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Monotelo Internship Program 
 
The Goal: 
The goal of the internship program at Monotelo is to provide Junior and Senior-level college 
students with a real-world sales role that equips them with listening, response and 
presentation skills they can leverage when they graduate into the work force with their 
bachelor’s degree. 
 
Overview: 

1. Approximately two hours of weekly training from January 4th to January 22nd 
2. Interns are expected to make a five to ten hour per week commitment to Monotelo 

from January 25th to April 7th 
3. The internships are remote marketing and sales internships 
4. The internship duties include a combination of direct marketing, phone calls, emailing 

and digital marketing 
5. Interns are encouraged to play to their strengths in choosing their approach 
6. Students are given direct access to the home office for support 

 
January Training: Two web-based calls each week:  
 
The first type of call will cover our value proposition and our marketing strategy. During these 
calls we will share a portion of our marketing plan, and give our interns an opportunity to 
participate in the strategy discussion. 
 
The second type of call will focus mostly on sales training.  During these calls, we will share the 
history of the firm and the basis behind the value proposition to our public servants channel 
(Firefighters, Police Officers and Teachers).  
 
We will also discuss the different tactics in successfully marketing to our public servants 
channel. Each of the three sectors has different nuances and requires slightly different 
strategies. For example: in Chicago we do station walk-ins for our Firefighters, but we pursue a 
different strategy for teachers.  
 
January 25nd – April 7th: 
After tax season starts, we will move to one call per week, and this call is will be dedicated to 
tactical training. Topics covered will include managing your emotional state during the sales 
process, effective questioning strategies, scripts to use with the different target audiences and 
effective email strategies.  Interns will be encouraged to share what is working and what is not 
working.  
 


