Assessment Artifact

VEMKO51 — Marketing IB

SLO: Students will plan, design, and present a product presentation.

Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet

below.

Product Presentation Rating Sheet

d

Name of Student:

Uses appropriate approach 112]3[4[5]6]718]9]00)]
Asks good qualifying questions to 112(3(4]5/6]7|8|9]10
determine customer’s needs/wants

Demonstration of the product/service 112(314]5]6]7(@]9]10
Gets the customer involved in the 1{2(314]|516|7 @ 9110
demonstration =
Conlinues (o ask questions and seek 1[21314]|5]6]7k8)9]|10
agreement throughout the presentation

Effectively overcomes customer’s objection | 1213(4[5|6|7|8]|9|40)
Uses a technique to close the salc 1[2]3[456]7]8]9]T0
Reassures the customer and thanks them 112|3|415/6|7{8]8|40
Evidence of preparation; feature-benefit 112(3(4|5|617]8|9 @
analysis N
Overall impression of the presentation 112]3[4]5]6[7]8(9)10

TOTAL SCORE: g(p

Comments/ notes: Ch@vios - ?VW(M ?Wd SW\\P !@S .' ?OQI'QV bsmd




Assessment Artifact

VEMKO051 - Marketing 1B

SLO: Students will plan, design, and present a product presentation.

Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet

below.

Product Presentation Rating Sheet

Name of Student; ﬂ 2’

Pl

Uses appropriate approach 112(314|5|6]7]8]9]d0
Asks good qualifying questions to 1(2|13|4|5|6|7|8]|9 @
determine customer’s needs/wants
Demonstration of the product/service 1[2(3]4[5]6]|7k8)9]10
Gets the customer involved in the 1(2]3]4 @ 6|7]|8]9]10
demonstration
Continues to ask questions and seek 11213 506 @ 819110
agreement throughout the presentation -
Effectively overcomes customer’s objection | 1 [2[3[4[5[6]7 (8|9 | €0
Uses a technique to close the sale 112[3]4|5]6|@18|o]10
Reassures the customer and thanks them 1121314]5|6|7(8]|8]40)
Evidence of preparation; feature-benefit 1(213141516(7(8]|9 @
analysis -
QOverall impression of the presentation 1[2]3]4]5]6|7¥8)9]10

TOTAL SCORE: @g

Comments/ notes: PfDPGTW QW, USed video dﬂ’m[me)mﬂ&o.

postevhagd




Assessment Artifact
VEMKO51 — Marketing IB

SLO: Students will plan, design, and present a product presentation.
Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet
below.

Product Presentation Rating Sheet

Name of Student: %’b

Uses appropriate approach 1(2]3]4]5]6]7]8]9]f0)]
Asks good qualifying questions to 1(2(314(5]|6 @ 819110
determine customer’s needs/wants

Demonstration of the product/service 1/12]3]4l5]|6l@1)8]9]10
Gets the customer involved in the 1{2]314|58)7(819]10
demonstration

Continues o ask questions and seek 112131415(6 @ 819110
agreement throughout the presentation

Effectively overcomes customer’s objection |12 (3[4 [5[617[8]9[4D
_Uscs a techniquce to closc the sale 1]2]3]4]5]6]7[8[0]| @
Reassures the customer and thanks them 1{21314(5(6/7|8]8|{Q)
Evidence of preparation; feature-benefit 1121314(5(6|7|8]|9 @
analysis

Overall impression of the presentation 112]314|5]6|@)8]9]10

TOTAL SCORE: _ &'}
Comments/ notes: V[dﬁb CN“CN@CV) PW@M, Commey Cf./CQ




Assessment Artifact

VEMKO51 — Marketing IB

SLO: Students will plan, design, and present a product presentation.

Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet

below.

Product Presentation Rating Sheet

Name of Student: 'J} <g

Uses appropriate approach 11213]4]5]6|7]|8]|9]40]

Asks good qualifying questions to 11213(4|5)6]7|8[9]10

determine customer’s needs/wants

Demonstration of the product/service 1213]4]5]6|@)8]9]10

Gets the customer involved in the 11213(4(5]6|7 @ 9110

demonstration

Continues to ask questions and seek 112134 (5)6 71819110

agreement throughout the presentation

Effectively overcomes customer’s objection | 12 [3[4[5|6/(7)8]9]10

Uses a technique to close the sale 1/12[3(4|G16]7]8]9]10

Reassures the customer and thanks them 1121314([5]6]7 8110

Evidence of preparation; feature-benefit 112131415(6|7(8|9 40

analysis

Overall impression of the presentation 112]13[4(|5{6)7]8]9]10
TOTAL SCORE: 7’

Comments/ notes: Gﬁ“?‘[\m\ﬂ |' nasd more PP@P@’@W {S’Deﬁk Cp&f{\b}




Assessment Artifact

VEMKO51 — Marketing IB

SLO: Students will plan, design, and present a product presentation.

Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet

below.

Product Presentation Rating Sheet

Name of Student: "t,;ﬁl

Uses appropriate approach 112(314]|5]6[7]8]9](0
Asks good qualifying questions to 11234 @ 6|7 (8/ 9110
determine customer’s needs/wants

Demonstration of the product/service 112(3[4[516]7]|8]|9/¢0)
Gets the customer involved in the 112(3]|4|516|7|8 c@ 10
demonstration

Continucs to ask questions and seck 1[2(3]|4|5]6 @ 819110
agreement throughout the presentation

Effectively overcomes customer’s objection | 1 |2 3|4 (5[6|7|8|9
Uses a technique to close the sale 112[3]1]5]6]|7/8|9]¥0]
Reassures the customer and thanks them |1 [2[3[4]5]6]7/8]8 |d0/
Evidence of preparation; feature-benefit 1121314(5|6|7(8|9 @
analysis

QOverall impression of the presentation 112]3[4/5]/6[7]819)10

Comments/ notes: WSHOH L[

TOTAL SCORE: 12




Assessment Artifact

VEMKO51 — Marketing IB

SLQO: Students will plan, design, and present a product presentation.

Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet

below.
Product Presentation Rating Sheet

Name of Student: 'Q? \{D

PaatinY
Uses appropriate approach 1/12(3]4[5/6]|7]8]9 WY
Asks good qualifying questions to 1123145167 9110
determine customer’s needs/wants .
Demonstration of the product/service 112]3]4|5/6/7]8]@410
Gets the customer involved in the 1|2(3]4]5|6|7]|8|@8110
demonstration
Conlinues o ask questions and seek [12(3(4]|5]6 @ 81910
agreement throughout the presentation I
Effectively overcomes customer’s objection | 1 [2[314]5|6|7[8]9|dQ/
Uses o technique to closc the sale 11213[415]6]|7]8(19|40
Reassures the customer and thanks them 112(3[4{5]6|7]|8]8|A0
Evidence of preparation; feature-benefit 1(2|13]14|5|6|7(819
analysis -
Overall impression of the presentation 1]2]3]4]|5]|617|8}9]10

TOTAL SCORE: |

Comments/ notes: HW‘S C‘Mb\{ ; C/W\WC{’Q ¢ P)QZJ/M




Assessment Artifact
VEMKO051 — Marketing 1B

SLO: Students will plan, design, and present a product presentation.
Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet
below.

Product Presentation Rating Sheet

Name of Student: ng “

P
Uses appropriate approach 11213(4[5(6(71]8|9
Asks good qualifying questions to [12(31415]|6(7(8|9 |40
determine customer’s needs/wants

Demonstration of the product/service 1{2]|3]4l5)6]7(8[9]10
Gets the customer involved in the 112(3{4]5 @ 7189110
demonstration

Continues Lo ask questions and seek 112|3(4(5(6|7 @ 9110
agreement throughout the presentation B
Effectively overcomes customer’s objection [ 121341567 |8 (910
'Uscas a technique to close the sole 1]2]3][1]5[6)7]8]9]|10
Reassures the customer and thanks them 1[2]3]4]5]6]71®]8]10
Evidence of preparation; feature-benefit 112(314(5]|6 @ 819110
analysis o~

QOverall impression of the presentation 112]3]4|5l6)718]9]10

TOTAL SCORE: Z\E
Comments/ notes: H@[fig‘h GIWW{ W—b FWT\?WQM didke lm (Wﬂ




Assessment Artifact
VEMKO51 — Marketing IB

SLO: Students will plan, design, and present a product presentation.
Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet
below.

Product Presentation Rating Sheet

Name of Student: :%/ ll’

Uses appropriate approach 112[3[415]6]|718]9 @@
Asks good qualifying questions to 112131415617 @ 9110
determine customer’s needs/wants

Demonstration of the product/service 112]3]4]5]6]7|8)9]10
Gets the customer involved in the 1{2(3]4[5]6]|7[8]9 @
demonstration |
Continues o ask questions and seek 112131415(6|7 y@ 10
agreement throughout the presentation i
Effectively overcomes customer’s objection | 1 [ 2|34 |5 | Agkls 9] 10
Uses a lechnigue W close the sale 11213[4[5[6K7)8]9 (:E@Q’
Reassures the customer and thanks them 112{3]4]5]6|7]8]|8]| D
Evidence of preparation; feature-benefit 112]3(4|5(6|7(8(9 @
analysis _
Overall impression of the presentation 112[3]4][5]6]718)]9]10

TOTAL SCORE: B8

Comments/ notes: SPQMd ‘{( Coresl [ Sﬂh\{;o\fg ‘ @WWﬁQ ) ?Dﬁlﬂ/ biwd




Assessment Artifact

VEMKO51 — Marketing IB

SLO: Students will plan, design, and present a product presentation.

Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet

helow.

Product Presentation Rating Sheet

Name of Student; /'u l7)

Uses appropriate approach 112(314]5]6J7]/8]9[10
Asks good qualifying questions to 11234 @ 6178910
determine customer’s needs/warts
Demonstration of the product/service 11213]4|5l6)7]8]9]10
Gets the customer involved in the 1{2(3]4]5]% é)8 910
demonstration N '
Continues (o ask questions and seek 1234 @ 617181910
agreement througloul e presentation
Effectively overcomes customer’s objection | 1 [2[3 (4|5 @ 718|910
Uscs a tcchnique to close the sale 112]3]4]5|67|8|9]10
Reassures the customer and thanks them 1[2]3]4]s5|@7]8]8]10
Evidence of preparation; feature-benefit 112131415/6|718|9d0
analysis
Overall impression of the presentation 112|314 5@ 7181910
TOTAL SCORE: __(83

Comments/ notes: 'ﬂYD\W‘hC P SﬂLT, e Vm}’OH: fD WS’IAAO WH,

W
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Assessment Artifact
VEMKO51 — Marketing IB

SLO: Students will plan, design, and present a product presentation.
Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet
below.

Product Presentation Rating Sheet

Name of Student: :tk lLF

P
Uses appropriate approach 112(13[44516(718]|9]10
Asks good qualifying questions to 112134 @ 6]7{819110
determine customer’s needs/wants e
Demonstration of the product/service 1121314 % 617181910
Gets the customer involved in the L12|3|14|6)/6,7]819]10
dcmonstration N
Continues to ask questions and seck 11213146 c|7]8]9]10
agreement throughout the presentation N
Effectively overcomes customer’s objection | 1 [2 3[4 [5) 6 810110
Uses a technique to close the sale 112345 6(7(8]9]10
Reassures the customer and thanks them 11213415 6.@ 88|10
Evidence of preparation; feature-benefit 1/2(314]|5|6 @ 81910
analysis
Overall impression of the presentation 112]3]415016]7(8]9]10

TOTAL SCORE: 61-{

Comments/ notes: Lﬁ“ﬁmp WWCHQ YW)YQ WOH' ntd ﬂCClUﬂ;&@
: (fwwe




Assessment Artifact
VEMKO51 — Marketing IB

SLO: Students will plan, design, and present a product presentation.
Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet
below.

Product Presentation Rating Sheet

Name of Student: 4* (?)

Uses appropriate approach 1121314]5|6|7[819)10
Asks good qualifying questions to 1121345 @ 7(819(10
determine customer’s needs/wants

Demonstration of the product/service 11213]4[5]|6[718]9|d0
Gets the customer involved in the 1{213(415 (6\ 7181910
demonstration ~ N
Continues to ask questions and seek 1|12(3(4]5/®)7(8]9]10
agreement throughout the presentation

Effectively overcomes customer’s objection | 1 |2 {3 [4[5|6]7][8¢ o)
Uses a technique to closc the sale 112](3]4[5]|6(7]|8k9) 10
Reassures the customer and thanks them 112]3]41516]7]8]8140)
Evidence of preparation; feature-benefit 1{21314(5{6|7]|8[0}I0
analysis _

Overall impression of the presentation 112(3]4[5]/6f7/8]9]10

TOTAL SCORE: 8;{

Comments/ notes: ”H‘i wq bﬂm W&H\M?\aﬂ\c (ﬂm DW\QO{M”
Ueg Gondls- e W,




Assessment Artifact

VEMKO51 ~ Marketing IB

SLO: Students will plan, design, and present a product presentation.

Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet

below.

Product Presentation Rating Sheet
Name of Student: :ﬁl‘%
Uses appropriate approach 1121314[5]617|819 (1/0)
Asks good qualifying questions to 11213(4|5]|6|7]|8 y 10
determine customer’s needs/wants o
Demonstration of the product/service 11213|4|5|6|7/8]|9]|40)
Gets the customer involved in the 1(21314|516|7/8]|9 @
demonstration
Continues to ask questions and seek 112131415 <L6/7 819110
agreement throughout the presentation
| Effectively overcomes customer’s objection | 1 |2 (3[4 (5]6]718[0} 10
Uses a technique t close the sale 112{3]4]5]6|7|8|9|¢D
Reassures the customer and thanks them 11213]4|5]6]7]8!18|d0
Evidence of preparation; feature-benefit 112]13(4(5|6[7|8]9 @
analysis ~
Overall impression of the presentation 112(3141516|7(8(9410

TOTAL SCORE: %

Comments/ notes: SAN(MIPS, WMC?L LSWI\P(G, Pj?fﬂV&M{ MQMS




Assessment Artifact
VEMKO051 — Marketing 1B

SLO: Students will plan, design, and present a product presentation.
Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet
below.

Product Presentation Rating Sheet

G

Name of Student;

Uses appropriate approach 112]314[5]6[7]|819]10
Asks good qualifying questions to 112(314]5 @ 7181910
determine customer’s needs/wants _
Demonstration of the product/service 11213[4|5(6|7|819]10
Gets the customer involved in the 112(3]4]|5 @ 718(9]10
demonstration

Continues to ask questiong and scck 1213145l 6|7]8]9]10
agreement throughout the presentation -
Effectively overcomes customer’s objection | 1 |2 (3|4 [5|6]7{8]0 @)
Uses u technique to close the sale 112345 P6|7]8]9]10
Reassures the customer and thanks them 112]1314(5]6(7|8]|8 D
Evidence of preparation; feature-benefit 112]314|5]|6]|7|8|9 QY
analysis A

Overall impression of the presentation 112(314[5¥6l7]8]9]10

ToTAL sCorE: 14

Comments/ notes: OIOW\X w(ﬂ)@ (fmm@ﬁﬂ’l@( W{JM‘(T OMW bind

Ao wep m iy e o, e it e’ el b




Assessment Artifact

VEMKO51 — Marketing IB

SLO: Students will plan, design, and present a product presentation.

Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet

below.

Product Presentation Rating Sheet

Name of Student: tHL “0

iy}
Uses appropriate approach 112]13]4]5]6]7]8]9]4d
Asks good qualifying questions to 112|3]4|5/6/7|@®9]10
determine customer’s needs/wants
Demonstration of the product/service 21314(5]|6(7]8(9]d0
Gets the customer involved in the 1123451678910
demonstration
Continues to ask questions and seelc 112]1314]15/6]7(849]10
agreement throughout the presentation
Effectively overcomes customer’s objection | 1 |2 |3 |4 [5]|6[7]8(9 ?
Uses a techuique to close the sale 11213]4(5]6,7[8|9|d0/
Reassures the customer and thanks them 11213]4|5]6|7[8]8]|d
Evidence of preparation; feature-benefit L{213|14]5|6|7|8}9 (@
analysis
Overall impression of the presentation 112]3]4[5[6]7€3)9]10

Comments/ notes:

TOTAL SCORE: QZ

B Drlen pomporciall, owfevfﬂM bept
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Assessment Artifact
VEMKO51 — Marketing 1B

SLO: Students will plan, design, and present a product presentation.
Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet
below.

Product Presentation Rating Sheet

Name of Student: % (’-?’

Uses appropriate approach 2(3l4|5)6]7]8]9]10
Asks good qualifying questions to 112314135 (-6/ 7181910
determine customer’s needs/wants .
Demonstration of the product/service 112(3]4|5]6]748)9]10
Gets the customer involved in the 112|3(4|5¢(®[7]89]|10
demonstration

Continues to ask questions and seek L121314(9]16|718]9]10
agreement throughout the presentation

Effectively overcomes customer’s objection | 1|2 (3[4 [5]6[7[8]9 @
Uses a techniquc to closc the sale 112|3]4]5|6K1)8|9]10
Reassures the customer and thanks them 11213]4]5]6]7]8]|8 &
Evidence of preparation; feature-benefit 11213]14(5(6(7|8]9 @
analysis

Overall impression of the presentation 17213]4]5 ,;6/ 71819110

TOTAL SCORE: 75

WL B ()W)CL D!NN U"\




Assessment Artifact

VEMKO51 — Marketing IB

SLO: Students will plan, design, and present a product presentation.

Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet

below.

Product Presentation Rating Sheet

Name of Student; ‘l’ﬂg

~
Uses appropriate approach 1/2(3(4(5]6|7|8]|9]|wW
Asks good qualifying questions to 112|3(4(|516 @ 81910
determine customer’s needs/wants

Demonstration of the product/service 11213]4|5¥6)7]18]9]10
Gets the customer involved in the 112(3]415 @ 718910
demonstration

Continues (o ask questions and seek Ly2(3)4 @ 617(8{Y]10
agreement throughout the presentation

Effectively overcomes customer’s objection | 1 (2|3 4|56 (DI819|10
Uses a technique to close the salc 112134540 718]9]10
Reassures the customer and thanks them 112]3]4[5]6]7]8]8] )
Evidence of preparation; feature-benefit 112|3(415|617]819 @
analysis -

Overall impression of the presentation 112131415 @)7 819110

TOTAL SCORE: _[?

Comments/ notes: &AM)J‘W ‘SP‘L-@ { (bgb/ [ 'HV,C"S ( bC‘DC[/V-V Q’SM@S

regRihn 8 grtusinsfic

1l Uswz} uim\?\) o ?‘




Assessment Artifact
VEMKO51 — Marketing IB

SLO: Students will plan, design, and present a product presentation.
Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the stdents will score 80% or better on the rating sheet
below.

Product Presentation Rating Sheet

ail

Name of Student:

Uses appropriate approach 11231456 7]8][9]10
Asks good qualifying questions to 1{2]3]4 @ 6|7|819]10
determine customer’s needs/wants

Demonstration of the product/service 112]3]4[5]|617l8)9]10
Gets the customer involved in the 11213(4]5]|6 7@ 9110
demonstration

Continues to ask questions and seek L{2(314(5¥5)[78]9]10

agreement throughout the presentation

Effectively overcomes customer’s objection [ 1 {234 |5|6[7[8 @ 10
Uses a technique to closc the salc 11213[4[5]6/(7)18|9]10
Reassures the customer and thanks them 112]13(4|5|@)718|8]10
Evidence of preparation; feature-benefit 1213141516789 10
analysis

Overall impression of the presentation 112]3[4]|5]67)819|10

TOTAL SCORE: (pq

Comments/ notes: O[f)’fhll\ﬂi 'MSQS ,W Mivo VS'W"Q ﬂ/l;(,lé% Wﬁﬁl/%‘b‘fﬁcr
DrAon 'sz\‘ S{alls—al/!e wmqﬁ,m bmﬁ;/} @%L




Assessment Artifact
VEMKOS51 - Marketing 1B

SLO: Students will plan, design, and present a product presentation.
Method/Toeol: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet
below.

Product Presentation Rating Sheet

Name of Student; 'ﬂ:%

Uses appropriate approach 11213|4|5|6|7]8]|9]|f0]
Asks good qualifying questions to 112]3|415(6|7¢99| 10
determine customer’s needs/wants =
Demonstration of the product/service 11213]4]5]6[71819(4
Gets the customer involved in the 112]314|5(6|7/8](9
demonstration

Continues o ask questions and seek Li2|13(4|5]6|/ @ g1 10
agreement throughout the presentation

Effectively overcomes customer’s objection | 123 |4[5[6|7[8]9 %
Uses a techniquc to closc the salc 112]1314]5]6(7|8|9] L
Reassures the customer and thanks them 1121314]|5]6|7|8]8 (‘%
Evidence of preparation; feature-benefit L12|3]14(5|6|7]8{9|A0
analysis ~
Overall impression of the presentation 1121314]5]6]|7]|8{9] 10

TOTAL SCORE: qg

Comments/ notes: O‘Q(CMT WC‘\M@! Wd\% &W, W@TW, W«dﬂﬂ%c




Assessment Artifact
VEMKO51 — Marketing IB

SL.O: Students will plan, design, and present a product presentation.

Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet

below.

Product Presentation Rating Sheet

¥

Name of Student:

Uses appropriate approach 112]314]|5]6[7|8]9|do)

Asks good qualifying questions to 1121345 @ 718194110

determine customer’s needs/wants

Demonstration of the product/service 11213[4[5|6(7(8]|9 @g

Gets the customer involved in the 112(3(4]5]6(7|8]9

demonstration

Continues to ask questions and seck (21314151617 @)9 10

agreement throughout the presentation

Effectively overcomes customer’s objection | 1 [2[3]4 |56 [7[8 @) 10

Uses a lechnique to closc the salc (12131415 ]6171819) 10

Reassures the customer and thanks them 11213[4]5/6(7]|818 [ﬂ)/

Evidence of preparation; feature-benefit 112|31415{6|7|8]9|4€Q)

analysis

Overall impression of the presentation 112|31415|6|7 € 9110
TOTAL SCORE: ___ 40

Comments/ notes: \%SWG‘WD{D WOQU‘\D WWW"& W‘r‘i

OtA0she




Assessment Artifact
VEMKOS51 — Marketing IB

SLO: Students will plan, design, and present a product presentation.
Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet
below.

Product Presentation Rating Sheet
Name of Student: %’/} A

Uses appropriate approach 11213|4|5(6|7/8]9|d0)
Asks good qualifying questions to 12|34 @ 6/7(8[9{10
determine customer’s needs/wants _
Demonstration of the product/service 11213]4|5{6/]|7]8]9]10
Gets the customer involved in the 112131415 @ 7181910
demonstration

Continues to ask questions and scck 112134 @ 617181910
agreement throughout the presentation _

Effectively overcomes customer’s objection | 1|2 3[4 |5{@)7[8[9] 10
Uses a technique (o close the sale L1213]463617(8]9(10
Reassures the customer and thanks them 112(314|5617(8|8]10
Evidence of preparation; feature-benefit 11213415 6)7 819110
analysis

Overall impression of the presentation 11213145}V 718(9]10

TOTAL SCORE: (él
Comments/ notes: @WEM [We Pmdfa"}VQWC%




Assessment Artifact

VEMKO051 — Marketing IB

SLO: Students will plan, design, and present a product presentation.

Method/Tool: Individual student will make a product presentation

Criteria for Success: 80% of the students will score 80% or better on the rating sheet

below.

Product Presentation Rating Sheet

* 2%

Name of Student;

Uses appropriate approach 112]13[4]5|6[7|8]9 (ﬁﬁ)
Asks good qualifying questions to 11213415 6)7 819110
determine customer’s needs/wants

Demonstration of the product/service 11213]4[5]|6[7]8]9|@dQ
Gets the customer involved in the 112|3[4]5{6|78(9 @
demonstration

Continues to ask questions and seck L12]3]4|5y6)7|8/9/10
agreement throughout the presentation

| Effectively overcomes customer’s objection | 1 |2 ]3[4 |5[6]7 19|10
Uses a technique (o closc the salc 12]3]4]5|6)7]8[9] 10
Reassures the customer and thanks them 112]314]516|7|8|8|#40)
Evidence of preparation; feature-benefit 112131456 7({8/ 9110
analysis |
Overall impression of the presentation 11213(4]5]6|7/@8)09]10

TOTAL SCORE: __ KA

Comments/ notes: %W { Qhw Wele /CONNTW(&Q, 'DW (omvd.




