Sales management final project intructions:

Write a four-page paper:
1) Interviews of three salespeople, identifying where each salesperson works and briefly explaining what the salesperson does in his role. 
2) Classify the salesperson's type of personal selling job and identify the primary personal selling approach each employs, from Chapter Two. Also, ask your salespeople to explain how they contribute to both their employers and society at large.
3) After your interviews, include these takeaways: 1) Rank the three positions, from most favorite to least favorite, in terms of how you relate to the position, and explain your ranking for each, why most favorite, least favorite, etc.; 2) Share three new insights you now realize after completing the project, in relation to being a sales manager; 3) Share three new insights you now realize after completing the project, in relation to dealing with sales managers as a consumer.

Chapter two notes :
[bookmark: _GoBack]See attached file.
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