2012-2016 PA FFA AGRICULTURAL SALES

CAREER DEVELOPMENT EVENT
Co-Chairmen: Deb Seibert, Manheim Central High School
seibertd@manheimcentral.org
Ann Marie Meyer, McConnellsburg High School
ameyer@tiu11.org
THIS IS A TWO DAY CDE

Please update your Ag Sales study materials with the 2012-2016
National FFA contest guides and scorecards!
2012-2016 changes are shown below in RED

 Go to the National FFA Website:  www.ffa.org 

The CDE information is listed in this menu sequence (little hard to find):

 Programs > Awards > Career Development Events
Download the 2012-2016 National FFA Ag Sales CDE Manual:
https://www.ffa.org/documents/cde_agsales.pdf
-this information is also posted on the PA FFA website

Entries: Chapters may enter a four member team and/or up to three additional individuals for possible total of 7 students per school.   A team must consist of four members. 
All fours scores plus the team event will count toward the team total.  

This four member total team score will be used to select the chapter to represent PA at the national FFA competition.

All individuals and teams of less than 4 will only be eligible for individual awards.

Individual total scores will not include the Team Activity. 

Individual and team ties will be broken by individual sales presentations 1st and written exam scores 2nd. If a third tie breaker is required for the team score the highest team activity score will be used.

The four member team must be identified on the official team registration form.

NEW-Three part contest  (individual sales practicum have been eliminated)

PART I. *WRITTEN EXAM 100 Points / Member 

PART II. **INDIVIDUAL SALES ACTIVITY  150 Points / Member 

PART III **TEAM SALES SITUATION 150 Points / Team 

Total possible team score is 1,150
The PA Ag Sales test is made from previous years National FFA Sales written exam and information found in the resource materials identified by the National Ag Sales comm.
NEW-Please refer to 2012-2016 revised National Ag Sales new scorecards 
NEW-The product(s) to be used for the Individual Sales Activity and the   

Team Activity will be identified at the August PA FFA Board meeting.  

ALL contestants will sell the SAME product.

The products will be provided at the CDE site by the CDE committee.

The product for the National CDE will not be announced until the

summer proceeding the national convention.
Official FFA Dress is required on both days 
First Day-Tuesday: 

1.  Review new CDE events.

     Determine the order for Wednesday’s Team Activity and Individual Sales 
     Activity Sales.  
2.  Written Test- based on resource materials identified by the National Ag Sales comm.
Second Day-Wednesday: 

-Starting at 9:30 am and following the order determined on Tuesday. 

1. Team Activity  150 points/team

FIRST event of the day
ALL NEW

1. Each participant will be allowed to bring a one-inch binder to the team activity

containing the provided product information and any other information gathered by

the participant.

2. Team members will work together to demonstrate teamwork, group dynamics, problem

solving, data analysis, decision making and oral communications.

3. The following information will be provided to the team as if they were a group of salespeople working together to develop the pre-call planning prior to conducting a sales call.

a. Product information (provided before arriving at the CDE)
b. Profiles of different customers (provided at the CDE)
4. The team will be provided with paper and writing utensils. 
No presentation equipment such as laptops, flipcharts or dry erase boards will be allowed.

5. The team will then develop the strategy (for the product(s) provided prior to the

event) necessary to sell the product(s) in a face-to-face sales call. 
This strategy should include but not be limited to:

a. Determining potential customer needs and wants.

b. Identify features and benefits of the product(s) that address the customer’s

needs and wants.

c. Identify potential customer objections and prepare to address them.

d. Identify possible related/complimentary products and their suggestive selling

strategies.

e. Develop information gathering questions to be utilized in clarifying the

customer’s needs and wants.

6. Teamwork and involvement of team members will be judged during this event.

Students are expected to justify their decisions based on selling principles.

7. The team will be given twenty (20) minutes to analyze the information given and

develop a presentation to provide the information listed above. During this twenty

(20) minute period, the team will be judged using the team activity scorecard.
8. At the conclusion of the twenty (20) minutes team preparation period, the team will present to the judges who are acting as the team’s immediate supervisors. 
The presentation will be no longer than ten (10) minutes. 
At the conclusion of the presentation, the judges will have ten (10) minutes to ask questions of all team members. 
The questions will be taken from all aspects of the team event.
2. Individual Sales Activity   150 points each

ALL NEW

At the conclusion of the Team event the entire team will report to their Individual Sales room

The product for the Individual Sales Activity is the SAME as the Team Activity.  

The product will be announced in August
This is an interactive activity (not a public speaking event) with the judge acting as a customer.  The judge will fit one of the customer profiles identified in the team pre-call planning activity.
NEW-Product Summary Sheets are no longer required.  Participants are allowed to use their one-inch product information binder during the individual sales activity.
-The entire team will have the same starting time. 

-Sales presentations will have up to 15 minutes to interact with the customer/judge. 
(National CDE Sales Presentation time is 20 minutes)

 -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. 

-Official FFA Dress is required. 

Information and product(s) from team activity will be used in the individual sales activity.

Participants will directly sell the product(s) to judge(s).

 The judge(s) will act as a real customer which may include not buying the product. Participants will have to establish rapport with the customer and ask probing questions to ensure they meet the customer’s needs.

Participants will have twenty (20) minutes to interact with the judge(s). 

Participants are allowed to use their one-inch product information binder during individual activity.
What To Bring
-Each contestant-One inch notebook with product information 

-Official FFA Dress BOTH DAYS 

-Pencils and calculator 
From National FFA Ag Sale CDE Comm:

 References and Resources
This list of references is not intended to be all-inclusive. Other sources may be utilized, and

teachers are encouraged to make use of the very best instructional materials available. The following list contains references that may prove helpful during event preparation.

1. CRISP Publications, 1200 Hamilton Court, Menlo Park, CA 94025-1427. 1-800-442-

7477. FAX 650-323-5800.

• Professional Selling, Rebecca L. Morgan, ISBN 0-931961-42-4

• Sales Training Basics, Elwood N. Chapman, ISBN 1-56052-119-8

• Closing, Virden J. Thorton, ISBN 1-56052-318-2

2. Ditzenberger and Kidney, Selling-Helping Customers Buy, South-Western Publishing

Company, Cincinnati, Ohio, 1992, 1-800-543-7972, ISBN 0538605316

      (available used on Amazon)
1/18/12  DAS 
