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Can John Adapt?                          (39-48)

John has been asked to move from engineering to sales in order to help promote a new clutch mechanism on heavy trucks.  As John was one of the design engineers on the product, he is very comfortable with his knowledge of the product, its manufacture and its competitive edge.  John, however, has never considered himself a “people person,” always preferring to sit and tackle engineering problems instead of playing “office politics.”  The thought of having to approach strangers is frightening to John, and he begins to wonder if the career advancement and monetary gain are worth leaving his engineering position.  When his first assignment is to update the other sales representatives on the clutch mechanism, he panics.

1. What is the definition of self-concept?

2. How will John's self-concept affect his behaviors in his new position?

3. How might John’s perception of the sales team impact his ability to succeed in his new role?

