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Contest Details

Date: Saturday, April 26, 2008

Time: 7:45am.

Location: Room 320, Agricultural Hall, OSU

Contest Purpose, Objectives, Rules and Guidelines

Purpose of the Contest

The purpose of the Agricultural Sales Career Development Event is to provide an individual with
the basic skills to take advantage of the career opportunities offered in the agricultural sales field.
Sales are an essential part of a market economy. Agricultural products benefit from sales skills, both
for inputs for production and the marketing of the products.

Objectives
A. Communication Skills
1. Verbal Communication
2. Written Communication
3. Interactive Communication — to be able to listen and question in order to gather
information

B. Product Knowledge
1. Features and benefits of a product
2. ldentifying potential customer objections
3. Knowledge of proper product use

C. Sales Process
1. Identifying prospective customers through marketing data
2. Developing an approach that introduces your product to your prospective customer
3. Develop a sales call that determines and addresses customers’ needs and objections
4. Attempt trial closes to confirm customer interest.
5. Understand the basic business structure necessary to sell and deliver a product
6. Attempt to close the sale by asking the customer to make a buying decision



D. Maintaining Customers
1. Establish and build customer confidence in you and your product
2. Address customer complaints, including:
a. Defective merchandise
b. Maintain customer contact and place additional orders for sales
c. Review product performance

Contest Format

The agricultural sales contest will follow as closely as possible the National CDE format. Refer
to the National FFA website http://www.ffa.org/programs/cde/index.html. The agricultural sales
contest will consist of four parts: (I) an objective test; (I1) either an individual or a team sales
presentation (our intent is that this will be an individual event as it has been recently, but
depending on availability of judges we reserve the right to change this to a team event — in such
an event we will make every attempt to provide adequate notice on this website); (111) a team
sales situation; and (V) a sales situation practicum. (In the likely event that the sales
presentation is an individual event, each team’s members will participate simultaneously, so if
props are used, each student will need his or her own prop to use.)

Each team will consist of three or four students. The 12 teams scoring highest on the objective
test will participate in the remainder of the contest. The team score will be the total of the scores
of the three highest-scoring members. Each team member will participate in a practicum. The
practicum will be the same for each team member. For 2008, the practicum will be “Customer
Relations.” The contest will consist of 500 total possible points per team member (objective test
= 100 points, individual/team sales presentation = 100 points, team sales situation = 200 points,
practicum = 100 points).

Tie-breaking rules used by the National contest will be used. Should a tie occur in the individual
or team scores, the tie will be broken by the highest sales call score. If the tie cannot be broken
using the sales call score, the highest written test score will be used. If a tie still exists, the
highest practicum score will be used to break the tie.

Note: Official FFA Dress is Required for All Parts of the Contest. Contestants will be
allowed to have a personal battery operated calculator with them during the contest.
Additional notes, books, or paper will not be allowed in the contest room. Cellular
telephones and other electronic audio or video devices are not allowed. Scratch paper will
be provided as needed



