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Disruption gives instructors maximum flexibility for ease of use in both sales and sales management 

courses. Written from Grace’s perspective as a salesperson, the book can be used in sales courses. 

Offering insight into relationship selling, the various parts of the sales cycle and sales process, use 

of sales technology, following-up with customers as well as other critical concepts, the book will be 

a great asset for sales instructors. On the other hand, by offering Connor’s perspective, Disruption 

provides students insight into the sales manager’s role in recruiting, territory design, empowerment and 

oversight, compensation, evaluation, inter-departmental relationships and cooperation, strategy and 

planning, as well as other important topics covered in the typical sales management class.

Moreover, the book is designed to meet the needs and preferences of individual instructors. Whether 

integrating this book into a sales or sales management course, some instructors may choose to use it 

as a supplement alongside a traditional textbook. For example, if they are teaching a sales course, they 

might deliver the course content following the sequencing of materials in the textbook, integrate an 

end-of-semester mock sell/role play into the course and use Disruption to replace previously used cases. 

This approach works very well in that Disruption offers continuity of content. The story and characters 

develop as the book progresses and give instructors opportunity to contextualize and apply concepts 

originally discussed in the adopted textbook. This approach works equally well for instructors who 

choose to integrate Disruption into a textbook-driven sales management course. Again, instructors 

can continue to build their course out around the textbook and use Disruption to replace previously 

used cases, thereby giving students an opportunity to apply topics and see real world examples using a 

continuous backdrop of characters and plot line.

However, Disruption is also designed to allow instructors to replace their traditional textbooks 

altogether. The topics included in the book (both from the standpoint of a typical sales course as 

well as from the standpoint of a typical sales management course) are extensive. The accompanying 

slide sets are very comprehensive and are designed to enable instructors (if they so choose) to 

introduce important concepts and engage students in class conversations which will draw out content 

and motivate student understanding. Experienced instructors who have taught their sales or sales 

management courses before may find that Disruption is a single-source solution, enabling ease of course 

delivery centered around this one book. In this way, Disruption can be used not just as a supplement but 

as the primary vehicle for delivering an outstanding learning experience.

We’ve organized these instructor materials around these two approaches. Specifically, we provide 

insight into how Disruption can be used both as a supplement and how it can be used as a single-source 

solution. We encourage instructors to take some time familiarizing themselves with the two alternative 
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approaches so that they can make the best decision regarding adoption. While the integration strategy 

differs slightly for each, whichever method instructors choose, students will get an excellent immersion 

into critical concepts.

Approach #1: Disruption used as a course supplement
(integrated into a sales or sales management course which continues to use a 
traditional textbook)

Instructors may choose to use Disruption purely as a supplement in a sales or sales management 

course. The book is designed to offer application of key concepts found in the traditional sales course 

as well as the major topics covered in the typical sales management course. Instructors who take this 

“supplement” approach realize the following benefits:

	■ Ability to rely on Disruption for application and practice of key concepts covered in their chosen text 

with little hassle or difficulty

	■ Continuity: the book centers around the experiences of a salesperson and a sales manager at a single 

sales organization; it highlights challenges they individually face and decisions each have to make; 

accordingly, characters and plotline develop over the course of the book and important sales and 

sales management topics emerge as the book develops giving readers an opportunity to seamlessly 

see, understand and consider critical concepts in an interesting and engaging context

	■ Elimination of other outside cases; no more hours spent reviewing countless cases on a long list of 

topics to make adoption decisions, no more relying on a patchwork of disparate cases from other 

providers only to realize uneven coverage of topics across the semester; no more having to “retire” 

cases when they get old and having to find replacements, etc. 

	■ Ability to enjoy these benefits while still using the sales or sales management text of their choice; 

the book’s instructor materials (e.g., slides, chapter questions, etc.) can be used (or not used) as the 

instructor chooses — this supplement approach gives instructors an arsenal of weapons with which 

to take to the classroom.

Instructors using Disruption as a supplement should consider how best to effectively integrate the 

book into their course. Again, it is important to emphasize flexibility — we do not believe in imposing 
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a restrictive set of constraints on instructor execution. Instructors vary in terms of style, pedagogical 

philosophy, organization, etc. and the key here is to remind instructors to “know thyself ” when 

determining how best to integrate. That said, below we offer some tips.

Delivery Considerations

1. When Disruption is used as a supplement, the easiest strategy is to first cover the chapters of the 

chosen textbook. As usual, instructors would have students read individual textbook chapters 

outside of class and then follow-up with in-class coverage. Traditionally, instructors may present 

slides related to the textbook chapter, do an in-class exercise or engage in an interactive discussion 

about the covered material. Depending on the complexity of the particular textbook content related 

to a specific chapter, instructors may cover a textbook chapter in a day or perhaps several days. As 

textbook material is covered, instructors can begin to integrate Disruption. Topics in Disruption 

develop over time and do so in a fashion that aligns well (sequentially) with the way content is 

typically covered in traditional sales and sales management textbooks. 

For example, the traditional sales textbook attempts to establish the foundations of relationship 

selling very early on. Distinctions between relationship/solution-style selling and more transactional 

modes are established during the first couple of chapters, before getting into more specific concepts 

like sales cycle and process. Accordingly, the earliest chapters of Disruption do the same. Readers 

begin to get some insight into Grace’s role at GAC, her work as a field sales rep and how GAC 

aims to build relationships with prospects and customers. Accordingly, as instructors sequentially 

cover textbook material, Disruption enables them to potentially consider integrating the book 

into their class discussion of text content. After teaching the textbook’s coverage of early material, 

instructors teaching a sales course may choose to use a slide (or the entire slide set) for chapter one 

of Disruption to initiate an in-class application discussion of relationship selling. Similarly, those 

teaching a sales management course, may find it beneficial to use the slides from chapter two to 

motivate very applied discussion of salesforce design and territory management, two topics typically 

covered in the early chapters of traditional sales management texts. 

In sum: a very straightforward implementation strategy is to follow the following sequence. 

Textbook coverage in class on day one, coverage of Disruption on day two, textbook coverage on day 

three, coverage of Disruption on day four (i.e., A – B – A – B sequence). In short, instructors can 

deliver textbook content and follow it up with application and deeper discussion centered around 

“Disruption.” 
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2. Because the slide sets for Disruption are highly-developed and content rich, instructors are 

encouraged to privately review them before planning out their presentation of textbook coverage. 

It is very likely that instructors may identify a slide (or several slides) that could help them as they 

present textbook material. It is worth remembering that the Disruption slides are designed to be 

used even in courses that choose not to use a traditional text; accordingly, some content may help 

instructors deliver certain text content better than using the text alone. So even for instructors 

following the A – B – A – B sequence recommended above, effective delivery of “A” content may be 

enhanced by Disruption slide content. 

3. For some chapters of Disruption, instructors may find it is most effective to string together several 

textbook chapters before looping back to the book. This is because Disruption provides continuous 

development of content across book chapters. Accordingly, a concept like “recruiting” for example, 

doesn’t fit into just one chapter of the book; the questions around it evolve over several chapters. 

Specifically, this sales management topic is introduced in chapter 4 but more fully considered in 

chapter 5 (and revisited again even later in the book). Accordingly, instructors may choose to wait 

until the concept gets sufficiently developed in the book before integrating it into discussion of the 

text. In effect, these instructors may not find they are covering Disruption every other class meeting; 

while students may be continuously reading the book outside of class, instructors may choose to 

cover the book only every third or fourth meeting. This will effectively allow the storyline and topics 

covered in the book to develop more between each Disruption-dedicated session. To help plan 

coverage and discussion, a rough outline of the concept/topic coverage for the book’s chapters is 

provided below: 

Sales topics by book chapter:

	■ Chapter 1: relationship selling, sales role/responsibilities, buying center, b2b sales channel, time 

management

	■ Chapter 2: key account vs. independent account management, role stress

	■ Chapter 3: sales process, trust/satisfaction, share of customer/wallet, the buying center, 

promotional assistance/how sales fits with other elements of an integrated marketing 

communications (IMC) approach, developing account relationships

	■ Chapter 4: value/value proposition, product/service quality, developing account relationships, 

sales service recovery/addressing customer issues
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	■ Chapter 5: time management, macro-level environment/industry knowledge, market scanning, 

sales technology, proactive vs. reactive account management, value, addressing customer 

challenges

	■ Chapter 6: role stress, market scanning, legal considerations

	■ Chapter 7: salesperson performance, effectiveness/efficiency, share of customer/wallet

	■ Chapter 8: sales technology, sales process, pipeline, prospecting, needs identification/asking 

questions

	■ Chapter 9: sales process, prospecting, verifying, needs identification/asking questions

	■ Chapter 10: needs identification/asking questions, prospecting, active listening, selling FAB, 

configuring the sale, closing, following-up, sales technology, role clarity

	■ Chapter 11: negotiating, empowerment

	■ Chapter 12: salesperson goal orientation, motivation, salesperson performance

	■ Chapter 13: salesperson goal orientation, motivation

	■ Chapter 14: salesperson performance

	■ Chapter 15: salesperson performance, motivation, compensation, ethics

	■ Chapter 16: market scanning, managing your manager/managing up, ethics and decision-making

Sales management topics by book chapter: 

	■ Chapter 1: relationship selling, sales organization design/salesforce structure, buying center, b2b 

sales channel

	■ Chapter 2: sales organization design/salesforce structure, inter-organizational relationships, 

territory design/management, key account vs. independent account management, management 

responsibility/stress

	■ Chapter 3: culture, sales organization design, managing changes within account relationships

	■ Chapter 4: scheduling, sales recruiting

	■ Chapter 5: scheduling, sales recruiting, market scanning sales technology, salesforce planning, 

sales organization design/salesforce structure, inter-organizational relationships

	■ Chapter 6: salesforce oversight/control, market scanning, legal considerations
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	■ Chapter 7: salesperson performance, empowerment, effectiveness/efficiency, share of customer/

wallet

	■ Chapter 8: salesperson performance, sales technology

	■ Chapter 9: sales recruiting, market scanning

	■ Chapter 10: forecasting, empowerment, rep-manager communication, role clarity

	■ Chapter 11: negotiating, empowerment

	■ Chapter 12: sales training, compensation, relationships between salesperson goal orientation/

compensation/salesforce control, evaluating salesperson performance

	■ Chapter 13: relationships between salesperson goal orientation/compensation/salesforce control, 

salesperson performance, motivation

	■ Chapter 14: evaluating salesperson performance

	■ Chapter 15: compensation, incentives, motivation, evaluating salesperson performance, ethics

	■ Chapter 16: market scanning, ethics and decision making

4. A final major implementation decision surrounds integration of end-of-unit questions. When 

using Disruption as a supplement to an outside textbook, it is likely instructors will also have a test 

bank of textbook questions from which to draw exam questions (if exams are being administered). 

Accordingly, there are a couple of ways to go here. The most common approach would be to use 

end-of-unit questions for in-class discussion. Specifically, after the respective chapter is covered in 

class (or, alternatively, after the unit is completed), instructors can assign these questions in-class for 

groups to collectively discuss and address. After providing time to work on these questions in small 

groups, instructors can then call the class back together and use the groups’ responses to questions 

to review material and draw out key concepts and themes. Another approach would be to use these 

questions as the basis for out-of-class written assignments. For example, instructors opting to rely 

on these questions as a significant part of evaluation/assessment may opt to not use textbook-based 

exams and, instead, assign end-of-unit questions for short-answer/essay style write-ups. Either 

approach works and, again, instructors have flexibility in choosing which approach works best given 

their chosen mode of integration with their existing textbook. One final plug for the end-of-unit 

questions: however instructors choose to use them, they are encouraged to use them. In testing this 

material with students, I have found that these questions are very effective at prompting student 

deliberation and consideration of the key concepts and themes in the book. The answer key which 
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accompanies instructional materials identifies which end-of-unit questions are tailored for a sales 

course and which are more tailored for a sales management course, again giving instructors help in 

identifying which questions align with their course and which to use. 

Approach #2: Disruption used as a textbook
(used in a sales or sales management course which does not use a traditional 
textbook) 

Instructors may choose to use Disruption as a textbook, in effect positioning it as the primary vehicle 

for delivering course content. This approach is quite possible — especially for experienced instructors. 

Instructors who take this “textbook” approach enjoy the following benefits:

	■ Ease of use; using only the book’s content and slide set, instructors can deliver consistent material; 

no consideration needed for matching up/integrating the book with an independent textbook.

	■ Continuity: the book centers around the experiences of a salesperson and a sales manager at a single 

sales organization; it highlights challenges they individually face and decisions each have to make; 

accordingly, characters and plotline develop over the course of the book and important sales and 

sales management topics emerge as the book develops giving readers an opportunity to seamlessly 

see, understand and consider critical concepts in an interesting and engaging context

	■ Elimination of other outside cases; no more hours spent reviewing countless cases on a long list of 

topics to make adoption decisions, no more relying on a patchwork of disparate cases from other 

providers only to realize uneven coverage of topics across the semester; no more having to “retire” 

cases when they get old and having to find replacements, etc. 

	■ The book’s slide set is content-rich and ensures wide coverage of major topics found in the typical 

sales and sales management textbooks, thus providing instructors with a unique one-stop-shop 

approach to course delivery; the slides are designed such that instructors teaching a sales course 

can emphasize slide components focused on sales while having the ability to show students how 

these topics relate to sales management topics (but determine for themselves how much/how little 

they want to penetrate these related topics); instructors teaching a sales management course can do 

the same — this overcomes a major obstacle as sales instructors frequently say that bridging their 

content with sales management content can be difficult and sales management instructors say the 

same about content related to sales.



Disruption • Instructional Strategies  Approach #2: Disruption used as a textbook

9

Instructors using Disruption as a textbook should consider how best to do so. While the instructor has a 

lot of flexibility, the biggest considerations have to do with sequence of delivery and use of end-of-unit 

questions. Accordingly, we offer some tips.

Delivery Considerations

1. When considering how to use Disruption as the primary vehicle for course delivery, we will make 

two assumptions. First, we assume instructors are following a 15–16 week semester (approximately) 

with two class sessions/meeting times per week. Second, we assume they will need time at the end of 

the semester to integrate an end-of-semester component (e.g. a mock sell/role play in a sales course 

or project in a sales management class). Accordingly, a rough timeline for Disruption coverage 

might look something like this: 

	■ Week 1 — Introduction to course, Chapter 1

	■ Week 2 — Chapters 1–2

	■ Week 3 — Chapters 3–4

	■ Week 4 — Chapter 4–5

	■ Week 5 — Chapter 6–7

	■ Week 6 — Chapter 7, Assessment of Unit 1 

	■ Week 7 — Chapter 8–9

	■ Week 8 — Chapter 9–10

	■ Week 9 — Chapter 10

	■ Week 10 — Chapter 11–12

	■ Week 11 — Chapter 13, Assessment of Unit 2

	■ Week 12 — Chapter 14–15

	■ Week 13 — Chapter 15–16

	■ Week 14 — Chapter 16, Assessment of Unit 3

	■ Week 15 — Prep for end-of-semester project

	■ Week 16 — Final project
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2. As instructors will discover, individual chapters are relatively short. This enables students to 

comfortably read and consider chapter material on their own before coming to class. For example, 

students may read chapters 1 and 2 before week 2 of class and instructors can cover these chapters 

beginning the end of week one and continue doing so through the end of week two. These chapters 

provide good foundational exposure to relationship selling and enable instructors to subsequently 

use the accompanying slides to cover these chapters in class in an effort to help students think about 

how today’s salespeople and sales organizations operate. 

3. Chapter slide sets are very thorough. They are designed to enable instructors to present material, ask 

students follow-up questions and draw them into the presentation. With students reading chapters 

outside of class, the instructor can focus in on specific aspects of the storyline to drill down on 

various concepts. For example, the first couple of chapters establish an understanding of how GAC’s 

sales organization is designed. Instructors can ask questions about the decision to utilize a different 

approach for selling to key accounts vs. independent accounts and get students to consider the 

effectiveness of this system. If teaching a sales course, the instructor may want to challenge students 

to consider the impact that such a system will have on salespeople; in a sales management course, 

the instructor may choose to focus the students’ attention on the challenges this approach presents 

for managing the salesforce.

4. Perhaps the biggest instructional decision involves assessment. For instructors choosing to use 

Disruption without a textbook, the end-of-unit questions offer an excellent alternative to traditional 

exams. There are two basic ways to use these questions. First, questions can be assigned at the 

end of every chapter with student answers submitted as “mini” writing assignments. Second, 

instructors can opt to wait until each unit is completed and assign the fuller set of questions. This 

second approach means three considerable writing assignment for students and gives instructors 

the opportunity to establish three substantive graded assessments throughout the semester. Again, 

instructors have freedom and flexibility. Instructors choosing to take the first approach may opt 

to make these assignments individual assessments whereas those taking the second may choose 

groups.  
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Parting Thoughts

While adoption of any new teaching tool can appear difficult at first, our experience has been that 

students adjust to Disruption rather seamlessly. They respond to its innovative fictional approach 

well because it gives them a new platform for thinking. Put simply: instructors should be encouraged 

to simply ask questions about the narrative itself. Discussing the plotline, character dialogue and 

interaction will prompt students to consider and unpack ideas, facilitating and enabling invaluable class 

conversation. We wish you good luck and good learning!
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