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tunities include helping African Americans to contribute to
ductivity, and marketin g more effectively to African Americ
clients.

How much have you learned about working with African Americans—that’s dif-

ferent from what you thought when you completed SAA 7.22 Check it out and see if
your answers have changed.
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In fact, Jason believes he 15 one of the most productive workers in the company,
He meets his time targets and maintains high work quality. But Jason is getting rest-
less. His work is becoming routine to him and therefore boring. He has asked Ken

onsibilities. Ken has been

and been filled by others.

1. What surface problems do yOu notice?

2. What root problem(s} might underlie the surface problems?
3. If you were Jason, what would you do?

Case Study 7.2 Karla, African American Salesperson

Karla is a salesperson at Ellison’s Furniture, the only African American on the small
sales force of 20 persons. She has been Very successful in selling furniture, makes
good salary plus commission, and during the year she has been at Ellison’s has made
top salesperson of the month three times. Karla enjoys her work but feels 1solated
from most of her coworkers. Most of them are Euro-American men, and five are
Euro-American women, The manager Daniel is Euro-American and has been very
supportive of Karla's training, development, and sales work. He often praises her
work and encourages her to “keep it up.”

Rachel is the only salesperson who has seemed willing to spend much time with
Karla during coffee breaks or at lunch. While Karla doesn’t think of Rache! as a close
personal friend, she does view her a5 more than just a business colleague. She's also




