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Challenges of Hosting a Virtual 
Ag Sales Contest



INTRODUCTION
●Our college (CASNR) hosts each year the 

Futures Farmers of America (FFA) Career 
Development Event (CDE) for Area V and Area 
VI in the state of Texas
●Traditionally in person and mostly at our university 

campus. 
●In 2020, due to the coronavirus (COVID-19) 

pandemic CDEs were cancelled. 
●In 2021, CASNR received permission to host 

CDEs in a largely face-to-face setting, but 
some fully or partially online. 



Source: https://www.texasffa.org/texas-areas



Source: https://profile.ffa.org/Pages/Search/ChapterStateProfileSearch.aspx



AG SALES CONTEST
●The purpose of the Ag Sales event is to prepare 

students to take advantage of career opportunities 
in that field. 

● It consists of three activities, two of them 
individually (objective test and individual sales 
activity) and one in teams (team sales situation). 

●The contest starts with a 45-minute objective test, 
then a 40-mintue team sales presentation, and 
concludes with a 15-mininute individual 
presentation. 



ACTIVITIES
●Objective Test: It consist of 50 multiple-choice 

questions developed exclusively from the references 
outlined in the National Ag Sales Rules.

●Team Sales Presentation: Team members will 
present to the judges who are acting as executives and 
as the team’s immediate supervisor. The team will 
develop a strategy necessary to sell the product(s) in a 
face-to-face sales call.

● Individual Presentation: Each team member will 
individually sell the product(s) to one judge who will act 
as the customer. The judge will fit one of the customer 
profiles identified in the team pre-call planning (in the 
team sales presentation). Same customer profile for all 
judges.



In-Person Flow Chart



Online Flow Chart



LOGISTICS
●Send email to advisors of participating high schools
 Requesting names (first and last names) of students 

participating in the Ag Sales contest.
 Explaining the dynamics
 Asking whether students be able to start the Objective Test at 

a particular time slot, say at 8:30 AM, 8:45 AM, 9:00 AM, 9:15 
AM, etc. 
 Explaining students’ Team Presentation will follow the 

Objective Test, say at 9:15 AM, 9:30 AM, 9:45 AM, 10:00 AM, 
etc.
 Explaining students’ Individual Presentations will follow the 

Team Presentation, say at 10:00 AM, 10:15 AM, 10:30 AM, 
10:45 AM, etc.  
 Attaching flow chart and requesting to forward/distribute the 

email (and attachment) to their students









LOGISTICS (Cont.)

●Once all high school advisors replied, I put 
together an schedule summarizing times, high 
school advisors names and contact 
information, and high school student names.

●Schedule is useful for computer operator to be 
able to move people from main room to 
corresponding breakout rooms in Zoom.







LOGISTICS (Cont.)
●Send email to judges and timekeepers of team 

activity including relevant documents (general 
instructions of team activity, team scorecard, 
instructions for timekeeper, customer profiles, and 
product information) 

●Send email to judges and timekeepers of 
individual activity (general instructions of 
individual activity, individual sales scorecard, 
instructions for timekeeper, and product 
information)

●Assign computer operator (who will be moving 
people in Zoom rooms



Information for Individual Activity for Ag Sales Contest on Friday, April 16 at 9:00 AM



Information for Team Activity for Ag Sales Contest on Friday, April 16 at 9:00 AM



VOLUNTEERS
●6 Judges/Executives for Team Presentations
●4 Judges/Customers for Individual Presentations
●6 Timekeepers
●1 Zoom mover/computer operator
 To move participants from main room into team 

presentations and subsequently into individual 
presentations

●1 Bubbler
 To bubble scorecards from team and individual 

presentations in official scantron
●Note: Volunteers are not require to wear official 

FFA attire.



Zoom Rooms
●1 Main Room
●Breakout Rooms for Team Presentations, say 2 Rooms
●Breakout Rooms for Individual Presentations, say 4 

Rooms

●Useful Links:
●Enabling breakout rooms

https://support.zoom.us/hc/en-us/articles/206476093
●Managing breakout rooms

https://support.zoom.us/hc/en-us/articles/206476313-
Managing-Breakout-Rooms



CHALLENGES
●Conducting a sales call online 

- Lack of handshakes, eye contacts, etc.
●Logistics 

- Volunteers not showing up
- Limited internet access and quality
- Informal dressing
- Moving participants from room to room
- Joining rooms
- Participants joining the meeting with another name
- Participants joining the meeting sharing camera 



Sample Team Activity 



Sample Discussion with Judges for Team Presentation



Sample Team Activity 



Sample Individual Activity Without Timekeeper



Sample Individual Activity With Timekeeper



Sample Waiting for Individual Activity



Sample Individual Activity Without Timekeeper



Sample Individual Activity Without Timekeeper



Questions?
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