Technical Sales Project
State Objectives


Advanced Marketing

102 Use Buying motives as basis for sale

105 Probe for information in sales situations

106 Demonstrate follow-up techniques

Marketing Principles

101 Open sales presentation using greeting, merchandise, and service approach

102 Question customer for information

103 Address the need of the individual customer

104 Use buying motives for a sales presentation

105 Demonstrate Product procedures

106 Facilitate customer buying decisions

107 Handle customer/client objections

108 Close sale

109 Demonstrate suggestion selling

Procedures :  This project should be assigned as a culmination of the selling unit.  Students will use the schools media center and the internet to obtain product information.  Students will present their sales presentation in the classroom with the teacher acting as the purchasing agent. This project is also a good practice project for the DECA Technical Sales Project. 
Evaluation:  Rubric included with project
