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	Understand how to market and sell a product or service 

	QCF Level:
	2

	Credit value:
	3

	Unit guided learning hours
	9

	Learning outcomes (the learner will)
	Assessment criteria (the learner can)

	
1 Understand the market, its customers and stakeholders

	
1.1



1.2


	
Develop a questionnaire to gather market information from the proposed enterprise’s customers and stakeholders 
Evaluate the results from the questionnaire in order to make decisions 


	
2 Understand how to promote and sell a product or service

	
2.1



 2.2

 2.3
	
Get advice on different ways of promoting a product or service to determine the best option(s) to maximise sales/service
Identify the costs for providing the product or service 
Draw up an action plan for promoting and selling a product or service ensuring that all laws and regulations are met 


	
3 Understand methods of customer care and after sales service
	
3.1


3.2


		
Describe methods of caring for the customer and ensuring effective after-sales service 
Describe how to evaluate customer feedback for product or service improvements 


	Additional information about the unit
	

	Unit purpose and aim(s)
	To understand how to market and sell a product or service.

	Details of the relationship between the unit and relevant national occupational standards or professional standards or curricula (if appropriate)
	Links to SFEDI 2010 NOS: WB1, WB2, WB3, WB4, WB5, WB11, WB12, BD3, LG2
Links to CfA 2009 NOS: M&LF16, M&LF17, M&LF18, M&LF19

	Assessment requirements or guidance specified by a sector or regulatory body (if appropriate)
	

	Support for the unit from a sector skills council or other appropriate body (if required)
	Council for Administration (CfA)

	Equivalencies agreed for the unit (if required)
	E2.03 - Exploring how to market and sell a product or service


	Location of the unit within the subject/sector classification system
	15.3 - Business Management

	[bookmark: _GoBack]Additional Guidance about the Unit

	Indicative Content:

	1
	
· The reasons that people buy
· How to establish the need for the product/service in the market, including market size and structure
· How to identify customers, stakeholders and any competitors
· Methods used to collect, collate and research market information
· How to write a questionnaire


	2
	

· What marketing is about (key principles and 4 Ps)
· Different ways to promote a product or service
· How to assess a product or service, including the unique selling proposition
· How to find out about the market and prices in a sector
· Why planning sales is important
· Ways of working out the costs and prices of products or services in a sector
· Why all laws and regulations need to be met
· Ways of developing and presenting a plan


	3
	
· The importance of, and methods for, customer care and after sales service
· Feedback/evaluation methods for improvements such as questionnaires, online poll, focus groups. 
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