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On the Job (pg 40)

1. Is Michaelini the usual stereotype of salesman? _________________________

2. Describe his characterics ____________________________________________________________

3. How did Michaelini get to be #1 sales person? ___________________________________________

4. Name 3 ways he learned about plastics? 

_________________________________________________

_________________________________________________

_________________________________________________

5. A big part of Michealini success is through__________________________________________

6. How does Michealini spend much of his time communicating with his customers? 

________________________________________________________________________________

7. What does “TLC” stand for in the business world? ______________________________________

8. Name two ways that Michealini gives his customers special attention. 

_________________________________________________________________________________

_________________________________________________________________________________

9. Does Michaelini’s have a web site? __________________

10. He ___________________ responds to their questions with personalized email or phone calls. 

11. List 3 customer-service techniques that he uses. 

_________________________    ________________________   ___________________________

12. He improves his sales relationships and keeps increasing his ____________   _________________. 

