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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. Describe factors that affect the business environment. 
2. Explain company selling policies. 
3. Determine customer/client needs.  
4. Discuss motivational theories that impact buying behavior. 
5. Treat others fairly at work.  

EVENT SITUATION

You are to assume the role of vice president of operations at Holt’s, a regional discount department store chain. The chief executive officer (judge) has asked for your analysis and recommendation regarding the store’s operating hours. 
Since 1962, Holt’s has operated a chain of discount department stores. During the past fifty years, Holt’s has grown from its initial store to 135 stores in thirteen states and today employs nearly 15,000 people. Stores are located in either strip malls or free standing locations and feature family apparel, housewares, appliances, jewelry, cosmetics, domestics, furniture, electronics and basic automotive products. 
For many years now, the biggest sales revenue day for HOLT’S, as it is for most US retailers, is Black Friday, the day after the Thanksgiving holiday. While Holt’s Black Friday sales figures have continued to grow over the years, the rate of sales growth has slowed. Ten to fifteen years ago, Holt’s was posting annual sales increases of between 5-6% for Black Friday. However, over the past five years, Holt’s annual sales increases for Black Friday have fallen to between 1-2%. The chief executive officer (judge) believes that a major contributing factor to the reduced sales growth of the last five years is the store’s hours of operation.
Twenty years ago, Holt’s opened its doors for business on Black Friday at 8:00 AM, one hour earlier than on a normal weekday. Ten years ago, Holt’s Black Friday opening was moved up to 6:00 AM, where it remains today. The store still closes at 9:00 PM as usual. However, this year, most of Holt’s competitors have moved up their Black Friday opening times rather dramatically. Many have already decided they will open their stores at midnight on Black Friday. One of the largest US retailers has even announced that it will open at 10:00 PM on Thanksgiving night, two hours ahead of Black Friday.
The chief executive officer of Holt’s (judge) has requested a meeting with you to obtain your analysis and recommendation regarding operating hours for the chain’s 135 stores for the next Black Friday. Specifically, your presentation is to address the following:
· Identify other factors that could have contributed to the Black Friday revenue decline besides Holt’s store hours.
· Explain why retailers continue to move up the time when their stores open on Black Friday.
· Explain the impact on customers, employees and the business if Holt’s decides to open its stores at midnight on Black Friday or even earlier.
· State your recommendation on changing the store opening time from the present 6:00 AM to midnight on Black Friday or even earlier. Explain your rationale.
You will present to the chief executive officer (judge) in a role-play to take place in the chief executive’s (judge’s) office. The chief executive (judge) will begin the role-play by greeting you and asking to hear your ideas. After you have presented and have answered the chief executive’s (judge’s) questions, the chief executive (judge) will conclude the role-play by thanking you for your work.


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 chief executive officer of HOLT’S, a regional discount department store chain. You have asked the vice president of operations (participant) for an analysis and recommendation regarding the store’s operating hours. 

Since 1962, Holt’s has operated a chain of discount department stores. During the past fifty years, Holt’s has grown from its initial store to 135 stores in thirteen states and today employs nearly 15,000 people. Stores are located in either strip malls or free standing locations and feature family apparel, housewares, appliances, jewelry, cosmetics, domestics, furniture, electronics and basic automotive products. 

For many years now, the biggest sales revenue day for HOLT’S, as it is for most US retailers, is Black Friday, the day after the Thanksgiving holiday. While Holt’s Black Friday sales figures have continued to grow over the years, the rate of sales growth has slowed. Ten to fifteen years ago, Holt’s was posting annual sales increases of between 5-6% for Black Friday. However, over the past five years, Holt’s annual sales increases for Black Friday have fallen to between 1-2%. You believe that a major contributing factor to the reduced sales growth of the last five years is the store’s hours of operation.

Twenty years ago, Holt’s opened its doors for business on Black Friday at 8:00 AM, one hour earlier than on a normal weekday. Ten years ago, Holt’s Black Friday opening was moved up to 6:00 AM, where it remains today. The store still closes at 9:00 PM as usual. However, this year, most of Holt’s competitors have moved up their Black Friday opening times rather dramatically. Many have already decided they will open their stores at midnight on Black Friday. One of the largest US retailers has even announced that it will open at 10:00 PM on Thanksgiving night, two hours ahead of Black Friday.

You have requested a meeting with your vice president of operations (participant) to obtain an analysis and recommendation regarding operating hours for the chain’s 135 stores for the next Black Friday. Specifically, the presentation is to address the following:
· Identify other factors that could have contributed to the Black Friday revenue decline besides Holt’s store hours.
· Explain why retailers continue to move up the time when their stores open on Black Friday.
· Explain the impact on customers, employees and the business if Holt’s decides to open its stores at midnight on Black Friday or even earlier.
· State your recommendation on changing the store opening time from the present 6:00 AM to midnight on Black Friday or even earlier. Explain your rationale.
The vice president of operations (participant) will present to you in a role-play to take place in your office. You will begin the role-play by greeting the vice president (participant) and asking to hear about his/her ideas.
During the course of the role-play you are to ask the following questions of each participant:

1. When economists predict that they expect consumers to spend more (or less) in the upcoming holiday shopping season, how seriously should we take that information?
2. Perhaps Holt’s should consider locating future stores in enclosed regional shopping centers instead of strip malls and free standing buildings. What do you think?
Once the vice president of operations (participant) has presented and has answered your questions, you will conclude the role-play by thanking the vice president (participant) for the work.

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

RMS-2013
State Event
DID THE PARTICIPANT:
	1.  Describe factors that affect the business environment?

	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 describing factors that affect the business environment were inadequate or weak.
	Adequately described factors that affect the business environment.
	Effectively described factors that affect the business environment.
	Very effectively described factors that affect the business environment.

	
	
	
	

	2.  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 weak.
	Adequately explained company selling policies.
	Effectively explained company selling policies.
	Very effectively explained company selling policies.

	

	3.  Determine customer/client needs?

	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 describing the impact on customers by opening earlier were weak or incorrect.
	Adequately described the impact on customers by opening earlier.
	Effectively described the impact on customers by opening earlier.
	Very effectively described the impact on customers by opening earlier.

	

	4.  Discuss motivational theories that impact buying behavior?

	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 discussing motivational theories that impact buying behavior were inadequate or unclear.
	Adequately discussed motivational theories that impact buying behavior.
	Effectively discussed motivational theories that impact buying behavior.
	Very effectively discussed motivational theories that impact buying behavior.

	

	5. Treat others fairly at work?

	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 treating others fairly at work were inadequate or weak. 
	Adequately treated others fairly at work.
	Effectively treated others fairly at work.
	Very effectively treated others fairly at work.

	

	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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