and oral communications.
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2) Teams will be allowed to use their 1-inch binder for the
event. The following information will be provided to the team
at the event 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 (before event)
b) Profile of one or two customers

Purpose

c) The team will be provided with paper and pencils. No
presentation equipment such as laptops, flipcharts or dry
The purpose of the Middle School Agricultural Sales Career Devel- erase boards will be allowed. The team will then develop the
opment Event is to evaluate skills that are essential for an individual pre-call plan (for the product(s) provided prior to the event)
to be successful in the agricultural sales field. The process of selling necessary to sell the product(s) in a face-to-face sales call.
This pre-call plan should identify:
agricultural products is essential for production and marketing of
products.
∙Potential questions to build rapport for the scenario.

Eligibility

∙Common interests that team members have with the customers.

The participant must be an active member of a chartered Delaware
FFA Chapter and enrolled in grades 7 and 8. (Team structure)

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

Event Procedures
A. The team will be composed of four students, and all four individual scores will count toward the team total. A team may
compete with less than four members, but is only eligible for
individual awards.
B. It is highly recommended that participants wear FFA Official
Dress for this event
C. Participants will not be allowed to possess any personal electronic devices (i.e. cell phones, smart watches, air pods, etc) other than those approved by event officials. Participants who possess personal electronic devices without prior approval of the
event officials will be disqualified from the event.
.Event

Format

∙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.
d) As part of the pre-call activity:
∙Teamwork and involvement of team members will be
judged.
∙Students are expected to explain their decisions for the precall plan based on selling principles.
∙The team will be given 15 minutes to analyze the information and prepare to answer questions about the pre-call
plan. During this 15 minutes, the team will be judged using
the team activity scorecard.

The event will be composed of two parts. Individual scores will be
comprised of the written exam. The team score will be comprised of
∙Team members, after the conclusion of the 15 minutes, will
the team activity and all individual scores.
have an additional 15 minutes to individually answer quesThe product (s) utilized in the event and activity examples will be
tions from the judges, and they will answer without assistance
from their team members.
announced by the CDE Chair(s) in January prior to State Convention.
A. Individual Written Exam - 100 points (400 points total)
The written exam is designed to evaluate an individual’s
knowledge of sales skills. The listed resources will be used as a
basic resource but the questions will be generated based on
basic sales concepts. The test will not exceed thirty (30) questions and forty-five (45) minutes. The questions will consist of
multiple choice, fill in the blank, short answer, and essay format. Point values will be assigned to each question based on
the skill level of the question.
B. Team Activity - 150 points
1). Team members will work together to demonstrate teamwork,
group dynamics, problem solving, data analysis, decision making

Scoring
Event Portion

Individual
Point Value

Team Point
Value

Individual Test

100

400

Team Activity

——-

150

Total Points

100

550

Tiebreakers
Ties will be broken using the following procedure, unless otherwise
noted by the CDE Chair:
1.

In breaking a tie for a team, the highest team activity score will
break the tie. If the tie cannot be broken using the team activity
score, then the total individual test score will be used.

2.

Individual ties will be broken by using the correct answers on questions 1 then 5 then 10.

Awards
Awards will be presented during a session at the Delaware FFA State
Convention. In a team event, the top 3 individuals in the state will be
recognized on stage. The first place team will receive a plaque.

References
This list of references is not intended to be all-inclusive, but has been
provided by National FFA. 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 940251427. 1-800-442-7477. FAX 650-323-5800.
• Professional Selling, Rebecca L. Morgan, ISBN 0-93196142-4
• Sales Training Basics, Elwood, N. Chapman, ISBN 1-56052
-119-8
• Closing, Virden J. Thorton, ISBN 1-56052-318-2

1.

Ditzenberger and Kidney, Selling-Helping Customers Buy, Southern-Western Publishing Company, Cincinnati, Ohio, 1992, 1-80054307972, ISBN 0538605316

Special Notes: 2023.
1.

The product sheets are attached. Everyone will use these items in
the team activity.

2.

Everyone sells the products attached. You have no choice.

3.

You are allowed a one inch product information binder. The attached sheets should be in it along with any other info you feel your
team will need.

4.

Students may make business cards

5.

The binder is the only item your teams are to bring, NO PROPS.

6.

The only components are the written test and the team activity

7.

Please remember to supply your members with pencils

Products
See addendum on Delaware FFA website

Team
Score

Individual Test

Delaware Middle School Agricultural Sales CDE
Team Event Scorecard
Chapter Name: ______________________

“Team Score Card Continued”

Chapter Name: ___________________________

Team Questions rubric continued

