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Curriculum Guide:  Agribusiness Sales, Marketing, and Management
Unit: VII. Making a Sale

Unit Objective: 

Students will demonstrate appropriate techniques of salesmanship by performing a sales presentation. 

Show-Me Standards: 2.6, CA6

References:

Agribusiness Sales, Marketing, and Management. University of Missouri-Columbia, Instructional Materials Laboratory, 1997.

Videos on salesmanship are available from Career and Technical Education Resources (CATER), 573-882-1470 or 800-392-7217 (Missouri only), http://cater.missouri.edu/. Two examples are Successful Selling (MCE Video 127) and Fundamentals of Effective Selling: Building a Successful Business (MCE Video 273).  
Students will use research done for the performance-based assessment in the previous unit, Preparing for a Sale.

Instructional Strategies/Activities:

•
Students will engage in study questions in lessons 1 through 5.

•
Students will complete AS 2.1, Open-Ended and Close-Ended Questions; and AS 4.2, Preparing a Sales Presentation.

•
Additional activities that relate to the unit objective can be found under the heading “Other Activities” in the following locations: p. VII-4 and VII-25.

Performance-Based Assessment:

Using the research and knowledge gained in the previous unit about a specific product, each student will perform a sales presentation for that product. The presentation will be made to a hypothetical customer portrayed by a fellow student.

Assessment will be based on the quality of the sales presentation, the sales representative’s familiarity with the customer and the product, the sales representative’s appearance, and the quality of verbal and nonverbal communication with the customer. 

Unit VII—Making a Sale
Instructor Guide

The instructor should assign the performance-based assessment activity at the beginning of the unit. Students will work toward completing the activity as they progress through the unit lessons. The assessment activity will be due at the completion of the unit.

1. 
Using the research and knowledge gained in carrying out his or her performance-based assessment in Unit VI, each student will plan and execute a 5- to 10-minute sales presentation for a hypothetical customer. 

a. 
The subject of the presentation will be the same product that the student wrote a report on for the previous unit. 

b. 
The student will team up with a fellow student, and each will play the role of the customer in the other’s presentation.

2. 
As a sales representative, the student will demonstrate proper sales techniques, including the following: 

(
Establishing rapport with the customer 

(
Demonstrating an understanding of customer needs 

(
Noting and/or demonstrating the benefits of the product 

(
Handling customer objections

(
Closing the sale

· Paving the way to continued customer contact by establishing a schedule for customer service

3.
If possible, have the students videotape their sales presentations. A videotape can serve immediately as a mechanism for self-critique and serve later as an example for analysis by future students in Unit V, Communication Skills.

4. 
Assessment will focus on the quality of the coverage of the previous six points of effective sales presentations. Also to be evaluated are the following:

(
Appropriate appearance, compatible with the environment of the presentation (A business office setting would demand business attire, whereas a farm setting would permit more informal working attire. Know the setting and the customer.)

(
Connecting product capabilities and customer needs

(
Quality and effectiveness of verbal and nonverbal communication
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Student Handout

1. 
Using research and knowledge gained in carrying out your performance-based assessment in Unit VI, plan and execute a 5- to 10-minute sales presentation for a hypothetical customer. 

a. 
The subject of the presentation will be the same product that you wrote a report on for the previous unit. 

b. 
Team up with a fellow student, and you will each play the role of the customer in the other’s sales presentation.

2. 
As a sales representative, you will demonstrate proper sales techniques, including the following: 

(
Establishing rapport with the customer 

(
Demonstrating an understanding of customer needs 

(
Noting and/or demonstrating the benefits of the product 

(
Handling customer objections

(
Closing the sale

(
Paving the way to continued customer contact by establishing a schedule for customer service

3. 
Assessment will focus on the quality of your coverage of the previous six points of effective sales presentations. Also to be evaluated are the following:

(
Appropriate appearance, compatible with the environment of the presentation (A business office setting would demand business attire, whereas a farm setting would permit more informal working attire. Know the setting and the customer.)

(
Connecting product capabilities and customer needs

(
Quality and effectiveness of verbal and nonverbal communication
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Scoring Guide
Name 


	Assessment Area
	Criteria
	0 Points
	1 Point
	2 Points
	3 Points
	4 Points
	Weight
	Total

	Establishing Customer Rapport
	· How well is this point addressed?
	Failed
	Poor
	Fair
	Good
	Excellent
	X 3.5
	

	Understanding Customer Needs
	· How well is this point addressed?
	Failed
	Poor
	Fair
	Good
	Excellent
	X 3.5
	

	Product Benefits
	· How well is this point addressed?
	Failed
	Poor
	Fair
	Good
	Excellent
	X 3.5
	

	Handling Customer Objections
	· How well is this point addressed?
	Failed
	Poor
	Fair
	Good
	Excellent
	X 3.5
	

	Closing the Sale 
	· How well is this point addressed?
	Failed
	Poor
	Fair
	Good
	Excellent
	X 3.5
	

	Customer Service Schedule
	· How well is this point addressed?
	Failed
	Poor
	Fair
	Good
	Excellent
	X 3.5
	

	Technical Considerations
	· Appropriate appearance

· Connecting product and customer

· Verbal communication

· Nonverbal communication
	0 criteria met 
	1 criterion met
	2 criteria met
	3 criteria met
	All 4 criteria met
	X 4
	

	TOTAL
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	


Final Assessment Total ________/100 pts.
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