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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), following a previous conversation that entailed marketing of a travel mug between the sales marketing representative from the Ember Company and the general manager in charge of marketing for the Star Bucks Coffee Company. The seller makes the call while in his office on a Tuesday 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: I hope you remember me.
Buyer: Oh yes, how could I forget you? Besides I have your contacts saved on my personal mobile phone. I am talking to Yazeed, right?
Seller: (Somewhat excited for the reassurance) Yes sir! I am Yazeed. Now, we had a lengthy talk about our product that we wanted to sell to your company.
Buyer:  Oh, yeah… the Travel mug!
Seller: Correct. The last time we met we agreed that I contact you today so we could complete the arrangements for you to get them.
Buyer: Right, (Hesitating). But, the price of the product is too high, I wonder if we would afford.
Seller: No worries at all. We have various packages that have different prices. 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? What do you think would be the effect if the product was incorporated in your services? Are you satisfied with the service to your customers without the addition of the travel mug in your packaging?
Buyer: Value for money! That is the element I have always been working with.
Seller: Good, what do you think about the proposal I have presented then? 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. Remember, if we agree to work together on this, our company will require a substantial amount of your product. That is an implication of more costs… (Thoughtful).
Seller: Aha, I forgot to tell you this, that we would be having discount on sales that exceed a certain amount in a week. If you still have the document I left you with could you look at clause 4 (d).
Buyer: Yes I have it, let me see. (Silence for about a minute). Yes, yes, I see.
Seller: So what do you think?
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.
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.
[bookmark: _GoBack]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.
Buyer: Alright, appending my signature right away. Thank you.
Seller. Great. You are welcome, anytime. 
 
 

