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Total Connect Marketing describes a college sales internship that uses the company's established
field-training approach, combining initial instruction, observation, supervised practice, and continued
coaching. The company?s website presents the internship as an entry point into direct-to-consumer sales
and states that participating students follow the same training structure as entry-level representatives, with

opportunities to be considered for full-time and leadership positions.

The internship reflects a practical approach to introducing new representatives to field sales. Rather than
beginning with independent household visits, the company's published process starts with learning product
information and conversation methods. New representatives then observe experienced team members,
practice interactions alongside a partner, and eventually assume responsibility for their own territory while
continuing to receive coaching. The company describes these stages as part of its general training process,

rather than as a newly launched program.

The first stage centers on product knowledge and communication. Representatives learn the pitch, study the

information associated with the services they discuss, and practice opening conversations with residents.



This preparation establishes a foundation before representatives begin fieldwork. Because
direct-to-consumer sales involve in-person discussions, familiarity with the information being presented is

important to explaining available options clearly and responding to questions.

The next stage involves shadowing an experienced representative. During these visits, newcomers observe
how conversations are conducted in real neighborhoods and how explanations change in response to
different questions. The process allows trainees to see how prepared talking points are used in an actual

interaction before they take responsibility for leading one themselves.

After observation, trainees begin conducting conversations alongside a partner. The company's website
describes this stage as an opportunity for the newer representative to take the lead while receiving coaching
during the interaction. It marks a transition from watching an experienced colleague to practicing the work
with support nearby. The published description does not specify a fixed duration for this stage or establish a

uniform time at which every trainee advances.

Representatives who progress to running their own territory take greater responsibility for household
conversations and daily field activity. The company notes that coaching continues after this transition. Its
description therefore presents independent work as a later stage in the development process, rather than the
end of training. The sequence gives the internship a defined structure while leaving the length of each stage

and the timing of advancement unspecified.

Patrick Bukalski, Founder and CEO of Total Connect Marketing, built his career after starting in entry-level
sales as a teenager and advancing into leadership roles before establishing the company. That experience
provides context for the company's emphasis on field practice and coaching. The published career pathway
identifies three levels: sales representative, team lead, and market manager. Team leads coach newer
colleagues and lead daily huddles, while market managers take on responsibilities for running territories,

building teams, and developing additional markets.

The internship's connection to that pathway is a central feature of the company's published description. Total
Connect Marketing states that top interns may receive an early opportunity to be considered for full-time and
leadership roles. The website does not publish a number of internships available, a participant total, a
promotion rate, or a guarantee that completing the internship will lead to employment. Those distinctions are
important when describing the opportunity: the company outlines a possible route forward, rather than a

guaranteed outcome for every participant.

The company also indicates that applications for the summer internship open early and that opportunities
may fill before spring break. No specific deadline or intake size is provided in the published material. The

timing guidance reflects the company's stated approach to internship applications, but does not establish a



new application period or a newly announced cohort.

A field-based internship differs from a program centered entirely on classroom instruction because much of
the described learning takes place during actual household interactions. In Total Connect Marketing's model,
product knowledge precedes observation, observation precedes partnered practice, and independent territory
work comes later. Team huddles and continued coaching provide additional points of contact as
representatives assume more responsibility. These details describe the company's stated process without

establishing a measured impact on sales performance or employee retention.

Total Connect Marketing is a direct-to-consumer sales agency that uses canvassing and sales teams to
present services from provider partners to households. Founded by Patrick Bukalski, the company describes
its approach as combining in-person customer discussions with a structured route from entry-level field sales
to team leadership and market management.
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For more information about Total Connect, contact the company here:Total ConnectPatrick Bukalski(614)
937-1341contact@totalconnectsales.com34 Klema Dr, Pataskala, OH 43068, United States

Total Connect

Total Connect is a direct-to-consumer sales agency that works with authorized residential service providers, engaging
households through in-person outreach to share information about internet, connectivity, and home service options.

Website: https://totalconnectsales.com/
Email: contact@totalconnectsales.com

Phone: (614) 937-1341
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