An Association of Marketing Students¨

OCCUPATIONAL CATEGORY

Apparel and Accessories Marketing

Associate Level

INSTRUCTIONAL AREA

Support Activities

EVENT OVERVIEW

The participant is to assume the role of sales associate for a men's and women's apparel and accessories store. A customer (judge) has approached the sales associate (participant) to make a purchase. The sales associate (participant) is to sell the idea of applying for the store's credit card and to convince the customer to complete the credit card application. The situation will take place at the register on the sales floor.

COMPETENCIES EVALUATED

1.
Use suggestion selling.

2.
Facilitate completion of business credit application.

3.
Explain the purposes and importance of credit.

4.
Explain the nature and scope of financing.

5.
Address people properly.

PARTICIPANT INSTRUCTIONS

PROCEDURES

1.
The event will be presented to you through your reading of the sections:  Event Overview, Competencies Evaluated and Event Situation. You will have up to 10 minutes to review this information to determine how you will handle the role-play situation and demonstrate the competencies of this event. During the preparation period, you may make notes to use during the role-play situation.

2.
You will give an ID label to your adult assistant during the preparation time.

3.
You will have up to 10 minutes to role-play your situation with a judge.

4.
You will be evaluated on how well you meet the competencies of this event.

5.
Turn in all your notes and event materials when you have completed the role-play.

EVENT SITUATION

You are to assume the role of sales associate for a men's and women's apparel and accessories store. Your store is offering a special promotion to encourage customers to apply for its business credit card. The store is offering any customer who applies for the credit card a 10 percent discount on his or her current purchase. This promotion campaign is only to get people to apply for the credit card and does not mean that the customer will be accepted. During a staff meeting you have been instructed to get as many customers as possible to complete the credit card application.

A customer (judge) has approached you to make a purchase. You are to sell the idea of applying for the store's credit card and to convince the customer (judge) to complete the credit card application.  The credit card application has been included on page 3. The application also includes specific details concerning the rates and terms of the credit card, which will assist you in the role-play.

The situation will take place at the register station on the sales floor. The customer (judge) will begin the role-play by asking to make a purchase. Once you have presented the credit card application and have attempted to get the customer to apply, the customer (judge) will end the role-play by thanking you for your help.

Check the card you want to apply for:

o GOLD CARD
o PREFERRED CARD

ABOUT YOU

Print your name as you would like it to appear on card (Please print clearly)

ooooooooooooooooo

Address


City
State

ZIP


Home Phone (       )                     Business phone (       )




Previous address (if less than three years at current address)

Address


City
State

ZIP




Social Security #
Birth date





Mother's maiden name (for security purposes)


Monthly housing payment $
Do you:  o own  o rent  o other

ABOUT YOUR FINANCES

Employer

Your Annual

Salary                         $

Position

Other Household

Income                       $

Years there

Total Household

Income                       $

Source of other income*

*Alimony, child support, investments, etc. need not be revealed if  you do not wish them considered as a basis for repayment.

Previous employment or school (if less that three years with current employer)

Employer

Position                                           Years there

Check all the credit cards you currently hold:

o MasterCard¨   o Visa¨   o American Express¨   o Discover¨ 

ÿYES, I would like an additional card at no extra charge for

First                           Middle                    Last

Relationship

Annual Percentage Rate

(APR)

17.9 for purchases, which may vary.

Variable-Rate

Information

Your APR may vary. The APR is tied to the U.S. Prime Rate, as published in The Wall Street Journal, plus two margins. The first margin is 8.9 percentage points. The second margin is either 0 percentage points or 2 percentage points, based upon your payment history.

Grace Period for

Repayment of Balance

At least 25 days from Statement Closing Date.

Method of Computing the

Balance for Purchases

Average Daily Balance (including new transactions).

Annual Fee

NO FEE

Transaction Fees for Cash Advances and Fees for Paying Late or Exceeding the Credit Limit

Transaction Fee for Bank and ATM Cash Advance: 2% of each Cash advance ($2 Minimum, $25 Maximum) Transaction Fee for Preferred Access Checks Cash Advances: 1% of each Cash Advance ($2 minimum, $10 maximum). Late-Payment Fee:  $15. Over-the-Credit-Limit Fee $15.

Transactions fees for

purchases

Transaction fee for the purchase of wire transfers, money orders, bets, lottery tickets, and casino gaming chips is 2% of each such purchase ($2 minimum, $25 maximum)

I understand that if my application for the Gold Card is not approved, this request constitutes 

my application for the Preferred Card. I accept that on a periodic basis I may be considered

for an automatic upgrade to the Gold Card at MBNA America's discretion. The information 

about the cost of the cards described in this application is accurate as of 3/31/96. The information 

may have changed after that date. To find out what may have changed call 1-800-555-7383

MBNA America,¨ Premium Access Checks,¨ and Preferred Access Checks¨ are federally 

registered service marks of MBNA American Bank, N.A. MasterCard International, Inc., used 

pursuant to license. Visa¨ is a federally registered service mark of Visa U. S. A. Inc., used 

pursuant to license.

Your signature

I have read this application and everything I have stated in it is true. I authorize MBNA

Bank, N.A. to check my credit, employment history, or any other information and to report

to others such information and credit experience with me. I understand that the acceptance

or use of any card issued will be subject to the terms of this application

X
Date     /     /


ADMINISTRATIVE INSTRUCTIONS

ADMINISTRATIVE SUGGESTIONS

1.
Allow 10 minutes for orientation/preparation period.

2.
Allow 10 minutes for role-play with the judge.

3.
Allow 1 minute for judge's evaluation.

FACILITIES, SUPPLIES/MATERIALS AND/OR EQUIPMENT NEEDED

1.
Facilities:  This event can be done in a conference setting. Preparation and role-play areas are needed with table-and-chair arrangements.

2.
Supplies:  Participant copies of appropriate information and judge's evaluation sheets.

3.
Special needs:  None.

PERSONNEL NEEDED

1.
One person to play the role of customer.

2.
Two people with a division of responsibility.

3.
Event manager.

4.
Adult assistant for each section.

MINIMUM LEVEL OF ACCEPTABLE PERFORMANCE

70%

TIEBREAKER

The most points for:

1.
Item number 3

2.
Item number 2

3.
Item number 1

Compare other numbered items in sequential order.

JUDGE'S INSTRUCTIONS

DIRECTIONS, PROCEDURES AND JUDGE'S ROLE

In preparation for this event, you should review the following information with your event manager and other judges:

1.
Event Overview

2.
Competencies Evaluated

3.
Participant Instructions

4.
Judge Role-Play Characterization

Participants may conduct a slightly different type of meeting and/or discussion with you each time; however, it is important that the information you provide and the questions you ask be uniform for every participant.

5.
Evaluation Form

Please use a critical and consistent eye in rating each participant.

JUDGE ROLE-PLAY CHARACTERIZATION

You are to assume the role of a customer who is preparing to make a purchase at a men's and women's apparel and accessories store. You shop at this store occasionally and you like the level of service that you receive, as well as, its wide selection of merchandise.

You are to approach the sales associate (participant) to make a purchase. The participant is to inform you of a special promotion that the store is offering to encourage customers to apply for its business credit card. The participant is to sell the idea of applying for the store's credit card and to get you to complete the credit card application. The participant should make it clear that completion of the application does not necessarily mean that you will be accepted or even have to use the card once you receive the credit card.

The situation will take place at the register on the sales floor. You are to begin the role-play by asking to make a purchase. During the course of the role-play, you are to ask the following questions of each participant:


1.  How is this credit card different?


2.  What does the credit card offer?


3.  What do I need to do to apply?



4.  Can I use the credit card right away to make this purchase? Do I still get my discount?

Once the sales associate (participant) has presented the credit card application and has made an attempt to get you to apply, you are to conclude the role-play by thanking the participant.

You are not to make any comments after the event is over except to thank the participant.

JUDGE'S INSTRUCTIONS

Evaluation Form Information

The participants are to be evaluated on their ability to perform the specific competencies stated on the cover sheet of this event and restated on the Judge's Evaluation Form. Although you may see other competencies being demonstrated by the participants, those listed in the Competencies Evaluated section are the critical ones you are measuring for this particular event.

Please note that the Judge's Evaluation Form has a starred number in the ranking for each evaluation item. This starred number represents a minimum competency level that an employee in your industry should attain so that additional formalized training would not be required immediately.

Evaluation Form Interpretation

The evaluation levels listed below and the evaluation rating procedures should be discussed thoroughly with your event chairperson and the other judges to ensure complete and common understanding for judging consistency.

Level of Evaluation

Interpretation Level

Excellent

Participant demonstrated the competency in an extremely professional manner; greatly exceeds business standards; would rank in the top 10% of business personnel performing this competency.

Good

Participant demonstrated the competency in an acceptable and effective manner; meets at least minimal business standards; there would be no need for additional formalized training at this time; would rank in the 70-89th percentile of business personnel performing this competency.

Fair

Participant demonstrated the competency with limited effectiveness; performance generally fell below minimal business standards; additional training would be required to improve knowledge, attitude and/or skills; would rank in the 50-69th percentile of business personnel performing this competency.

Poor

Participant demonstrated the competency with little or no effectiveness; a great deal of formal training would be needed immediately; perhaps this person should seek other employment; would rank in the 0-49th percentile.

JUDGE'S EVALUATION FORM
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DID THE PARTICIPANT:

1.  Use suggestion selling?

POOR

FAIR

GOOD

EXCELLENT

0,  2

4,  6,  8

*10,  12,  14

16,  18

Use of suggestion selling was weak or inappropriate for this situation.

Adequately used suggestion selling for this situation.

Effectively used suggestion selling for this situation.

Very effectively used suggestion selling to promote the credit card application.

2.  Facilitate completion of business credit application?

POOR

FAIR

GOOD

EXCELLENT

0,  2

4,  6,  8

*10,  12,  14

16,  18

Presentation did little to facilitate the completion of the business credit application.

Adequately facilitated the completion of the business credit application.

Effectively facilitated the completion of the business credit application.

Very effectively facilitated the completion of the business credit application.

3.  Explain the purposes and importance of credit?

POOR

FAIR

GOOD

EXCELLENT

0,  2

4,  6,  8

*10,  12,  14

16,  18

Explanation of the purposes and importance of credit was incomplete or inaccurate.

Adequately explained the purposes and importance of credit.

Effectively explained the purposes and importance of credit.

Very effectively explained the purposes and importance of credit; provided examples.

4.  Explain the nature and scope of financing?

POOR

FAIR

GOOD

EXCELLENT

0,  2

4,  6,  8

*10,  12,  14

16,  18

Explanation of the nature and scope of financing was ineffective or incomplete.

Adequately explained the nature and scope of financing.

Effectively explained the nature and scope of financing.

Very effectively explained the nature and scope of financing; gave examples related to this situation.

5.  Address people properly?

POOR

FAIR

GOOD

EXCELLENT

0, 2

4, 6, 8

*10, 12, 14

16,  18

Manner of address was ineffective or inappropriate for this situation.

Manner of address was adequate for this situation.

Manner of address was effective for this situation.

Manner of address was appropriate and effective for this situation.

6.  Overall impression of the participant's skills and performance?

POOR

FAIR

GOOD

EXCELLENT

0,  1

2,  3,  4

*5,  6,  7

8,  9,  10

Demonstrated few 

skills with little or 

no effectiveness.

Demonstrated limited 

ability to link some 

skills effectively.

Effectively presented

specified skills.

Presented skills in a confident, 

articulate and integrated manner 

that meets the highest profes-

sional business standards.

Judge's Initials 

TOTAL SCORE 
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EVENT SITUATION (continued)
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DO NOT WRITE ON THIS PAGE.  RECORD ALL

SCORES ON THE SCANTRON SHEET PROVIDED.

*Starred numbers indicate the minimum level that should be considered in keeping an employee without additional formalized training.




