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Knowledge objectives
1) Remember the common sales words and expressions, including their pronunciations, meanings,
and usages.
2) Understand the problems in the sales service video, such as inappropriate attire and incorrect
sentence expressions.

Ability objectives

1) Ability to analyze, identify problems in the sales service video, and propose improvement
suggestions.
2) Ability to apply learned sales phrases to communicate effectively with customers and improve
sales skills.
3) Ability to improve ability to work as a part of the team.
Moral objectives
1) Be able to cultivate cross-cultural communication abilities, fostering respect and understanding
towards consumers from diverse cultural backgrounds.
2) Be able to practice the core socialist value “Dedication”, strengthening sense of social
responsibility and enhance core competitiveness.
3) Be able to cooperate with team members to complete a project.
2. HEFEARE

2.1 Teaching content: Unit 2 Vocabulary builder and show time (P20)

This class revolves around enhancing students' skills in clothing sales and customer service by
watching and analyzing videos between customers and salespersons and practical exercise.

2.2 Basis for selection of this teaching content:

The basis for selecting teaching content is rooted in a comprehensive understanding of the
characteristics of students majoring in Marketing. Before finalizing the content, a detailed questionnaire
tailored to gather insights into students’ needs and aspirations in the field of marketing was conducted.

Based on the questionnaire, over 85% respondents say that “decently communicate with customers” is
the most difficult part in their eyes. Over half of them lack workplace adaptability skills. Most students
expressed a desire to enhance their sales skills, including knowledge of appropriate selling expressions and
effective customer engagement techniques, which are transferable across various sales domains. From
another survey, “professionalism”, “communication”, and “customer-centrality” are three important
characters in sales interactions.

Based on these findings, we carefully selected teaching content that encompasses key areas such as
sales techniques, workplace attire guidelines, customer engagement strategies, and product knowledge
applicable to diverse sales contexts. Through training and learning in these areas, our goal is to equip
students with versatile skills and knowledge that can be applied not only in clothing sales but also in other
sales and customer service roles.

Additionally, we integrated digital teaching tools into the selected content to reflect the digital trends in
the marketing field. By utilizing these tools, students will have the opportunity to explore and apply the




latest digital marketing techniques, enhancing their competitiveness in this field.

In summary, this teaching design is to provide students majoring in marketing with the industry
insights, professional knowledge, and practical skills they need to succeed.

2.3 Teaching design philosophy:

This class aims to develop selling skills of the students, to help them to internalize the core socialist
values of “Dedication” into their college learning and future career, and to enable them to becoming
internationalized high-quality technical personnel who are capable of shouldering the mission of national
rejuvenation.

To this end, this class adopts task-based teaching method and blended learning method under the
guidance of the POA concept. By adopting project-based teaching method, the teaching content or the
reading passage becomes a practical task of “how to make our customer happy” and the two questions
summarized in the students’ videos becomes three subprojects for each learning group. Since the learning
task is clear, the teaching procedure can be systematically designed to emphasize on the enhancement of
students’ pragmatic competence and professional spirit rather than the just text analysis of the textbook
videos’ learning and the grasping of language knowledge. At the same time, blended learning method is
adopted to increase learning opportunity and improve learning expectation. With the help of different
informative teaching means, this class can provide personalized pre-class, in-class and after-class learning
opportunities for the students, endow the students with various of ways to interact with classmates and the
teacher, help the teacher to monitor the students’ learning progress so that they can give more targeted
guidance to the students.

Thus, the teacher mainly acts as a facilitator in this teaching design, keeping the learning project on
track and ensuring that every student can positively participated in course learning.

2.4 Teaching process: Show time (P16)

This class has two periods, 90 minutes in total. In the first period, we mainly deal with problems
encountered by students in the pre-class learning including vocabularies, sentence structures, grammar, etc.
In the second period, we invite students watch and analyze both their own and textbook videos, motivating
students to identify areas for improvement in language expression and selling skills. They then enable to
participate in practical exercises, such as role-playing exercises where they interact with the teacher and Al
acting as a customer. Last, they and the teacher assess their performance through major-related tasks. These
activities not only enhance students’ knowledge and skills in clothing sales but also foster cross-cultural
communication abilities and encourages reflection on the importance of caring and social responsibility in
their professional development. The following In-class teaching design is about the second period of the
class.

Pre-class:

The students (Ss) should do the following 3 tasks according to the requirement of the teacher (T) in
Unipus:

1) Self-study Words & Expressions on P14

Get familiar with the pronunciation, meaning, and usage of the words and phrases listed in Words &
Expressions. Complete word building tasks on P15.

2) Video Shooting

Shoot service videos related to a customer and salespersons with your group members and upload them

on Chaoxing.

In-class (the 2" periods, 45 minutes):

1) Student videos’ analysis
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Group task

Ss watch two videos shoot by their classmates. Meanwhile, they observe and discuss issues in the
service videos, including highlights and improvements. Groups will be asked to share their findings whether
good or bad after discussion.

(1) Each group discusses and record their opinions about classmates’ performance;

(2)  Each group sends a representative to share their discussion result;

(3) T makes a summary according to students’ feedback;

(4) T leads Ss to think about questions: How can you communicate with customers effectively? How
to better satisfy customer’s needs?

2) Textbook video’s analysis

Analysis of commonly used sales expressions and selling skills

(1) Ss use Unipus app on their phones to watch relevant video materials from the textbook on P15,
focusing on commonly used sales expressions including size, price, style etc.

(2) Each group is supposed to summarize the expressions according to the videos. Then, each group
sends their answers on Chaoxing.

(3) Each group vote for the best answer. T make make comments on the best answer and show
students a mind map related to the common selling expressions.

3) Who is good salesclerk?

(1) Talk with AL Listen to the requirements of an Al businessman and help the Businessman to find
suitable clothes;

(2) Every group needs to discuss possible details which may be mentioned in the conversation and
practice with their group members;

(3)  One group is supposed to make a conversation with the AI and provide suitable clothes for him;

(4 T and Ss make comments the group’s performance after the activity.

4) Who is sales champion?

T role-play 2 customers. Each group choose one scenario. According to customers’ requirements select
“Selling tricks”cards which includes some right expressions about bargain, complimentary and style etc. to
prepare the conversation.

After preparation, they are supposed to make a conversation with the teacher and persuade customers to buy
the clothes. T and Ss mark each group’s performance after the activity.

Scenario 1: College Student

As a college student volunteering to clean the garden on weekends, I need affordable,
comfortable clothes that are presentable and durable for outdoor activities.

Scenario 2: Rich Woman

Being a wealthy woman with refined tastes, I seek unique, exclusive wardrobe additions that exude
elegance and sophistication, valuing prestige and luxury over price.

5) Summary

Ss will be asked to fill an incomplete mind map about what they learn from this lesson. T will
arrange assignment for Ss: AI-Enhanced Sales Dialogue Activity

(1) Each group should record a 3-mins video of sales dialogue;

(2) The sales dialogue should contain the above 3 questions and answers;

(3)  The mock interview should also pay attention to non-verbal elements of interview;

(4)  The video should be uploaded to and released by a famous social networking software and the

score of assignment depends on the number of “likes” and “comments” they get.




After-class:

Each group will record a video of selling clothes and upload it to Unipus.

1) Choose scenarios: Ss select a sales scenario, such as a clothing store or electronics shop.

2) Dialogue Recording with Doubao: Using Al applicataion Doubao, students
input their scenarios scripts and interact with Doubao to simulate sales conversations.
Video Recording: Students record their dialogues with Doubao.

3) Upload and Evaluation: Students upload their recorded dialogue videos to Unipus. Each group will
comment on other groups’ video by fill out the following questionnaire in a questionnaire software:
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The difficulty of the content set in this lesson is slightly higher than the current level of English
proficiency of students, which is somewhat challenging. It aims to promote language use and application
among students, as well as cooperation with others. Therefore, the assessment should be conducted from
the evaluation subject, evaluation method, and evaluation approach.

3.1 Diversified evaluation subjects.

The evaluation subject is no longer a single teacher evaluation, however, it was transformed into an
evaluation subject through various teaching activities. Starting from self-evaluation, guided by teacher
evaluation, relying on student evaluation and online machine evaluation, comprehensive evaluation is
conducted in a cyclic and interactive manner. Enable students to receive corresponding evaluations for each
process during the learning process, thus forming a comprehensive evaluation process.

3.2 Diversified evaluation methods.

Targeting project output, self-evaluation, machine evaluation, teacher-student evaluation, and student
evaluation were conducted for different stages both online and offline learning. Integrating evaluation into
parts of the formative evaluation, which helps students enhance their critical thinking and
communication,through which provide the possibility for teachers and students to jointly supervise the
learning process.

3.3 Intelligent evaluation methods.

Both machine evaluation and teacher evaluation were completed through the U-campus digital
intelligence platform. Students mastered vocabularies and finished preview and review activities on the
U-campus digital intelligence platform.Teacher collected homework and gave grades and comments through
online platforms instead of traditional paper-based grading, which is fast and clear.By using Al platforms to
assist classroom teaching, teacher-student evaluation and student evaluations can be completed through
classroom activity such as filing in the blank, selection, and making a dialogue, besides it can also be
facilitated through superstar voting, bullet comments, and word clouds, stimulating interaction between
teacher and students.Extracurricular discussions through online chat platforms can also be achieved and
evaluated, and the discussion content can be saved. Though which student engagement expanded and

communication barriers reduced. Thus evaluation at any time during the course was improved.




