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Donny and Sandra work for a local furniture retailer.  Donny spent the first day on the job with a salesperson named Loni.  Loni seemed to have a special talent with her customers.  After only a few moments with them, she was able to get them to like her, and to hang on her every word.  She dressed in the latest fashion, and every hair was in place.  Loni told Donny to think about every aspect of his appearance before he came to work, and to smile at himself in the mirror before he went out the door.  Loni was the most successful salesperson in the store.

Sandra teamed up with the store manager, Tim, on her first day.  Tim had been manager for two years, and was still learning the ropes.  He told Sandra about all the sales procedures, job benefits and her personal job responsibilities.  Tim took the time to stress what could earn Sandra a raise, and what could cause her to lose her job.  Even though many salespeople had been at the store longer than Tim, they all treated him with respect.  After work, Donny and Sandra met in the break room.  Both agreed that they had spent the day with two interesting people.

1. Name and define the six types of social power.  

2. Using details from the scenario to justify your answer, state which person from the story you believe to have the most referent power.  Include a specific example of what the person did to demonstrate referent power.
3. List the six types of power.  For each type, name the specific person from the story who is the source of that power, and how that power is used citing an example only once.

4. Give Sandra and Donny some specific advice on what each could do to improve their social power.  

