
PART VII

PERSONAL SELLING 

EXPERIENTIAL EXERCISES

Sell Yourself on a Job Interview

This is an extremely popular exercise with students.  They feel it is very worthwhile.  There are two procedures that can be used by the instructor.  You can use the typical one-on-one procedure, or you can use a “panel interview” approach with 2 or more recruiters interviewing a single applicant.  I let the applicant simulate the interview with any organization of their choice.  They are asked to write up a short paper about the organization.  This, along with the applicant’s resume, is given to the recruiter a few minutes before the interviews.  The recruiter is also given the following General and Interview instructions.

Recruiter’s General Instructions
1. Review the applicant’s resume.

2. Quickly read the description of the organization.

3. Review the “Recruiter’s Interview Instructions” sheet.

4. When applicant knocks on the door, ask them to come into the room.  Greet them and then ask the person to take a seat.

5. Now start the interview.  It is OK to read what you are to say.

Recruiter’s Interview Instructions

Once the applicant is seated, the recruiter says the following to the applicant:

I’m here today just to meet people to see who has a real interest in a sales job with us.  We have the company “information session” tomorrow night, so I will not answer specific questions about the job today.  This is a short, get to know each other meeting.  Tonight we will call and invite some of the people we interviewed today to our “information session.”  Let’s begin with this question:

1. In no more than one minute, tell me about yourself.

2. What is something you have done in your past that helps me better understand how your qualifications relate to this job?

3. Ask the three “SITUATION, ACTION, RESULTS QUESTIONS” on the next page.  After the applicant has left the room, or while answering questions, do the following for this question:

a. Write the person’s name at the top of the paper.

b. Circle EVALUATION score at the bottom of the page.

c. Write comments to the applicant on ways to improve responses.

4. Ask the “SITUATION QUESTION” on SELLING SKILLS.

a. Also evaluate the answer and provide written feedback.

5. Ask one question about something from the resume.

Now say to the applicant something like:
"This is all the time we have.  Thank you very much for coming in today.  I really enjoyed talking with you.  We will get in touch with you soon."

OBTAINING NEW CUSTOMERS

· Addresses the individual’s willingness and ability to obtain new customers.

……………………………………………………………………………………………

SITUATION QUESTION


Think of a time when you had to contact a stranger and persuade him/her 


to do something.  What was the situation?

ACTION QUESTION


What did you do?

RESULTS QUESTION


What happened?

NOTES

                                EVALUATION BASED ON THIS FACTOR ONLY

          Unsatisfactory                                            Satisfactory                                           Excellent


    1                  2                  3                   4                 5                 6                      7                 8               9

Answers show unsatisfactory behavior       
         Answers demonstrate a satisfactory level       
Answers show outstanding ex-

according to our standards or do not          
         of skill in obtaining new customers                 
perience, willingness, and 

indicate willingness or ability to                                                                                         
                  ability to prospect for new 

prospect for new customers.                                                                                                                    customers. 

NEGOTIATING WITH OTHERS

· Addresses the ability to work out a compromise between the individual and another person so that both are happy with the outcome.

……………………………………………………………………………………………………

SITUATION QUESTION


One of the most critical activities we perform is negotiating with customers, 


managers, and fellow workers.  Describe your most memorable experience in 


working out a settlement with someone such as a teacher, friend, customer, or 


employer.

ACTION QUESTION


What did you do?

RESULTS QUESTION


What was the outcome?

NOTES

                                EVALUATION BASED ON THIS FACTOR ONLY

          Unsatisfactory                                            Satisfactory                                           Excellent


    1                  2                  3                   4                 5                 6                      7                 8                9

    Answers indicate little or no                       Answers show satisfactory experience        
 Answers show exceptional

    Experience and understanding of                 and understanding of negotiation.               
 experience and understanding

    negotiation.  Answers indicate                     Meets our high standard.                            
 of negotiation process.  Seems

    applicant is not tenacious, 





 tenacious, confident, open to


    confident, open to others' views. 




 others' views.


CUSTOMER SERVICE

· Addresses the willingness of the applicant to provide a high level of service and ensures that customers are satisfied with products and service.  Relevant skills include the ability to be courteous, tactful, and attentive to customer needs.

……………………………………………………………………………………………………

SITUATION QUESTION


At times our people have to deal with a customer who is upset or angry.  Think


of when someone was angry with you.  What was the situation?

ACTION QUESTION


What did you do?

RESULTS QUESTION


What were the results?

NOTES

EVALUATION BASED ON THIS FACTOR ONLY

          Unsatisfactory                                            Satisfactory                                           Excellent


    1                  2                  3                   4                 5                 6                      7                 8                9

    Applicants demonstrated little             

Applicant demonstrated a                   
 Response showed excellent

     or no ability to provide customer         

satisfactory level of skills in                
skills in effectively handling

     service.                                              
                  being able to handle customers.          
customers.
SELLING SKILLS

· Addresses the individual’s ability to sell.  Includes the abilities to "think on one's feet;" interact effectively; and communicate in an organized, positive, and effective manner using negotiation and persuasion skills.

……………………………………………………………………………………………………

SITUATION QUESTION


You're applying for a sales job.  Yet I have never seen you sell anything.


 I want you to sell me this___________.  (Pencil, pen, chair, coffee cup…)


 Hand it to the applicant.
NOTES

EVALUATION BASED ON THIS FACTOR ONLY

          Unsatisfactory                                            Satisfactory                                           Excellent


    1                  2                  3                   4                 5                 6                      7                 8                9

    Applicant showed unsatisfactory        
 
Response shows satisfactory                
Excellent ability.  Asked

      ability to sell.  Does not meet our         

ability to sell.  Meets our high             
questions, was organized,  

      high standards.                                      
                   standards.                                             
and demonstrated effective








                           
selling skills.

Sell Yourself Grading Sheet

Your Score









   Point Value

_________1.  Entered in a positive, enthusiastic manner




3 

_________2.  Résumé (to be turned in along/with videocassette)



4 

_________3.  Portfolio (to be turned in along/with videocassette)



3 

_________4.  Use of your business card






3 

_________5.  Asked for recruiter's business card





3 

_________6.  Completed/turned in appearance questionnaire



3 

_________7.  Completed/turned in performance critique




2 

_________8.  Completed/turned in exercise critique
2 

_________9.  Shook hands while introducing yourself to interviewer


3 

________10.  Stated, "I'm very interested in working for Name of Organization."
3 

________11.  Used resume as a visual aid






3 

________12.  Used portfolio as a visual aid






3 

________13.  Asked Dr. Futrell's 2-question interview closing sequence


3 

________14.  Positive non-verbals throughout





3 

________15.  Follow-up letter







3 

________16.  E-mail









3 

________17.  Exited in a positive, enthusiastic manner




3
________Total








           50
Sales Team Exercise

None of the information here should be given to participants until after they have completed the decision-making parts of the exercise. January is the coldest time of the year in the Yukon.  The first problem the survivors face, therefore, is to preserve their body heat and protect themselves against its loss.  This problem can be met by building a fire, minimizing movement and exertion, and using as much insulation as possible.

The participants have just crash-landed.  Many individuals tend to overlook the enormous shock reaction this has upon the human body, and the death of the pilot and copilot increases the shock.  Decision making under such conditions is extremely difficult.  Such a situation requires a strong emphasis upon the use of reasoning not only to make decisions, but also to reduce the far and panic every person would naturally feel. Along with fear, shock reaction is manifested in the feelings of helplessness, loneliness, and hopelessness.  These feelings have brought about more fatalities than perhaps any other cause in survival situations.  Through the use of reasoning, hope for survival and the will to live can be generated.  Certainly the state of shock means that movement of individuals should be at a minimum and that an attempt to calm them should be made.

Before taking off a pilot always has to file a flight plan.  The flight plan contains the vital information regarding the flight, such as the course, speed, estimated time of arrival, type of aircraft, number of people on board, and so on.  Search-and rescue operations would begin shortly after the plane failed to arrive at its destination at its estimated time of arrival.

The eighty miles to the nearest known town is a very long walk even under ideal conditions, particularly if one is not used to walking such distances.  Under the circumstances of being in shock, dressed in city clothes, having deep snow in the woods and a variety of water barriers to cross, to attempt to walk out would mean almost certain death from freezing and exhaustion.  At the temperatures given, the loss of body heat through exertion is a very serious matter.

Once the survivors have found ways in which to keep warm, their most immediate problem is to provide signaling methods to attract the attention of search planes and search parties.  Thus, all the items the group has must be assessed according to their value in signaling the group’s whereabouts.

Winter Survival Exercise Scoring Key

The correct ranking of the survivors’ items was made on the basis of information provided by people trained in wilderness-survival techniques.

1. Cigarette lighter (without fluid).  The gravest danger facing the group is exposure to the cold. The greatest need is for a source of warmth and the second greatest need is for signaling devices. This makes building a fire the first order of business.  Without matches, something is needed to produce sparks to start a fire.  Even without fluid the cigarette lighter can be used to produce sparks.  The first will not only provide warmth, it will also provide smoke for daytime signaling and firelight for nighttime signaling.

2. Ball of steel wool.  To make a fire, a means of catching the sparks made by the cigarette lighter is needed.  Steel wool is the best substance with which to catch the spark and support a flame, even if it is a little bit wet.

3. Extra shirt and pants for each survivor.  Clothes are probably the most versatile items one can have in a situation like this.  Beside adding warmth to the body they can be used for shelter, signaling, bedding, bandages, string when unraveled, and tinder to make fires.  Even maps can be drawn on them.  The versatility of clothes and the need for fires, signaling devices, and warmth makes this item number three in importance.

4. Family-size Hershey bar (one per person).  To gather wood for the fire and to set up signals, energy is needed.  The Hershey bars would supply the energy to sustain the survivors for quite some time. Because they contain basically carbohydrates, they would supply energy without making digestive demands upon the body.

5. Can of shortening.  This item has many uses--the most important being that a mirrorlike signaling device can be made from the lid.  After shining the lid with the steel wool, the survivors can use it to produce an effective reflector of sunlight.  A mirror is the most powerful tool they have for communicating their presence.  In sunlight, a simple mirror can generate 5 to 7 million candlepower.  The reflected sunbeam can be seen beyond the horizon.  Its effectiveness is somewhat limited by the trees but one member of the group could climb a tree and use the mirror to signal search planes. If the survivors have no other means of signaling, they would still have better than 80 percent chance of being rescued within the first twenty-four hours.


Other uses for the item are as follows: The shortening can be rubbed on the body to protect exposed areas, such as the face, lips, and hands, from the cold.  In desperation it could be eaten in small amounts. When melted into an oil the shortening is helpful in starting fires.  Melted shortening, when soaked into a piece of cloth, will produce an effective candlewick. The can is useful in melting snow to produce drinking water. Even in the wintertime, water is important as the body loses water in many ways, such as through perspiration, respiration, shock reactions, and so on.  This water must be replenished because dehydration affects the ability to make clear decisions.  The can is also useful as a cup.

6. 
Flashlight. Inasmuch as the group has little hope of survival if it decides to walk out, its major hope is to catch the attention of search planes. During the day the lid-mirror, smoke, and flags made from clothing represent the best devices. During the night the flashlight is the best signaling device. It is the only effective night-signaling device besides the fire.  In the cold, however, a flashlight loses the power in its battery very quickly. It must therefore, be kept warm if it is to work, which means that it must be kept close to someone’s body.  The value of the flashlight lies in the fact that if the fire burns low or inadvertently goes out, the flashlight could be immediately turned on the moment a plane is heard.

7.
Piece of rope. The rope is another versatile piece of equipment. It could be used to pull dead limbs off tress for firewood. When cut into pieces, the rope will help in constructing shelters.  It can be burned.  When frayed it can be used as tinder to start fires.  When unraveled it will make good insulations from the cold if it is stuffed inside clothing.

8. 
Newspaper (one per person).  The newspaper could be used for starting a fire much the same as the rope.  It will also serve as an insulator; when rolled up and placed under the clothes around a person’s legs or arms,  it provides dead-air space for extra protection from the cold.  The paper can be used for recreation by reading it, memorizing it, folding it, or tearing it.  It could be rolled into a cone and yelled through as a signal device.  It could also be spread around an area to help signal a rescue party.

9.
.45-caliber pistol.  This pistol provides a sound signaling device. (The international distress signal is three shots fired in rapid succession.)  There have been numerous cases of survivors going undetected because by the time the rescue party arrived in the area the survivors were too weak to make a loud enough noise to attract attention. The butt of the pistol could be used as a hammer.  The powder from the shells will assist in fire building.  By placing a small bit of cloth in a cartridge, emptied of its bullet, a fire can be started by firing the gun at dry wood on the ground.  At night the muzzle blast of the gun is visible, which also makes it useful as a signaling device.

The pistol’s advantages are counterbalanced by its dangerous disadvantages.  Anger, frustration, impatience, irritability, and lapses of rationality may increase as the group waits to be rescued.  The availability of a lethal weapon is a real danger to the group under these conditions.  Although it could be used for hunting, it would take a highly skilled marksman to kill an animal and then the animal would have to be transported through the snow to the crash area, probably taking more energy than would be advisable.

10.
Knife.  A knife is a versatile tool, but it is not too important in the winter setting,  It could be used for cutting the rope into desired lengths, making shavings from pieces of wood for tinder, and many other uses could be thought up.

11. Compress kit (with gauze).  The best use of this item is to wrap the gauze around exposed areas of the body for insulation. Feet and hands are probably the most vulnerable to frostbite, and the gauze can be used to keep them warm.  The gauze can be used as a candlewick when dipped into melted shortening.  It would also make effective tinder.  The small supply of the gauze is the reason this item is ranked so low.

12.
Ski poles.  Although they are not very important, the poles are useful as a flag pole or staff for signaling.  They can be used to stabilize a person walking through the snow to collect wood, and to test the thickness of the ice on a lakeshore or stream.  Probably their most useful function would be as supports for a shelter or by the fire as a heat reflector.

13. Quart of 85-proof whiskey.  The only useful function of the whiskey is to aid in fire building or as a fuel. A torch could be made from a piece of clothing soaked in the whiskey and attached to an upright ski pole.  The danger of the whiskey is that someone might try to drink it when it is cold. Whiskey takes on the temperature it is exposed to, and a drink of it at minus thirty degrees would freeze a person’s esophagus and stomach and so considerable damage to the mouth. Drinking it warm will cause dehydration. The bottle, kept warm, would be useful for storing drinking water.

14. Sectional air map made of plastic.  This item is dangerous because it will encourage individuals to attempt to walk to the nearest town-thereby condemning them to almost certain death.

15. Compass. Because the compass may also encourage some survivors to try to walk to the nearest town, it too is a dangerous item. The only redeeming feature of the compass is the possible use of its glass top as a reflector of sunlight to signal search planes, but it is the least effective of the potential signaling devices available. That it might tempt survivors to walk away from the crash site makes it the least desirable of the fifteen items.

Winter Survival Exercise: Key
The correct ranking of the survivors’ fifteen items is as follows:

   11  
Compress kit (with 28-ft., 2-in. gauze)

   2   
Ball of steel wool

   1   
Cigarette lighter (without fluid)

   9   
Loaded .45-caliber pistol

   8   
Newspapers (one per person)

   15  
Compass

   12  
2 Ski poles

   10  
Knife

   14  
Sectional air map made of plastic

   7   
30 feet of rope

   4   
Family-size Hershey bar (one per person)

   6   
Flashlight with batteries

   13  
Quart of 85-proof whiskey

   3   
Extra shirt and pants for each survivor

   5   
Can of shortening
What's Your Style—Senser, Intuitor, Thinker, Feeler?

This is a great exercise to use as either part of the personal selling or sales management class.  Students really enjoy learning about themselves.

For discussing personal selling or sales management issues, it helps show that the salesperson, as well as the sales manager, should know his/her own personality style.  This style may be in conflict with the prospect or subordinate. 


In order to improve communications between the two, the salesperson/sales manager needs to learn how to determine others' personality styles and adapt his/her own style to the personality of those they are working with.  
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