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Part A- Script: Sales Call
Scene
The scene presents a sales call made by a seller (Yazeed) to a buyer (Kevin), I am selling our product (the travel mug) to the Star Bucks Coffee Company through the general manager in charge of marketing for the Star Bucks Coffee Company. I am making this call while in my office on a Monday at 9.48 am. 
Seller: Good morning Kevin, how are you?
Buyer: Good morning to you, I am fine. Thanks.
Seller: Great to know that. I guess that you are busy now as you have always been since I came to know you, right?
Buyer: yeah, yeah… I am not too busy but just carrying out the tasks planned for today.
Seller: Great, my name is Yazeed and I work for Ember Company as a sales manager. I understand that you are the general manager in charge of marketing for the Starbucks Company. Since I have an idea that I believe would be helpful to the two of us, I considered having an engagement with you. Would you please give me a few minutes out of your busy schedule so we could figure out something about this idea?
Buyer: Oh yes, that is my post in this company. As much as I am busy, I am curious to hear about this idea you consider important.
Seller: Thank you. Being aware that your company is leading in the industry, I believe that maintaining your competitiveness in the market is a key element to you. As such, our company has come up with a product that we consider would be crucial in maintaining your competency since one of our objectives is to support our customer’s in realization of their goals.
Buyer:  What is the product?
Seller: Before I mention the product, please confirm that you have fresh-brewed coffee, hot and iced espresso beverages as some of your products.
Buyer: I confirm
Seller: Right. Now, our company has innovated a travel mug, a product which has a built-in warmer and many more other features which makes its quality to be super high as compared to products of the same type that are produced by other companies. Would you please let me know how you serve your customers with beverages at their desired temperatures? FAB
Buyer: Simple, we just inquire the temperature at which the customer needs the drink and then serve as ordered.
Seller: Have you ever thought or encountered situations where a customer buys the drink but intends to take it later maybe when travelling, considering your company is famous internationally? What do you do to ensure that your customers need in this case is met? 
Buyer: (Sounding troubled) aaah… aah... that is tricky and honestly we try our best. When a customer is travelling, we serve the beverage at an extra high degree of hotness hoping that by the time they take the drink, it won’t be too cold.
Seller: So we can infer that serving your customers with drinks to be taken at a desired temperature is a challenge, right? “Problem” The Travel Mug has thermal insulation mechanism so as to enable transportation of hot or cold liquids at the desired temperatures. The development of this product is specifically coined to meet the needs of your customers whereby those who travel a lot can enjoy their beverages while on transit and at the temperature of their liking. FAB This is the reason I thought you are the most appropriate company to sell this product to. What do you say?
Buyer: That is interesting, (Hesitating). But, what is the price of the product? If it is too high we would not afford since, the company is always working on cutting expenses. Objection- money
Seller: No worries at all. We have various packages that have different prices FAB. However, we are going to assess the situation to ensure that the value for your money is a paramount component. In that regard, approximately how much sales that require the travel mug do you make on a daily basis? “Situation”
Buyer: (Appearing somewhat uncomfortable) the number fluctuates depending with different circumstances, but generally it is a quite substantial amount. Not less than 1000 sales. 
Seller: Of the sales you make, do you think there are customers who love your brand but cannot enjoy taking the beverages at the temperatures they desire? Do you enjoy not meeting this need for your customers? What if your competitors took this idea and ran with it? “Problem”
Buyer: Honestly, our objective in this industry is to remain competitive and continue excelling.
Seller: What do you think would be the effect if the product was incorporated in your services? “Implication”
Buyer: There are hopes that it would enhance service delivery to our customers.
 Seller: Are you satisfied with the service to your customers without the addition of the travel mug in your packaging? “Need pay-off”
Buyer: Mhhh… to some extent, not contented.
Seller: Good, what do you think about the proposal I have presented then? (Trial close-) Bear in mind the challenges you encounter when transacting business without the product, the feeling of your customers when they serve the beverages at the temperatures that they do not desire and how your customers would feel if your services incorporated this product.
Buyer: It sounds good. I still have facts about the package I had settled on previously when we met. However, I wish there could be some more adjustments to bring the cost a bit lower. Secondly, we haven’t tested it and our company is not ready to carry the burden of loss in case your product fails to perform as you say… (Thoughtful). Objection-product
Seller: We highly value our customers as well as their business and therefore have one of our objectives as ensuring that our clients are satisfied and their competency in the market increased as a result of engaging with us. As such we have incorporated a warranty of up to 2 years on this product apart from ensuring that the product is effective as per the company’s quality assurance department. On this, product, we undertake to bear any risks that accrue to it on behalf of clients and therefore you do not need to worry at all. “FAB”
Buyer: (Silence for about a minute). Yes, yes, I see.
Seller: So what do you think, does that cover your fears? Trial close-negotiation
Buyer: We really need this product with the hope that it shall greatly improve our service delivery.
Seller: Having thought so, give me directions for the next step. You have freedom to choose any package depending on the need of your business. “Trial close- alternative-choice”
Buyer: I would like to get things started, however I shall monitor the effect of adding the product to our packaging for a month to see if it achieves the goal it is expected to achieve, before I guarantee a continuous engagement on the same.
Seller: Well, from my side, I assure you that you would be satisfied with the service this product shall give you. So, for the start I only need your signature on the order form and things shall start going immediately. Final close-customer benefit
Buyer: Alright, appending my signature right away. Thank you.
Seller. Great. You are welcome, anytime. 
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