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Name: Sales Talk

1 Match  the pro ducts in A to the ty pi cal custo mer ex pec ta ti ons in B.   More than one 
com bi na ti on is pos si ble.

A
mo bi le
com pu ter
te le vi si on
ref ri ge ra tor
dryer
car
wa shing ma chi ne

B
after- sales ser vice
en vi ron men tal fri end li ness
style
price
user- friendliness
de pen da bi li ty
re pu ta ti on 

2 Add 2-3 other fea tures  or be ne fits that a custo mer would ex pect from the above pro -
ducts. 

3 Use these sales ideas to fi nish sen ten ces that in vol ve the sales se quence.
trial purcha se         awa re ness        pre fe rence       loy al ty             con su mer be ha viour 

a.)  First, you should re se arch and study ...............................................................to get to know 
your custo mer base.  
b.)  Se cond, you can sti mu la te ........................................ , so the custo mer will pay  at ten ti on to 
your pro duct or ser vice.   
c.)  Next, you can offer a ................................................... for 30 days to test the qua li ty and 
per for mance of a pro duct.
d.)  Sub se quent ly, buy ers will give ................................ to your pro ducts over your com pe ti tors.
 
e.)  Fi nal ly, sa tis fied custo mers will show ........................................... to your busi ness. 

4 Match A to B  to make sales col lo ca ti ons.   

A
achie ve
close
at tract
cul ti va te
offer
give
re cogni se
try out
meet 

B
per so nal cont acts
a sales pre sen ta ti on
custo mer needs and de mands
a free trial pe ri od
a sales quota
new custo mers
a deal
long- term sales
a new pro duct or ser vice 

  


