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1- Corporate (adj), corporation (n)belonging or relating to a corporation, a big company or
a group of companies acting together as a single organisation s\

2- extensively (adv) extensive (adj) extend (v): in a way to cover or affect a large area Jsdu
(s

3- Knitwear (n) clothing made from wool 4 sa (udla

4- machinery (n) : machines, especially large ones; a system or set of processes for doing
something <lisla

5- sales pitch (n) the statements and promises that someone makes to try to persuade
someone to buy something<lasall a5 5 aMS

Whether you’re selling a new type of toothpaste to a chain of pharmacies, the latest
computer software to a school or a new kind of package holiday to a travel agency — you need
to know ...
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1- Write down two kinds of products we can sell at a sales pitch ? <laiiall (s (e of Giis)
&) Gage (A g il
- A new type of toothpaste (L) (sa2e e 22 g 5
- The latest computer software < swlall Claa p Saal
2- Write down two kinds of institutions you could sell products to ? (» (2 58 iS)
agd Claiiall an aadaind Gl sal)
- Chain of pharmacies <Yaua dlul.
- School 4w e
1- Do your research <fis; s 2l a8
Don’t come away from a sales pitch wishing you had been better prepared. It(to know every
thing about your product ) is essential to know everything about your product. Do you know
when it( your product ) was developed, and where it(your product ) is produced? You also
need to know who the target market is — for example, the age group or income of the people
who(people ) might buy it( your product ). Not only that(the age group =*::-- .it ), you should
know all about the competition — that(the competition) is, similar products on the market.
Why is your product superior to others(other products ) and why does it(yvour product ) have
better value?
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1- What is the most important thing when you make a sales pitch ? s ad) 2 L
Glana pa e ¢l oo
- To know everything about your product <laiis ge ¢ 5 JS o jad o)
2- Write down two things we should know about the products we want to sell
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a. When it was developed sk i
b. Where it was produced zu! !

3- Write down two things we should know about the customers ? s (s (58)
G oo Laghe pa
a. The age e

b. The income Jaal
4- Define a competition ? (<l Ciiall i e
- Similar products on the market (sl & 4Liall il

In addition, you should know exactly which people you are speaking to, and what their(people)
needs are. For example, if they(people ) represent a middle-class department store in a humble
neighbourhood, be ready to explain why your particular product would suit customers
who(customers ) do not have lots of money. What makes your product perfect for
them(customers who don’__t have lots of money )? Most of all, you need to believe in what
you’re selling, and the best way to do that(believing in what you're selling ) is to use it (what
you sell )!
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1- Write down two things which we should show to people who are middle class
? Aay giall Al (e pb ) el Laa jlgli) g (i S
a. Explain why your product would suit customers who don’ t have money g
Jle 0 sShay ¥ (52l Gl Sl i élaiig Bl
b. What makes your product perfect for them ael) i dlatiia Jany 3
2- Write down one way to believe in the thing we sell ? ¢l 5l Cpail 48 b i)
- Isto use it 4ediui o sa
2- Prepare and practise @3y dudi jlaa

Plan your presentation carefully, not just what you will say, but how you will say
it(presentation ). Will you read it(presentation ). word by word, use notes or memorise
it(presentation ).? Whatever you decide, it(to have a list of your main points ) is always a
good idea to have a list of your main points, in case something interrupts you, or you simply
freeze with nerves (it(something interrupts you or simply freeze with nerves ) happens!).
Then practise it(presentation )., if possible in front of colleagues. Make changes and practise
it(presentation ). again.
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1- Write down two tips to plan your presentation carefully ? lubaill s ual Ci)
2y Anagl) (a all
a. Have a list of your main points 4wyl @llalsy 48 Jac)
b. Practice itif possible in front of colleagues <D j skl 4dle o )i
2- Mention two reasons for having a list of your main points ? &) 33 3 S8 13lal
s ) Tl Aadl® dlais o<y
a. Incase something interrupts you <lahld ¢ o5 Jls
b. Simply freeze with nerves. <ilac! s
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3- Be professionall® s oS
Keep your presentation short and simple. Start with some friendly comments. For
example, thank your hosts for allowing you to speak to them(the hosts ), and
compliment their(the hosts ) company. Remember to speak slowly and clearly. It( to
appear confident ) is important to appear confident (even if you’re nervous!). While
you’re speaking, don’t keep your head down. Instead, look round the room and make eye
contact with your audience. Smile! When you’ve finished speaking, invite questions. If
you don’t know the answers, don’t pretend! Thank the questioner and promise to find out
the answer (and do it(finding out the answer )!). Finally, have a summary of your
presentation ready to hand out at the end of the session. I wish I had known all this
when I started out in business! Good luck! ) )
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1- Write down two things that our presentation should be in ? Lz 05 o) g (il (I
o=
- Shortand simple s 5 uad
2- Write down two tips when you make a presentation ? u=_alb bl e (pfiasal i)
a. Thank your hosts for allowing you to speak to them ez a5 cllaal Canadl <5
b. Complement their company Sl =l
3- Write down two things you should do when you are speaking ? Legaladi &) caay (piadi S|
CralS Ladic
a. Don’t keep your head down aidie clul j Jaai ¥
b. Look around and make eye contact with audience ¢ull Juail Jael 543 a2l & il
4- What should you do if you don’t have an answer to a question ? a3 al 13} =& o Caay 13
izl Gl s )
a. Don’t pretend and thank the questioner JiLudl 31 5 jalan Y
b. and promise to find an answer . <lsall ax3 b aaael g
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1- Package holiday 4>, | An organized trip with everything included in
daliia the price sl Wb Lay 504 (S daliia da
2- Sales pitch oas A presentation made by someone who is trying to
Claal) sell a product ziie g O s add alany (s 5o
3- Target market 4@ People who are identified as possible customers
D) coleine 5 el e (i yaall (Al
4- Age group 4s gaxall A set of people of a similar age
& pal) el Gl G ) (e Ao gana
5- Department store Alarge shop that sells many different types of
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