
1

FFA
Ag Sales Contest 

Training



3

Contest Overview: Sales Presentation (indiv.)
(100 points/member)

400 Points Total

Practicum (indiv.)
(50 points/member)

200 Points Total

Pre-Call Planning (team)
(50 points/team)

50 Points Total

Written Test (team)
(50 points/team)

50 Points Total

Grand Total Points for the 

Team:  700 Points

Practicums:

➢ Customer Relations

➢ Telephone Skills
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Sales Call

All participants will conduct a sales presentation on a product of your selection.

➢ Bring the Score card and the Project Summary Sheet to your judge

➢Give them time to read and prepare

➢ 7-8 Minutes for Sales Call

➢ 2-3 Minutes for questions to clarify 

➢Not all judges will buy

  Excellent Good Fair 

Pre-Approach (30) 24-30 16-23 8-15 

Approach (10) 8-10 6-7 4-5 

Demonstration (30) 24-30 16-23 8-15 

Handling Customer Objections (10) 8-10 6-7 4-5 

Closing the Sale (20) 16-20 10-15 4-9 

TOTAL POINTS 100 
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Project Summary Sheet:

Purpose:

➢ Inform the Judge of their 

role to play.

➢ Concise – the judge has 

just a couple minutes to 

read and understand it.

➢ You are in charge of your 

own destiny.

➢ Support Materials:

✓ Business Cards

✓ Brochures

✓ Product Samples

✓ Order Form
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All Former Practicums available at the MI FFA Website:
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Customer Relations Practicum

Face to Face Interaction on a Customer Relations Issue.

➢ Types of problems which may be used are:

✓ Return of merchandise sold 

✓ Defective merchandise 

✓ Lack of understanding in use 

of merchandise 

➢ 5 Minutes for Preparation

➢ 6-8 Minutes for Competition

  Possible Points 

Conversation   

          Voice, Tone, Grammar 5 

          Empathetic, Pleasant, Friendly 5 

          Confident, In Control, Takes the Lead 6 

Information   

          Requested from customer 6 

          Provided to customer 6 

Assessment   

          Correct identification of problem 6 

          Customer Validation 4 

          Correct solution prescribed, Creativity 6 

Resolution and Closing   

          Review, Verify, Draw closure 6 

TOTAL POINTS 50 
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Customer 
Relations 
Practicum
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Telephone Skills Practicum

Receive or place a telephone call to or from a prospect or existing customer to be 
handled on an extemporaneous basis.

➢ Suggested calls might be: 

✓ From a customer with a product complaint

✓ Placing a call to an existing customer to check on product performance and build a 
stronger customer relationship  

➢ 5 Minutes for Preparation

➢ 6-8 Minutes for Competition

  Possible Points 

Telephone Etiquette 4 

Introduction 4 

Voice 6 

Attitude 10 

Information Gathered from Customer 10 

Evidence of Product Knowledge 6 

Closing of Order/Dealing with Complaint 10 

TOTAL POINTS 50 
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Pre-Call Planning Practicum
Team members will work together to development and present a “Pre-Call Plan”. 

Teams will be allowed to use information from their individual sales presentation.  

✓ The following information will be provided to the team:

✓ Profile of a customer (could be a retail or a wholesale customer)

The team will be provided with paper and pencils. No presentation equipment such as laptops, flipcharts or dry erase boards allowed.

This pre-call plan should identify:

✓ Potential questions to build rapport for the scenario.

✓ Common interests that team members have with the customers.

✓ Questions that help determine the wants and needs of the customer.

✓ Active listening skills or techniques for determining needs and wants.

✓ Potential needs and wants of the customer and match them to the products’ features and benefits.

✓ Potential objections of the customer.

✓ Potential concerns of each customer.

As part of the pre-call activity:

✓ Teamwork and involvement of all team members

will be judged.

✓ Students are expected to explain their decisions

for the pre-call plan based on selling principles.

➢ 15 Minutes for Preparation

➢ 8-10 Minutes for Presentation

  Possible Points 

Questions to build rapport 6 

Common interests with customer 6 

Questions to determine wants and needs 6 

Active listening skills identified and stated 6 

Matching needs & wants to features & benefits 8 

Identifying customer potential objections & concerns 8 

Teamwork – equal involvement of all members 10 

TOTAL POINTS 50 
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Pre-Call Planning 

Practicum
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You can use this sheet in the preparation room 
to help prepare your presentation:
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Written Exam – Multiple Choice Only

Customer Classification Systems are used for which of the following purposes? 

a. A means of identifying “bad” customers. 

b. A means of qualifying customers.*

c. A means of assessing a customer’s personality. 

d. A means of controlling the buying process. 

When confronted by a dominating customer, it is a good sales technique to do 

which of the following? 

a. Let the customer do all of the talking. 

b. Present your information quickly. 

c. Make them feel important by nodding in agreement. 

d. All of the above.* 

What is the most frequent mistake made by new salespeople?

a. Pushing too hard to get the sale. 

b. Using a negative close on a customer. 

c. Ignoring a customer’s needs or questions. 

d. Failure to close the sale. * 

A Cold Call is…

a. A visit with a potential new customer. 

b. A telephone call establishing an interest in your company and/or product. 

c. A conversation at a local trade show with a non-customer you just met.. 

d. All of the above* 

“Shall I start your order with the product you just mentioned?” This is an example of 
what sales technique? 

a. An open-ended statement 

b. A trial close* 

c. A response to a customer’s objection 

d. A means of keeping the customer engaged in the presentation. 

The “margin” in a product’s price is best described below as… 

a. Cost of product + tax 

b. Cost of product + fixed percentage* 

c. Cost of product + cost of sales 

d. Cost of product + discount 

Matt is planning next year’s sales budget. He would like to hire another salesperson; 
however, he knows that to get his manager’s approval he needs to build a good case 
for the new hire. He needs to justify that the new person will be…

a. a great help 

b. a return on equity 

c. a return on investment* 

d. will increase workload

Melinda was on her way home after a long but productive day. She was looking 
forward to a great evening with friends. Her telephone rings; it is her boss. One of 
her customers needs some new product for his business this evening. Melinda 
always ends her sales calls with, “…you won’t be disappointed with our service. We 
deliver.” What action should she take? 

a. Make the delivery. Friends will wait. Keep your word. * 

b. Call one of her colleagues whom she has helped in the past to make the delivery. 

c. Call client and tell him that she will be at his business first thing in the morning. 

d. Call client and tell him that she is sorry, but shipments are only made on 

Tuesdays as per company protocol.

* = Correct Answer
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