MARKETING 362
SALES PRACTICEEVALUATION FORM FOR

_____________________________
___________________
First and Last Name    

Student ID#

OBSERVER 1 NAME: _______________________________________________

OBSERVER 2 NAME: _______________________________________________

	Area
	Item
	Marks
	Score1
	Score 2

	Opening Statement
	Grabs attention, 
	5
	
	

	
	Creates Rapport
	5
	
	

	
	Invites customer to speak
	5
	
	

	Questioning Skills
	Open-Close Ratio
0-25 = 0, 26-50=2, 50-75=6,
above 75= 10
	10
	
	

	
	Digs Deep
	5
	
	

	
	Uncovers hidden needs
	5
	
	

	
	Uncovers all needs
	5
	
	

	Preparing the Close
	Checks often for validation
	5
	
	

	
	Checks periodically (several times) to see if customer is ready to buy
	5
	
	

	Handling Objections
	Uses appropriate technique for customer personality
	10
	
	

	
	Uses objection to customer advantage
	10
	
	

	Rapport
	Has established a good relationship on some level (there is a connection)
	5
	
	

	Recommendation
	Able to create unique opportunities
	5
	
	

	
	Utilize extraneous resources fully
	5
	
	

	Close
	Knows when to ask for the sale (not too early/not too late)
	5
	
	

	
	Stops talking after close question (waits for customer response)
	5
	
	

	Follow Up
	Establishes definite and appropriate opportunity to re-connect
	3
	
	

	Referral
	Acquires references
	2
	
	

	TOTAL
	
	100
	
	

	FINAL TOTAL
	Add 1 and 2 & divide by 2
	200/2=
	
	


SELF EVALUATION COMMENTS: ________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
