Chapter Three

Promotion
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Promotion is a process in which marketing staff try to convey information about a

certain company and its products to the customers, convincing or attracting customers to
make their purchase in order to increase their sales volume. As a strategy in marketing,
promotion of a certain product comes in many ways: discount and rebates, cash back,
premium marketing and bundling.

“Sales Promotion” is one of the most powerful weapons available to sales and
marketing teams, and is used more than any other type of marketing because it works,
Annual research shows that 60 percent of consumers participate in some form of sales
promotion each month. Packed with practical examples as well as updated new case
studies, “Sales Promotion” details the tried-and-tested methods that companies use to stay
ahead of the competition, revealing the winning offers that gain new customers and keep
existing ones happy. “Sales Promotion” includes new developments in the field, exploring
the use of new media such as sms (short message service), mms (multimedia message

service) , interactive TV and web-based advertising.

The salespeople, as the core part of the store, should pay more attention to the
promotion skills:

Be sure that you can keep smiling politely; you should keep the goods clear and clean;
when you talk with the customers, your introduction should be clear and attractive. Of
course, you are required to be sure about the different ways of promotion and you must

grasp the consumers’ psychology.



The salespeople of the promotion position need to complete the following main services
in English according to the MONEY rule.

* Be able to Master and introduce the features of the goods to customers in detail.

» Be skilled at grasping Opportunities to attract customers.

e Be skillful at seeing the customers’ Needs.

* Be good at touching the customers’ Emotions.

* Be able to put Yourself at the customers’ position.

promote £ 4 coupon fLE
bargain {HH net price SCHY
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If T present this coupon, can I still get the original discount?
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Our shop is having a clearance sale now.
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For the popular clothing, shoppers can get RMB 100 off for every RMB 300 spent.
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It is on sale this week, 20% off.
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If you spend more than RMB 500, you can get an extra gift.
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This is a special price.
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Sorry, but we can’t make any reduction.
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Everything in the store is 30% off today.
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Sorry, this is our lowest price. We cannot go any lower.
AR X AT F AR AN AR BERHR T .

You receive a better price by paying it off now.
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Buy one, get one free.
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It’s almost the cost price.
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They are on sale.
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e Attracting the customers’ interest.
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* Giving regards to the customer.
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* Products Information and Products Show.
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Ask what the customer needs.
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Introduce the features and advantages of the product.
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e Telling the customer the benefits he can get, such as a gift.
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» Help the customer to experience.
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* Please use polite words to greet customers to let them feel you are easy to
communicate.
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* You'd better make sure the different ways of promotion according to different
products.
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* Make sure that your promotion can attract customers.
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e When customers asked for lower price, you should give suitable response.
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Dialogue 1
S: Salesperson C: Customer

S: We are having a big sale for Mid-autumn Day. Everything is on sale.
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C: I just get a very good chance. How much are the moon cakes?
S: 110 yuan for each box and the original price is 200 yuan. And we will charge for
half price if you take two.
C: That is great! I will take two boxes.
Practice
Answer the questions according to the service dialogue.
1. Why is there a sale?
2. How much does the customer have to pay if he takes two boxes at the same time?
Dialogue 2
S: Salesperson C: Customer
: Hello! May I help you?

C: Well, T am looking for some summer clothes.
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S: OK. We are having a pre-season sale on all our summer fashion. All are sold for
half price. The more you buy, the more discounts you will get.

C: I need a dark color T-shirt. Can you recommend some for me?

S: Why not try this one? It is thick and looks decent on you.

C: Thank you. I will take it.

Practice

Answer the questions according to the service dialogue.

1. Why is there a sale?

2. What does the man finally buy and why?

Practice Part
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Practice 1 Promotion with Gifts
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Dialogue 1: We’'re Having a Promotion Now and It Is Worthwhile Taking It
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Task of Service Practice ZE %I 1£ %

e Mr. Brown is going to buy a pair of decent shoes.
A A 5 A AR S — LR T A HEE
e Mr. Brown thinks that the shoes he is trying on are a little tight and not comfortable.
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The salesgirl brings him a large pair and gives him a pair of socks for free.
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Service Practice AR & 223

Now, let’s begin the service practice according to Task of Service Practice.
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of Service Practice ZE 3 35 B&

Wang—Miss Wang: the salesgirl

Brown—Mr. Brown: a new customer
1 will attend an important conference next week. And I need a pair of shoes to look
decent.
We have shoes of different styles and designs. Why not try this pair?
Good. It is well made; however, it is a little tight and uncomfortable.
Why not choose a large pair? Please try on this one.
That is perfect. Can you make it cheaper?
Yes, we're having a promotion now and it is worthwhile taking it. If you choose
this pair of shoes, we will give you one pair of socks for free. This is very cheap for
this brand.
OK. I will take them. Thank you.
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Related Words and Expressions 8 3 78’

barouches 2z i %% cloth shoes ffifE
basketball shoes Bk cotton-padded shoes Ff#E
boots #tT football shoes & Bk
climbing shoes %11} #k hip boots & f&j i

clogs K& loafers - Jic {i
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plastic shoes ¥Rl #E slipper  #fi ¥

platform shoes JEJiE snow shoes ZH#E

rain shoes i ## sports shoes iz Bk
roller skates SyK#EE straw sandals
running shoes Mg tennis shoes [ Bk #
skates K track shoes M
ski boots 1§ wellingtons K &) Jz #it

Dialogue 2: Buy One, Get One for Free

X — 1 —
Task of Service Practice Z2 3l 1£ %

e Mr. Lee is going to buy a pair of trousers.
AL — R T,
e Mr. Lee thinks that the trousers he is trying on are a little expensive.
AR A AT RAE I 5 X A0k A LB
e The salesgirl tells him that they are elastic and soft actually. What’s more, it helps

to look slim. And if he buys one, he can get another for free.
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Service Practice AR & 223

Now, let’s begin the service practice according to Task of Service Practice.

15 IR R SEYIME 45 - 4R 52
Model of Service Practice Z£ 3 3T B&

Zhang—Miss Zhang: the salesgirl
Lee—Mr. Lee: a new customer
Zhang: Welcome to trousers’ place. We have trousers of all styles, all designs, and all
colors. There must be some suitable for you.
Lee: It is really a good place to buy trousers. I want to buy a pair of trousers to go with
my T-shirt.
Zhang: Why not try this pair of jeans?
Lee: Oh, good. But I am afraid that they are too expensive. You know, 300 yuan.
Zhang: Don’'t worry. They are elastic and soft actually. What’s more, it helps you to look
slim. And most importantly, buy one, get one for free.
Lee: Really?
Zhang: Certainly. We are having a promotion now.

Lee: Thank you. It is really a bargain. I'll take it.
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Related Words and Expressions ¥ % 33 °C

bib pants 57 #f skinny jeans %54 {F¥E
riding breeches Iy shorts  Jg ¥k

overalls &KW leggings FT)E#E

flare trousers Wil W\ culottes #EHE

bargain  H# M 0T

Practice 2 Promotion at Reduced Price
SmB 2 e

Dialogue 1: It's 20 Percent off Today
SXRIT8

Task of Service Practice Z2 3l 1£ %

e Mrs. Smith is going to buy some day cream, night cream and moisture lotion.
o R AR SE H AR R AR IR K

» The salesgirl helps to give her some advice.
O R i 7 sl

» The salesgirl succeeds in selling two lipsticks.

BRI E R Oa.
Service Practice AR 223

Now, let’s begin the service practice according to Task of Service Practice.

T MR LR ST 55 T 1R S
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Model of Service Practice Z2 3 35 B&

Liu.
Smith.
Liu:
Smith.
Liu:

Smith .
Liu .
Smith .

Lill:
Smith;
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Liu—Miss Liu: the salesgirl

Smith—Mrs. Smith: a new customer
Don’t miss a good chance. We are on sale right now.
What are on sale today?
Oh! There are quite a lot for sale today.
That is great! What’s the best brand for day cream?
There is not much difference among the good name brands. If you're already used
to a certain brand, don’t change it.
I choose Estee Lauder for day cream and night cream; and 1 take TJOY for
moisture.
Do you need some Maybelline lipsticks? It’s 20 percent off today.
Why not? I will take two lipsticks.
Are they for yourself or for someone else?

One is for my daughter, and one is for my sister. Please wrap them separately.
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Dialogue 2: If You Spend $ 60 on Lancome Products, You Can Have $ 10 off

MRIEMETZE~RFOOEZET . TUEE10ET

Task of Service Practice ZE 3l 1£ 3

Mrs. Williams is going to buy some foundation.
Jl B 4 7 I ARSI

The salesgirl helps her to choose a LLancome foundation.
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* The salesgirl recommends a lotion to her.
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Service Practice AR & 223

Now, let’s begin the service practice according to Task of Service Practice.
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Model of Service Practice Z2 3 3 B&

Lill:

Williams ;

Lill:

Williams ;
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Williams ;
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Williams .
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Liu—Miss Liu: the salesgirl

Williams—Mrs. Williams: a new customer
May 1 help you?
Yes. I am looking for some foundation.
Is there any particular brand you have in mind?
No, but I prefer foundation with sun protection.
Then, I suggest that you try this new product from Lancome. It is a great
foundation and also protects you against ultraviolet rays. It is our best seller
this month, and is on sale just in time for summer.
Sounds good. How much is it?
It's $40. But we are having a big promotion event right now. If you spend $ 60
on Lancéme products, you can have $10 off. So actually you pay $ 50 for it.
So, would you like to see some other products as well?
Sure. I wouldn’'t mind checking out some lotion.
How about this one? The lavender smell is nice. Here is the latest. Try it.
It does smell nice. How much is in this container?
100ml and it goes for $ 20.
OK, I will take it along with the foundation for $ 50.
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Related Words and Expressions ¥8 X 33 °

after sun  H W5 FH 5 mascara BEEE

blusher 4T nail polish 35 H il
cleaning cream k75 normal skin 14 Jz Bk
day cream H 7§ pearl powder B Ity
dusting powder M s U vanishing cream ZHIEE
essence FHIEMR pressed powder #3f
eyebrow brush JH il puff f¥p

eyelash pencil BEEE rouge fHjg

eye shadow HR3¥¢ sensitive skin BRI K7 ik
lanolin cream  #3 2:H shaving cream HIHE , $| 5F
lipstick 4T skin milk H.#&

lotion 7K, & ; 4kl Ak suntan oil [ G Jf

lavender — BE 4K %1 ; F BE A o E Ay

Practice 3 Promotions with Coupons
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Dialogue 1. Sorry, This Is Our Lowest Price. We Cannot Go Any Lower
B XERNMNERMN . AEBRT
Task of Service Practice ZZ %I 1£ %

e Mr. Johnson is going to buy some rice paper, oil color and a palette.
2y g 3fb 2P A ARSI S T 4R T I 9 € AR
e The salesman gives him ten pieces of rice paper, four boxes of oil color and a

palette.
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