Professional Development Assignment Activities for MKT 367
Book Review (counts as 1 of 2 required activities) – 
I.  Summary of topic for the book you choose.  At least 3 paragraphs telling the mail points of the book.
II. Where does this information or perspective impact the selling process?  Use the model in CH 1 to see where you think it fits.  Explain what your book contributes to a sales professional’s skills or abilities.
III. Critique the book.  What are the best points?  Is there anything you disagree with (and why)?  What are the weaknesses of the approach?  Would you recommend it to others?
Total paper should be about 2 pages (Ariel 10 point, single spaced with double-spacing between paragraphs)
Books:
How to Win Friends and Influence People (Dale Carnegie)

