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Confidentiality Clause

This document and its attachments contain strategic business information, trade secrets and in

general the know-how of Carbondale, S.L. Co., (“Scanton US” or “Carbondale”), and its group,

derived from commercial experience and research and development programs, which has been

compiled for exclusive use by the groups’ affiliates (and, particularly, by certain of their

employees and senior staff), with the goal of securing and expanding the group’s long term

profitability and return. The content of this document and its attachments is, therefore, strictly

confidential to the recipient/s, and for their exclusive use only.

In this document and its attachments, “Confidential Information” shall mean any document or

information (containing economic, financial, technical, commercial, strategic or any other kind

of information) that is by any means provided (orally, in written form or recorded in any kind of

support) and at any time, whether prior or subsequent to the date of this document or its

attachments, and that is not otherwise publicly available, relating to Carbondale, any company

within its group or any related party of the foregoing, including, but not limited to, scientific

technical or architectonical information; information relative to the current or proposed business,

commercial experiences, sales, and marketing plans, including, but not limited to, financial

information, contractual terms or customer lists and data; drawings, designs, samples, computer

programs and software devices; costs and pricing information; and identification of personnel or

other possible resources for possible use in the business. In particular, any document and

information: (i) marked as confidential or similar; (ii) identified by Carbondale or its personnel,

whether in writing or orally, as Confidential Information; (iii) that has a commercial value; (iv)

that is not generally available in the market or industry; or (v) which, in view of its nature or the

circumstances in which it is disclosed, must, in good faith, be treated as confidential, shall be

considered Confidential Information.



The recipient/s of this document and its attachments undertake/s at all times to treat and hold the

Confidential Information in secret and as confidential information and they shall neither

communicate nor disclose it whether directly or indirectly (orally or in writing) to any other

private individual or legal person without the prior written consent from, except only to those

members of its personnel who need to know such information in rendering their services or if

such disclosure is expressly authorised by Carbondale. The disclosure, distribution, electronic

transmission or copying by any means of the Confidential Information is strictly prohibited.

The recipient/s of this document and its attachment agree/s not to duplicate, distribute or

disclose by any means any information contained herein.



Técnicas de venda para vinhos

Informar ao cliente sobre o tipo de vinho que melhor harmoniza o
pedido solicitado, dizendo:
- O vinho que melhor harmoniza o pedido solicitado é o vinho
Carmenère, por exemplo.
Obs.: Para saber os pratos que combinam melhor com cada tipo de vinho,
visualize os Guias Rápido e o Guia de bolso.

Nota: Sugerir um determinado vinho apenas se o cliente solicitar. Do contrário, deixar o cliente solicitar livremente, à escolha dele.
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Processo Técnicas de
Venda: Script de saudação e
maximização de produtos e
alimentos disponível na
OPS.

Cliente, dizendo: Qual 
vinho você sugere?

Complementar o pedido oferecendo uma água. Dizer:
- Gostaria de água para acompanhar o vinho?

Processo Técnicas de
Venda: Script de
pagamento e despedida
disponível na OPS.


