	Lesson Plan – Speaking



	Title – Sell your own product!



	Instructor:

Sera Kim
	Level :

Intermediate
	# of Students
10
	Length

40 minutes


	Materials:
- Seven persuasion secrets –reading material
- 5 blank pieces of paper
- colored pencils 
- board, eraser, chalk

	


	Aims:

Main Aim:  Students will improve their speaking skill through process of persuading
people to buy their own product in a very short time.
Secondary Aim:  Students will learn how to speak effectively when they have a purpose by making three persuasive sentences. 
Personal Aim: I want to improve the students’ speaking ability through  skill of 

                             persuasion 

I want all the students engage to the activity.

                            I want to reduce my TTT and increase STT. 
                            I want the Ss to have listening and reading activity also through this

                            speaking activity

                            I want the Ss to work with their partners and learn being cooperative

	


	Language Skills:

- Listening: Students will listen to other teams’ presentations
- Speaking:  Students will discuss with their own partner and speak in front of people to sell their own product
- Reading: Students will read the material “Seven persuasion secrets”
- Writing: Students will write three reasons that other people should buy their product


	Language Systems:

- Phonology: none to discuss
- Lexis: align with ([VERB] [image: image1.wmf]
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       tilt, rapport
- Grammar: twice as good as (comparative)
- Function: describing various observed objects.


	Assumptions:

Students already know:

-how to contribute to persuasive talking
-how to give their ideas when there is a purpose
-how to discuss their ideas with a partner
-how to share their ideas with others

-how to make presentation in front of people


	Anticipated Errors and Solutions:

- Students have difficulties understand the material due to vocabularies
       Explain challenging vocabularies through their meaning in the sentence
-Students have difficulties in making their own three reasons 
          Model to sell a product and make three reasons



	References:
http://www.persuasionone.com/ 



	Lead-in

	Materials:  Seven persuasion secrets :  pass handout to everyone

	Time

1 minute
5 minutes


	Set up

Whole Class

5 groups of two

	Procedure Write the quote on the board:
“Sell your own product!”
Greeting:
Briefly greet students: “Hello class! How are
you doing today? Didn’t you have difficulties getting to this place due to the heavy rain?”
“You all know the expression ‘cats and dogs’? we can say, ‘It is raining cats and dogs today’”
Eliciting and Prediction:
Elicit response from the students whether they have seen people selling products on streets or in the subway. 
For a persuasive speaking, read the material together and have a mind map. Explain difficult vocabularies.

Divide the students in 5 groups and let them choose on picture each from the secret box. The picture on the paper they chose will be the product they’ll have to sell today. They will take 5 minutes to discuss with their partner how to sell the product and they’ll make three sentences which are the reasons why people should buy the product. Each team will have four minute time to make a presentation and both members will talk.
ICQ’s: Will you be working individually? =No
             What will you be doing? = Discussing and making three reasons 
          Who will be making presentation?=both
Begin the activity. Monitor the groups and give a time warning.
Elicit and draw info from the class.



	Pre-activity

	Materials:  paper, colored pencils

	Time

5 Min.

	Set up

Whole Class
	Listening for the main idea

Procedure show five different products and let each team pick one product to sell. They don’t know which product theirs will be at first.
Instructions 1) Instruct Ss to check their item and make three reasons to persuade others to 

buy their product.  

 2) they will make presentation each for 5 mins
ICQs   1) What will you do for five mins?
(discuss with your partner and make reasons why people should buy your item.)
2)How many reasons will you have? (three)

	Main activity

	Materials: 9)


	Time
24 minutes

	Set up
team

	Procedure: each team will take turns and make presentation about their items and sell them to others 
ICQs: 1) How many times will your team have each to make presentation? (5)

2) What will you do after listening? (vote)
Begin activity. Monitor. Help Ss as needed.
Activity finishes.

 


	Post-Activity

	Materials: discussion worksheet

	Time
5 minutes
	Set-up
S-S discussion
	Procedure: As a whole class, vote for the best
Item of the day that you would like to buy the

most. 
Instruction: Ask Ss which item they would like to buy the most and let them vote.
ICQs 1) What are you doing? (discussing questions with our partner)
2) Who will write down the answers? (the person with the fastest birthday)
3) Who are you working with? (they point to their partner)

Pick the best team who sold the most and give 
a big hand
Goodbye to Ss Great job today. See you tomorrow


Discussion Questions:
1) What is the most important thing when you sell a product?
2) What are techniques to persuade a person to what you talk?
Seven persuasion secrets you can use right now!

	[image: image18.png]



	True Persuasion Is Win/Win
When you learn to find out what other people want and give it to them, you will be well on your way to becoming a master of persuasion.
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	Influence Is Individual
Each person sees the world differently so it is important that we learn how to discover their personal perspective and adapt our message to their perspective not ours.
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	People Seek To Align With Their Values
How to discover personal values and use them to persuade and influence people.
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	Discover Buying Strategies
Each person has a series of steps they take when making a decision. Discover their decision strategy and use it to persuade.
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	Tilt The Value Proposition
The value proposition is what determines whether someone adopts your ideas or buys your products. Use these methods to tilt the value proposition in your favor and become a persuasion expert. 
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	People Buy From People They Like
Because people buy from people they like, creating rapport is very useful for persuasion and influence. 
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	Persuade Using The Slight Edge
The most successful persuaders of all time are not twice as good as everyone else... they only have a slight edge. Learn how to use the slight edge principle to become a master of persuasion. 
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