Technical Sales Project

Marketing Principles and Applications 
GUIDELINES

· The objective for this power point sales presentation is for you to assume the duties of a sales representative for Gateway Computer Corporation that sells computer products/services and make a presentation to a potential buyer.

· You will make a 20 minute sales presentation to the buyer worth 100 points.

· Your presentation will begin immediately after you have set up your props.

· You will have no more than 5 minutes to set up your props.  The next 10 minutes will consist of your presentation. Finally, their will be a 5 minute question period.

· You may use visual aids that are appropriate for an actual sales presentation.  Appropriate aids include merchandise or facsimile (or pictures of the same), posters, flip chats, or power point slides (no sound). 

PRODUCT AND TARGET CUSTOMER DESCRIPTION

· Your target customer is your school district.

· Your district is planning to purchase technical equipment for 20 classrooms equally divided between Cross Creek and Butler High Schools

· Teachers are having a difficult time instructing the 25 to 30 students in each class with only one or two computers in each classroom.  The School system adequate computers in each classroom with a central server in each classroom.  In addition, they want to purchase 4 laser printers per school (each printer should have a network interface card)

· The computers should also meet the following requirements:

· Show videos with sound

· Use interactive CDs/DVDs

· Be connected to the Internet via a high speed connection ( DSL or cable modem)

· Be connected to cable television

· Upgradable 

· 1 GHZ+ Pentium IV processor 

· 40 GB hard drive

· The school system cannot spend over $300, 000 for the purchase.

EVALUATION FORM
	
	EXCEEDS EXPECTATIONS
	MEETS

EXPECTATIONS
	BELOW

EXPECTATIONS
	LITTLE/NO

VALUE
	SCORE

	OPENING WAS EFFECTIVE
	6   5
	4
	3   2
	1  0
	

	DEMONSTRATED THOROUGH AND EFFECTIVE PRODUCT KNOWLEDGE
	20  19  18  17
	16  15  14
	13  12  11  10  9  8
	7  6  5  4  3  2 1  0
	

	INFORMATION WAS REALISTIC, AND LOGICAL 

(TIMELINES, FINANCES) AND WAS CLEARLY COMMUNICATED
	7   6
	5
	4   3   2
	1  0
	

	EFFECTIVE USE OF BENEFIT SELLING WHICH APPEALS TO PRIMARY AND SECONDARY  TARGET MARKETS
	7    6
	5
	4   3   2
	1  0
	

	EFFECTIVELY USED SUGGESTION SELLING TO ENHANCE PRESENTATION
	7   6
	5
	4   3   2
	1   0
	

	OVERCAME OBJECTIONS IN A POISED MANNER AND ANSWERED ALL QUESTIONS FROM THE JUDGE
	7   6
	5
	4   3   2
	1   0
	

	EFFECTIVELY MOVED TO CLOSE SALE
	7   6
	5
	4   3  2
	1  0
	

	USED VISUAL AIDS TO CLARIFY AND/OR ENHANCE PRESENTATION
	10   9
	8   7
	6   5   4
	3   2   1   0
	

	PRESENTATION WAS ORGANIZED, USE PROFESSIONAL GRAMMAR AND VOCABULARY, VOICE CONVEYED PROPER VOLUME, ENTHUSIASM , ENUNCIATION AND PRONUNCIATION
	15   14   13
	12   11   10 
	9   8   7   6   5
	4   3   2   1   0
	

	PROFESSIONAL APPEARANCE, POISE, AND CONFIDENCE
	7   6
	5
	4   3   2
	1   0
	

	OVERALL GENERAL IMPRESSION
	7   6 
	5 
	4   3   2
	1   0
	


