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SUBJECT: Camry Introduction
 
Dear Mr. Jones:



Introduction
This paper describes the various aspects of the Camry Cars. The objective is to evaluate the depth analysis of the Camry Cars. It enables to determine the various way to motivating the customer to buy the Camry Car. Indeed, Toyota Canada Inc is the distributor of Toyota, Scion and Lexus cars. Camry Car is the product of the Toyota. It was founded in 1964 by the Larry Hutchinson. Toyota Canada Inc delivers automotive parts and performance vehicles products and automotive finance, vehicle leasing and vehicle services. Toyota sold more than 4 million cars in Canada by the franchise distributor. TCI headquarters is situated in Toronto and it has few regional office in Calgary, Halifax and Vancouver (Sheehan, 2013). Further, there are several ways to promote Camry car sales in the perspective of the direct strategy. In my report I will be covering these topics which are all about Toyota Camry:
 
· Be confident
· Keep the car clean
· Camry will save time, money and energy
· Exclusiveness
· Conviniece



· Be confident: 
Being a seller of the Camry Car, you need confident in their personality to attract new customer of it. Confidence is necessary part to raise the sales of the Camry car products. Camry car salesman has a positive attitude with confidence that would definitely raise the car of it. Salesman of the Camry Car needs to leave out the price of the car that would show your confidence in their own product selling parameter. Confidence is the key success of the car seller (Motoraty 2013).

· Keep the car clean
Camry car seller should keep the car clean that attracts new buyer of it. The seller should help the customer that car is perfect condition and customer can buy without any hesitation or trouble. Camry car should look stylish and attractive at first glance to attract customer of it. So, Camry car cleanness is the necessary part of car sales (Steven 47).

· Camry will save time, money and energy
Camry Car seller should express the car design, model and feature advantage in front of the customer that attract new customer of it. Camry car has sporty styling, power seats, and climate control. Camry SE, XSE models, and Camry Hybrid is known as the bold styling of the Camry car. The interior features such as wrapped shift and paddle shifter and exterior features such as grille, rear spoiler and unique 17 alloy wheels. Ample leg, headroom, and knee are available as 8-way power seat for the driver. Dual zone climate control is the good design of the Camry car that is different from another car model. This features will attract the new customer to buy the car. Due to unique features, affordable cost, and energy efficiency, it is the good to buy for customers (Toyota, 2017).

· Exclusiveness
Expensive cars are bought by customers that want stand out from the rest of customers. Many customers want to buy a car at the high price to set themselves from others. So, Camry car added special edition package in their cars such as power moonroof, 18 aluminum alloy wheels and Blue Streak Metallic color that make little costly. But, due to the difference from another model, the customer would love to buy this car at any cost. Buy a car at high price become a symbol of status in the current competitive market. So, this feature also attracts few customers to buy the car. So, the salesman should convey about this features of the car (Sheehan, 465).

· Convenience
It is significant features of the direct strategy to promote the Camry car sales in the market. Cars are sold because of their convenience of seller. This features in Camry car helps save their effort and make their lives easier in the competitive market. Camry seller should explain the design, technology, performance, safety and special edition included in the Camry car. Further, it is the good remedy for the raise the car sales in the competitive market because customers are not fully aware of car features. So, a good communication skill salesperson can convey about the features. So, it would attract new customers of it (Motoraty 2013)
Conclusion
On the basis of the above discussion, concluded that clear persuasive approach as well as high ability to adopt new technology in Camry car sales helps to raise the sales of the Camry car in the competitive market. Camry car is a unique model of Toyota Canada Inc that attract new customers. Being a salesman of the Camry car, we need to convenience their unique model in the front of the client to buy the car. Confidence, clear car, save time, money & energy features, exclusiveness and convenience are the attractive way to persuasive the car sales in the competitive market.

Sincerely,


Omni Khosman
Toyota Sales
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