Case study: buying and selling online in South Nottinghamshire

Guidance for facilitators

This case study provides the basis for discussion leading to the generation of ideas for creating similar courses.  The activities, listed at the end of the case study, are for information and communications technology (ICT) tutors and others involved in delivery of ICT programmes and courses.

Facilitators could use the case study in the following way.
Stage 1
Participants read the case study beforehand.
Stage 2
General discussion in plenary – perhaps focusing on possible barriers in this kind of work.
Stage 3
Activities (at the end of the case study) in pairs or groups, with plenary feedback (using all the activities or a relevant selection).  Activities can be shared out according to the size of the group.
 Stage 4
How will you adapt teaching and learning to accommodate the messages from the case study?

The case study

Introduction and overview
This case study explains why and how Emma, the Programme Area Manager for Community IT, devised and delivered a new course entitled Buying and Selling Online.  It describes the wide range of learners on the course, what they each wanted from it, and how their different needs were catered for.  It illustrates how tutors need to be flexible when delivering such a course as new learning needs continually arise.  It is an example of how a new course for adult learners can be a springboard to other ICT courses.

The case study puts into practice the theme of Getting it right for the learner and is based on learners' needs and purposes.  It addresses how to establish individual and group learning goals.  Successful delivery of such a course will improve teaching and learning and ensure that learners make good progress and achieve what they set out to achieve.

Guidance and facilitation notes for use

This case study gives an extract from the scheme of work.  You could consider how to adapt this to provide a similar course at your own centre or organisation.  See Extension activities at the end for further ideas.
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Context

Learners were ringing the college advice line wanting help with buying and selling online.  In response to this, in the summer of 2005, Emma put on a three-and-a-half hour summer school, which over-ran by an hour.  There were nine learners in this initial class.  It was 

very successful and there was lots of positive feedback.  All the learners asked if there would be a longer course.

As a result of this, a two-hour, six-week course was developed and advertised as Buying and selling online.  This course and another course were delivered by the Adult Education department on buying and selling online.  Both were fully subscribed.  All quotes in the case study are from Emma, Programme Area Manager for Community IT.

Why are these courses so popular?

“You know how successful car boot sales are? Well, buying and selling online is the car boot sale of the future - one person’s junk is another person’s treasure.  Lots more people are starting to cotton on to it.  It’s better to sit at a computer in the warm than in a draughty field with a pasting table.”
Who were the learners and what did they want from the course?

The learners were very mixed.  This is just what a few of them wanted.

· A young mother was trying to get a business off the ground selling shampoos and essential oils and so on.

· A jeweller wanted to get rid of redundant stock.

· A woman had a large costume jewellery collection to sell.

· David had generated tat, for example, old cameras, badges and so on, to sell.

· Maria wanted to sell car boot items, for example, books her children have used for revision, unwanted presents and so on.

· Another woman was an impulse buyer.  She bought goods and never used them, and wanted to sell what she doesn't need.  She sold a handbag and a jacket whilst in class.

· Ella was interested generally, but wasn’t yet sure what she wanted to sell.  She collected figurines and thought she might want to sell those.

· Alison and Peter were a married couple who wanted to find a niche to make an income for their retirement.  Actually, they spent more time buying than selling.  Alison recently bought a clock and some books.

Most learners have come to the course wanting to sell, but they buy as well once the course starts.  Most of them are very wary of buying online and want more information before they dive in.
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How did you decide what to include in the course?

Emma designed it according to what she thought she herself would want to know if she were a complete beginner.

I put myself in the learners’ shoes and thought: What would make me feel comfortable using e-commerce? So I devised a syllabus and scheme of work based around three elements of achievement - buying online, security and using e-commerce.

In week one, following a check that what is being offered matches learners' needs, learners looked at security issues and discussed how you could be sure that your data is secure.  They looked at security certificates for two major supermarkets.  Emma also taught them how to set up a web-based email account to be used just for buying and selling online.  This built their confidence in using e-commerce.  None of them knew what the padlock signified on these sites, nor that the s in https means that it is a secure site.

In the first session, the class discussed the content of the entire course.  At the beginning of the course, one of the learners, who was not computer literate, was going to enrol on a basic computing course after Christmas.  He could just about drive a mouse initially and had since learnt many new skills.

How much did you follow the scheme of work?

“Quite well, although we got through some items faster than I thought.  It was surprising how we strayed into other (but related subjects) as well.  The class talked about lots of different related things, for example, digital cameras, and how to construct a dynamic search using plus and minus on search engines.  The learners then learnt about good web searching techniques as well.”
To help the learners further, Emma set up a word template for the learners to describe their items to sell.  She also talked to them about how to make their sales pitch more interesting and lively.  One learner completed an auction whilst in the class.

Emma also used a Mavika camera with learners.  This takes a floppy disc instead of a memory card.  Learners could then store and print their photographs.  One learner brought in his own camera and the tutor helped him learn how to use it.
Learners also did a file management exercise.  Essentially, they covered a plethora of skills in addition to those needed for just buying and selling.
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Why was it so successful?

“It’s a lot to do with the tutor - it is really important to be approachable.  Being laid back is essential.  People are here for fun as well as to learn.  You have to be prepared to diversify, because who knows what they will ask.”

What did the learners think of the course?

“They loved it and have asked if there is to be a level 2.” 

It has also proved to be a good vehicle for progression on to other courses.  Learners on this course are all brand new adult learners to the college.

“Once they are in college and are used to how things work, they are much more likely to come back, for example,  to do a digital imaging course.”

What attracted them to this course?

“It is meeting a real need and is relevant to something they want to do in their lives - now.”

There are plans afoot to introduce the course into two more centres in the near future.  One of these will be in the city centre so people can go straight from work.
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Extract from Scheme of work

	 Objectives
	Content
	Teaching and learning strategies

	Week 1
	Recognise the requirements for buying online.

Set up a web-based email account.

Navigate around commercial sites.
	Welcome, explain course content.

Check current knowledge and skills of learners, including relevant literacy, language and numeracy (LLN) skills.

Introduce e-commerce.

Introduce network and logging on.

Set up email account.

Look at commercial sites, for example Tesco, John Lewis.
	Ice breaker and introduction to the course through discussion.

Question and answer (Q and A) session.

Demonstration on using web-based email.

Initial literacy, language and/or numeracy (LLN) assessment.

	Week 2
	Demonstrate understanding of secure and non-secure websites.

Add a site to Favourites and organising.

Recognise auction and transaction sales.
	Re-cap on previous week.

Moving around the Internet.

SSL and HTTPS icon and security certificates.

Using Internet Explorer to save Uniform Resource Locators (URLs) in Favourites.
	Learners to follow tutor’s instructions as familiarity with the concept grows.



	Week 3
	Use Favourites to find websites for shopping.

Set up a buying and selling online account.

Use payment account.
	Re-cap on previous week, discuss any problems and resolve.

Use email account to set up a buying and selling online account.

Use search function to find items to purchase.
	Discussion, Q and A, and demonstration on setting up an account.

Individually discuss any problems.

	Week 4
	Use a buying and selling online website to sell items.

Demonstrate understanding of legal aspects, contracts and security, postage and packing.
	Legalities of Internet auction sites.

Types of items for sale.

Costs of postage and packing.
	Discussion, Q and A, and demonstration on problem areas.

Remind learners to bring details of items for sale.
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	Week 5
	List an item for sale on a buying and selling online website.
	Learners to have an item for sale.

Guidance through using the selling facility of a buying and selling online website.
	Discussion, Q and A, and demonstration of problem areas.

Learners work through exercises independently with one-to-one help.

	Week 6
	Check a buying and selling online website for sellers.
	Collecting payment.

Shipping sold items.

Course review.

Close.
	Demonstration.

Q and A.

Discussion

Mini lecture?

Learners work through exercises.


	Extension activities

	Applying the same principles as in the case study, consider how you might design a similar course, for example:

· to help parents support their children's learning

· about online shopping

· about online security issues; and

· to show how to use a digital camera (See Digital camera Webquest link).
Other activities might also include non e-skills, such as financial education and how to address Skills for Life issues when teaching other subjects.
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