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Telephone Marketing
B IR TR

1. Definition
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2. Preparation
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3. Effective Communication Skills
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4. Telephone Manners
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5. Situational Dialogues
HF g

(a) Insurance
R

Situation: Fanny Yu of Phoenix Insurance Com-
pany is calling a prospective client,
John Brown.
B RNEREATRNRDJEIBEZF,Y
BThER.

A: Agent, Fanny Yu
RIBARTIR

P: Prospect, John Brown
HEE L 8T B

A: Good moming, may I speak to Mr John Brown,
please?
B, BB

P: Speaking
EIEE.

_A: Mr Brown, this is Fanny Yu of Phoenix Insurance

Company. Could I have a few minutes of your time
7



to tell you about our new comprehensive insurance
plans?
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: 1" m pretty busy right now.

HBER

: That’s okay, how about | meet with you tomor-row
and we can discuss Phoenix’ s plans in pers-
on?

& AR, AR 4 B K 3 3 5 R i 4R 41 49 KU
PREG TR, S g7

: T don’t really have time to sit down and talk about
Insurarce .

e E 1 B A I [E] A R SRR PR B 1) &L

: Mr Brown, it would only take about fifteen minutes
of your time. It will take even less if I know a bit
about you before I come. How many people are
there in your family?
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: There are four—me, my wife and our two kids.

BN —R KKK HBENETF,

: Also, how old are you and what line of work are

you in?

EF ,RELL KMABA 21717

: I'm forty-three and I’ m a senior accountant at my
firm.

EM+=% ,2AFANEE=TIN,

: It sounds like we have two specific plans that
would suit your needs, Mr Brown. I can present
them to you tomorrow, say around two?
TEAGAE, RITA WD RE SR FAT L
B R MRS 48, I i) 7

: Two thirty is better for me.

B iy b o233 22

: That’ s fine, I'll see you then. I’ m looking for-
ward to meeting you, Mr Brown.
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(b) Real Estate
b 7

Situation: Janet Ma of Honest Realtors Limited is
responding to a call from David Chase,
a potential customer.
B 2: REWTATINESEROEAEFK
PEHENEE,

A: Agent, Janet Ma
REALZY

B: Prospect, David Chase
HE P RKTHEDR

A: May I speak to Mr David Chase, please?
AR K DENTEEG?

P: Speaking.
HHE

A: Mr Chase, this is Janet Ma of Honest Resliors
Limited. You called to inquire about our rates,
right?
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