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3. Carrying Out the Detail Schedules

The detail work of planning having be
work of marketing ‘the product is started,
control of the General Sales Manager.

a) Field exécutives, if required, are, selected.

b) With their assistance, otherwise by the s
partment heads delegated for the duty,

¢) Instructions and supplies
and training begins. :

d) ‘Assignment to.territories is made
the results of the training course develop.”

en completed, the actual
under the supervision and

ales operating de-
N

salesmen are selected.

are issued to the training section

at time of selection, or as

e) Samples, advertising matter_to be ¢
forms and other supplies needed are issued to salesmen and they
begin work. Expense funds are established at the same time,

£)  As provided by the time schedule determined upon,
tions are sent at the proper time to- the traffic

Yor warehouses, advising them w

arried, order and report

instruc-
and shipping_department
hat’ initial stock shipments to make or
advising them to"be in readiness to execute any certain predetermined
plan of- executing orders for stock or delivery on sales,

g) In like manner activity is started among all operating' units,

-

4. Cheéking Results

Results are assured only by constantly checking performance
against plans—actual sales against estimated sales or quotas, costs of
selling against estimated costs, etc., not only as to totals but as to each
operating unit or section oflterritory.

a) The reports of the work of
particularly of each branch, dealer an
sonably short periods that can be comp.
These are tabulated and summarize

the various operating units, and
d salesmen are secured for rea-
ared with corresponding periods.
d and compared, performance

b) Costs as show;n by

reports from field executives, branches
and even salesmen,

and figures supplied by the auditing and account-
€ tabulated, summarized, set Over against budget
estimates and previous’ costs, worked out in actual amounts and in
bercentage as to sales. These and similar reports and statistics are sup-

plied to the administrative heads of the business and to the heads of
the ﬁeld1activities concerned. -

5.7 mproving, Methods

Aside from the analysis Arst'referred to, and 'the checking of re-
sults, there are in many organi

6f methods, such as:

zations provisions for the improvement

BULLETIN OF THE TAYLOR SOCIETY

In the Tay]or) System a corresponding

function is that of the Order of Work
Clerk, who takes the move-material and
work-order  slips previously prepared by
the Route Clerk and issues them; i, c.,
starts work. .He arranges the order of
work and keeps a balance of work rec-
ord; he arranges who shall do what, and
when, in accordance with the plans,

i

.

In the Taylor System the corresponding
functions are performed by the Progress
Record Clerks, and the Cost Clerks, who
check progress and costs as work is per-
formed; and by the inspectors in the shop,

who inspect for quality and quantity.
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a) Investigations for improving selling te-chnique~me.th0fls ot:f
personal salesmanship, demonstrations, preparations of selling pqr(;
folios by salesmen themselves from material and testimony secure

BULLETIN OF THE T74YL0R SOCIETY

i

In the Taylor System this function .is .
per?ormed by ' specialized .investigators—

f the consumer or dealér; 'methods of service to customers, etc. methods, time study and rate setting spec-
rom 4 B

i i ialists. - :
Even time studies of sales operations are bemg made. ; v ”
b) Investigations for determining rates and also methods of ‘ . ’
remuneration, especially if a commission plan, or salary and lfonus,,'or ‘ :
any other form of compensation is in use or under consxder?tlin .
whereby the ainount earned is affected by'the sales performance of the
individual.
\\
) Charles J. Crockett, Chairman _ , /.
"CONCLUSION AND QUERY Printz-Biederman Co., Cleveland.

If it is discovered that the sequence of functxf)ns
involved in selling, as developed by common practice,
are analogous to the sequence of f}\ntf:ons involved in
production and recognized by sc1ent1ﬁ§ Tanagemen.t
technique, is it not probable that the principles c')f sci-
entific management as :developed fo‘r the shop. in the
Taylor System may be applicable in the selling de-
partment; and further; is it not probable that many
of the actual methods of planning and control now

used in the shop may be adapted to the use of the sales-

department? It is to attempt to find an answer.to th.lS

question that the further work of th1§ committee is

directed; and to that end the cooperation of all sales
* executives 'is essential. '

H. A. Burns i :
New Home Sewing MachineJCo., Orange, Mass,
G. V. Carroll - )
- Dennison Manufacturing, Co., New York Office.
George W. Dickerman
Remington Typcwriter Co., New York.
Henry P. Wherry . .
Rossendale-Reddaway Belting & Hose Co., Ne\fvark, N. J.
Harry Vincent
McElwain, Morse & Rogers, New York.

H. S. Person .
Managing Director, Taylor Society, New York. )




