
Enterprise Rental Car
2023 ICDC Case

Scenario: You are the Truck Branch Manager for the Enterprise Holdings office in Orlando.
There is a local furniture company, Royco, that rents from you. The rentals, however, are not
consistent. Typically, they will reach out to you randomly and rent anywhere from one to five
trucks to keep their products moving out to their customers. You have noticed the pattern of their
calls to your office being somewhat "last-minute" after they have exhausted all of their other
options. They have left positive feedback for you and your team in their prior rentals. Still,
despite that, it has not led them to be a consistent customer of yours in the 18 months you have
been the Truck Branch Manager.

You have spoken with Kendall Roy, the President of Royco, many times in the 18 months you
have been Truck Branch Manager. Still, your conversations have never advanced past the stage
of connecting his operations with your fleet and accommodating his needs. The most recent
conversation you had, came when Kendall was asking for two trucks at the last minute to move a
few loads of furniture. After you made the arrangement, he did ask if you do these types of
rentals consistently. This question led you to schedule a meeting with Kendall to see how you
could help him in his business efforts. As a Truck Branch Manager with Enterprise in Ogden,
one of your primary goals is to see how you can help and support local businesses across the
Wasatch Front. This situation seems to be another excellent opportunity for you to fulfill this
goal.

Your job in this meeting with Kendall is to discuss their current situation and see if you can help
them meet their needs. The appointment manager has set up a 15-minute meeting with you and
Kendall to see if you can help manage 100% of their transportation needs and become a reliable
rental company in the future.

Enterprise Rentals Background: Enterprise Rentals is a vehicle rental company initially
designed to help customers meet their personal needs. In addition, Enterprise Rentals markets
other transportation services under the Enterprise name, including commercial fleet management,
used car sales, and commercial truck rental operations. Their business model focuses on
maintaining a flexible, efficient, and reliable fleet so local companies can be ready for anything.
Enterprise Truck Rental delivers, with flexible commercial rental programs and a versatile range
of trucks and vans equipped with liftgates or stakebeds to help customers meet immediate,
seasonal, or long-term demands.

Enterprise Truck Rental often focuses on being more than a truck – it is an extension of a local
business to meet the demand. The focus of any local Enterprise Truck Rental team will work to
ensure customers have the right truck for every job.



 
 
Enterprise Rentals has the specialized vehicles, cargo vans and box trucks to meet industry 
needs. They work directly with the following industries: 
 

• Moving and storage 
• Local deliveries/final-mile 
• Construction 
• Plumbing 
• HVAC 
• Telecommunications 
• Building supplies 
• Wholesalers and distribution centers 
• Administration support 
• Food service 
• Nonprofits/donation centers 
• And more 

 
The Enterprise Truck Rental team stands ready to support local businesses with the vehicles and 
strategies they need. 
 
Objectives: 
Objective 1 – Effectively approach the prospects and uncover their needs. 
Objective 2 – Based on the customer’s needs, demonstrate features of the Enterprise Rental 
Program that will provide them the biggest benefits. 
Objective 3 – Close the deal and gain their commitment for business. 
 
*Remember to exhibit excellent communication skills while demonstrating a great product 
knowledge in a confident and enthusiastic matter* 
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National Collegiate Sales Competition
Contestant  Evaluation Form

Professional introduction
Salesperson gains prospect's attention
Effectively builds rapport
Smooth transition into needs identification

   (Obtains clear understanding of customer's situation)

Uncovered decision process (decision criteria, people involved
in decision process)

Effectively determined relevant facts about company and/or buyer
Effectively uncovered needs of buyer (discovered current
problems, goals, etc.)
Asked effective questions that brought to buyers' attention what
happens  to company or buyer when problems continue (helped
convert implied to explicit needs)

Gain pre-commitment to consider the product/service and
smooth transition to presentation

(Persuasively match product benefits to meet buyer needs)

Logical, convincing presentation (display a strategy to communicate
and  persuade; clearly understands needs "hot buttons" of prospect
and concentrates on those needs)

Used appropriate/professional visual aids
Effectively demonstrated product/service
Effectively involves the buyer in the demonstration

(Eliminate concerns to the customer's satisfaction)

Initially gains better understanding of objection (clarifies or
allows buyer to clarify objection)

Effectively answers the objection
Confirms that the objection is no longer a concern of the buyer

(Take initiative to understand where you stand with buyer now and in the future)

Persuasive in presenting a reason to buy
Asked for business or appropriate commitment from buyer, given
the nature of this particular sales call

Communication Skills
Effective verbal communication skills (active listening; restated,
rephrased, clarified, probed for better understanding)

Appropriate non-verbal communication
Verbiage (clear, concise, professional)

(Take initiative to understand where you stand with buyer now and in future)

Salesperson enthusiasm and confidence
Product knowledge

COMPETITOR NUMBER

SESSION NUMBER

ADJUDICATOR NUMBER

Approach

Presented benefits-based upon needs of buyer instead of only
features

Overcoming Objections

Close

Overall

COMMENT AREA:
(Effectively gains attention and builds rapport)

 Needs Identification

Product/Service Presentation

5%

15%

15%

25%

10%

25%

 5%

Overall

Communication Skills

Overcoming Objections

Close

Product/Service Presentation

Needs Identification

Approach

Effective use of trial closes (follow-up to determine where buyer is in
decision process)

COMPETITOR NAME


