doc.3 : 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.

Homework :

· Apprendre lexique Doc.4  de A à J
· faire ex. 1 & 2 sur Doc.8
· https://www.youtube.com/watch?v=-3mFnAk9sbw                                  Watche the video : you can learn useful language to negotiate in business situations, You’ll learn how to make your position clear, how to accept or reject the other side’s proposals, and how to express yourself in clear, professional-sounding English.
In this lesson, you’ll see a scenario where we’ll role-play a negotiation between a clothing wholesaler and a manufacturer’s representative. (for each stage, list some key sentences and the grammatical tools used)
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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 using the attached grid. This grid lists 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",








