	Safe Home Security sales rep, that was me for the duration of this internship. Throughout the duration of this internship I learned many things and it brought me greater understanding of sociology in a real-world sense. This job allowed me to see the cultural differences in demographics. I learned how to gain the trust of a stranger in a short amount of time, I learned about group dynamics and having to work as a team and how using the team to your advantage can help you succeed more, and I learned how to use social networks to my advantage and how social networks can influence someone’s decision to buy something.	
	At the start of this internship I was nervous because it was going to be one of the first times, I have ever worked a full-time job because of sports, and I chose to do door-to-door sales. My first week consisted of training and learning different aspects of sales, learning about alarm systems, learning about objection handling, and how to be a salesman in general. People always told me door-to-door sales is the hardest type of sales there is to do, but I never believed them until my first day knocking doors. The first person answered, and I had no clue what to say. I was stuttering and trying to stick to the script that my boss gave me as a sales pitch.
	Throughout this time, I was connecting my experience to sociology by noticing a huge difference between the rich demographic and the poor demographic. During this time, I was also paying attention to the cultural norms of people and the difference in which the two demographics treated me. The poor demographic was much easier going and easier to talk to, they were also way nicer. The rich demographic was quick to kick me off their porch or shut the door in my face.
	During my second week things started to pick up and I started to become more comfortable as people were starting to hear me out. During this time, my boss and I were doing trainings every morning about how to handle objections. This turned out to help me more than anything because I started getting through the process with customers and started to check credits. I started to finally believe in myself that I could do this, I was starting to gain confidence and it was showing in my production. Something that helped a lot with my production as well as it pertains to sociology was gaining the trust of the customer. Without the trust of the customer, they will never give out their information. After all, I was a random stranger knocking on their door.
	My third week of this internship was when things started to shift. I was going from getting credit checks to getting sales. During this time, my boss and I started to look into sales psychology and how to apply it in the workspace. Sales psychology is a huge point in sales as this is essentially where you are trying to find their pain points and give the security much bigger value to them. This is also when I got my first sale which was one of the most exhilarating feelings ever. Finally, all the hard work I put in had paid off and I was finally starting to make some money, which was a super good feeling. I was starting to enjoy the internship and was getting closer with my co-workers.
	This is when I felt as if I was starting to succeed at the job. During this, I thought it was the perfect time to connect sociology from the point of group dynamics and how the team and I were starting to become close and get comfortable with each other. Sales production was the starting point to become a byproduct of that. This point for me was proving to myself that no matter how individualized the job may be, having a team behind you supporting and caring for you always helps.
	My fourth and final week, hours-wise, of this internship was a fun week. The sales were starting to flow in, and we were out of town working as a team trying to reach a goal of twenty accounts sold in five days between the four of us. I was starting to become way better at objection handling, this was valuable because more times than not the first words that come out of the customer's mouth is “I’m not interested.” Learning how to push past this and realize that they just say this because it is natural human ability to not want to be sold anything will allow you to sell way more.
	During this time, the way I connected this week of sociology to sales was by realizing how much social networks play a role in sales and when you make a sale, if you can get a referral from a customer, that’s an almost guaranteed sale. Throughout this internship I have gained many skills and improved some of my already developed skills. I gained a lot of confidence during this internship as stated above, proving to myself that I was able to sell something to someone was a huge relief for me.
	I learned how to problem solve and overcome objections, I identified the problem for customers and fixed it whether it was medical problems, fire issues, or break-ins or they just simply wanted cameras. One of the main skills I have gained during this was customer relationship management. I gained this skill by realizing what a person’s problem was without them necessarily having to say what their problem was. During this internship I also gained the skills of resilience and persistence. When a customer would say they aren’t interested, I would push through and still try to get the sale.
The first six days that I wasn’t getting sales, I was still pushing through every day and not giving up. I was determined to be good at this and by the end of my internship, I believe I have proved that is the case. Some of the things that are key takeaways that I have with this internship are handling rejection, effective pitching, feedback and improvement, and building rapport. When it comes to handling rejection, it is half the reason door-to-door sales is so hard because you are taking rejection all day. Being able to handle that and push through during that time is a good trait to have.
	The second one, which is effective pitching, is big because those are the first few words everyone is going to hear when you are trying to sell. This is probably, in my opinion, the most important and make or break it portion of sales. The third one of feedback and improvement is huge because this time I proved that I can start something new with no experience and take the feedback that I am given and start improving, and I have the results to show it. The fourth thing that was a key takeaway during this internship was building rapport with customers and learning how to gain the trust of a customer.
	During this time, I am trying to gain a better understanding of who they are and what some of their pain points are. I am also trying to build a connection with them during this time and figure out a way to connect with them so that I can build value in the product for them. During my internship I gained invaluable sales experience. I learned how to communicate, problem solve, prospect, and sell. This role pushed me in a different way than I ever had before because my whole life was sports before this.
	I quickly learned how to achieve the task that the company was asking of me. I learned how to build rapport, understand the customer needs, and effectively present the solutions that would help them with their problems. The experiences that I went through gave me a taste of sales and how to handle rejection and overcome rejection. This internship showed me how to become an active listener. During this time, I paid attention to the customer feedback and built my process through what they were saying.
	Overall, I wouldn’t trade this experience for anything. I think it was the perfect starting point for beginning my career in sales. I’m confident in my skills and believe that I can help any company and can prove to be a huge asset to any team I am placed on.

