Georgia Agriculture Education Curriculum



Course:
01.463 Landscape Design and Management

Unit 6:
Designing the Landscape 
Lesson 8:
Present Landscape Plan

QCC:
486, 491, 492, 493, 494, 495, 496
Objectives: 

1.
Identify components of an effective sale presentation.

2. 
Prepare a sales presentation for a landscape plan.

3.
Conduct a sales presentation for a landscape plan.
Teaching Time: 
2-3 hours
References:

Biondo, R. J.  and Schroeder, C.B.  Introduction to Landscaping Design, Construction, and Maintenance.   Interstate Publishers, Danville, IL.

Bridwell, F.M. Landscaping: Principles and Practices Residential Design Workbook.  Delmar Publishers, Inc. Albany, NY.

Ingels, Jack E. Landscaping Principles and Practices. Delmar Publishers, Inc. Albany, NY. 

National FFA Organization.  Chapter Resource Guide.

Schroeder, C.B.  Activity Manual for Introduction to Landscape Design, Construction, and Maintenance. 1st edition, Interstate Publishers, Danville, IL.

Materials and Equipment:

A/V materials: poster board, easel, overhead projector, etc.  To present plan drawing, large screen computer monitor or projection unit is recommended for CAD presentations, or power point presentations.

Power point projector, laptop, digital camera

Teaching Procedure

Introduction and Mental Set

Show a variety of television commercials without any volume.  Which commercial did the best job of selling itself?  Then replay the commercials with the volume.  Ask the students which commercial did the best job of selling the product?  Why we purchase products is heavily influenced by the sales presentation.


Discussion

1.
Allow students to volunteer suggestions on what makes an effective sales presentation.  

Create list of ideas.
2.
Assignment

Have each student prepare and present a sales presentation for their completed landscape plans to the class.
3.
Assignment

Provide a prepared landscape plan (from a local landscape architect, from a magazine, etc.) to lab groups of three.  Each group receives the same plan and must prepare a bid and sales presentation.  They will compete against each other.  Use administrators, advisory committee, etc. as judges. Use handout 6.8.1 as a guide for judging presentations.
Summary
Discuss the importance of being able to deliver an effective sale presentation.

Evaluation
Individual and group presentations

6.8.1

Sales Presentation Evaluation Form

Name: ___________________________________________________________ 

Sales Presentation

• Product knowledge and anticipating customer needs.

Approaching the Customer 

• First impression

• Create customer attention

• Determine wants

• Establish rapport

• Ask leading questions

• Demonstrate good listening skills

Demonstrate 

• Products features and benefits relevant to customers wants

• Allow customer to participate 

• Confirming customer interest 

Customer Objections 

• Identify customer objections

• Handle customer objections

Note: customer should offer objections(s).

If customer does not, student should invite customer to share concerns over the product.

Closure 

• Attempt to close at the appropriate time(s)

• Demonstrate skillful closing technique(s)

Adapted from the Agricultural Sales CDE in the 2000 Chapter Resource Guide. 
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