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	Interest Approach


EXAMPLE:

Before students arrive, place the box of costumes in the center of the room.  These can include any costume props which will help students to make a judgment about the occupation of other students – sports jerseys, welding helmets, lab coats, cowboy hats. Ask students to select a costume as they enter the room. Once everyone has their costume, ask students to develop their first impression of the people in the room.
Look around at your new classmates.  What do you think of them?  Take a few seconds and look at each person.  What can you tell me about the person in the … here elicit plausible first impressions of students.
Very good!  We have seen how the outward appearance of a person affects how we perceive them.  If we need beef products, will we approach the person with the sports jersey?  (Probable answer, no we will ask the person with the cowboy hat.) If we need medical services, we will search out the person with the lab coat and stethoscope, and so forth.  This is because the outward appearance of these persons affects our perceptions of what they do and what they can do for us.

When you hear the word “Impressions,” return the costumes to their box and quietly get into your marketing teams.  Ready, “impressions!”

Marketers have several tools with which to establish perceptions of their products/services in the minds of consumers which make those products/services more compelling to potential customers. Let’s get out our marketing notebooks, and see how we can accomplish this important marketing function for the products/services we are marketing.

EXAMPLE:

Think about a time when you got in line at a store or fast food restaurant, you looked the menu over, made your selection, and waited eagerly until it was your turn to order.  Your stomach begins to growl as you see others pick up their food, the smell of golden French fries fills the air…finally those familiar words “can I help you?”  You place your section, and the cashier repeats your order back with a total of $4.89—it is just then when you realize, you don’t have your wallet with you.

Allow for class discussion on this issue. Try to find students with stories about having money, but not enough.  Let students share their own personal examples or possibly they had a friend in this situation.  Ask students to think deeply about what could have prevented this problem.  Make the connections that planning before going to the fast food restaurant, or even before entering the line would have prevented the embarrassment.  

As students beginning an SAE, you all have the ability to prevent a similar situation.  Things that should be popping into your head about your project are things like - How much will I make, how much will everything cost, what do I need, etc.  We are about to answer these problems to ensure success at you project, no matter what it is.  If you are ready to take this journey, turn to your neighbor and say, “let’s roll!”
