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CAREER CLUSTER
Hospitality and Tourism
CAREER PATHWAY
Restaurant and Food and Beverage Services
INSTRUCTIONAL AREA 
Selling
QUICK SERVE RESTAURANT MANAGEMENT SERIES EVENT
PARTICIPANT INSTRUCTIONS

PROCEDURES

1.
The event will be presented to you through your reading of these instructions, including the Performance Indicators 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 performance indicators of this event. During the preparation period, you may make notes to use during the role-play situation.

2.
You will have up to 10 minutes to role-play your situation with a judge (you may have more than one judge).

3.
You will be evaluated on how well you meet the performance indicators of this event.

4.
Turn in all your notes and event materials when you have completed the role-play.

PERFORMANCE INDICATORS 

1. List the qualifications for various careers in the food service industry. 
2. Explain how businesses can use trade-show/exposition participation to communicate with targeted audiences.  
3. Analyze product information to identify product features and benefits.  
4. Explain company selling policies.  
5. Explain the nature and scope of the selling function.  

EVENT SITUATION

You are to assume the role of vice president of marketing for Rubens!, a relatively new fast food chain featuring deli sandwiches. A visitor to your trade show booth (judge) has stopped at your table and is seeking information on becoming a franchisee.

Rubens! is a three-year-old fast food restaurant chain featuring gourmet style deli sandwiches. The menu includes the signature reuben sandwich along with pastrami, corned beef, ham, salami, chopped liver, meatloaf, turkey, tuna salad, chicken salad and eight different cheeses. Sandwiches are made warm or cold to order and take approximately one minute to make. There are currently 35 Rubens! locations, 30 of which are franchised. 

You are currently working the Rubens! booth at the Entrepreneur Today trade show. Visitors to the show are adults of all ages looking for the opportunity to operate their own businesses. The purpose of Rubens!’ participation in the show is to introduce the company to prospective franchisees, provide operational information, identify franchisee qualifications, answer questions and arrange follow-up meetings with those who appear qualified and are interested in Rubens!.   
A visitor (judge) has stopped at your booth and appears to be looking over some of the information displayed on the table. You are to approach the visitor (judge) and take him/her through an introductory presentation covering the points mentioned above with the goal of arranging a follow-up meeting with the visitor (judge). A Rubens! fact sheet is included on the following page for you to use during your presentation.  
You will make your presentation to the visitor (judge) in a role-play to take place in front of your trade show booth. You will begin the role-play by greeting the visitor (judge) with an appropriate welcoming statement. After you have made your presentation and have answered the visitor’s (judge’s) questions, the visitor (judge) will conclude the role-play by thanking you for the information.


Rubens! Fact Sheet
Target customer: adults

Sandwich prices: $8.95 - $11.95

Beverages and deli-style chips available

Approximately 70% of orders are carryout

Typical Rubens! store is 1,300 sq. feet
All food products are to be purchased from company approved vendors
Same store sales are up 9% between the first and second year of operation

Initial franchise fee: $15,000
Average total investment for fixtures/equipment: $240,000

Royalty fee: 8% of monthly gross sales
Territorial protection: no other Rubens! allowed within a five mile radius

Number of employees needed to run a franchised unit: 8 – 12

Franchisees must have a net worth of $125,000 with a minimum $60,000 in liquid cash

Financing is available to franchisees

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. Procedures

2. Performance Indicators 

3. Event Situation

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. Judge’s Evaluation Instructions

6. Judge’s 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 booth visitor at the Entrepreneur Today trade show. The vice president of marketing for Rubens! (participant) is manning the booth and will approach you with information on becoming a potential franchisee. 
Rubens! is a three-year-old fast food restaurant chain featuring gourmet style deli sandwiches. The menu includes the signature reuben sandwich along with pastrami, corned beef, ham, salami, chopped liver, meatloaf, turkey, tuna salad, chicken salad and eight different cheeses. Sandwiches are made warm or cold to order and take approximately one minute to make. There are currently 35 Rubens! locations, 30 of which are franchised. 

The vice president of marketing (participant) is currently working the Rubens! booth at the Entrepreneur Today trade show. Visitors to the show are adults of all ages looking for the opportunity to operate their own businesses. The purpose of Rubens!’ participation in the show is to introduce the company to prospective franchisees such as you, provide operational information, identify franchisee qualifications, answer questions and arrange follow-up meetings with those who appear qualified and are interested in Rubens!.   
You have stopped at the Rubens! booth and are looking over some of the information displayed on the table. The vice president (participant) will approach you and attempt to take you through an introductory presentation covering the areas mentioned above, with the goal of arranging a follow-up meeting with you. The vice president (participant) has been provided with a Rubens! fact sheet to use during the presentation.  

The vice president of marketing (participant) will conduct the introductory presentation to Rubens! with you in a role-play to take place in front of the trade show booth. The vice president (participant) will begin the role-play by greeting you with an appropriate welcoming statement. 
Role Play Profile: If asked, you should state that your most recent work experience is as the food and beverage manager for a large hotel where you have worked for the past six years. You are to state that you are interested in finding out more about the possibility of becoming a Rubens! franchisee. 

During the course of the role-play you are to ask the following questions of each participant:

1. Why are franchisees charged a monthly royalty fee of 8% of gross sales?

2. Are franchisees free to buy food products and supplies from any vendor?  Please explain. OR Why are franchisees restricted from buying food products and supplies from whichever vendor they might feel is best? (Select most appropriate question)  
Once the vice president of marketing (participant) has made his/her presentation and has answered your questions, you will conclude the role-play by thanking the vice president (participant) for the information. You are not to commit to anything other than to meet again in the near future.
You are not to make any comments after the event is over except to thank the participant.

JUDGE’S EVALUATION INSTRUCTIONS

Evaluation Form Information

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

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

	
	

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

	
	

	Meets Expectations
	Participant demonstrated the performance indicator 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 performance indicator.

	
	

	Below Expectations
	Participant demonstrated the performance indicator 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 performance indicator.

	
	

	Little/No Value
	Participant demonstrated the performance indicator 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 of business personnel performing this performance indicator.


JUDGE’S EVALUATION FORM
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DID THE PARTICIPANT:
	1.  List the qualifications for various careers in the food service industry?

	Little/No Value
	Below Expectations
	Meets Expectations
	Exceeds Expectations

	0, 1, 2, 3, 4, 5
	6, 7, 8, 9, 10, 11
	12, 13, 14, 15
	16, 17, 18

	Attempts at listing the qualifications for various careers in the food service industry were inadequate or weak.
	Adequately listed the qualifications for various careers in the food service industry. 
	Effectively listed the qualifications for various careers in the food service industry.
	Very effectively listed the qualifications for various careers in the food service industry.

	
	
	
	

	2.  Explain how businesses can use trade-show/exposition participation to communicate with targeted audiences?

	Little/No Value
	Below Expectations
	Meets Expectations
	Exceeds Expectations

	0, 1, 2, 3, 4, 5
	6, 7, 8, 9, 10, 11
	12, 13, 14, 15
	16, 17, 18

	Attempts at explaining how business can use trade-show/exposition participation to communicate with targeted audiences were inadequate or weak.
	Adequately explained how businesses can use trade-show/exposition participation to communicate with targeted audiences.
	Effectively explained how businesses can use trade-show/exposition participation to communicate with targeted audiences.
	Very effectively explained how businesses can use trade-show/exposition participation to communicate with targeted audiences.

	

	3.  Analyze product information to identify product features and benefits?

	Little/No Value
	Below Expectations
	Meets Expectations
	Exceeds Expectations

	0, 1, 2, 3, 4, 5
	6, 7, 8, 9, 10, 11
	12, 13, 14, 15
	16, 17, 18

	Attempts at analyzing product information to identify product features and benefits were weak or incorrect.
	Adequately analyzed product information to identify product features and benefits.
	Effectively analyzed product information to identify product features and benefits.
	Very effectively analyzed product information to identify product features and benefits.

	

	4.  Explain company selling policies?

	Little/No Value
	Below Expectations
	Meets Expectations
	Exceeds Expectations

	0, 1, 2, 3, 4, 5
	6, 7, 8, 9, 10, 11
	12, 13, 14, 15
	16, 17, 18

	Attempts at explaining company selling policies were inadequate or unclear.
	Adequately explained company selling policies.
	Effectively explained company selling policies.
	Very effectively explained company selling policies.

	

	5. Explain the nature and scope of the selling function?

	Little/No Value
	Below Expectations
	Meets Expectations
	Exceeds Expectations

	0, 1, 2, 3, 4, 5
	6, 7, 8, 9, 10, 11
	12, 13, 14, 15
	16, 17, 18

	Attempts at explaining the nature and scope of the selling function were inadequate or weak.
	Adequately explained the nature and scope of the selling function.
	Effectively explained the nature and scope of the selling function.
	Very effectively explained the nature and scope of the selling function.

	

	6. Overall impression and response to the judge’s questions.

	Little/No Value
	Below Expectations
	Meets Expectations
	Exceeds Expectations

	0, 1, 2
	3, 4, 5
	6, 7, 8
	9, 10

	Demonstrated few skills; could not answer the judge’s questions.
	Demonstrated limited ability to link some skills; answered the judge’s questions adequately.
	Demonstrated the specified skills; answered the judge’s questions effectively.
	Demonstrated skills confidently and professionally; answered the judge’s questions very effectively and thoroughly.


Judge’s Initials 

TOTAL SCORE 
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