Econ 336 Fo6§ Names :
IC #2 (10 pts) T 9/1
Deiter

1l.(4 pts). After you have finished today’s role play
sales call, take turns writing down something either
you or your partner would/could/should do differently
to improve the sales call.
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2.(2 pts) In your list above, as a team, identify what
you consider to be the 2 most important suggestions
for improvement (rank and identify #1, #2).

3. (4 pts) Take turns writing down something a
‘professional’ salesperson will likely do immediately
or shortly after making a sales call.
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