
Nursery/Landscape Verbal Customer Assistance Practicum Preparation Guide 

 

 

This guide is designed to help the FFA member and their advisor be prepared for what to expect in the 
Verbal Customer Assistance portion of the Nursery/Landscape CDE.   

FOR ADVISORS: 

This interpersonal relations practicum is designed to evaluate participant knowledge of and ability in:  

1) Verbal communication.   
2) Sales and customer assistance skills.   
3) Plant materials, plant culture and problems.   
4) Nursery and landscape supplies and equipment.  

For this portion of the contest, it is assumed that you work in some facet of the Nursery or Landscaping 
Industries. Coaching or practicing similar to an Ag Sales event will help.  

The participant will assume the role of a business customer service representative (garden center or 
other related business or an educational agency) responding to an assistance need of the customer or 
client (the judge). 

Following the guidance of the Nursery/Landscape Guide, the rotation of materials will be: 

2023 – Treatments (Fertilizer, fungicide, insecticide, Biological controls, etc.) 

2024 – Equipment (any powered tool used in the nursery, landscaping, and turfgrass management 
industries) 

2025 – Plant Materials (selling plants, like at a garden center or nursery)  

FOR STUDENTS: 

Success in this portion of the contest can be easily achieved by understanding the information in the 
sales packet and knowing what questions to ask. 

FOR 2023 

The Garden Center Guide is expanding and is adding sections for Fertilizers, Herbicides, Insecticides, 
Fungicides; and Other Pesticides.  It is advised to know the cause of all the pests and disorders in that 
section of the CDE.  Even though the handbook says you will choose from 3 different products, you will 
need to know first what agent causes the disorder shown to you by the judge.  Then turn to that section 
of the Garden Center Guide, and determine which treatment best fits the scenario.  As in the past, you 
will have access to the guide prior to State Convention.  Make sure you know and understand the 
products that you can sell, as well as what they treat. 

 

 



So here are some questions that will help you arrive at the correct solution, almost every time! ���� 

Just like in Ag Sales, establish rapport.  Ask what brings them into the Garden Center.   

1) Ask about their family (kids, pets), what they do (both job and for entertainment).  This should 
direct to towards (or away) from certain products (think about reentry time for some pesticides, 
strength of certain poisons with pets and kids around, etc.). 

2) Ask what exactly the problem is, if they know (which is why they’ve come to you). 
3) Ask when they first noticed the pest or problem and if they notice it on any other neighborhood 

plants. 
4) Ask what factors are most important in a product (you may need to be direct and ask, if it is 

more important to be environmentally friendly, or to be the most effective, fastest acting 
product, or if it has a harsh odor, or price)? 

At this point you probably have enough information to start suggesting certain products.  Make sure 
you read the labels!  You will have access to this before the contest.  Go through it to make sure you 
have an understanding of each product. 

As a salesperson you can convince the customer to purchase a certain product.  They may have 
reservations, such as the price, or toxicity level.  Assure them that the product is worth it!  Personal 
testimony is always a great convincer, whether you’ve used it, or how of the product you’ve sold 
recently. 

There are points attached to selling extra items.  This is how businesses make more money.  
ALWAYS ask if there is anything else you can interest them in.  Remember the importance of safety!   

Well, I think that is about all I can share with you.  Good Luck 
 
~Dave Axt 

Bismarck Ag Education 
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