2010 PA FFA AGRICULTURAL SALES
CAREER DEVELOPMENT EVENT
Co-Chairmen: Deb Seibert, Manheim Central High School
                                         Ann Myer, McConnellsburg High School
THIS IS A TWO DAY CDE
Please update your Ag Sales study materials with the newest
National FFA contest guides and scorecards!
 Go to the National FFA Website:  www.ffa.org 

Type CDE Manual in the search box

Download the National FFA CDE Manual
Print pages 61-72  for the Ag Sales CDE guidelines and rules
-The National Ag Sales CDE rules are now  also posted on PA FFA website-
Entries: Chapters may enter a four member team and/or up to three additional individuals for possible total of 7 students.  A team must consist of four members. 
The four member team must be identified on the official team registration form. 
Official FFA Dress is required on both days 
All scores from all four team members plus the Team Sales Situation will determine team scores. 
Individual total scores will not include the Tem Sales Situation. 
Ties will be broken by total sales presentations 1st and total practicum scores 2nd. 
PART I. *WRITTEN TEST 100 Points / Member 
PART II. **INDIVIDUAL SALES SITUATION 100 Points / Member 
PART III. **SALES CALL 100 Points / Member 
PART IV **TEAM SALES SITUATION 200 Points / Team 
The test is made from a test data bank of previous years National FFA Sales tests **Please refer to 2006-2010 revised National Ag Sales scorecards 
Each year a different area of agriculture will be the year’s theme for the 
Team and Sales Situation only.
2010:  Horticulture 
2010: Horticulture Industry      2011: Animal Industry   2012: Natural Resources   2013: Ag Mechanics      
The item the student is selling for the Sales Call DOES NOT have to match the theme.
First Day-Tuesday: 
1.  Determine the order for Wednesday’s Sales Call 

2.  Written Test  (see Test Bank plus last three years of National tests on website)
3.  Sales Situation: (formerly called Individual Practicums) 
     -All materials needed for Sales Situations will be provided. 
ALL contestants will do ONE of the following Sales Situations
 ~Customer Relations 
~Order Taking/Customer Service 
~Customer Prospecting 

Second Day-Wednesday: 

1. Sales Call 
This is an interactive activity (not a public speaking event) with the judge acting as a customer as stated in the Role Customer Is To Play on the Product Summary Sheet

Participants must provide their own product for the Sales Call 
-Product to be sold must be agriculture related representing one of the seven agriculture instructional areas 

-Starting at 9:00 am and following the order determined on Tuesday. 

Format for Product Summary Sheet is: 

-One page, single sided, double spaced 12 pt font Times, Times New Roman or Arial with customer role clearly stated. 
See National CDE guidelines for exact content requirements of Summary Sheet. 

-The entire team will have the same starting time. 
-Sales presentations will be limited to 10 minutes each. (National CDE Sales Presentation time is 15 min)
 -Five Sales Presentation Rooms will run at the same time. (One will be for individuals)
-Each team member will have a different set of judges. 

-Each member must bring 3 copies of their Product Summary Sheet. 
-Official FFA Dress is required. 
-A table, chair and electrical outlet will be available in the sales rooms.
 -You may bring props or a sales portfolio. They should not be included with Product Summary Sheet. 
2. Team Sales Situation
The Team Sales presentation will last no more than 10 minutes followed by 5 minutes of questions. (See the National CDE manual for more details and scorecard:  www.ffa.org) 
At the conclusion of the Individual Sales Calls the entire team will report to the Team Sales room.
-30 minutes will be given to prepare for the Team Sales Situation 

-An Easel Flip Chart and markers will be provided. 
-Judges will not interact in the 10 minute team presentation. 
-Key evaluation points are teamwork and equal involvement. 
-Laptops may be brought and used to incorporate a Power Point presentation during the   

  Team Sales presentation.   Power Points must be started from scratch. 
  A POWER POINT IS NOT REQUIRED. 

What To Bring
-All items and materials for Sales Call 

-Three copies of Product Summary Sheet 

-OPTIONAL-laptop
-Official FFA Dress BOTH DAYS 

-Pencils and calculator 
6/2/10  DAS 
