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False Reports
Fred Hales, newly appointed sales manager of the Bright Pharmaceutical Company, had just completed a two-week trip of auditing customer accounts and prospective accounts in the southeastern states. His primary intention was to follow up on prospective accounts contacted by sales staff members during the past six months. Company policy dictated that each salesperson was to call on a certain number of prospective clients and accounts—a monthly quota based on population growth in the sales area. Prospective clients and accounts were usually physicians, pharmacies, and drug departments in retail stores.


To his amazement, Hales discovered that almost all the so-called prospective accounts were fictitious. The salespeople had obviously turned in falsely documented field reports and expense statements. Company salespeople had actually called on only 3 of 22 reported prospects. Thus, Baxter surmised that salespeople had falsely claimed approximately 85 percent of the goodwill contacts. Further study showed that the entire sales force of 20 persons had followed this general practice and that not one had a clean record.


Hales decided that immediate action was mandatory, although the salespeople were experienced senior individuals. Angry as he was, he would have preferred dismissing or demoting them. However, he was responsible for sales and realized that replacing the entire staff would seriously cripple the coming year's sales program. He was also confronted with the question of whether employee dishonesty could be rationalized because of his predecessor's ineffective implementation of policies.

What would you do, as Hales?  Discuss in some detail how you would proceed, and explain your reasoning.
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