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	Course
	Introduction to Retail and Services Marketing, Grade 11, Workplace Preparation, BMX3E
The Ontario Curriculum, Grades 11 and 12, Business Studies, 2000

	Credit Value 
	1

	Description of the Placement Situation

	This placement is in a large specialty retailer offering clothing, accessories, and personal care products for men, women, and children. There are approximately 30 employees in this location, including full-time, part-time, and casual workers.

The focus of the student’s work will include such things as: developing customer service skills and understanding the connection between effective retail skills for creating and maintaining customer loyalty, while maximizing sales from existing customers; developing product knowledge; demonstrating knowledge of retail systems and operations; developing interpersonal and communication skills; learning about the techniques used to promote products and increase sales; pricing items; stocking shelves; counting inventory; assisting in fitting room area; merchandising; straightening and arranging displays.

	Credit Value of Cooperative Education Course 
2


	Related Course Expectations
	
	

	Strand: The Marketing Process

MPV.01 • evaluate the contribution of the retail and service industries to the marketing process;

MP1.02 - describe the skills that are important to effective retail selling;

MPV.02 • analyse the role of consumers in retail and services marketing;

MP2.01 - relate changing demographics and lifestyles in Canada to changes in the tastes, preferences, and priorities of Canadian consumers;

MP2.02 - relate changes in consumer needs and wants over the past few decades to changes in retail and service businesses (e.g., consumer demand for fast food, portable communication devices);

MP2.03 - identify the types of consumer groups that use specific retail and service businesses within their community;

MPV.03 • identify and describe the factors that affect competition;

MP3.01 - identify retail or service businesses that compete directly with one another;

MP3.02 - demonstrate an understanding of how businesses compete with one another for customers;

MP3.04 - analyse the effects of competition on consumer and business behaviour.
	
	Strand: Elements of Retail and Services Marketing

RSV.04 • analyse a variety of promotional strategies that can be applied in retail and service business environments;

RS4.01 - identify the elements of an effective promotional mix (e.g., publicity, sales promotion, personal service, advertising);

RS4.02 - describe promotional strategies that have been used effectively by a number of retail and service businesses;

RS4.03 - demonstrate how technology can be used effectively in promotion activities;

RS4.04 - describe retail marketing techniques and approaches that can be used to promote a selected product (e.g., jeans, computers) to different markets.

Strand: Retail Systems and Operations

ROV.01 • evaluate effective customer service techniques;

RO1.01 - describe how customer service increases sales in successful businesses;

RO1.02 - explain why product knowledge is important in customer-focused selling;

RO1.04 - explain the steps of the selling process (e.g., pre-approach, approach);

RO1.05 - describe the methods used by retailers to maintain customer loyalty;

ROV.02 • describe merchandise presentation techniques;

RO2.02 - compare different visual display techniques in several retail environments;

RO2.03 - describe how computer technology can be used to produce an effective design for the premises of a retail or service business.

	Cooperative Education Expectations
	
	

	Job Readiness

J3 - demonstrated the ability to communicate their interest in a work opportunity effectively

Health and Safety

H1 - an understanding of workplace health and safety rules

H5 - correct handling of materials and equipment as specified in the Workplace Hazardous Material Information Systems (WHMIS) training program
H7 - procedures for reporting accidents

H8 - procedures for reporting unsafe practices

Rights and Responsibilities

R1 - the school and placement expectations that they are to achieve in the cooperative education course
	
	R4 - work ethics and the responsible use of information technology
Reflective Learning

RL1 - relate the placement experience both to the curriculum expectations of the related course and to the expectations related to cooperative education, using a variety of strategies, activities and tools

RL2 - reflect on and analyse their placement experiences

RL3 - reinforce the job-skills theory acquired in the classroom and the skills, techniques and principles learned at the placement


	Employer’s Expectations
	
	

	The employer expectations are the same as those identified from the related course and the Cooperative Education course.

See relevant learning skills, which are assessed with a rating scale for reporting purposes


	Learning Opportunities at the Placement
	
	Learning Strategies

	The student has opportunities to learn about:
different types of consumer behaviours;

professional customer service;

essential skills required in a retail environment, e.g., terminology, the selling prices;

market research using electronic media, e.g., competition, evolving trends;
retail marketing techniques to promote products;

working safely in the retail environment.
	
	The student learns through:
one-to-one mentoring

role play
conferencing/discussing

computer-assisted learning

research

collaboration
brainstorming

cooperative learning

questioning

observation

journal writing


Assessment and Evaluation: Strategies and Scoring Tools
	Purpose
	Assessment and Evaluation Strategies
	Scoring Tools
	Expectations
	Achievement Chart

	Diagnostic
	Conference: Job Readiness
	Anecdotal Comments and Checklist
	J3
	K/U, T, C, A

	Assessment
	Résumé
	Checklist
	J3, RL1
	K/U, C

	Assessment
	Interview
	Rating Scale
	RL3
	C, A

	Assessment
	Quiz: Health and Safety
	Marking Scheme
	H1, H5, H7, H8
	K/U, T, C, A

	Assessment
	Assignment: Weekly Log Sheets
	Anecdotal Comments
	J3, RL1, RL2, RL3
	K/U, T, C, A

	Assessment
	Conference: Teacher/Student
	Anecdotal Comments
	J3, RL1, RL3
	K/U, T, C, A

	Assessment
	Performance Appraisal: Employer/Teacher/Student
	Anecdotal Report
Rating Scale
	R1, J3
	K/U, T, C, A

	Evaluation
70%
	Sub-task A: Customer Observation Checklist
- Graphic Organizer/Chart
- Summary
	Rubric
	MPV.02, MP2.01, MP2.03, ROV.01, RO1.02, RO1.05
J3, R4
	K/U, T, C, A

	Evaluation
70%
	Sub-task B: Customer Service Checklist
- Journal
- Demonstration of Customer Service Skills
	Rubric
	MPV.01, MP1.02, ROV.01, RO1.01, RO1.02, RO1.04, RO1.05
J3, R4, RL3
	K/U, T, C, A

	Evaluation
70%
	Sub-task C: Product Knowledge Sheets
	Rubric
	ROV.01, RO1.02, RO1.05
J3, R4
	K/U, T, C, A

	Evaluation
30%
	Culminating Task: Presentation
	Rubric
	MPV.01, MP1.02, MPV.03, MP3.01, MP3.02, RSV.04, RS4.01, RS4.02, RS4.03, RS4.04, ROV.02, RO2.02, RO2.03
J3, R4, RL3
	K/U, T, C, A
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