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CUSTOMER Brief

· You are John Smith. You are responsible for the audio-visual needs of your company, Jessops Insurance. Please make up typical facts about your company such as size, budget, number of sites, employees etc. You have an existing audio-visual supplier. 

· You are being ‘cold called’ by a Salesperson. 

· Play the part of a ‘business-like’ person – short and to the point, no chit chat, but not rude. Give the Sales Person every chance to explore options with you.

· Respond to the Salesperson’s questions exactly as they are asked. So if they ask a closed question, only offer a yes or no answer.

· Come up with at least one typical objection e.g. too expensive or happy with existing supplier etc

· Start the role play by answering the phone with just ‘hello’ and nothing else. Only start when you are both ready.
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SALES PERSON Brief

· You are ‘cold’ calling a potential customer called John Smith. You have obtained his name from a database that lists him as the manager responsible for audio-visual equipment for Jessops Insurance. You have not had any previous contact with this person or company before.
· The role play will start with the Customer announcing themselves on the phone. Only start when you are both ready.
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CUSTOMER Brief

· You are Jane Hill. You are responsible for the audio-visual needs of your company, Halfords Foods. Please make up typical facts about your company such as size, budget, number of sites, employees etc. 

· You are being ‘warm called’ by a Salesperson. You receive regular courtesy calls from them, having bought a couple of projectors from them about 12 months ago. 

· Play the part of a ‘chatty, friendly’ person – you like to gossip and chit chat, to the extent that you tend to go off the point as well.

· You are a devoted Arsenal supporter – never missing a home game. Also, the last time you spoke to this Salesperson, you were excited to be going skiing soon for the first time.  

· Come up with at least one objection.

· Start the role play by answering the phone with your full name. Only start when you are both ready.
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SALES PERSON Brief

· You are ‘warm’ calling an existing customer called Jane Hill. She works for Halfords Foods. Previously she has bought 2 projectors from you about 12 months ago.

· You remind yourself from your last call to her that Jane is an avid Arsenal supporter and was excited to be going skiing soon.

· The role play will start with the Customer announcing themselves on the phone. Only start when you are both ready.
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