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2023-2024 PA Agricultural Sales CDE 
Updated 5/22/2024 

State Chairman: Stephen Geib (Elizabethtown) 
717.875.9260  stephen_geib@etownschools.org 

 
Please update your Agricultural Sales study materials and scorecards to reflect the current 
National FFA Guidelines revised March 2023. 

 

Seed Consultants Corn & Soybean Hybrids 

 
You and your team members are seed dealers for Seed Consultants, a regional seed brand 
based in the Eastern Corn Belt. Your company provides corn and soybean seed to farms for 
grain and silage purposes. 
 

Product/Price Sheet 

AcreMax (AM) Corn Hybrids 

SC1018AM $305 per bag 

SC1087AM $305 per bag 

SC1112AM $305 per bag 

 

Qrome (Q) Corn Hybrids 

SC1042Q $330 per bag 

SC1071Q $330 per bag 

SC1122Q  $330 per bag 

Untreated Enlist (E3) Soybean Hybrids 

SC7293E  $64 per bag 

SC7332E $64 per bag 

SC7372E $64 per bag 

 

Treated Enlist (E3) Soybean Hybrids 

SC7293E  $82 per bag 

SC7332E $82 per bag 

SC7372E $82 per bag 

 

 
**This product is similar to the 2023 National Product** 

 
 

 

The full product information is located at the end of this document.  
Please contact me for an editable version of the information. 

 
 
 
 

mailto:stephen_geib@etownschools.org
https://www.ffa.org/participate/cdes/agricultural-sales/
https://www.seedconsultants.com/
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Contest Rules 
 

• Chapters may enter a four-member team and up to three additional individuals for a possible 
total of 7 students per school. A team must consist of four members. 

• The team score will be the sum of all 4 written exam scores, all 4 individual sales call scores, all 
4 customer service call scores and the team activity score. The team score will be used to select 
the chapter to represent PA at the National FFA competition. There is no Big E trip for Ag Sales. 

• All individuals and teams of less than 4 members will only be eligible for individual awards. 

• Individual total scores will not include the Team Activity. 

• The four-member team must be identified on the official team registration form. 
 

 
The PA Ag Sale CDE is a Two Day, Four Part CDE 

 

• In this CDE, you and your team will demonstrate the professional sales process for the 
designated PA FFA agricultural sales product. The event has four parts. 

o PART I – WRITTEN EXAM  
o PART II – TEAM ACTIVITY 
o PART III – INDIVIDUAL SALES CALL 
o PART IV – CUSTOMER SERVICE CALL (NEW for 2024) 

• Please refer to 2023 National Ag Sales scorecards for more information. 
 

 
Instructions from National FFA Ag Sales CDE Committee 

 

• Participants will directly sell the product(s) to judge(s). 

• The judge(s) will act as a real customer which may include not buying the product. 

• Participants will have to establish rapport with the customer and ask probing questions to 
ensure they meet the customer’s needs and wants using the features and benefits of the 
product. 

• This is an interactive activity (not a public speaking event) with the judge(s) acting as 
customer(s). 
 
  

https://ffa.app.box.com/s/g7jkaddqmrp9g6ynd4c4peb1kh8dhjet
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AG SALES CDE SCHEDULE for 2024 PA FFA ACTIVITIES WEEK 
Official FFA Dress is required on both days 

 
First Day – Tuesday 

o Review the Ag Sales CDE event 
o Determine the appointment times for Wednesday’s individual and team activities. 
o Complete Part I: Written Exam (120 points/individual) 

▪ The written exam evaluates an individual’s knowledge of sales skills. The PA Ag 
Sales written exam is made from previous years’ National FFA Ag Sales written 
exams that are posted on the National FFA website. The written exam may also 
include questions related to the current year’s product. The test will not exceed 
30 questions and 45 minutes. The questions will consist of multiple choice, fill-in-
the-blank, short answer and essay format. Point values will be assigned to each 
question based on the skill level of the question. The National Ag Sales 
committee has posted resource materials on the National FFA Ag Sales page. 
https://ffa.app.box.com/s/a5dkpp2007k9rpaolzhv5xg6o852d04i 

 
Second Day – Wednesday 

o The first team starts at 8:30 AM and will follow the order determined on Tuesday. 
o Complete Part II: Team Activity (175 points/team) 

▪ The Team Activity includes two 15-minute segments. These will take place 
consecutively. Team members will work together to demonstrate teamwork, 
group dynamics, problem-solving, data analysis, decision making and oral 
communication. Teams will be allowed to use their 1-inch binder for the event. 

▪ The following information will be provided to the team at the event as if they 
were a group of salespeople working together to develop the pre-call planning 
before conducting a sales call. 

• Product information (before the event) 

• Profile of 1-2 customers 

• The team will be provided with paper and pencils. No presentation 
equipment will be allowed, such as laptops, flipcharts or dry-erase 
boards. 

• The team will have 15 minutes to develop the pre-call plan (for the 
product(s) provided before the event) necessary to sell the product(s) in 
a face-to-face sales call. During these 15 minutes, the team will be judged 
using the team preparation rubric. 

• This pre-call plan should identify: 
o Potential questions to build rapport for the scenario. 
o Common interests that team members have with the customers. 
o Questions that help determine the wants and needs of the 

customer. 
o Active listening skills or techniques for determining needs and 

wants. 

https://ffa.app.box.com/s/a5dkpp2007k9rpaolzhv5xg6o852d04i
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o Potential needs and wants of the customer and match them to 
the products’ features and benefits. 

o Potential objections of the customer. 
o Potential concerns of each customer. 

▪ At the conclusion of the first 15 minutes, team members will have an additional 
15 minutes to answer questions from the judge(s). During these 15 minutes, they 
will be judged using the team questions rubric. As they answer the judges’ 
questions: They will answer individually, without assistance from their team 
members. Students are expected to explain their decisions for the pre-call plan 
based on selling principles and product knowledge.  

 
o Complete Part III: Individual Sales Call (150 points per individual) 

▪ At the conclusion of the team activity, the entire team will report to their 
individual sales rooms. Participants will directly sell the product(s) to judge(s). 
Students will be given a preliminary customer profile and will have at least five 
minutes to review the preliminary customer profile before meeting with the 
judge(s). The judge(s) will act as the customer, which may include not buying the 
product. Participants will have to establish rapport, ask probing questions to 
ensure they meet the customer’s needs and clarify customer information during 
the sales call. Participants will have 20 minutes to interact with the judge(s). 
Participants may use their 1-inch product information binder during the 
individual activity. Students will be evaluated using the Individual Sales Call 
Rubric. 

 
o Complete Part IV: Customer Service Call (70 points per individual) 

▪ Participants will directly interact with a customer (judge(s)) who has questions or 
problems with their respective products or services provided previously. 
Students will be given a preliminary customer profile and will have at least five 
minutes to review the preliminary customer profile before meeting with the 
judge(s). The judge(s) will act as the customer. Participants will have to establish 
communication, ask probing questions to determine the customer’s situation 
and clarify customer information while working within the given policy, resolve 
the situation and/or build the customer relationship. Participants will have 20 
minutes to interact with the judge(s). Participants are allowed to use their 1-inch 
product information binder during the customer service call activity. Students 
will be evaluated using the Customer Service Call Rubric. 
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1” Binder Guidelines 
 
PLEASE REMEMBER TO REFERENCE THE CONTEST SCORECARDS – The majority of points for the 
individual sales call are based on building rapport and matching the features and benefits of the 
product to the needs and wants of the buyer. While additional materials in the 1” binder are 
nice, they directly add very few points on the scorecard. However, they could improve how well 
a student explains the features of a product to the customer, so I still see an importance to a 
well prepared and organized binder. 
 
The following items may be included in the 1” binder. 

• Product information sheets (Direct from the Chairman/website) 

• Order forms, blank invoices 

• Other student created product materials 
o Students/Teams may create additional brochures, flyers, charts, printed 

advertisements, and customer testimonials utilizing the provided product 
information. NEW INFORMATION CANNOT BE MANUFACTURED/MADE-UP. For 
example: special sales promotions, 10% discounts, warranties, free upgrades etc.  

o Handouts explaining how to use the product may also be included. For example: 
safe lawn mower operation, how to hitch a trailer, tractor PTO safety etc. 

 
***National FFA says no business cards 
 
***Printed materials must fit in the binder and be no larger than 8.5” x 11”. 
 
***At the conclusion of the individual sales activity, students are asked to remove all materials 
from the contest room. 
 
Scoring 
 
 
 
 
 
 
Tiebreakers 

• In the event of a tie, the following components will be used to determine award 
recipients: 

 
Individual     Team 
1. Written exam    1. Written exam total 
2. Individual sales call    2. Team activity 
3. Customer service call   3. Individual sales activity total 
4. Team activity    4. Customer service call total 
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Seed Consultants Corn & Soybean Hybrids Price Sheet 

 
 

Product/Price Sheet 

Optimum AcreMax (AM) Corn Hybrids 

SC1018AM $305 per bag 

SC1087AM $305 per bag 

SC1112AM $305 per bag 

 

Qrome (Q) Corn Hybrids 

SC1042Q $330 per bag 

SC1071Q $330 per bag 

SC1122Q  $330 per bag 

 

Untreated Enlist (E3) Soybean Hybrids 

SC7293E  $64 per bag 

SC7332E $64 per bag 

SC7372E $64 per bag 

 

Treated Enlist (E3) Soybean Hybrids 

SC7293E  $82 per bag 

SC7332E $82 per bag 

SC7372E $82 per bag 
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Additional Details - Corn 
 
Corn Hybrid Names 

First three digits designate relative maturity 
Last digit designates the year of release onto the market 
Example: 1018AM = 101 day maturity and 2018 release 

 
Our corn hybrids are available with different trait packages.  

 
AM = Optimum AcreMax 
Contains a single bag integrated refuge solution for above ground insects 
  
Q = Qrome 
Contains a single bag integrated refuge solution for above and below ground insects 
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All our corn hybrids are sold with the Premium Package LumiGEN seed treatment. 
***The Enhanced Corn Rootworm Package is not available for the purposes of this contest. 

  
   
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Bag Size Information 
 
One unit/bag of corn seed contains 80,000 kernels and will typically cover 2.5 acres, depending 
on the grower’s seeding rate. 32,000 seeds per acre is a common seeding rate, but some 
growers will use populations as low as 25,000 or as high as 40,000. Planting rate is dependent 
upon many variables including: use of the crop (silage vs. grain), time of planting, productivity 
level of the soil, planting equipment and other management practices. 

 
 
 
 

X 

X 
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Additional Details - Soybeans 
 
Soybean Hybrid Names 

Middle two digits designate maturity 
Last digit designates the year of release onto the market 
Example: SC7293E = 2.9 maturity and 2023 release 
 

Our soybean hybrids all contain the Enlist trait  
 

E = Enlist 
 Contains tolerance to three herbicides 

2,4-D choline (Enlist) 
Glyphosate (Roundup) 
Glufosinate (Liberty) 
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Our soybean hybrids are available treated or untreated. 
***The Insecticide and ILEVO Treatment Packages are not available for the purposes of this 
contest. 

 
Treated  
Seed is sold with our Premium Package LumiGEN treatment 
 
Untreated 
Seed is sold without our LumiGEN treatment 

 

 
 
 
Bag Size Information 
 
One unit/bag of soybean seed contains 140,000 seeds and will typically cover 1 acre or less, 
depending on the grower’s seeding rate. Common planting rates for soybeans range from 
100,000 to 200,000. Planting rate is dependent upon many variables including: time of planting, 
productivity level of the soil, planting equipment and other management practices. 
 
 

X 

X 
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Replant Policy 
 
Sometimes poor environmental conditions and/or low seed quality results in an unsatisfactory 
stand of the crop. The following guarantees are offered for our products. A 100% replant policy 
means the company will provide free replacement seed for the unsatisfactory acres. 
 Corn = 100% Replant 
 Soybeans (Treated) = 100% Replant 
 Soybeans (Untreated) = No Replant 
 
All replant decisions should be based on the Corn and Soybean Replant Decision Guides. 
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Discount Schedule 
 
If a grower places their order and makes payment by the required date, they are eligible for a 
discount.  
 
 
 
 
 
 
 
 
Delivery 
 
You, as the seed dealer, will deliver the seed to the customer in spring 2025. 

Last day of August 15% 

Last day of October 12% 

Last day of December 10% 


