DO NOT REMOVE FROM THIS TABLE
2024 National FFA Agricultural Sales CDE
Team Activity
Your team will be considered as salespeople for the local Kubota Equipment Dealership.  The judges will play the role of your supervisors who are meeting with you today to review your pre-call plan for your customer, Jenkins Agricultural Construction.
 
Jenkins Agricultural Construction is a second-generation construction company specializing in constructing barns, milking parlors, grain bins, equipment sheds, etc.  John and Mary Smith are the second-generation owners of the company, and Mary’s father, Jacob Jenkins, recently sold the business to them.  Mr. Jenkins has not made any recent major equipment purchases and was a past customer of your dealership.   Mr. and Mrs. Smith are not familiar with your dealership as they recently moved back into the area after Mrs. Smith retired from the military.  Mr. and Mrs. Smith have three children who recently enrolled in the local school district, and two of them are going out for the football team.

As a team, you will have 12 minutes to develop a pre-call plan (for the products provided before the event) necessary to sell the products in a face-to-face sales call. You may utilize your one-inch binder as needed.  During that time, you are being judged on your teamwork and the quality of your pre-call plan.  This pre-call plan should identify the following:
• 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.
• Potential needs and wants of the customer and match them to the products’ features and benefits.
• Active listening skills or techniques for determining needs and wants.
• Potential objections of the customer.
• Potential concerns of the customer.

After the 12 minutes, there will be an additional 18 minutes to answer individual questions from the judges.  Students cannot use the same answer a teammate has given during the questioning. Judges will ask clarifying questions as well.

As you answer the judges’ questions:
• You will answer individually, without assistance from your team members.
• You are expected to explain your decisions for the pre-call plan based on selling principles and product knowledge.




Leave this scenario and all notes made during the Team Event with your Judges!
