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Student Expectations: 

In completing this assignment, each student will:

· Identify speaking strategies used to sell products to others

· Understand the competitive nature of sales talks

· Adapt arguments for the sale of a product to a particular audience

· Prepare responses to anticipated objections

Purpose of this assignment:


The sales talk is something you may be called upon to present much sooner than you now expect.  It involves a situation in which you usually try to trade or sell a group of people something in exchange for their money.  Sometimes this is a difficult task.  Many people have had little or no experience in this particular type of speaking and selling.  This one experience is not intended to make a sales expert of anyone, but certainly it will help the person who later finds it necessary to sell something to a group.

Explanation of the sales talk:


A sales talk is a speech in which you attempt to persuade a group of people to buy a product from you now or at a later date.  In some instances, you will actually take orders at the conclusion of your remarks.  In other cases, you will merely stimulate an interest in your goods so that prospective customers will buy from you later.  But in either case, your purpose is to sell by stimulating the customer to want what you have and be willing to part with money to acquire the goods you have for sale.
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The sales talk makes special demands on the speaker.  You must be pleasing in appearance, pleasant to meet, congenial, and friendly.  You must be thoroughly familiar with the product and be conversant with all matters pertaining to it, including many details.


The speaker should, by all means, be able and willing to answer questions regarding the production, the manufacturers (or the company sponsoring it, such as an insurance company), the cost, terms of selling, guarantees, repairs, cost of upkeep and other such matters about the product.  The speaker should know how to meet objections, questions, or comparisons made relative to the product, in comparison to a competitor’s product.

There are many occasions for the sales talk.  We might say that any time a speaker appears before one or more people with the purpose of selling, it is a sales talk.  Think about occasions where you have heard a slaes pitch—someone at your door selling Girl Scout cookies, someone at a fair showing you the latest kitchen gadget, or someone at your school telling you about class rings.  The main idea is that prospective customers can be any kind of people and be met anywhere and at any time.

How to prepare a sales talk:

First of all, follow the regular steps of preparation used for any speech.  You know these.  Pay particular attention to analyzing your audience.  IT would be a mistake to misjudge your prospective buyers.  You should know as much as possible about these items concerning their personal situations: probable incomes, available resources, occupations, education, cultural and personal beliefs, and anything else that concerns them.

It is advisable in all cases to demonstrate whatever you are selling.  This means that you must know how to show it to the best advantage.  Be sure that it is in good appearance and working order.  Let your customers try it out.  If it is candy, pass samples around.  


The organization of your speech should be well thought out.  Here is one recommended plan:


1. Give a friendly introduction, stating your pleasure in meeting the 
audience.  Be sincere.


2.  Present information about yourself and your product.  Who are you?  
What position do you hold?  Why are you an expert on this product?  Why 
should I trust this company?


3.  Show and explain the product you have for sale.  The nature of what 
you are 
selling will determine how you do this.  Probably, the first thing you will do is to 
explain the purpose of your product.  


4.  Next, you will explain and demonstrate how the product operates.  
Be sure 
to emphasize its advantages, its special features, new improvements, 
dependability, etc.  Give enough details to be clear, but not so much that you 
confuse your listeners.


5.  This step will require careful analysis of your audience.  You need to 
show 
how your product will benefit them.  You must know their wants 
and needs and 
let them see vividly how your products will help them.


6.  Lastly, How can your customers buy the product?  Where?  When?  Who sells 
it?  How much does it cost?  Do you take credit cards?  Will it ever go on 
sale?

Presenting the sales talk:


Look good.  Be good.  Have a neat and pleasing appearance and a friendly, polite attitude.  Your manner should be conversational.  Your familiarity with your speech and any visual aids should be so great that you can point out any information or refer to any part of the product while retaining a posture that permits focusing your attention on the audience.  In answering questions you should be as clear as possible.

Special hints:


Do not criticize your competitors or their products.  It is better to praise the competition but show the superiority of yours.  


After concluding your talk, allow your audience time to ask questions.  It may be that some of them will wish to ask questions during your speech.  If this is the case, be sure to answer them clearly; however, do not turn the meeting in to a question and answer session before explaining your product.
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