NSC-NATIONAL SALES CHALLENGE
WILLIAM PATERSON UNIVERSITY
https://rbisaleschallenge.wpunj.edu
Lisa Wright | wrighte@wpunj.edu
NSC is a 3 day competition that includes role plays and speed
selling; judged by business executives in the sales industry. The
competition is held at the state-of-the-art Russ Berrie Institute for
Professional Sales Labs. Sponsored by leading corporations, the
event also features table talks and corporate presentations, and a
boot camp conducted by senior sales executives in a small group
interactive setting.

NSSC-NATIONAL SHORE SALES COMPETITION
SALISBURY UNIVERSITY
www.salisbury.edu/nssc
Dr. Amit Poddar | masmi@salisbury.edu
Ms. Christa Hughes | masmi@salisbury.edu
The National Shore Sales Challenge (NSSC) the biggest sales championship in the Mid-Atlantic region would host up to 45 universities
in 2021. The sales competition has three role play rounds and a very
unique cold call wild card round. Along with an evening mixer at the
biggest bayside dance club on the east coast the competition provides a travel subsidy to each team and also hotel rooms for the
duration of the competition (conditions apply).

NTSC-NATIONAL TEAM SELLING COMPETITION
INDIANA UNIVERSITY
gokelley.iu.edu/ntsc
Sonya Dunigan | ntsc@indiana.edu
NTSC is a premier team selling competition that attracts undergraduate sales students from America’s leading universities who wish to
pursue high-level, complex sales careers. Teams compete in two
rounds of role-play with a final presentation pitch from top three
schools. Altria and 3M develop the case, role-play as buyers and
senior management, and serve as judges. Cash prizes: 1st place
$3,000, 2nd place $2,000, 3rd place $1,000. Two networking
receptions are included for all participants.

PENSACOLA PITCH COLLEGIATE SALES COMPETITION
UNIVERSITY OF WEST FLORIDA
https://uwf.edu/cob/the-pensacola-pitch/pensacola-pitch/
Jim Sparks | cfe@uwf.edu
The Pensacola Pitch Sales Competition is available to undergraduate
students and features cases from real businesses looking to hire the
best up and coming sales people in the country. Each two person
team has 20 minutes to present as if they are sales representatives
from the case company. Finalists are given a “twist” and have to
adjust their presentation based on the new information and present
again to a new group of judges.

PI SIGMA EPSILON PRO-AM SELL-A-THON ®
REGIONAL COMPETITIONS HELD AT DIFFERENT UNIVERSITIES
https://www.pse.org/our-services/pro-am-sell-a-thon-2/
Joan E Rogala, IOM, CAE | joan.rogala@pse.org
The Pro-Am Sell-A-Thon® is one of the largest sales competitions in
the nation. This year-long competition is hosted at PSE’s Fall Regional Conferences and National Sales & Marketing Convention in the
spring. Students are encouraged to compete as early as their freshman year to begin building life skills that will serve them throughout
their academic and professional careers. The competition is made
possible through the generous support from Carew International,
Liberty Mutual, Vector Marketing and UPS.

RNSC-REDBIRD NATIONAL SALES COMPETITION
ILLINOIS STATE UNIVERSITY
https://business.illinoisstate.edu/psi/rnsc/
universities contact: Duleep Delpechitre, dsdelpe@ilstu.edu
companies contact: Michael Boehm, mboehm@ilstu.edu or 309-438-2954
Meet up to 54 amazing sales students from 18 sales programs from
around the country. Be a mock buyer or be a Judge in four sales roleplay rounds. You determine the winner! These students are prepping
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for the NCSC so here’s your chance to meet them before NCSC.
Plus, you’ll meet 25+ Illinois State University Sales Excellence
Academy student volunteers who are great candidates for your
internship program.

SCSC-STEEL CITY SALES CHALLENGE
DUQUESNE UNIVERSITY
https://www.duq.edu/academics/schools/business/undergraduate/
minors/sales/2019-steel-city-sales-challenge
Ryan Luchs | luchsr@duq.edu
Paul Caswell | caswellp@duq.edu
Registration is limited to 30 students who will compete in a
preliminary sales role-play competition round. Top scorers will move
on to a final sales role-play round. Experienced sales professionals
will serve as judges and evaluate student sales role-plays. There is
an added incentive for the students to participate and perform.
In addition to building their sales skills, up to $5,000 in scholarship
prizes will be awarded.

SELLING WITH THE BULLS INTERCOLLEGIATE COMPETITION
UNIVERSITY OF SOUTH FLORIDA
https://www.usf.edu/business/centers/marketing-sales-innovation/
competition.aspx
Rob Hammond | rwhammond@usf.edu
Selling with the Bulls: Intercollegiate is the “Toughest Test in Sales
Education”. The community engagement event features competitions
in networking, cold call prospecting, elevator pitch, and field sales.
The competition is hosted by the Center for Marketing and Sales
Innovation at the University of South Florida in Tampa, FL. Teams of
four students compete for individual and team awards in all events
and all rounds over an action packed 30-hour experience.

TCCSTC TWIN CITIES COLLEGIATE SALES TEAM CHAMPIONSHIP
UNIVERSITY OF MINNESOTA
http://csle.umn.edu/competition/page/
Todd Williams | toddwms@umn.edu
The Twin Cities Collegiate Sales Team Championship is designed to
provide Collegiate Sales Teams a unique opportunity to compete
on a team basis. In addition to providing a great learning experience
for students; this competition provides great value to universities
by having six student competitors with a guarantee of a minimum of
three role play experiences, and a career fair with the top companies
looking for sales professionals.

UTISCUNIVERSITY OF TOLEDO INVITATIONAL SALES COMPETITION
UNIVERSITY OF TOLEDO
https://www.utoledo.edu/business/essps/utisc/
Deirdre Jones | deirdre.jones@utoledo.edu
UTISC is the nation’s first and only national sales competition to
focus exclusively on juniors, sophomores, and freshmen and hosts
36 universities. UTISC has a Junior Division and a Sophomore/Freshman Division so the competition and recruitment are transparent and
fair. This year’s Junior Division contains next year’s seniors; FIND—
THEM—FIRST! UTISC also includes three Coaching/Interviewing
sessions that pair the competitors, alternates, and peer coaches
with sponsors. Resumes and contacts sent two weeks in advance.

WVU PROFESSIONAL SALES COMPETITION
WEST VIRGINIA UNIVERSITY
https://business.wvu.edu/academics/marketing-department/
marketing/wvu-sales-competition
Dr. Emily Tanner | emily.tanner@mail.wvu.edu
Our emphasis is on development…helping you become a better
sales professional. Contestants receive one on one feedback from
the judges with the goal of providing students with substantive and
constructive feedback.

THE MYTH: SALES PIPELINES ARE FOR FORECASTING
TRUTH: For most sales forces – and especially B2B – revenue forecasts are derived from sales pipelines. However, the

pipeline is much more than a forecast machine… Rather, it’s the best coaching tool in a sales manager’s possession. By
examining a sales pipeline, you can learn much about your sellers. Do they have the skills to move deals from stageto stage through the sales cycle? How good are they at qualifying (and disqualifying) leads? Do they focus too much
on specific customers? Do they avoid selling certain products? Do they engage the resources required to win deals?
If you’re spending your weekly meetings discussing deal sizes, win percentages, and close dates…You’re forecasting.
Instead, use your sales pipeline for the more important stuff…Coaching.

THE MYTH: YOU SHOULD ONLY COACH YOUR MIDDLE PERFORMERS. OR BOTTOM PERFORMERS. OR TOP PERFORMERS.
TRUTH: The debate continues to rage over who should receive top priority when it comes to sales coaching. Should

you spend your precious coaching hours with your middle performers who have a baseline of skills to improve? Should
you coach your bottom performers who have the most to gain? Should you coach your best sellers to supercharge their
performance? The answer is: None of the above. In reality, you should coach the sellers you deem to be coachable. No
matter where they are on the sales board, some people will reject coaching while others will embrace it. If you want
your coaching to have the greatest impact, focus it where it will be received willingly and actually make a difference.
When it comes to sales coaching, choose your battles to increase your victories.

THE MYTH: WE SHOULD PROMOTE OUR BEST SALESPEOPLE TO MANAGERS.
TRUTH: The logic makes sense. Great salespeople should become great sales managers. They are model sellers, and

their insights should allow them to replicate their standout performance across an entire team of salespeople. The only
problem? It rarely works out that way. If you’ve been in sales long enough, you’ve seen a star salesperson promoted
to manager only to struggle in their new role. The truth is, the skill set required to be a rock star seller is quite different
from that to be a rock star coach. Sales managers play a variety of roles: leader, follower, mediator, mentor, financial
analyst, IT director, administrator, and probably a dozen other. You need to view the front-line sales manager role as
a totally different role. It’s not a linear promotion up through the ranks; it’s a totally distinct gig with totally different
demands. Assess what skills are needed in your sales managers, and then search for a competent salesperson who’s
up to the tasks.

THE MYTH: COFFEE IS FOR CLOSERS ONLY.
TRUTH: Coffee is for everyone.
KEEP IN MIND—

JASON JORDAN
Director of Research, SEF

your local university sales program may offer sales research to
help you debunk your own sales myths. Use our 2020 Top Sales
Programs listing to find a university program near you.

SALES MYTHS DEBUNKED
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