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Building Trust and Sales Ethics
One of the ethical issues present in the case given is the withholding of information vital to the sales manager. This ethical issue is reflected by the decision of Kelly to hinder his boss on the information regarding the rest of the bidders once requested. Moreover, Kelly intentionally removed the folder containing the names of the bidders to deny his boss from accessing the information. The extent of Kelly to withhold such information from his boss depicts that he was acting unethically in making the sale on behalf of the company.
 Similarly, lying about the competitors is another ethical issue identified in the case study. Kelly also hides the information on the competitors making the same bid to ensure he wins the bid by offering at the lowest cost. This approach of hiding the management the information on the rest of the competitors going for the same bid at a higher price has an effect of hindering the organization served financially, which is unethical. The third ethical issue present in the case study that has been offered is the showing concern for one's interest over that of the customer and the company.
The decision by Kelly to hide the information regarding the rest of the bidders was intended to serve his interests over that of the client and the company. Kelly was interested in winning the bid to earn a commission by quoting at the lowest cost, which is unethical. It is likely that the intention of Janet Williams was for Kelly Myers to learn of the competitive bids. In such a situation as Kelly Myers, I would have been interested in learning the competing bids. The rationale to determine of the information is to ensure the bidding cost close to that of competitive bids to win the trust of the purchasing agent since it will reflect experience and credibility in making bids.
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