Agricultural Sales Career Development Event
Tuesday, March 14, 2017
CDE Superintendent:

Harold Mackin
State Department of Education
Harold.mackin@ct.gov
(860) 713-6779

Deadline information:
• Registration Deadline: March 7, 2017
• Send e-mail to: harold.mackin@ct.gov

Event Rules
1. The team will be composed of four students, and all four individual scores will count toward the team
total.
2. It is highly recommended that participants wear FFA Official Dress for this event.
3. Any participant in possession of an electronic device in the event area is subject to disqualification.
4. Business cards are not permitted and will not contribute to the individual or team scores.

Event Format
The event will be composed of three parts. Individual scores will be comprised of the written exam and
individual sales activity. The team score will be comprised of the team activity and all individual scores.
The product(s) utilized in the event and activity examples will be announced no later than January 31, 2017.
Provided product information may include appropriate company information and price list.
Each participant will be allowed to bring a one-inch binder to the event containing the provided product
information and any other information gathered by the participant.

INDIVIDUAL WRITTEN EXAM (100 POINTS)
The written exam is designed to evaluate an individual’s knowledge of sales skills. The questions will be
generated based the last two available National FFA Agricultural Sales CDE written tests (2014 and 2015) The
test will not exceed 30 questions and 30 minutes. The questions will consist of multiple choice, fill in the blank,
short answer and essay format. Point values will be assigned to each question based on the skill level of the
question.

A. Team Activity - 150 points
1. Team members will work together to demonstrate teamwork, group dynamics, problem solving, data
analysis, decision making and oral communications.
2. Teams will be allowed to use their 1" binder for the event.
3. The following information will be provided to the team at the event as if they were a group of
salespeople working together to develop the pre-call planning prior to conducting a sales call.
• Product information (before event)
• Profile of one or two customers
• The team will be provided with paper and pencils. No presentation equipment such as laptops,
flipcharts or dry erase boards will be allowed.
4. The team will then develop the pre-call plan (for the product(s) provided prior to the event) necessary to
sell the product(s) in a face-to-face sales call. This pre-call plan should include:

•
•
•
•
•
•
•
•
•

Potential questions to build rapport for the scenario.
Common interests that team members have with the customers.
Identify questions that help determine the wants and needs of the customer.
Identify active listening skills or techniques for determining needs and wants.
Identify and match potential needs and wants of the customer to the products’ features and
benefits.
Identify potential objections of the customer.
Identify potential concerns of each customer.
Teamwork and involvement of team members will be judged during this event.
Students are expected to explain their decisions for the pre-call plan based on selling principles.

5. The team will be given 15 minutes to analyze the information and prepare to answer questions about the
pre-call plan. During this 15 minutes, the team will be judged using the team activity scorecard.
6. At the conclusion of the 15 minutes, team members will have an additional 15 minutes to individually
answer questions from the judges and they will answer without assistance from their team members.

C. Individual Sales Activity - 150 points (600 points total)
1. Participants will directly sell the product(s) to judge(s). The judge(s) will act as the customer which may
include not buying the product. Participants will have to establish rapport, ask probing questions to
ensure they meet the customer’s needs, and clarify customer information as a part of the sales call.
2. Participants will have 15 minutes to interact with the judge(s). Participants are allowed to use their oneinch product information binder during the individual activity.

Equipment contestants are required/allowed to bring:
•
•
•

Number 2 pencil
One-1” binder
No other equipment is allowed

Dress requirements:
•

FFA Official Dress suggested

Tiebreakers
INDIVIDUAL
In the event of a tie in individualized scores, the following events will be used in order to determine award
recipients:
• Written Exam
• Individual Sales Call
• Team Activity
TEAM
In the event of a tie in team scores, the following events will be used in order to determine award recipients:
• Written Exam
• Team Activity
• Total Individual Sales Activity

Teachers/Coaches with teams: You are expected to assist with the CDE, not just drop your team
off and leave.

Agricultural Sales

Connecticut FFA

Team Preparation Rubric
75 points

INDICATOR
Effective listening

Very strong evidence of
skill is present

Moderate evidence of skill
is present

Strong evidence of
skill is not present

7–10 points

4–6 points

0–3 points

Clearly evident that all
team members are
listening.

Oral communication

5–7 points
Clearly evident that all
team members are
discussing the topic.

Demonstrated
cooperation

Respect

Participated in the
team preparation

Product knowledge

7–10 points
Clearly all team
members completing
tasks, sharing written
and oral solutions.

Listening occurs but
distraction is evident.
3–4 points
Communication occurs but
side conversations are
occurring or two to three
members dominating.
4–6 points
Tasks primarily completed
by two to three members,
other members assist
occasionally.

Not listening to each
other and/or talking
over each other

Points
Possible

10

0–2 points
One member
dominating
conversation.

7

0–3 points
Tasks primarily
completed by no
member.

8–12 points

5–11 points

Clearly all team
members respected the
input of other team
members.

Most team members
respected the input of other
team members.

6–8 points

3–5 points

0–2 points

Clearly all team
members are engaged,
attentive, and making
notes for the full term of
event.

Members are engaged and
attentive with two to three
making notes, participation
fades over time.

No members form the
primary team, no other
members participate.

5–7 points

3–4 points

0–2 points

Clearly all team
members demonstrated
knowledge of the
produc.t

Most team members
demonstrate knowledge of
product.

None of the team
members demonstrate
knowledge of product.

10

0–4 points
The team members
did not respect the
input of other team
members.

12

8

7

Points
Eared

Agricultural Sales

Team Preparation Rubric continued

Completing team goal

INDICATOR

Very strong evidence of
skill is present

Moderate evidence of skill
is present

Weak evidence of skill
is present

Points
Possible

3 points

2 points

0–1 point

Team identified at least
four potential questions
to build rapport for the
scenario.

Team identified at least two
potential questions to build
rapport for the scenario.

Team identified no
potential question to
build rapport for the
scenario.

3

Team identified at least
four common interests
that they have with the
customer.

Team identified at least two
common interests that they
have with the customer.

Team identified no
common interests that
they have with the
customer.

3

Team identified at least
four questions to
identify the wants and
needs of customer.

Team identified at least two
questions to identify the
wants and needs of
customer.

Team identified no
questions to identify
the wants and needs of
customer

3

Team identified four
active listening skills or
techniques to determine
wants and needs.

Team identified two active
listening skills or techniques
to determine needs and
wants.

Team identified no
active listening skills or
technique to
determine wants and
needs.

3

Team identified at least
four potential needs and
wants of the customer
and how the product
meets those needs and
want.s

Team identified at least two
active potential needs and
wants of the customer and
how the product meets
those needs and wants.

Team identified no
potential needs and
wants of the customer
and how the product
meets those needs and
wants.

3

Team identified at least
two potential objections
of customer

Team identified at least one
potential objection of
customer

Team identified no
potential objections of
customer

3

Team identified two
concerns of customer.

Team identified at least one
concern of customer.

Team identified no
concerns of customer.

3

TOTAL POINTS

Points
Eared
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Team Questions Rubric
75 points
INDICATOR
Rapport

Very strong evidence of
skill is present

Moderate evidence of
skill is present

Strong evidence of skill is
not present

Points
Possible

4–5 points

2–3 points

0-1 point

5

All team members
questioned provided a
different question to build
rapport.
7–10 points
All questions for building
rapport were appropriate
and pertinent to the
scenario.

Common
interests

Questions to
identify wants
and needs

4–5 points
All team members
questioned contributed
common interests that
team members have with
the customer.

Half of team members
questioned provided a
different question to
build rapport.

None of the team
members questioned were
able to provide question to
build rapport.

4–6 points

0–3 points

Most questions for
building rapport were
appropriate and pertinent
to the scenario.

Questions for building
rapport were not
appropriate or pertinent to
the scenario.

2–3 points

0-1 point

Half of team members
questioned contributed
common interests that
team members have with
the customer.
4-6 points

0–3 points

All identified common
interests were appropriate
and pertinent to the
scenario.

Most identified common
interests were appropriate
and pertinent to the
scenario.

Identified common
interests were not
appropriate or pertinent to
the scenario.

4-5 points

2-3 points

0-1 point

7-10 points
All questions and active
listening techniques for
identifying needs and
wants were appropriate
and pertinent to the
scenario.

Half of team members
questioned contributed
questions to identify the
wants and needs of the
customer and identified
the active listening
technique.

5

No team members
contributed common
interests that team
members have with the
customer.

7–10 points

All team members
questioned contributed
questions to identify the
wants and needs of the
customer and identified
the active listening
technique.

10

10

5

No team members
contributed questions to
identify the wants and
needs of the customer nor
did they identify the active
listening technique.

4-6 points

0–3 points

Most questions and
active listening
techniques for identifying
needs and wants were
appropriate and pertinent
to the scenario.

Questions and active
listening techniques for
identifying needs and
wants were not
appropriate or pertinent to
the scenario.

10

Points
Earned

Agricultural Sales

Team Questions Scorecard continued

INDICATOR
Determine wants
and needs

Objections and
concerns

Very strong evidence of
skill is present

Moderate evidence of
skill is present

Strong evidence of skill is
not present

Points
Possible

4-5 points

2-3 points

0-1 point

5

All team members
questioned contributed
potential needs and wants
for the customer and how
the product meets those
needs and wants.

Half of team members
questioned contributed a
potential need and want
of the customer and how
the product meets those
needs and wants.

No team members
provided potential needs
or wants of the customer
or how the product meets
those needs and wants.

7-10 points

4-6 points

0–3 points

All potential needs and
wants and how the product
meets those needs were
appropriate and pertinent
to the scenario.

Most potential needs and
wants and how the
product meets those
needs were appropriate
and pertinent to the
scenario.

Potential needs and wants
and how the product
meets those needs were
not appropriate and
pertinent to the scenario.

4-5 points

2-3 points

0–1 points

Half of team members
questioned contributed
potential objections and
potential concerns for the
customer.

No team member
contributed potential
objections or potential
concerns for the customer.

7-10 points

4-6 points

0–3 points

All potential objections
and concerns identified are
appropriate and pertinent
to the scenario.

Most potential objections
and concerns identified
are appropriate and
pertinent to the scenario.

Potential objections and
concerns identified are not
appropriate and pertinent
to the scenario.

All team members
questioned contributed
potential objections and
potential concerns for the
customer.

10

5

10

TOTAL POINTS

Points
Earned
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Individual Sales Call Rubric
150 points

INDICATOR
First impression

Very strong evidence of
skill is present

Moderate evidence
of skill is present

Strong evidence of skill Is
not present

4–5 points

2–3 points

0–1 points

Individual mostly
identifies themselves with
a good first impression.

Individual poorly
identifies themselves with
a good first impression.

8–10 points

4–6 points

0–3 points

Individual asks questions
and utilizes information
from answers in an
attempt to build personal
rapport.

Individual mostly asks
questions and utilizes
information from answers
in an attempt to build
personal rapport.

Individual poorly asks
questions and utilizes
information from answers
in an attempt to build
personal rapport.

11–15 points

6–10 points

0–5 points

Individual identifies
themselves with a good
first impression.

Personal rapport

Clarifying
questions

Individual asks questions
to learn about the
customer’s business.
8–10 points
Individual asks questions
to confirm preliminary
customer information.

Needs and wants

Features and
benefits

Individual asks mostly
questions to learn about
the customer’s business.
4–6 points
Individual mostly asks
questions to confirm
preliminary customer
information.

Individual poorly asks
questions to learn about
the customer’s business.

Points
Possible

5

10

15

0–3 points
Individual poorly asks
questions to confirm
preliminary customer
information.

8–10 points

4–6 points

0–3 points

Individual confirmed and
discovered customer
needs and wants.

Individual mostly
confirmed and discovered
customer needs and
wants.

Individual poorly
confirmed and discovered
customer needs and
wants.

8–10 points

4–6 points

0–3 points

Individual applied
features and benefits of
their product to the
customer’s needs/wants
to their product features.

Individual mostly applied
features and benefits of
their product to the
customer’s needs/wants
to their product features.

Individual poorly applied
features and benefits of
their product to the
customer’s needs/wants
to their product features.

15

10

10

Points
Earned
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Individual Sales Call Rubric continued

INDICATOR
Matching
needs and wants

Trial close

Very strong evidence of
skill is present

Moderate evidence
of skill is present

Strong evidence of skill Is
not present

11–15 points

6–10 points

0–5 points

Individual allows
customer to participate in
matching their wants/
needs to the product
features.

Individual mostly allows
customer to participate in
matching their wants/
needs to the product
features.

Individual poorly allows
customer to participate in
matching their wants/
needs to the product
features.

8–10 points

4–6 points

0–3 points

Individual uses
appropriate sales
technique to confirm
customer understanding
and/ or identify buying
signals.

Objections

11–15 points
Student listens and
clarifies customers
objections.

Addressing
objections

Close or advance
sale

Active listening

11–15 points
Individual applies and
discusses the features/
benefits of the product to
address the customers
objections.

Individual mostly uses
appropriate sales
technique to confirm
customer understanding
and/ or identify buying
signals.
6–10 points
Student mostly listens
and clarifies customers
objections.
6–10 points
Individual mostly applies
and discusses the
features/benefits of the
product to address the
customers objections.

Individual poorly uses
appropriate sales
technique to confirm
customer understanding
and/ or identify buying
signals.

Student poorly listens and
clarifies customers
objections.

10

15

0–5 points
Individual poorly applies
and discusses the
features/benefits of the
product to address the
customers objections.

6–10 points

0–5 points

Student closes or
attempts to close the sale.

Student mostly closes or
attempts to close the sale.

Student poorly closes or
attempts to close the sale.

11–15 points

6–10 points

0–5 points

Individual mostly listens
to comments and
answers from the
customer.

15

0–5 points

11–15 points

Individual actively listens
to comments and
answers from the
customer.

Points
Possible

Individual poorly listens
to comments and
answers from the
customer.

15

15

15

TOTAL POINTS

Points
Earned

