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Agricultural Sales CDE 

Individual Sales Call Scorecard 
 

Student Name: ____________________ Chapter Name: _______________________ 
 
State:  ______________ 
 
 
 
 

 
  

                                                                
 
 
 
 
 
 
 

Skills Points 
Possible 

Points 
Earned 

Did the sales person identify themselves with a good first  
impression? 5   

Did the student ask questions/dialogue in an attempt to build  
personal rapport with you? 8   

 Did the student actively listen to your personal comments when 
you answered?         8   

 Did the student use the information from your answers to further 
establish personal rapport?        8   

Did the student ask questions to learn about your business?  10   
Did the student listen to the answers about your business you 
provided? 10   

Did the student confirm and discover your needs and 
wants?                12   

Did the student apply the features/benefits of their product to your 
needs/wants?           16   

Did the student allow you to participate in matching your needs/
wants to their product features? 15   

Did the student effectively use trail close (gain acceptance on an 
point, identify customers willingness to buy or a closing  
opportunity?) 

11   

Did the student listen to and clarify your objections? 14   
Did the student apply and discuss the features/benefits of their 
product to address your objections? 13   

Did the student clearly close or attempt to close the sale? 20   

TOTAL POINTS 150   


