STEREOTYPE OF THE SALESMAN
THOMPSON, DONALD L.. Harvard Business Review. Boston: JAN-FEB 72.Vo0l.50,
Iss. 1; pg. 20
» Find a copy: The library has the publication available.
Formats: Paper,Film
Date range: 1933-01-01 - Present
Volume(Issue): ()
Notes: 1933-1941 & 1950-present Bound,1922-1934 & 1940-1946 Microfilm.
Subjects: Salespeople, Public, Impressions, Attitudes
Classification Codes 7300 Sales & selling
Author(s): THOMPSON, DONALD L.
Publication title: Harvard Business Review. Boston: JAN-FEB 72. Vol. 50, Iss. 1; pg. 20
Source type: Periodical
ISSN/ISBN: 00178012

Abstract (Document Summary)

THE UNFLATTERING PICTURE OF THE SALESMAN IN THE GAMUT OF
LITERATURE FROM FARMERS DAUGHTER JOKES TO O'NEILLS THE ICEMAN
COMETH IS AN ACCURATE REFLECTION OF HOW THE PUBLIC VIEWS HIM.
THIS IS NOT FAVORABLE TO THOSE BUSINESSES DEPENDENT ON DIRECT
SELLING. IN CORRECTING THE PUBLIC VIEW, THEY MUST REEVALUATE
AND UPGRADE THE SALESMANS JOB IN ORDER TO ATTRACT AND KEEP
PERSONS OF HIGH QUALITY. MANAGEMENT SHOULD REEVALUATE THE
PRODUCT THEY OFFER THE SALESMAN IN TERMS OF A JOB OPPORTUNITY,
USING THE SAME OBJECTIVITY AS THEY DO IN ANALYZING THE
CUSTOMER MARKETS FOR THE GOODS THEY PRODUCE. THE SAME
APPROACH SHOULD ALSO BE APPLIED TO THE MANAGEMENT OF
PROMOTION AND/OR COMMUNICATIONS DESIGNED TO AFFECT PUBLIC
ATTITUDES TOWARD THE BUSINESS COMMUNITY.



