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Part 1
From the data of sales concerning the lieutenants in the past two months, I would choose Kadian Gomez to be my replacement in the office of the company’s Marketing and Promotion manager. It is because Kadian's sales activity establishes unusually high sales in a short period. It shows Kadian is a more active salesperson than the rest and he finds out clearly what customers want even as he engages them on field sales activity and brings out solutions to everything that they wish to hence smoothening sales. The goals of a firm are to maximise profits. In other words, a company is said to operate efficiently if it can make more sales from its target market. Since Kadian achieves the goal of the business operation, choosing him as my replacement would add value to the businesses and much correctly, the marketing department would get his more significant input on how to make more sales every time since he has had a successful the experience as a sales person. Kadian would also mentor more sales person to achieve marketing and promotion effectiveness.
Ely Darboe realizes many clients more than all the other lieutenants, but his clients contribute less to the sales as compared to the ten clients of Kedian. The average sales per client from Kadian's records is almost twice the average number of sales of the other two lieutenants. Though Ely had many clients than all, they were less willing to purchase the products. On the other hand, Kadian's clients were entirely ready to buy the goods that Kadian sold to them.
Part 2
[bookmark: _GoBack]My decision on whom to promote cannot at all be influenced by the email I receive from Wal-Mart Store manager. It is because failure to honour agreements on sales was not done by the individual I will have selected for promotion. Kui, as a member of the sales department, should be individually liable for any misconduct against the requirements of sales representative’s ethics.
 Moreover, promotion is based on individuals’ records of work and not group records. Following the individual files, it’s clear that Kadian- my suggested candidate to be promoted- has always created smooth sales, with him delivering promises on behalf of the organization to the clients. Moreover, Kui’s performance is the least among the sales representatives, and he does not even strictly qualify for promotion since his job results don't prove competence for any higher job level. From Wal-Marts threat to take legal actions against Kui if he doesn’t honour the agreements if, at all it happens, the company has its legal process to carry the burden of its employees or leave the responsibility to the employee. So this decision by Wal-Mart cannot whatsoever affect internal staff management of our firm and the planned succession in the marketing directorate position.
