(9) 10

Gets the customer involved in the 112{34|5(6|7{8(9)10

demonstration

Continues to ask questions and seek 11213:14(5(6(718]9]10

agreement throughout the presentation

Effectively overcomes customer’s objection [ 1234 |5k6}17/8(9]10

Uses a technique to close the sale 112)13(4]5(6|7.8]9]10

Reassutes e customer and thanks them 112|3(4|5(817:8[8]}10

Evidence of preparation; feature-benefit 112(3]4]|5 f@ 71819110

analysis

Overall impression of the presentation 1121345 @ 7181910
TOTAL SCORE: (0 0-




Assessment Artifact VEMKO051 Marketing IB

School: SSHS

SLO: Students will plan, design, and present a product presentation.

Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet

below,

Product Presentation Rating Sheet

SSHS Student# A &

Uses appropriate approach 112314516 19110
Asks good qualifying questions to 1121314]5(6]7|8]9 @
determine customer’s needs/wants
Demonstration of the product/service 112]31415(617]8(910
Gets the customer involved in the 11234 5(:6> 7181910
demonstration
Continues to ask questions and seek 11213[4{5/6{7|8(9 10,
agrecment throughout the presentation - ]
Effectively overcomes customer’s objection | 1 [2 ]3[4 [516 |7 85 9110
Uses a technique to close the sale 11213]1415]6]|7 @: 9110
Reassures the customer and thanks them 1123145167 \8) 8|10
Evidence of preparation; feature-benefit 11213|4/5|6{7|8]9 @j
analysis
Overall impression of the presentation 1121314516708 9!10
TOTAL SCORE: 7 g

Comments/ notes:




