Activity 1 : Roleplay

Export sales
Sales negotiation in a foreign language.
Role-playing game Prospect Buvia : Poland.
Context of the negotiation
You are Mr. Buvia, manager of the company
of the same name. Your company was created five years ago
years ago and you are a lover of French wines
Until now, you have not been selling champagne, but your knowledge of the market encourages you to offer this type of product from now on.
products.
Activity 2 : Roleplay
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Welcome to Chelsea Physic Garden

Situated in the heart of London, this ‘Secret Garden' is a
centre of education, beauty and relaxation. Chelsea Physic
Garden was founded by the Worshipful Society of
Apothecaries of London in 1673 for its apprentices to
study the medicinal qualities of plants. It is London's
oldest botanic garden and a unique living museum.

Opening Times
2011 Season: 1st April - 31st October

- Tuesdays, Wednesdays, Thursdays and Fridays 12-5pm
- From 29th June o 7th September we'll be open
Y until 10pm on Wednesday evenings (Last entry

8:30pm)
Che ea - Last admission 30 minutes before closing
Physic

Gar den Admission Charges

-~ £8.00 for adults and senior citizens

- £5.00 for students, unemployed people and children
(5-15 year sold)

- Free for Friends of the Garden

- Companions of disabled visitors are admitted free.

FOUNDED
1673

Chelsea Physic Garden
66 Royal Hospital Road
London SW3 4HS

www chelseaphysicgarden.co.uk
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doc.2 : Roleplay
Know your goals. Defining the seminar's goals is a critical first step. ...
Define who your attendees are. ...
Make budget forecasts. ...
Choose the right date. ...
Find a suitable venue. ...
Use an online registration solution. ...
Organise activities. ...
One guiding principle: Communication.
Sales sheet


You are an export sales assistant at Exotic Travel, a company specialized in travel design. At international travel and leisure trade show, your mission is to make yourself known to future foreign partners, such as travel agencies, tour operators, cruise lines, coach operators, and to propose your services.


You are at your stand and you receive the visitors, one after the other.


You simulate the contact.


Visitor file (potential buyer)


Female, English nationality.


You represent the company London Travel and you are looking for new vacation concepts.


You have been waiting for 15 minutes in front of the stand.


Profile: novelty and money.


Observer sheet


Analyze the contact :  the different elements to be analyzed during the contact (paraverbal, voice and the different components of making contact: greeting,  introducing oneself, controlling the person, using a catchphrase, asking permission to ask questions and take notes, and then identify signals to continue the interview)


Each component is analyzed as "Very Poor", "Poor", "Good" or "Very Good",





Sales sheet


You work for a company specialized in travel design. You want to organise a seminar your mission is to make yourself known to future foreign partners, such as travel agencies, tour operators, cruise lines, coach operators, and to propose your services.


You are at your stand and you receive the visitors, one after the other.


You simulate the contact.


Visitor file (potential buyer)


Female, English nationality.


You represent the company London Travel and you are looking for new vacation concepts.


You have been waiting for 15 minutes in front of the stand.


Profile: novelty and money.


Observer sheet


Analyze the contact :  the different elements to be analyzed during the contact (paraverbal, voice and the different components of making contact: greeting,  introducing oneself, controlling the person, using a catchphrase, asking permission to ask questions and take notes, and then identify signals to continue the interview)


Each component is analyzed as "Very Poor", "Poor", "Good" or "Very Good",





After the health crisis and the periods of  lockdown, Euro Disney wants to restart their activity.


Student A :


You are asked to propose a project to attract visitors.


You meet the management assistant.





Student B : 


You are the management assistant. 





Both of you simulate the contact, create a friendly atmosphere, explore and discover (Gather information about your customer’s needs and at the end of this stage, recapitulate your customer’s needs, priorities and requirements). Make a proposition.








