
2009 Northwestern Mutual Financial Network  

     $1,000.00 Sales Competition at SVSU 

What is the Northwestern Mutual 
Financial Network Sales 
Competition? 

How does it work?  

A simulated selling competition in which students are 
salespeople talking to a potential customer about any 
product or service. 

Students must prepare an initial videotape sample of the 
presentation to be given. The videotape presentation should 
be 3-4 minutes in length.  Students may reserve a room to 
use the University’s videotape equipment by contacting the 
Career Planning and Placement office in Curtiss Hall 111.  
All videotapes will be reviewed by a Northwestern selection 
committee and finalists will be notified to compete in a live 7-
10 minute presentation, held on campus Friday, March 27th.  

Eligibility requirements: Contestants must be currently 
enrolled SVSU students.   All tapes must be accompanied by 
a completed submission form.  All screening videos will need 
to be received no later than Monday, March 16, 2009.   

Videotapes may be turned into: 
Mike Major  
SVSU Career Placement office 
Curtiss Hall 111 
 
or mailed to:  
Northwestern Mutual Financial Network  
5444 State Street 
Saginaw, MI  48608 
Attn: Barbara Hauswirth/Sales Competition 

What do students gain? • Hands on practice of a sales process 

• Constructive feedback from a professional 

• Prize money of $1,000 to be divided: First place 
- $500, Second place - $300 and Third place - 
$200 

• Great résumé builder  

Presentation Topics  Students present on any topic of their choice.  The topic 
can be a product or service (i.e. why a student should 
attend SVSU.)  

Judging Criteria  Contestants will be judged and scored in the following areas : 

GAINING THE PROSPECT'S ATTENTION 
Objectives: Develop rapport; build credibility; initiate two-way 
communication. 
Criteria for measuring effectiveness: Expressed appreciation for 

time/opportunity; gained prospect's attention in positive manner; 
keyed on responses to open-ended questions; comments were 
genuine and relevant to conversation; provided smooth 
transition to next phase. 



 

 
DEVELOPING THE PROSPECT'S INTEREST 
Objectives: Stimulate the prospect’s interest; put the prospect in 

a frame of mind that is receptive to change.  
Criteria for measuring effectiveness: Explained purpose of the 
call; delivered realistic initial benefit statement; potential benefits 
appropriate for situation; naturally enthusiastic about potential 
benefits; provided smooth transition to next phase. 

ESTABLISHING AND QUALIFYING PROSPECT'S NEEDS 
Objectives: Identify requirements that the prospect must satisfy 
in order to meet their goals and objectives, gain agreement that 
you can propose a viable solution to their needs, the prospect 
will take action on your proposal; know what the decision criteria 
are and what authority is required for commitment to proposed 
solution. 
Criteria for measuring effectiveness: Identified and prioritized 
prospect's goals in order of importance; gain prospect's 
agreement on order of importance of each goal; determined 
informational and operational needs of prospect's operation; 
responded to prospect by demonstrating understanding and 
concern. 
 
BUILDING THE SALE 
Objectives: Confirmation of clear understanding of prospect's 
needs; verify significant interest in developing solution exists. 
Criteria for measuring effectiveness: Sought understanding and 
agreement of prospect's needs and how they can be best met; 
used open-ended "what if" type questions to qualify interest in 
designing appropriate solution; developed solution which 
addressed prospect's informational and operational needs. 
 
MARKETING THE SOLUTION 
Objectives: Gain prospect's support and commitment to the 

proposed solution; convince the decision maker and influence 
that the solution meets their needs.                                     
Criteria for measuring effectiveness: Provided overview of 
solution's three major capabilities; relate a specific solution 
capability to a specific prospect need; provided description of the 
advantage of each solution capability in meeting each of the 
prospect's specific needs; obtain a value judgment from the 
prospect by asking reaction questions; addressed prospect's 
information and operational needs. 
 
CLOSING THE SELLING CYCLE 
Objectives: Obtain commitment to action for proposed solution 
and acquisition plan from final decision maker; address all 
objectives in a positive manner. 
Criteria For Measuring Effectiveness: Summarize the qualified 
benefits in a concise manner; utilize concise open-ended 
question to confirm prospect's commitment; attempt close of 
sale after addressing each objective; seek highest level of 
commitment from this logical selling cycle; complete this logical 
selling cycle with a plan for future actions. 

 



 

 

 
 

Northwestern Mutual Financial Network 

Sales Competition Submission Form 
 
Full Name____________________________________________________________ 
 
Address______________________________________________________________ 
 
School Phone Number__________________________________________________ 
 
Cell Phone Number_____________________________________________________ 
 
Class Status (circle one) 
Freshman Sophomore  Junior   Senior 
 
 
**Complete this form and include it with your videotaped presentation.  All videotapes must be 
submitted and received by Monday, March 16, 2009. 


