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SBE Module 10                                           



         Selling
Have you ever met a great salesperson?  A person who truly helped you find what you needed?  Someone that you trusted and you wanted to do business with for a product that you wanted or needed?  Selling is critical to the success of a business.  A former business owner explained that his salespeople made the difference between continuing the business and shutting the business down.  
To LEARN about Selling (This is an individual activity)
Standards assessed:

Mandatory Performance Indicators
________________________________________________________________________________

• Establish relationship with customer/client. 

Example: What tactics do salespeople within your SBE employ to endear themselves to customers?
• Process returns/exchanges. 

Example: Describe your SBE’s return policy.
• Process sales documentation. 

Example: Do you provide a receipt for every transaction? Do individual employees track their sales? Explain why sales documentation is important. 
Required Performance Indicators for Silver (pick 1) and Gold (pick 2)
________________________________________________________________________________

• Determine customer/client needs. 

Example: What routine questions do you ask customers? What questions help salespeople “hone in” on what an indecisive customer may be interested in?
• Recommend specific product. 

Example: What techniques do you use to channel what you know about a customer toward a specific product?
• Demonstrate suggestion selling. 

Example: How do you delicately suggest other products for purchase without seeming pushy or irritating the customer?
Optional Supporting Documents 
________________________________________________________________________________

• Include optional photos, charts, graphs, etc. to further illustrate Selling Standards.
Before you begin:

Read: http://www.deca.org/_docs/page-attachments/DECA_SBE_Selling_Instructional_Unit.pdf
To Do:
1. Complete the questions found in the Selling reading at 

: http://www.deca.org/_docs/page-attachments/DECA_SBE_Selling_Instructional_Unit.pdf
2. Optional:  Read LAP SE:111 Recommending Specific Products.  Complete Activity 1 Match It Up.
3. Optional:  Read LAPSE:108  Decisions, Decisions, Decisions.  Complete Activity 2 Help with Buying Decisions.

4. Interview a local salesperson.  Ask the salesperson the following questions:
· How do you establish a relationship with a client?  

· How do you maintain relationships with clients?  

· How do you determine client needs?  

· Once you have determined client needs what do you do to determine the best products for the client?  

· How do you recommend specific products to clients?  

· Is suggestion selling important to your position?  

· How do you suggestion sell?
5. Read the instruction manual or your store handbook on selling.  Alternative is to ask a local business owner or manager to review their sales training materials
To DO in the store (this will be completed as a team)

· Create a sales manual which includes each of the mandatory performance indicators and two of the required performance indicators.
· Train one or two first year students on selling in the School Based Enterprise.
· Take pictures or create a short video of selling occurring in the SBE.

· Scan the sales documentation papers used in your SBE.

SBE Certification

Choose the mandatory performance indicators plus an additional two required performance indicators..  Answer the questions using the information you have already gathered and provide documentation based on the work you have completed as a team and/or individual. Take pictures of your selling activities, documentation and return process forms to include in your documentation.
