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Personal Selling

PARTICIPANT INSTRUCTIONS

1.
The event will be presented to you through your reading of the 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.

COMPETENCIES EVALUATED

1.  Explain the purpose and importance of selling.

2.  Explain the selling process.

3.  Explain the key factors in building a clientele.

4.  Use feature/benefit selling.

5.  Demonstrate appropriate creativity.

EVENT SITUATION

You are to assume the role of sponsorship coordinator for a charity walk. Your supervisor (judge) wants you to develop a plan to attract corporate sponsors.

The charity walk is an annual event held in a metropolitan area. Walkers agree to walk 10K and solicit donations for the charity on their behalf from other individuals. Besides being a great fund-raiser, the walk is also a public relations event raising awareness of the charity. Many local members of the press cover the event.

Last year, approximately 5,000 walkers pledged $500,000 in donations. However, a large portion of that money went to expenses—bottled water, snacks, T-shirts, entertainment, programs, mailings, publicity, phones, traffic coordination, travel and other costs. This year, in an effort to ensure that as much money as possible goes to charity, the walk coordinators wish to enlist more corporate sponsors to help lower the expenses.

Your supervisor (judge) has asked for your thoughts on ways companies could become involved in the charity walk. The supervisor (judge) also wants to know the types of companies that should be approached and what direction you would take in making a proposal.

You will present your ideas to the supervisor (judge) in the walk coordination office. The role-play will begin with the supervisor (judge) asking you for your ideas and will conclude with the supervisor (judge) thanking you for your efforts and input.

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.
Competencies Evaluated

2.
Participant Instructions

3.
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.

4.
Evaluation Form

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

JUDGE ROLE-PLAY CHARACTERIZATION

You are to assume the role of supervisor for a charity walk. Your sponsorship coordinator (participant) will present a plan to attract corporate sponsors.

The charity walk is an annual event held in a metropolitan area. Walkers agree to walk 10K and solicit donations for the charity on their behalf from other individuals. Besides being a great fund-raiser, the walk is also a public relations event raising awareness of the charity. Many local members of the press cover the event.

Last year, approximately 5,000 walkers pledged $500,000 in donations. However, a large portion of that money went to expenses—bottled water, snacks, T-shirts, entertainment, programs, mailings, publicity, phones, traffic coordination, travel and other costs. This year, in an effort to ensure that as much money as possible goes to charity, the walk coordinators wish to enlist more corporate sponsors to help lower the expenses.

You have asked the sponsorship coordinator (participant) to come up with ideas about ways companies could become involved in the charity walk. You wish to know the types of companies that should be approached and what direction the coordinators would take in making a proposal.

The sponsorship coordinator (participant) will present his/her ideas to you in the walk coordination office. The role-play will begin with you asking to hear about the new ideas. During the course of the role-play you are to ask the following questions of each participant:


1.  What benefit from sponsorship can we offer each company?


2.  How can we keep these companies' support for more than one year?


3.  How else can we keep our expenses down to ensure that more donated money goes to 

     charity?

Once the sponsorship coordinator (participant) has presented his/her ideas and has answered your questions, you may conclude the role-play by thanking the coordinator (participant) for his/her effort and input.

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. Explain the purpose and importance of selling?




POOR
FAIR
GOOD
EXCELLENT

0, 2
4, 6, 8
*10, 12, 14
16, 18

Explanation of the purpose and importance of selling was week or confusing.
Explanation of the purpose and importance of selling was adequate.
Explanation of the purpose and importance of selling was effective.
Explanation of the purpose and importance of selling was clear and very effective.






2. Explain the selling process?




POOR
FAIR
GOOD
EXCELLENT

0, 2
4, 6, 8
*10, 12, 14
16, 18

Attempts at explaining the selling process were incomplete or ineffective.
Attempts at explaining the selling process were adequate.
Attempts at explaining the selling process were effective.
Attempts at explaining the selling process were very effective.






3. Explain the key factors in building a clientele?




POOR
FAIR
GOOD
EXCELLENT

0, 2
4, 6, 8
*10, 12, 14
16, 18

Identified, but did not explain, the key factors in building a clientele.
Provided an adequate explanation of the key factors in building a clientele.
Provided an effective explanation of the key factors in building a clientele.
Provided a very effective explanation of the key factors in building a clientele; gave examples.






4. Use feature/benefit selling?

POOR
FAIR
GOOD
EXCELLENT

0, 2
4, 6, 8
*10, 12, 14
16, 18

Attempts at using feature/benefit selling were weak or ineffective.
Attempts at using feature/benefit selling were adequate.
Effectively used feature/benefit selling.
Very effectively used feature/benefit selling.






5. Demonstrate appropriate creativity?




POOR
FAIR
GOOD
EXCELLENT

0, 2
4, 6, 8
*10, 12, 14
16, 18

Demonstrated little or inappropriate creativity.
Demonstrated an adequate level of creativity.
Demonstrated an effective level of creativity.
Demonstrated a very effective and appropriate level of creativity.






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 professional business standards.






Judge’s Initials 

TOTAL SCORE 

Published 1998 by DECA Related Materials. Copyright © 1998 by DECA, Inc. No part of this publication may be reproduced for resale without written permission from the publisher. Printed in the United States of America.




_1002115279.unknown

