
Case Study – for Feedback Example – Sales Manager 

 

John is currently a leading sales / business development professional for a 
well-known international sports clothing company. His role has been to 
expand sales in non-traditional sales channels (small boutiques versus big-
box/malls).  

He is aspiring to become a Sales Manager for his company. This would 
require relocation to a major metropolitan area. He has sought our help to 
make the decision to pursue this path or to choose another direction.  

Our feedback will need to focus on John’s current strengths and 
challenges, find relevant successes and challenges in his current 
professional experiences and help him find insight to support his future 
decision. 

We start by preparing using the Interpretation Worksheet. And then … 
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INTERPERSONAL ACHIEVEMENT LEADERSHIP
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