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Introduction
Dick Spencer was a manager of Modrow, a Canadian subsidiary plant of Tri-American, a company that specialized in fabricating aluminum products such as foils, roofing and siding materials. Following a series of expansions in the company, Spencer rose through the ranks to the management of the company after successfully serving as a salesman for quite some time. In this position, he underwent a series of problems such as effects of cost increases and employees with loose morale. This paper looks at the factors that led to Spencer’s success as a sales person, as well as some of the repudiations leading to his failure as a manager. The case of the siding incident will also be addressed looking at the issues that Dick would have dealt with to avoid the scenario as well as the manner in which he would have handle the repercussions. 
Analysis
Dick succeeded well as a salesman primarily due to his ardent knowledge of the business. Being a young person, just out of knowledge with a master’s degree in business, Dick was engaging in his job, a factor that led to his success as a salesman. A master’s degree in business administration, supposedly gave him the spirit to engage in his duties in a remarkable method that saw him succeed. Iyengar (2015) noted the drive, passion and self-motivation in degree holders that drives success in business. 
In addition, Dick had a likeable personality that saw him win the liking of the company’s president.  He had an adaptive personality in his elations hip with others as experienced through the manager at the golf course. Success in sales requires adaptability, aptitude and essential communication skills (Limbu, Jayachandran, Babin and Peterson; 2016; Agnihotri, Gabler, Itani, Jaramillo & Krush, 2017). Further, the manner that he controlled his emotions was perfect for sales. A sales person needed a way to tame their emotions for purposes of the job (Singh, Kumar & Puri, 2017). Through his skills, Dick was able to fast meet the requirements of his superiors and get the job done. In addition, looking at the manner he approached his first year and the following years in sales, he was a motivated individual who did not sulk at not meeting the sales hit at the first year, during the subsequent years (Sok, Sok & De Luca, 2016). In addition, interpersonal comfort as noted by Allen, Day and Lentz (2005) could have contributed to his augmented relationship with different people, increasing his chances of success in sales. 
Dick was not very effective in management and faced various tribulations. As he climbed to upper echelons in management, he ceases to become the adorable salesperson to a cold supervisor, interested in cost cutting and calculative motives in various departments. He wants to micromanage all departments, a factor visible through the hours spent in such departments as finance, administration and accounting trying to understand issues. Following his tactics on micromanagement (Milton, Sinclair & Vakalahi, 2016), the employees engage in helplessness that sees them dislike him (Wilkins, 2016). 
In management, Dick is no longer at ease with his emmloyees since he sees them as always getting ready for his unannounced visits (Buller & Schuer, 2003). The leadership styles lower the employee satisfaction at the company. In addition, following the fact that Dick rose through the ranks and managed a diversity of cultures, it is probably right that he did not have the sufficient experience in managing a cross-cultural group of people. Further, in trying to ensure that he succeeded at his ventures, Dick engaged in self-efficacy efforts that were detrimental (Wong, Nicotera & Guthrie, 2007). In trying to cut costs, he terrible failed at the Sidings department by withdrawing the power saws. He is always in meetings with other managers, an issue that prevents them from handling their duties properly, to his detriment. This can be noted as poor leadership skills (Goetsch & Davis, 2014; Northouse, 2018).
Recommendations
The manner Dick handled the situation at the sidings department led to some resistance to change. By suggesting a new method of disposing off the scrap pieces, Dick had a point, but which he expressed badly. He did not listen to the department’s heads sentiments and in effect withdrew the power-saws forcefully. Despite the reactions, the workers went ahead with their work, albeit using their hands. Attitude, in management can easily lead to resistance (de Araújo Burcharth, Knudsen & Søndergaard, 2014). This was evidenced at the sidings when the foreman stormed out of his office and the workers refused to heed to his requests. His self-efficacy attitude towards management was also a downfall in his management (Liu & Ngai, 2018).
In managing the situation at the sidings department, it would have necessary for Dick to embrace the fact that change would have been achieved with a better approach. He needs to have engaged his employees in meaningful discussions and come up with a change policy. In addition, there are various methods of managing change that could have sufficed (Carnall, 2018; Dawson & Andriopoulos, 2014). 
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