Sam Brown

You have worked for Clarks for 3 years, working your way up quickly from Saturday Sales Specialist whilst at University to Assistant Manager. 
You got on well with your previous Manager, who was ‘old school’. He set standards and stuck to them. You liked that style – you knew where you were – he taught you all you know. 
At present you’re concerned about what the future holds for you. The new Manager has a different style and as you have had little experience of managing others you are concerned about what he/she expects of you. 
He holds team meetings every morning. You don’t like doing this as you simply don’t know what to say – you haven’t got his relaxed style. You’re hardworking and expect the same of others – just yesterday you had to speak to Joan sharply as she was spending too much time talking to a customer. You told her as much when you saw her in the stockroom. 
You saw the new Manager talking to Kate earlier and feel sure she will have mentioned the scene with the difficult customer yesterday who was not happy that you wouldn’t give her a refund on her son’s shoes which hadn’t worn well. You know Kate would have paid out but you don’t want your customer return figure going up! You know Kate is experienced but you like to make decisions and do things yourself. 
You know the Manager wants to talk to you about next week’s Area Sales Manager visit and you wonder what else may come up.  If encouraged to think how you handle your responsibilities, you will admit to having no training from your previous Manager – he just told you to do as he did.  If probed, you will admit that you feel out of your depth – you know the staff don’t warm to you.  
