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Chapter One Making an AppointmentChapter Two Meeting GuestsChapter Three Company Profiles Chapter
Four Business MeetingChapter Five EntertainmentChapter Six FarewellChapter Seven Business TripChapter
Eight Brand O 0 0 VOCABULARY TO THE TEXTO KEY TO EXERCISESEXTENTION WORDS ON
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[0 O Sometimes, you do have to qualify the person to find out whether your product orservice would even be of
use to the prospect. You would ask no more than three questionsafter the "interest-grabbing" sentence, repeat back
what they said to indicate that you werelistening and then go for the "close"] [ There are times when people, who
already have a current supplier of your type ofproduct or service, will accept an appointment if you say "Mr Jones, |
would like to drop byfor six or seven minutes so you know who | am and what we can do for you. | realize thatyou
might not need our services fight now but, at least, you will be well informed to makedecisions in the future. When
would be a good day next week for you, Monday or Tuesday[]

“"People generally do not like having their time consumed so, six or seven minutes is notthreatening and you are
taking away the fear of being sold as you have acknowledged the factthat they may not need you fight now.0 O [
O
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