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Before viewing the PDF allow your “bookmarks” to be shown. There 
are a couple of ways you can do this:
1.	 Along	the	Top	Menu	Bar	there	is	a	view	option.	Click	on	that	and	then	drag	down	to	navigation	

panels	and	then	select	“bookmarks.”	OR

2.	 You	can	just	click	the	“bookmark”	tab	or	icon,	depending	on	the	version	of	Acrobat	you	are	using.	

This	tab	is	located	on	the	left	side	of	the	screen	in	the	tool	bar	panel.	By	clicking	this	it	will	allow	

the	“bookmarks”	to	be	shown.	Now	that	you	have	the	“bookmarks”	visible	you	can	get	started.

How this PDF is interactive: 
(To get the full experience you need to have an Internet connection)

1.	 Within	the	PDF,	by	viewing	the	Table	of	Contents	you	will	be	able	to	link	to	any	section	of	the	

document	that	you	would	like.	To	do	this,	simply	click	on	the	place	you	would	like	to	go	(a	spe-

cific	event,	for	example)	and	it	will	bring	you	to	that	page.

2.	 To	interact	with	the	Web	site:	wherever	there	is	a	header,	a	logo,	or	a	hyperlink,	click	on	it	and	

your	web	browser	will	open	up	and	connect	you	to	the	competitive	events	page.	This	will	ONLY	

work	if	you	have	an	internet	connection.

How to print from this PDF:
1.	 You	can	simply	print	the	full	document	by	going	to	file	and	clicking	Print.

2.	 You	can	also	print	select	pages	or	a	certain	section.	All	the	pages	are	numbered	and	they	directly	

correspond	with	the	PDF.	Type	in	the	range	of	pages	you	would	like	to	print	and	you	are	done.	

(i.e.	If	an	event	is	on	pages	14-17:	when	you	go	to	print	there	is	an	option	to	select	what	pages	to	

print.	In	that	box	you	type	14-17	and	click	Print).

Collegiate DECA Guide |	Instructions
Please	read	all	of	the	following	instructions	before	you	proceed	through	the	interactive	PDF.	
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Prepare for Collegiate DECA Competitive Events  
 with these great items from DECA Images!

GIVE US A CALL | 703.860.5006

Cases in Hospitality Management
One	of	the	only	casebooks	available	
that	focuses	specifically	on	hospitality	
management,	this	book	prepares	students	
to	be	successful	managers	by	providing	
an	effective	connection	between	
hospitality	management	theory	and	real-
world	workplace	scenarios.	Whether	
managing	a	kitchen,	dining	room,	front	
desk,	travel	agency,	fast	food	restaurant	
or	an	entire	hotel,	employees	seek	cues	and	reinforcement	
from	managers	to	guide	their	behavior.	This	book	provides	
readers	with	the	opportunity	to	apply	their	knowledge,	
experience	and	management	skills,	allowing	them	to	think	
quickly	on	their	feet	and	react	appropriately	in	a	wide	variety	
of	settings.	
WCHM	$45.00

Confessions of an Event Planner
Confessions	of	an	Event	Planner	
is	an	“apprenticeship	in	a	book”.	This	
insider’s	guide	takes	you	on	a	narrative	
journey,	following	a	fictional	event	
planning	company	that	stages	various	
types	of	events	around	the	world	for	
many	different	clients.	Each	chapter	is	
set	in	a	unique	location,	with	a	cast	of	
characters	and	a	host	of	challenges	and	
problems	to	overcome.	Readers	learn	what	they	can	come	
up	against,	how	to	problem	solve	creatively	on	the	fly,	get	
ideas	for	staging	spectacular	events,	and	see	the	principles	
of	event	planning	in	action.	The	scenario	in	each	chapter	
is	introduced	by	an	outline	of	what	will	be	covered	in	the	
chapter,	and	each	chapter	concludes	with	a	series	of	review	
questions	to	explore	key	issues	and	stimulate	reflection	or	
discussion	for	individuals	or	groups.	
WCEP	$34.95

Restaurant Marketing for Owners  
& Managers
This	complete	guide	to	marketing	
for	restaurant	managers	answers	the	
following	questions:

•	 How	do	I	market	my	restaurant	to	
prospective	customers?

•	 Do	loyalty	programs	really	work?
•	 How	do	I	communicate	with	my	local	

newspaper	to	get	the	biggest	“bang”	
for	my	marketing	buck?

By	providing	specific	tools	and	methods	tying	marketing	
theory	to	practice,	this	concise,	easy-to-use	book	provides	
restaurant	and	food	service	managers	with	answers	to	these	
marketing	questions	and	many	more.	
WRMOM	$30.00

Business Ethics
This	ILT	Series	course	introduces	students	to	the	fundamentals	
of	business	ethics.	Students	learn	about	the	decision-making	
process	to	solve	ethical	dilemmas,	understanding	barriers	and	
consequences	when	making	ethical	decisions,	and	the	process	
for	blowing	the	whistle	when	unethical	situations	arise.	
Student	Edition	ILTETHICS	$30.00
Instructor’s	Edition	IGETHICS	$30.00	
(comes	with	a	companion	CBT	program)

Ethics in Business – STAFF PICK!
This	book	is	a	favorite	of	DECA	Images	Director,	Julie	Kandik.	
While	 teaching	marketing,	 Julie	often	used	 the	 scenarios	 in	
this	book	as	bell	ringer/journal	ideas	or	just	to	create	a	lively	
class	discussion.	With	this	book,	students	will	recognize	and	
work	through	ethical	questions	as	they	arise	and	have	more	
confidence	in	reaching	an	ethical	decision.
DCETHICS	$13.95

Financial Analysis
Written	by	the	author	of	Understanding	Financial	Statements,	
this	 book	 provides	 more	 advanced,	 useful	 information	 on	
topics	such	as	 forecasting,	budgeting	techniques,	corporate	
statements,	 and	 the	 use	 of	 common	 stock	 and	 debts	 for	
capitalization.	
DCFA	$13.95

Understanding Financial Statements
This	primer	of	basic	business	finances	takes	students	through	
the	 fundamentals	 –	 from	 balance	 sheets	 to	 profit	 and	 loss	
statements	 –	 and	 translates	 them	 into	 meaningful,	 usable	
information.	
DCUFS	$13.95

 MONDAY - FRIDAY | 8:30	a.m.	-	4:30	p.m.	est.SHOP DECA	Images

http://decaimages.stores.yahoo.net/cainhomacrin.html
http://decaimages.stores.yahoo.net/coofevpl.html
http://decaimages.stores.yahoo.net/remaforowand.html
http://decaimages.stores.yahoo.net/buet.html
http://decaimages.stores.yahoo.net/etinbus.html
http://decaimages.stores.yahoo.net/fian.html
http://decaimages.stores.yahoo.net/unfist.html
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DECA Inc.
Collegiate DECA Division
1908 Association Drive
Reston, VA 20191-1594

Phone: 703-860-5000
Fax: 703-860-4013
Web Site: www.collegiatedeca.org
shane_thomas@deca.org or jeff_collins@deca.org

Collegiate DECA Guide
Introduction	to	Competitive	Events

The Collegiate DECA Competitive Events Program is one of the many features that sets membership with this professional stu-
dent organization apart from any other. Competitive events create experiential learning opportunities for thousands of students. 
Using competitive events as a starting point for developing additional career-exploration and career-enhancing activities oc-
curring on your campus, and in your community, provides a strong foundation for students to learn and demonstrate acquired 
performance indicators—students then receive recognition and awards at local, state and international levels. Collegiate DECA’s 
competitive events have been clustered around six (6) academic areas: Business, Management & Administration; Marketing & 
Sales; Finance & Accounting; Hospitality & Tourism; Arts, Communications & Technology; Entrepreneurship

Schedule and Format (2010-11)
This Collegiate DECA Guide publication provides guidance for competitive event participation for state and/or local Collegiate 
DECA advisors and students for the 2010-11 membership year. While no events have been added or deleted for 2010-11, the 
2009-10 Guidelines should not be used since minor edits may have been made to specific event guidelines. 

Sponsorship/Awards
If a competitive event is “sponsored” by an outside organization (companies, foundations, etc.) it will be identified by the organi-
zation logo appearing in the guideline pages for that event (event sponsorship is on a year-to-year basis).  Any changes in spon-
sorship (either in addition or a reduction) will be communicated via direct communications to chapters and on the Web site. 
Further, the exact nature of sponsorship varies from one event/organization to another — sponsorship details are available at 
www.collegiatedeca.org. For all official events (Business Simulations, Case Studies and Prepared Business Presentations) that are 
not sponsored by an outside organization, DECA Inc. provides $100 for each international first place winning individual/team.

International Recognition
During the Preliminary Awards Session, finalists for each event will be recognized. For Business Simulations, recognition is also 
provided separately for top finishers in the written exam and in the role-play. During the Grand Award Session, approximately 
the top 10 participants/teams in each competitive event will be recognized.

Resources for Event Preparation
Sample role-plays, case studies, exams and written events are available through the Collegiate DECA Web site or are able to be 
purchased from DECA Images.

Questions relating to Collegiate DECA’s competitive events program should be directed to:
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Collegiate DECA Guide 
Purpose	and	Rationale

Our Mission
Collegiate DECA prepares emerging leaders and entrepreneurs in marketing, finance, hospitality and management.

Introduction
Collegiate DECA’s competitive events program directly supports our mission. As an integral part of the classroom curriculum, 
Collegiate DECA’s industry-validated competitive events are aligned with the National Curriculum Standards in marketing, 
business management and administration, finance, and hospitality and tourism. Using time-tested techniques that apply learn-
ing, connect to business and promote competition, Collegiate DECA’s competitive events directly contribute to every member 
being career ready by focusing on the following outcomes. 

Academically Prepared 
Collegiate DECA’s competitive events provide a vehicle for members to demonstrate National Curriculum Standards 
through individual or team activities and to develop and employ the key skills of analysis, application of knowl edge, creative 
problem solving and logical presentation. 

Community Oriented 
Collegiate DECA’s competitive events help members explore their communities, participate in an environment of coopera-
tion and recognize their responsibility to the community. 

Professionally Responsible 
Collegiate DECA’s competitive events encourage members to develop ethics, integrity and high standards while assuming 
responsibility for self-improvement and self-discipline. 

Experienced Leaders 
Collegiate DECA’s competitive events provide constructive avenues for team expression, initiative and creativity.

Collegiate DECA’s competitive events program promotes competence, innovation, integrity and teamwork.

It should be emphasized that competitive events are only one of the many areas of the total Collegiate DECA program of work, 
and that Collegiate DECA competitive events are only one of the strategies used in assisting members in the development of the 
performance indicators needed in preparing for and advancing in their careers.

It is believed that competitive events are congruent with sound educational practices and enhance educational purpos-
es. Therefore, Collegiate DECA competitive events are experiential learning activities designed to evaluate participants’  
development of essential performance indicators needed for entry and/or advancement in professional careers.

To do this, competitive events have been, and will continue to be, designed to enable participants to engage in activities that will 
extend their professional interests and career preparation and will measure the degree to which performance indicators have 
already been acquired through course instruction and workplace experience. 

ADA (Americans with Disabilities Act) rules apply to all Collegiate DECA programs.
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Collegiate DECA
The following list of events are being offered for the 2010-2011 membership year.

Business Simulations
Designed to measure a participant’s marketing and/or management proficiency in one of six (6) career areas.

1. Fashion Merchandising & Marketing
2. Financial Services
3. Hospitality
4. Restaurant & Food Service Management
5. Retail Management
6. Travel & Tourism

NOTE: Business Simulations include one role-play and a comprehensive exam in the evaluation process.

Case Studies
1. Business Ethics Team of two (2) participants   
2. Business Law  Team of two (2) participants
3. Business-to-Business Marketing  Team of two (2) participants
4. Human Resource Management
5. International Marketing  Team of two (2) participants
6. Marketing Management
7. Sales Management Meeting
8. Sports & Entertainment Marketing  Team of two (2) participants

NOTE: Case Studies include one presentation activity in the evaluation process.

Prepared Business Presentations
1. Advertising Campaign One (1) to three (3) participants
2. Design Presentation
3. Entrepreneurship One (1) to three (3) participants
4. Financial Statement Analysis Two (2) or three (3) participants
5. Sales Representative
6. Web Site Design One (1) or two (2) participants

Collegiate DECA Guide
Official	Competitive	Events	List
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1. All participants must be paid student members of the Collegiate DECA Division. For official event competition, members 
must be submitted, and dues must be received at DECA Inc. Headquarters by February 15 of the current membership 
year. (This deadline does not apply to participants in Management Institutes, Academies and other conference activities, 
who may join at any time prior to the International Career Development Conference provided they follow state & chapter 
guidelines.)

2. All participants and written entries must be approved and authorized for entering competition by their state association, or 
by their chapter (if not part of an association), through official competitive event registration forms. Entries in competitive 
events are limited according to membership.

3. All participants and written entries must meet specifications set forth for each activity.
4. All entry forms and creative entries must be submitted by the state advisor, or designee, according to announced deadlines.
5. A participant may enter only one of the official competitive events during an International Conference. (Official events 

consist of the Business Simulations, Case Studies and Prepared Business Presentations categories.) 
6. Students who are registered for an official competitive event may participate in academies and other special conference  

activities (see the specific guidelines for these activities for details and restrictions). 
7. All participants must attend the briefing sessions scheduled for their competitive event during the International Confer-

ence. Failure to attend the scheduled briefing session will result in disqualification of the participant. 
8. No additions or substitutions may be registered for competition after the “changes” deadline date set by DECA Inc. Late 

registrants may still participate in a Management Institute or Academy, serve as a voting delegate, or help with an officer 
campaign.

9. Participants are responsible for providing all materials, equipment, supplies, etc. needed for the presentation where allowed. 
This includes: tape recorders, projectors, screens, flip charts, easels, extension cords, video equipment, computers, etc. 
DECA assumes no responsibility for damage/loss of materials, equipment, supplies, etc.

10. All participants entering Business Simulations or Case Studies must have participated in state, district and/or local  
competition.

11. A written entry and/or prepared presentation (Prepared Business Presentations) may not be entered in more than one com-
petitive event (or by more than one person/team in the same event) during a given year.

12. Once a written entry and/or prepared presentation is entered in international competition, the same content material may 
not be entered in international competition again.

13. Events that allow or require more than one participant are noted on the competitive events list and within the detailed event 
guidelines.

14. Participants must bring a photo ID to all event briefings, testing sessions and presentations.
15. Participants are allowed to use a standard four-function calculator during all testing, preparation and presentation times.

Copyright Guidelines
1. For any registered logos, trademarks, names, text, etc. that were not the creation of the participants, permission must be  

obtained (state/provincial and federal copyright laws apply). Participants should assume that any work obtained from an-
other source is copyrighted, even if it is not explicitly stated, unless they are told otherwise.

2. Any violations of copyright, lack of source citation, or lack of permission to use material, may result in disqualification.
3. Documentation of permission to use registered logos, trademarks and copyrighted materials must be submitted during the 

event briefing session. This documentation then will be given to judges prior to your presentation

Collegiate DECA Guide 
General	Rules	and	Regulations
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Objective
Business Simulations events are designed to measure a broad range of knowledge, skills and attitudes, both general business/
marketing/management and industry-specific, identified by business and industry professionals as essential to success in a given 
occupation. A list of general and industry-specific performance indicators for each event is available through the Collegiate 
DECA Web site. However, students are not informed, prior to the actual competition, which performance indicators will be 
evaluated during a particular activity. While each Business Simulation event covers a different professional career area, all Busi-
ness Simulations follow the same format for Participant Instructions and Judge Instructions.

Fashion Merchandising & Marketing
Students will be challenged to perform marketing and management functions and tasks in retail establishments, wholesale es-
tablishments and manufacturing firms primarily engaged in the merchandising and marketing of clothing and related articles 
for personal wear and adornment. Representative Job Titles: assistant department manager, assistant buyer, special events 
director, training manager, assistant fashion coordinator, supervisor, department manager, assistant manager, merchandising 
manager, and buyer (with management responsibilities).

Financial Services
Students will be challenged to demonstrate their knowledge and understanding of financial concepts and how those concepts 
apply to the disciplines of investment and corporate finance in both business enterprises and financial services institutions. 
Representative Job Titles: bank officer, customer service representative, loan officer, trust officer, securities officer, account 
executive, lending/risk manager, credit union supervisor, collection agent, investment broker, financial analyst, accountant and 
auditor.

Hospitality
Students will be challenged to perform marketing and management functions and tasks in any business enterprise primarily 
engaged in providing lodging, food and beverage services, special events, and meeting space. Representative Job Titles: sales 
manager, food and beverage manager, catering manager, executive chef, convention services manager, front desk manager, con-
cierge, executive housekeeper and meeting planner.

Restaurant & Food Service Management
Students will be challenged to perform marketing and management functions and tasks in a restaurant or a food service busi-
ness. Representative Job Titles: restaurant manager, assistant manager, catering manager, deli manager, beverage manager, 
executive chef, sous chef, pastry chef, bakery sales manager, bakery manager, head of wait staff, purchasing agent, fast food 
restaurant manager, food kiosk operator, institutional food service manager and cafeteria/buffet manager.

Retail Management
Students will be challenged to perform marketing and management functions and tasks in any retail establishment. Represen-
tative Job Titles: store manager, floor supervisor, stock supervisor, assistant department manager, customer service manager, 
manager trainee, department manager and buyer (with management responsibilities).

Travel & Tourism
Students will be challenged to perform marketing and management functions and tasks in any business enterprise primarily 
engaged in satisfying the desire of people to make productive or enjoyable use of travel services. Representative Job Titles: res-
ervation agent, travel agent, social director, tour director, car rental agent, adventure travel outfitter, vacation tour guide, location 
tour guide, tour broker, sales manager and event coordinator.

Collegiate DECA Guide 
Business	Simulations	Overview	&	Resources

http://www.deca.org/competitions/3/
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Objective
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Students will be challenged to perform marketing and management functions and tasks in retail establishments, wholesale es-
tablishments and manufacturing firms primarily engaged in the merchandising and marketing of clothing and related articles 
for personal wear and adornment. Representative Job Titles: assistant department manager, assistant buyer, special events 
director, training manager, assistant fashion coordinator, supervisor, department manager, assistant manager, merchandising 
manager, and buyer (with management responsibilities).

Financial Services
Students will be challenged to demonstrate their knowledge and understanding of financial concepts and how those concepts 
apply to the disciplines of investment and corporate finance in both business enterprises and financial services institutions. 
Representative Job Titles: bank officer, customer service representative, loan officer, trust officer, securities officer, account 
executive, lending/risk manager, credit union supervisor, collection agent, investment broker, financial analyst, accountant and 
auditor.

Hospitality
Students will be challenged to perform marketing and management functions and tasks in any business enterprise primarily 
engaged in providing lodging, food and beverage services, special events, and meeting space. Representative Job Titles: sales 
manager, food and beverage manager, catering manager, executive chef, convention services manager, front desk manager, con-
cierge, executive housekeeper and meeting planner.

Restaurant & Food Service Management
Students will be challenged to perform marketing and management functions and tasks in a restaurant or a food service busi-
ness. Representative Job Titles: restaurant manager, assistant manager, catering manager, deli manager, beverage manager, 
executive chef, sous chef, pastry chef, bakery sales manager, bakery manager, head of wait staff, purchasing agent, fast food 
restaurant manager, food kiosk operator, institutional food service manager and cafeteria/buffet manager.

Retail Management
Students will be challenged to perform marketing and management functions and tasks in any retail establishment. Represen-
tative Job Titles: store manager, floor supervisor, stock supervisor, assistant department manager, customer service manager, 
manager trainee, department manager and buyer (with management responsibilities).

Travel & Tourism
Students will be challenged to perform marketing and management functions and tasks in any business enterprise primarily 
engaged in satisfying the desire of people to make productive or enjoyable use of travel services. Representative Job Titles: res-
ervation agent, travel agent, social director, tour director, car rental agent, adventure travel outfitter, vacation tour guide, location 
tour guide, tour broker, sales manager and event coordinator.

Collegiate DECA Guide 
Comprehensive	Exam	Specifications

The following information reflects recent changes for the comprehensive (multiple-choice) exams used for the six (6) Busi-
ness Simulations events. Please keep in mind that each state/province makes independent decisions regarding exams for state/
provincial conferences (as do chapters who offer on-campus competitions). New comprehensive, multiple-choice exams are 
developed each year and are based on the most recent update of national business and industry standards.

General Information for 2011
> All exams are 100-item, multiple-choice. True/False and combination items (e.g., A & B are correct) are generally not used.
> Tests are designed with test discrimination in mind. The design is intended to encourage a broad range of student scores, 

thereby making the results more valid and reliable in terms of identifying “winners.”
> All exams are fully independent of one another. There will be little or no overlapping use of questions among exams used in 

competition. There will be no overlap between sample exams and those used in competition.
> Items are prorated across all eligible performance indicators so that each instructional area (e.g., promotion) is represented 

in proportion to the total of all performance indicators. For example, if there were a total of 200 indicators in a particular 
list, and 25 of them were from the promotion area, there would be approximately 12 or 13 promotion items on the exam.

> All items are reviewed each year, and updated as appropriate. Although items are pulled from a large test-item bank, some 
may have appeared in other products, including other exams, learning modules, or practice activities. However, although 
many items for a given performance indicator may sound “similar” to students, the actual chance of an item being reused 
in any given year is quite small. (The item bank exceeds 30,000.)

Exams for specific events
At the international level, three exams are being used in 2011. Each exam is utilized for different competitive events as follows:
Finance Exam | Financial Services
Hospitality and Tourism Exam | Hospitality | Restaurant & Food Service Management | Travel & Tourism
Retail Management and Merchandising Exam | Fashion Merchandising & Marketing | Retail Management
 
Preping for exams
Review the list of performance indicators for the event you are competing in. Performance indicator lists can be found at www.
collegiatedeca.org. Sample exam questions can also be found at www.collegiatedeca.org. 

Exam question FAQs
Q: Will there be “highly” industry-specific information on the cluster exams?
A: No. For example, the Hospitality and Tourism exam would not include something so highly specific as the proper tem-

perature to store hot/cold items. The cluster exams represent a broader base of the curriculum for an industry area—rather 
what may only be known to students who have completed a very specific course, and that was taught the same across all 
campuses.

Q: Does this mean that students do not need to know highly industry-specific concepts for their competition?
A: No. The Performance Indicator lists do include highly industry-specific concepts that a student may need to understand and 

demonstrate during the role-play portion of the event.

http://www.deca.org/competitions/3/
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Fashion	Merchandising	and	Marketing
DCE901 $8.00

Financial	Services
DCE902 $8.00

Hospitality
DCE910 $8.00

Restaurant	and	Food	Service	Management
DCE908 $8.00

Retail	Management
DCE904 $8.00

Travel	and	Tourism
DCE909 $8.00

Prepare for Collegiate DECA Business Simulation or  
Case Study Events with these great items from DECA Images!

GIVE US A CALL | 703.860.5006

50 One-Minute Tips to Better Communication
In	today’s	world,	business	communication	occurs	in	a	variety	
of	venues.	This	easy	to	read	text	will	help	students	to	develop	
a	 clear	 purpose,	 pay	 careful	 attention	 to	 their	 message	 and	
awareness	of	the	audience.	
DCBC	$13.95

Business Etiquette and Professionalism
This	book	demonstrates	how	 to	maintain	 a	professional	 and	
competitive	 edge	 by	 thoroughly	 explaining	 basic	 business	
etiquette.	 Exercises	 and	 activities	 in	 this	 book	 cover	 topics	
such	 as:	 making	 introductions,	 dining	 out,	 sending	 and	
receiving	gifts,	public	manners,	tipping	and	attire.	
DCBSETQ	$13.95

Making Your Message Memorable
Delivering	 a	 message	 through	 stories	 is	 an	 excellent	 way	 to	
break	 the	 ice,	 inspire	 people,	 share	 good	 news,	 build	 team	
spirit	 and	 more.	 This	 book	 will	 show	 students	 how	 to	 put	
stories	to	work	 in	everyday	business	situations.	Students	will	
learn	 a	 number	 of	 techniques	 for	 turning	 their	 experiences	
into	effective	stories,	as	well	as	advice	on	getting	to	know	the	
audience,	finding	a	storytelling	style	and	bringing	the	story	to	
life.	
DCMMM	$13.95

Presentation Skills
Students	 will	 learn	 how	 to	 give	 confident,	 enthusiastic	 and	
persuasive	 presentations.	 Emphasis	 is	 placed	 on	 how	 to	
organize,	create	and	develop	outstanding	presentations.	
DCPRS	$13.95

 MONDAY - FRIDAY | 8:30	a.m.	-	4:30	p.m.	est.SHOP DECA	Images
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http://decaimages.stores.yahoo.net/50ontitobeco.html
http://decaimages.stores.yahoo.net/busetandprof.html
http://decaimages.stores.yahoo.net/mayomeme.html
http://decaimages.stores.yahoo.net/efprsk.html
http://decaimages.stores.yahoo.net/2009exams.html


14

Collegiate DECA Guide 
Fashion	Merchandising	&	Marketing

Objective
The Fashion Merchandising & Marketing event involves an individual participant analyzing a real world fashion merchandis-
ing and/or marketing situation, developing ideas/solutions to the situation, then role-playing with a professional (judge) with 
experience in fashion merchandising and marketing. Participants also take a comprehensive exam.

Description
The Fashion Merchandising & Marketing event includes multiple activities designed to measure a broad range of knowledge, 
skills and attitudes in the fashion merchandising and marketing career area. These are reflected in a comprehensive list of per-
formance indicators specific to the event that are available to the participants. However, participants are not informed, prior to 
the actual competition, which performance indicators will be evaluated during a particular activity.

Evaluation Formats & Procedures
1. Comprehensive Exam
 A multiple-choice written exam measuring a wide range of performance indicators. Questions are based on general busi-

ness, economics, marketing and management performance indicators, as well as performance indicators related to mer-
chandising and retail management.

2. Role-Play
 The participant is given a written description of a specific situation that measures skills, knowledge and attitudes in a fash-

ion merchandising and marketing career. The participant studies the situation and responds to the issues involved through 
interaction with a business/industry professional (judge). The role of the participant and of the judge will be determined by 
the specific role-play situation. Each role-play situation has a unique evaluation form that measures performance indicators 
specific to the situation.

The combination of comprehensive exams and role-play activities varies at local, district, state, regional and international com-
petition levels. International preliminary round competition includes one comprehensive exam and one role-play, with the role-
play score being double-weighted. Participants will be ranked by section and a predetermined number of participants will be 
named finalists. Finalists will be given a second role-play situation. The role-play will again be double-weighted and combined 
with the initial exam score to determine final rankings.

The following guidelines will be applied to international competition. Guidelines for competitions held at other levels (i.e., dis-
trict, state) may vary.

Learning Outcomes
Through the comprehensive exam, and the analysis of the role-play situation and interaction with one or more business/industry 
professionals (judges), the participants will develop or reinforce the following areas in relation to fashion merchandising and 
marketing:
• Applying marketing/management principles and techniques to the fashion merchandising and marketing industry and 

organizational environment
•   Analyzing situations, organizing thoughts and identifying solutions
•   Demonstrating knowledge/understanding of general business and industry-specific concepts
•   Organizing and communicating ideas and concepts effectively

http://www.deca.org/competitions/3/
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Fashion Merchandising & Marketing | Participant	Instructions 2010-11

Guidelines for the Comprehensive Exam
For international competition, students are challenged with one hundred (100) multiple choice items, with answers being given 
using a Scantron (bubble) form. Competitors are allowed ninety (90) minutes to complete the exam.

Guidelines for the Role-Play/Presentation
1. The participant will be given a role-play involving a fashion merchandising and/or marketing situation.
2. Each participant will have thirty (30) minutes for analyzing the situation and organizing his/her response and interaction.
3. Participants may not consult anyone about the role-play situation.
4. Any cell phone use, text messaging, email, etc. is prohibited during the entire competitive event.
5. Internet access is prohibited during the entire competitive event.
6. Participants may not bring any reference materials, audio or visual aids, computers, etc. to the competitive event, except 

what is provided by the event manager. Only blank paper or note cards, and pens/pencils may be used (may or may not be 
supplied).

7. No material of any kind may be passed to the judges. Material that is placed on the judge table for the judge to handle will 
be considered as being “passed” to the judges.

8. A fifteen (15) minute time limit will be given for participants to interact with a professional (judge). This time limit includes 
time for the participants to interact with the judge(s) and to respond to any questions. Participants will be allowed to use 
notes made only during the interaction and during the time allowed for preparation.

9. Participants will be evaluated according to the specific performance indicators being evaluated in the role-play situation, as 
well as the overall quality of the interaction.

10. When using a presentation aid, such as singing a song, the noise level must be kept at a conversational level that does not 
interrupt other participants. If this guideline is not followed, the participant will be interrupted (during the prep or presen-
tation time) and asked to follow the noise policy. Failure to do so may result in disqualification.

Presentation Schedule
Thirty (30) minutes to analyze the situation and organize a response/interaction
Fifteen (15) minutes to interact with the judge(s)
Five (5) minutes for scoring by the judge(s)
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Fashion Merchandising & Marketing  | Judging	Instructions 2010-11

The Fashion Merchandising & Marketing event was created by Collegiate DECA in response to the career opportunities avail-
able for college graduates in the area of fashion merchandising and marketing. Participants with career interests in fashion 
merchandising and marketing will analyze a role-play situation related to the industry. The participants will make decisions 
regarding the situation and interact with you, the judge(s). This role-play situation is presented in written form. The role of the 
participant and of the judge(s) will be determined by the specific role-play situation.

Participants also complete a written exam. The score given by the judge(s) for the role-play is double-weighted, then combined 
with the participant’s exam score to arrive at a final score for the participant.

Judging the Presentation
1. To ensure fairness, at no time should a participant be asked where he/she is from (school, state, country, etc.). 
2. Participants will be evaluated according to an Evaluation Form accompanying the role-play.
3. Participants will be scheduled for presentations at twenty (20) minute intervals. Remember, your role will be determined 

by the specific role-play situation.
4. Please place the participant’s name and identification number (using labels if provided) on the bubble score sheet as in-

stucted (if not already done). If a bubble sheet has not been provided, this information must be placed on the evaluation 
form specific to the role-play situation.

5. You will interact with the participant for up to fifteen (15) minutes. This includes time for the participants to interact with 
you based on the role-play situation, and for you to make comments and ask questions. Each role-play situation includes 
2–3 standard questions that should be asked of each participant. In addition to these, you may ask additional questions for 
clarification specific to the current participant.

6. After the role-play is completed, please thank the participant but give no indication of the participant’s performance/score. 
If appropriate for the situation, you may state that a decision will be made soon and that the participant will be notified of 
the decision.

7. During the last five (5) minutes, after the participant is excused from the judging area, you may score the participant. Refer 
to the Evaluation Criteria for guidelines. On the bubble sheet provided, please bubble in the appropriate score AND write 
the score on the corresponding line to verify accuracy. Please make sure not to exceed the maximum score possible for each 
item. 

Please make sure to score all categories, add them for the total score, then initial the total score. The maximum score for the 
evaluation is one hundred (100) points.
 
Note: If a bubble score sheet is not provided, indicate your scores on the evaluation form.

Presentation Schedule | In	twenty	(20)	minute	intervals
Fifteen (15) minutes to interact with the participant (includes questions)
Five (5) minutes for scoring by the judges
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Fashion Merchandising & Marketing | Evaluation	Criteria 2010-11

Evaluation Criteria
A score under the heading Exceeds Expectations in any category means that, in your opinion, the presentation/interaction is 
handled in an effective, creative way; in effect, nothing more could be expected of the participant.

A score under the heading Meets Expectations in any category means that, in your opinion, the presentation/interaction is 
handled well. There may be a few minor problems or omissions, but they are not significant. A presentation/interaction which 
earns this level in every category would be considered a strong presentation/interaction.

A score under the heading Below Expectations or Little/No Demonstration in any category means that some major flaw has 
been noted which damages the effectiveness of the presentation/interaction. This may be a major omission, a serious misstate-
ment or any other major flaw.

Judging Summary
Maximum score for the role-play is one hundred (100) points. An average score of 70 or better, when combined with the com-
prehensive exam, will earn the participant a Certificate of Excellence.

We hope you are impressed by the quality of work of these students with a career interest in fashion merchandising and market-
ing. If you have any suggestions for improving this event, please mention them to your event manager.

We thank you for your help.
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Collegiate DECA Guide 
Financial	Services

Objective
The Financial Services event involves an individual participant analyzing a real-world financial services situation, developing 
ideas/solutions to the situation, then role-playing with a professional (judge) with experience in financial services. Participants 
also take a comprehensive exam.

Description
The Financial Services event includes multiple activities designed to measure a broad range of knowledge, skills and attitudes in 
the financial services career area. These are reflected in a comprehensive list of performance indicators specific to this event that 
are available to the participants. However, participants are not informed, prior to the actual competition, which performance 
indicators will be evaluated during a particular activity.

Evaluation Format and Procedures
1. Comprehensive Exam
 A multiple-choice written exam measuring a wide range of performance indicators. Questions are based on general busi-

ness, economic, marketing, and management performance indicators, as well as performance indicators related to the 
financial services industry.

2. Role-Play
 The participant is given a written description of a specific situation that measures skills, knowledge and attitudes in a fi-

nancial services career. The participant studies the situation and responds to the issues involved through interaction with a 
business/industry professional (judge). The role of the participant and of the judge will be determined by the specific role-
play situation. Each role-play situation has a unique evaluation form that measures performance indicators specific to the 
situation.

The combination of comprehensive exams and role-play activities varies at local, district, state, regional and international com-
petition levels. International preliminary round competition includes one comprehensive exam and one role-play, with the role-
play score being double-weighted. Participants will be ranked by section and a predetermined number of participants will be 
named finalists. Finalists will be given a second role-play situation. The role-play will again be double-weighted and combined 
with the initial exam score to determine final rankings.

The following guidelines will be applied to international competition. Guidelines for competitions held at other levels (i.e., dis-
trict, state) may vary.

Learning Outcomes
Through the comprehensive exam, and the analysis of the role-play situation and interaction with one or more business/industry 
professionals (judges), the participants will develop or reinforce the following areas in relation to financial services:
• Applying marketing/management principles and techniques to the financial services industry and organizational environ-

ment
•   Analyzing situations, organizing thoughts and identifying solutions
•   Demonstrating knowledge/understanding of general business and industry-specific concepts
•   Organizing and communicating ideas and concepts effectively

http://www.deca.org/competitions/3/
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Financial Services | Participant	Instructions 2010-11

Guidelines for the Comprehensive Exam
For international competition, students are challenged with one hundred (100) multiple choice items, with answers being given 
using a Scantron (bubble) form. Competitors are allowed ninety (90) minutes to complete the exam.

Guidelines for the Role-Play/Presentation
1. The participant will be given a role-play involving a financial services situation.
2. Each participant will have thirty (30) minutes for analyzing the situation and organizing his/her response and interaction.
3. Participants may not consult anyone about the role-play situation.
4. Any cell phone use, text messaging, email, etc. is prohibited during the entire competitive event.
5. Internet access is prohibited during the entire competitive event.
6. Participants may not bring any reference materials, audio or visual aids, computers, etc. to the competitive event, except 

what is provided by the event manager. Only blank paper or note cards, and pens/pencils may be used (may or may not be 
supplied).

7. No material of any kind may be passed to the judges. Material that is placed on the judge table for the judge to handle will 
be considered as being “passed” to the judges.

8. A fifteen (15) minute time limit will be given for participants to interact with a professional (judge). This time limit includes 
time for the participants to interact with the judge(s) and to respond to any questions. Participants will be allowed to use 
notes made only during the interaction and during the time allowed for preparation.

9. Participants will be evaluated according to the specific performance indicators being evaluated in the role-play situation, as 
well as the overall quality of the interaction.

10. When using a presentation aid, such as singing a song, the noise level must be kept at a conversational level that does not 
interrupt other participants. If this guideline is not followed, the participant will be interrupted (during the prep or presen-
tation time) and asked to follow the noise policy. Failure to do so may result in disqualification.

Presentation Schedule
Thirty (30) minutes to analyze the situation and organize a response/interaction
Fifteen (15) minutes to interact with the judge(s)
Five (5) minutes for scoring by the judge(s)
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Financial Services | Judging	Instructions 2010-11

The Financial Services event was created by Collegiate DECA in response to the career opportunities available for college gradu-
ates in the area of financial services.

Participants with career interests in financial services will analyze a role-play situation related to the industry. The participants 
will make decisions regarding the situation and interact with you, the judge(s). This role-play situation is presented in written 
form. The role of the participant and of the judge(s) will be determined by the specific role-play situation.

Participants also complete a written exam. The score given by the judge(s) for the role-play is double-weighted, then combined 
with the participant’s exam score to arrive at a final score for the participant.

Judging the Presentation
1. To ensure fairness, at no time should a participant be asked where he/she is from (school, state, country, etc.). 
2. Participants will be evaluated according to an Evaluation Form accompanying the role-play.
3. Participants will be scheduled for presentations at twenty (20) minute intervals. Remember, your role will be determined 

by the specific role-play situation.
4. Please place the participant’s name and identification number (using labels if provided) on the bubble score sheet as in-

stucted (if not already done). If a bubble sheet has not been provided, this information must be placed on the evaluation 
form specific to the role-play situation.

5. You will interact with the participant for up to fifteen (15) minutes. This includes time for the participants to interact with 
you based on the role-play situation, and for you to make comments and ask questions. Each role-play situation includes 
2–3 standard questions that should be asked of each participant. In addition to these, you may ask additional questions for 
clarification specific to the current participant.

6. After the role-play is completed, please thank the participant but give no indication of the participant’s performance/score. 
If appropriate for the situation, you may state that a decision will be made soon and that the participant will be notified of 
the decision.

7. During the last five (5) minutes, after the participant is excused from the judging area, you may score the participant. Refer 
to the Evaluation Criteria for guidelines. On the bubble sheet provided, please bubble in the appropriate score AND write 
the score on the corresponding line to verify accuracy. Please make sure not to exceed the maximum score possible for each 
item. 

 
Please make sure to score all categories, add them for the total score, then initial the total score. The maximum score for the 
evaluation is one hundred (100) points.

Note: If a bubble score sheet is not provided, indicate your scores on the evaluation form.

Presentation Schedule | In	twenty	(20)	minute	intervals
Fifteen (15) minutes to interact with the participant (includes questions)
Five (5) minutes for scoring by the judges
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Financial Services | Evaluation	Criteria 2010-11

Evaluation Criteria
A score under the heading Exceeds Expectations in any category means that, in your opinion, the presentation/interaction is 
handled in an effective, creative way; in effect, nothing more could be expected of the participant.

A score under the heading Meets Expectations in any category means that, in your opinion, the presentation/interaction is 
handled well. There may be a few minor problems or omissions, but they are not significant. A presentation/interaction which 
earns this level in every category would be considered a strong presentation/interaction.

A score under the heading Below Expectations or Little/No Demonstration in any category means that some major flaw has 
been noted which damages the effectiveness of the presentation/interaction. This may be a major omission, a serious misstate-
ment or any other major flaw.

Judging Summary
Maximum score for the role-play is one hundred (100) points. An average score of 70 or better, when combined with the com-
prehensive exam, will earn the participant a Certificate of Excellence.

We hope you are impressed by the quality of work of these students with a career interest in financial services. If you have any 
suggestions for improving this event, please mention them to your event manager.

We thank you for your help.
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Collegiate DECA Guide 
Hospitality

Objective
The Hospitality event involves an individual participant analyzing a real-world hospitality situation, developing ideas/solutions 
to the situation, then role-playing with a professional (judge) with experience in hospitality. Participants also take a comprehen-
sive exam.

Description
The Hospitality event includes multiple activities designed to measure a broad range of knowledge, skills and attitudes in the 
hospitality career area. These are reflected in a comprehensive list of performance indicators specific to this event that are avail-
able to the participants. However, participants are not informed, prior to the actual competition, which performance indicators 
will be evaluated during a particular activity.

Evaluation Forms & Procedures
1. Comprehensive Exam
 A multiple-choice written exam measuring a wide range of performance indicators. Questions are based on general busi-

ness, economic, marketing, and management performance indicators, as well as performance indicators related to the 
hospitality and tourism industry.

2. Role-Play
 The participant is given a written description of a specific situation that measures skills, knowledge and attitudes in a hospi-

tality career. The participant studies the situation and responds to the issues involved through interaction with a business/
industry professional (judge). The role of the participant and of the judge will be determined by the specific role-play situ-
ation. Each role-play situation has a unique evaluation form that measures performance indicators specific to the situation.

The combination of comprehensive exams and role-play activities varies at local, district, state, regional and international com-
petition levels. International preliminary round competition includes one comprehensive exam and one role-play, with the role-
play score being double-weighted. Participants will be ranked by section and a predetermined number of participants will be 
named finalists. Finalists will be given a second role-play situation. The role-play will again be double-weighted and combined 
with the initial exam score to determine final rankings.

The following guidelines will be applied to international competition. Guidelines for competitions held at other levels (i.e., dis-
trict, state) may vary.

Learning Outcomes
Through the comprehensive exam, and the analysis of the role-play situation and interaction with one or more business/industry 
professionals (judges), the participants will develop or reinforce the following areas in relation to hospitality:
• Applying marketing/management principles and techniques to the hospitality industry and organizational environment
•   Analyzing situations, organizing thoughts and identifying solutions
•   Demonstrating knowledge/understanding of general business and industry-specific concepts
•   Organizing and communicating ideas and concepts effectively

http://www.deca.org/competitions/3/
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Hospitality | Participant	Instructions 2010-11

Guidelines for the Comprehensive Exam
For international competition, students are challenged with one hundred (100) multiple choice items, with answers being given 
using a Scantron (bubble) form. Competitors are allowed ninety (90) minutes to complete the exam.

Guidelines for the Role-Play/Presentation
1. The participant will be given a role-play involving a hospitality situation.
2. Each participant will have thirty (30) minutes for analyzing the situation and organizing his/her response and interaction.
3. Participants may not consult anyone about the role-play situation.
4. Any cell phone use, text messaging, email, etc. is prohibited during the entire competitive event.
5. Internet access is prohibited during the entire competitive event.
6. Participants may not bring any reference materials, audio or visual aids, computers, etc. to the competitive event, except 

what is provided by the event manager. Only blank paper or note cards, and pens/pencils may be used (may or may not be 
supplied).

7. No material of any kind may be passed to the judges. Material that is placed on the judge table for the judge to handle will 
be considered as being “passed” to the judges.

8. A fifteen (15) minute time limit will be given for participants to interact with a professional (judge). This time limit includes 
time for the participants to interact with the judge(s) and to respond to any questions. Participants will be allowed to use 
notes made only during the interaction and during the time allowed for preparation.

9. Participants will be evaluated according to the specific performance indicators being evaluated in the role-play situation, as 
well as the overall quality of the interaction.

10. When using a presentation aid, such as singing a song, the noise level must be kept at a conversational level that does not 
interrupt other participants. If this guideline is not followed, the participant will be interrupted (during the prep or presen-
tation time) and asked to follow the noise policy. Failure to do so may result in disqualification.

Presentation Schedule
Thirty (30) minutes to analyze the situation and organize a response/interaction
Fifteen (15) minutes to interact with the judge(s)
Five (5) minutes for scoring by the judge(s)
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Hospitality |	Judge	Instructions 2010-11

The Hospitality event was created by Collegiate DECA in response to the career opportunities available for college graduates in 
the area of hospitality.

Participants with career interests in hospitality will analyze a role-play situation related to the industry. The participants will 
make decisions regarding the situation and interact with you, the judge(s). This role-play situation is presented in written form. 
The role of the participant and of the judge(s) will be determined by the specific role-play situation.

Participants also complete a written exam. The score given by the judge(s) for the role-play is double-weighted, then combined 
with the participant’s exam score to arrive at a final score for the participant.

Judging the Presentation
1. To ensure fairness, at no time should a participant be asked where he/she is from (school, state, country, etc.). 
2. Participants will be evaluated according to an Evaluation Form accompanying the role-play.
3. Participants will be scheduled for presentations at twenty (20) minute intervals. Remember, your role will be determined 

by the specific role-play situation.
4. Please place the participant’s name and identification number (using labels if provided) on the bubble score sheet as in-

stucted (if not already done). If a bubble sheet has not been provided, this information must be placed on the evaluation 
form specific to the role-play situation.

5. You will interact with the participant for up to fifteen (15) minutes. This includes time for the participants to interact with 
you based on the role-play situation, and for you to make comments and ask questions. Each role-play situation includes 
2–3 standard questions that should be asked of each participant. In addition to these, you may ask additional questions for 
clarification specific to the current participant.

6. After the role-play is completed, please thank the participant but give no indication of the participant’s performance/score. 
If appropriate for the situation, you may state that a decision will be made soon and that the participant will be notified of 
the decision.

7. During the last five (5) minutes, after the participant is excused from the judging area, you may score the participant. Refer 
to the Evaluation Criteria for guidelines. On the bubble sheet provided, please bubble in the appropriate score AND write 
the score on the corresponding line to verify accuracy. Please make sure not to exceed the maximum score possible for each 
item. 

 
Please make sure to score all categories, add them for the total score, then initial the total score. The maximum score for the 
evaluation is one hundred (100) points.

Note: If a bubble score sheet is not provided, indicate your scores on the evaluation form.

Presentation Schedule | In	twenty	(20)	minute	intervals
• Fifteen (15) minutes to interact with the participant (includes questions)
• Five (5) minutes for scoring by the judges
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Hospitality |	Evaluation	Criteria 2010-11

Evaluation Criteria
A score under the heading Exceeds Expectations in any category means that, in your opinion, the presentation/interaction is 
handled in an effective, creative way; in effect, nothing more could be expected of the participant.

A score under the heading Meets Expectations in any category means that, in your opinion, the presentation/interaction is 
handled well. There may be a few minor problems or omissions, but they are not significant. A presentation/interaction which 
earns this level in every category would be considered a strong presentation/interaction.

A score under the heading Below Expectations or Little/No Demonstration in any category means that some major flaw has 
been noted which damages the effectiveness of the presentation/interaction. This may be a major omission, a serious misstate-
ment or any other major flaw.

Judging Summary
Maximum score for the role-play is one hundred (100) points. An average score of 70 or better, when combined with the com-
prehensive exam, will earn the participant a Certificate of Excellence.

We hope you are impressed by the quality of work of these students with a career interest in hospitality. If you have any sugges-
tions for improving this event, please mention them to your event manager.

We thank you for your help.
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Collegiate DECA Guide 
Restaurant	&	Food	Service	Management

Objective
The Restaurant & Food Service Management event involves an individual participant analyzing a real-world restaurant and food 
service management situation, developing ideas/solutions to the situation, then role-playing with a professional (judge) with 
experience in restaurant and food service management. Participants also take a comprehensive exam.

Description
The Restaurant & Food Service Management event includes multiple activities designed to measure a broad range of knowledge, 
skills and attitudes in the restaurant and food service management career area. These are reflected in a comprehensive list of 
performance indicators specific to this event that are available to the participants. However, participants are not informed, prior 
to the actual competition, which performance indicators will be evaluated during a particular activity.

Evaluation Formats and Procedures
1. Comprehensive Exam
 A multiple-choice written exam measuring a wide range of performance indicators. Questions are based on general busi-

ness, economic, marketing, and management performance indicators, as well as performance indicators related to the 
hospitality and tourism industry. 

2. Role-Play
 The participant is given a written description of a specific situation that measures skills, knowledge and attitudes in a restau-

rant and food service management career. The participant studies the situation and responds to the issues involved through 
interaction with a business/industry professional (judge). The role of the participant and of the judge will be determined by 
the specific role-play situation. Each role-play situation has a unique evaluation form that measures performance indicators 
specific to the situation.

The combination of comprehensive exams and role-play activities varies at local, district, state, regional and international com-
petition levels. International preliminary round competition includes one comprehensive exam and one role-play, with the role-
play score being double-weighted. Participants will be ranked by section and a predetermined number of participants will be 
named finalists. Finalists will be given a second role-play situation. The role-play will again be double-weighted and combined 
with the initial exam score to determine final rankings.

The following guidelines will be applied to international competition. Guidelines for competitions held at other levels (i.e., dis-
trict, state) may vary.

Learning Outcomes
Through the comprehensive exam, and the analysis of the role-play situation and interaction with one or more business/industry 
professionals (judges), the participants will develop or reinforce the following areas in relation to restaurant and food service 
management:
• Applying marketing/management principles and techniques to the restaurant and food service industry and organizational 

environment
•   Analyzing situations, organizing thoughts and identifying solutions
•   Demonstrating knowledge/understanding of general business and industry-specific concepts
•   Organizing and communicating ideas and concepts effectively

http://www.deca.org/competitions/3/
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Restaurant & Food Service Management | Participant	Instructions 2010-11

Guidelines for the Comprehensive Exam
For international competition, students are challenged with one hundred (100) multiple choice items, with answers being given 
using a Scantron (bubble) form. Competitors are allowed ninety (90) minutes to complete the exam.

Guidelines for the Role-Play/Presentation
1. The participant will be given a role-play involving a restaurant and food service situation.
2. Each participant will have thirty (30) minutes for analyzing the situation and organizing his/her response and interaction.
3. Participants may not consult anyone about the role-play situation.
4. Any cell phone use, text messaging, email, etc. is prohibited during the entire competitive event.
5. Internet access is prohibited during the entire competitive event.
6. Participants may not bring any reference materials, audio or visual aids, computers, etc. to the competitive event, except 

what is provided by the event manager. Only blank paper or note cards, and pens/pencils may be used (may or may not be 
supplied).

7. No material of any kind may be passed to the judges. Material that is placed on the judge table for the judge to handle will 
be considered as being “passed” to the judges.

8. A fifteen (15) minute time limit will be given for participants to interact with a professional (judge). This time limit includes 
time for the participants to interact with the judge(s) and to respond to any questions. Participants will be allowed to use 
notes made only during the interaction and during the time allowed for preparation.

9. Participants will be evaluated according to the specific performance indicators being evaluated in the role-play situation, as 
well as the overall quality of the interaction.

10. When using a presentation aid, such as singing a song, the noise level must be kept at a conversational level that does not 
interrupt other participants. If this guideline is not followed, the participant will be interrupted (during the prep or presen-
tation time) and asked to follow the noise policy. Failure to do so may result in disqualification.

Presentation Schedule
• Thirty (30) minutes to analyze the situation and organize a response/interaction
• Fifteen (15) minutes to interact with the judge(s)
• Five (5) minutes for scoring by the judge(s)
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Restaurant & Food Service Management | Judge	Instructions 2010-11

The Restaurant & Food Service event was created by Collegiate DECA in response to the career opportunities available for col-
lege graduates in the area of restaurant and food service management.

Participants with career interests in restaurant and food service management will analyze a role-play situation related to the in-
dustry. The participants will make decisions regarding the situation and interact with you, the judge(s). This role-play situation 
is presented in written form. The role of the participant and of the judge(s) will be determined by the specific role-play situation.

Participants also complete a written exam. The score given by the judge(s) for the role-play is double-weighted, then combined 
with the participant’s exam score to arrive at a final score for the participant.

Judging the Presentation
1. To ensure fairness, at no time should a participant be asked where he/she is from (school, state, country, etc.). 
2. Participants will be evaluated according to an Evaluation Form accompanying the role-play.
3. Participants will be scheduled for presentations at twenty (20) minute intervals. Remember, your role will be determined 

by the specific role-play situation.
4. Please place the participant’s name and identification number (using labels if provided) on the bubble score sheet as in-

stucted (if not already done). If a bubble sheet has not been provided, this information must be placed on the evaluation 
form specific to the role-play situation.

5. You will interact with the participant for up to fifteen (15) minutes. This includes time for the participants to interact with 
you based on the role-play situation, and for you to make comments and ask questions. Each role-play situation includes 
2–3 standard questions that should be asked of each participant. In addition to these, you may ask additional questions for 
clarification specific to the current participant.

6. After the role-play is completed, please thank the participant but give no indication of the participant’s performance/score. 
If appropriate for the situation, you may state that a decision will be made soon and that the participant will be notified of 
the decision.

7. During the last five (5) minutes, after the participant is excused from the judging area, you may score the participant. Refer 
to the Evaluation Criteria for guidelines. On the bubble sheet provided, please bubble in the appropriate score AND write 
the score on the corresponding line to verify accuracy. Please make sure not to exceed the maximum score possible for each 
item. 

 
Please make sure to score all categories, add them for the total score, then initial the total score. The maximum score for the 
evaluation is one hundred (100) points.

Note: If a bubble score sheet is not provided, indicate your scores on the evaluation form.

Presentation Schedule | In	twenty	(20)	minute	intervals
• Fifteen (15) minutes to interact with the participant (includes questions)
• Five (5) minutes for scoring by the judges
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Restaurant & Food Service Management | Evaluation	Criteria 2010-11

Evaluation Criteria
A score under the heading Exceeds Expectations in any category means that, in your opinion, the presentation/interaction is 
handled in an effective, creative way; in effect, nothing more could be expected of the participant.

A score under the heading Meets Expectations in any category means that, in your opinion, the presentation/interaction is 
handled well. There may be a few minor problems or omissions, but they are not significant. A presentation/interaction which 
earns this level in every category would be considered a strong presentation/interaction.

A score under the heading Below Expectations or Little/No Demonstration in any category means that some major flaw has 
been noted which damages the effectiveness of the presentation/interaction. This may be a major omission, a serious misstate-
ment or any other major flaw.

Judging Summary
Maximum score for the role-play is one hundred (100) points. An average score of 70 or better, when combined with the com-
prehensive exam, will earn the participant a Certificate of Excellence.

We hope you are impressed by the quality of work of these students with a career interest in restaurant and food service manage-
ment. If you have any suggestions for improving this event, please mention them to your event manager.

We thank you for your help.
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Collegiate DECA Guide 
Retail	Management

Objective
The Retail Management event involves an individual participant analyzing a real-world retail management situation, developing 
ideas/solutions to the situation, then role-playing with a professional (judge) with experience in retail management. Participants 
also take a comprehensive exam.

Description
The Retail Management event includes multiple activities designed to measure a broad range of knowledge, skills and attitudes 
in the retail management career area. These are reflected in a comprehensive list of performance indicators specific to this event 
that are available to the participants. However, participants are not informed, prior to the actual competition, which perfor-
mance indicators will be evaluated during a particular activity.

Evaluation Forms and Procedures
1. Comprehensive Exam
 A multiple-choice written exam measuring a wide range of performance indicators. Questions are based on general busi-

ness, economic, marketing, and management performance indicators, as well as performance indicators related to mer-
chandising and retail management. 

2. Role-Play
 The participant is given a written description of a specific situation that measures skills, knowledge and attitudes in a retail 

management career. The participant studies the situation and responds to the issues involved through interaction with a 
business/industry professional (judge). The role of the participant and of the judge will be determined by the specific role-
play situation. Each role-play situation has a unique evaluation form that measures performance indicators specific to the 
situation.

The combination of comprehensive exams and role-play activities varies at local, district, state, regional and international com-
petition levels. International preliminary round competition includes one comprehensive exam and one role-play, with the role-
play score being double-weighted. Participants will be ranked by section and a predetermined number of participants will be 
named finalists. Finalists will be given a second role-play situation. The role-play will again be double-weighted and combined 
with the initial exam score to determine final rankings.

The following guidelines will be applied to international competition. Guidelines for competitions held at other levels (i.e., dis-
trict, state) may vary.

Learning Outcomes
Through the comprehensive exam, and the analysis of the role-play situation and interaction with one or more business/industry 
professionals (judges), the participants will develop or reinforce the following areas in relation to retail management:
• Applying marketing/management principles and techniques to the retail industry and organizational environment
•   Analyzing situations, organizing thoughts and identifying solutions
•   Demonstrating knowledge/understanding of general business and industry-specific concepts
•   Organizing and communicating ideas and concepts effectively

http://www.deca.org/competitions/3/
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Retail Management | Participant	Instructions 2010-11

Guidelines for the Comprehensive Exam
For international competition, students are challenged with one hundred (100) multiple choice items, with answers being given 
using a Scantron (bubble) form. Competitors are allowed ninety (90) minutes to complete the exam.

Guidelines for the Role-Play/Presentation
1. The participant will be given a role-play involving a retail management situation.
2. Each participant will have thirty (30) minutes for analyzing the situation and organizing his/her response and interaction.
3. Participants may not consult anyone about the role-play situation.
4. Any cell phone use, text messaging, email, etc. is prohibited during the entire competitive event.
5. Internet access is prohibited during the entire competitive event.
6. Participants may not bring any reference materials, audio or visual aids, computers, etc. to the competitive event, except 

what is provided by the event manager. Only blank paper or note cards, and pens/pencils may be used (may or may not be 
supplied).

7. No material of any kind may be passed to the judges. Material that is placed on the judge table for the judge to handle will 
be considered as being “passed” to the judges.

8. A fifteen (15) minute time limit will be given for participants to interact with a professional (judge). This time limit includes 
time for the participants to interact with the judge(s) and to respond to any questions. Participants will be allowed to use 
notes made only during the interaction and during the time allowed for preparation.

9. Participants will be evaluated according to the specific performance indicators being evaluated in the role-play situation, as 
well as the overall quality of the interaction.

10. When using a presentation aid, such as singing a song, the noise level must be kept at a conversational level that does not 
interrupt other participants. If this guideline is not followed, the participant will be interrupted (during the prep or presen-
tation time) and asked to follow the noise policy. Failure to do so may result in disqualification.

Presentation Schedule
• Thirty (30) minutes to analyze the situation and organize a response/interaction
• Fifteen (15) minutes to interact with the judge(s)
• Five (5) minutes for scoring by the judge(s)
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Retail Management |	Judge	Instructions 2010-11

The Retail Management event was created by Collegiate DECA in response to the career opportunities available for college 
graduates in the area of retail management.

Participants with career interests in retail management will analyze a role-play situation related to the industry. The participants 
will make decisions regarding the situation and interact with you, the judge(s). This role-play situation is presented in written 
form. The role of the participant and of the judge(s) will be determined by the specific role-play situation.

Participants also complete a written exam. The score given by the judge(s) for the role-play is double-weighted, then combined 
with the participant’s exam score to arrive at a final score for the participant.

Judging the Presentation
1. To ensure fairness, at no time should a participant be asked where he/she is from (school, state, country, etc.). 
2. Participants will be evaluated according to an Evaluation Form accompanying the role-play.
3. Participants will be scheduled for presentations at twenty (20) minute intervals. Remember, your role will be determined 

by the specific role-play situation.
4. Please place the participant’s name and identification number (using labels if provided) on the bubble score sheet as in-

stucted (if not already done). If a bubble sheet has not been provided, this information must be placed on the evaluation 
form specific to the role-play situation.

5. You will interact with the participant for up to fifteen (15) minutes. This includes time for the participants to interact with 
you based on the role-play situation, and for you to make comments and ask questions. Each role-play situation includes 
2–3 standard questions that should be asked of each participant. In addition to these, you may ask additional questions for 
clarification specific to the current participant.

6. After the role-play is completed, please thank the participant but give no indication of the participant’s performance/score. 
If appropriate for the situation, you may state that a decision will be made soon and that the participant will be notified of 
the decision.

7. During the last five (5) minutes, after the participant is excused from the judging area, you may score the participant. Refer 
to the Evaluation Criteria for guidelines. On the bubble sheet provided, please bubble in the appropriate score AND write 
the score on the corresponding line to verify accuracy. Please make sure not to exceed the maximum score possible for each 
item. 

 
Please make sure to score all categories, add them for the total score, then initial the total score. The maximum score for the 
evaluation is one hundred (100) points.
 
Note: If a bubble score sheet is not provided, indicate your scores on the evaluation form.

Presentation Schedule | In	twenty	(20)	minute	intervals
• Fifteen (15) minutes to interact with the participant (includes questions)
• Five (5) minutes for scoring by the judges
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Retail Management | Evaluation	Criteria 2010-11

Evaluation Criteria
A score under the heading Exceeds Expectations in any category means that, in your opinion, the presentation/interaction is 
handled in an effective, creative way; in effect, nothing more could be expected of the participant.

A score under the heading Meets Expectations in any category means that, in your opinion, the presentation/interaction is 
handled well. There may be a few minor problems or omissions, but they are not significant. A presentation/interaction which 
earns this level in every category would be considered a strong presentation/interaction.

A score under the heading Below Expectations or Little/No Demonstration in any category means that some major flaw has 
been noted which damages the effectiveness of the presentation/interaction. This may be a major omission, a serious misstate-
ment or any other major flaw.

Judging Summary
Maximum score for the role-play is one hundred (100) points. An average score of 70 or better, when combined with the com-
prehensive exam, will earn the participant a Certificate of Excellence.

We hope you are impressed by the quality of work of these students with a career interest in retail management. If you have any 
suggestions for improving this event, please mention them to your event manager.

We thank you for your help.
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Collegiate DECA Guide 
Travel	&	Tourism

Objective
The Travel & Tourism event involves an individual participant analyzing a real-world travel and/or tourism situation, developing 
ideas/solutions to the situation, then role-playing with a professional (judge) with experience in travel and tourism. Participants 
also take a comprehensive exam.

Description
The Travel & Tourism event includes multiple activities designed to measure a broad range of knowledge, skills and attitudes in 
the travel and tourism career area. These are reflected in a comprehensive list of performance indicators specific to this event that 
are available to the participants. However, participants are not informed, prior to the actual competition, which performance 
indicators will be evaluated during a particular activity.

Evaluation Forms and Procedures
1. Comprehensive Exam

A multiple-choice written exam measuring a wide range of performance indicators. Questions are based on general busi-
ness, economic, marketing, and management performance indicators, as well as performance indicators related to the hos-
pitality and tourism industry.

2. Role-Play
The participant is given a written description of a specific situation that measures skills, knowledge and attitudes in a travel 
and tourism career. The participant studies the situation and responds to the issues involved through interaction with a 
business/industry professional (judge). The role of the participant and of the judge will be determined by the specific role-
play situation. Each role-play situation has a unique evaluation form that measures performance indicators specific to the 
situation.

The combination of comprehensive exams and role-play activities varies at local, district, state, regional and international com-
petition levels. International preliminary round competition includes one comprehensive exam and one role-play, with the role-
play score being double-weighted. Participants will be ranked by section and a predetermined number of participants will be 
named finalists. Finalists will be given a second role-play situation. The role-play will again be double-weighted and combined 
with the initial exam score to determine final rankings.

The following guidelines will be applied to international competition. Guidelines for competitions held at other levels (i.e., dis-
trict, state) may vary.

Learning Outcomes
Through the comprehensive exam, and the analysis of the role-play situation and interaction with one or more business/industry 
professionals (judges), the participants will develop or reinforce the following areas in relation to travel and tourism:
• Applying marketing/management principles and techniques to the travel and tourism industry and organizational environ-

ment
•   Analyzing situations, organizing thoughts and identifying solutions
•   Demonstrating knowledge/understanding of general business and industry-specific concepts
•   Organizing and communicating ideas and concepts effectively

http://www.deca.org/competitions/3/
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Travel & Tourism | Participant	Instructions 2010-11

Guidelines for the Comprehensive Exam
For international competition, students are challenged with one hundred (100) multiple choice items, with answers being given 
using a Scantron (bubble) form. Competitors are allowed ninety (90) minutes to complete the exam.

Guidelines for the Role-Play/Presentation
1. The participant will be given a role-play involving a retail management situation.
2. Each participant will have thirty (30) minutes for analyzing the situation and organizing his/her response and interaction.
3. Participants may not consult anyone about the role-play situation.
4. Any cell phone use, text messaging, email, etc. is prohibited during the entire competitive event.
5. Internet access is prohibited during the entire competitive event.
6. Participants may not bring any reference materials, audio or visual aids, computers, etc. to the competitive event, except 

what is provided by the event manager. Only blank paper or note cards, and pens/pencils may be used (may or may not be 
supplied).

7. No material of any kind may be passed to the judges. Material that is placed on the judge table for the judge to handle will 
be considered as being “passed” to the judges.

8. A fifteen (15) minute time limit will be given for participants to interact with a professional (judge). This time limit includes 
time for the participants to interact with the judge(s) and to respond to any questions. Participants will be allowed to use 
notes made only during the interaction and during the time allowed for preparation.

9. Participants will be evaluated according to the specific performance indicators being evaluated in the role-play situation, as 
well as the overall quality of the interaction.

10. When using a presentation aid, such as singing a song, the noise level must be kept at a conversational level that does not 
interrupt other participants. If this guideline is not followed, the participant will be interrupted (during the prep or presen-
tation time) and asked to follow the noise policy. Failure to do so may result in disqualification.

Presentation Schedule
• Thirty (30) minutes to analyze the situation and organize a response/interaction
• Fifteen (15) minutes to interact with the judge(s)
• Five (5) minutes for scoring by the judge(s)
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Travel & Tourism | Judge	Instructions 2010-11

The Travel & Tourism event was created by Collegiate DECA in response to the career opportunities available for college gradu-
ates in the area of travel and tourism.

Participants with career interests in travel and tourism will analyze a role-play situation related to the industry. The participants 
will make decisions regarding the situation and interact with you, the judge(s). This role-play situation is presented in written 
form. The role of the participant and of the judge(s) will be determined by the specific role-play situation.

Participants also complete a written exam. The score given by the judge(s) for the role-play is double-weighted, then combined 
with the participant’s exam score to arrive at a final score for the participant.

Judging the Presentation
1. To ensure fairness, at no time should a participant be asked where he/she is from (school, state, country, etc.). 
2. Participants will be evaluated according to an Evaluation Form accompanying the role-play.
3. Participants will be scheduled for presentations at twenty (20) minute intervals. Remember, your role will be determined 

by the specific role-play situation.
4. Please place the participant’s name and identification number (using labels if provided) on the bubble score sheet as in-

stucted (if not already done). If a bubble sheet has not been provided, this information must be placed on the evaluation 
form specific to the role-play situation.

5. You will interact with the participant for up to fifteen (15) minutes. This includes time for the participants to interact with 
you based on the role-play situation, and for you to make comments and ask questions. Each role-play situation includes 
2–3 standard questions that should be asked of each participant. In addition to these, you may ask additional questions for 
clarification specific to the current participant.

6. After the role-play is completed, please thank the participant but give no indication of the participant’s performance/score. 
If appropriate for the situation, you may state that a decision will be made soon and that the participant will be notified of 
the decision.

7. During the last five (5) minutes, after the participant is excused from the judging area, you may score the participant. Refer 
to the Evaluation Criteria for guidelines. On the bubble sheet provided, please bubble in the appropriate score AND write 
the score on the corresponding line to verify accuracy. Please make sure not to exceed the maximum score possible for each 
item. 

 
Please make sure to score all categories, add them for the total score, then initial the total score. The maximum score for the 
evaluation is one hundred (100) points.
 
Note: If a bubble score sheet is not provided, indicate your scores on the evaluation form.

Presentation Schedule | In	twenty	(20)	minute	intervals
• Fifteen (15) minutes to interact with the participant (includes questions)
• Five (5) minutes for scoring by the judges
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Travel & Tourism | Evaluation	Criteria 2010-11

Evaluation Criteria
A score under the heading Exceeds Expectations in any category means that, in your opinion, the presentation/interaction is 
handled in an effective, creative way; in effect, nothing more could be expected of the participant.

A score under the heading Meets Expectations in any category means that, in your opinion, the presentation/interaction is 
handled well. There may be a few minor problems or omissions, but they are not significant. A presentation/interaction which 
earns this level in every category would be considered a strong presentation/interaction.

A score under the heading Below Expectations or Little/No Demonstration in any category means that some major flaw has 
been noted which damages the effectiveness of the presentation/interaction. This may be a major omission, a serious misstate-
ment or any other major flaw.

Judging Summary
Maximum score for the role-play is one hundred (100) points. An average score of 70 or better, when combined with the com-
prehensive exam, will earn the participant a Certificate of Excellence.

We hope you are impressed by the quality of work of these students with a career interest in travel and tourism. If you have any 
suggestions for improving this event, please mention them to your event manager.

We thank you for your help.
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Each case study event involves the analysis of real-world case situations, and the presentation of solutions to a professional 
(judge) with experience in the specific area of specialty. You may refer to the following pages for specific guidelines on each 
event, as each offers some variation on such details as format and time allotted for analysis and presentation.

Business Ethics
A team of two students analyze a business situation containing an ethical dilemma, then present a resolution of the dilemma to 
a professional (judge) with experience in business.

Business Law
A team of two students analyze a real-world case law situation that deals with marketing/business activity between organiza-
tions, then present solutions/recommendations to a professional (judge) with experience in business.

Business-to-Business Marketing
A team of two students analyze a real-world case situation that deals with marketing/business activity between organizations, 
then present solutions to a professional (judge) with experience in marketing and business.

Human Resource Management
An individual student analyzes a real-world human resource management case situation, then presents solutions to a profes-
sional (judge) with experience in human resource management.

International Marketing
A team of two students analyze a real-world international case situation, then present solutions to a professional (judge) with 
experience in international marketing and management.

Marketing Management
An individual student analyzes a real-world marketing management case situation, then presents solutions to a professional 
(judge) with experience in marketing and management. 

Sales Management Meeting
An individual student analyzes a real-world sales management case situation, then conducts a meeting with one or more sales-
people (judges).

Sports & Entertainment Marketing
A team of two students analyze a real-world sports and entertainment marketing case situation, then present solutions to a pro-
fessional (judge) with experience in sports and entertainment marketing.

Collegiate DECA Guide 
Case	Study	Events	Overview	&	Resources

http://www.deca.org/competitions/3/
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Fashion	Merchandising	and	Marketing
DCE901 $8.00

Financial	Services
DCE902 $8.00

Hospitality
DCE910 $8.00

Restaurant	and	Food	Service	Management
DCE908 $8.00

Retail	Management
DCE904 $8.00

Travel	and	Tourism
DCE909 $8.00

Prepare for Collegiate DECA Business Simulation or  
Case Study Events with these great items from DECA Images!

GIVE US A CALL | 703.860.5006

50 One-Minute Tips to Better Communication
In	today’s	world,	business	communication	occurs	in	a	variety	
of	venues.	This	easy	to	read	text	will	help	students	to	develop	
a	 clear	 purpose,	 pay	 careful	 attention	 to	 their	 message	 and	
awareness	of	the	audience.	
DCBC	$13.95

Business Etiquette and Professionalism
This	book	demonstrates	how	 to	maintain	 a	professional	 and	
competitive	 edge	 by	 thoroughly	 explaining	 basic	 business	
etiquette.	 Exercises	 and	 activities	 in	 this	 book	 cover	 topics	
such	 as:	 making	 introductions,	 dining	 out,	 sending	 and	
receiving	gifts,	public	manners,	tipping	and	attire.	
DCBSETQ	$13.95

Making Your Message Memorable
Delivering	 a	 message	 through	 stories	 is	 an	 excellent	 way	 to	
break	 the	 ice,	 inspire	 people,	 share	 good	 news,	 build	 team	
spirit	 and	 more.	 This	 book	 will	 show	 students	 how	 to	 put	
stories	to	work	 in	everyday	business	situations.	Students	will	
learn	 a	 number	 of	 techniques	 for	 turning	 their	 experiences	
into	effective	stories,	as	well	as	advice	on	getting	to	know	the	
audience,	finding	a	storytelling	style	and	bringing	the	story	to	
life.	
DCMMM	$13.95

Presentation Skills
Students	 will	 learn	 how	 to	 give	 confident,	 enthusiastic	 and	
persuasive	 presentations.	 Emphasis	 is	 placed	 on	 how	 to	
organize,	create	and	develop	outstanding	presentations.	
DCPRS	$13.95
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Collegiate DECA Guide 
Business	Ethics

Objective
The Business Ethics event involves a team of two (2) participants analyzing a business situation containing an ethical dilemma, 
then presenting a resolution of the dilemma to a professional (judge) with experience in business.

Description
The Business Ethics event involves the participants’ analysis of a business situation containing an ethical dilemma and the ef-
fectiveness of the participants’ presentation. The case situation is presented in written form.

For the purposes of this event, an ethical dilemma will be defined as a situation where competing values are being 
weighed, and which can reasonably be argued both for and against. Case situations will not involve a question of 
whether a certain action (or lack of action) constitutes a violation of law (i.e. stealing), nor will the situation have a 
seemingly simple answer (i.e. taking credit for a co-worker’s idea).

Based on the situation, the participants may be asked to assume the role of management/supervisory level personnel for an or-
ganization represented by the situation, or they may be acting as outside observers. The participants will deliver a presentation 
of their analysis of the problem, the best possible ways to resolve the dilemma, and their final resolution if appropriate, to one 
or more judges.

The position of the judge(s) will be determined by the specific case situation. The judge(s) may be representatives of an organiza-
tion represented by the situation, or they may be acting as outside observers.

For international competition 
The content to be evaluated is found in the standard Evaluation Form located in these Guidelines, with a possible one hundred 
(100) points. Preliminary round competition will consist of an evaluation of the presentation to the judge(s). Teams will be 
ranked by section and a pre-determined number of teams will be named finalists. Finalists will be given a second case situation. 
The following guidelines will be applied to the presentations at the International Career Development Conference.

Learning Outcomes
Through the analysis of the case situation and the presentation of possible ways to resolve the problem, including their final 
resolution if appropriate, the participants will develop or reinforce the following areas in relation to business ethics:
• Applying decision-making, business principles and techniques to the specific situation with an ethical dilemma
• Analyzing a case situation, organizing thoughts and identifying resolutions to the ethical dilemma
• Demonstrating knowledge/understanding of ethical behavior within a business environment
• Organizing and communicating knowledge, ideas and concepts effectively for the area of business ethics
• Accomplishing objectives as a team

http://www.deca.org/competitions/3/
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Guidelines for the Presentation | Refer	to	the	evaluation	form.
1. All materials, equipment, supplies, etc. must be provided by the participants. DECA ASSUMES NO RESPONSIBILITY 

FOR DAMAGE/LOSS OF MATERIALS, EQUIPMENT, SUPPLIES, ETC.
2. The team will be given a business case situation containing an ethical dilemma.
3. Each team will have one (1) hour for analyzing the situation and preparing their presentation. 
4. Team members may not consult anyone about the business ethics situation other than official team members.
5. A personal or laptop computer/hand-held digital organizer may be used when appropriate. Participants must use battery 

power for the prep time and presentation, even if there are electrical outlets in the room. Such digital organizers may be 
prepared ahead of time (i.e., standard headings for a PowerPoint presentation) provided there is no reference to the specific 
case situation.

6. Participants may bring materials to develop visual aids to assist them in their presentation. The supplies may consist of 
poster paper, flip charts, blank paper, and art supplies. Such visual aids may be prepared ahead of time (i.e., standard head-
ings on a flip chart) provided there is no reference to the specific case situation.  

7. Participants are allowed to bring reference materials to use in preparing their presentation. This may include electronic 
(such as CD encyclopedias) as well as print materials (such as magazines or textbooks).

8. Only materials that can be easily carried to and from the prep and judging areas by the actual participants will be permitted 
(includes any computer equipment, visual aids, reference materials, etc.). Only the participants themselves may handle and 
set up their material. No outside assistance will be allowed.  

9. Any cell phone use, text messaging, email, etc. is prohibited during the entire competitive event.
10. Internet access is prohibited during the entire competitive event.
11. No specified set-up time will be allowed. All set up will be part of the allotted presentation time. Timing will begin when 

the participants enter the judging area (i.e. judge booth).  
12. No material of any kind may be passed to the judges. Material that is placed on the judge table for them to handle will be 

considered as being “passed” to the judges.
13. Participants will interact with the judges for up to fifteen (15) minutes. This includes time for the participants to present 

their pattern of thought and reason for their decisions/recommendations and to answer the judge’s questions.
14. When using a presentation aid, such as a lap-top computer, the noise level must be kept at a conversational level that does 

not interrupt other participants. If this guideline is not followed, the participant will be interrupted (during the prep or 
presentation time) and asked to follow the noise policy. Failure to do so may result in disqualification.

Presentation Schedule
• One (1) hour to analyze the situation and prepare the presentation
• Fifteen (15) minutes for the team’s presentation and questions by the judges
• Five (5) minutes for scoring by the judges
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The Business Ethics event was created by Collegiate DECA because of the potential situations faced by management/supervisory 
level employees regarding business ethics. A team of two participants will analyze a business case situation containing an ethical 
dilemma. The case situation is presented to participants in written form.

For the purposes of this event, an ethical dilemma will be defined as a situation where competing values are being 
weighed, and which can reasonably be argued both for an against. Case situations will not involve a question of whether 
a certain action (or lack of action) constitutes a violation of law (i.e. stealing), nor will the situation have a seemingly 
simple answer (i.e. taking credit for a co-worker’s idea).

Based on the situation, the participants may be asked to assume the role of management/supervisory level personnel for an or-
ganization represented by the situation, or they may be acting as outside observers. The participants will deliver a presentation 
of their analysis of the problem, the best possible ways to resolve the problem, and their final resolution to you, the judge(s).

The position of the judge(s) will be determined by the specific case situation. You may be representatives of an organization 
represented by the situation, or you may be acting as outside observers.

Judging the Presentation
1. To ensure fairness, at no time should a participant be asked where he/she is from (school, state, country, etc.).
2. Participants will be evaluated according to a standard Evaluation Form.
3. Participants will be scheduled for presentations at twenty (20) minute intervals. Remember, your role will be determined 

by the specific case situation.
4. Please place the participants’ names and identification numbers (using labels if provided) on the bubble score sheet as in-

structed (if not already done). If a bubble sheet has not been provided, this information must be placed on the evaluation 
form for this event.

5. You will interact with the participant for up to fifteen (15) minutes. This includes time for the participants to present to you 
based on the case study situation, and for you to make comments and ask questions.

6. To insure fairness, judges should develop 2–3 standard questions, based on the specific case, which will be asked of each 
team. (In developing the questions please consider that the students have to respond spontaneously). After asking the stan-
dard questions you may ask other questions for clarification specific to the current team.

7. Following the fifteen (15) minute interaction period, please thank the participants for their analysis and resolution but give 
no indication of the participant’s performance/score.

8. During the last five (5) minutes, after the participants are excused from the judging area, you may score the team. Refer to 
the Evaluation Criteria section for the guidelines. On the bubble sheet provided, please bubble in the appropriate score and 
write the score on the corresponding line to verify accuracy. Please make sure not to exceed the maximum score possible 
for each item

Please make sure to score all categories, add them for the total score, then initial the total score. The maximum score for the 
evaluation is one hundred (100) points. If a bubble score sheet is not provided, indicate your scores on the Business Ethics Evalu-
ation Form.

Presentation Schedule | In	twenty	(20)	minute	intervals
• Fifteen (15) minutes for presentation of the decisions/recommendations by the team and questions by the judges
• Five (5) minutes for scoring by the judges
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Evaluation Criteria
A score under the heading Exceeds Expectations in any category means that, in your opinion, the information is presented in 
an effective, creative way; in effect, nothing more could be expected of the participants, and their analysis and resolution have 
been presented well.

A score under the heading Meets Expectations in any category means that, in your opinion, the information is presented well. 
There may be a few minor problems or omissions, but they are not significant. A presentation that earns this level in every cat-
egory would probably receive strong consideration.

A score under the heading Below Expectations or Little/No Demonstration in any category means that some major flaw has 
been noted which damages the effectiveness of the presentation. This may be a major omission, a serious misstatement or any 
other major flaw.

Judging Summary
Maximum score is 100 points. A score of 70 or better will earn the participant a Certificate of Excellence.

We hope you are impressed by the quality of work of these students. If you have any suggestions for improving this event, please 
mention them to your event manager.

We thank you for your help.
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 Little/No Below Meets Exceeds Judged
 Demonstration Expectations Expectations Expectations Points
STATEMENT OF THE PROBLEM
1. Exhibits understanding of the problem 
 (10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ________

2. Exhibits understanding of the importance  
of good ethical behavior (10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ________

ANALYSIS AND RESOLUTIONS
3. Shows effective use of decision making 
 and reasoning (15 Possible Points)  0-1-2-3-4 5-6-7-8 9-10-11-12 13-14-15 ________

4. Clearly explains the benefits and  
improvement of the company’s position  
regarding ethics (15 Possible Points)  0-1-2-3-4 5-6-7-8 9-10-11-12 13-14-15 ________

5.  Clearly explains and gives examples of  
values/standards that form a basis for the  
perceptions of ethical/unethical behavior  
(15 Possible Points)  0-1-2-3-4 5-6-7-8 9-10-11-12 13-14-15 ________

6. Clearly explains industry concern with  
ethical behavior in today’s society  
(10 Possible Points)  0-1-2  3-4-5 6-7-8    9-10 ________

PRESENTATION
7. Presents information in a clear and  

professional manner (5 Possible Points)  0-1 2-3 4 5 ________

8. Presents analysis and resolutions in an  
organized and well thought out manner  
(5 Possible Points) 0-1 2-3 4 5 ________

9. Did the team show an equal effort in the  
presentation? (10 Possible Points) 0-1-2  3-4-5 6-7-8 9-10 ________

10. Overall performance: Appropriate appearance,  
poise, confidence, presentation technique, etc.

 (5 Possible Points)  0-1 2-3  4 5 ________

 
 Total Judged Points (100 maximum): ________

A score of 70 or better will earn the participant a Certificate of Excellence.
JUDGE SECTION:   A   B   C   D   E   F   G   (circle one)

TIE BREAKER
For tie-breaking purposes, the following evaluation form ranking process will be used. First, the team with the highest score for #3 wins 
the tie-break. If this does not break the tie, the process will continue for the remaining items in the following order: 5, 4, 1, 2, 6, 9, 7, 8, 10.

Business Ethics | Evaluation	Form 2010-11

Participant’s	Name:	___________________	 Participant’s	Name:____________________
I.D.	Number:	_________________________	 I.D.	Number:__________________________
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Business	Law

Objective
The Business Law event involves a team of two (2) participants analyzing a real-world case law situation that deals with market-
ing/business activity, then presenting solutions/recommendations to a professional (judge) with experience in business. 

Description
The Business Law event involves the participants’ analysis of a business law case situation, and the effectiveness of the partici-
pants’ presentation. The following areas of business law may be covered in this event: contracts, sales and product liability, torts, 
agency/employment and intellectual property.

This case situation is presented in written form. In addition to the case situation, related case precedents information will also 
be provided.

Based on the situation, the participants may assume the role of legal counsel for the business represented by the situation, or 
they may be acting as outside observers. The team will make decisions/recommendations regarding the situation and make a 
presentation to judges. 

The position of the judge(s) will be determined by the specific case situation. The judge(s) may be representatives of an organiza-
tion represented by the situation, or they may be acting as outside observers.

For international competition
The content to be evaluated is found in the standard Evaluation Form located in these Guidelines, with a possible one hundred 
(100) points. Preliminary round competition will consist of an evaluation of the presentation to the judge(s). Teams will be 
ranked by section and a predetermined number of teams will be named finalists. Finalists will be given a second case situation. 
The following guidelines will be applied to the presentations at the International Career Development Conference.

Learning Outcomes
Through the analysis of the legal case situation and precedents information and the presentation of solutions/recommendations, 
the participants will develop or reinforce the following areas in relation to business law:

•  Developing a heightened focus on a topic in Business Law
•  Understanding and appreciating the purpose of business regulation 
•  Demonstrating knowledge/understanding of case law
•  Organizing and communicating legal ideas and concepts effectively
•  Using critical thinking skills to synthesize case law into workable material
•  Accomplishing objectives as a team

http://www.deca.org/competitions/3/
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Guidelines for the Presentation | Refer	to	the	evaluation	form.
1. All materials, equipment, supplies, etc. must be provided by the participants. DECA ASSUMES NO RESPONSIBILITY 

FOR DAMAGE/LOSS OF MATERIALS, EQUIPMENT, SUPPLIES, ETC.
2. The team will be given a business law case situation, along with related case precedents information.
3. Each team will have one (1) hour for analyzing the situation and preparing their presentation.
4. Team members may not consult anyone about the business law situation and precedents other than the official team mem-

bers.
5. A personal or laptop computer/hand-held digital organizer may be used when appropriate. Participants must use battery 

power for the prep time and presentation, even if there are electrical outlets in the room. Such digital organizers may be 
prepared ahead of time (i.e., standard headings for a PowerPoint presentation) provided there is no reference to the specific 
case situation.

6. Participants may bring materials to develop visual aids to assist them in their presentation. The supplies may consist of 
poster paper, flip charts, blank paper, and art supplies. Such visual aids may be prepared ahead of time (i.e., standard head-
ings on a flip chart) provided there is no reference to the specific case situation. 

7. Participants are allowed to bring reference materials to use in preparing their presentation. This may include electronic 
(such as CD encyclopedias) as well as print materials (such as law books or textbooks).

8. Only materials that can be easily carried to and from the prep and judging areas by the actual participants will be permitted 
(includes any computer equipment, visual aids, reference materials, etc.). Only the participants themselves may handle and 
set up their material. No outside assistance will be allowed.

9. Any cell phone use, text messaging, email, etc. is prohibited during the entire competitive event.
10. Internet access is prohibited during the entire competitive event. 
11. No specified set-up time will be allowed. All set up will be part of the allotted presentation time. Timing will begin when 

the participants enter the judging area (i.e. judge booth). 
12. No material of any kind may be passed to the judges. Material that is placed on the judge table for them to handle will be 

considered as being “passed” to the judges.
13. Participants will interact with the judges for up to fifteen (15) minutes. This includes time for the participants to present 

their pattern of thought and reason for their decisions/recommendations and to answer the judge’s questions.
14. When using a presentation aid, such as a lap-top computer, the noise level must be kept at a conversational level that does 

not interrupt other participants. If this guideline is not followed, the participant will be interrupted (during the prep or 
presentation time) and asked to follow the noise policy. Failure to do so may result in disqualification.

Presentation Schedule
• One (1) hour to analyze the situation and prepare a response
• Fifteen (15) minutes for the team’s presentation and questions by the judges
• Five (5) minutes for scoring by the judges
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Each team of participants with an interest in business law will analyze a real-world case law situation that deals with marketing/
business activity. The following areas of business law may be covered in this event: contracts, sales and product liability, torts, 
agency/employment and intellectual property. The team will present solutions/recommendations regarding the situation and 
make a presentation to you, the judge(s).

This case situation is presented in written form. Based on the situation, the participants may be asked to assume the role of legal 
counsel for an organization represented by the situation, or they may be acting as outside observers.  The position of the judge(s) 
will be determined by the specific case situation. You may be representatives of an organization represented by the situation, or 
may be acting as outside observers.

Judging the Presentation
1. To ensure fairness, at no time should a participant be asked where he/she is from (school, state, country, etc.).
2. Participants will be evaluated according to a standard Evaluation Form.
3. Participants will be scheduled for presentations at twenty (20) minute intervals. Remember, your role will be determined 

by the specific case situation. 
4. Please place the participants’ names and identification numbers (using labels if provided) on the bubble score sheet as in-

structed (if not already done). If a bubble sheet has not been provided, this information must be placed on the evaluation 
form for this event.

5. You will interact with the participant for up to fifteen (15) minutes. This includes time for the participants to present to you 
based on the case study situation, and for you to make comments and ask questions.

6. Following the fifteen (15) minute interaction period, please thank the participants but give no indication of their perfor-
mance/score. If appropriate to the situation, please state that a decision will be made soon and that the participants will be 
notified of the decision.

7. During the last five (5) minutes, after the participants are excused from the judging area, you may score the team. Refer 
to the Evaluation Criteria section for guidelines. On the bubble sheet provided, please bubble in the appropriate score and 
write the score on the corresponding line to verify accuracy. Please make sure not to exceed the maximum score possible 
for each item. 

 
Please make sure to score all categories, add them for the total score, then initial the total score. The maximum score for the 
evaluation is one hundred (100) points.
 
Note: If a bubble sheet is not provided, indicate your scores on the Business Law Evaluation Form.

Presentation Schedule | In	twenty	(20)	minute	intervals
• Fifteen (15) minutes for presentation of the decisions/recommendations by the team and questions by the judges
• Five (5) minutes for scoring by the judges
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Evaluation Criteria
A score under the heading Exceeds Expectations in any category means that, in your opinion, the information is presented in 
an effective, creative way; in effect, nothing more could be expected of the participants, and their decisions/recommendations 
have been presented well.

A score under the heading Meets Expectations in any category means that, in your opinion, the information is presented well. 
There may be a few minor problems or omissions, but they are not significant. Decisions/Recommendations that earn this level 
in every category for the presentation would probably receive strong consideration for implementation.

A score under the heading Below Expectations or Little/No Demonstration in any category means that some major flaw has 
been noted which damages the effectiveness of the presentation. This may be a major omission, a serious misstatement or any 
other major flaw.

Judging Summary
Maximum score is 100 points. A score of 70 or better will earn the participants a Certificate of Excellence.

We hope you are impressed by the quality of work from these students with an interest in business law. If you have any sugges-
tions for improving this event, please mention them to your event manager.

We thank you for your help.
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 Little/No Below Meets Exceeds Judged
 Demonstration Expectations Expectations Expectations Points
1.  Did the team correctly analyze the
     situation? (10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 _______ 

2.  Did the team exhibit clear-cut 
     understanding of the purpose of
     business regulation? (10 Possible Points) 0-1-2  3-4-5 6-7-8 9-10 _______

3.  Did the team demonstrate a 
     knowledge and understanding of 
     case law? (10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 _______

4.  Did the team organize their legal 
     ideas and concepts effectively?
     (15 Possible Points) 0-1-2-3-4 5-6-7-8 9-10-11-12 13-14-15 _______

5.  Did the team demonstrate a clear
     knowledge of the law related to this 
     particular case study scenario?
     (15 Possible Points) 0-1-2-3-4 5-6-7-8 9-10-11-12 13-14-15 _______

6.  Were the legal ideas and concepts
     communicated with the proper legal
     terminology? (10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 _______

7.  Did the team use realistic strategies
     to establish their solution?
     (15 Possible Points) 0-1-2-3-4 5-6-7-8 9-10-11-12 13-14-15 _______

8.  Did the team show an equal effort in
     the presentation? (10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 _______

9.  Overall performance: Appropriate
     appearance, poise, confidence,
     presentation technique, etc.
     (5 Possible Points) 0-1 2-3 4 5 _______

 
 Total Judged Points (100 maximum): _______

A score of 70 or better will earn the participant a Certificate of Excellence.
JUDGE SECTION:   A   B   C   D   E   F   G   (circle one)

TIE BREAKER
For tie-breaking purposes, the following evaluation form ranking process will be used. First, the team with the highest score for #7 wins 
the tie-break. If this does not break the tie, the process will continue for the remaining items in the following order:  5, 4, 1, 3, 2, 6, 8, 9.

Participant’s	Name:	___________________	 Participant’s	Name:____________________
I.D.	Number:	_________________________	 I.D.	Number:__________________________
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Objective
The Business-to-Business Marketing event involves a team of two (2) participants analyzing a real-world case situation that deals 
with marketing/business activity between organizations, then presenting solutions to a professional (judge) with experience in 
marketing and business.

Description
The Business-to-Business Marketing event involves the participants’ analysis of a case situation related to the marketing of prod-
ucts/services from one business to another. The case situation is presented in written form.

The participants will assume the role of top management for the business represented by the situation. The position of the 
judge(s) will be determined by the specific case situation.

For international competition
The content to be evaluated is found in the standard Evaluation Form located in these Guidelines, with a possible one hundred 
(100) points. Preliminary round competition will consist of an evaluation of the presentation to the judge(s). Teams will be 
ranked by section and a predetermined number of teams will be named finalists. Finalists will be given a second case situation. 
The following guidelines will be applied to the presentations at the International Career Development Conference.

Learning Outcomes
Through the analysis of the case situation and the presentation of ideas to business and industry professionals (judges), the par-
ticipants will develop or reinforce the following areas in relation to marketing/business activity between organizations:
• Demonstrating the application of marketing and management principles and techniques to the business environment
• Analyzing business situations, organizing thoughts and identifying solutions as a team
• Developing a marketing strategy using a complete marketing mix (product, price, promotion, place)
• Demonstrating knowledge/understanding of customer/client needs
• Developing a complete marketing plan of action
• Organizing and communicating ideas and concepts effectively
• Accomplishing objectives as a team

http://www.deca.org/competitions/3/
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Guidelines for the Presentation | Refer	to	the	evaluation	form
1. All materials, equipment, supplies, etc. must be provided by the participants. DECA ASSUMES NO RESPONSIBILITY 

FOR DAMAGE/LOSS OF MATERIALS, EQUIPMENT, SUPPLIES, ETC.
2. The team will be given a marketing and/or management situation related to marketing/business activity between organiza-

tions.
3. Each team will have one (1) hour for analyzing the situation and preparing their presentation.
4. Team members may not consult anyone about the marketing/management situation other than the official team members.
5. A personal or laptop computer/hand-held digital organizer may be used when appropriate. Participants must use battery 

power for the prep time and presentation, even if there are electrical outlets in the room. Such digital organizers may be 
prepared ahead of time (i.e., standard headings for a PowerPoint presentation) provided there is no reference to the specific 
case situation.

6. Participants may bring materials to develop visual aids to assist them in their presentation. The supplies may consist of 
poster paper, flip charts, blank paper, and art supplies. Such visual aids may be prepared ahead of time (i.e., standard head-
ings on a flip chart) provided there is no reference to the specific case situation. 

7. Participants are allowed to bring reference materials to use in preparing their presentation. This may include electronic 
(such as CD encyclopedias) as well as print materials (such as magazines or textbooks).

8. Only materials that can be easily carried to and from the prep and judging areas by the actual participants will be permitted 
(includes any computer equipment, visual aids, reference materials, etc.). Only the participants themselves may handle and 
set up their material. No outside assistance will be allowed.

9. Any cell phone use, text messaging, email, etc. is prohibited during the entire competitive event.
10. Internet access is prohibited during the entire competitive event. 
11. No specified set-up time will be allowed. All set up will be part of the allotted presentation time. Timing will begin when 

the participants enter the judging area (i.e. judge booth). 
12. No material of any kind may be passed to the judges. Material that is placed on the judge table for them to handle will be 

considered as being “passed” to the judges.
13. Participants will interact with the judges for up to fifteen (15) minutes. This includes time for the participants to present 

their pattern of thought and reason for their decisions/recommendations and to answer the judge’s questions.
14. When using a presentation aid, such as a lap-top computer, the noise level must be kept at a conversational level that does 

not interrupt other participants. If this guideline is not followed, the participant will be interrupted (during the prep or 
presentation time) and asked to follow the noise policy. Failure to do so may result in disqualification.

Presentation Schedule
• One (1) hour to analyze the situation and prepare a response
• Fifteen (15) minutes for the team’s presentation and questions by the judges
• Five (5) minutes for scoring by the judges
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The Business-to-Business Marketing event was created by Collegiate DECA in response to the career opportunities available for 
college graduates in the marketing of products/services from one business to another.

A team of participants with career interests in business-to-business marketing/management will analyze a case situation for a 
marketing and/or management situation. The team will make decisions/recommendations regarding the situation and make a 
presentation to you, the judge(s). This case situation is presented in written form.

The participants will assume the role of top management personnel for the business represented by the situation. The solution 
will be presented to you as you act as an executive(s) from the business.

Judging the Presentation
1. To ensure fairness, at no time should a participant be asked where he/she is from (school, state, country, etc.).
2. Participants will be evaluated according to a standard Evaluation Form.
3. Participants will be scheduled for presentations at twenty (20) minute intervals. Remember, you are a decision-maker in 

an organization with a marketing/management situation to solve. Your exact role will be determined by the specific case 
situation.

4. Please place the participants’ names and identification numbers (using labels if provided) on the bubble score sheet as in-
structed (if not already done). If a bubble sheet has not been provided, this information must be placed on the evaluation 
form for this event.

5. You will interact with the participant for up to fifteen (15) minutes. This includes time for the participants to present to you 
based on the case study situation, and for you to make comments and ask questions.

6. Following the fifteen (15) minute interaction period, please thank the participants but give no indication of their perfor-
mance/score. If appropriate to the situation, please state that a decision will be made soon and that the participants will be 
notified of the decision.

7. During the last five (5) minutes, after the participants are excused from the judging area, you may score the team. Refer 
to the Evaluation Criteria section for guidelines. On the bubble sheet provided, please bubble in the appropriate score and 
write the score on the corresponding line to verify accuracy. Please make sure not to exceed the maximum score possible 
for each item.

 
Please make sure to score all categories, add them for the total score, then initial the total score. The maximum score for the 
evaluation is one hundred (100) points.
 
Note: If a bubble sheet is not provided, indicate your scores on the Business-to-Business Marketing Evaluation Form.

Presentation Schedule | In	twenty	(20)	minute	intervals
• Fifteen (15) minutes for presentation of the decisions/recommendations by the team and questions by the judges
• Five (5) minutes for scoring by the judges
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Business-to-Business Marketing |	Evaluation	Criteria 2010-11

Evaluation Criteria
A score under the heading Exceeds Expectations in any category means that, in your opinion, the information is presented in 
an effective, creative way; in effect, nothing more could be expected of the participants, and the decisions/recommendations 
have been presented well.

A score under the heading Meets Expectations in any category means that, in your opinion, the information is presented well. 
There may be a few minor problems or omissions, but they are not significant. Decisions/Recommendations that earn this level 
in every category for the presentation would probably receive strong consideration for implementation.

A score under the heading Below Expectations or Little/No Demonstration in any category means that some major flaw has 
been noted which damages the effectiveness of the presentation. This may be a major omission, a serious misstatement or any 
other major flaw.

Judging Summary
Maximum score is 100 points. A score of 70 or better will earn the participants a Certificate of Excellence.

We hope you are impressed by the quality of work from these students with a career interest in business-to-business marketing. 
If you have any suggestions for improving this event, please mention them to your event manager.

We thank you for your help.
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 Little/No Below Meets Exceeds Judged
 Demonstration Expectations Expectations Expectations Points
1. Did the team correctly analyze the 

problem? (Possible Points 10) 0-1-2 3-4-5 6-7-8 9-10 _____

2. Were short- and long-range goals 
identified? (Possible Points 10) 0-1-2 3-4-5 6-7-8 9-10  _____ 

3. Did the team identify potential target  
markets? (Possible Points 10) 0-1-2 3-4-5 6-7-8 9-10 _____ 

4. Was the proper marketing mix used (price,  
product, promotion, place)?  
(Possible Points 20) 0-1-2-3-4-5 6-7-8-9-10 11-12-13-14-15 16-17-18-19-20 _____ 

5. Did the team have a clear knowledge of the  
marketing concept (providing customer  
satisfaction)? (Possible Points 10) 0-1-2 3-4-5 6-7-8 9-10 _____ 

6. Did the team provide evaluation and  
control procedures for implementing 
solutions? (Possible Points 10) 0-1-2 3-4-5 6-7-8 9-10 _____ 

7. Was the presentation well organized? 
(Possible Points 10) 0-1-2 3-4-5 6-7-8 9-10 _____ 

8. Did the team use a realistic approach in  
establishing their marketing/management  
plans? (Possible Points 5) 0-1 2-3 4 5 _____ 

9. Did the team show an equal effort in the  
presentation? (Possible Points 10) 0-1-2 3-4-5 6-7-8 9-10 _____

10. Overall performance: Appropriate appearance,  
poise, confidence, presentation technique, etc. 
(Possible Points 5) 0-1 2-3 4 5 _____

 
 Total Judged Points (100 maximum): _______

A score of 70 or better will earn the participant a Certificate of Excellence.
JUDGE SECTION:   A   B   C   D   E   F   G   (circle one)

TIE BREAKER
For tie-breaking purposes, the following evaluation form ranking process will be used. First, the team with the highest score for #4 wins 
the tie-break. If this does not break the tie, the process will continue for the remaining items in the following order: 1, 5, 7, 3, 2, 6, 9, 8, 10.

Participant’s	Name:	___________________	 Participant’s	Name:____________________
I.D.	Number:	_________________________	 I.D.	Number:__________________________
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Collegiate DECA Guide 
Human	Resource	Management

Objective
The Human Resource Management event involves an individual participant analyzing a real-world human resource manage-
ment case situation, then presenting solutions to a professional (judge) with experience in human resource management.

Description
The Human Resource Management event involves the participant’s analysis of a human resource management case situation. 
This case situation is presented to the participant in written form.

The participants will assume the role of a management/supervisory level employee for the organization represented by the situ-
ation. The position of the judge(s) will be determined by the specific case situation.

For international competition
The content to be evaluated is found in the standard Evaluation Form located in these Guidelines, with a possible one hundred 
(100) points. Preliminary round competition will consist of an evaluation of the presentation to the judge(s). Participants will 
be ranked by section and a predetermined number of participants will be named finalists. Finalists will be given a second case 
situation. The following guidelines will be applied to the presentations at the International Career Development Conference.

Learning Outcomes
Through the analysis of the case situation and the presentation of ideas to human resource management professionals (judges), 
the participants will develop or reinforce the following areas in relation to human resource management:
•  Applying human resource management principles and techniques to the specific organizational environment
•  Analyzing human resource situations, organizing thoughts and identifying solutions
• Demonstrating knowledge/understanding of personnel needs
• Organizing and communicating ideas and concepts effectively

http://www.deca.org/competitions/3/
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Guidelines for the Presentation | Refer	to	the	evaluation	form.
1. All materials, equipment, supplies, etc. must be provided by the participants. DECA ASSUMES NO RESPONSIBILITY 

FOR DAMAGE/LOSS OF MATERIALS, EQUIPMENT, SUPPLIES, ETC. 
2. The participant will be given a decision-making situation involving a management problem in the area of human resources.
3. Each participant will have thirty (30) minutes for analyzing the situation and preparing a presentation. 
4. Participants may not consult anyone about the management situation.
5. A personal or laptop computer/hand-held digital organizer may be used when appropriate. Participants must use battery 

power for the prep time and presentation, even if there are electrical outlets in the room. Such digital organizers may be 
prepared ahead of time (i.e., standard headings for a PowerPoint presentation) provided there is no reference to the specific 
case situation. 

6. Participants may bring materials to develop visual aids to assist them in their presentation. The supplies may consist of 
poster paper, flip charts, blank paper, and art supplies. Such visual aids may be prepared ahead of time (i.e., standard head-
ings on a flip chart) provided there is no reference to the specific case situation.  

7. Participants are allowed to bring reference materials to use in preparing their presentation. This may include electronic 
(such as CD encyclopedias) as well as print materials (such as magazines or textbooks). 

8. Only materials that can be easily carried to and from the prep and judging areas by the actual participants will be permitted 
(includes any computer equipment, visual aids, reference materials, etc.). Only the participants themselves may handle and 
set up their material. No outside assistance will be allowed.  

9. Any cell phone use, text messaging, email, etc. is prohibited during the entire competitive event.
10. Internet access is prohibited during the entire competitive event. 
11. No specified set-up time will be allowed. All set up will be part of the allotted presentation time. Timing will begin when 

the participants enter the judging area (i.e. judge booth). 
12. No material of any kind may be passed to the judges. Material that is placed on the judge table for the judges to handle will 

be considered as being “passed” to the judges.
13. Participants will interact with the judges for up to fifteen (15) minutes. This includes time for the participants to present 

their pattern of thought and reason for their decisions/recommendations and to answer the judge’s questions.
14. When using a presentation aid, such as a lap-top computer, the noise level must be kept at a conversational level that does 

not interrupt other participants. If this guideline is not followed, the participant will be interrupted (during the prep or 
presentation time) and asked to follow the noise policy. Failure to do so may result in disqualification.

Presentation Schedule
• Thirty (30) minutes to analyze the situation and prepare a response
• Fifteen (15) minutes for the participant’s presentation and questions from the judges
• Five (5) minutes for scoring by the judges
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Human Resource Management | Judge	Instructions 2010-11

The Human Resource Management event was created by Collegiate DECA in response to the career opportunities available for 
college graduates in the area of human resource management.

A participant with a career interest in human resource management will analyze a case situation related to human resource 
management. The participant will make decisions/recommendations regarding the situation and make a presentation to you, 
the judge(s). This case situation is presented in written form.

The participant will assume the role of an employee responsible for human resource management for the organization repre-
sented by the situation. The role of the judge(s) will be determined by the specific case situation.

Judging the Presentation
1. To ensure fairness, at no time should a participant be asked where he/she is from (school, state, country, etc.).
2. Participants will be evaluated according to a standard Evaluation Form.
3. Participants will be scheduled for presentations at twenty (20) minute intervals. Remember, your role will be determined by 

the specific human resource management situation.
4. Please place the participant’s name and identification number (using labels if provided) on the bubble score sheet as in-

structed (if not already done). If a bubble sheet has not been provided, this information must be placed on the evaluation 
form for this event.

5. You will interact with the participant for up to fifteen (15) minutes. This includes time for the participants to present to you 
based on the case study situation, and for you to make comments and ask questions.

6. Following the fifteen (15) minute interaction period, please thank the participant but give no indication of the participant’s 
performance/score. If appropriate to the situation, please state that a decision will be made soon and that the participant 
will be notified of the decision.

7. During the last five (5) minutes, after the participant is excused from the judging area, you may score the participant. Refer 
to the Evaluation Criteria section for the guidelines. On the bubble sheet provided, please bubble in the appropriate score 
and write the score on the corresponding line to verify accuracy. Please make sure not to exceed the maximum score pos-
sible for each item. 

 
Please make sure to score all categories, add them for the total score, then initial the total score. The maximum score for the 
evaluation is one hundred (100) points.
 
Note: If a bubble score sheet is not provided, indicate your scores on the Human Resource Management Evaluation Form.

Presentation Schedule | In	twenty	(20)	minute	intervals
• Fifteen (15) minutes for presentation by the participant and questions by the judges
• Five (5) minutes for scoring by the judges
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Human Resource Management | Evaluation	Criteria 2010-11

Evaluation Criteria
A score under the heading Exceeds Expectations in any category means that, in your opinion, the information is presented in 
an effective, creative way; in effect, nothing more could be expected of the participant, and the decisions/recommendations have 
been presented well.

A score under the heading Meets Expectations in any category means that, in your opinion, the information is presented well. 
There may be a few minor problems or omissions, but they are not significant. A solution which earns this level in every category 
for the presentation would probably receive strong consideration for implementation.

A score under the heading Below Expectations or Little/No Demonstration in any category means that some major flaw has 
been noted which damages the effectiveness of the presentation. This may be a major omission, a serious misstatement or any 
other major flaw.

Judging Summary
Maximum score is 100 points. A score of 70 or better will earn the participant a Certificate of Excellence.

We hope you are impressed by the quality of work of these students with a career interest in the field of human resource manage-
ment. If you have any suggestions for improving this event, please mention them to your event manager.

We thank you for your help.
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 Little/No Below Meets Exceeds Judged
 Demonstration Expectations Expectations Expectations Points
1. Exhibits clear-cut understanding of 

the problem (10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ______

2. Exhibits recognition that related  
problems could exist (personal and/or 
environmental) (5 Possible Points) 0-1 2-3 4 5 ______

3. Shows sensitivity to feelings of persons 
involved (considered possible emotional 
factors in background) (15 Possible Points) 0-1-2-3-4 5-6-7-8 9-10-11-12 13-14-15 ______

4. Uses given facts effectively 
(15 Possible Points) 0-1-2-3- 4 5-6-7-8 9-10-11-12 13-14-15 ______

5. Improves or enhances company (employee) 
morale (15 Possible Points) 0-1-2-3- 4 5-6-7-8 9-10-11-12 13-14-15 ______

6. Probability of effective implementation of 
solution(s) (15 Possible Points) 0-1-2-3- 4 5-6-7-8 9-10-11-12 13-14-15 ______

7. Clarity of expression (5 Possible Points) 0-1 2-3 4 5 ______

8. Organization of ideas (10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ______

9. Exhibits forceful determination in carrying  
out decisions (5 Possible Points) 0-1 2-3 4 5 ______

10. Overall performance: Appropriate appearance, 
poise, confidence, presentation technique, etc. 
(5 Possible Points) 0-1 2-3 4 5 ____

 
 
 Total Judged Points (100 maximum):  _______

A score of 70 or better will earn the participant a Certificate of Excellence.
JUDGE SECTION:   A   B   C   D   E   F   G   (circle one)

TIE BREAKER
For tie-breaking purposes, the following evaluation form ranking process will be used. First, the participant with the highest score for #6 
wins the tie-break. If this does not break the tie, the process will continue for the remaining items in the following order: 4, 5, 3, 1, 8, 10, 2, 7, 9.

Participant’s	Name:	___________________	 Participant’s	Name:____________________
I.D.	Number:	_________________________	 I.D.	Number:__________________________
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Collegiate DECA Guide 
International	Marketing

Objective
The International Marketing event involves a team of two (2) participants analyzing a real-world international case situation, 
then presenting solutions to a professional (judge) with experience in international marketing and management.

Description
The International Marketing event involves the participants’ analysis of a case situation related to performing marketing activi-
ties in enterprises primarily engaged in exporting or importing industrial or consumer goods in world markets. Particular inter-
est is given to but not limited to one or more of the following areas: trade controls, foreign trade operations, locating markets, 
negotiation practices, monetary issues and international public relations. Participants are also evaluated on the effectiveness of 
their presentation.

The participants will assume the role of top management for the business represented by the situation. The position of the 
judge(s), who will act as executives from the business, will be determined by the specific case situation. The case situation is 
presented in written form.

For international competition
The content to be evaluated is found in the standard Evaluation Form located in these Guidelines, with a possible one hundred 
(100) points. Preliminary round competition will consist of an evaluation of the presentation to the judge(s). Teams will be 
ranked by section and a predetermined number of teams will be named finalists. Finalists will be given a second case situation. 
The following guidelines will be applied to the presentations at the International Career Development Conference.

Learning Outcomes
Through the analysis of the case situation and the presentation of ideas to business and industry professionals (judges), the par-
ticipants will develop or reinforce the following areas in relation to international marketing:
• Demonstrating the application of international marketing and management principles and techniques to the business en-

vironment
• Analyzing business situations, organizing thoughts and identifying solutions as a team 
• Developing a marketing strategy using a complete marketing mix (product, price, promotion, place)
• Demonstrating knowledge/understanding of customer/client needs
• Developing a complete international marketing plan of action
• Organizing and communicating ideas and concepts effectively
• Accomplishing objectives as a team

http://www.deca.org/competitions/3/
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Guidelines for the Presentation | Refer	to	the	evaluation	form.
1. All materials, equipment, supplies, etc. must be provided by the participants. DECA ASSUMES NO RESPONSIBILITY 

FOR DAMAGE/LOSS OF MATERIALS, EQUIPMENT, SUPPLIES, ETC.
2. The team will be given an international marketing case situation. 
3. Each team will have one (1) hour for analyzing the situation and preparing a presentation.
4. Team members may not consult anyone about the marketing situation other than the official team members.
5. A personal or laptop computer/hand-held digital organizer may be used when appropriate. Participants must use battery 

power for the prep time and presentation, even if there are electrical outlets in the room. Such digital organizers may be 
prepared ahead of time (i.e., standard headings for PowerPoint presentation) provided there is no reference to the specific 
case situation.

6. Participants may bring materials to develop visual aids to assist them in their presentation. The supplies may consist of 
poster paper, flip charts, blank paper, and art supplies. Such visual aids may be prepared ahead of time (i.e., standard head-
ings on a flip chart) provided there is no reference to the specific case situation. 

7. Participants are allowed to bring reference materials to use in preparing their presentation. This may include electronic 
(such as CD encyclopedias) as well as print materials (such as magazines or textbooks).

8. Only materials that can be easily carried to and from the prep and judging areas by the actual participants will be permitted 
(includes any computer equipment, visual aids, reference materials, etc.). Only the participants themselves may handle and 
set up their material. No outside assistance will be allowed.

9. Any cell phone use, text messaging, email, etc. is prohibited during the entire competitive event.
10. Internet access is prohibited during the entire competitive event.  
11. No specified set-up time will be allowed. All set up will be part of the allotted presentation time. Timing will begin when 

the participants enter the judging area (i.e. judge booth). 
12. No material of any kind may be passed to the judges. Material that is placed on the judge table for the judges to handle will 

be considered as being “passed” to the judges.
13. Participants will interact with the judges for up to fifteen (15) minutes. This includes time for the participants to present 

their pattern of thought and reason for their decisions/recommendations and to answer the judge’s questions.
14. When using a presentation aid, such as a lap-top computer, the noise level must be kept at a conversational level that does 

not interrupt other participants. If this guideline is not followed, the participants will be interrupted (during the prep or 
presentation time) and asked to follow the noise policy. Failure to do so may result in disqualification.

Presentation Schedule 
• One (1) hour to analyze the situation and prepare a response 
• Fifteen (15) minutes for the team’s presentation and questions by the judges 
• Five (5) minutes for scoring by the judges
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The International Marketing event was created by Collegiate DECA in response to the career opportunities available for college 
graduates in the international business environment.

A team of participants with career interests in international marketing will analyze a case situation related to performing mar-
keting activities in enterprises primarily engaged in exporting or importing industrial or consumer goods in world markets. 
Particular interest is given to but not limited to one or more of the following areas: trade controls, foreign trade operations, 
locating markets, negotiation practices, monetary issues and international public relations.

The team will make decisions/recommendations regarding the situation and make a presentation to you, the judge(s). The case 
situation is presented in written form.

The participants will assume the role of top management for the business represented by the situation. The solution will be pre-
sented to you as you act as executive(s) from the business.

Judging the Presentation
1. To ensure fairness, at no time should a participant be asked where he/she is from (school, state, country, etc.).
2. Participants will be evaluated according to a standard Evaluation Form.
3. Participants will be scheduled for presentations at twenty (20) minute intervals. Remember, you are a decision-maker in 

an organization with an international marketing situation to solve. Your exact role will be determined by the specific case 
situation.

4. Please place the participants’ names and identification numbers (using labels if provided) on the bubble score sheet as in-
structed (if not already done). If a bubble sheet has not been provided, this information must be placed on the evaluation 
form for this event.

5. You will interact with the participants for up to fifteen (15) minutes. This includes time for the participants to present to you 
based on the case study situation, and for you to make comments and ask questions.

6. Following the fifteen (15) minute interaction period, please thank the participants but give no indication of their perfor-
mance/score. If appropriate for the situation, please state that a decision will be made soon and that the participants will be 
notified of the decision.

7. During the last five (5) minutes, after the participants are excused from the judging area, you may score the team. Refer 
to the Evaluation Criteria section for guidelines. On the bubble sheet provided, please bubble in the appropriate score and 
write the score on the corresponding line to verify accuracy. Please make sure not to exceed the maximum score possible 
for each item. 

Please make sure to score all categories, add them for the total score, then initial the total score. The maximum score for the 
evaluation is one hundred (100) points.

Note: If a bubble sheet is not provided, indicate your scores on the International Marketing Evaluation Form.

Presentation Schedule | In	twenty	(20)	minute	intervals
• Fifteen (15) minutes for presentation by the team and questions by the judges
• Five (5) minutes for scoring by the judges
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Evaluation Criteria
A score under the heading Exceeds Expectations in any category means that, in your opinion, the information is presented in 
an effective, creative way; in effect, nothing more could be expected of the participants, and the decisions/recommendations 
have been presented well.

A score under the heading Meets Expectations in any category means that, in your opinion, the information is presented well. 
There may be a few minor problems or omissions, but they are not significant. Decisions/Recommendations that earn this level 
in every category for the presentation would probably receive strong consideration for implementation.

A score under the heading Below Expectations or Little/No Demonstration in any category means that some major flaw has 
been noted which damages the effectiveness of the presentation. This may be a major omission, a serious misstatement or any 
other major flaw.

Judging Summary
Maximum score is 100 points. A score of 70 or better will earn the participants a Certificate of Excellence.

We hope you are impressed by the quality of work of these students with a career interest in the field of international marketing. 
If you have any suggestions for improving this event, please mention them to your event manager.

We thank you for your help.
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 Little/No Below Meets Exceeds Judged
 Demonstration Expectations Expectations Expectations Points
1. Did the team correctly analyze the problem?  

(10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ______

2. Were short- and long-range goals identified?  
(10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ______

3. Did the team identify potential international  
target markets? (10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ______

4. Was the proper marketing mix used (price,  
product, promotion, place) with regard for  
international business practices?  
(15 Possible Points) 0-1-2-3-4 5-6-7-8 9-10-11-12 13-14-15 ______

5. Did the team have a clear knowledge of the  
marketing concept (providing customer  
satisfaction)? (10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ______

6. Did the team show an equal effort in the  
presentation? (10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ______

7. Did the team provide evaluation and control  
procedures for carrying out marketing plans?  
(10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ______

8. Did the team use a realistic approach in  
establishing their marketing plans for competing  
in an international arena? (5 Possible Points) 0-1 2-3 4 5 ______

9. Did the participants exhibit an understanding  
of conducting business in an international  
setting? (10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ______

10. Was the presentation well organized?
 (5 Possible Points) 0-1 2-3 4 5 ______

11. Overall performance: Appropriate appearance,  
poise, confidence, presentation technique, etc. 
(5 Possible Points) 0-1 2-3 4 5 _____

 
 
 Total Judged Points (100 maximum):  _______

A score of 70 or better will earn the participant a Certificate of Excellence.
JUDGE SECTION:   A   B   C   D   E   F   G   (circle one)

TIE BREAKER
For tie-breaking purposes, the following evaluation form ranking process will be used. First, the team with the highest score for #4 wins the 
tie-break. If this does not break the tie, the process will continue for the remaining items in the following order: 9, 1, 5, 7, 6, 3, 2, 8, 10, 11.

Participant’s	Name:	___________________	 Participant’s	Name:____________________
I.D.	Number:	_________________________	 I.D.	Number:__________________________
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Collegiate DECA Guide 
Marketing	Managemet

Objective
The Marketing Management event involves an individual participant analyzing a real-world marketing management case situa-
tion, then presenting solutions to a professional (judge) with experience in marketing and management. 

Description
The Marketing Management event involves the participant’s analysis of a marketing management case situation. Environments 
for the case study may include, but are not limited to, place/location marketing, transportation marketing, charity/event mar-
keting, marketing research, strategic marketing planning, distribution strategies, target marketing and Internet marketing. This 
case situation is presented to the participant in written form.

The participants will assume the role of a management/supervisory level employee for a business involved in marketing and 
management. The position of the judge(s) will be determined by the specific case situation. 

For international competition 
The content to be evaluated is found in the standard Evaluation Form located in these Guidelines, with a possible one hundred 
(100) points. Preliminary round competition will consist of an evaluation of the presentation to the judge(s). Participants will 
be ranked by section and a predetermined number of participants will be named finalists. Finalists will be given a second case 
situation. The following guidelines will be applied to the presentations at the International Career Development Conference.

Learning Outcomes
Through the analysis of the case situation and the presentation of ideas to marketing management professionals (judges), the 
participants will develop or reinforce the following areas in relation to marketing management decision making: 
• Applying marketing and management principles and techniques to the business environment
• Analyzing business situations, organizing thoughts and identifying solutions
• Demonstrating knowledge/understanding of organizational needs
• Organizing and communicating ideas and concepts effectively

http://www.deca.org/competitions/3/
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Guidelines for the Presentation | Refer	to	the	evaluation	form.
1. All materials, equipment, supplies, etc. must be provided by the participants. DECA ASSUMES NO RESPONSIBILITY 

FOR DAMAGE/LOSS OF MATERIALS, EQUIPMENT, SUPPLIES, ETC. 
2. The participant will be given a case situation involving a marketing management problem. 
3. Each participant will have thirty (30) minutes for analyzing the situation and preparing a presentation.
4. Participants may not consult anyone about the situation.
5. A personal or laptop computer/hand-held digital organizer may be used when appropriate. Participants must use battery 

power for the prep time and presentation, even if there are electrical outlets in the room. Such digital organizers may be 
prepared ahead of time (i.e., standard headings for a PowerPoint presentation) provided there is no reference to the specific 
case situation. 

6. Participants may bring materials to develop visual aids to assist them in their presentation. The supplies may consist of 
poster paper, flip charts, blank paper, and art supplies. Such visual aids may be prepared ahead of time (i.e., standard head-
ings on a flip chart) provided there is no reference to the specific case situation.

7. Participants are allowed to bring reference materials to use in preparing their presentation. This may include electronic 
(such as CD encyclopedias) as well as print materials (such as magazines or textbooks).

8. Only materials that can be easily carried to and from the prep and judging areas by the actual participants will be permitted 
(includes any computer equipment, visual aids, reference materials, etc.). Only the participants themselves may handle and 
set up their material. No outside assistance will be allowed.

9. Any cell phone use, text messaging, email, etc. is prohibited during the entire competitive event.
10. Internet access is prohibited during the entire competitive event.
11. No specified set-up time will be allowed. All set up will be part of the allotted presentation time. Timing will begin when 

the participants enter the judging area (i.e. judge booth).  
12. No material of any kind may be passed to the judges. Material that is placed on the judge table for the judges to handle will 

be considered as being “passed” to the judges
13. Participants will interact with the judges for up to fifteen (15) minutes. This includes time for the participants to present 

their pattern of thought and reason for their decisions/recommendations and to answer the judge’s questions.
14. When using a presentation aid, such as a lap-top computer, the noise level must be kept at a conversational level that does 

not interrupt other participants. If this guideline is not followed, the participant will be interrupted (during the prep or 
presentation time) and asked to follow the noise policy. Failure to do so may result in disqualification.

Presentation Schedule
• Thirty (30) minutes to analyze the situation and prepare a response
• Fifteen (15) minutes for the participant’s presentation and questions by the judges
• Five (5) minutes for scoring by the judges
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Marketing Management | Judge	Instructions 2010-11

The Marketing Management event was created by Collegiate DECA in response to the career opportunities available for college 
graduates in the areas of marketing and management.

A participant with a career interest in marketing management will analyze a case situation. The participant will make decisions/
recommendations regarding the situation and make a presentation to you, the judge(s). This case situation is presented in writ-
ten form.

The participant will assume the role of a marketing management employee for the business represented by the situation. The role 
of the judge(s) will be determined by the specific case situation.

Judging the Presentation
1. To ensure fairness, at no time should a participant be asked where he/she is from (school, state, country, etc.).
2. Participants will be evaluated according to a standard Evaluation Form.
3. Participants will be scheduled for presentations at twenty (20) minute intervals. Remember, your role will be determined 

by the specific case situation.
4. Please place the participant’s name and identification number (using labels if provided) on the bubble score sheet as in-

structed (if not already done). If a bubble sheet has not been provided, this information must be placed on the evaluation 
form for this event.

5. You will interact with the participant for up to fifteen (15) minutes. This includes time for the participants to present to you 
based on the case study situation, and for you to make comments and ask questions.

6. Following the fifteen (15) minute interaction period, please thank the participant but give no indication of the participant’s 
performance/score. If appropriate to the situation, please state that a decision will be made soon and that the participant 
will be notified of the decision.

7. During the last five (5) minutes, after the participant is excused from the judging area, you may score the participant. Refer 
to the Evaluation Criteria section for the guidelines. On the bubble sheet provided, please bubble in the appropriate score 
and write the score on the corresponding line to verify accuracy. Please make sure not to exceed the maximum score pos-
sible for each item.

  
Please make sure to score all categories, add them for the total score, then initial the total score. The maximum score for the 
evaluation is one hundred (100) points.
 
Note: If a bubble sheet is not provided, indicate your scores on the Marketing Management Evaluation Form.

Presentation Schedule | In	twenty	(20)	minute	intervals
• Fifteen (15) minutes for presentation by the participant and questions by the judges
• Five (5) minutes for scoring by the judges
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Marketing Management | Evaluation	Criteria 2010-11

Evaluation Criteria
A score under the heading Exceeds Expectations in any category means that, in your opinion, the information is presented in 
an effective, creative way; in effect, nothing more could be expected of the participant, and the decisions/recommendations have 
been presented well. 

A score under the heading Meets Expectations in any category means that, in your opinion, the information is presented well. 
There may be a few minor problems or omissions, but they are not significant. A decision making solution which earns this level 
in every category for the presentation would probably receive strong consideration for implementation.

A score under the heading Below Expectation or Little/No Demonstration in any category means that some major flaw has 
been noted which damages the effectiveness of the presentation. This may be a major omission, a serious misstatement or any 
other major flaw.

Judging Summary
Maximum score is 100 points. A score of 70 or better will earn the participant a Certificate of Excellence.

We hope you are impressed by the quality of work of these students with a career interest in marketing management. If you have 
any suggestions for improving this event, please mention them to your event manager.

We thank you for your help.
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Marketing Management | Evaluation	Form 2010-11

 Little/No Below Meets Exceeds Judged
 Demonstration Expectations Expectations Expectations Points
1. Exhibits clear-cut understanding of the 

problem (10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ______

2. Exhibits recognition that related problems 
exist (5 Possible Points) 0-1 2-3 4 5 ______

3. Shows effective use of sound reasoning 
(10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ______

4. Shows strong evidence of ultimate  
improvement of company’s market 
position (15 Possible Points) 0-1-2-3-4 5-6-7-8 9-10-11-12 13-14-15  ______

5. Indicates recognition and realistic  
treatment of related problems 
(10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ______

6. Anticipates nature of and suggests probable 
solutions to problems resulting from action,  
or lack of action, taken (15 Possible Points) 0-1-2-3-4 5-6-7-8 9-10-11-12 13-14-15 ______

7. Shows understanding of marketing and 
management techniques (10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ______

8. Clarity of expression (5 Possible Points) 0-1 2-3 4 5 ______

9. Organization of ideas (10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ______

10. Presentation shows evidence of mature 
judgment (5 Possible Points) 0-1 2-3 4 5 ______

11. Overall performance: Appropriate appearance, 
poise, confidence, presentation, technique, etc. 
(5 Possible Points) 0-1  2-3 4 5 ______

 
   Total Judged Points (100 maximum):  _______

A score of 70 or better will earn the participant a Certificate of Excellence.
JUDGE SECTION:   A   B   C   D   E   F   G   (circle one)

TIE BREAKER
For tie-breaking purposes, the following evaluation form ranking process will be used. First, the participant with the highest score for #4 
wins the tie-break. If this does not break the tie, the process will continue for the remaining items in the following order: 6, 7, 5, 3, 1, 9, 
11, 2, 8, 10.

Participant’s	Name:	___________________	 Participant’s	Name:____________________
I.D.	Number:	_________________________	 I.D.	Number:__________________________
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Collegiate DECA Guide 
Sales	Management	Meeting

Objective
The Sales Management Meeting event involves an individual participant analyzing a real-world sales management case situa-
tion, then conducting a meeting with one or more salespeople (judges). 

Description
The Sales Management Meeting event involves the participant’s analysis of a sales-related situation, and the effectiveness of the 
participant’s delivery of a sales management meeting. The case situation is presented in written form.

The participants will assume the role of a sales manager for the organization represented by the situation. The role of the judge(s) 
will be that of the sales force effected by the specific case situation.

For international competition
The content to be evaluated is found in the standard Evaluation Form located in these Guidelines, with a possible one hundred 
(100) points. Preliminary round competition will consist of an evaluation of the presentation to the judge(s). Participants will 
be ranked by section and a predetermined number of participants will be named finalists. Finalists will be given a second case 
situation. The following guidelines will be applied to the presentations at the International Career Development Conference.

Learning Outcomes
Through the analysis of the case situation and the presentation of a sales meeting to sales professionals (judges), the participants 
will develop or reinforce the following areas in relation to the planning, organization and delivery of a sales meeting:
• Applying management principles and techniques to the sales environment
• Analyzing business situations, organizing thoughts and identifying solutions
• Demonstrating knowledge/understanding of customer/client needs
• Understanding factors related to managing a sales force
• Organizing and communicating ideas and concepts effectively

http://www.deca.org/competitions/3/
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Sales Management Meeting | Participant	Instructions 2010-11

Guidelines for the Presentation | Refer	to	the	evaluation	form.
1. All materials, equipment, supplies, etc. must be provided by the participants. DECA ASSUMES NO RESPONSIBILITY 

FOR DAMAGE/LOSS OF MATERIALS, EQUIPMENT, SUPPLIES, ETC.
2. The participant will be given a case situation and other information describing the product, service or idea and the situation 

which the participant will present.
3. The participant, depending on the situation, will then assume that he/she is a sales executive/manager for the firm in the 

case and as specified in the case.
4. Each participant will have sixty (60) minutes for analyzing the situation and organizing the sales meeting. The meeting 

should gain the acceptance of the sales staff in solving the situation and enable them to do an effective job of persuading 
others to accept or buy the product, service or idea.

5. The judge(s) will serve as the participant’s sales staff.
6. Participants may not consult anyone about the sales management situation.
7. A personal or laptop computer/hand-held digital organizer may be used when appropriate. Participants must use battery 

power for the prep time and presentation, even if there are electrical outlets in the room. Such digital organizers may be 
prepared ahead of time (i.e., standard headings for PowerPoint presentation) provided there is no reference to the specific 
case situation.

8. Participants may bring materials to develop visual aids to assist them in their presentation. The supplies may consist of 
poster paper, flip charts, blank paper, and art supplies. Such visual aids may be prepared ahead of time (i.e., standard head-
ings on a flip chart) provided there is no reference to the specific case situation.

9. Participants are allowed to bring reference materials to use in preparing their presentation. This may include electronic 
(such as CD encyclopedias) as well as print materials (such as magazines or textbooks).

10. Only materials that can be easily carried to and from the prep and judging areas by the actual participants will be permitted 
(includes any computer equipment, visual aids, reference materials, etc.). Only the participants themselves may handle and 
set up their material. No outside assistance will be allowed.

11. Any cell phone use, text messaging, email, etc. is prohibited during the entire competitive event.
12. Internet access is prohibited during the entire competitive event. 
13. No specified set-up time will be allowed. All set up will be part of the allotted presentation time. Timing will begin when 

the participants enter the judging area (i.e. judge booth). 
14. No material of any kind may be passed to the judges. Material that is placed on the judge table for the judge’s to handle will 

be considered as being “passed” to the judges.
15. A 15-minute time limit will be given for participants to deliver the sales meeting and to answer the judges’ questions. 
16. When using a presentation aid, such as a lap-top computer, the noise level must be kept at a conversational level that does 

not interrupt other participants. If this guideline is not followed, the participant will be interrupted (during the prep or 
presentation time) and asked to follow the noise policy. Failure to do so may result in disqualification.

Presentation Schedule 
• One (1) hour to analyze the situation and prepare a sales meeting
• Fifteen (15) minutes for the participant’s presentation and questions by the judges
• Five (5) minutes for scoring by the judge
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Sales Management Meeting | Judge	Instructions 2010-11

The Sales Management Meeting event was created by Collegiate DECA in response to the career opportunities available for col-
lege graduates in the area of sales and sales management.

A participant with a career interest in sales management will analyze a case situation related to a sales force and selling situation. 
The participant will make decisions regarding the situation and deliver a sales meeting to you, the judge(s). This case situation 
is presented in written form.

The participant will assume the role of a sales manager for the firm represented by the situation. The role of the judge(s) will be 
that of the sales force—your exact role will be determined by the specific case situation.

Judging the Presentation
1. To ensure fairness, at no time should a participant be asked where he/she is from (school, state, country, etc.).
2. Participants will be evaluated according to a standard Evaluation Form.
3. Participants will be scheduled for presentations at twenty (20) minute intervals. 
4. Please place the participant’s name and identification number (using labels if provided) on the bubble score sheet as in-

structed (if not already done). If a bubble sheet has not been provided, this information must be placed on the evaluation 
form for this event.

5. You will interact with the participant for up to fifteen (15) minutes. This includes time for the participants to present to 
deliver the sales meeting, and for you to make comments and ask questions.

6. Following the fifteen (15) minute interaction period, please thank the participant but give no indication of the participant’s 
performance/score.

7. During the last five (5) minutes, after the participant is excused from the judging area, you may score the participant. Refer 
to the Evaluation Criteria section for the guidelines. On the bubble sheet provided, please bubble in the appropriate score 
and write the score on the corresponding line to verify accuracy. Please make sure not to exceed the maximum score pos-
sible for each item.

  
Please make sure to score all categories, add them for the total score, then initial the total score. The maximum score for the 
evaluation is one hundred (100) points.
 
Note: If a bubble sheet is not provided, indicate your scores on the Sales Management Meeting Evaluation Form.

Presentation Schedule | In	twenty	(20)	minute	intervals
• Fifteen (15) minutes for delivery of the sales meeting by the participant and questions by the judges
• Five (5) minutes for scoring by the judges
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Sales Management Meeting | Evaluation	Criteria 2010-11

Evaluation Criteria
A score under the heading Exceeds Expectations in any category means that, in your opinion, the sales meeting was handled in 
an effective, creative way; in effect, nothing more could be expected of the participant, and the sales meeting has been presented 
well.

A score under the heading Meets Expectations in any category means that, in your opinion, the sales meeting was handled well. 
There may be a few minor problems or omissions, but they are not significant. A sales meeting which earns this level in every 
category for the presentation would probably produce positive results.

A score under the heading Below Expectations or Little/No Demonstration in any category means that some major flaw has 
been noted which damages the effectiveness of the sales meeting. This may be a major omission, a serious misstatement or any 
other major flaw.

Judging Summary
Maximum score is 100 points. A score of 70 or better will earn the participant a Certificate of Excellence.

We hope you are impressed by the quality of work of these students with a career interest in the field of sales and sales manage-
ment. If you have any suggestions for improving this event, please mention them to your event manager.

We thank you for your help.
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Sales Management Meeting |	Evaluation	Form 2010-11

 Little/No Below Meets Exceeds Judged
 Demonstration Expectations Expectations Expectations Points
1. Opening–Consider: Opening statement 

confidence, etc. (10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ______

2. Organization of Presentation–Consider: 
Benefits shown; presentation clear and in 
logical order; vocabulary and grammar 
(15 Possible Points) 0-1-2-3-4 5-6-7-8 9-10-11-12 13-14-15  ______

3. Voice–Consider: Pitch, tempo, speed, 
enthusiasm, pronunciation, enunciation 
(5 Possible Points) 0-1 2-3 4 5 ______

4. Sound reasoning used for each 
recommendation (10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ______

5. Mature judgment used (15 Possible Points) 0-1-2-3-4 5-6-7-8 9-10-11-12 13-14-15 ______

6. Closing–Consider: Summary and conclusion  
of presentation (10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ______

7. Reaction Under Pressure – Consider: Time,  
handling questions and objections 
(10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ______

8. Sales Force Appeal–Consider: Effectiveness of  
the presentation (10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ______

9. Approach to meeting–Consider: Correct analysis  
of situation and appropriateness of meeting  
(10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ______

 
10. Overall performance: Appropriate appearance,  

poise, confidence, presentation 
technique, etc. (5 Possible Points) 0-1 2-3 4 5 ______

 
   Total Judged Points (100 maximum):  _______

A score of 70 or better will earn the participant a Certificate of Excellence.
JUDGE SECTION:   A   B   C   D   E   F   G   (circle one)

TIE BREAKER
For tie-breaking purposes, the following evaluation form ranking process will be used. First, the participant with the highest score for #5 
wins the tie-break. If this does not break the tie, the process will continue for the remaining items in the following order: 2, 8, 9, 4, 1, 6, 7, 3, 10.

Participant’s	Name:	___________________	 Participant’s	Name:____________________
I.D.	Number:	_________________________	 I.D.	Number:__________________________
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Collegiate DECA Guide 
Sports	&	Entertainment	Marketing

Objective         
The Sports & Entertainment Marketing event involves a team of two (2) participants analyzing a real-world sports and entertain-
ment marketing case situation, then presenting solutions to a professional (judge) with experience in sports and entertainment 
marketing.

Description
The Sports & Entertainment Marketing event involves the participants’ analysis of a case situation related to performing mar-
keting activities in enterprises primarily engaged in sports and entertainment marketing. Environments for the case study may 
include, but are not limited to, amateur or professional sports or sporting events, entertainment or entertainment events (con-
certs, theaters, etc.) or businesses primarily engaged in satisfying the desire to make productive or enjoyable use of leisure time. 
Participants are also evaluated on the effectiveness of their presentation.

The participants will assume the role of marketing/management personnel for the business represented by the situation. The 
position of the judge(s) will be determined by the specific case situation. The case situation is presented in written form.

For international competition 
The content to be evaluated is found in the standard Evaluation Form located in these Guidelines, with a possible one hundred 
(100) points. Preliminary round competition will consist of an evaluation of the presentation to the judge(s). Teams will be 
ranked by section and a predetermined number of teams will be named finalists. Finalists will be given a second case situation. 
The following guidelines will be applied to the presentations at the International Career Development Conference.

Learning Outcomes
Through the analysis of the case situation and the presentation of ideas to business and industry professionals (judges), partici-
pants will develop or reinforce the following areas in relation to the sports and entertainment marketing industry:
• Demonstrating the application of sports and entertainment marketing and management principles and techniques to the 

business environment
• Analyzing business situations, organizing thoughts and identifying solutions as a team 
• Developing a marketing strategy using a complete marketing mix (product, price, promotion, place)
• Demonstrating knowledge/understanding of customer/client needs
• Developing a complete marketing plan of action
• Organizing and communicating ideas and concepts effectively
• Accomplishing objectives as a team

http://www.deca.org/competitions/3/
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Sports & Entertainment Marketing | Participant	Instructions 2010-11

Guidelines for the Presentation | Refer	to	the	evaluation	form.
1. All materials, equipment, supplies, etc. must be provided by the participants. DECA assumes no responsibility for damage/

loss of materials, equipment, supplies, etc.
2. The team will be given a sports and entertainment marketing case situation. 
3. Each team will have one (1) hour for analyzing the situation and preparing their presentation.
4. Team members may not consult anyone about the marketing situation other than the official team members.
5. A personal or laptop computer/hand-held digital organizer may be used when appropriate. Participants must use battery 

power for the prep time and presentation, even if there are electrical outlets in the room. Such digital organizers may be 
prepared ahead of time (i.e., standard headings for PowerPoint presentation) provided there is no reference to the specific 
case situation.

6. Participants may bring materials to develop visual aids to assist them in their presentation. The supplies may consist of 
poster paper, flip charts, blank paper, and art supplies. Such visual aids may be prepared ahead of time (i.e., standard head-
ings on a flip chart) provided there is no reference to the specific case situation.

7. Participants are allowed to bring reference materials to use in preparing their presentation. This may include electronic 
(such as CD encyclopedias) as well as print materials (such as magazines or textbooks).

8. Only materials that can be easily carried to and from the prep and judging areas by the actual participants will be permitted 
(includes any computer equipment, visual aids, reference materials, etc.). Only the participants themselves may handle and 
set up their material. No outside assistance will be allowed. 

9. Any cell phone use, text messaging, email, etc. is prohibited during the entire competitive event.
10. Internet access is prohibited during the entire competitive event. 
11. No specified set-up time will be allowed. All set up will be part of the allotted presentation time. Timing will begin when 

the participants enter the judging area (i.e. judge booth). 
12. No material of any kind may be passed to the judges. Material that is placed on the judge table for the judges to handle will 

be considered as being “passed” to the judges.
13. Participants will interact with the judges for up to fifteen (15) minutes. This includes time for the participants to present 

their pattern of thought and reason for their decisions/recommendations and to answer the judge’s questions.
14. When using a presentation aid, such as a lap-top computer, the noise level must be kept at a conversational level that does 

not interrupt other participants. If this guideline is not followed, the participant will be interrupted (during the prep or 
presentation time) and asked to follow the noise policy. Failure to do so may result in disqualification.

Presentation Schedule
• One (1) hour to analyze the situation and prepare a response 
• Fifteen (15) minutes for the team’s presentation and questions by the judges 
• Five (5) minutes for scoring by the judges
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Sports & Entertainment Marketing | Judge	Instructions 2010-11

The Sports & Entertainment Marketing event was created by Collegiate DECA in response to the career opportunities available 
for college graduates in the sports and entertainment industry.

A team of participants with career interests in sports and entertainment marketing will analyze a case situation related to 
performing marketing activities in enterprises primarily engaged in sports and entertainment marketing. Environments may 
include, but are not limited to, amateur or professional sports or sporting events, entertainment or entertainment events (con-
certs, theaters, etc.) or businesses primarily engaged in satisfying the desire to make productive or enjoyable use of leisure time.

The team will make decisions/recommendation regarding the situation and make a presentation to you, the judge(s). The case 
situation is presented in written form. 

The participants will assume the role of marketing/management personnel for the business represented by the situation. The 
solution will be presented to you as you act as executive(s) from the business.

Judging the Presentation
1. To ensure fairness, at no time should a participant be asked where he/she is from (school, state, country, etc.).
2. Participants will be evaluated according to a standard Evaluation Form.
3. Participants will be scheduled for presentations at twenty (20) minute intervals. Remember, you are a decision-maker in 

an organization with a sports and entertainment marketing situation to solve. Your exact role will be determined by the 
specific case situation.

4. Please place the participants’ names and identification numbers (using labels if provided) on the bubble score sheet as in-
structed (if not already done). If a bubble sheet has not been provided, this information must be placed on the evaluation 
form for this event. 

5. You will interact with the participant for up to fifteen (15) minutes. This includes time for the participants to present to you 
based on the case study situation, and for you to make comments and ask questions.

6. Following the fifteen (15) minute interaction period, please thank the participants but give no indication of their perfor-
mance/score. If appropriate to the situation, please state that a decision will be made soon and that the participants will be 
notified of the decision.

7. During the last five (5) minutes, after the participants are excused from the judging area, you may score the team. Refer 
to the Evaluation Criteria section for the guidelines. On the bubble sheet provided, please bubble in the appropriate score 
AND write the score on the corresponding line to verify accuracy. Please make sure not to exceed the maximum score pos-
sible for each item. 

Please make sure to score all categories, add them for the total score, then initial the total score. The maximum score for the 
evaluation is one hundred (100) points.

Note: If a bubble sheet is not provided, indicate your scores on the Sports & Entertainment Marketing Evaluation Form.

Presentation Schedule | In	twenty	(20)	minute	intervals
• Fifteen (15) minutes for the team’s presentation and questions by the judges
• Five (5) minutes for scoring by the judges
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Sports & Entertainment Marketing | Evaluation	Criteria 2010-11

Evaluation Criteria
A score under the heading Exceeds Expectations in any category means that, in your opinion, the information is presented in 
an effective, creative way; in effect, nothing more could be expected of the participants, and the decisions/recommendations 
have been presented well.

A score under the heading Meets Expectations in any category means that, in your opinion, the information is presented well. 
There may be a few minor problems or omissions, but they are not significant. Decisions/Recommendations that earn this level 
in every category for the presentation would probably receive strong consideration for implementation.

A score under the heading Below Expectations or Little/No Demonstration in any category means that some major flaw has 
been noted which damages the effectiveness of the presentation. This may be a major omission, a serious misstatement or any 
other major flaw.

Judging Summary
Maximum score is 100 points. A score of 70 or better will earn the participants a Certificate of Excellence.

We hope you are impressed by the quality of work of these students with a career interest in the field of sports and entertainment 
marketing. If you have any suggestions for improving this event, please mention them to your event manager.

We thank you for your help.
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Sports & Entertainment Marketing | Evaluation	Form 2010-11

 Little/No Below Meets Exceeds Judged
 Demonstration Expectations Expectations Expectations Points

1. Did the team correctly analyze the problem?  
(10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ______

2. Were short- and long-range goals identified?  
(10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ______

3. Did the team identify potential target markets?  
(10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ______

4. Was the proper marketing mix used (price,  
product, promotion, place) with regard for  
sports and entertainment business practices?  
(15 Possible Points) 0-1-2-3-4 5-6-7-8 9-10-11-12 13-14-15 ______

5. Did the team have a clear knowledge of the  
marketing concept (providing customer  
satisfaction)? (10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ______

6. Did the team show an equal effort in the  
presentation?(10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ______

7. Did the team provide evaluation and control  
procedures for carrying out marketing plans?  
(10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ______

8. Did the team use a realistic approach in  
establishing their marketing plans for  
competing in a sports and entertainment  
arena? (5 Possible Points) 0-1 2-3 4 5 ______

9. Did the participants exhibit an understanding  
of conducting business in a sports and  
entertainment setting? (10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ______

10. Was the presentation well organized? 
(5 Possible Points) 0-1 2-3 4 5 ______

11. Overall performance: Appropriate appearance,  
poise, confidence, presentation technique, etc. 
(5 Possible Points) 0-1 2-3 4 5 ______

 
 Total Judged Points (100 maximum):  _______

A score of 70 or better will earn the participant a Certificate of Excellence.
JUDGE SECTION:   A   B   C   D   E   F   G   (circle one)

TIE BREAKER
For tie-breaking purposes, the following evaluation form ranking process will be used. First, the team with the highest score for #4 wins 
the tie-break. If this does not break the tie, the process will continue for the remaining items in the following order: 1, 5, 7, 6, 3, 2, 9, 8, 
11, 10.

Participant’s	Name:	___________________	 Participant’s	Name:____________________
I.D.	Number:	_________________________	 I.D.	Number:__________________________
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Each Prepared Business Presentation event provides students the opportunity to prepare ahead of time a written prospectus, 
financial analysis, sales presentation or design, and to present to a professional (judge) with experience in the area of specialty 
identified for the event. 

Refer to the following pages for specific guidelines on each event, as each offers some variation on such details as format, docu-
ment size and time allotted for presentation.

Advertising Campaign
One (1) to three (3) students prepare an advertising campaign for any service, product, company or business. The participant(s) 
will present the advertising campaign to judges acting as prospective clients/advertisers.

Design Presentation
Involves the student’s presentation of a specific product(s) designed by the participant. The participant will present an original 
design drawing, illustration, computer-generated design, actual product, etc., to judges acting as potential buyers of any good(s) 
and/or service(s) such as: apparel lines (men’s, women’s, children’s or accessories), interior design (residential or commercial), 
package design, landscape design, culinary arts, etc.

Entrepreneurship (Starting a Business)
One (1) to three (3) students develop a proposal to start a business. As entrepreneurs seeking start-up capital, the participant(s) 
will present the proposal to judges acting as potential investors or financial institution representatives. The proposed business 
may be a sole proprietorship, partnership, corporation or franchise. NOTE: This event is not designed for businesses currently 
being operated.

Financial Statement Analysis
Two (2) or three (3) students acting as financial consultants will analyze the year-end financial statements of two (2) companies 
from the same industry, prepare a written analysis, and present their findings and recommendations.
 
In addition to these guidelines, additional information is provided on the Web site (http://www.collegiatedeca.org) including: 
formulas and guidelines for calculations, information about the two (2) companies being analyzed, tips for competing, and ideas 
for using this event as a classroom project.

Sales Representative
A participant demonstrates his/her ability to organize and deliver a sales presentation for a product(s) and/or service(s) of the 
student’s choice. During the presentation the participant will interact with one or more judges acting as potential buyers of any 
item or items to be sold to a company for resale, or any industrial or trade product or service to be used in a company, firm or 
store in the operation of its business.

Web Site Design
Involves a team of one (1) or two (2) students’ presentation of an original Web site design to judges acting as potential clients in 
need of a new/updated Web site for their business.

Collegiate DECA Guide 
Prepared	Business	Presentations		

Overview	&	Resources

http://www.deca.org/competitions/3/
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Prepare for Collegiate DECA Prepared Business  
Presentation Events with these great items from DECA Images!

GIVE US A CALL | 703.860.5006

 MONDAY - FRIDAY | 8:30	a.m.	-	4:30	p.m.	est.

50 One-Minute Tips to Better Communication
In	today’s	world,	business	communication	occurs	in	a	variety	
of	venues.	This	easy	to	read	text	will	help	students	to	develop	
a	 clear	 purpose,	 pay	 careful	 attention	 to	 their	 message	 and	
awareness	of	the	audience.	
DCBC	$13.95

Better Business Writing
The	widespread	use	of	E-mail	and	the	Internet	means	business	
transactions	 can	 occur	 in	 record	 time!	 This	 book	 will	 help	
students	 to	get	 their	point	across	clearly	and	concisely.	Tips	
for	organizing	thoughts,	creating	a	well	written	memo	or	letter	
and	an	added	section	on	writing	proper	business	E-mails	are	
included.	
DCBBW	$13.95

Business Research
This	book	will	introduce	students	to	the	basics	of	information	
gathering,	 effective	 observation,	 organization,	 survey	 and	
interview	techniques	as	well	as	experimenting.	This	is	a	great	
resource	for	students	participating	in	the	Business	Operations	
Research	competitive	events.	
DCBR	$13.95

Writing Persuasively
This	book	takes	a	fresh	look	at	the	purpose	of	most	business	
writing,	which	is	to	sell	ideas.	A	five-step	model	shows	students	
how	 to	 grab	 the	 reader’s	 attention	 and	 motivate	 them	 into	
action.	This	 is	a	must	have	for	students	competing	 in	any	of	
the	written	events.	
DCWPN	$13.95

Business Etiquette and Professionalism
This	book	demonstrates	how	 to	maintain	 a	professional	 and	
competitive	 edge	 by	 thoroughly	 explaining	 basic	 business	
etiquette.	 Exercises	 and	 activities	 in	 this	 book	 cover	 topics	
such	 as:	 making	 introductions,	 dining	 out,	 sending	 and	
receiving	gifts,	public	manners,	tipping	and	attire.	
DCBSETQ	$13.95

Graphics for Presenters
Help	 your	 students	 prepare	 for	 civic	 presentations	 and	
DECA	competition	with	Graphics	for	Presenters.	 In	this	book	
students	will	learn	how	to	properly	use	graphics,	words,	letters	
and	 geometric	 shapes	 to	 create	 professional	 and	 exciting	
presentations.	
DCGP	$13.95

Making Your Message Memorable
Delivering	 a	 message	 through	 stories	 is	 an	 excellent	 way	 to	
break	 the	 ice,	 inspire	 people,	 share	 good	 news,	 build	 team	
spirit	 and	 more.	 This	 book	 will	 show	 students	 how	 to	 put	
stories	to	work	 in	everyday	business	situations.	Students	will	
learn	 a	 number	 of	 techniques	 for	 turning	 their	 experiences	
into	effective	stories,	as	well	as	advice	on	getting	to	know	the	
audience,	finding	a	storytelling	style	and	bringing	the	story	to	
life.	
DCMMM	$13.95

Presentation Skills
Students	 will	 learn	 how	 to	 give	 confident,	 enthusiastic	 and	
persuasive	 presentations.	 Emphasis	 is	 placed	 on	 how	 to	
organize,	create	and	develop	outstanding	presentations.	
DCPRS	$13.95

SHOP DECA	Images

http://decaimages.stores.yahoo.net/50ontitobeco.html
http://decaimages.stores.yahoo.net/efprsk.html
http://decaimages.stores.yahoo.net/mayomeme.html
http://decaimages.stores.yahoo.net/busetandprof.html
http://decaimages.stores.yahoo.net/bebuwr.html
http://decaimages.stores.yahoo.net/bure.html
http://decaimages.stores.yahoo.net/wrpe.html
http://decaimages.stores.yahoo.net/grforpr.html
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Collegiate DECA Guide 
Advertising	Campaign

Objective
The Advertising Campaign event involves one (1) to three (3) participant(s) preparing an advertising campaign for any service, 
product, company or business, then presenting the campaign to a prospective client/advertiser selected by the participant(s).

Description
In the Advertising Campaign event the participant(s) select their own client, indicate an appropriate budget amount, select their 
own media, and determine the timeline for the campaign. There is no set budget; however, a budget must be determined by the 
participant(s) and should be appropriate for the client and for the campaign. For media rates and guidelines, documentation 
must be provided to the judge(s) for evaluation on appropriate market area media rates.

The presentation will be given to a decision-maker (judge) in the prospective client’s/advertiser’s organization, as specified by 
the participant(s). In addition to the presentation, a prospectus of not more than ten (10) pages, including title page, must be 
prepared and presented as part of the entry. This will be used to direct and reinforce the presentation to the judge(s).

For international competition
The content to be evaluated is found in the standard Evaluation Form located in these Guidelines. Preliminary round competi-
tion will consist of an evaluation of the prospectus, minus deductions from the Written Entry Checklist, and one presentation 
for a possible one hundred (100) points. Participant(s) will be ranked by section and a predetermined number of participants/
teams will be named finalists. Finalists will again be evaluated based on their prospectus (minus deductions) and presentation 
to determine final rankings. The following guidelines will be applied to the presentations at the International Career Develop-
ment Conference.

Read everything carefully in the Guidelines for the Format of the Prospectus, Guidelines for Media  
Documentation, Guidelines for the Presentation, Written Entry Checklist, 

Written Event Statement of Assurances, and Evaluation Form.

Learning Outcomes
In addition to developing and demonstrating specific knowledge, through the development and presentation of an advertising 
campaign to business and industry professionals (judges), the participants will develop or reinforce the following areas in rela-
tion to the advertising industry:
• Using written communication in forms and reports
• Collecting information, obtaining facts and ideas
• Writing clear, attention-getting advertising copy
• Developing advertising/promotional budgets
• Developing an advertising/promotional plan
• Planning and scheduling advertising/promotions
• Demonstrating the application of advertising principles and techniques to the business environment
• Organizing and presenting ideas and concepts effectively, in a clear and logical order
• Analyzing business situations, organizing thoughts and identifying solutions
• Demonstrating knowledge/understanding of customer/client needs
• Accomplishing objectives as a team (where appropriate)

http://www.deca.org/competitions/3/
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Advertising Campaign | Participant	Instructions 2010-11

Guidelines for the Format of the Prospectus
The participant(s) must prepare examples, in the form of a prospectus, of all forms of advertising media necessary for the cam-
paign. Read carefully and follow the instructions for: Title Page, Format for the Prospectus and Evaluation of the Prospectus, 
Checklist Standards, Guidelines for Media Documentation, and Written Entry Checklist.

Title Page
The first page of the prospectus is the title page which lists the following:

ADVERTISING CAMPAIGN
Title of Campaign/Name of Business 
Name of Chapter/School
Name of Chapter Advisor
Chapter Advisor’s Address
City/State/ZIP or Postal Code
Participant(s) Name(s) and Address(es)
City/State/ZIP or Postal Code
Date

A page number will not appear on the title page; however, the title page does count as one of the maximum ten (10) pages al-
lowed. The page following the title page will be numbered “2”.

Format for Prospectus and Evaluation of the Prospectus
The body of the prospectus should include:
 I. Objective(s) of the campaign
 II. Identification of target market - primary and secondary markets
 III.  List of advertising media selection necessary for the campaign 
 IV. Cost estimates
 V. Schedules of all advertising planned
 VI. Documentation of appropriate market area media rates and guidelines (See “Guidelines for Media Documentation”)

Special Note: Use the prospectus for support and documentation of presentation.
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Checklist Standards
In addition to the items outlined above, participants must observe the following rules. The purpose of these rules is to make 
the competition as fair as possible among all participants. Points will be deducted for each violation. Refer to the Written Entry 
Checklist.
1. Two “official” prospectuses must be submitted. Both of these must be submitted in official Collegiate DECA (or DECA/

Delta Epsilon Chi) folios. Folios are available from DECA Images (catalog # FOLIO). No markings, tape or other materials 
should be attached to the folios.

2. Both prospectuses must be brought to the participant briefing session to be turned in for evaluation according to the Writ-
ten Entry Checklist. These will be kept by the event director and will be given to the judge(s) prior to your presentation.
• The participant(s) may retain other copies (or photocopies) for their personal reference during the presentation. These 

do not have to be in official folios, will not be evaluated, and may not be shown to judge(s).
3. The prospectus must be limited to ten (10) pages, including the title page, which is not numbered. The pages must be num-

bered in sequence; however, a page number will not appear on the title page. The title page does count as one of the maxi-
mum ten (10) pages allowed. The page following the title page will be numbered “2”. One page will be counted for each 8.5 
x 11-inch panel or fraction thereof (foldouts, brochures, etc.). Extra pages added as dividers or additional title pages (even 
if blank) are included in the maximum ten (10) pages.

4. Body copy of the prospectus must be at least double-spaced (not space-and-a-half). Title page, bibliographical references, 
appendix content, footnotes, long quotes, material in tables, figures, exhibits, lists, headings, sample letters, forms, charts, 
graphs, etc. may be single-spaced. Material may appear on one side of the page only.

5. Entry must be typed/word processed. Handwritten corrections will be penalized. Charts, graphs, exhibits may be handwrit-
ten. 

6. Colored paper, ink, pictures, etc. are allowed. Divider tabs, page borders, artwork, attachments, foldouts, paste-ups, photo-
graphs, etc. may also be used, but are still subject to number of pages and page size restrictions.

7. Written documentation for media rates and guidelines appropriate for market area must be provided. This must be brought 
to the presentation to the judge(s) to be checked according to the Written Entry Checklist and to be available for the 
judge(s).

Advertising Campaign | Checklist	Standards 2010-11
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Advertising Campaign | Guidelines	for	Media	Documentation 2010-11

Documentation must be provided to serve as written proof of media rates and applicable guidelines for the appropriate market 
area (most judges will be from the area where the conference is being held). The purpose of this documentation requirement 
is to account for differences in clients, media rates, guidelines, etc. that vary from region to region and market to market (i.e. 
New York City versus Small Town, USA). The documentation is provided to allow your prospective client (judge) to evaluate 
your campaign with the greatest possible effectiveness given the limited time, and to allow you to best communicate the media 
portion of your campaign. While you should certainly summarize the media actually used within your ten(10) page prospectus, 
you still must provide the support documentation (i.e. a copy of the letter sent to you from the radio station, the actual rate 
book used for your market, printouts of rates available on the Internet) from the media company/companies as proof of rates. 
Any information created by the participants (i.e. summary of media used, description of media used) is NOT APPROPRIATE 
for the media only Appendix or separate Media Documentation and may be subject to penalty points under the Written Entry 
Checklist guidelines.

There are many forms in which you may receive media rates and guidelines for your market, whether it is a few pages faxed from 
a small radio station, or a media booklet developed and published for a large metropolitan market or a printed rate schedule 
available on the Internet. 

NOTE: Simply providing the “source” of the information does NOT satisfy the guidelines if the actual information is available. For 
example if you obtained rates via the Internet you should identify the source but you must ALSO print out the rates pages that you 
used and include them in the Appendix. However, if it is not possible to provide a printout, photocopy, etc. of the rates then state 
clearly why this was not possible.

The format options for media documentation are as follows. Participants are encouraged to use divider pages or other such 
methods for clearly identifying media documentation and separating each document. If used within the media documentation, 
they will not be subject to the written entry checklist standards.

Media Only Appendix
If your documentation consists only of a few pages and will easily fit in the official folio with your written prospectus, you may 
choose to include an Appendix for media documentation.  If you choose this approach, your media Appendix will NOT count 
as one of the maximum ten (10) pages allowed.
 
NOTE:  If material other than actual media information (as described above) is included in your Appendix, you may be penalized 
under the Written Entry Checklist guidelines.

Separate Media Documentation
If your documentation consists of many pages (it may even be in bound form) and does NOT fit in the official folio with your 
written prospectus, you may choose to provide separate media documentation. If you choose this approach, your media docu-
mentation does not need to follow any certain formatting guidelines and will NOT count as one of the maximum ten (10) pages 
allowed.
 
NOTE: If material other than actual media information (as described above) is provided as Separate Documentation, you may be 
penalized under the Written Entry Checklist guidelines.

Remember, as in a real-world situation, it is up to the participants to effectively present their media to the prospective client 
(judge), given the guidelines and time limits for written documentation and presentation outlined in this publication.
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Advertising Campaign | Guidelines	for	the	Presentation 2010-11

Guidelines for the Presentation | Refer	to	the	evaluation	form.
1. A one- (1-) page position paper may be prepared and given to the judge(s) at the start of the presentation to explain the na-

ture of the campaign and any assumptions regarding the judge’s role. If done, this does NOT count as one of the maximum 
number of pages allowed.

2. A contract for the campaign which designates proposed media costs and agency fees will be presented by you as part of the 
close of the presentation. You may attach your business card to the contract. These are not to be part of media documenta-
tion.

3. State of the art technology may be used in the presentation. These include but are not limited to transparencies, slides, print 
ads, radio ads (scripted or audio), television ads (story/concept boards, scripted, video, etc.), and personal or laptop com-
puters/hand-held digital organizers. However, all materials, equipment, supplies, etc., must be provided by the participant. 
It is highly recommended that a power strip or surge protector be used by the participant. (DECA assumes no responsibility 
for damage/loss of materials, equipment, supplies, etc.). There may or may not be electrical outlets available in the presenta-
tion room.

4. All presentation materials must be prepared by the participant with the exception of product samples. Sample products may 
be used as part of the presentation.

5. Participants will have up to twenty five (25) minutes to set up in the presentation room/area, present their advertising cam-
paign and answer questions from the judges. Other persons may assist in the set-up, but only for the time needed for set up. 
After this time they must leave the room.

6. The participant(s) may bring copies of the prospectus to the presentation for their personal reference. These do NOT have 
to be in official folios, will NOT be evaluated and may NOT be shown to judge(s). 

7. Participants are responsible for providing documentation of media rates and guidelines (in an Appendix or as a separate 
document) according to the Guidelines for Media Documentation section.

8. When using a presentation aid, such as a lap-top computer, the noise level must be kept at a conversational level that does 
not interrupt other participants. If this guideline is not followed, the presentation will be interrupted and the participants 
will be asked to follow the noise policy. Failure to do so may result in disqualification.

Note: The noise level may be less of an issue when only one presentation is taking place in a room at a time (often the case with 
this event).

Presentation Schedule
• Twenty-five (25) minutes for participant set-up, presentation by the participant(s) and questions by the judges
• Ten (10) minutes for scoring by the judges
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Advertising Campaign | Judge	Instructions 2010-11

The Advertising Campaign event was created by Collegiate DECA in response to the career opportunities available for college 
graduates in the advertising field. Participant(s) with career interests in advertising have developed a detailed ad campaign. 
Each team has selected their own prospective client/advertiser. Playing the role of a decision-maker in the prospective client’s 
organization, you are to read the written document and then take part in a presentation by the team. The team must provide for 
you, as part of their written prospectus, documentation that supports the media rates and guidelines used. While a budget limit 
was not given to the participant(s), each team must identify the budget used for their campaign. Part of your role is to evaluate 
whether the budget was followed, and whether it is appropriate for the media, client and market indicated.

Judging the Written Entry and Presentation
1. Please familiarize yourself with all of the guidelines before reading any of the prospectus and interacting with participants. 

Penalty points (see Written Event Checklist) have already been assessed. Your job is to evaluate the participant(s) written 
prospectus and presentation based on the Written Entry and Presentation Evaluation Form. 

2. To ensure fairness, at no time should a participant be asked where he/she is from (school, state, country, etc.).
3. Place the participant(s)’ name(s) and identification number(s), using labels if provided, on the bubble score sheet as in-

structed (if not already done). If a bubble score sheet has not been provided, this information must be placed on the evalu-
ation form for this event.

4. Participants will be scheduled for presentations at thirty-five (35) minute intervals. 
5. The participants will begin by setting up visuals, equipment, supplies, etc. During this time you may review the Participants’ 

Prospectus.
6. Participants will have up to twenty five (25) minutes to set up in the presentation room/area, present their advertising cam-

paign and answer questions from the judges. Remember, you are role-playing a decision maker in an organization looking 
for an effective advertising campaign. You may refer to the Participant’s Prospectus or to your notes during the interaction 
with the participants.

7. You may ask questions of the participants to determine their ability to think spontaneously. To insure fairness, you must ask 
all participants the same standard questions. After asking the standard questions, you may ask other questions for clarifica-
tion specific to the current participant(s).

8. Following the participant’s interaction with you, please thank the participant(s) and state that a decision will be made soon 
and the participant(s) will be notified of the decision. Please give no indication of their performance/score.

9. During the last ten (10) minutes, after the participants are excused from the judging area, you may score the participant(s). 
Refer to the Evaluation Criteria section for guidelines. On the bubble sheet provided, please bubble in the appropriate score 
and write the score on the corresponding line to verify accuracy. Please make sure not to exceed the maximum score pos-
sible for each item. 

Please make sure to score all categories, add them for the total score, then initial the total score. The maximum score for the 
evaluation is one hundred (100) points. Note: If a bubble sheet is not provided, indicate your scores on the Advertising Cam-
paign Evaluation Form.

The Evaluation Form follows the outline shown in the section entitled Format for Prospectus and Evaluation of the Prospec-
tus, and the section entitled Guidelines for the Presentation, which explain in greater detail what should be discussed in each 
section. As you read the prospectus and listen to the presentation, ask yourself, “Will this work? Is it realistic given the budget 
limitations? Does the participant(s) sound knowledgeable? Did the participant(s) communicate clearly?” Ultimately, you must 
decide, “Would I hire this team to design and implement the advertising campaign for my organization?”

Presentation Schedule | In	thirty-five	(35)	minute	intervals
• Twenty-five (25) minutes for participant set-up, presentation by the participant(s) and questions by the judges
• Ten (10) minutes for scoring by the judges
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Advertising Campaign | Evaluation	Criteria 2010-11

Evaluation Criteria
A score under the heading Exceeds Expectations in any category means that, in your opinion, the information is presented in 
an effective, creative way; in effect, nothing more could be expected of the participant(s).

A score under the heading Meets Expectations in any category means that, in your opinion, the information is presented well. 
There may be a few minor problems or omissions, but they are not significant. A proposal which earns this level in every cat-
egory for the presentation would probably receive strong consideration for hiring.

A score under the heading Below Expectations or Little/No Demonstration in any category means that some major flaw has 
been noted which damages the effectiveness of the presentation. This may be a major omission, a serious misstatement or any 
other major flaw.

Judging Summary
Maximum score is 100 points. A score of 70 or better will earn the participants a Certificate of Excellence.

We hope you are impressed by the quality of work of these students with a career interest in the field of advertising. If you have 
any suggestions for improving this event, please mention them to your event manager.

We thank you for your help.
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Please refer to Guidelines for the Format of the Prospectus for a more detailed explanation of these items.

   Penalty Points Page No./
  Checked Assessed Note

1. The Written Statement of Assurances must 
be signed and submitted with the entry.  ______ 15 ______

2. Entries submitted in an official Collegiate DECA 
(or DECA/Delta Epsilon Chi) written event folio. Two copies submitted. ______ 5 ______

3. Title page information has been provided as requested.  ______ 5 ______

4. Limited to the number of pages specified in the guidelines. One page 
 will be counted for each 8.5 x 11 inch panel or fraction thereof 
 (foldouts, brochures, etc.).  ______ 5 per page ______

5. All pages are numbered in sequence (except for the title
 page, which is not numbered).  ______ 5 ______

6.  Major content must be at least double-spaced (not space-and-a-half). 
 Title page, bibliographical references, appendix content, footnotes, 
 long quotes, material in tables, figures, exhibits, lists, headings, 
 sample letters, forms, charts, graphs, etc. may be single-spaced. ______ 5 ______

7. Entry must be typed/word processed. Handwritten corrections will be 
 penalized. Charts, graphs, exhibits may be handwritten.   ______ 5 ______

8. The body of the written entry follows the sequence outlined in the 
 guidelines. Additional subsections are permitted.  ______ 5 ______

9. Documentation of media rates not provided for all media references. ______ 10 ______

10. Media-only Appendix includes material other than 
 specific media documentation.  ______ 10 ______

 
 
 TOTAL Penalty Points Assesed  ______

A check indicates that the item has been examined.
A circled number indicates that an infraction has been noted.

A page number indicates the location of the infraction.

Advertising Campaign | Written	Entry	Checklist 2010-11

Participant’s	Name:	___________________	 Participant’s	Name:____________________
I.D.	Number:	_________________________	 I.D.	Number:__________________________

Participant’s	Name:	___________________	 Participant’s	Name:____________________
I.D.	Number:	_________________________	 I.D.	Number:__________________________
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Research and report writing are important elements of modern business activities. Great care must be taken to assure that the 

highest ethical standards are maintained by those engaging in research and report writing. To reinforce the importance of these 

standards, all written entries in Collegiate DECA’s Competitive Events Program must submit this statement as part of the entry. 

The statement must be signed by all members of the competitive team, where applicable, and should be placed at the front of the 

written entry binder that is submitted for penalty points.

I understand the following requirements as set forth by DECA Inc. for all Competitive Event entries containing a written com-

ponent. These requirements are additional to any general competitive event rules and regulations published by DECA Inc. By 

signing this statement, I certify that all are true and accurate as they relate to this entry.

1. The contents of this entry are the results of the work of the team members listed below.

2. No part of this entry has been previously entered in international competition.

3. This entry has not been submitted this year for international competition in any other Collegiate DECA competitive event, 

nor by any other participant/team in this event.

4. Credit for all secondary research has been given to the original author and is stated as such in the written project.

5. All activities or original research procedures described in this entry are accurate depictions of the efforts of the team mem-

bers listed below.

6. I understand that Collegiate DECA has the right to publish this entry. Should Collegiate DECA elect to publish this en-

try, I will receive an honorarium from Collegiate DECA. Individuals/Teams with extenuating circumstances may appeal 

the right to publish the entry to the executive committee of the board of directors prior to submission of the project for  

competition.

7. I understand that the ideas and information presented in the written project and judge interaction will become public in-

formation. Therefore, DECA Inc., its staff, volunteers and organizational partners cannot reasonably be expected to ensure 

the security of my/our ideas and information.

This statement of assurances must be signed by all members of the team and submitted during the Advertising Campaign event brief-

ing, or entry will be given 15 penalty points.

 

 ________________________ ________________________ ________________________

 Name of Chapter Chapter Advisor Chapter Advisor Email

 ________________________ _______________________ _________________________

 Participant’s Name Participant’s Name Participant’s Name

 ________________________ _______________________ _________________________

 Signature Signature Signature

Hole punch and place in front of the written entry. Do not count as a page.

Advertising Campaign | Written	Statement	of	Assurances 2010-11
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Advertising Campaign | Written	Entry	&	Presentation	Evaluation	Form 2010-11

 Little/No Below Meets Exceeds Judged
 Demonstration Expectations Expectations Expectations Points

1. The written and oral presentation shows  
evidence of a realistic knowledge of the 
advertising industry.  (10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ______

2. Originality and Creativity: Does the campaign  
show some real creativity and does the campaign  
itself use a unique and effective approach?  
(10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ______

3.  Are the objectives for the campaign clearly defined  
and realistic in terms of the budget?  
(5 Possible Points) 0-1 2-3 4 5 ______

4.  Is the target market analyzed clearly and accurately  
for the product and/or services being promoted? Also,  
are secondary targets considered accurately?  
(10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ______

5.  Does the campaign stress product and/or service  
benefits which would conceivably appeal to the  
target markets described? (5 Possible Points) 0-1 2-3 4 5 ______

6.  Is the media selection realistic and defined  
properly in terms of reach, frequency and  
continuity? (5 Possible Points) 0-1 2-3 4 5 ______

7.  Does the campaign have a realistic length, and  
are promotions scheduled properly in relation to  
the target markets given? (5 Possible Points) 0-1 2-3 4 5 ______

8.  Does the campaign have a good solid analysis of  
its budget, including all costs which would be  
incurred? (10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ______

 9. Are anticipated sales given, and are they realistic  
in terms of the length and budget of the  
campaign?  (5 Possible Points) 0-1 2-3 4 5 ______

10. Do the ad layouts, commercials, etc. show a  
basic understanding of production techniques,  
as well as being consistent with the previous  
parts of the campaign? Are they original? 
(10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ______

Participant’s	Name:	___________________	 Participant’s	Name:____________________
I.D.	Number:	_________________________	 I.D.	Number:__________________________

Participant’s	Name:	___________________	 Participant’s	Name:____________________
I.D.	Number:	_________________________	 I.D.	Number:__________________________
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 Little/No Below Meets Exceeds Judged
 Demonstration Expectations Expectations Expectations Points

11. Does the campaign mention how the results  
will be evaluated and what other plans they  
have if the campaign is successful?  
(5 Possible Points) 0-1 2-3 4 5 ______

12. Organization of Presentation: Consider  
neatness and organization of material,  
order of presentation, documentation of  
media rates. Was the presentation clear? 
(10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ______

13. Closing: Consider summary and conclusion  
of presentation; opening for future  
interview; was contract presented as part  
of the close? (5 Possible Points) 0-1  2-3   4   5 ______

14. Overall Performance: Appropriate appearance,  
poise, confidence, presentation  
technique, etc. (5 Possible Points) 0-1  2-3   4   5  ______

 
 Total Judged Points (100 maximum):  _______
 
 Less Penalty Points:  _______

 TOTAL POINTS (100 maximum):  _______

A score of 70 or better will earn the participant a Certificate of Excellence.
JUDGE SECTION:   A   B   C   D   E   F   G   (circle one)

TIE BREAKER
For tie-breaking purposes, the following evaluation form ranking process will be used. First, the participant(s) with the highest score for 
#1 wins the tie-break. If this does not break the tie, the process will continue for the remaining items in the following order: 4, 2, 10, 8, 
12, 6, 7, 3, 5, 9, 11, 14, 13.

Advertising Campaign | Written	Entry	&	Presentation	Evaluation	Form 2010-11
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Collegiate DECA Guide 
Design	Presentation

Objective
The Design Presentation event involves a participant’s presentation of an original design, developed by the participant, to one or 
more potential buyer clients (judges).

Description
The Design Presentation event involves the participant’s presentation of a specific product(s) designed by the participant. The 
participant will present an original design drawing, illustration, computer-generated design, actual product, etc., to a group of 
potential buyers of any good(s) and/or service(s) such as: apparel lines (men’s, women’s, children’s or accessories), interior design 
(residential or commercial), package design, landscape design, culinary arts, etc.

For international competition
The content to be evaluated is found in the standard Evaluation Form located in these Guidelines, with a possible one hundred 
(100) points. Preliminary round competition will consist of an evaluation of the presentation to the judge(s). Participants will be 
ranked by section and a predetermined number of participants will be named finalists. Finalists will make a second presentation. 
The following guidelines will be applied to the presentations at the International Career Development Conference.

Learning Outcomes
In addition to developing and demonstrating specific knowledge relating to the design principles, through the development and 
delivery of a presentation to potential buyers (judges) the participants will develop or reinforce the following areas in relation to 
presenting an original design in the selected setting:

•  Collecting information, obtaining facts and ideas about the design
•  Applying design principles—balance, harmony, rhythm, emphasis, proportion
•  Applying marketing principles—product, place, price, promotion—to the buyers 
•  Understanding the concept of feature/benefit selling
•  Demonstrating knowledge/understanding of customer/client needs
•  Organizing and delivering an effective presentation 
•  Demonstrating imagination and creativity

http://www.deca.org/competitions/3/
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Guidelines for the Presentation | Refer	to	the	evaluation	form.
1. The objective for the participant is to act as a designer making a presentation to a potential buyer(s).
2. Prior to the Conference, the participant will design a product(s) for areas such as: apparel lines—men’s, women’s, chil-

dren’s or accessories; interior design—residential or commercial; package design; landscape design, culinary arts, etc. The 
design(s) will be presented to a business for resale or to the ultimate consumer.

3. Participants must furnish his/her own materials, supplies and equipment. If equipment is used, it is highly recommended 
that a power strip or surge protector be used by the participant. There may or may not be electrical outlets available in the 
presentation room. DECA assumes no responsibility for damage/loss of materials, equipment, supplies, etc.

4. Live models/assistants/demonstrators may be used in non-speaking roles only.
5. Participants will have up to twenty (20) minutes to set up in the presentation room/area, make the presentation and respond 

to any questions from the judges. Part of this time may be used by the participant to make an oral introduction to:
 a. Inform the judge(s) of the active role they are to play.
 b. Set the stage for a typical situation.

Other persons may assist in the set up, but only for the time needed for set up. After this time they must leave the room.
6. The judge(s) will serve as potential buyers, and the participant may involve the buyer(s) in the presentation. The judge(s) 

may also initiate interaction with the participant based on their roles.
7. Product samples and other such items of value that are presented to the judge(s) must be returned to the participant after 

the participant has been judged. This should be handled by an event manager, not directly between the judge(s) and the 
participant.

8. When using a presentation aid, such as a lap-top computer, the noise level must be kept at a conversational level that does 
not interrupt other participants. If this guideline is not followed, the participant will be interrupted and asked to follow the 
noise policy. Failure to do so may result in disqualification.

 
Note: The noise level may be less of an issue when only one presentation is taking place in a room at a time (often the case with 
this event).

Presentation Schedule 
• Twenty (20) minutes for participant set up, presentation of the design and questions by the judges
• Five (5) minutes for scoring by the judges
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The Design Presentation event was created by Collegiate DECA in response to the career opportunities available for college 
graduates in the area of design.

Each participant will create a design for a particular area to be sold to a company for resale or to the ultimate consumer. The 
participant will make decisions regarding the situation and delivery of the sales presentation.The participant will assume the role 
of a designer presenting his/her original design(s). The role of the judge(s) will be that of potential buyers. 

Judging the Presentation
Please familiarize yourself with all of the guidelines before interacting with the participants. Your job is to evaluate the partici-
pant’s design/presentation using the Evaluation Form.
1. To ensure fairness, at no time should a participant be asked where he/she is from (school, state, country, etc.).
2. Please place the participant’s name and identification number (using labels if provided) on the bubble score sheet as in-

structed (if not already done). If a bubble score sheet has not been provided, this information must be placed on the evalu-
ation form for this event.

3. Participants will be scheduled for presentations at twenty–five (25) minute intervals. Remember, you are role-playing a 
potential buyer as specified by the participant.

4. The participant will have up to twenty (20) minutes to set up visuals in the presentation room/area, present the proposed 
design plan and respond to any questions you may have. Part of this time may be used by the participant to make an oral 
introduction to:

  a. Inform you, as potential buyer(s), of the active role you are to play.
  b. Set the stage for a typical situation.
5. While you as judges are serving as potential buyers, the participant may involve you in the presentation. You may also initi-

ate interaction with the participant based on your role.
6. Following the participant’s interaction with you, please thank the participant but give no indication of the participant’s 

performance/score.
7. During the last five (5) minutes, after the participant is excused from the judging area, you may score the participant. Refer 

to the Evaluation Criteria section for guidelines. On the bubble sheet provided, please bubble in the appropriate score and 
write the score on the corresponding line to verify accuracy. Please make sure not to exceed the maximum score possible 
for each item.

Please make sure to score all categories, add them for the total score, then initial the total score. When scoring, the main ques-
tion to ask yourself is “Would I purchase this design based on the participant’s presentation?” The maximum score for the evalu-
ation is one hundred (100) points.

NOTE: If a bubble sheet is not provided, indicate your scores on the Design Presentation Evaluation Form.

Presentation Schedule | In	twenty-five	(25)	minute	intervals
• Twenty (20) minutes for participant set up, presentation of the design and questions by the judges
• Five (5) minutes for scoring by the judges
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Evaluation Criteria
A score under the heading Exceeds Expectations in any category means that, in your opinion, the presentation was done in an 
effective, creative way; in effect, nothing more could be expected of the participant, and the design has been presented in a way 
that would initiate your purchase.

A score under the heading Meets Expectations in any category means that, in your opinion, the presentation was done well. 
There may be a few minor problems or omissions, but they are not significant. A presentation which earns this level in every 
category for the presentation would probably receive strong consideration for purchase.

A score under the heading Below Expectations or Little/No Demonstration in any category means that some major flaw has 
been noted which damages the effectiveness of the presentation. This may be a major omission, a serious misstatement or any 
other major flaw.

Judging Summary
Maximum score is 100 points. A score of 70 or better will earn the participant a Certificate of Excellence.

We hope you are impressed by the quality of work of these students with a career interest in design. If you have any suggestions 
for improving this event, please mention them to your event manager.

We thank you for your help.
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 Little/No Below Meets Exceeds Judged
 Demonstration Expectations Expectations Expectations Points

Design Elements
1. Visual impression of design/product:  

creativity, imagination (15 Possible Points) 0-1-2-3-4 5-6-7-8 9-10-11-12 13-14-15 ________
 
2. Ability to understand client/customer needs 

(10 Possible Points) 0-1-2  3-4-5 6-7-8 9-10 ________
 
3. Value/Benefit/Price relationship of the design  

or product (10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ________
 
4. Presentation of achieved design principles  

in the design or product developed 
(10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ________

Presentation of Design
5. Opening: Personal introduction; confidence,  

poise, first impression (10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ________
 
6. Organization of the Presentation: Ability to sell  

the design or product (10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ________
 
7. Materials used/Method of presentation: creativity,  

imagination, appropriateness for the design/product 
(15 Possible Points) 0-1-2-3-4 5-6-7-8 9-10-11-12 13-14-15 ________

 
8. Closing: Summary and conclusion of presentation,  

opening for call-back (10 Possible Points) 0-1-2 3-4-5 6-7-8 9-10 ________
 
Overall Impression
9. Reaction Under Pressure: Handling questions,  

addressing client/customer concerns or criticisms, 
appropriate use of time (5 Possible Points) 0-1 2-3 4 5 ________

10. Overall Performance: Appropriate appearance, poise,  
confidence, presentation technique, etc. 
(5 Possible Points) 0-1 2-3 4 5 ________

 
 Total Judged Points (100 maximum):  _______

A score of 70 or better will earn the participant a Certificate of Excellence.
JUDGE SECTION:   A   B   C   D   E   F   G   (circle one)

TIE BREAKER
For tie-breaking purposes, the following evaluation form ranking process will be used. First, the participant with the highest score for #1 
wins the tie-break. If this does not break the tie, the process will continue for the remaining items in the following order: 7, 4, 6, 2, 5, 3, 8, 9, 10.

Participant’s	Name:	___________________	
I.D.	Number:	_________________________	



98

Objective
The Entrepreneurship Event (Starting a Business) involves one (1) to three (3) participant(s) 
developing a proposal to start a business, then presenting the proposal to a potential investor 
or financial institution representative (judge). The proposed business may be a sole proprietor-
ship, partnership, corporation or franchise.

Description
The Entrepreneurship Event (Starting a Business) involves the participant(s) preparing and 
presenting various aspects of a plan to form a business. The event provides an opportunity 
for the participant(s) to develop and demonstrate mastery of essential competencies as they apply to the analysis of a business 
opportunity, the development of a marketing/promotional plan and the development of a financial plan. Any type of business 
may be used.

The participant(s) will assume the role of an entrepreneur seeking start-up capital (financing) for a new business or franchise. 
The presentation will be given to a decision-maker (judge) for a financial institution or a potential investor. NOTE: This event is 
not designed for businesses currently being operated.

In addition to the presentation, the participant(s) must present a three-part prospectus of not more than ten (10) pages, includ-
ing title page, that describes the business the participant(s) wants to develop, and which will be used to direct and reinforce the 
presentation to the judge(s). A prospectus is a short description of a business plan and must include four (4) sections.
1. Executive Summary
2. Description and Analysis of the Business Situation
3. Proposed Marketing/Promotion Plan
4. Proposed Financing Plan

For international competition
The content to be evaluated is found in the standard Evaluation Forms located in these Guidelines. Preliminary round competi-
tion will consist of an evaluation of the prospectus, minus deductions from the Written Entry Checklist, accounting for fifty (50) 
points, and one presentation, also accounting for fifty (50) points. Participant(s) will be ranked according to their combined 
score, and a predetermined number of participants/teams will be named finalists. Finalists will again be evaluated based on their 
prospectus (minus deductions) and presentation to determine final rankings. The following guidelines will be applied to the 
presentations at the International Career Development Conference. 

Read everything carefully in the Guidelines for the Format of the Prospectus, Guidelines for the Presentation,  
Written Entry Checklist, Written Event Statement of Assurances, and Evaluation Forms.

Sponsored by

Collegiate DECA Guide 
Entrepreneurship	(Starting	a	Business)

http://www.deca.org/competitions/3/
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Learning Outcomes
In addition to developing and demonstrating general and specific knowledge relating to the proposed business and the industry 
in which it operates, through the development of a written prospectus and the presentation of ideas to professionals with experi-
ence in small business (judges), the participants will develop or reinforce the following areas in relation to the start-up of a small 
business venture:
• Using written communication in forms and reports
• Collecting information, obtaining facts and ideas
• Developing a marketing/promotional plan
• Applying entrepreneurial principles and techniques
• Demonstrating knowledge/understanding of customer/client needs
• Analyzing business opportunities
• Self-evaluating personal interests, skills and abilities
• Understanding the basic steps involved in starting a small business
• Interpreting financial statements
• Developing a financial plan
• Understanding the importance of time management in dealing with the unique demands of businessownership
• Understanding factors relating to human resource management
• Demonstrating knowledge of the components of gross and net profit
• Developing a marketing/promotional plan using a complete marketing mix (product, price, promotion, place)
• Organizing and communicating ideas and concepts effectively

Guidelines for the Format of the Prospectus
The participant(s) must prepare a business plan in the form of a prospectus. Read carefully and follow the instructions for: Title 
Page, Format for the Prospectus and Evaluation of the Prospectus, Checklist Standards, Guidelines for Franchise Documenta-
tion, and Written Entry Checklist. Refer also to the Written Entry Evaluation Form.

Title Page
The first page of the prospectus is the title page which lists the following:

ENTREPRENEURSHIP EVENT
Type and Name of Business
Name of Chapter/School
Name of Chapter Advisor
Chapter Advisor’s Address
City/State/ZIP or Postal Code
Participant(s) Name(s) and Address(es)
City/State/ZIP or Postal Code
Date

A page number will not appear on the title page; however, the title page does count as one of the maximum ten (10) pages al-
lowed. The page following the title page will be numbered “2”.
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Format for the Prospectus and Evaluation of the Prospectus
The body of the prospectus should include:

SECTION 1—Executive Summary
Your presentation on this section could include the following components as an introduction: type of 
business, brief description of major product/service involved.

SECTION 2—Description and Analysis of the Business Situation
Your presentation on this section could include the following components:

A. self-analysis: actual personal experience and/or training in proposed field
B. trading area analysis: geographic, demographic and economic area; competitive advantages of proposed business
C. customer analysis: target market, estimated potential market
D. analysis of location: traffic patterns, competitive advantage, availability and cost
E. proposed organization: type of ownership, steps in starting to form the business, planned personnel

SECTION 3—Proposed Marketing/Promotion Plan
Your presentation on this part could include the following components:

A. proposed product or service: details of product(s) or service(s) to be offered; potential suppliers or manufacturing 
plans

B. proposed pricing policy: costs, markups, relationship to competitors
C. promotional activities:
 •  personal promotion: non-media sales plan, staffing and merchandising appeal
 •  non-personal promotion: media, basic appeal and initial promotion plan
D. place: channel of distribution from manufacturer or service provided to consumer
 
 NOTE for franchise businesses: participant(s) must provide the corporate guidelines and services for suppliers, pric-

ing, promotion, etc. The participant must then indicate marketing promotion strategies that complement the corporate 
guidelines and services, such as possible local suppliers, local pricing and promotions, etc.

SECTION 4—Proposed Financing Plan
Your presentation on this part could include the following components:

A. projected income/cash flow statement: projected budget describing income and expenditures for first year
B. personal/internal capital: earnings, borrowing, long-term equity
C. funding plan (sources and uses of capital): short-term and long-term borrowing; long-term equity
D. repayment plan: plan to repay borrowed funds or provide return on investment to equity funds
 NOTE for franchise businesses, for all sections (Part 1, 2 and 3), prospectuses for franchise business must include the 

corporate guidelines for services provided for organization of business, pricing and promotion, financing, etc.  

Special Note: Use the prospectus for support and documentation of presentation.
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Checklist Standards
In addition to the items outlined above, participants must observe the following rules. The purpose of these rules is to make 
the competition as fair as possible among all participants. Points will be deducted for each violation. Refer to the Written Entry 
Checklist.
1. Two “official” prospectuses must be submitted. Both of these must be submitted in official Collegiate DECA (or DECA/

Delta Epsilon Chi) folios. Folios are available from DECA Images (catalog # FOLIO). No markings, tape or other materials 
should be attached to the folios.

2. Both prospectuses must be brought to the participant briefing session to be turned in for evaluation according to the Writ-
ten Entry Checklist. These will be kept by the event director and will be given to the judge(s) prior to your presentation.The 
participant(s) may retain other copies (or photocopies) for their personal reference during the presentation. These do not 
have to be in official folios, will not be evaluated, and may not be shown to judge(s).

3. The prospectus must be limited to ten (10) pages, including the title page, which is not numbered. The pages must be num-
bered in sequence; however, a page number will not appear on the title page. The title page does count as one of the maxi-
mum ten (10) pages allowed. The page following the title page will be numbered “2”. One page will be counted for each 8.5 
x 11-inch panel or fraction thereof (foldouts, brochures, etc.). Extra pages added as dividers or additional title pages (even 
if blank) are included in the maximum ten (10) pages.

4. Body copy of the prospectus must be at least double-spaced (not space-and-a-half). Title page, bibliographical references, 
appendix content, footnotes, long quotes, material in tables, figures, exhibits, lists, headings, sample letters, forms, charts, 
graphs, etc. may be single-spaced.. Material may appear on one side of the page only.

5. Entry must be typed/word processed. Handwritten corrections will be penalized. Charts, graphs, exhibits may be handwrit-
ten. 

6. Colored paper, ink, pictures, etc. are allowed. Divider tabs, page borders, artwork, attachments, foldouts, paste-ups, photo-
graphs, etc. may also be used, but are still subject to number of pages and page size restrictions.

7. For franchise business, documentation must be included (corporate guidelines for services provided for organization of 
business, pricing and promotion, financing, etc.).

Documentation must be provided to serve as written proof of franchise guidelines and services, where appropriate.  The docu-
mentation is provided to allow your prospective financial investor (judge) to evaluate your business prospectus with the greatest 
possible effectiveness given the limited time, and to allow you to best communicate your prospectus.  While you should certainly 
summarize the franchising guidelines and services used within your ten (10) page prospectus, you still must provide the sup-
port documentation (i.e. a copy of the franchise agreement and the set of guidelines for establishing a franchise) as proof. Any  
information created by the participants (i.e. summary of franchise services as they relate to your local market) is not appropriate 
for the franchise only Appendix or separate franchise documentation.

There are many forms in which you may receive franchise guidelines for your business.  The format options for franchise docu-
mentation are as follows. Participants are encouraged to use divider pages or other such methods for clearly identifying fran-
chise documentation. If used within the franchise documentation, they will not be subject to the written prospectus checklist 
standards. 

Entrepreneurship | Checklist	Standards 2010-11
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Franchise Only Appendix 
If your documentation consists only of a few pages and will easily fit in the official folio with your written prospectus, you may 
choose to include an Appendix for franchise documentation.  If you choose this approach, your franchise documentation Ap-
pendix will NOT count as one of the maximum ten (10) pages allowed.
 
NOTE:  If material other than actual franchise documentation (as described above) is included in your Appendix, you may be penal-
ized under the Written Entry Checklist Guidelines.

Separate Franchise Documentation
If your documentation consists of many pages (it may even be in bound form) and does NOT fit in the official folio with your 
written prospectus, you may choose to provide separate franchise documentation. If you choose this approach, your franchise 
documentation does not need to follow any certain formatting guidelines and will NOT count as one of the maximum ten (10) 
pages allowed.

NOTE: If material other than actual franchise documentation (as described above) is provided as Separate Documentation, you 
may be penalized under the Written Entry Checklist Guidelines.

Guidelines for the Presentation | Refer	to	the	evaluation	form.
1. This event does allow the use of materials (i.e. product samples, prototypes).
2. All material must be prepared by the participants (except for franchise documentation).
3. The participant(s) may bring copies of the prospectus to the presentation for their personal reference. These do NOT have 

to be in official folios, will NOT be evaluated, and may NOT be shown to judges.
4. Self-contained, state-of-the-art technology (personal or laptop computers/hand-held digital organizers) may be used. How-

ever, participants must use battery power even if electrical outlets are available in the room.
5. Visual aids (poster paper, flip charts) may be used.
6. All materials, equipment, supplies, etc. must be provided by the participants. DECA assumes no responsibility for damage/

loss of materials, equipment, supplies, etc.
7. Only materials that can be easily carried to and from the competition areas by the actual participants will be permitted 

(includes computer equipment, visual aids, etc.). Only the participants may handle and set up their materials. No outside 
assistance will be allowed.

8. Participants will have up to fifteen (15) minutes to present their proposal and answer questions from the judges.
9. Space provided for this event may be limited to a 6’ x 8’ pipe-and-drape booth in an arena atmosphere (includes judge’s 

table and chairs).
10. When using a presentation aid, such as a lap-top computer, the noise level must be kept at a conversational level that does 

not interrupt other participants. If this guideline is not followed, the participant will be interrupted and asked to follow the 
noise policy. Failure to do so may result in disqualification.

Presentation Schedule
• Ten (10) minutes for the judges to review prospectus 
• Fifteen (15) minutes for participant presentation (describe proposal and request funding) and questions by the judges
• Ten (10) minutes for scoring by the judges
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The Entrepreneurship Event was created by Collegiate DECA in response to the high priority now being given to entrepreneur-
ship training for students in schools by various government agencies at all levels, and by business leaders from the private sector.

Eager entrepreneurs have developed a detailed presentation on a proposed new business or franchise, including a description 
and analysis of the business situation, planned marketing and promotion of the proposed business and planned financing. Play-
ing the role of a potential source of start-up capital for the business, you are to read the written document and then interact with 
the writer(s) as if you were actually going to approve (or disapprove) the request for financing.

Judging the Written Entry
Please familiarize yourself with all of the guidelines before reading any of the prospectus. Penalty points (see Written Event 
Checklist) have already been assessed. Your job is to evaluate the participant(s) written prospectus based on the Written Entry 
Evaluation Form. 
1. Place the participant(s)’ name(s) and identification number(s), using labels if provided, on the bubble score sheet as in-

structed (if not already done). If a bubble score sheet has not been provided, this information must be placed on the Written 
Entry Evaluation Form for this event.

2. You will have ten (10) minutes to read the prospectus before the participants enter the judging area/room. This is an ap-
propriate time to evaluate the prospectus using the Written Entry Evaluation Form. Refer to the Evaluation Criteria section 
for guidelines.

3. On the bubble sheet provided, please bubble in the appropriate score and write the score on the corresponding line to verify 
accuracy. Please make sure not to exceed the maximum score possible for each item. 

4. Please make sure to score all categories, add them for the total score, then initial the total score. The maximum score for 
the Written Entry is fifty (50) points.

5. Participants with franchise businesses must provide franchising documentation where appropriate.The Written Entry Eval-
uation Form follows the outline shown in the section entitled Format for the Prospectus and Evaluation of the Prospectus, 
which explains in greater detail what should be discussed in each section. As you read, ask yourself, “Will this work? Is it 
realistic? Does the participant(s) seem knowledgeable? Is the participant(s) communicating clearly?” Ultimately, you must 
decide, “Would I lend money to or invest in this person(s) and this proposal?”
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Judging the Presentation
1. Please familiarize yourself with all of the guidelines before interacting with participants. Your job is to evaluate the 

participant(s) presentation based on the Presentation Evaluation Form.
2. To ensure fairness, at no time should a participant be asked where he/she is from (school, state, country, etc.).
3. Please place the participant(s)’ name(s) and identification number(s), using labels if provided, on the bubble score sheet 

as instructed (if not already done). If a bubble score sheet has not been provided, this information must be placed on the 
Presentation Evaluation Form for this event.

4. Participants will be scheduled for presentations at thirty-five (35) minute intervals. 
5. You will have ten (10) minutes to read the prospectus before the participants enter the judging area/room.
6. The fifteen (15) minutes following the introduction will allow the participant(s) to outline the proposal and answer ques-

tions. Remember, you are role-playing a decision maker for a financial institution or a potential investor. You may refer to 
the Participant’s Prospectus or to your notes during the interaction with the participants.

7. To insure fairness, you must ask the participant(s) the same questions—one question from each of the major categories 
shown on the evaluation sheet would be appropriate. After asking the standard questions, you may ask other questions for 
clarification specific to the current participant(s).

8. Following the fifteen (15) minute interaction period, please thank the participant(s) and state that a decision on the financ-
ing will be made soon and that the participant(s) will be notified of the decision. Please give no indication of their perfor-
mance/score.

9. During the last five (5) minutes, after the participants are excused from the judging area, you may score the participant(s). 
Refer to the Evaluation Criteria section for guidelines. On the bubble sheet provided, please bubble in the appropriate score 
and write the score on the corresponding line to verify accuracy. Please make sure not to exceed the maximum score pos-
sible for each item.

Please make sure to record a score for all categories, add them for the total score, then initial the total score. The maximum score 
for the interview is fifty (50) points.

Note: If a bubble score sheet is not provided, indicate your scores on the Entrepreneurship Presentation Evaluation Form.

You may be asked to complete the Recap section and total your combined score for both the written entry and the interview. The 
section manager will double-check all addition.

The Presentation Evaluation Form follows the outline shown in the section entitled Guidelines for the Presentation which ex-
plains in greater detail what should be discussed in each part. 

During the presentation, ask yourself, “Will this work? Is it realistic? Does the participant(s) sound knowledgeable? Is the 
participant(s) communicating clearly?” Ultimately, you must decide, “Would I lend money to or invest in this person(s) and this 
proposal?”

Presentation Schedule | In	thirty-five	(35)	minute	intervals
• Ten (10) minutes for judges to read the prospectus
• Fifteen (15) minutes for presentation by the participant(s) and questions by the judges
• Ten (10) minutes for scoring by the judges
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Evaluation Criteria
A score under the heading of Exceeds Expectations in any category means that, in your opinion, the information is presented 
in an effective, creative way; in effect, nothing more could be expected of the participant(s).

A score under the heading of Meets Expectations in any category means that, in your opinion, the information is presented 
well. There may be a few minor problems or omissions, but they are not significant. A proposal which earns this level in every 
category for the presentation would probably get all or a major portion of the requested financing.

A score under the heading of Below Expectations or Little/No Demonstration in any category means that some major flaw 
has been noted which damages the effectiveness of the presentation. This may be a major omission, a serious misstatement or 
any other major flaw.

Judging Summary
Maximum score is 100 points (50 points for written entry; 50 points for interview). A total score of 70 or better will earn the 
participants a Certificate of Excellence.

We hope you are impressed by the quality of the work of these potential entrepreneurs. If you have any suggestions for improv-
ing this event, please mention them to your event manager.

We thank you for your help.

Entrepreneurship | Evaluation	Criteria 2010-11
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Please refer to Guidelines for the Format of the Prospectus for a more detailed explanation of these items.

   Penalty Points Page No./
  Checked Assessed Note

1. The Written Statement of Assurances must 
be signed and submitted with the entry.  ______ 15 ______

2. Entries submitted in an official Collegiate DECA
 (or DECA/Delta Epsilon Chi) written event folio. Two copies submitted. ______ 5 ______

3. Title page information has been provided as requested.  ______ 5 ______

4. Limited to the number of pages specified in the guidelines. One page 
 will be counted for each 8.5 x 11 inch panel or fraction thereof 
 (foldouts, brochures, etc.).  ______ 5 per page ______

5. All pages are numbered in sequence (except for the title
 page, which is not numbered).  ______ 5 ______

6.  Major content must be at least double-spaced (not space-and-a-half). 
 Title page, bibliographical references, appendix content, footnotes, 
 long quotes, material in tables, figures, exhibits, lists, headings, 
 sample letters, forms, charts, graphs, etc. may be single-spaced. ______ 5 ______

7. Entry must be typed/word processed. Handwritten corrections will be 
 penalized. Charts, graphs, exhibits may be handwritten.   ______ 5 ______

8. The body of the written entry follows the sequence outlined in the 
 guidelines. Additional subsections are permitted.  ______ 5 ______

9. Franchise documentation not provided (if the business is a franchise). ______ 10 ______

10. Franchise only Appendix includes material other than 
 franchise documentation.  ______ 10 ______

 
 
 TOTAL Penalty Points Assesed  ______

A check indicates that the item has been examined.
A circled number indicates that an infraction has been noted.

A page number indicates the location of the infraction.

Participant’s	Name:	___________________	 Participant’s	Name:____________________
I.D.	Number:	_________________________	 I.D.	Number:__________________________

Participant’s	Name:	___________________	 Participant’s	Name:____________________
I.D.	Number:	_________________________	 I.D.	Number:__________________________
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Research and report writing are important elements of modern business activities. Great care must be taken to assure that the 

highest ethical standards are maintained by those engaging in research and report writing. To reinforce the importance of these 

standards, all written entries in Collegiate DECA’s Competitive Events Program must submit this statement as part of the entry. 

The statement must be signed by all members of the competitive team, where applicable, and should be placed at the front of the 

written entry binder that is submitted for penalty points.

I understand the following requirements as set forth by DECA Inc. for all Competitive Event entries containing a written com-

ponent. These requirements are additional to any general competitive event rules and regulations published by DECA Inc. By 

signing this statement, I certify that all are true and accurate as they relate to this entry.

1. The contents of this entry are the results of the work of the team members listed below.

2. No part of this entry has been previously entered in international competition.

3. This entry has not been submitted this year for international competition in any other Collegiate DECA competitive event, 

nor by any other participant/team in this event.

4. Credit for all secondary research has been given to the original author and is stated as such in the written project.

5. All activities or original research procedures described in this entry are accurate depictions of the efforts of the team mem-

bers listed below.

6. I understand that Collegiate DECA has the right to publish this entry. Should Collegiate DECA elect to publish this en-

try, I will receive an honorarium from Collegiate DECA. Individuals/Teams with extenuating circumstances may appeal 

the right to publish the entry to the executive committee of the board of directors prior to submission of the project for  

competition.

7. I understand that the ideas and information presented in the written project and judge interaction will become public in-

formation. Therefore, DECA Inc., its staff, volunteers and organizational partners cannot reasonably be expected to ensure 

the security of my/our ideas and information.

This statement of assurances must be signed by all members of the team and submitted during the Entrepreneurship event briefing, 

or entry will be given 15 penalty points.

 

 ________________________ ________________________ ________________________

 Name of Chapter Chapter Advisor Chapter Advisor Email

 ________________________ _______________________ _________________________

 Participant’s Name Participant’s Name Participant’s Name

 ________________________ _______________________ _________________________

 Signature Signature Signature

Hole punch and place in front of the written entry. Do not count as a page.

Entrepreneurship | Written	Statement	of	Assurances 2010-11
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 Little/No Below Meets Exceeds Judged

 Demonstration Expectations Expectations Expectations Points

Section 1—Executive Summary

 1. Introduction 0 1 2 3 ______

 

Section 2—Description and Analysis of Business Situation

 2. Self-analysis 0 1 2 3 ______

 3. Market analysis 0 1-2 3-4 5-6 ______

 4. Analysis of location 0 1 2 3 ______

 5. Proposed organization 0 1 2 3 ______

Section 3—Proposed Marketing/Promotion Plan

 6. Proposed product/service 0 1 2 3 ______

 7. Pricing policies 0 1 2 3 ______

 8. Promotional activities 0 1 2 3 ______

  9. Place 0 1 2 3 ______

Section 4—Proposed Financing Plan

 10. Projected income statement (12 months) 0 1 2 3 ______

 11. Projected Cash Flow (12 months) 0 1 2 3 ______

 12. Personal/internal capital 0 1 2 3 ______

 13. Funding Plan (sources and uses of capital) 0 1 2 3 ______

  14. Opening day financial statement 0 1 2 3 ______

       (including start-up costs)

 15.Overall impression of written prospectus 0 1-2 3-4 5 ______

    

 Total Judged Points (50 maximum): ______

JUDGE SECTION:  A    B   C   D   E   F   G   (circle one)

Participant’s	Name:	___________________	 Participant’s	Name:____________________
I.D.	Number:	_________________________	 I.D.	Number:__________________________

Participant’s	Name:	___________________	 Participant’s	Name:____________________
I.D.	Number:	_________________________	 I.D.	Number:__________________________

Entrepreneurship | Written	Entry	Evaluation	Form 2010-11
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 Little/No Below Meets Exceeds Judged
 Demonstration Expectations Expectations Expectations  Points

1. Mission Statement/Concept 0-1-2 3-4-5 6-7-8 9-10 ______

2. Analysis of the business situation 0-1-2 3-4-5 6-7-8 9-10 ______

3. Description of business, product, service 0-1-2 3-4-5 6-7-8 9-10 ______

4. Financing—income/cash flow/balance sheet 0-1-2 3-4-5 6-7-8 9-10 ______

5. Market and Marketing Overview 0-1 2-3 4 5 ______

6. Overall performance: Appropriate 
appearance, poise, confidence, presentation  
technique, etc. 0-1 2-3 4 5 ______

 Total Judged Points (50 maximum): ______

 RECAP: Written Entry (50) ______
   
 Presentation (50) ______
   
 Subtotal (100) ______
 
 Less Penalty Points ______

  TOTAL POINTS (100 maximum) ______

A total score of 70 or better will earn the participants a Certificate of Excellence.
JUDGE SECTION:  A   B   C   D   E    F   G   (circle one)

TIE BREAKER
For tie-breaking purposes, the following evaluation form ranking process will be used. Begining with the Presentation Evaluation Form, 
the participant(s) with the highest score for item #1 wins the tie-break. If this does not break the tie, the process will continue for the 
remaining presentation items in the following order: 2, 3, 4, 5, 6. If this does not break the tie, the process will continue using the Written 
Entry Evaluation Form, begining with item #3. If this does not break the tie, the process will continue for the remaining written entry 
items in the following order: 15, 8, 1, 2, 4, 5, 6, 7, 9, 10, 11, 12, 13, 14.

Entrepreneurship | Presentation	Evaluation	Form 2010-11

Participant’s	Name:	___________________	 Participant’s	Name:____________________
I.D.	Number:	_________________________	 I.D.	Number:__________________________

Participant’s	Name:	___________________	 Participant’s	Name:____________________
I.D.	Number:	_________________________	 I.D.	Number:__________________________
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Collegiate DECA Guide 
Financial	Statement	Analysis

Objective
The Financial Statement Analysis event involves a team of 2-3 participants analyzing financial statements of two (2) companies 
from the same industry, preparing a written analysis, and then presenting their findings and recommendations. For 2010-2011, 
participants will analyze financial statements for Home Depot, Inc. and Lowe’s.

This event was created in response to the career opportunities available for college graduates in the accounting and financial 
services fields. Upon completion of the written prospectus and presentation, participants will be very familiar with the two cor-
porations that were analyzed. This event will help participants develop the ability to understand, analyze, and make decisions 
based on financial information—these skills are essential to every professional business career. Students will also learn how to 
work effectively as a team.

Additional Resources
In addition to these guidelines, additional information is provided on the Web site (www.collegiatedeca.org) including: formulas 
and guidelines for calculations, information about the two (2) companies being analyzed, any special considerations related to 
the specific companies or current economic conditions, tips for competing, and ideas for using this event as a classroom project.

Description
In the Financial Statement Analysis event, teams are given the task of reviewing the annual reports of two companies whose 
primary operations are within the same industry. The teams will be acting as financial consultants.

The team will be analyzing each company’s annual report (10-K filing), which serves as a “résumé” of a corporation. Much of 
the information provided in corporate annual reports and in the 10-K is dictated by Generally Accepted Accounting Principles 
(GAAP) and by the Securities and Exchange Commission (SEC). Specifically, GAAP requires annual reports to disclose four 
financial statements: a Balance Sheet, a Statement of Cash Flows, an Income Statement and a Statement of Retained Earnings.

The average person may not even know where to locate a company’s financial statements. Even a seasoned business professional 
may not be able to analyze “raw” financial data and make competent decisions based on that data. This is why even high-level 
executives rely on specialists in the areas of finance and accounting. Determining the best way to tell a financial story is a critical 
skill in business.

Therefore, the main responsibility in making this presentation is to draw conclusions from the data that has been gathered, 
determine the relevant position of each of the corporations in all of the analyses performed, and do so in a way that is under-
standable to others. 

The presentation will be given to a business and/or financial professional (judge) who is NOT a representative of either company 
being analyzed. 

http://www.deca.org/competitions/3/
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In addition to the presentation, the team must prepare a prospectus of not more than fifteen (15) pages, including title page, 
that describes the team’s analysis and recommendations, and which will be used to direct and reinforce the presentation to the 
judges(s). 

A prospectus is a short description of the analysis and must include the following sections:
1. Executive Summary
2. Horizontal Analysis
3. Vertical Analysis
4. Ratio Analysis
5. Conclusions/Recommendations
6. Public Perception and Recent Results

Learning Outcomes
In addition to developing and demonstrating specific knowledge through the development and presentation of a financial analy-
sis to business and/or financial professionals (judges), the participants will develop or reinforce the following areas in relation to 
financial analysis, accounting principles, and the analysis of corporate financial statements:
• Demonstrating knowledge of corporate financial statements
• Interpreting financial statements, organizing thoughts and making recommendations
• Applying Generally Accepted Accounting Principles (GAAP) to corporate finances
• Evaluating the performance of your own corporation, or your competitors
• Examining financial statements to decide whether to extend credit to a particular corporation
• Choosing between alternatives for an organization’s investment portfolio
• Analyzing business opportunities from a financial standpoint
• Selecting your personal investments
• Preparing effective written communications
• Organizing and communicating ideas and recommendations effectively
• Accomplishing objectives as a team

For international competition, the content to be evaluated is found in the standard Evaluation Form located in these Guide-
lines. Preliminary round competition will consist of an evaluation of the prospectus (minus deductions for the Written Entry 
Checklist) and one presentation for a possible one hundred (100) points. Teams will be ranked by section and a predetermined 
number of teams will be named finalists. Finalists will again be evaluated based on their prospectus (minus deductions) and 
presentation to determine final rankings. The following guidelines will be applied to the presentation at the International Career 
Development Conference.

Read carefully the Guidelines for the Format of the Prospectus, Guidelines for the Presentation, Written Entry Checklist, Written 
Statement of Assurances and Evaluation Form.
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Guidelines for the Use of Financial Information
All of the information used to conduct an analysis and develop the presentation for this event is public information available 
in the corporations’ 10-K filing or in their annual report on their Web site. However, it is not uncommon for adjustments to 
be made in a company’s annual report after it’s initial public filing, resulting in amended reports. Therefore, to ensure that all 
participants are working with the same financial information, the public financial statements to be used for this event must be 
those that have been made available in the Competitive Events section of the Web site. The Web site also includes the Fiscal Year 
End (FYE) date and 10-K filing date for the statements to be used in the event.

Judge(s) will receive copies of these exact reports, and will be given time to review them prior to student presentations. No 
additional financial reports will be provided to the judge(s), either by the conference/event managers or by the participants 
themselves.

Participants may NOT make reference to any additional financial statements, either from the companies themselves or from 
third-party information providers. Therefore, participants are prohibited from requesting additional information from the com-
panies themselves, or from any third-party provider of information such as a financial consulting company. Failure to follow 
either the letter or the intent of these restrictions may result in disqualification. Participants may only make use of or reference 
public information available through financial or general newspapers, Internet resources, journals, etc. This type of information 
that does not deal directly with financial statements would be used primarily in Sections 1 and 6.

Guidelines for the Format of the Written Prospectus
The teams must prepare a written report of their analysis and recommendations. Read carefully and follow instructions for: Title 
Page, Format for the Prospectus and Evaluation of the Prospectus, Checklist Standards, and Written Entry Checklist. Refer also 
to the Evaluation Form. Nowhere in the written entry should the judge be able to determine where the team is from (school, city, 
state/province/territory or country).

Title Page
The first page of the prospectus in the title page, which lists the following:
• FINANCIAL STATEMENT ANALYSIS
• Name of Your Consulting Firm
• Analysts’ (Participants’) Names
• Chapter Advisor’s Name
• Date

A page number will not appear on the title page; however, the title page does count as one of the maximum fifteen (15) pages 
allowed. The page following the title page will be numbered “2”—all pages thereafter are to be numbered in sequential order.

The written prospectus will not include copies of the financial statements. These will already be provided to the judges. Partici-
pants may, however, bring copies of the financial statements to the presentation for reference.
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Format for Prospectus and Evaluation of the Prospectus
The body of the prospectus must consist of the following six (6) sections. Use the prospectus for support and documentation of 
the presentation. Refer to the Written Entry and Presentation Evaluation Form.

Additional Resources/Appendix for Calculations
In addition to these guidelines, additional information is provided on Collegiate DECA’s Web site including: formulas and 
guidelines for calculations, information about the two (2) companies being analyzed, tips for competing, and ideas for using 
this event as a classroom project. While the written prospectus only needs to show answers, the calculations used to arrive at the 
answers must be shown in an appendix. (Details provided on the Web site.)

Section 1: Executive Summary
In this section provide a brief overview of each of the two corporations. Participants are not limited but, at a minimum, should 
provide the following information for both companies:
• Official name of the corporation
• Location of the corporate headquarters
• The state in which the company is incorporated
• Company Internet address
• Stock symbol of the corporation and the exchange on which it is traded
• Fiscal year-end of the corporation
• Date of the 10-K filing according to the financial statements provided
• The company’s independent accountant/auditor
• The primary products(s) and/or services (s) of the corporation

Section 2: Horizontal Analysis
Horizontal Analysis is used as a tool to evaluate data and trends over time. Most financial statements will have at least three 
years of data on their Income Statement and two years worth of data on their Balance Sheet. Horizontal Analysis is used to do 
intra-company analysis and expresses information as a percentage change. 

The calculations used to determine the answers for the horizontal analysis must be included in the appendix.

For EACH of the two corporations complete a horizontal analysis for the last two years in order to determine the trend in the 
data over time. The analysis must include the following:  
• Revenue
• Gross Profit
• Net Income
• Income from Continuing Operations
• Net Cash from Operating Activities
• Assets

Which Company is experiencing the most growth? 
Where is the growth coming from? 
Graph your results in order to demonstrate the trend.
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Section 3: Vertical Analysis (Common-Size Analysis)
Vertical/Common-size analysis expresses items in a financial statement as a percentage of a single or base amount. This allows 
analysis of two or more corporations of varying sizes.  

The calculations used to determine the answers for the vertical analysis must be included in the appendix.  

I. For an Income Statement, items are usually expressed as a percentage of revenue.  Perform vertical analysis in relation to 
revenue for the following items in the Income Statement for the current year for each of the two corporations.
     Current Year
Revenue    100%        
COGS     
Operating Expense
Interest Expense
Income Tax Expense
Net Income

Based on the analysis, how have each of the companies performed relative to the following:
• Product or Service Cost Control
• Operating Cost Control
• Debt Servicing
• Tax burden
• Profitability

II. For a Balance Sheet, vertical analysis is performed by expressing amounts as a percentage of total assets. These percent-
ages are then compared to percentages calculated for another corporation (inter-company analysis). Perform common-size 
analysis of the following for each of the two corporations.
     Current Year
Current Assets
Property, Plant & Equipment
All Other Assets
TOTAL ASSETS   100%      
Current Liabilities
Total Liabilities
Stockholder’s Equity

Based on this analysis, what conclusions can be drawn about the two companies?

Financial Statement Analysis | Participant	Instructions 2010-11
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Section 4: Ratio Analysis
Compute the ratios for the following categories:
• Liquidity
• Solvency or Financial Strength 
• Activity or Efficiency 
• Profitability
• Market or Valuation

A description of each category, the exact ratios to be calculated for each category, and the industry averages to be used in your 
ratio analysis, are available in the competitive events section of the Web site (www.collegiatedeca.org).

Teams must calculate the ratio for the most current year. Present, in chart or graph format, each ratio for each of the corpora-
tions. For example:

Category:  Short-Term Liquidity
Ratio Company 1 Company 2
Current Ratio 1.1 1.4
         

The calculations used to determine the answers for the ratio analysis must be included in the appendix.

For each ratio, comment on:
What is the relative position of each of the corporations?
What is being measured?
What does it mean?

At the end of each category/section, comment on:
As a category, what is being measured?
Who are the users of this information?
Which company is in the best overall position?

Financial Statement Analysis | Participant	Instructions 2010-11
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Section 5: Conclusions/Recommendations
Draw conclusions from the data that was gathered in Sections 2 - 4, and determine the relevant position of each of the corpo-
rations in all of the analyses. The conclusions/recommendations must address the following as a comparison between the two 
companies. The thoughtfulness of the analysis will be the most important factor in the evaluation of this section. 

1. What are the overall strengths and weaknesses of each corporation? 
2. What recommendation would you make to current and potential private or organizational investors in the two corpora-

tions? 
3. What recommendation would you make to lenders regarding the credit-worthiness of the corporations? 
4. Position, salary and benefits being equal, which company would you prefer to work for?

Section 6: Public Perception and Recent Results
Regardless of the “on paper” financial strength of a company, decisions are often made based on the public perception of a com-
pany. A rumor within the financial industry may make it difficult for a company to obtain a loan. Negative publicity may force 
other companies and private citizens to “stop doing business” with a company. Even a company who performed well, but missed 
analyst projections, may see a drop in public confidence and a reduction in stock value. Based on current research, answer the 
following questions: 
• What is the general sentiment toward each company? 
• How does the financial industry currently perceive each company?   

Based on the findings:
• How has public perception positively or negatively affected the companies? 
• What, if anything, has the company done to counter any negative sentiment that may exist? 
• How, if at all, has the company capitalized on any positive perceptions that may exist? 

Finally, obtain the most recent financial reports filed with the SEC by each of the two companies and evaluate recent perfor-
mance.  Answer the following questions:
• Since the 10-K filing analyzed in Sections 2-4, how have each of the two companies generally performed?  
• Were there any noteworthy disclosures in the most recent filings?

Based on Findings
• How has each of the companies’ stock performed over the last 24 months? 
• Would you say the company has positive or negative momentum moving in to the close of its next fiscal year?
• Would you change any of your conclusions or recommendations from the previous section based on current financial  

information?

Note:
Participants are prohibited from requesting or obtaining additional information from the companies themselves, or from any 
third-party provider of information such as a financial consulting company, other than what is available to the public (such as 
the company’s public Web site).  In addition, participants may not conduct or use of any research conducted for the purpose of 
this project (such as soliciting opinions from others through ANY means). Participants may only make use of or reference public 
information available through financial or general newspapers, Internet resources, journals, etc. Failure to follow either the letter 
or the intent of these restrictions may result in disqualification. 

Financial Statement Analysis | Participant	Instructions 2010-11
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Checklist Standards
In addition to the items outlined above, participants must observe the following rules. The purpose of these rules is to make 
the competition as fair as possible among all participants. Points will be deducted for each violation. Refer to the Written 
Entry Checklist. 
1. Two “official” prospectuses must be submitted. Both of these must be submitted in official Collegiate DECA (or DECA/

Delta Epsilon Chi) folios. Folios are available from DECA Images (catalog # FOLIO). No markings, tape or other materi-
als should be attached to the folios.

2. Both prospectuses must be brought to the participant briefing session to be turned in for evaluation according to the 
Written Entry Checklist. These will be kept by the event director and will be given to the judge(s) prior to the presenta-
tion.
• The participants may retain other copies (or photocopies) for their personal reference during the presentation. These 

do not have to be in official folios, will not be evaluated, and may not be shown to judges. 
3. The prospectus must be limited to fifteen (15) pages, including the title page, which is not numbered. The pages must be 

numbered in sequence; however, a page number will not appear on the title page. The title page does count as one of the 
maximum fifteen (15) pages allowed. The page following the title page will be numbered “2”.

 One page will be counted for each 8.5 x 11-inch panel or fraction thereof (foldouts, brochures, etc.). Extra pages added as 
dividers or additional title pages (even if blank) are included in the maximum fifteen (15) pages.

4. Body copy of the prospectus must be at least double-spaced (not space-and-a-half). Title page, bibliographical references, 
appendix content, footnotes, long quotes, material in tables, figures, exhibits, lists, headings, sample letters, forms, charts, 
graphs, etc. may be single-spaced. Material may appear on one side of the page only.

5. Entry must be typed/word processed. Handwritten corrections will be penalized. Charts, graphs, exhibits may be hand-
written. 

6. Colored paper, ink, pictures, etc. are allowed. Divider tabs, page borders, artwork, attachments, foldouts, paste-ups, pho-
tographs, etc. may also be used, but are still subject to the number of pages and page size restrictions.

7. Guidelines for the appendix (used to show financial calculations) were followed. The appendix does not count as one of 
the fifteen (15) pages.

Reminder: The event guidelines, financial statements and additional information provided to participants will also be given to 
judges to review prior to competition and for reference during the competition process.

Financial Statement Analysis | Participant	Instructions 2010-11
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Guidelines for the Presentation | Refer	to	the	Written	Entry	and	Presentation	Evaluation	Form.
How the information is presented is up to the team within the following guidelines. 
1. All material must be prepared by the participants.
2. The participants may bring copies of the prospectus to the presentation for their personal reference. These do not have to 

be in official folios, will not be evaluated, and may not be shown to judges. 
3. Self-contained, state-of-the-art technology (personal or laptop computers/hand/held digital organizers) may be used. 

However, participants must use battery power even if electrical outlets are available in the room. 
4. Visual aids (poster paper, flip charts, etc.) may be used.
5. All materials, equipment, supplies, etc. must be provided by the participants. DECA assumes no responsibility for 

damage/loss of materials, equipment, supplies, etc.
6. Only materials (includes computer equipment, visual aids, etc.) that can be easily carried to and from the competition 

areas by the actual participants will be permitted. Only the participants may handle and set up their materials. No outside 
assistance will be allowed.

7. Participants will have up to twenty (20) minutes to present their proposal and answer questions from the judges.
8. Space provided for this event may be limited to a 6’ x 8’ pipe-and-drape booth in an arena atmosphere (includes judge’s 

table and chairs).
9. When using a presentation aid, such as a laptop computer, the noise level must be kept at a conversational level that does 

not interrupt other participants. If this guideline is not followed, the participant will be interrupted and asked to follow 
the noise policy. Failure to do so may result in disqualification.

Presentation Schedule
• Fifteen (15) minutes for judges to review prospectus
• Twenty (20) minutes for participant set-up, presentation and questions from the judges
• Ten (10) minutes for scoring by the judges
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The Financial Statement Analysis event was created by Collegiate DECA in response to the career opportunities available for 
college graduates in the accounting and financial fields.

A team of 2-3 participants with career interests in accounting and finance have analyzed the financial statements of two (2) com-
panies from the same industry. Every team uses the same two companies. Each team is to prepare a written prospectus prior to 
the conference, then present their findings and analysis to you, as the judge, using both the written prospectus and presentation.

Acting as financial consultants, the team will be analyzing each company’s annual report (10-K filing), which serves as a “re-
sume” of a corporation. Much of the information provided in corporate annual reports and in the 10-K is dictated by Generally 
Accepted Accounting Principles (GAAP) and by the Securities and Exchange Commission (SEC). Specifically, GAAP requires 
annual reports to disclose four financial statements: a Balance Sheet, a Statement of Cash Flows, an Income Statement and a 
Statement of Retained Earnings.

Judges are given copies of the identical financial statements used by the students, as well as the answers to the required calcula-
tions. As the judge(s), you are NOT acting as representatives of either company being analyzed.

The average person may not even know where to locate a company’s financial statements. Even a seasoned business profession-
al may not be able to analyze “raw” financial data and make competent decisions based on that data. This is why even high-
level executives rely on specialists in the areas of finance and accounting. Determining the best way to tell the financial story is 
a critical skill in business. Therefore, each team’s main responsibility in making their presentation is to draw conclusions from 
the data that they have gathered, determine the relevant position of each of the corporations in all of the analyses that they 
perform, and do so in a way that is understandable to you as the judge(s). 

Financial Statement Analysis | Judge	Instructions 2010-11
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Judging the Written Entry and Presentation
Please familiarize yourself with all of the guidelines, financial statements and calculations before reading any of the prospectuses 
and interacting with participants. Penalty points (see Written Entry Checklist) have already been assessed. Your job is to evalu-
ate each team’s written prospectus and presentation based on the Written Entry and Presentation Evaluation Form.
1. To ensure fairness, at no time should a participant be asked where he/she is from (school, state, country, etc.). 
2. Place the participants’ names and identification numbers, using labels if provided, on the bubble score sheet as instructed 

(if not already done). If a bubble score sheet has not been provided, this information must be placed on the evaluation form 
for this event.

3. Participants will be scheduled for presentations at forty-five (45) minute intervals. Before each team enters the judging 
room/area, you will have fifteen (15) minutes to review their prospectus.

4. The participants will begin by setting up visuals, equipment, supplies, etc. 
5. Participants will have up to twenty (20) minutes to set up in the presentation room/area, make their presentation and an-

swer questions from the judges. Remember, you are not acting as representatives of either company being analyzed. You 
may refer to the team’s prospectus or to your notes during the interaction with the participants.

6. You may ask questions of the participants to determine their ability to think spontaneously. To insure fairness, you must 
ask all participants the same standard questions (one from each Section would be appropriate). After asking the standard 
questions, you may ask other questions for clarification specific to the current team.

7. Following the team’s interaction with you, please thank the participants for their presentation but give no indication of their 
performance/score.

8. During the last ten (10) minutes, after the participants are excused from the judging area, you may score the participant(s). 
Refer to the Evaluation Criteria section for guidelines. On the bubble sheet provided, please bubble in the appropriate score 
and write the score on the corresponding line to verify accuracy. Please make sure not to exceed the maximum score pos-
sible for each item.

Please make sure to score all categories, add them for the total score, and then initial the total score. The maximum score for the 
evaluation is one hundred (100) points.

NOTE: If a bubble score sheet is not provided, indicate your scores on the Financial Statement Analysis Evaluation Form. 

The Evaluation Form follows the outline shown in the section titled Format for Prospectus and Evaluation of the Prospectus, 
and the section titled Guidelines for the Presentation, which explain in greater detail what should be discussed in each section. 
As you read the prospectus and listen to the presentation, ask yourself, “How well does this team know their material and un-
derstand the analysis and use of financial statements? Did the participants communicate clearly?”

Presentation Schedule | In	forty-five	(45)	minute	intervals
• Fifteen (15) minutes for judges to review prospectus
• Twenty (20) minutes for participant set-up, presentation and questions from the judges
• Ten (10) minutes for scoring by the judges
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Evaluation Criteria
A score under the heading Exceeds Expectations in any category means that, in your opinion, the information is presented in 
an effective, creative way; in effect, nothing more could be expected of the participants.

A score under the heading Meets Expectations in any category means that, in your opinion, the information is presented well. 
There may be a few minor problems or omissions, but they are not significant. Presentations/Recommendations which earn this 
level in every category would probably receive strong consideration for adoption.

A score under the heading Below Expectations or Little/No Demonstration in any category means that some major flaw has 
been noted which damages the effectiveness of the presentation. This may be a major omission, a serious misstatement or any 
other major flaw.

Judging Summary
Maximum score is 100 points. A score of 70 or better would earn the participants a Certificate of Excellence.

We hope you are impressed by the quality of work of these students with a career interest in the fields of accounting and finance.  
If you have any suggestions for improving this event, please mention them to your event manager.

We thank you for your help.
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Please refer to Guidelines for the Format of the Prospectus for a more detailed explanation of these items.

   Penalty Points Page No./
  Checked Assessed Note

1. The Written Statement of Assurances must 
be signed and submitted with the entry.  ______ 15 ______

2. Entries submitted in an official Collegiate DECA
  (or DECA/Delta Epsilon Chi) written event folio. Two copies submitted. ______ 5 ______

3. Title page information has been provided as requested.  ______ 5 ______

4. Limited to the number of pages specified in the guidelines. One page 
 will be counted for each 8.5 x 11 inch panel or fraction thereof 
 (foldouts, brochures, etc.).  ______ 5 per page ______

5. All pages are numbered in sequence (except for the title
 page, which is not numbered).  ______ 5 ______

6.  Major content must be at least double-spaced (not space-and-a-half). 
 Title page, bibliographical references, appendix content, footnotes, 
 long quotes, material in tables, figures, exhibits, lists, headings, 
 sample letters, forms, charts, graphs, etc. may be single-spaced. ______ 5 ______

7. Entry must be typed/word processed. Handwritten corrections will be 
 penalized. Charts, graphs, exhibits may be handwritten.   ______ 5 ______

8. The body of the written entry follows the sequence outlined in the 
 guidelines. Additional subsections are permitted.  ______ 5 ______

9. Appendix has been included to show calculations.  ______ 5 ______
 
 
 TOTAL Penalty Points Assesed  ______

A check indicates that the item has been examined.
A circled number indicates that an infraction has been noted.

A page number indicates the location of the infraction.

Participant’s	Name:	___________________	 Participant’s	Name:____________________
I.D.	Number:	_________________________	 I.D.	Number:__________________________

Participant’s	Name:	___________________	 Participant’s	Name:____________________
I.D.	Number:	_________________________	 I.D.	Number:__________________________
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Research and report writing are important elements of modern business activities. Great care must be taken to assure that the 

highest ethical standards are maintained by those engaging in research and report writing. To reinforce the importance of these 

standards, all written entries in Collegiate DECA’s Competitive Events Program must submit this statement as part of the entry. 

The statement must be signed by all members of the competitive team, where applicable, and should be placed at the front of the 

written entry binder that is submitted for penalty points.

I understand the following requirements as set forth by DECA Inc. for all Competitive Event entries containing a written com-

ponent. These requirements are additional to any general competitive event rules and regulations published by DECA Inc. By 

signing this statement, I certify that all are true and accurate as they relate to this entry.

1. The contents of this entry are the results of the work of the team members listed below.

2. No part of this entry has been previously entered in international competition.

3. This entry has not been submitted this year for international competition in any other Collegiate DECA competitive event, 

nor by any other participant/team in this event.

4. Credit for all secondary research has been given to the original author and is stated as such in the written project.

5. All activities or original research procedures described in this entry are accurate depictions of the efforts of the team mem-

bers listed below.

6. I understand that Collegiate DECA has the right to publish this entry. Should Collegiate DECA elect to publish this en-

try, I will receive an honorarium from Collegiate DECA. Individuals/Teams with extenuating circumstances may appeal 

the right to publish the entry to the executive committee of the board of directors prior to submission of the project for  

competition.

7. I understand that the ideas and information presented in the written project and judge interaction will become public in-

formation. Therefore, DECA Inc., its staff, volunteers and organizational partners cannot reasonably be expected to ensure 

the security of my/our ideas and information.

This statement of assurances must be signed by all members of the team and submitted with the entry during the Financial State-

ment Analysis event briefing, or entry will be given 15 penalty points.

 

 ________________________ ________________________ ________________________

 Name of Chapter Chapter Advisor Chapter Advisor Email

 ________________________ _______________________ _________________________

 Participant’s Name Participant’s Name Participant’s Name

 ________________________ _______________________ _________________________

 Signature Signature Signature

Hole punch and place in front of the written entry. Do not count as a page.
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 Little/No Below Meets Exceeds Judged
 Demonstration Expectations Expectations Expectations Points

Section 1: Executive Summary
1. Introduction of Companies (Possible Points 5) 0 1-2 3-4 5 _____ 

Section 2: Horizontal Analysis
2.  Consider: accuracy of financial computations,  

thoroughness of report, knowledge of material,  
quality of analysis, and ability to answer questions 
(Possible Points 15) 0-1-2-3-4 5-6-7-8 9-10-11-12 13-14-15 _____ 

Section 3: Vertical Analysis
3. Consider: accuracy of financial computations,  

thoroughness of report, knowledge of material,  
quality of analysis, and ability to answer questions 
(Possible Points 15) 0-1-2-3-4 5-6-7-8 9-10-11-12 13-14-15 _____ 

Section 4: Ratio Analysis
4. Consider: accuracy of financial computations,  

thoroughness of report, knowledge of material,  
quality of analysis, and ability to answer questions 
(Possible Points 15) 0-1-2-3-4 5-6-7-8 9-10-11-12 13-14-15 _____ 

Section 5: Conclusions/Recommendations
5. Consider: quality of conclusions and  

recommendations; ability to answer questions 
(Possible Points 15) 0-1-2-3-4 5-6-7-8 9-10-11-12 13-14-15 _____

Section 6: Public Perception and Recent Results
6. Consider: thoroughness of report, quality of analysis, 

and ability to answer questions (Possible Points 10) 0-1-2 3-4-5 6-7-8 9-10 _____ 

WRITTEN PROSPECTUS EVALUATION
7. Overall Impression of Written Prospectus 

(Possible Points 5) 0 1-2 3-4 5 _____ 

PRESENTATION EVALUATION
8. Professionalism (Possible Points 5) 0 1-2 3-4 5 _____ 
9. Quality of Presentation Materials (Possible Points 5) 0 1-2 3-4 5 _____ 
10. Demonstration of Teamwork (Possible Points 5) 0 1-2 3-4 5 _____ 
11. Overall performance: Appropriate appearance,  

poise, confidence, presentation technique, etc.  
(Possible Points 5) 0 1-2 3-4 5 _____ 

 Total Judged Points (100 maximum): _____ 

JUDGE SECTION:  A   B   C   D   E   F   G    (circle one)

TIE BREAKER
For tie-breaking purposes, the following evaluation form ranking process will be used. Begin with item #5. The team with the highest 
score for #6 wins the tie-break. If this does not break the tie, continue the process for the remaining evaluation items in the following 
order: 2, 3, 4, 5, 1, 11, 7, 10, 8, 9.

Participant’s	Name:	___________________	 Participant’s	Name:____________________
I.D.	Number:	_________________________	 I.D.	Number:__________________________

Participant’s	Name:	___________________	 Participant’s	Name:____________________
I.D.	Number:	_________________________	 I.D.	Number:__________________________
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Collegiate DECA Guide 
Sales	Representative

Objective
The Sales Representative event involves a participant’s demonstration of his/her ability to organize and deliver a sales presenta-
tion for a product and/or service of the participant’s choice, including interaction with one or more potential buyers (judges).

Description
The Sales Representative event involves the participant’s selection of a product(s) and/or service(s), and the organization and 
delivery of a sales presentation to a group of potential buyers of any item or items to be sold to a company for resale, or any 
industrial or trade product or service to be used in a company, firm or store in the operation of its business. The ability of the 
participant to interact with buyers and initiate a purchase is the major focus of this event.

The participant will assume the role of a sales representative for the organization. The role of the judge(s) will be that of a poten-
tial buyer(s) of the product(s) and/or service(s).

For international competition 
The content to be evaluated is found in the standard Evaluation Form located in these Guidelines, with a possible one hundred 
(100) points. Preliminary round competition will consist of an evaluation of the presentation to the judge(s). Participants will 
be ranked by section and a predetermined number of participants will be named finalists. Finalists will make a second sales 
presentation. The following guidelines will be applied to the presentations at the International Career Development Conference.

Learning Outcomes
In addition to developing and demonstrating specific knowledge relating to the selected product(s) and/or service(s), through 
the development and delivery of a sales presentation to business and industry professionals (judges) the participant will develop 
or reinforce the following areas in relation to selling in the industry selected:
• Collecting information, obtaining facts and ideas about the product(s) and/or service(s)
• Applying selling principles and techniques to the business environment
• Understanding the concept of feature/benefit selling
• Demonstrating knowledge/understanding of customer/client needs
• Organizing and delivering an effective sales presentation
• Closing a sales presentation effectively

http://www.deca.org/competitions/3/
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Guidelines for the Presentation | Refer	to	the	Evaluation	Form.
1. The objective for the participant is to act as a sales representative making a sales presentation to a potential buyer(s).
2. Prior to the conference, the participant will select a product(s) and/or service(s) to sell. The participant will have a choice 

of making a presentation of:
 a.  Any item or items to be sold to a company to be used for resale.
 b.  Any item that is to be an industrial or trade product or service to be used in a company, firm or store in the  

 operation of its business.
3. Participant must furnish his/her own materials, equipment, supplies, etc. 

 a. Merchandise or facsimile, or pictures of same.
 b. Materials that are commercially prepared.
 c. Order book, pen or pencil, note paper, etc.
 d. Audio and/or visual aids (may be commercially prepared).
 e. A personal or laptop computer/hand-held digital organizer may be used when appropriate.

DECA ASSUMES NO RESPONSIBILITY FOR DAMAGE/LOSS OF MATERIALS, EQUIPMENT, SUPPLIES, ETC. If 
equipment is used, it is highly recommended that the participant use a power strip or surge protector. There may or may not 
be electrical outlets in the presentation room. Participants will be informed of the availability of outlets during their event 
briefing session at the conference.

4. Participants will have up to twenty (20) minutes to set up in the presentation room/area, make the sales presentation and 
respond to any questions from the judges. Part of this time may be used by the participant to make an oral introduction to:
 a.  Inform the judge(s), as the potential buyer(s), of the active role they are to play.
 b.  Set the stage for a typical situation.
Other persons may assist in the set up, but only for the time needed for set up. After this time they must leave the room.

5. The judge(s) will serve as potential buyers, and the participant may involve the buyers in the presentation. The judges may 
also initiate interaction with the participant based on their roles.

6. Product samples and other such items of value that are presented to the judge(s) must be returned to the participant after 
the participant has been judged. This should be handled by an event manager, not directly between the judge(s) and the 
participant.

7. When using a presentation aid, such as a lap-top computer, the noise level must be kept at a conversational level that does 
not interrupt other participants. If this guideline is not followed, the participant will be interrupted and asked to follow the 
noise policy. Failure to do so may result in disqualification.

Note: The noise level maybe less of an issue when only one presentation is taking place in a room at a time (often the case with 
this event).

Presentation Schedule 
• Twenty (20) minutes for participant set up, sales presentation and questions by the judges
• Five (5) minutes for scoring by the judges
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The Sales Representative event was created by Collegiate DECA in response to the career opportunities available for college 
graduates in the area of sales.

Participants with a career interest in sales will select any item or items to be sold to a company to be used for resale, or any item 
that is to be an industrial or trade product or service to be used in a company, firm or store in the operation of its business. The 
participant will make decisions regarding the situation and delivery of the sales presentation.

The participant will assume the role of a sales representative for the product(s) and/or service(s). The role of the judge(s) will be 
that of potential buyers for the product(s) and/or service(s).

Judging the Presentation
Please familiarize yourself with all of the guidelines before interacting with the participants. Your job is to evaluate the partici-
pant’s sales presentation using the Evaluation Form.
1. To ensure fairness, at no time should a participant be asked where he/she is from (school, state, country, etc.).
2. Please place the participant’s name and identification number (using labels if provided) on the bubble score sheet as in-

structed (if not already done ). If a bubble score sheet has not been provided, this information must be placed on the evalu-
ation form for this event.

3. Participants will be scheduled for presentations at twenty-five (25) minute intervals. Remember, you are role-playing a 
potential buyer.

4. The participant will have up to twenty (20) minutes to set up visuals in the presentation room/area, make the sales presenta-
tion and respond to any questions you may have. Part of this time may be used by the participant to make an oral introduc-
tion to:
 a. Inform you, as the potential buyer(s), of the active role you are to play.
 b. Set the stage for a typical situation.

5. While you are serving as potential buyers, the participant may involve you in the presentation. You may also initiate interac-
tion with the participant based on your role.

6. Following the participant’s interaction with you, please thank the participant but give no indication of the participant’s 
performance/score.

7. During the last five (5) minutes, after the participant is excused from the judging area, you may score the participant. Refer 
to the Evaluation Criteria section for guidelines. On the bubble sheet provided, please bubble in the appropriate score and 
write the score on the corresponding line to verify accuracy. Please make sure not to exceed the maximum score for each 
item. 

Please make sure to score all categories, add them for the total score, then initial the total score. When scoring, the main ques-
tion to ask yourself is “Would I purchase these products and/or services based on the participant’s presentation?” The maximum 
score for the evaluation is one hundred (100) points.

Note: If a bubble score sheet is not provided, indicate your scores on the Sales Representative Evaluation Form.

Presentation Schedule | In	twenty-five	(25)	minute	intervals
• Twenty (20) minutes for participant set up, sales presentation and questions by the judges
• Five (5) minutes for scoring by the judges
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Evaluation Criteria
A score under the heading Exceeds Expectations in any category means that, in your opinion, the sales presentation was done 
in an effective, creative way; in effect, nothing more could be expected of the participant, and the presentation was delivered in 
a way that would initiate your purchase.

A score under the heading Meets Expectations in any category means that, in your opinion, the sales presentation was done 
well. There may be a few minor problems or omissions, but they are not significant. A sales presentation which earns this level 
in every category for the presentation would probably receive strong consideration for purchase.

A score under the heading Below Expectations or Little/No Demonstration in any category means that some major flaw has 
been noted which damages the effectiveness of the presentation. This may be a major omission, a serious misstatement or any 
other major flaw.

Judging Summary
Maximum score is 100 points. A score of 70 or better will earn the participant a Certificate of Excellence.

We hope you are impressed by the quality of work of these participants with a career interest in the area of selling. If you have 
any suggestions for improving this event, please mention them to your event manager.

We thank you for your help.
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 Little/No Below Meets Exceeds Judged
 Demonstration Expectations Expectations Expectations Points
1. Opening: Personal introduction; opening  

statement; create interest in product/service  
(Possible Points 10) 0-1-2 3-4-5 6-7-8 9-10 ______

2. Product presentation—Analyze and determine  
customer needs (Possible Points 15) 0-1-2-3-4 5-6-7-8 9-10-11-12 13-14-15 ______

3. Product presentation—Demonstrate interest in  
the customer (Possible Points 5) 0-1 2-3 4 5 ______

4. Product presentation—Demonstrate adequate  
knowledge of product/service features  
(Possible Points 10) 0-1-2 3-4-5 6-7-8 9-10 ______

5. Product presentation—Benefits matched  
customer needs (Possible Points 10) 0-1-2 3-4-5 6-7-8 9-10 ______

6. Presentation skills: Clarity; tempo vocabulary  
and grammar; pitch; volume; enthusiasm,  
enunciation and pronunciation  
(Possible Points 10) 0-1-2 3-4-5 6-7-8 9-10 ______

7. Organization of presentation: Neatness and  
organization of material; order of presentation  
(Possible Points 10) 0-1-2 3-4-5 6-7-8 9-10 ______

8. Handling objections: Welcome and listen to  
objections; handle and overcome objections  
with respect (Possible Points 10) 0-1-2 3-4-5 6-7-8 9-10 ______

9. Reaction under pressure: Consider time,  
answering questions (Possible Points 5) 0-1 2-3 4 5 ______

10. Closing: Summary and conclusion of  
presentation; reacting/responding to customer  
reactions; opening for call-back   
(Possible Points 10) 0-1-2 3-4-5 6-7-8 9-10 ______

11. Overall performance: Appropriate appearance,  
poise, confidence, presentation technique, etc.  
(Possible Points 5) 0-1 2-3   4 5            ______

 Total Judged Points (100 maximum): ________

A score of 70 or better will earn the participant a Certificate of Excellence.
JUDGE SECTION:   A   B   C   D   E   F   G   (circle one)

TIE BREAKER
For tie-breaking purposes, the following evaluation form ranking process will be used. First, the participant with the highest score for #2 
wins the tie-break. If this does not break the tie, the process will continue for the remaining items in the following order: 1, 5, 4, 10, 8, 6, 
7, 3, 9, 11.

Participant’s	Name:	___________________	
I.D.	Number:	_________________________	
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Objective
The Web Site Design event involves one (1) or two (2) participants designing a Web site for the sale of products and/or services 
through the Internet. The participant(s) will then walk the client or potential client through the “customer experience” of a Web 
site created specifically for that client/potential client.

Description
In the Web Site Design event, participant(s) will assume the role of either owner(s) or representative(s) of a firm who designs 
Web sites for organizations that do business through the Internet. The participant(s) are to design a tasteful and functional front-
end Web site that involves the sale of product(s) and/or service(s) through the Internet. The goal is to create a high quality user 
experience that attracts the first-time visitor and turns the visitor into a repeat customer.  

Prior to the conference, the participant(s) will create and design a working Web site. The participant(s) must be able to discuss 
the reasoning behind the marketing plan, product display, customer attraction, transaction processing, and customer service. 
The Web site will be presented using a laptop computer, focusing primarily on the “customer experience,” to a professional 
(judge).

The judge(s) will be in the role specified by the participant(s) as a client or potential client who conducts (or wishes to conduct) 
business through the Internet as either the sole source of commerce, or as a complimentary e-commerce component of a brick-
and-mortar operation. At the beginning of the presentation the participant(s) will inform the judge(s) as to their role. Partici-
pants who have designed a Web site for what in reality is actually their business that offers product(s) and/or service(s) through 
the Internet, may compete in this event. However, the participant(s) must assume the role of developer(s), with the judge(s) 
assuming the role of the decision-maker(s) for the organization.

The only written documentation allowed in this event will be the participant(s) introductory position 
paper to inform the judge(s) as to their role, and/or a contract.

For international competition
The content to be evaluated is found in the standard Evaluation Form found in these Guidelines. There will an evaluation of the 
Web site and presentation for a possible one hundred (100) points. Preliminary round competition will consist of an evaluation 
of the presentation to the judge(s). Participants will be ranked by section and a predetermined number of participants will be 
named finalists. Finalists will make a second presentation. The following guidelines will be applied to the presentations at the 
International Career Development Conference.

Collegiate DECA Guide 
Web	Site	Design

http://www.deca.org/competitions/3/
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Learning Outcomes
In addition to developing and demonstrating specific knowledge relating to the Web site design principles and through the 
development and delivery of a presentation to a current or potential client, the participant(s) will develop or reinforce the fol-
lowing areas in relation to conducting business through the Internet:
•  Demonstrate knowledge of budgetary requirements used for development
•  Collecting information, obtaining facts and ideas about product(s) and/or service(s)
•  Applying Web design principles (attracting the potential customer)
•  Using graphics and/or multimedia in a presentation
•  Applying marketing principles
•  Understanding the concept of feature/benefit selling
•  Demonstrating knowledge/understanding of client/customer needs
•  Implementing and deploying a functional Web site
•  Applying Internet concepts
•  Explaining the development and design process
•  Using innovative technology for Web site development
•  Developing a clean and logical navigation plan
•  Organizing and delivering an effective presentation
•  Demonstrating imagination and creativity
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Guidelines for the Presentation | Refer	to	the	evaluation	form. 
1. A one (1) page position paper may be prepared and given to the judge (s) at the start of the presentation to explain the na-

ture of the Web site and any assumptions regarding the judge’s role.
2. The participant(s) is (are) to act as either owner(s) or representative(s) of a firm that designs Web sites for organizations 

that do business through the Internet.
3. The participant(s) will walk the client or potential client (judge) through the “customer experience” of the site.
4. Web sites must be self-contained on the hard drive (or thumb drive, CD, etc.) of a laptop computer.  No access to the Inter-

net, either wired or wireless, will be allowed.
5. Each participant/team is allowed to use one and only one laptop computer in the presentation.  However, each participant/

team may have a back-up computer available in the room in case of emergency. Participants must furnish their own laptop. 
(DECA ASSUMES NO RESPONSIBILITY FOR DAMAGE/LOSS OF EQUIPMENT, ETC.) It is highly recommended that 
a power strip or surge protector be used by the participants. However, since there may or may not be electrical outlets in the 
presentation room, participants should be prepared with a self-contained power source. (Participants will be informed of 
the availability of outlets during their event briefing session at the conference.)

6. In addition to the laptop, the only other materials allowed will be blank paper, note cards and pens/pencils (may or may not 
be supplied) that can be used during the interaction with the judge(s).

7. Participants will be scheduled at 30-minute intervals.
8. Participants will have twenty (25) minutes to set-up in the presentation room/area, make the presentation and respond to 

any questions from the judges. This includes any introduction to inform the judge(s) as to the role they are to play.
9. When using a presentation aid, such as a lap-top computer, the noise level must be kept at a conversational level that does 

not interrupt other participants. If this guideline is not followed, the participant will be interrupted and asked to follow the 
noise policy. Failure to do so may result in disqualification.

Copyright Guidelines
1. For any registered logos, trademarks, names, text, etc. that were not the creation of the participants, permission must be ob-

tained (state/provincial and federal copyright laws apply). Participants should assume that any work obtained from another 
source is copyrighted, even if it is not explicitly stated, unless they are told otherwise.

2. Any violations of copyright, lack of source citation, or lack of permission to use material, may result in disqualification.
3. Documentation of permission to use registered logos, trademarks and copyrighted materials must be submitted during the 

event briefing session. This documentation then will be given to judges prior to your presentation.

Presentation Schedule
• Twenty-five (25) minutes for the set-up, presentation (includes introduction), and questions by the judge(s)
• Five (5) minutes for scoring by the judge(s)
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The Web Site Design event was created by Collegiate DECA in response to the career opportunities available for college gradu-
ates in the area of Web site design.

Each participant or team will develop a tasteful and functional front-end Web site that involves the sale of product(s) and/or 
service(s) through the Internet. The participant(s) will assume the role of either owner(s) or representative(s) of a firm that de-
signs Web sites for organizations that do business through the Internet. The goal is to create a high quality user experience that 
attracts the first-time visitor and turns the visitor into a repeat customer.

Prior to the conference the participant(s) will create and design a working Web site. The participant(s) must be able to discuss 
the reasoning behind the marketing plan, product display, customer attraction, transaction processing, and customer service. 
The Web site will be presented using a laptop computer to you as a client or potential client who conducts (or wishes to conduct) 
business through the Internet as either the sole source of commerce, or as a complimentary e-commerce component of a brick-
and-mortar operation.

At the beginning of the presentation the participant(s) will inform you as to your exact role.  The participant(s) will then walk 
you through the “customer experience” of the site.

The only written documentation allowed in this event will be the participant(s) introductory position 
paper to inform you as to your role, and/or a contract.

Judging the Presentation
Please familiarize yourself with all of the guidelines before interacting with the participants.  Your job is to evaluate the partici-
pants’ Web site/presentation using the evaluation form.
1. To ensure fairness, at no time should a competitor be asked where he/she is from (school, state, country, etc.)
2. Please place the participants’ name(s) and identification number(s), using labels if provided, on the bubble score sheet (if 

not already done). If a bubble score sheet has not been provided, this information must be placed on the evaluation form 
for this event.

3. Participants will be scheduled for presentations at thirty (30) minute intervals.  Remember, you are role-playing a client or 
potential client who conducts (or wishes to conduct) business through the Internet as either the sole source of commerce, 
or as a complimentary e-commerce component of a brick-and-mortar operation. The participant(s) is (are) acting as either 
owner(s) or representative(s) of a firm that designs Web sites for organizations that do business through the Internet.

4. Participants have been instructed to provide documentation for permission to use any logos, trademarks, names, text, etc. 
that are not the creation of the participants. Any such documentation will be given to you by the event managers before the 
participant(s) present(s). (Not all participants will necessarily need such documentation.) Any violations of copyright, lack 
of source citation, or lack of permission to use material may result in disqualification.

5. Web sites must be self-contained on the hard drive (or thumb drive, CD, etc.) of a laptop computer.  No access to the Inter-
net, either wired or wireless, will be allowed.

6. Participants will have twenty (25) minutes to set-up, make the presentation and respond to any questions from you.  This 
includes any introduction to inform you, as the judges, as to the exact role you are to play. The participant(s) will be walking 
you through the “customer experience” of the Web site.  

7. After the question and answer session is completed, please thank the participant(s) but do not discuss the presentation or 
your evaluation.
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8. During the last five (5) minutes, after the participant(s) is (are) excused from the judging area, you may score the 
participant(s). Refer to the Evaluation Criteria section for guidelines. If a bubble sheet has been provided, please bubble in 
the appropriate score and write the score on the corresponding line to verify accuracy. Please make sure not to exceed the 
maximum score for each item.

Please make sure to score all categories, add them for the total score, then initial the score. When scoring, the main question to 
ask yourself is “Based on my Web site experience, would I hire this participant/team to develop my organization’s Web site to sell 
product(s) and/or service(s)?” The maximum score for the evaluation is one hundred (100) points.

NOTE: If a bubble sheet is not provided, indicate your scores on the Web site Design Evaluation Form. 

Presentation Schedule | In	thirty	(30)	minute	intervals
• Twenty-five (25) minutes for the set-up, presentation (includes introduction), and questions by the judges.
• Five (5) minutes for scoring by the judges
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Evaluation Criteria
A score under the heading Exceeds Expectations in any category means that, in your opinion, the Web site design and presenta-
tion was done in an effective, creative way; in effect, nothing more could be expected of the participant, and the presentation was 
delivered in a way that would initiate your purchase.

A score under the heading Meets Expectations in any category means that, in your opinion, the Web site design and presenta-
tion was done well. There may be a few minor problems or omissions, but they are not significant. A design and presentation 
which earns this level in every category for the presentation would probably receive strong consideration for purchase.

A score under the heading Below Expectations or Little/No Demonstration in any category means that some major flaw has 
been noted which damages the effectiveness of the design and presentation. This may be a major omission, a serious misstate-
ment or any other major flaw.

Judging Summary
Maximum score is 100 points. A score of 70 or better will earn the participant a Certificate of Excellence.

We hope you are impressed by the quality of work of these participants with a career interest in the area of Web site design. If 
you have any suggestions for improving this event, please mention them to your event manager.

We thank you for your help.
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 Little/No Below Meets Exceeds Judged
 Demonstration Expectations Expectations Expectations Points

1. Introduction: Confidence, poise, 
 assertiveness (Possible Points 10) 0-1-2 3-4-5 6-7-8 9-10 ______

2. Visual impression of the design—Consider:
 creativity, imagination, the use of graphics  

or media (Possible Points 15) 0-1-2-3-4 5-6-7-8 9-10-11-12 13-14-15 ______

3. The application of marketing principles
 through the Internet (Possible Points 10) 0-1-2 3-4-5 6-7-8 9-10 ______

4. The ability to relate technology used for
 development to the client (Possible Points 10) 0-1-2 3-4-5 6-7-8 9-10 ______

5. The value/benefit/price relationship featured
 by the Web site (Possible Points 15) 0-1-2-3-4 5-6-7-8 9-10-11-12 13-14-15 ______

6. Ability to understand and communicate client/
 customer needs (Possible Points 5) 0-1 2-3 4 5 ______

7. Ease of site navigation, transaction processing
 and customer service (Possible Points 15) 0-1-2-3-4 5-6-7-8 9-10-11-12 13-14-15 ______

8. Ability to sell the Web site to client/potential
 client (Possible Points 10) 0-1-2 3-4-5 6-7-8 9-10 ______

9. Summary and conclusion or presentation,
 opening for call-back, responding to 
 questions (Possible Points 5) 0-1 2-3 4 5 ______

10. Overall performance: Appropriate appearance,  
poise, confidence, presentation technique, etc.  
(Possible Points 5) 0-1 2-3   4 5            ______

 
 Total Judged Points (100 maximum):  _______

A score of 70 or better will earn the participant a Certificate of Excellence.
JUDGE SECTION:   A   B   C   D   E   F   G   (circle one)

TIE BREAKER
For tie-breaking purposes, the following evaluation form ranking process will be used. First, the participant with the highest score for #2 
wins the tie-break. If this does not break the tie, the process will continue for the remaining items in the following order: 7, 5, 3, 8, 4, 1, 
6, 9, 10 

Participant’s	Name:	___________________	 Participant’s	Name:____________________
I.D.	Number:	_________________________	 I.D.	Number:__________________________

Web Site Design |	Evaluation	Form 2010-11
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