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The Worm Has Turned 0",

salesmam: Hi, I'm Steve Swank. What can | do for you?

Tina Allen: I'm interested in the 1992 XYZ on your lot. What can you tell me

about it?

Salesman: Oh, that's a nice one. | guess you just recently got your
driver's license, Am | right?

Mr. Allen: Yes, Tina just got her license. She'll need a car to get back and forth
to school. We simply have too many people and not enough cars.

salesman: Boy, | know how that goes. | have three teenagers myself. Is this your

first driver?
Mr. Allen: Yeah, Tina's our first.

salesman: Well your little girl really knows her cars, doesn’t she? She's picked
the peach of the lot. e

Tina Allen: (slightly exasperated) Could you tell us a little about the car?

salesman: Certainly. | see in the file that it has 160,000 miles on it. Those were
all highway miles, Tina. May I call you Tina? (He doesn't wait for an answer,
but continues his sales pitch.) The previous owner never had a bit of trouble
with it. It is loaded with options, too. You can see the great shape it's in.

Tina Allen: Could you tell me your asking price? .:
Salesman: Well, Tina, we've listed it for $5,000, but it’s been on our lot for over a h:
week now, and we like to turn our inventory over much more frequently than
that. We have very strict standards for the used cars we will place on our lot,

s0 they usually go very fast. As a matter of fact, | had a customer who was ¥

i

very interested in this car in here just yesterday. He said he would be stop-
ping back later today.

Tina Allen: §5,000 is a little out of my price range. Could you do anything for us?

Salesman: Gee, | don't know, Tina. With that customer coming back in this after-
noon, and all, | might be doing myself damage by coming down on the price.
But, 1 like you. And, | have teenagers myseif. | know how important itis tobe _
seen in a hot car, am | right? (The salesiman winks at Mr. Allen.) 'll tell you
what. I'll come down to $4,800.
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Tina Allen: That'’s still a little high. Could you bring the price down to $4,200?

Salesman: Wow, that would certainly put us at a loss. I can’t see any way for us to
come down that low for this fine car.

Tina Allen: Well, $4,200 is all [ have budgeted for a car. I can’t g0 any higher.

Salesman: [ see your dilemma. And, I like you two. Let me g0 ask my manager. But,
I've got to warn you. He’s going to think I'm nuts for even suggesting this price.

The salesman meets with the manager in the corner of the room. The two act as
though they are arguing over the price. The salesman comes back to the desk.

Salesman: Mr. Allen, Tina, I tried. He would only come down to $4,500. That's his
final offer. Even at that price, we're losing money on this car. He thinks I'm
crazy. I had to pull in some favors for this one. But, as I told him, you're nice

people who need a car, and that’s why we're in business. We figure you'll tell

your friends that you got a good deal here.
Tina Allen: That’s stil] above my budget.
Salesman: Tina, we can certainly work out a payment plan to fit your budget. Don't
think of it as $4,500. Think of it as only $125 a month. You can certainly afford

that, can’t you Tina?
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Tina Allen: For how many months?

salesman: Only 60.

Tina Allen: That's a long time. The car might not even last that long.

[ don't see why not. It's been very well maintained. You know, my

Salesman:
and he has 250,000 miles on it. It runs like a

son’s friend drives one of these,
top. He’s never had a day of trouble.

Mr. Allen: Well, I don’t know.
u which way you should go on this. All 1

salesman: Mr. Allen, Tina, I can't tell yo
and I have a customer ready to buy it

can say is that this is one nice vehicle,
this afternoon.
Tina Allen: Well, I guess we'll have to leave it for your other customer. Thanks

for your time. Good-bye.

After reading or watching this exercise, answer the following questions.

In what ways did the salesman try to get Tina and Mr. Allen to see him as a friend?

In what ways did the salesman try to push Tina and her dad to buy the car?

Did you think Tina was going to buy the car?

Do you thlph Tina did the rlght thing?
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