GRADING KEY

Assignment # 4—Summary of the Shadowing Project -80 points
Each section of the report should be clearly identified. 
1. Title Page – 3 points
Report title, your name, course number and name, instructor's name, and date. Space and center the information appropriately on the page. 
2. Background Information (about 1 paragraph – you will have already completed a full paper on this information so emphasize below) – 5 points
Share background information about: 
A. Your sales rep (name, company, products, etc.) 
B. The customers visited 
C. Date and location of shadowing activity 
3. Analysis of the Company Sales System – 28 points
Provide a description and evaluation of the approach the company uses to sell its products and/or services. Draw on your discussions with your sales professional and your background research of the company to discuss how they deal with the following
A. Sales contracts 
B. Designating territories and/or customer groups 
C. Commission, bonus, and other incentive systems for the sales staff 
D. Identifying and qualifying leads



(4 points each)
E. Training for the sales staff, both initial and on-going 
F. Approximate time allocation to various activities; ie, making calls, following up, in-office paperwork, training, travel, phone versus person-to-person.
G. Sales tools provided the sales staff by the company
4. Customer Relations Analysis – 44 points
1. Examples of verbal and non-verbal communication, which might include observations about: - 4 points
· initial reaction of the prospect to the salesperson 

· reaction of the prospect to the progression of the meeting toward the objectives targeted by the salesperson 

· reaction by the salesperson to information they were hearing from the prospect 

2. An analysis of the selling process, which might include: - 30 points
a) How did your salesperson prepare for this call? This section might include a summary of long-term and short-term sales and call objectives and strategies. 
b) What opening techniques were used?
c) What type of presentation was made?
d) How were objections handled?

(5 points each)
e) Did your salesperson close? What techniques were used? 
f) What follow-up arrangements were made?
5. Evaluation – 10 points
A summary and evaluation of your project report. This section should include: 

1. Your personal reaction to the salesperson
2. The salesperson's effectiveness, in your opinion 
3. What you learned from the project


(2 points each)
4. Ideas for improving the project
5. Any benefits you might have gained directly from the project. (i.e. job offer, interview, etc.) 
