INDIANA FFA ORGANIZATION

Ag Sales Presentation
CAREER DEVELOPMENT EVENT

I. OBJECTIVE:

1. To experience the preparation and presentation of a professional interview.

2. To improve communication skills useful in selling products and ideas.

3. To learn how selling skills are applied in a realistic selling situation.

II. GENERAL EVENT OVERVIEWS:

1. The presentation will be presented by one student and include the areas of:

a. Students will complete a prospect profile description, which they will review with the judge prior to the start of the presentation.  This document is included.

b. Contestant will furnish their own merchandise. Assortment of the product, if desired.   Items suitable for suggestive selling.

                              c.   The member will be selling to one designated judge and will be expected to interact

                                    freely in conversation in the same way a “real world” sales call would take place.


      d.   The member and judges should utilize the judging rubric to understand completely what

                                     is expected in a quality sales call.

2. Presentation shall not exceed 15 minutes. There will be a point deduction of 1 point for the first 30 seconds over the designated presentation time and then 1 point for every 15 seconds thereafter. 

3. The use of live animals is prohibited.

4. The use of weapons is prohibited. The list includes, but is not limited to guns, knives, bullets,

bows, and arrows. 

5. Each presenter will be responsible for providing his/her own materials and equipment to

carry out the presentation.

6. All presentations will be held in a classroom. Minimal properties (tables) will be

provided.

7. Official Dress is required, proper safety apparel is allowed during the presentation.

Name: ___________________________________________ Chapter: ___________________________

Agriculture Sales Presentation
Prospect Profile Worksheet

1.
 Name  




Age (Approx.) 

2.
Address  




Phone 


3.
Family Situation  

4.
Personality Description 

5.
Interests, Hobbies, etc. 

6.
Educational Background 

7.
Situation:  Describe in detail important background information:  

8.
Current Supplier  


Years with Current Supplier (s)  


Problems with Current Supplier 

9.
Factors likely to be important to this prospect in purchasing:  

10.
Past Experience with prospect: 

11. Anticipated problems in selling and servicing this prospect:

***To be filled out by the student(s), and given to the judges to help them understand the role in which they are to play in the presentation.
AGRICULTURE SALES PRESENTATION SCORING RUBRIC

Opening:  (5 pts)
· Firm handshake.
· Introduces self slowly & clearly (3 seconds between first and last name).
· Introduces company (slowly & clearly
· Presents business card at same time as introducing self.
· Friendly
5 pts – Introduces self (slowly & clearly), introduces company (slowly & 


      clearly), strong handshake, presents business card and friendly.

4-3 pts – Introduces self, introduces company, average handshake, did not 

               present business card.

2-1 pts – Introduces self and company very quickly so is hard to understand 

               the names, limp handshake, does not present business card.

0 pts – Does not introduce self or company at all.

Probing:  (20 pts)

· Probing for customers needs / wants

· Fact / information finding

· Asking open ended questions

· This should take up to 5 minutes

· Should be very interactive

· It is ok to take notes

              20 pts – The student asked questions about your operation or business to learn



       how his / her product will work best for your business.  The student 



       listens to the answers you provide about your operation or 



       business and incorporates it into his / her sales presentation.  The 



       student asked good informational questions that start off broad and 



       narrows down to very specific questions.  These answers are used       



       to answer objections and makes it almost impossible not to buy the 



       product.  The student is very smooth and relaxed.  He / she is very 



       concerned about helping you solve your problem.  They hit all the 



       components.


19-12 pts - The student asked questions about your operation or business to 



       learn how his / her product will work best for your business.  The 



       student listens to the answers you provide about your operation or 



       business and incorporates it into his / her sales presentation.  The 



       student is not as smooth and relaxed.  They hit most components.


11-4 pts – The student asked some questions about your operation or business    



       to learn how his / her product will work best for your business.  The 



       student listens to some of the answers you provide but does not 



       incorporate into the presentation.  They hit some of the components.  


3-0 pts – The student does not ask questions that pertain to your business.  



     They touch on very few of the components needed for probing.

Features & Benefits of Product:  (20 pts)

· Features – What the product does, offers or has.

· Benefits – What the feature means to you, what the feature can do for you.

· Unfortunately most sales representatives only talk about the products features and not the benefits.  When they should be talking about both.

· Product knowledge would fall into this area.  How well does the student know the product and can turn it in to a feature and benefit to match our needs and wants.

20 pts – The student applies the features and benefits of the product to your 


         needs and wants that were discovered during the probing process.

         The student tells you how the feature will “benefit” you.  How the 


         product will solve your problems, make life easier, matches your 


         needs or wants.  So when they close it will be very hard to object to 


         his / her close.  The student is very smooth at transitioning from 


         feature to benefit.  The student makes you want to buy the product 


          before he closes, because you can see how well this product will


          work for you.

19-12 pts – The student applies the features and benefits of the product to 



   your needs and wants that were discovered during the probing 



   process.  The student related back to how the feature will 



   “benefit” you.  The student has a benefit for most of the features.  



   The student does a good job of transitioning from feature to 



   benefit.  

                  11-4 pts – The student is having a hard time applying features and




   benefits of the product to your needs and wants.  He / she does




   not relate back to how the feature will “benefit” you.  The student 




   is having a hard time transitioning from feature to benefit.  He / 




   she does not have a benefit for most of the features.  He / she




   does not apply the feature and benefit back to meet your needs




   and wants.


        
3-0 pts – The student does not discuss features or benefits.  

Trial Close:  (5 pts)

· The buyer MUST give an objection to the trial close!
· Is used to gain acceptance on a point.
· It identifies customer’s willingness to buy or a closing opportunity.
· Judge’s clue for a trail close

1. “I like that!”

2. “I like the way that sounds!”

3. “I think that will work!”

4. “That looks great!”

· Student gaining approval on a point.

1. “Do you like that?”

2. “Do you see how / why that would work?’

· Student identifies customer’s willingness to buy or a closing opportunity?

1.  “Do you see this working for you?’

2. “How many do you think you would need?”

3. “Would you prefer_______ or ________?”

4. “Would you like to purchase……?”

5. “Which _______ would work best for you?”

5 pts – The student effectively uses a trail close.  The student recognizes the buying 


 signal.  The student gains approval on the features before moving onto the next

            feature and benefit. The student identifies the customer’s willingness to buy or a 


 closing opportunity.

4-3 pts – The student misses a couple of buying signals, but does use an effective trial 

               close.

2-1 pts – The student misses a bunch of buying signals. He / she eventually identifies 

               the customer’s willingness to buy and does a trail close.

0 pts. – The student never identifies the customer’s willingness to buy or does a trial 


  close.

Handling Objections:  (20pts)

· The student listens to objection.

· The student repeats objection.

· The student clarifies the objection.

· The student applies and discusses features & benefits of his / her product to address your objection.

· The student handles the objection with information they discovered from probing questions. 

· The buyer MUST give an objection to the trial close or the close!
· If the buyer cannot come up with an objection, the buyer can get help or input from other judges.
20 pts – The student listens to the objection, repeats the objection to clarify the 


         objection.  The student gets agreement on what the real objection is.  The 

              student discusses features & benefits that apply to the objection.  The 

              student recalls information that was gained through the probing process.  

              He / she will use this information to remind the buyer of what he had 

              previously stated was important to him.  Once there is agreement close 


         again.  The student keeps doing this process until the real objection comes


         out.  The student is very smooth.  

19-12 pts – The student listens to the objection, repeats the objection to clarify the 



   objection.  The student gets agreement on what the real objection is.  



   The student recalls information that was gained through the probing 



   process.  He / she will use this information to remind the buyer if what he 



   had previously stated was important to him.  The student tries to close 



   again.  The student does a good job of handling the objects, but is not 



   perfect or as smooth at handling the objections.

11-4 pts -  The student does not really understand the objection or how to handle the



 objection.  The student does attempt to address the objection.  He does 



 not rely on the information he discovered during the probing. He does not 



 tie in the features and benefits that he gain agreement on earlier in the 



 presentation. 

3-0 pts -   The student does not understand the objection.  He / she does not repeat 



or clarify the objection.  He / she does not try to overcome the objection. 

Close:  (20 pts)

· This is the most important part of a sales presentation!
· The student asked for the order.

· After handling all objections he asked for the order again.
20 pts – The student asked for the order and gets the sale.

19-1 pts – The student asked for the order but does not ask for the order after  


         the objection.

0 pts – The student does not ask for the order.

Sales Aids:  (10 pts)

· This is not as much about what sales aids, but how they are used and presented.
· Product literature, posters, product, power points anything that helps the student sell and present the product.
· How effectively does the student utilize the sales aids.
10 pts – The student uses the sales aids to enhance the presentation.  The sales 

              aids are easy to follow.  The student does not read the information to you.   

             They keep control of the sales aid.  The student uses the sales aids to 


        reinforce his / her presentation.  He / she uses the sales aid to answer 

             objections.  They know where to find the answers to the questions.  The 

             student uses a pen or pointer to point to the sales aid, not his / her finger.

9-5 pts – The student uses the sales aids to promote the product or service.  The


          sales aid is a little too busy and hard to follow and read.  They know where 

         the information is and can find it easily. 

4-1 pts – The student has sales aids to promote the product or service.  The 

               student does not use the sales aids to detail off of.  The student reads 

               sales aid to you.  When he / she reads to you they turn it so the student 

               can see it also.  The student uses his / her finger as a pointer.

0 pts – The student does not have any sales aids. 
           
Name:_____________________________________Chapter:____________________

Sales Presentation

	Composition
	Possible Points
	Score



	Opening


	5 
	

	Probing 
	20 


	

	Features & Benefits 


	20
	

	Trial Close
	5


	

	Handling Objections
	20


	

	Close


	20
	

	Sales Aids
	10


	


	Time Deductions


	
	

	Grand Total


	100 points
	


