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Part 3 - Sales Approach Script & Role Play 
The purpose of this part of the assignment is to prepare you for your final role play. In this assignment, you will prepare your approach in written form and then practice your approach in a role play situation. It is useful to have in your mind how things should go. 
Required: 
Prepare your script for the approach stage of your role play as outlined in this assignment. Please submit a printed copy of your script to your instructor before you start your role play. Please be sure to include your name, the product you are selling and the company you will be selling for at the top of the first page. 
Part A - Script: Sales Approach & Discovery Process (SPIN) 
Write a short script outlining the approach that you will use when you make your sales call. Bring product samples if it will help your presentation. 
Step 1 - Introduction . You walk into the prospect’s office and greet the prospect by stating his /her name, your name, position and the company you represent. Sh ake the prospect’s hand and offer your business card. 
Step 2 – Rapport & Transition . Establish rapport and then transition to business. ( What questions will you ask?) 
Step 3 – Benefit Statement . State your purpose and give an initial benefit statement . In this step you are providing your prospect with an idea of where you’re going with this meeting and a reason for them to continue listening to you. (Write out the initial benefit statement you will use) . 
Step 4 - SPIN . Develop a SPIN dialogue and include the buyer’s likely responses to your questions. Write out 3 situation questions, 3 problem questions, 3 implication questions and a final need - pay - off question. 
Part B – Role Play : Sales Approach & Discovery Process (SPIN) 
This role play will be based on the script y ou prepared. You will be assigned a partner in the class who will act as your buyer. Y ou should rehearse your presentation with your partner so that you can easily move through the stages of the approach and discovery process . Y ou will play the role of a professional salesperson and follow the process as you've outlined it in your sales script. 

