Hello to my VE Newbees !
 It’s President’s Day and I just can’t wait till Friday to say, “Wow, you did an awesome job in San Diego!”  I know that for many of you, it was your team’s very first trade fair, and you sure made “Mama Janet” proud…  What a learning experience a trade fair is!  Kudos to Jeff Wood and Brenda Nason for putting on a flawless event! 
 
I know you will be “debriefing” your team this week and I’d like to pass on some “exit polling” comments from our judges of things they loved, as well as, tips to get around “ challenges” they observed.  Later in this email, I will also divulge a little known secret regarding Finals competitions.   I believe it is by understanding the judging system that our kids can prepare to put their best foot forward.

 

What our judges loved! 

        Company theme and colors that carried throughout the booth decorations, employee dress, catalog, giveaways and sales materials.  
        Giveaways that tied to the product line.  They loved the baked goods for bakeries, coffee from our coffee makers, “Champaign” bottles and leis from the travel agency, a trip flyer of where they were going, pencils with company names, gym “membership” cards, actual pictures of what they bought to take with them,  (a red corvette in a plastic sleeve, makes the virtual sale seem so much more real! )   
        Tie-ins to business partners.  Business partners lent companies “real” items like wheel covers to display, sunglass displays, or industry patches for their team shirts or overalls.  One company had real coffee bags of beans with their company logo, and so much more.  These things obviously came from their industry business partners.  Your business partners have access to their own company promotional giveaways and those of their vendors. All these things make your "virtual" product seem more real.
        Clear idea of what your product line is:  They loved it when the product line was easy to determine.  Keep in mind that some of the company’s names don’t even give a clue as to what you are selling, so your displays and use of booth walls can be a very effective way for a judge, positioned a few feet away, to know what you are selling.  Remember, in the Best booth competitions, a judge may be judging you from 5 or 6 feet away and never get close enough to see that you have a catalog lying on a flat table.  They also  liked tri-folds that beautifully displayed product lines, set off to the side, to be an effective way of letting a booth judge know what your product line is.  They also loved items they saw displayed on different elevations to add interest.  
        Judges loved booths that had easy access and “flow”:  When your table is set diagonally in your booth, it is more inviting for the customers and judges to enter. It’s not a good idea to have obstructions or facings that impede customer’s entry into the booth. Again, remember, those Best Booth judges may be judging you from 5 or 6 feet away.
        They loved being professionally greeted by a CEO or VP of Sales, (Handshake 101)
        Being given a brief description of their product line and what I, (a middle aged business partner/judge), might be interested in, and then being introduced to a sales team member to execute the sale, absolutely thrilled the judges.  A person judging Salesmanship needs to execute a sale at your booth, so have a predetermined product package especially for your judges age and interests to suggest to them.
        They loved receiving an invoice with company name and address on it.  (If you are using the dual copy type from Staples, get a company stamp and have your accounting or sales kids pre-stamp the invoice pads.)
        Clear division of labor in a booth.  CEO or VP of Sales to “greet” and give a brief intro of product line, 1 or 2 sales people to sell and write up the invoices.
        They were crazy about the slide shows of product lines from catalog running constantly on a laptop or against backdrop.
 
Now for our Challenges:

 

Challenge #1:  “It’s not over till it’s over!” 
 The following comment to a Finals judge, from a student eating lunch while their Top 10 team was being judged, says it all…

“You should have come here earlier, we’re eating our lunch here now.”  I kid you not…O.K. now, the secret. At our trade fairs, your kids are judged primarily during the 1st hour or so of trading.  All the score sheets come back in to be tallied, and we come up with the Top 10 lists for Finals in each competition.   During the last hour, we send a team of judges out to do Finals judging in the Salesmanship and the Booth competitions.  We send them together so that the same eyes come to a consensus.    With an employee comment like the one above, it’s easy to see how a team can be in 1st place after the 1st round and place much further down after Finals. In the trade fairs I have tallied, I have literally seen a team go from 1st to 10th, mostly because in that last hour, kids get tired, hungry and burned out. 

 

Solutions: 

        Since you have no way of knowing if your team made Finals, put a fresh team of salespeople in your booth in the last hour. Have a rotation schedule that put fresh kids in every hour on the hour. Best to have the least number of kids in your booth at a time, 2 or 3. Have all other team members away from the booth unless they are working.  Be sure to have your strongest sales team in place during the 1st and last hours. This also explains why it appears sometimes, that a teams place higher than you think they should.  It is highly possible that the highest ranked teams after the 1st round “fell asleep” during Finals.

        No eating or personal beverages in the booth!  Absolutely no personal conversations.  

 

 

Challenge  #2:  “Meeting judges needs” 

Judges really do stand out like a sore thumb. So have your kids keep an eye out for them. They aren’t VE student customers; they are middle-aged business partners with clipboards!  Hello!  Judges have 10 booths to judge in an hour so time is of the essence to them.  When judging the booth competitions, they will only be watching your booth for about 6 minutes.  A Salesmanship judge needs to actually conduct a sale with your students and has only 10 minutes for each company he/she is judging. So let’s make it as easy for them to judge and give you the best score possible!  

 

Challenge #3: “Heads Up” Importance of making immediate eye contact:  


Judges will only try a few times to get the attention of the students in the booth.  Employees need to watch for a judge and professionally greet them ASAP, no matter what else is going on!  
 

Solutions to” keeping it simple” for the judges:
· Be sure your students have gone over the judging rubric.  The judge is only looking for maybe 6 or 7 things.  Include those things in the “sale” experience. 

· Have your CEO or VP of Sales professionally “greet” the customer/judge and give a brief description of what you are selling. 
· CEO or VP Sales then introduces the judge to the sales person to execute the sale and then maybe a final person to write up the sales invoice.  This keeps a good “flow” going and gets the judge on his/her way with a sale and a good feel for the professionalism of your booth. 

· Build it in your room!  I still maintain that a booth can be constantly tweaked if it is set-up in your room and visible at all times. It’s also wonderful advertising for your program.

 

 
I sincerely hope you and your kids picked up fantastic ideas for our upcoming trade fairs just by looking around and taking pictures of all of the fantastic and  creative ideas we saw in San Diego. I was so proud of all of you, and especially those who came to your very 1st fair. 

     If you didn’t go to Bakersfield, check back at my post Bakersfield trade fair email to see how to go about billing-out your sales for payment, as well as, handling your cash sales from the visitor checks you collected.  Remember, sales invoices to CA  VE students are just an “Accounts Receivable” and not Cash in the bank until it has been billed out and payment received!

I’ll look forward to seeing you all at the San Francisco and Long Beach trade fairs.                   




Virtually Yours, Janet

 

 

 

