Objective

The Sales Representative event involves a participant’s demonstration of his/her ability to organize and deliver
a sales presentation for a product(s) and/or service(s) of the participant’s choice, including interaction with one
or more potential buyers (judges).

Description

The Sales Representative event involves the participant’s selection of a product(s) and/or service(s), and the
organization and delivery of a sales presentation to a group of potential buyers of any item or items to be sold
to a company for resale, or any industrial or trade product or service to be used in a company, firm or store
in the operation of its business. The ability of the participant to interact with buyers and initiate a purchase
is the major focus of this event.

The participant will assume the role of a sales representative for the organization. The role of the judge(s) will
be that of a potential buyer(s) of the product(s) and/or service(s).

For international competition, the content to be evaluated is found in the standard Evaluation Form located
in these Guidelines, with a possible one hundred (100) points. Preliminary round competition will consist of
an evaluation of the presentation to the judge(s). Participants will be ranked by section and a predetermined
number of participants will be named finalists. Finalists will again make their sales presentation to a new judge
or set of judges, who will evaluate each participant and determine final rankings. The following guidelines will
be applied to the presentations at the International Career Development Conference.

Learning Outcomes

In addition to developing and demonstrating specific knowledge relating to the selected product(s) and/
or service(s), through the development and delivery of a sales presentation to business and industry
professionals (judges) the participant will develop or reinforce the following areas in relation to selling in the
industry selected:

* Collecting information, obtaining facts and ideas about the product(s) and/or service(s)
* Applying selling principles and techniques to the business environment

e Understanding the concept of feature/benefit selling

e Demonstrating knowledge/understanding of customer/client needs

* Organizing and delivering an effective sales presentation

* Closing a sales presentation effectively
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