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Panther Sales Tournament 2017 
Seller Role - Round 2 English 

 

Ashiko Furniture Creations 

Background 

Review the Seller Role for Round 1 in English! 

You had your first encounter with Ashiko’s store manager, Adriane Almeida. You had a 10-minute 

meeting where you learned about some of the company’s challenges in building brand awareness and 

attracting new customers. Adriane’s time was limited but you 

were able to demonstrate value because you secured a second 

meeting.  This next meeting will allow you to propose solutions 

that Comcast Spotlight can implement in an effort to help Ashiko 

reach its revenue projections.   

You will build on whatever information you were able to gather in 

your first meeting with Adriane, and validate that this information 

is accurate.  

 

Preparing for the Sales Call 

You met with your sales manager and coach to discuss the best approach for ensuring that you are prepared 

for this next meeting with Adriane. You know that if it goes well, you will be able to call on similar 

furniture stores in other parts of South Florida and become the expert in this industry.  

In order to prepare for this meeting, your sales manager highly encouraged you to visit a website that FIU 

put together for its sales students. There, you will find some sample materials that you can use to develop 

your proposal. Below are the steps that your sales manager suggested you follow to prepare for this second 

meeting: 

1. Select the targeted geographic zones 

2. Select the right networks  

3. Determine the best investment for Ashiko 

4. Reach agreement with the Ashiko on the right investment  

5. Develop a marketing plan and timeline for implementation that you can later get agreement on 

6. Get the contracts signed and set up an implementation meeting 

The Sales Call 

Adriene agreed to meet with you for 15 minutes. This gives you enough time to verify Ashiko’s needs and 

present a customized solution.  You goal is to get a verbal agreement or preferably a written commitment 

to move to the contractual stage of the business relationship and the implementation of a marketing plan.  

 


