Student Name:

Company/Brand Represented: 


1. Prospect Information:
A. Company Name: Toyota  Motor Corp
Type of Business: Car Design, manufacturer, and sale
Job Title: CEO
Key Decision Maker’s Name: Akio Toyoda
B. Other Influences:
	Name/Job Title
	Departments
	Role in Purchase Decision

	Chairman of the Board
	Executive
	Represent the decision of other shareholders

	Chief Financial Officer,


	Finance 
	To assess the financial position of the firm in buying the tesla brand

	Chief Director of Business Development
	Executive 
	To determine the feasibility of the new business 


2. Customer Value Proposition:
Increase sales revenue by 3 percent within 6 months of adding your brand to their product line
3. Sales Call Objectives: (minimum of 3)
1. To advance Toyota in the electric car making.
2. To boost Toyotas sales that dropped due to the pandemic.
3. To make Toyota among the top premium electric car makers.
4. Linking Buying Motives, Benefits, Support Information, & Reinforcement Method:
	Buying 
Motives
	Specific 
Benefits
	Support 
Information
	Reinforcement Methods

	Rational Motives-
Toyota will make a logical decision for economic gains that will result from the partnership 

Emotional motives-
Due to the excitement to manufacture more premium cars, there will be status, ego and satisfaction that follows.

	The benefits will include, high quality cars that, that will identify Toyota as the world auto mobile leader. Also, due to high demand, sales will to make the firm very profitable.
The benefit of promoting the manufacture of premium vehicles makes Toyota to out stand in the industry and outdo many other firms.
	Our powertrains use new technology and are of double quality when compared to your current ones. Also, they are fuel efficient hence value to money.
Our software technology as a firm will automate every small bit of the vehicle hence making it a car out of this world.
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5. Customer Analysis:

A. What is the financial position of the company you are selling to?

Toyota has a stable financial position posting net profit of  29,900 billion yen.
	
	


B. What are the strengths of the company you are selling to?

Toyota boasts of its  strong brand image, global supply chain and rapid innovation capabilities.

C. What are the weaknesses of the company you are selling to?

Toyota weaknesses includes, Secrecy in organizational culture, and Effects of product recalls in recent years

6. Current Suppliers (Your Three Closest Competitors Currently Supplying the Buyer’s Company):
	Competitor
	Strengths
	Weakness

	Bridgestone Americas
	Diversified product portfolio and solid global brand 
	Stiff competition and risks of natural disasters

	Magnuson Products
	High technology and product diversification
	Poor supply chain management and high competition

	Cypress Semiconductor
	Continuous product development and strong band identity
	Reduced financial resources and limited diversification due to lack of experience in operating in style.


7. Three Closest Competitors (Of Buying Company):
	Competitor
	Strengths
	Weakness

	Mercedes Benz
	Global leader of premium cars and it is a financially strong firm
	Tough competition and high purchase cost

	Ford.
	Global identity and supply chain and effective innovation 
	Limited global scope of production network and Higher costs of purchase.

	Volkswagen 
	widest brand portfolio and Synergy between brands


	Negative publicity and high recall weakening the whole Volkswagen brand.


8. Beginning the Sales Dialogue:
A. Introduction/thanks: Thank you for your attendance in today’s sale dialogue, feel much welcomed.
B. State CVP: Increase sales revenue by 3 percent within 6 months of adding your brand to their product line
C. Agenda & Agenda Agreement: A partnership proposal to supply powertrains and  software technology.
D. ADAPT (Include your customer’s expected responses.)
i. Assessment Question: tell me about your current powertrain?
    Expected Customer Response: it has slow coordination with the engine.
ii. Discovery Question : does you think powertrain is efficient? 
       Expected Customer Response: yes I think so.
iii. Activation Question: Do you think the inefficiency gap in your powertrain affects your business?
      Expected Customer Response: yes 
iv. Projection Question: how do you think your business will be affected if it the gap is closed?
      Expected Customer Response: of course positively
v. Transition to Presentation: would you like see a presentation as solution to your problem?
Expected Customer Response: yes I would love to see it
9. Anticipated Questions and Objections (at least three questions and/or objections) with Your Planned Responses:
1. What is the competitive advantage of your powertrain?
My Planned Response: our train has greater power due to its different alignment.
2. How fuel efficient is this power train compared to our current one?
My Planned Response: our new powertrain is a fuel saver by 20%
3. Does your power train meet the industry standards?
My Planned Response: yes, it even suppress them. 
10. Earn Prospect Commitment: I will gain commitment from my customer by, Having goals for every stage in the process that clearly show what my product can deliver. Also, show them concern as I share solutions that will affect the buyer business. 
11. Building Value through Follow-up Action: without disturbing the customer, I should seek to know the best was to follow up. Also, I would keep the customer interested by getting in touch and offer them free consultations.
