
SALES 
INTERNSHIP  

Do you have an 

entrepreneurial 

spirit, a passion for 

winning, and the 

ability to build 

collaborative, 

mutually beneficial 

relationships? 

If so, our Sales 

Internship could be 

perfect for you! 

  

  

TO APPLY  

To be considered for 

a Sales internship, 

Apply Online:  

 

pgcareers.com 

 

 (Job Number: 

SLS00001331) 

  

  

  

  

P&G Sales Experiences 

 

Dwayne Houston– University of Central Florida, BS in Marketing, May 2015 

P&G Intern, Summer of ‘15 

 My Sales internship with P&G was one of the most rewarding professional experiences 

of my life. From day 1 I was provided with the opportunity to lead while executing a 

robust work plan that brought out the very best in my skillset. Outside of being able to 

make a real impact on the business I had the opportunity to work with world class 

people who believed in living life with purpose and executing with excellence. My 

internship enabled me to use a wide range of business skillsets learned in my higher 

education courses providing me with a diverse foundation of experiences! 

Hans Rojas – University of Florida, BSBA Marketing, Retail, May 2015  

P&G Intern, Summer of ‘14 

“Being a Sales intern for P&G was one of the most rewarding experiences of my life! Not 

only was I able to work on meaningful projects but I was also able to deliver tangible results 

for the company, some of which are implemented today. The company is also extremely 

welcoming in developing talent as I could always rely on my team for help and support.” 

  

Michael Gordon – Xavier University, BSBA in Finance, May 2015 

P&G Intern Summer of ‘14 

“As an intern within P&G Sales, you are asked to deliver results to the Company and 

make an impact on the business from Day 1. It is an incredible opportunity for 

anybody with a passion for learning and a desire to make their mark within one of the 

world’s most renowned companies. Interns are given ownership of meaningful 

projects that will stretch their capabilities and allow them to develop foundations for 

successful careers in business, all the while cultivating relationships with mentors and 

leaders within the Company that drive personal development. I walked away from my 

P&G Sales internship with a wealth of knowledge and experiences that I could not 

have found anywhere else!”  

Karly Osborne—Miami University, Oxford; Marketing BS, Management & 

Leadership BS, May 2016 

P&G Intern, Summer of ‘15 

“Interning with P&G surpassed all my expectations! From day one, I was given full 

ownership of my projects, worked side by side with managers, and learned from top 

leaders. I also met the remarkable people that make up this organization—and had a 

ton of fun! After seeing the direct impact my work had, I couldn’t imagine accepting 

a full time offer from anywhere else!” 

Ben Burkhardt-University of Pittsburgh, Marketing BA, May 2016 

P&G Intern, Target Team, Summer ‘15“ 

My experience as an intern was nothing short of phenomenal. I’ve interned with 

various companies across industries and sizes, and my experience with P&G was 

by far the greatest. First off, the people at P&G are incredible. From day one, they 

were supportive and ALWAYS willing to help out. It’s tough being an intern 

coming into a new company and a new industry, so having team support was 

crucial and really helped my development. I consider my P&G peers my family. 

Moreover, my work as an intern was impactful and exciting. For instance, one of 

my projects altered the mobile and online website of Target forever! The scope of 

your work plan as an intern isn’t “busy work”. It’s real world projects with real 

world implications.  



8:00am – I arrive at the office.  

 

8:30am – I check my email and respond to the messages I received yesterday. I work in the Health & 

Beauty category and there’s a message from our marketing coordinator. She has managed to procure 

samples of Pantene for an upcoming in-store event I planned. Yippee!   

 

9:00am – I pull data from our customer database and aggregate the data in Excel. I’m trying to prove 

that retail stores with a brand new display have higher sales than stores without. I analyze the weekly 

sales data, put together a chart and calculate lift in sales. Finally, I display the information cleanly in a 

graph and email the information to everyone on the team.  

 

10:00am – I have a presentation to our buyer today, so I pull up PowerPoint and continue to work on my 

presentation. I go back through my data and put together graphs to prove that these new items will 

bring more revenue to the retailer. Presentation is everything so I also spend some time playing around 

with displays, colors, and themes to make sure it looks just right.  

 

11:00am – I connect with my manager to bring her up to date with what I’m working on. She’s thrilled 

to see our new displays are helping to increase sales and suggests I share this information with the retail 

store. I practice what I plan on saying to the buyer and she provides feedback on how I can make my 

presentation even better.  

 

12:00pm – Our team breaks for lunch and four of us head down to the cafeteria. So many of my friends 

talk about working through lunch and eating from their desk – but at P&G I’ve noticed people 

consistently take time during lunch to actually eat with each other and catch up. We discuss our 

weekend plans, commiserate over ongoing negotiations with our buyers, and talk about the upcoming 

hiking trip that all new hires will be going on this Friday! 

 

1:00pm – Back to work! Our team has a weekly meeting to touch base on all our various progress. I 

listen in on discussions about an upcoming event with our buyer. We’re planning on bringing them in 

and showing them all the new innovations and products we have coming up for the next year. I make a 

mental note to ask my manager if I can attend this event! I also take a couple minutes to present some of 

my work to the team. I recently attended a shop-along with a consumer where I got to walk the store 

with him and hear about what he buys and why he shops the way he does. He provided me with some 

interesting insights into consumer behavior and I’m excited to share my findings with the team and 

determine a way to better target our key shoppers.  

 

2:00pm – Time to head out to the buyer. Thank goodness for company cars! My manager and I arrive at 

the buyer’s office and dive right in. I present my PowerPoint deck to the buyer, describing what the 

landscape has been like in the beauty category and why these products will help the retailer ultimately 

increase sales and get more consumers in the store! My buyer has a couple objections and I have to think 

quickly on the spot to come up with solutions to his concerns. At the end of the day, though, he’s 

satisfied with my plan and agrees to bring the new items into the store starting in September! 

 

4:00pm – I figure while I’m out I’ll go ahead and pop into a store to check out some of our new displays. 

I walk the layout of the store, observe our product, capture pictures to share back with the team and 

observe customers in the aisle.  

 

5:00pm – Time to head home! 

 


