Names of all Partners:  										Class Hour:  		   
Name of Business approved to work with (completed this once approved)						   
Semester Final – “ScholarPanes”
Sales Project
Marketing Evaluation Sheet
The final exam cannot be exempt. All students must complete this project.  This entire packet, your draft presentation to your instructor, and your meeting must all be conducted and this packet handed in on the last day of school to receive the total points of 200.  If you do not hand this packet in, you get a 0 out of 200.  You are still required to come to class the day of the final.  The only thing you get from using an exemption for this testing hour is a ticket out of having to come.  Students that do not come to class that did not exempt having to attend, will receive an automatic -50 points on your exam.
1. Prospecting for Customers 		 / 5
2. Features & Benefits Chart		/5
3. Pre Approach		/10
4. Sales Aid – Presentation (PowerPoint/Google Docs/Key note etc)		/70
5. Sales Aid Draft Presented to Instructor 		 / 20
6. Sales Aid Changes/Required by Instructor Made 		 / 10
7. Script for Phone Call (Used GNAP)		/10
8. Overcoming Objections		 / 10
9. Practice contract completed	 	/10
10. Arrange and Conduct the Meeting:  	
      
 Phone Call to Set Up appointment in Class		 /15
Appointment for Sales Presentation:      Date:  	  Time:  		
 Acquired a Brochure and Left with the Business		/10
Video of Presentation		 /15
	Professional Dress:		 /15
11. Signed Contract with Circled Yes or No		 /15
Deductions:   - 50 points if you do not Present to a business class the day of the final	-70
	Total Points		220

Prospecting for Customers
The Window Display project is a sales project that will give students the opportunity to apply what they have learned by selling visual marketing space to local businesses. 
[image: ]The Window Display project is a unique form of advertising with high visibility to a specific target market:  teens.    Window Display advertising space is sold by students to local businesses that have products that will appeal to teens.  Businesses will set up any promotional products they wish to market to local teens, both products and services.  Examples include tanning salons, bridal shops, and photographers (to name a few).  Space will be sold by students for 1 month in duration, or longer, for the months of October – May.  
Here's an overview of what the Window Display Project involves:
Student Expectations
1) Identify local business with products that could be displayed to students within the MCC Common Area
2) Develop and present a draft of a Sales presentation using PowerPoint/Key Note/Prezi to your instructor.
3) Contact local businesses to set up an appointment to sell display space
4) Meet with local businesses; apply your selling skills to sell the Window Display case located within the MCC Commons Area.
5) Record a video of the selling meeting with the business.
6) Write a contract for businesses that wish to contract space.
7) Collect payment when applicable.
Prospecting for a Customer:
You and your partner should list products or services that you or your parents have purchased for you as a junior or senior in high school within this school year.  Think of products and services! 
Products I have purchased:
					    					   					
					    					   					
Services I have purchased:
					    					   					
Products I will purchase in the next two years:
					    					   					
Services I will purchase in the next two years:
					    					   					
From your list above, do you know an owner of a business in town that sells any of these products or services?  Think of Aunts, Uncles, parents, family friends etc….  Or use the phone directory to find potential customers. 
Business Name:					Owners Name:  
						   	 								   
						   	 								   
						   	 								 
List three businesses you think you would present your project too.  List them in order of which you would choose first:  Ask your instructor for approval on who you will present to and sign up on the list.  IF the business is already taken, you must pick another.  
								
 								
								
There are 100's of potential advertisers who will be interested in the unique form of media we are offering. Businesses and individuals who commonly buy advertising include:

1
car dealers
realtors
insurance businesses
banks
dentists
hair and beauty salons
photographers
plumbers
electricians
chiropractors
fitness clubs
retail shops
pharmacies
veterinarians
to name just a few!

Features and Benefits
Window Display Project
Directions: Divide into groups, three per group, never a group of 1.  While you may have completed this before, you must do it again together.  Each pair of partners will hand in this packet of assignment for points. Below is a table for your group to complete.  Discuss the Window Display Case located in the commons of MHS.  Go in-side it, outside it, and evaluate it to determine what will make it desirable.  Think like a business owner and how you could use this space.  In the left column below, list as many features as you can think of (minimum of seven items). Remember, features are things that benefit the customer that make them want to spend money on the product. Features can be a physical aspect, or non-physical aspect that raise customer interest.  In the second column, convert these features to a customer benefit.  

	Features
	Benefits

	
	

	
	

	
	

	
	

	
	

	
	

	
	

	
	




Pre Approach:  
Prepare for your meeting before the meeting
Before you meet with a business and call them to schedule an appointment, you need to prepare for the sale by knowing the business.  When you call to schedule the meeting, you will do the meeting during your class hour or after school. The time is based on when the business is able to meet with you.  Be sure to note that we want to avoid doing this during your classes outside of marketing (i.e. math classes).  
If you conduct your meeting during your class hour:  You can drive there, conduct your meeting, and be back prior to the end of your class hour.  You should try to arrive 10 – 15 minutes early.  Your sales presentation will last about 5 – 10 minutes.  So if your class hour starts at 9:05, you want to schedule your meeting to start at least 20 minutes after that.  
If you conduct your meeting after school, you will receive one day out of class (arranged with the instructor).
1. What business have you been approved to meet with?  							

2. Know your customer’s products/services.  Which products/service do they offer that the target market (teens) want and need.  List the products they sell that teens are interested in that could be displayed in the case/ Businesses will be responsible for the design of their space and products they will bring. List some ideas of things your business could put in the window display (list at least 5):
  																																													
3. Based on these products, which months from Aug – May would be great times for them to have space? 
 															
4. How should you dress for the meeting?  																					
5. You will be presenting the business with a sales presentation using presentation software, and you will video this to ensure the meeting was conducted.  What are some things you will take with you to the meeting?																													
6. You should arrive at the business how many minutes early?  					
7. What time does your class hour start?  		What is a good time for the meeting:  			 


Sales Aid Presentation
 
Create a PowerPoint/Prezi, or Google Slides presentation to use as a sales aid.  Save as Window (Name) where name is first name of all your partners.  Upon completion you must present the draft to your instructor.  Your instructor will recommend changes.  You are docked points only if you don’t make the changes recommended.|

Instructor Initial the Date Presented Draft:  				
Instructor Enter the Date Reviewed changes by Instructor:    					
	General
	What are you selling
	
	

	Target Market
	Who is your primary Target
	Who is your secondary Market
	

	Visibility:
	Hours of Visibility day & night - hours
	How often seen
	Why is this beneficial to the business

	Features:  
	Location/Commons
	Size Dimensions
	Security:  Cameras & locked

	
	Lighting – Electric Outlets
	Magnetic Window Strips
	suggested items for display

	Duration
	Months Available - One Month blocks
	Which Months are best
	Which would you recommend to business

	Price
	Price options 1 space or full space
	Different $$ Jan – Mar
Why higher priced?
	Funds DECA Scholarships

	Payment Options:
	Full or deposit
	Deposit Date
	Final Payment - Billed

	Business Setup: 
	1st /last business day
	change weekly
	




Draft Recommendations for changes:




Script to Greet the Customer

Project Directions:  In this step, you are only creating the script at this time.  You will prepare for what you will say.  You are not calling the business yet.  When it has been approved by your instructor as an appropriate script and is signed above by your instructor, you may call the business and schedule the appointment.
When you call to schedule the meeting, you will do the meeting during your class hour. You can drive there, conduct your meeting, and be back prior to the end of your class hour.  You should try to arrive 10 – 15 minutes early.  Your sales presentation will last about 5 – 10 minutes.  So if your class hour starts at 9:05, you want to schedule your meeting to start at least 20 minutes after that.  
Script Directions: Use your GNAP.  GNAP is 
											 				

Script 1:  Request a meeting date and time:  Script your Call using your GNAP to the company and ask to speak to the individual to request a meeting:  Use GNAP (Greeting, Name, Affiliation, and Purpose) and rather than say it is to sell ad space ( you may get a no), request a time to present your class project for ad space.  Remember the person answering the phone may not be the person in charge:  



Script 2:  You arrive at the business.  There is a receptionist, Use your GNAP and script what will you say:




Script 3:  You arrive at the meeting, there is no receptionist and now you are speaking to your customer.  Greet the customer in a professional manner using your GNAP.  If you know the individual ask some personal information as a way to “know” the customer. Or include some pleasantries if you don’t know so you don’t just launch into the sales pitch.


Group Names:  							 Class Id: 		Class Hour 		

Overcome Objections: 
In chapter 14 we learned how to overcome objections.  There are four types of objections and seven methods to overcome these objections.  Refer to your notes or the textbook for answers below .

1. Objection Type:  Match the definition with the objection 

	_______ Need
	A. Usually associated with high quality merchandise

	_______ Product
	B. objection that there is a need for the product

	_______ Source
	C. related to the making the purchase at a later time

	_______ Price
	D. complaint that the product is too expensive

	_______ Time
	E. objection to the supplier



2. Overcoming Objection Methods:  Match the definition with the method of handling objections

	_______Demonstration
	F. Involves using a previous customer or another neutral person who can give a testimonial about the product

	_______ Denial
	G. Show the use of the product

	_______Third Party
	H. Technique that permits the salesperson to acknowledge objections as valid yet still offset them with other features & benefits

	_______ Superior Point
	I. Brings the objection back to the customer by converting the objection to a selling point

	_______ Boomerang 
	J. Communicate with the customer to learn more about the objection

	_______ Question
	K. Recommending a different product that would satisfy the customer’s needs

	_______ Substitution
	L. Customer’s objection is based on misinformation



Directions: You should always prepare in advance for overcoming common objections customers may have. Based on what you are selling, think about why a customer may object to purchasing our window display space.    Identify at least four objections your customer may have below and write how you would respond to this type of concern.   Also tell me which type of objection it is.

	Objection
	Method you used to overcome this objection

	Customer Objection:  

I will think about it
	

	Your response
	

	Customer Objection:  

My advertising budget is already spent.  
I don’t have an advertising budget
	

	Your response
	

	Customer Objection:  

I am not able to pay that amount today.
	

	Your response
	

	Customer Objection:    

I am not sure I need that type of advertising?
	

	Your response
	




Closing the Sale:

In chapter 15 we discussed how to close a sale.  There are four types of closes.  Refer to your notes, our PowerPoints online, or the textbook and list and define the four types of closing. 

	Close Type
	Definition

	1
	

	2
	

	3
	

	4
	




Below script a close to your window display presentation for each type of close you could use.

	Close Type
	Script your close

	1
	

	2
	

	3
	

	4
	





Arrange and Conduct the Meeting:  

Arrange the meeting:  After your script has been approved, contact the business.  Use your scripted greetings to assist you in contacting the business owner. Scheduled your appointment.
	Phone Call to Set Up appointment in Class		 /15

	1st Attempt Date:	Response: Yes or No
	2nd Attempt Date:	Response: Yes or No
	3rd Attempt Date:	Response: Yes or No

Appointment for Sales Presentation:      Date:  			   Time:  		
Transfer the appointment date and time to the Rubric Page for Grading:
Day of Meeting Checklist:  Conduct the following checklist prior to leaving for your meeting.  
· Brochure
· A Contract 
· A fully charged Computer 
· Prior to meeting, and before you leave the school, open presentation to ensure access
· Proper Attire:  You can wear our DECA T-shirt and Khaki pants. Or you must be professionally attired. Properly dressed (no shorts, no short skirts, no jeans, no flip flops)  

During the Presentation:
Acquire a Brochure and business card from your instructor to be left with the Business	
You will be required to use your phone to video the conversation.  This step is to ensure you conducted the presentation.  Show you and your partner in the beginning of the presentation so that you can grade your presentation. Without this, you will lose 15 points for professional attire.

Video of Presentation		 /10
Professional Dress:		 /15

Completing the Presentation:
For this step you must have a signed contract returned from the customer stating the will not purchase or will purchase.  Purchasing is not part of the grade.  If they do not purchase, sign and date and return.  

Signed Contract with Circled Yes or No		 /15
Minot High Window Display Project
Marketing Class 
Contract for Advertising

   Yes I am interested in having my business displayed
   No Thank You, Not interested at this time    


Signature of Business Representative	  	Date		   Student Signature			
PURCHASE AGREEMENT:
Name of Business:  												
Billing Address:  												
Contact Person’s Name (Print):   						Phone :			

We are pleased to include your business’s advertisement in the Magic City Campus Window Display Cases.  This unique form of advertising allows local businesses to advertise their products or services to a specific target market, high school juniors and seniors and their parents.  With the purchase of this advertisement, your business will receive high visibility each school day and beyond as daily the commons is used from 3:00 – 9:00 p.m. for such things as sporting events, club meetings, club banquets and community meetings just to name a few. Complete the grid below for the month and window space you have purchased:

	Side 1
	Side 2
	Month
	Total cost

	
	
	

	


	
	
	
	

	
	
	
	

	Total Cost
	



Billing Terms & Conditions:  
The amount owed can be paid to Minot High immediately or by monthly payments.  Because of high demand and to ensure all unsold space becomes available in a timely manner, an initial payment of $50 is required today or you can pay in full today. If you elect to pay the deposit today, we will bill in September.  Full payment is due by the 1st day of the month of usage..  Payments can be made via check or Credit Card.  Make checks payable to Minot High School DECA.  Call 1-701-857-4533 to make a Credit Card payment.  Select your payment method below:

Initial deposit of $50.00 must be paid today.  Full payment by Month of usage
	  Pay Deposit of $50.00 today, Bill me the remainder.  Amount Paid: __________	 Check   Credit  
	  Pay in full Today                                                         Amount Paid: __________	 Check   Credit  
Funds earned through this project are awarded to two students each year in the form of a $1000 scholarship.  Thank You!
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