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The overall purpose of this competition is to help students and 
sales teams develop their sales skills and prepare for the 2018 
National Collegiate Sales Competition (NCSC).  Accordingly, 
students will be selling GARTNER, the same product competitors 
will be selling at the NCSC in April, 2018.  To help students 
improve their skills, immediately after each student completes 
his/her sales call, he/she will review the call with one of the 
judges who observed that call.  The judge will provide feedback 
on the student’s performance. 

 

SPECIAL THANKS TO ALL OF OUR SPONSORS  
 



ABOUT YOU 
You are a Sales Representative for Gartner and are responsible for calling on Kenneth Parcell*, CIO of 30 Rock, 
Inc. 

ABOUT THE PROSPECT’S COMPANY 
30 Rock, Inc. is an apparel company that designs, manufactures, and sells to retail stores across the United 
States, under the brand name of “Rockathon”. They also sell to some retailers for their private label brands. 
The company was founded by Ms. Tina Poehler* in 2002 and has enjoyed tremendous success ever since. 
Initially selling only to retailers for their private label brands, continued success had led Tina to start the 
Rockathon line of clothing targeting men, women, and children. Success followed Tina Poehler and 30 Rock, 
Inc. continued to grow and expand. Annual growth rates were double digit since the inception of the 
company, however market conditions were changing drastically, necessitating Tina to take stock of the 
situation. 

Online retailers were becoming very strong and gaining market share at the expense of the very retailers that 
30 Rock was selling to. Additionally when dealing directly with online retailers for the Rockathon brand, Tina 
found that dealing with online retailers was more challenging as the IT requirements from the supply side 
meant that Tina had to consider professionalizing her IT systems. Similarly, Tina was considering to set up 30 
Rock’s own online shop where customers could buy directly from the company. But this would require her to 
expand her IT infrastructure on the demand side to help with topics such as e-commerce platforms, business 
analytics, etc. Tina was now faced with the prospect of managing her IT spend wisely to ensure sustained, 
profitable growth for 30 Rock, Inc. in the years ahead. 

WHAT YOU’VE HEARD 
Tina Poehler is the sole owner and CEO of 30 Rock Inc. She is a Fashion Major and set up 30 Rock, Inc. 
immediately after graduating with a degree from Ball State University. Tina is a very hands on person and likes 
to be involved in all the major decisions affecting 30 Rock, Inc. ranging from apparel design, dealing with 
suppliers, manufacturing, marketing, sales, and managing customer relations. However, for all issues 
pertaining to IT with regards to supply chain and CRM software, Tina relied on her IT Manager, Kenneth 
Parcell. 

Kenneth Parcell is a high school graduate, who is passionate about all things IT and had been with Tina since 
the inception of 30 Rock, Inc. He has been instrumental in setting up the initial IT platforms at 30 Rock, but 
was beginning to struggle with the increasing demands placed on his job as a result of all the new market 
developments - especially with online retailers and Tina’s decision to set up an online shop. Kenneth has been 
with 30 Rock, Inc. since the beginning and is a trusted confidant of Tina. Tina now has plans to promote 
Kenneth to the position of CIO and align his performance and reward structure and tie it to the success of 30 
Rock, Inc. 

You have noticed that Kenneth has signed up for a couple of webinars that Gartner had organized and reached 
out to him. Kenneth had responded favorably and had agreed to meet with you for 20 minutes next week to 
hear more about Gartner’s offer. 

* The company and individuals identified herein are fictional.  Any resemblance to actual companies or persons is purely coincidental. 
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