Student(s)_________________________________________________  Product_____________


Sales Presentation

The project will entail the various elements of the selling process and give you (the student) the opportunity to express your creative side and implement the concepts. Once the project is put together you (the salesperson) will present the information to the class (potential customers). You will be allowed to work with one partner unless otherwise approved.  However, each of you will present the project to the class in a combined effort, not with just one person making the presentation. 
Major Requirements:  Presentation & Outline
· Opening the Sale

· Questions for the customers / get them talking and engaged.  
· Features and Benefits 

· Don’t just state these……. incorporate smoothly & creatively into presentation.  List in a chart format on your outline.  Remember every feature has at least one benefit. 
· Product Demonstration

· Demonstrate the product in some creative manner: Show them how the product works.

·  Videos, real-time demo, creative involvement of the audience

· Suggestion Selling 

· Come up with 2 or 3 additional products you will sell in addition to your product. (Related items, warranties, trainings.)

· Close the Sale

· Use an established closing technique (Direct, Summary, Narrative, SRO) Many times the close will come naturally, but make sure you do! 

· Follow up (Please provide a hard copy for teacher)
· Letter 
· Coupons

· Brochure

· Miscellaneous Requirements

· Visual Aides for the project are mandatory (Impossible to do without them)
· PowerPoint, Foam Boards, Products, Videos, ETC  (The more you have the easier the explanation becomes)
· Provide the teacher with a typed outline. Follow the example!
· Professional attire is mandatory unless it goes with the presentation (Available by approval!)
*How you design or set up the project is entirely up to you. It will take some creativity and a great deal of planning.  
1. Your peers always set some form of standard.  
2. Remember you are selling! Be Charismatic, Persuasive, Creative
Sales Presentation Rubric

	
	0-1 Little / no value
	2 - Poor
	3-4 Average / Above
	5 - Excellent
	Total

	Open the Sale:


	Student forgot to introduce themselves & company and did not attempt to engage audience. 
	Student did not introduce themselves / company and then opened the sale. Little attempt to engage audience No enthusiasm.
	Student went through basic introductions Introduce themselves & the company.  Lack of enthusiasm.
	Student introduced themselves and the company They opened the sale creatively and engaged the audience by grasping their attention.  Creative, enthusiastic, and clearly focused 
	

	Features / Benefits


	Audience cannot understand presentation because there is no sequence of information.

Unprepared , more time needed
	Audience has difficulty following the information because student jumps around. No /little fluency in the sequence. 
	Student presents Feature/Benefits in logical fluent sequence which audience can follow. 
	Student presents Feature/Benefits in logical, creative sequence which audience can follow.
	

	Product Demonstration


	Student uses superfluous graphics or no graphics to demonstrate the product.
	Student uses a demo that rarely supports the presentation. Visual aides are adequate, not fully organized / prepared
	Student's demo relates to the message.  Professional looking and incorporated nicely.
	Student's demo explains and reinforces the message. Professional looking, involves/engages the audience.
	

	Suggestion Selling


	Student does not incorporate or offer any elaborations for the other products that they are selling
	Student incorporates products but offers no elaborations on the products sold product inappropriate to what is being sold
	Student offers other products and somewhat explains. Could have used more depth into explanation.
	Student offers other products and elaborates on each one of them.  Done creatively and exceptionally well.
	

	Close Sale


	Student simply ends sale Uses no closing technique 
	Student does not use closing technique effectively.
	Student closes adequately using a technique.
	Student closes the sale effectively,  not abrupt, uses closing technique well.
	

	Follow Up


	Student has multiple spelling & formatting errors. (4 or more ) Doesn’t build goodwill with customer. 
	Student builds some goodwill but follow-up contains errors, numerous formatting issues, could have used more time
	Well written and has a few small errors formatted correctly. Professional looking
	Written professionally and contains no format errors/ creative above expectations Professional appeal
	

	Organization Presentation

	Audience cannot understand presentation because there is no sequence of information. Unprepared.
	Audience has difficulty following presentation because student jumps around. Never really gets started.
	Student presents information in logical sequence which audience can follow. No major glitches in the fluency of the presentation
	Student presents information in logical, creative sequence which audience can follow. Extremely organized & attractive visual aides.
	

	Handling Objections


	Student does not have grasp of information; student cannot field objections effectively
	Student is uncomfortable with information and is able to answer only basic questions. no elaboration
	Student is at ease with product answers to all questions, fails to elaborate though
	Student demonstrates full knowledge by answering all class questions with explanations and elaboration.
	

	Presentation Outline


	Student’s outline doesn’t follow format, more time and effort should have been displayed
	Outline follows structure in some spots but fails to elaborate on any topics.
	Outline is detailed  follows a structure but a few minor points could be better.
	Outline is done exceptionally well, clear, formatted, addresses major points
	

	Professional Dress
	Students are not professionally dressed
	One student is professionally dressed while the partner(s) are not
	Students are dressed in business casual or they forgot items tie dress shoes/ skirts etc…
	Student(s) are / is Professionally Dressed 
	

	
	
	
	
	Total Score (3x)

	Raw Score


Sales Presentation Outline

(Delete all Parentheses)
I. Opening the Sale

a. Introductions

i. Name(s)

ii. Name of Company

iii. (Opening Comments)

II. Features and Benefits – (Add more rows if needed)
	(Product Name)

	Features
	Benefits

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	


III. Product Demonstration

a. (Methods used to Demonstrate Product)

IV. Suggestion Selling

a. (Product Item 1) F&B

b. (Product Item 2) F&B

c. (Product Item 3) F&B If applicable
V. Close the Sale

a. (Closing Technique Anticipated)
VI. Follow Up

a. Attached (Letter, Coupon, Brochure)

Use this outline to create a Power Point to attach to the rubric and use for the presentation. 
