MARKETING 362 S07N01, S07N02, S07N03
SALES COMEPTITION

OBSERVER’S SHEET

TEAM NAME: ___________________________________

OBSERVER’s NAME:____________________________________________________

	ITEM
	Description
	Points
	Score

	RULES
	Were all rules observed?
	YES or NO
	

	Individual Selling & Participation
	All individuals on the team got to engage as a salesperson and were all in attendance and involved?
	20
	

	Sales Skills
	Appropriate use of questioning techniques (open vs. closed)?
	15
	

	Solicitation and Promotion
	Team’s ability to attract attention and reel in customers.
	10
	

	Rapport Building
	Team’s ability to build rapport with customers.
	5
	

	Pricing Methodology
	Was it appropriate? Did they have to discount from original plan? Did price become the main issue?
	10
	

	Value-Add
	Did the team have a good value add strategy?
	15
	

	Value-Add Integrity
	Were they usually able to maintain their value-add?
	15
	

	Accounting and Integrity
	Were appropriate records kept for all sales made? Did the team use integrity in their sales approaches?
	10
	


I have observed the aforementioned team during this competition and belief the above assessment to be a fair and accurate reflection of my observations as witnessed by my signature below.

OBSERVER’S SIGNATURE: ______________________________________________
