Summer 2010
Department of Marketing Internships
1 = Sales

2 = IMC

3 = Sports Marketing

4 = Marketing Research

5 = Not-For-Profit

6 = Retailing

7 = Services

8 = Channels/Logistics

9 = General Marketing

******************************************************************************

PAID INTERNSHIPS
****************************************************************************** Alliance Marketing Int, (AMI)
Attn: Theron Watson
Tel: (801) 573-5240
Fax: (801) 991-6868.
Email: theronw@teamAMI.com
PAID INTERNSHIP
 AMI is a direct marketing company focusing on the residential segment of the waste industry.  We focus our marketing efforts on places in the US where garbage collection is privatized, or deregulated, and align ourselves with one of the competitors within that marketplace to help them expand their business.  This can be done by focusing our efforts on the current areas they service, or by expanding their market footprint.  The most effective method of increasing market share is offering potential customers a significantly lower price for a service they already use.  

 To accomplish this growth, AMI has developed a niche that has set us apart as the most effective marketing tool found within the waste hauling industry: Direct Consumer Contact.  This type of marketing has many advantages:

1. As residential waste collection is organized by routes, Direct Consumer Contact is a tool that can be street and route specific.  Profitability is defined by route density, so the more people that can be added to a specific route, the more profitable that route will be.

2. The act of changing companies can be very overwhelming as a new customer goes through the process of finding a new company and cancelling their old one.  Direct Consumer Contact allows a representative from our company to walk a someone through the entire process, leaving them confident about their choice.  This is something a flyer or direct mail piece will never be able to do.

3. Personalizing the company is what will keep people from being swayed by other marketing techniques.  The fact that our company came to their home and personally helped them through the sign up process will help keep the customer loyal for years to come.

4. Because most every company offers a similar service, a lower price is important in gaining additional market share.  The offering of the sales representative is a significantly lower price for a service, while keeping their level of service at or above what they currently have.  

The following is what a representative from for our company would be expected to do:

Tasks
Our entire marketing campaign is based on the sales representative.  Each sales representative will be assigned a route or market area for which they are responsible.  They will be asked to personally visit every potential customer within their defined areas, informing them about the company and assisting them in signing up for our service.  

 The sign-up process includes the following steps.  

1. Informing potential customers of all the features, advantages and benefits of switching to our company. 

2. Provide and help fill out a sign-up form to enter their data into our system.

3. Help them fill out the cancellation form and prepare it to be mailed.

4. Schedule a time for their new garbage container to be delivered.

5. Collect payment for the first 3 months in order for service to begin.

 Sales representative will be required to keep track of their assigned areas, specifically making notes on the status of each home (ie. Current Customer, Sold, Not Home, Call Back) so everyone is given an opportunity to take advantage of our service.

 Training is vital to the success of every member of our team.  A team consists of a sales manager and 4 to 10 sales representatives.  The team meets each working day at noon for a correlation/training meeting.  The manager has specific topics that are taught each day within the meeting, and then he goes individually with each team member for 'live' training within their assigned areas.  Corporate trainers are also available at the beginning of the summer to help create more individual 'live' time with each sales representative.

 As the season progresses, the manager will continue to offer personal time in the field for any that would like his help.  Members will learn a myriad of sales and interpersonal skills that will not only benefit them during the summer, but for the rest of their life.  They will learn great work ethic, and know the value of persistence and perseverance, molding them into a valuable asset to any business or sales situation.

 Hours
 Monday- Friday:
12:00pm               Team Correlation
1:00pm Start working your assigned area
4:00pm Break
5:00 pm                Return to work your assigned area
9:00pm Finish up working area and call-backs

 This outline is adjusted slightly on Saturdays, going from 10:00am to 6:00pm.

 Expectations
 Our sales representatives are paid very well, and in return much is expected.  An inexperienced sale representative should still expect to earn over $15,000 during the summer.  This doesn't happen by accident, but by following our training and guidelines throughout the entire summer.  Here are some of the things that will be important to accept and follow in order to have a great summer.

1.  A professional environment is important to our Clients, so dress and appearance will have certain guidelines.  This includes keeping hair short as well as little or no facial hair.   

2.  Daily attire on the doors will consist of khaki-type shorts, short-sleeve polos, or similar and comfortable tennis shoes.  Company polos will be provided by the Client to help distinguish your identity as its representative.

3.  Alcohol, smoking, or drugs of any kind are strictly prohibited during working hours, or at the furnished apartment.  

4.  No visible piercing (other than ear) or tattoos. Jewelry must be conservative while at work

5.  Remember that following the daily schedule is important, but it is results that matter. It is important to not only participate during the daily training meetings, but work on improving some technique with every door knocked, with every person encountered.  In all sales there is a learning curve, usually 2 to 3 weeks; make the most of this time to maximize your summer's results. 

6. Turn in all paperwork to the office sales manager each day.  Every sale consists of a completed sign-up form, a cancellation form for their old company, and some form of payment.  The sales manager is responsible to turn in paperwork to the office the following day, so prompt adherence to this process is appreciated. 

 

Our people represent major waste hauling companies in each area we represent, so each sales representative must look and act as professional and creditable as possible.  The actions of our people after hours represent the image of the Client, so we encourage everyone to act accordingly during the time you are with us.

 Compensation
 There are many parts to our pay structure, allowing for everyone with the willingness to work the opportunity to succeed, and rewarding those with greater skills an increased reward for their abilities.  We will break down the different segments in order to better explain what AMI has to offer:

1. Housing Provided During the Summer.  Premium housing is provided for everyone who works with AMI during the summer.  The properties selected typically are newer with pools, fitness rooms, business centers and other amenities to make the time off more enjoyable.  It is a dorm style environment, having people share rooms where necessary.

2. Base Guarantee.  A minimum draw of $1,000 per month is given to each person working for AMI during the summer.  This isn't meant to motivate, just assure each sales representative that they will have enough to survive during the summer.  

3. Bonuses and Incentives.  There will be daily, weekly and monthly incentives available that are paid out during the summer.  Monthly bonuses range from $150 to $1100, and are paid out the first paycheck after they were earned in addition to their draw.  Daily and weekly incentives are paid out immediately, and range from $5 to $500 in value.  

4. Commissions.  We have created a safety net for those concerned about their own ability to be successful by offering draws during the summer, but the real opportunity of our position comes from the commission aspect of this pay-scale.  The expected number of sales per day ranges from 5 to 12, with 7 per day being the average each year.  By selling only 500 accounts during the summer, the amount earned would be over $10,000 for 100 working days.  Reaching the company average of 700 sales for the summer would pay approximately $20,000.  As you can see, the focus of $1,000 per month is not the intent of this job.  Those who work toward developing great sales skills and apply a strong work ethic will be rewarded accordingly, just like in the real world of sales.

5. End of Summer Bonuses.  Our corporate goal for each sales representative is to reach a minimum of 700 sales within 100 days of summer.  Those that reach this level of success will be rewarded with a company cruise.  At 1200 sales, we offer a trip for two to Hawaii, including airfare, hotel and some spending cash.  These are scheduled after the summer is over, with a cash equivalent being granted for those who can't travel during the selected time. 

Training
 Our commitment to each person who is hired for this position with our company is to give them enough support to allow everyone a way to reach their goals.  The outline of our successful model is as follows:

1. Pre-Season Training.  Before the start of each summer, a 1-day training seminar will be offered to prepare the sales representatives for when the season begins.  This will cover topics critical for their initial launch, and is only the beginning of a long and in-depth training process.  

2. Daily Correlation.  Every day, Monday through Saturday, the sales manager for each team begins the day at 1:00pm with a meeting focused on sales training.   There is a training manual that includes over 50 topics within a 100 page booklet that offers guidance to the manager.

3. Personal Training.  Our teams are smaller in size, usually between 4 and 10 people, allowing the manager to have one-on-one time with each sales representative.  The manager will demonstrate their own style of selling in a live situation, and then assist the new sales representative as they try to take what they've learned and do the same.  Taking the training they have heard, and helping them apply it to a real-life scenario, is the most effective way to teach.

4. Corporate Trainers.  There are those with years of experience who spend several weeks with each team in order to offer additional 'on-the-doors' training.  They will spend time showing different techniques and sharing insights on how to be successful.

5. Books and Audio.  Our company has invested in professional sales material from several different highly regarded people such as Tom Hopkins, Zig Ziglar, and Brian Tracy to name a few.  These will be available for individuals to use during their spare time to better themselves on general sales skills.

Timeline
 This is a summer job, and will require a commitment for the entire summer break.  You should plan on arriving at your assigned area 3 days after school lets out, and staying until about 3 days before school starts again in the Fall semester.  Any exceptions need to be approved before the summer begins.  

 Management 
 Upon showing sales and leadership skills mastery, one may apply for a management position within our company.  This person is responsible for leading and training a team of 4 to 10 people through a successful summer experience.  Their job is broken down into several parts: 

1. Liaison with the Client.  The main point of contact between a Client and the sales team is the AMI sales manager.  The flow of information between the Client and AMI happens through the AMI sales manager and the liaison from the Client.  Here is a list of activities that take place:

a. Every day the sales paperwork is collected from the AMI team members and taken to the Client by the manger.  There is a Daily Reconciliation Form that must be signed by both AMI and the Client to verify the data submitted from the previous day.

b. Every Monday a Weekly Reconciliation Form is filled out by reviewing and calculating the sum of all the previous weeks Daily Reconciliations, and having both AMI and the Client sign off on its accuracy. 

c. Area Management is another task given to the AMI manager.  The Client will have a pre-determined plan of action for the entire summer, and will manage that plan with the AMI manager to relay to the team.  It will then be up to the manager to help each team member manage their own specific areas.

d. Concerns or suggestions can flow both directions through the AMI manager and the Client.  At times, the Customer Service department of the Client will receive feedback from new customers and share this with the manager.  It will be their responsibility to take that feedback and make adjustments to the team.  Also, sales representatives will also get feedback as they talk to people on the doors, and that feedback can travel back through the manager to the Client so adjustments can be made.

2. Managing the Team.  The training discussed in the previous section is vital to the success of the team, and is considered the main priority for each manager.  But there are other tasks that must be attended to in order to accomplish everything necessary for a successful summer.

a. Area is given to the manger to allocate to the team, and how that area is managed is critical to the overall success of the summer.  The sales reps are required to track every door they visit, and work each area thoroughly in order to maximize the density needed from each area. 

b. Keep a positive attitude within the dynamics of the team.  People are going to have fantastic days, as well as tough days.  Keeping people's morale up during the tough times is very important.

c. AMI has its own web-based program, and the sales from each day must be entered into the system in a timely manner.  There is a budget for a secretary if the manager would like additional help with data entry.

d. Daily Correlations are designed to both teach and motivate the team each day.  Serious effort should be taken to prepare a specific concept, adapting the topic to the immediate needs of the team.

e. Incentives need to be planned to motivate the team, helping them reach beyond their normal abilities.  Incentives that do not motivate are simply gifts, and fail to help improve the skills of the team.

f. Organization of the office is the responsibility of the manager.  A budget is given in order to obtain the tools necessary to run an office, but the manager is responsible to procure the items.  The precedent for office professionalism and timeliness is determined by the actions of the manager.  

AMI has worked hard to create a successful program for both sales reps and managers to follow.  The extent of each sales representative's success will greatly depend on the effort given to the work.  Those who simply go through the motions, not trying to develop their sales skills will have the same result as those who take a college course and put no effort into learning the material.  Success in this industry requires hard work and a strong effort, but the reward for doing so is far greater than most any other summer job available. 
************************************************************************
Allstate
Northbrook, IL

PAID INTERNSHIP
2, 9

Students are encouraged to apply directly online at www.allstate.jobs for the appropriate positions. 
Allstate offers diversity, balance, innovation and an environment where employees can thrive. We are committed to strong principles and the highest ethical standards, and we have the awards to prove it. For more information about Allstate, visit www.allstate.com.

As one of the nation’s largest insurance companies, with 70,000 professionals working each day to help protect 17 million households, Allstate relies on the success of our recruiting and internship programs to develop career talent for the future. For students looking for challenging and meaningful work, Allstate offers the opportunity to apply your education to real world experiences, a competitive salary and the chance to become familiar with Allstate’s business and culture.
Allstate’s 12-week summer internship program provides interns with a chance to pave their way toward possible full-time employment opportunities with the company after graduation. Many of Allstate's summer interns receive offers to return for a consecutive internship or for full-time employment.

Eligible interns may receive benefits like: On-site banking facilities; On-site fitness facilities; Collaborative team environment; Robust recognition program; Team outings; Volunteer/community service opportunities; Easy access to Chicago.
************************************************************************
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Patricia Sanderson Memorial College Internship Program

Summary

Patricia Sanderson of Rockford, Illinois was a distinguished, 35-year Illinois Division volunteer.  Her contributions and leadership enabled the Society to realize remarkable achievements, particularly in the communications and advocacy arena.  

In Mrs. Sanderson’s memory, the officers of the Illinois Division Board of Directors have established the Patricia Sanderson Memorial Internship Program as a tribute to her commitment to solidifying the brand presence and public affairs activities of the American Cancer Society in Illinois.  Through this internship program, now in its third year, a deserving undergraduate college student will be selected to assist the Society in accomplishing its communications and advocacy goals in Illinois, while enabling the student to gain meaningful workplace experiences that will assist high-potential professionals in their related fields of study and career pursuits.

Internship

Students will work aside key staff in the Division Headquarters office, 225 N. Michigan Ave., Chicago, for a 10-week period in the summer to provide public relations and marketing communications support for the Illinois Division.  The intern will formally report to the Director of Public Relations.  Wherever possible, his/her support will target key advocacy initiatives.  Among the tasks to be included in this assignment:

· Preparation of press materials and pitching the news media on behalf of the Society

· Monitoring and measurement of how the Society is portrayed in the media

· Development of other key communications materials, such as brochures, key messaging and speeches, that assist the communications and advocacy functions

· Public relations planning and execution of key communications initiatives, including the Research Student Intern Program and mission/mission outreach activities

· Communications outreach tied to key advocacy priorities, including access to health care

· Collaborating with volunteers who assist in our outreach and as spokespersons

Eligibility

Undergraduate college students must meet the following application criteria:  

· Either attend an Illinois-based school or be an Illinois resident

· Have completed their sophomore year of college  

· Have a minimum of a B average (cumulative 3.0 on 4.0 scale) 

· Plan to continue their education in the following term/semester

· Are pursuing a degree in communications, journalism, marketing, public affairs or a related field and have related aptitudes

Application Process

The Illinois Division will begin to accept applicants for this internship opportunity in January 2010.   Applicants are required to provide in full a completed application portfolio that includes the following five documents: 

· Cover letter 

· Resume

· 500-word essay summarizing their career interests and intentions within the communications/advocacy arena

· Two written references from academic/professional sources addressing the student’s credentials based on the internship’s skill requirements (noted above) 

· Students chosen for finalist interviews will be asked to provide an official transcript attesting to their GPA and favorable standing as a full-time student 

Applicants also will be required to complete a standard internship application form and comply with all ACS standard pre-employment screening procedures including a criminal background investigation.

Deadline for submitting an application is February 15, 2010

Applications portfolios can be mailed or e-mailed to:

Tracey McFadden

225 N. Michigan Ave. Suite 1200

Chicago, IL 60601

Tracey.mcfadden@cancer.org

Finalist interviews will be scheduled in March, and a decision will be announced in April. 

Compensation

The intern will be paid at the rate of $12 per hour, and in accordance with the Division’s standard payroll processing schedule.  The intern’s employment status will be designated as nonexempt, limited/temporary, and non benefits-eligible.  The intern’s typical work schedule will be Monday through Friday, 9 a.m. to 5 p.m., but may vary based on business need and Division headquarters operating schedules.   The intern will not be eligible for holiday pay.  

ACS Policies 

The intern will be subject to ACS Employment, Finance and other policies and procedures, as applicable for their position, and will be required to sign an Employee Handbook acknowledgement.   The intern may be eligible for mileage reimbursement, subject to Division Finance policy.   The intern will be an employee “at-will,” which means that the Society may terminate the employment relationship at any time for any reason.  

*****************************************************************************Beer Nuts
103 N. Robinson St.
Bloomington, IL 61701
Attn: Thomas Foster
Tel: (847) 918-7810
Fax: (847) 918-7823
Email: tfoster@beernuts.com
Web page: www.beernuts.com <http://www.beernuts.com/>
PAID INTERNSHIP - $9.00 to $10.00 per hour

1,4

Job Description: The intern calls on bars and taverns to sell Beer Nuts
products and conducts some marketing research. Desired qualifications:
An understanding of sales and business, a self-starter, energetic,
passionate, optimistic and a change agent.

The intern will work 10 hours per week starting in May. It is preferable
that the intern will continue working through the fall semester.
*****************************************************************************Bloomington-Normal Area Convention & Visitors Bureau

Bloomington-Normal Area Sports Commission

3201 CIRA Dr., Ste. 201

Bloomington, IL 61704

Attn: Matt Hawkins, Sports Marketing Manager

Tel: (800) 433-8226 or (309) 665-0033

Fax 309.661.0743

Email: matt@visitbn.org
Web page: www.bloomingtonnormalcvb.org
PAY TO BE DETERMINED

2, 3, 5, 9

Sports Marketing Intern

The Sports Marketing internships focus on the administration of different sporting events that come to the Bloomington-Normal Area.  Events could include: IHSA Volleyball, IHSA Girls Basketball, IHSA Boys Golf, IHSA Cheerleading, IBCA All-Star Games, COUNTRY Youth Classic Golf Tournament, Evergreen Lake International Triathlon, US Army Midwest Nationals Wrestling Tournament, State Farm Illinois Collegiate Softball Championship, NJCAA Div. II Softball National Championship, State Farm Holiday Classic, as well as many others.  The intern would assist the Sports Marketing Manager in these events as well as the marketing and promotion of the Bloomington-Normal Area Sports Commission.

Qualifications: 
Ability to create, compose, and edit written materials
Strong interpersonal and communication skills; energetic personality
Ability to multi-task with a growing, progressive organization
Willingness to work a flexible schedule

Prefer upper-classman who uses the internship for class credit. Prefer anticipated degree in Business Administration, Tourism, and/or Sports Marketing/Management. Must have experience with Microsoft Word, Excel, PowerPoint, and Windows

Contact:Email resume and cover letter to Matt Hawkins at matt@visitbn.org. 

Visit our website at www.bloomingtonnormalcvb.org
*****************************************************************************

Blue & Vigor Concepts

1933 N. Meacham Rd.

Schaumburg, IL 60173

Attn: Jess

Tel: (847) 397-9000

Email: hr@vigorconcepts.com
Web Page: www.theblue.info
PAY TO BE DETERMINED

1, 2

Interns represent a Fortune 500 client, learning the entry-level of sales and marketing, learn to work in a team environment and take part in a management training program. Requires one year of college courses completed, great communication skills, pass a background check and highly motivated.
*****************************************************************************

Bocata Fresh!

706 S. Main St.

Normal, Il 61761

Attn: Driss Assis

Tel: (309) 452-3700

E-mail address:driss@bocatafresh.com
Web page: www.bocatafresh.com

PAID INTERNSHIP – Approximately $8.00 per hour

1, 2

The intern will be gaining professional sales experience, targeting corporations for catering options and service. The intern will gain professional experience in promotions and personal selling.

Personal sales skills are required and applicants must have completed Marketing 234 prior applying for this internship.

*****************************************************************************

The Campus Special, LLC

 3575 Koger Blvd  Suite 150   

 Atlanta, GA 30096

(800) 365-8520 - phone

(770) 206-2289 – fax

 jobs@campusspecial.com
 

Are you outgoing, social, talkative, but also hardworking, disciplined, and motivated?  Does the thought of an office internship filing, faxing, and fetching coffee not challenge you?  Want to earn college credits while getting paid?  Are you looking for the best hands-on summer internship in <<CITY>>?

 

The Campus Special is a national college advertising and marketing firm currently working with over 100 major universities.  We are based out of Atlanta and Chicago and employ hundreds of college interns every summer to participate in our paid internship program.  

 

As an Account Executive for The Campus Special, you will develop the skills that cannot be taught in a classroom!  Gain hands on experience in account management, advertising, sales, customer service, marketing, and learn advanced communication skills. Extensive training is provided at our 4-day, all-expenses-paid training conference in Chicago where you will meet over 200 interns from around the country, attend workshops, and more!

 

Key Responsibilities: Work one-on-one with local business owners in your college town. Learn advanced selling techniques, marketing, and advertising. Manage clients, accounts, and receivables.

 

Through our formal internship program, we have helped thousands of past interns land successful careers in business, marketing, advertising, public relations, sales, and communications!  Visit http://www.CampusSpecial.com to view intern testimonials, read our FAQ, and apply online!

 

Company Description:  The Campus Special is a national college advertising and marketing firm currently working with over 100 major universities.  We are based out of Atlanta and Chicago and employ hundreds of college interns every summer to participate in our paid internship program.  The Campus Special was nominated in 2009 as one of the best places to intern by Intern Bridge.

 

Key Responsibilities: Work one-on-one with local business owners in your college town. Learn advanced selling techniques, marketing, and advertising. Manage clients, accounts, and receivables. 

 

Training: In Chicago, 4-day all expenses paid 

 

Qualifications:  Outgoing, social, motivated, hardworking, & disciplined 

 

Majors / Minors: business, marketing, management, entrepreneurship, advertising, sales, public relations, communications, finance are preferred; open to all majors 

 

Application Instructions: Positions fill quickly, so apply today at http://www.campusspecial.com/internship/apply or call 1-800-365-8520 to speak with a representative.

*****************************************************************************

Central Station

220 E. Front St.

Bloomington, IL 61701
Attn: Steffan Block 

Tel: (309) 828-2323

Fax: (309) 828-8704

Email: info@centralstation.cc
PAY TO BE DETERMINED

1, 2, 4, 7, 9

Major duties include the major budgeting and marketing of a restaurant making some major changes and reinventing its image, working closely with the GM and owner to increase sales and guest counts.

Candidates need to have good communication skills and good networking and marketing savvy.
*****************************************************************************

CHAMPAIGN URBANA RADIO GROUP

4112C Fieldstone Rd.
Champaign, IL  61822

Attn: JOSH LASKOWSKI – PROMOTIONS DIRECTOR 

Tel: (217) 367-1195 or (217) 239-4646 
Fax number: (217) 367-3291

E-mail: promo@cu-radio.com 
Web page: www.wqqb.com, www.wgkc.net, www.wlfh.net, www.935thesource.com
PAY TO BE DETERMINED

1, 2, 4, 5, 9
Interns gain experience in Merchandising, Sales, Public Relations, Research, Advertising & Promotion, Nonprofit and Broadcasting.

Major duties: Interns will be exposed to all forms and facets of the radio broadcasting industry. Depending on the particular interest interns will be exposed to marketing/promotions, sales, events and event planning, other duties may be assigned.

Qualifications desired in internship candidates. Please specify academic training, previous work experiences, computer skills, etc.

Understand the basic of using a PC, training on Microsoft Office programs is preferred, ability to lift up to 50lbs
*****************************************************************************

Chicagoland Speedway/Route 66 Raceway 

500 Speedway Blvd.

Joliet, IL 60433

Contact: Kristi Cool

Phone: 815-722-5500

Fax: 815-724-0520

E-mail: kcool@chicagolandspeedway.com
Webpage: www.chicagolandspeedway.com
Term of Internship: Summer 2010

Number of Interns sought for this internship opportunity: 2

PAID INTERNSHIP: $8 per hour

Interns will gain experience in: Public Relations, Services, and Advertising & Promotion

Description: The 2010 Marketing internship program during the spring/summer of 2010 at Chicagoland Speedway/Route 66 Raceway is a paid internship.  Hours and schedule will be determined by class and track event schedules, as agreed by track supervisor and student.

Major Duties: Marketing Interns will be responsible for assisting with basic marketing, sales, hospitality and contract fulfillment duties.  These duties will include the collecting and filing of information that will be used in print and sponsor materials, maintaining marketing databases, and assisting in distributing Rout 66 Raceway and Chicagoland Speedway marketing materials to various local businesses.  Other responsibilities may include distribution of tickets/credentials to sponsor’s/VIP’s; perform even day production responsibilities including; facilitating pace car rides, parade lap coordination, pre-race and Gatorade Victory Lane involvement; and various grass-roots promotional efforts.

This is a hands-on learning experience working with some of the most exciting racing series in the world, including NASCAR, Indy Racing League and NHRA Drag Racing Series.  This internship will require the student to develop and in-depth understanding of various forms of motorsports and the operations of a world class sports facility.

Qualifications: 

· Must be available and willing to stay throughout racing season, May through September

· Availability to work evenings, weekends, and holidays

· Excellent interpersonal and communication skills

· Proficient in Microsoft Office Applications

· Enthusiastic about marketing and the sports industry

· Ability to perform designated tasks efficiently and thoroughly

· Strong organizational skills

· The ability to respond quickly, calmly, and professionally to event-related problems and emergencies. 

The internship will have flexible hours to accommodate school schedules; however, attendance will be mandatory during several race weekends at both Route 66 Raceway and Chicagoland Speedway.  Weekend, evening, and holiday hours will also be required throughout the season for various events.

Interested applicants should send resume and cover letter to:

Chicagoland Speedway/Route 66 Raceway

Attn: Marketing Internship Program

500 Speedway Blvd.

Joliet, IL 60433

Fax: (815) 724-0520

Email: kcool@chicagolandspeedway.com
*****************************************************************************
Chicago Office Technology Group COTG
4 Territorial Court, Suite S
Bolingbrook , IL 60440
Attn: Stephanie Gilbert/Laura Studwell
Tel: (630) 771-8032
Fax: (630) 771-2632
E-mail: sgilbert@cotg.com or lstudwell@cotg.com
Web page: www.cotg.com 

PAID INTERNSHIP
1
Last year COTG gave away $8,000 in bonuses not including salary ($10/hour), expenses ($150/month) and commissions!!!

Intern - Account Executive in the Chicago Loop, Itasca and Tinley Park

Essential Responsibilities:

· Work with various Account Executives as specified in the activity schedule

· Prepare daily/weekly action plans to ensure focused activity

· Identify and target current and new accounts; perform the first part of the sales cycle

· Maintains sustained sales activities; appointments, demonstrations, proposals, cold canvassing, cold phone calls and database updates

· Keep abreast of changes in technology and understanding of basic user abilities to competently propose front-end solutions

· Develop proposals and assist the Account Executive with accurate paperwork on each sale

· Perform other duties as assigned

Qualifications, Skills and Abilities:

·         Previous sales experience is preferred, but not necessary
·         Requires a valid driver’s license and minimum levels of auto insurance coverage
·         Possesses strong organizational and interpersonal skills and self-motivating
·         Proficient in computer skills (i.e. Microsoft Office Suite).
·         Possesses the ability to interpret, comprehend and apply complex material and instructions – prepare, provide and convey diversified information
·         Must be self-disciplined, motivated and able to work autonomously.
*****************************************************************************

Chicago White Sox Training Academy

6200 Riverben Dr.

Lisle, IL 60532

Contact: Dan Schaffer

Phone: 630-324-8227

Fax: 630-324-8265

E-mail: Dschaffer@BullsSoxAcademy.com
Webpage: www.bullssoxacademy.com
Term of Internship: Summer 2010

Number of Interns sought for this internship opportunity: 3

UNPAID/PAY TO BE DETERMINED: If paid, the intern will make $8 per hour

Interns will gain experience in: Public Relations, Sports Merchandising, Product Management, and Advertising & Promotion

Description: There is no “typical” description for the interns. The Chicago White Sox Academy will see nearly 4,000 athletes walk through its doors from June-August in a wide variety of programs. The interns that work here assist in all aspects of organizing and implementing the programs for the athletes. The Chicago White Sox Academy does programs in over 100 communities and the interns are involved in everything from the grass roots marketing to working with people down at the U.S. Cellular Field.

Qualifications: Interns must be personally motivated, doesn’t sit around waiting to be told what to do.  Interns must be able to think outside the box and should be easy to interact with.  They have to be able to operate Microsoft Office programs as well.  Problems occur regularly, so they ability to stay calm and collected is important.  It is extremely important for interns to not be afraid to make mistakes and own up to them when/if they do.  It helps that the intern has worked in the industry because it requires interaction with people on a daily basis.

*****************************************************************************
City of Lockport Community Development Center

921 S. State Street

Lockport, IL 60441

Contact: Kimberly Jones

Phone: 815-838-0549 X1109

Fax: 815-838-1861

E-mail: kjones@lockport.org
Webpage: www.lockport.org
Term of Internship: Summer 2010

Number of Interns sought for this internship opportunity: 1

PAY TO BE DETERMINED: Usually $9-$10 per hour

Interns will gain experience in: Research and Advertising & Promotion

Major Duties: Assist with promoting services and events, assist with development of programs that will help businesses be more successful in Lockport.

Qualifications: Communication skills, ability to compile research, knowledge of: Adobe Photoshop, Microsoft Access and Microsoft Publisher

*****************************************************************************
Energy BBDO

Enterprise Rent-A-Car

3030 Washington

Waukegan, IL 60085

Attn: Julie Booras

Tel: (847) 782-7932

Email: julie.a.booras@erac.com
Web page: www.enterprise.com
PAID INTERNSHIP - $9.50/hour

1
Spend your summer in the fast-paced, challenging world of Enterprise Rent-A-Car and you’ll gain “real world” experience. Our Sales Management Internship program is designed to provide students with practical, hands-on experience in every aspect of business. As a key member of our team, our interns have direct contact with our customers and are actively involved in making decisions for the branch. In addition, our interns receive training and experience in sales and introductory outside marketing activities. Other responsibilities include providing pick-up and return transportation of customers, general office administration, taking reservations, writing rental contracts, and answering phones. Enterprise has an excellent Management Trainee Program for college graduates and it is possible to use an internship as a stepping-stone into this program. You will also have the opportunity to win one of three scholarships to enhance your education.

Internships are full-time summer positions that run for a minimum of ten weeks.

Desired qualifications: leadership skills; enthusiastic, service-oriented attitude; fast-paced retail 

or restaurant experience; sales ability; and junior standing (preferred).

************************************************************************

Enterprise Rent-A-Car

3030 Washington

Waukegan, IL 60085

Attn: Julie Booras

Tel: (847) 782-7932

Email: julie.a.booras@erac.com
Web page: www.enterprise.com
PAID INTERNSHIP - $9.50/hour

1
Spend your summer in the fast-paced, challenging world of Enterprise Rent-A-Car and you’ll gain “real world” experience. Our Sales Management Internship program is designed to provide students with practical, hands-on experience in every aspect of business. As a key member of our team, our interns have direct contact with our customers and are actively involved in making decisions for the branch. In addition, our interns receive training and experience in sales and introductory outside marketing activities. Other responsibilities include providing pick-up and return transportation of customers, general office administration, taking reservations, writing rental contracts, and answering phones. Enterprise has an excellent Management Trainee Program for college graduates and it is possible to use an internship as a stepping-stone into this program. You will also have the opportunity to win one of three scholarships to enhance your education.

Internships are full-time summer positions that run for a minimum of ten weeks.

Desired qualifications: leadership skills; enthusiastic, service-oriented attitude; fast-paced retail 

or restaurant experience; sales ability; and junior standing (preferred).

************************************************************************

Fastenal





Fastenal

1701C West Market St.



3218 Sugar Maple Court, Unit A

Bloomington, IL 61701



South Bend, IN 46628

Attn: Rick Crippen, District Sales Manager

District Sales Manager

Tel: (309) 827-2699




Tel: (574)-234-8708

Fax: (309) 828-0925




Fax: (309) 232-9631

Email: rcrippen@fastenall.com


Email: jhicks@fastenal.com
Web page: fastenal.com



Web page: fastenal.com

Internships are available at many other locations in Illinois and Indiana. Visit the Fastenal web page for a complete listing.

PAID INTERNSHIP - $9.50 per hour

1, 6
Fastenal is one of the fastest growing full-line industrial distributors, and is the largest fastener distributor in the nation. Our business has over 1,100 branch locations working towards a common goal of “Growth Through Customer Service.”

Fastenal internships are designed to focus on all aspects of the business. Responsibilities will be divided amongst inventory control, administrative duties, and inside sales. Interns help customers at the counter, in store merchandising, outsides sales support, logistics, quoting, and helping with promotions.

Qualifications include the ability to function with Windows applications, pass company DMV requirements, and the desire to get into a sales career.

************************************************************************

Golf Invite

29W110 Butterfield Rd., Ste 104

Warrenville, IL 60555

Attn: Mark Witzke

Tel: (630) 657-5700

Fax: (630) 657-5710

Email: mark@golfinvite.com
Web page: golfinvite.com

PAID INTERNSHIP

1

Golf Invite, Inc. is a nationally based company in Warrenville, IL that works with golf outings (charity and corporate) in providing them all their golf event needs. 

Intern manages a variety of general office activities by performing the following duties:

· Assist sales people in order processing, customer service and attention to follow-up.

· Organize office operations and procedures such as information management, filing systems, requisition of supplies, and other clerical duties.

· Research product options for sales proposals, ordering samples and managing new and existing vendors.

· Prepare activities reports for guidance of management.

· Communicate with prospects and existing customers on new incoming orders via phone and email.

· Help in developing the monthly e-newsletter and other marketing projects.

Qualifications:

Ability to read and interpret documents and write routine reports. Ability to speak effectively with customers or employees of organization. Knowledge of XP word processing software and excel spreadsheet software. 
************************************************************************

Goodman Theatre
170 North Dearborn Street
Chicago, IL 60601
Attn: Elizabeth Neukirch, Internship Coordinator
Phone: (312) 443-5581
Fax: (312) 443-3821
Web page: http://www.goodmantheatre.org/About/Work/Internship/ 

PAID INTERNSHIP - Stipend

Marketing/PR/Publicity

Summer 2010 internship will run May 31-Aug. 27, 2010. Application deadline is March 1, 2010.

The Goodman Theatre in Chicago is currently seeking a marketing/pr/publicity intern for summer 2010.  This intern will have the opportunity to observe strategies and procedures for marketing and publicizing the Goodman’s season to 23,000 annual subscribers and the general public, as well as attend weekly forums with Goodman staff and other Chicago theater professionals.

Responsibilities: Compiling audience survey results; Distributing promotional materials
Assembling press and review packets; Preparing actor bios; Maintaining publicity archives
Assisting with media events and opening nights.

Requirements:

Excellent organizational, interpersonal, writing and proof-reading skills
Basic knowledge of Microsoft Word and Excel
Experience or coursework in communications-related fields is a plus.

To apply:

Please download the application here and follow all stated directions: http://www.goodmantheatre.org/About/Work/Internship/Apply.aspx
************************************************************************

Illinois State University

Daily Vidette            

Corner of University and Locust

Campus Box 0890

Normal, IL  61761

Attn: Christy Harrison

Tel: (309) 438-2689

Fax: (309) 438-5211

E-mail: charrison@mail.vidette.ilstu.edu

Web page: www.thedailyvidette.org

PAID INTERNSHIP – Commission

1, 3
Advertising Sales Interns will gain experience in advertising, sales, account management, developing budgets, and prospecting for new business. 

Advertising Sales Interns are responsible for prospecting new clients, account management, generating maximum sales from multiple geographic territories, providing an excellent level of customer service and meeting all monthly goals.  They will work in conjunction with advertising production staff to create and design creative, effective advertisements and campaigns to meet clients’ needs. 

Advertising Sales Interns are responsible for meeting all deadlines and attending weekly meetings.  In addition, sales interns need to have excellent interpersonal communications skills.  This position offers a high level of independence and autonomy; because of this, Advertising Sales Interns need to possess a professional manner, positive attitude and strong work ethic. 

If you fit the description above please inquire at the Daily Vidette on the corner of Locust and University (off the back corner of the Bone parking lot) and ask for an Assistant Sales Internship application.  The deadline to enter an application is January 26th.  If you have any questions or require further information regarding this position please contact Ryan Wilkinson at (309) 438-8742.

Interns need to possess a strong work ethic, high level of independence, and a desire for success.  Experience in sales and advertising is desirable but not required.

************************************************************************

International Radio & Television Society Foundation, Inc. | irts.org 
IRTS Foundation
420 Lexington Avenue
New York, NY 10170 

PAID INTERNSHIP – Paid Expenses

2010 SUMMER FELLOWSHIP PROGRAM 

Date: June, 6 - August 7, 2010 
Where: New York, New York 
The IRTS Summer Fellowship Program teaches up-and-coming communicators the realities of the media industry and business world through a nine-week , expense-paid fellowship , which includes practical experience and career-planning advice. Fellows gain full-time, "real world" experience at New York-based media companies. In addition, the Fellowship provides the opportunity to network with industry professionals, take related field trips, and attend panels, lectures and group discussions. 

ELIGIBILITY: 
The Summer Fellowship Program is competitive. Students must be college juniors, seniors or graduate students at the time of application. For detailed eligibility information, log on to our website www.irts.org and follow the link to "College Programs." http://www.irts.org/programs/sfp/sfp.html 
COST: Travel, housing and living allowance included. 
************************************************************************
Jepsen Investments, Inc dba Managed Care Staffers, LabPersonnel & Financial Staffers

2604 Dempster Ave, Suite 409

Park Ridge, IL 60068

Attn: Christopher P. Jepsen

Tel: (847) 390-0370
E-mail address: cjepsen@managedcarestaffers.com

Web page: _http://www.managedcarestaffers.com/  http://www.labpersonnel.com/
_____http://www.financialstaffers.biz/
PAID INTERNSHIP - $10-12/hour

The intern will be responsible for researching and implementing prospective client companies in the Midwest and nationwide which currently use, or have transitioned to the use of a growing vendor management software solution.  Using a qualified prospective client list, the intern will research the client company based on industry and relevance and will enter client companies into the internal record database.  In succession, the intern will register our company with the prospective client through both the direct client web portal and/or the respective vendor management software used by the prospective client using information from a master registration template.  This position requires an interest in the dynamic changes occurring in the business world.  Upon completion of the implementation, the intern will be asked to help further develop prospective clients by contacting the client companies to gain a full understanding of business partnership processes.  
Qualifications: A student who has completed their junior year studies in marketing/business.  Candidates with strong computer & Internet search skills are ideal.  Accurate typing skills along with strong knowledge of all MS office software are critical.   

************************************************************************
Kane County Cougars

34W002 Cherry Ln.

Geneva, IL 60555

Attn: Curtis Haug

Tel: (630) 232-8811 x6240
Fax: (630) 232-8815

Email: badger5656@aol.com
Webpage: www.kccougars.com
PAID INTERNSHIP – Pay to be determined

1, 2, 3
Interns gain experience in sales, public relations, and advertising and promotions. The internship involves many different opportunities for interns to be part of the entire operation – marketing, food/beverage, ticket sales, etc.

The most sought qualification is the ability to approach the internship with enthusiasm,  positive attitude and a willingness to learn.

************************************************************************

McDonald's of Bloomington-Normal and McLean

1607 Commerce Parkway
Bloomington, IL 61704

Attn: Ciarra Kohn, Marketing Director

Tel: 309-663-4181

Fax: 309-663-4013

Email: archesmktg@hotmail.com

PAID INTERNSHIP - $8.00 per hour

2
The internship is approximately 20 hours per week. Interns will have an opportunity to take ownership of many projects and gain practical experience. The intern will work closely with the Marketing Director and be responsible for:

* Designing and maintaining our monthly newsletter

* Updating our website

* Planning special events and crew incentives

* Escorting Ronald McDonald to community events

* Collecting information and designing trayliners for stores

* Participating in our Partner in Education Program with local schools

* Recognizing employees of the month and their birthdays

* Promoting and tracking our participation with our non-profit organization, the Ronald McDonald House Charities of Central Illinois

* and much more!

Suggested qualifications for candidates:

* Proficient in Microsoft Office 2000 (Publisher & Access)

* Ability to write copy and design fliers, coupons, news releases,

newsletters, and etc.

* Ability to multi-task and very ambitious

* Able to work some weekends and nights

* Understand public relations and marketing concepts

* Ability to work under little supervision

* Outgoing and enjoys working with the public

************************************************************************

N2 Publishing
5041 New Center Drive
Wilmington, NC 28403
Contact: Heidi Heigel
E-mail: Heidi@n2pub.com
Web: http://www.n2pub.com
PAID INTERNSHIP - Pay to be determined

Responsibilities:

Can vary depending on what area of the business they choose to focus on.  An intern candidate can review our position descriptions on our website.

************************************************************************

Nordstron

77 Old Orchard Shopping Center

Skokie, IL 60077

Attn: Erin Davis

Tel: 847) 677-2121 x1460

Email: erin.davis@nordstom.com
PAID INTERNSHIP

2, 6

Seventy percent of the time the intern is in the designated departments selling. The rest of the time they are learning about all other areas of the store. Must be reliable, a team player, and provide exceptional customer service.
************************************************************************

Northwestern Mutual Financial Network

1600 Hunt Drive

Normal, IL 61761

Attn: Susan Hoover

Tel: (309) 454-1600

Fax: (309) 452-8030

Email: susan.g.hoover@nmfn.com

Web Page: www.nmfn.com
PAID INTERNSHIP – $100 per week plus commission

1
Intern will create own schedule (flexible) and will become licensed by the state for life, health and accident insurance. Intern works with potential clients, offering products they need after analyzing their information. Rated “Top Ten Internship” for 11 straight years.

Desired qualifications: self-motivated, responsible, good communicator, coachable, and ability to work with little supervision.

******************************************************************************Peoria Chiefs Baseball
230 SW Jefferson Ave.
Peoria, IL 61605
Attn: Joe Wagner
Tel: (309) 680-4095
Fax: (309) 680-6080
Email: joew@chiefs.net.com
PAID INTERNSHIP - $400 per month

Interns gain experience in sales, research ands service. Primary duties include learning and assisting the ticket sales staff in all areas.

******************************************************************************

The Sherwin-Williams Company
Paint Stores Group
Attn: Joy A. McManus, Area Recruitment Specialist
Tel: 847-330-1564
Fax: 847-330-1571
Email: joy.a.mcmanus@sherwin.com 
PAID INTERNSHIP

1, 6
Company Description:

ASK HOW! ASK NOW! ASK SHERWIN-WILLIAMS!

Founded in 1866, The Sherwin-Williams Company is a world leader in the manufacture, development, distribution and sale of coatings and related products to professional, industrial, commercial and retail customers.  The Company manufactures products under well-known brand names such as Sherwin-Williams®, Dutch Boy®, Krylon®, Minwax®, Thompson's® Water Seal® and many more.  Sherwin-Williams® branded products are sold exclusively through a chain of over 3,300 company-operated stores, while the company's other brands are sold through leading mass merchandisers, home centers, independent paint dealers, hardware stores, automotive retailers and industrial distributors throughout North America.  Through its International Coatings Division, Sherwin-Williams distributes products in more than 20 countries around the world. 

The reason for our success is simple: We trust our employees, reward their ingenuity, and give them the necessary tools to provide our customers with great service and superb products. We also reward our employees based on their performance and promote over 95 percent from within!  

Sherwin-Williams once again has been named to FORTUNE magazines 

2008 List Of “100 Best Companies To Work For”

Job Descriptions
Internship Description: 

This PAID internship offers hands-on experience in a wholesale/retail work environment and can lead to permanent career opportunities in management and/or professional outside sales upon graduation. You will have the opportunity to learn basic store operations, gain management skills, and develop sales techniques and customer service skills, as well as increase knowledge in a variety of key business topics such as profit & loss, inventory control, and human resources. Interns will also be exposed to S-W professionals in a variety of functional areas. You'll gain insight on a career in outside sales by traveling with a Sales Representative and spending structured time with your District Management team. 

To join our Intern Program, you must have demonstrated leadership ability, as well as work experience in customer service and/or sales.

Many of interns have been able to start their careers with Sherwin-Williams by entering our Management/Sales Training Program upon completion of graduation.

DURATION:

Minimum of 10 weeks

Summer before senior year preferred

ELIGIBILITY & REQUIREMENTS:

· Students enrolled in an accredited 4-year college or university, with completion of sophomore year at start of Internship

·  Eligible to work in the United States on a full-time basis upon graduation, without sponsorship or restrictions

·  General Business, Management, Marketing, Business Finance, or students with a   related major are preferred

·  Prior work experience in sales or customer service is preferred

·  Excellent communication skills, a great work ethic, and an interest to work in an active, ‘roll-up-your-sleeves’ environment are essential
EOE M/F/D/V  

Please apply to www.sherwin.com/mtp
************************************************************************
Select Screen Prints & Embroidery, Inc.

112 Southgate Dr.

Bloomington, IL 61704

Attn: Mike Moore

Tel: 309-829-6511

E-mail: MIKE@SELECTSCREENPRINTS.COM
Web page: WWW.SELECTSCREENPRINTS.COM

PAID INTERNSHIP – 10% Commission

Working directly with owners of company in sales support, researching products, assisting customers and sales support.

Qualifications desired in internship candidates. Please specify academic training, previous work experiences, computer skills, etc.

Good organizational skills along with people skills.  Computer skills.

************************************************************************
Select Screen Prints & Embroidery, Inc.

112 Southgate Dr.

Bloomington, IL 61704

Attn: Mike Moore

Tel: 309-829-6511

E-mail: MIKE@SELECTSCREENPRINTS.COM
Web page: WWW.SELECTSCREENPRINTS.COM

PAID INTERNSHIP – 10% Commission

Calling on new and servicing some existing customers with their custom imprinted apparel needs.

Qualifications desired in internship candidates. Please specify academic training, previous work experiences, computer skills, etc.

Good organizational skills along with people skills.  Self motivated.

************************************************************************
Stephen Ministries
2045 Innerbelt Business Center Dr
 St. Louis, MO  63114
Attn: Stephen Glynn
Tel: 314-428-2600
 Fax number: (314) 428-7888

Web page: www.stephenministries.org
PAID INTERNSHIP

2, 4

We have two internships Leadership and Management Internship and Writing-Plus! Internship Leadership and Management Internship description:
Stephen Ministries is a Christian business that produces ministry resources used in more than 10,000 congregations from 110 denominations. We train leaders from churches and businesses in one-to-one care-giving ministry, small group ministry, and leadership. We also produce materials on spiritual gifts discovery, evangelism, grief, and Christian leadership.

The Leadership and Management Internship will hone your skills in a successful Christian business that has been practicing and teaching leadership and management for more than 30 years. Interns learn through study, discussion, guidance from experienced leaders. They can choose among focuses in organizational management, conference operations, market research, human resources, customer service, writing, and project management. Stephen Ministries places a major emphasis on developing new leaders, and Leadership and Management Interns benefit from similar training, mentoring, and experience as do other young leaders here.
Visit www.stephenministries.org/internships to learn more.

Leadership and Management Internship Application Instructions:

To apply, send a letter of application, résumé, samples of your writing, and at least two faculty letters of recommendation to:

Stephen Ministries
Attn: Stephen Glynn

Director of Human Resources

2045 Innerbelt Business Center Drive

St. Louis, MO 63114

Recommended application submission dates: 

Fall internships—July 1 

Spring internships—November 1

Summer internships—April 1

Leadership and Management Internship Requirements:

Candidates for the Leadership and Management Internship should:

1. have completed at least their sophomore year of college study;

2. be currently registered at their institution, or have just graduated;

3. possess excellent writing skills;

4. maintain a minimum cumulative GPA of 3.5 on a 4.0 scale.

Writing-Plus! Internship description:
The Writing-Plus! Internship gives talented communicators opportunities to use their writing gifts in high-quality, transformational ministry. A springboard into a writing or editing career, this internship lets you explore the worlds of public relations, print production, book publishing, business-to-business communication, curriculum development, speech and script writing, and World Wide Web writing and design. You'll work with experienced writing professionals to refine your writing, editing, proofreading, and research skills through hands-on, practical assignments directly connected to Stephen Ministries' mission and ministry.

Visit www.stephenministries.org/internships to learn more.

Writing-Plus! Internship Application Instructions:

To apply, send a letter of application, résumé, samples of your writing, and two or more faculty letters of recommendation to:

Stephen Ministries

Attn: Stephen Glynn

Director of Human Resources

2045 Innerbelt Business Center Drive

St. Louis, MO 63114

Recommended application submission dates: 

Fall internships—July 1 

Spring internships—November 1

Summer internships—April 1

Writing-Plus! Internship Requirements:

Candidates for the Writing-Plus! Internship should:

1. have completed at least their sophomore year of college study;

2. be currently registered at their institution, or have just graduated;

3. maintain a minimum cumulative GPA of 3.5 on a 4.0 scale; 

4. be an English, journalism, communication, psychology or professional church work major, or have an interest and ability in writing
************************************************************************
Student Media Goup

500 Creek View Rd., Suite 3E

Newark, DE 19711

Attn: Phil Shafer

Tel: (616) 696-8384

Email: phil@studentmediagroup.com
PAID INTERNSHIP

1

Advertising sales internship working for the Plan It Normal planner. Looking for hardworking, persistent and responsible interns. This is a remote sales position.
************************************************************************

Uline

2105 S Lakeside Drive

Waukegan, IL 60085

Contact: Dave Meyers

Phone: 847-473-3000

E-mail: dmeyers@uline.com
Webpage: www.uline.com
PAID INTERNSHIP: The intern will be paid $15.00 per hour plus lodging

Intern will gain experience in: Merchandising, Sales, Product Management, and Purchasing

Description: During the summer, Uline invites interns to work in every department of the company. We don’t think of interns just as temporary summer help—we value them as integral team players working toward our ultimate goal: delivering quality products and services. Whether interning with merchandising or purchasing, customer service or distribution, we offer interns the opportunity to make veritable contributions to Uline.
Internships last a minimum of 12 weeks, usually from May until August. Uline has internship opportunities in marketing/merchandising, creative, warehouse, customer service, sales, finance, administration, technology and human resources.

Major Duties: Once at Uline, interns meet professionals on all levels and work side by side with management and staff on projects. To help interns gauge their success, each one receives a mid-term evaluation with direct feedback from a manager. The internship program offers an environment for interns to apply their academic knowledge to real world experience and may lead to future career opportunities at Uline.

Qualifications: Interns are matched to a Uline department that compliments their interests and career goals. Students are welcomed from a variety of educational backgrounds, including distribution, communications, information technology, business studies, graphic design, finance, journalism, accounting and marketing.

To apply for the Uline Summer Internship Program, send your resume to: 

Uline — HR Recruiting Center
2105 S. Lakeside Drive
Waukegan, IL 60085

*****************************************************************************

University Directories

88 Vilcom Circle

Chapel Hill, NC 27514

Contact: Michele Westergaard

Phone: 847-815-4339

E-mail: mwestergaard@vilcom.com
Webpage: www.universitydirectories.com
PAID INTERNSHIP: $200 per week

Interns will gain experience in: Sales

Major Duties: Selling advertising for ISU’s directory and planner, participating in two daily meetings with other teammates, remain in contact with supervisor, keep track of numbers everyday

Qualifications: Hardworking and determined individuals who are ready for a challenging summer as an advertising sales intern

*****************************************************************************
Walgreens


Apply online:

http://www.walgreens.com/about/careers/retail/internship.jsp
*****************************************************************************
Zacks Vertical Reach Media

111 N. Canal Suite 1101

Chicago, IL  60606

Attn: John Hayes

Tel: (312) 265- 9118

E-mail: jhayes@zacks.com
Web page: http://www.verticalreachmedia.com
PAID INTERNSHIP - $12 per hour – plus incentive bonus

Qualifications desired in internship candidates. Please specify academic training, previous work experiences, computer skills, etc.

· Must be professional in dealing with potential clients and partners
· Must have the drive to make phone calls prospecting potential partners

· Must have excellent PC skills and be extremely web savvy.
· Must possess a desire to learn and grow in an ever-changing environment
· Interest in interactive marketing a major plus.
Business Development Paid Intern Wanted for Interactive Advertising Division
We are seeking energetic, confident, entrepreneurial minded and mature college students and graduates for a summer internship with our advertising team.  The selected candidates will assist our Business Development Director in growing an integral part of our organization.  The ideal candidates must be willing to help create partnerships with other institutions.  Employees will be taught how to create and manage new relationships, develop and negotiate contracts and implementation of cutting edge technology within the interactive advertising world.

Job Qualifications:
· Must be professional in dealing with potential clients and partners
· Must have the drive to make phone calls prospecting potential partners

· Must have excellent PC skills and be extremely web savvy.
· Must possess a desire to learn and grow in an ever-changing environment
· Interest in interactive marketing a major plus.
Permanent positions for qualified interns may be available following your internship.

Please review www.verticalreachmedia.com for a more in-depth analysis of who we are and what we do.  Zacks VerticalReach Media is a division of www.zacks.com, a household name for individual and institutional investors alike. 

Immediate positions available.

How to Contact Us
For consideration, please email resume with cover letter and contact information to John Hayes jhayes@zacks.com.

*****************************************************************************
UNPAID INTERNSHIPS
******************************************************************************

******************************************************************************

The Bay Leaf Group

45 Crista Ann Ct.

Bloomington, IL 61704

Attn: Dr. Jane Liedtke

Tel: 309) 663-8796

Email: jane@baleafcottages.com
Website: bayleafcottages.com

PAY TO BE DETERMINED

2, 4

Interns maintain marketing for business, find new advertising/marketing outlets/options, renew ads, update website, etc. Interns gain experience in social networking, web and direct marketing. Candidates need excellent computer skills (MS Office, internet, social networks), good written communications skills. Must be reliable, punctual and self-motivated.
************************************************************************
Bloomington-Normal Area Convention & Visitors Bureau

3201 CIRA Drive, Suite 201

Bloomington, IL 61704

Attn: Matt Hawkins

Tel: (309) 665-0033

Email: matt@visitbn.org
Web Page: bloomingtonnormalcvb.org

UNPAID INTERNSHIP

Interns gain experience in sports marketing and not-for-profit.

The sports marketing internships focus on the administration of different sporting events that come to the Bloomington-Normal Area. Events could include: IHSA Volleyball, IHSA Girls Basketball, ISHA Boys Golf, IHSA Cheerleading, IBCA All-Star Games, COUNTRY Youth Classic Golf Tournament, Evergreen Lake International Triathalon, US Army Midwest Nationals Wrestling Tournament, State Farm Illinois Collegiate Softball Championship, NJCAA Div. II Softball National Championship, State Farm Holiday Classic, as well as many others. The intern would assist the Sports Marketing Manager in these events as well as the marketing and promotion of the Bloomington-Normal Area Sports Commission.

Qualifications: Prefer upper-classman who uses internship for class credit. Must have experience with Microsoft Word, Excel, PowerPoint, and Windows.

Contact: Email resumes to Matt Hawkings at matt@visitnb.org

******************************************************************************

Bourne Athletic Association

Box 893 

Monument Beach, MA 02553

Contact: Lynn Ladetto

Phone: 508-503-1627

Email: lladetto@capecodhealth.org
Webpage: www.bournebraves.org
UNPAID INTERNSHIP

Interns will gain experience in: Merchandising, Public Relations, Advertising & Promotion, and Nonprofit

Major Duties: working with our database, collecting donations, working with local businesses in regards to sponsorships, 50/50 fundraising

*****************************************************************************
Burns Entertainment & Sports Marketing

820 Davis St., Suite 222

Evanston, IL 60201

Attn: Michelle Harness

Tel: (847) 866-9400

Email: michelle@burnsent.com
Web page: www.burnsnet.com
UNPAID INTERNSHIP

1, 2, 9

Interns assist Burns executives with all aspects of public relations and advertising campaigns, speaking engagements, personal appearances and other events. Our sales/marketing interns work on forging relationships with new clients in our Corporate Partnerships and/or Speakers Divisions. Interns have worked on the creative side of the business by researching celebrities and athletes for possible events and campaigns, and putting together full bios for client proposals; assist in event/campaign logistics including travel, itinerary and finalizing any details; contract review and revisions; contacting potential clients; and much more.

Prefer juniors or seniors, previous work/internship experience in office setting is a plus, students interested in sales/marketing – 2 of the six intern positions are specifically geared towards sales/marketing students.
******************************************************************************

DC Interactive Group
220 Du Page St.

Elgin, IL 60120

Attn: Christina Grabek

Tel: (847) 717-5400

Fax: (847) 931-5801

Email: cgrabek@dcinteractivegroup.com
Web page: DCInteractiveGroup.com

 

UNPAID INTERNSHIP 
2, 4
 

TITLE:


Web Marketing Intern

REPORTS TO: 
Web Marketing Coordinator
DEPARTMENT:
Web Marketing

As a Web Marketing Intern you will be helping contribute to the DC Interactive Group’s current comprehensive Web Marketing Program in the following ways:

· aide in the daily maintenance of projects, 

· seek out new sources of interactive technology, 

· deliver new concepts professionally,

· and work within a team atmosphere. 

CORE COMPETENCIES:

1.
Self-Management: Demonstrating self-control and an ability to manage time and priorities.  

· Effectively manages emotions and impulses. 

· Effectively manages time and priorities to meet deadlines.

· Presents self assertively. 

· Strives for continuous improvement.   

· Accepts responsibility for actions and results. 

2.
Flexibility:  Agility in adapting to change. 

· Responds promptly to shifts in direction, priorities and schedules. 
· Demonstrates agility in accepting new ideas, approaches and/or methods. 
· Effective in juggling multiple priorities and tasks.  
· Modifies methods or strategies to fit changing circumstances. 
· Adapts personal style to work with different people.  
· Maintains productivity during transitions, even in the midst of chaos. 
· Embraces and/or champions change. 
3.
Planning/Organizing: Utilizing logical, systematic and orderly procedures to meet objectives. 

· Prioritizes tasks for optimum productivity. 

· Develops procedures, processes and systems for order, accuracy, efficiency and productivity. 

· Anticipates probable effects, outcomes and risks. 

· Monitors implementation of plans and makes adjustments as needed. 

4.
Goal Orientation: Directing efforts toward the effective achievement of individual and organizational goals.

· Establishes and works toward ambitious and challenging goals. 

· Develops and implements strategies to meet objectives. 

· Measures effectiveness and performance to ensure results are attained. 

· Acts with a sense of urgency to achieve goals. 

· Demonstrates persistence in overcoming obstacles to meet objectives. 

· Takes calculated risks to achieve results
5.
Interpersonal Skills: Effectively communicating, building rapport and relating well to all kinds of people.  

· Strives for self-awareness. 
· Demonstrates sincere interest in others. 
· Treats all people with respect, courtesy and consideration. 
· Respects differences in the attitudes and perspectives of others. 
· Listens, observes and strives to gain understanding of others. 
· Communicates effectively. 
· Sensitive to diversity issues. 
6.
Problem Solving: Anticipating, analyzing, diagnosing and resolving problems.  

· Utilizes logic and systematic processes to analyze and solve problems.

· Identifies the multiple components of problems and their relationships. 

· Prioritizes steps to solution. 

· Develops criteria for optimum solutions. 

· Evaluates the potential impact of possible solutions and select the best one. 

7.
Teamwork: Working effectively and productively with others.  

· Respects team members and their individual perspectives. 

· Makes team mission and objectives a priority.

· Meets agreed-upon deadlines on team assignments and commitments. 

· Shares responsibility with team members for successes and failures. 

· Keeps team members informed regarding projects. 

· Supports team decisions. 

· Recognizes and appreciates the contributions of team members. 

· Behaves in a manner consistent with team values and mission. 

· Provides constructive feedback to team and its members. 

· Responds positively to feedback from team members. 

· Raises and/or confronts issues limiting team effectiveness.
TARGETED COMPETENCIES:

Implement and Maintain Assigned Clients’ Social Media Programs
· Researches, develops and writes social media content (Facebook, YouTube, Flickr, Twitter, Social bookmarking, etc.)

· Maintains day-to-day media monitoring such as comment moderation to ensure posts are accurate and develop responses when needed

· Utilizes web research skills (Google trends, Google alerts, Google blog search, etc.) to monitor client reputation, to spot trends and develop further strategy

Effective Relationships

· Develops and maintains effective relationships with DC Interactive group staff, Demi and Cooper Staff, our clients and our clients’ customers
New Technologies
· Contributes and executes new ideas for the social media program
REQUIREMENTS:

· Working towards a college degree in journalism, communications, marketing or advertising, required.

· General understanding of Social Media Marketing, required.

· Ability to work well in a fast-paced environment, required.

· Proficiency with MS Word and Excel, required.

· General knowledge of branding, required.

· Excellent verbal and written communication skills, required.

· Strong organizational and time management skills, required.
· Terrific attention to detail, required.
· Basic knowledge of HTML, preferred
· Knowledge of viral marketing, preferred.

· Skilled in reporting methods using Google Analytics or similar programs, preferred

· Knowledge of SEO/SEM/PPC marketing, preferred.

· Working knowledge of public relations for the web, preferred.

· Knowledge of social bookmarking marketing, preferred.

REQUIREMENTS:

· Cover letter

· Resume

· Availability (days of week and number of hours per week)

************************************************************************

Fresh Entertainment

2211 Citadel Dr.

Bloomington, IL 61704

Attn: Chris Casey

Tel: (309) 310-2199

Email: chris.freshentertainment@gmail.com
PAY TO BE DETERMINED

Interns gain experience in merchandising, sales, product management and advertising & promotion. Interns work on branding, advertising, sales and marketing research. Candidates must work well on phone, email and with others. Must be a quick learner with a good work ethic in addition to possessing verbal and computer skills. Must be motivated and a team player.

************************************************************************

Habitat for Humanity of McLean County-Restore
1402 W. Washington 
Bloomington, IL 61701

Contact: Marcus Hayes

Phone: 309/454.6047
e-mail:  marcus.hayes@habitatmclean.org
Web:     www.habitatmclean.org/restore

UNPAID INTERNSHIP

1, 2, 7, 9
Interns can start in the spring and continue through the summer

We are seeking a motivated, articulate, dynamic, self-starting superstar to help us market our McLean County Habitat for Humanity ReStore.  The Habitat ReStore resells new or used items (as well as corporate donations) for 50% to 70% off retail prices.  All operating profits from Habitat ReStore sales go into Habitat’s building program, helping provide simple, decent affordable housing for McLean County families.  The organization has been helping families in McLean County for over 20 years.

We are looking for someone who can assist in setting and executing the marketing strategy for the ReStore facility for Habitat for Humanity on a limited budget, develop volunteer recruitment plans, commercial donation solicitation, serve as media liaison and contact as well as write press materials.

What is in it for you?  You will touch the lives of people in your community while learning skills that you can take anywhere as well as earn school credit.

Qualifications:

Marketing major, strong communication skills, dedication to customer service, volunteerism, volunteer recruiting, MS Office knowledge, interest in not-for-profit organizations.

******************************************************************************

Heartland Animal Shelter

2975 Milwaukee Ave.

Northbrook, IL 60062

Attn: Stephanie Preiser

Tel: (847) 296-6400

Fax: (847) 296-4198

Email: stephaniepreiser@yahoo.com
Web page: www.heartlandanimalshelter.net
UNPAID INTERNSHIP

2, 5

There are many needs when volunteering at a not-for-profit organization. We are primarily run volunteer based and do not receive any outside income-only donations. Heartland needs help with administrative work, awareness in the community and fundraising.

Qualifications desired in internship candidates. Please specify academic training, previous work experiences, computer skills, etc.

-Must love animals

-Customer Service Orientated.

-Willing to learn and adapt easily. 

-Willing to do various tasks on a daily basis.

Interns interact with staff, volunteers, potential adopters and donors. Major duties include working with volunteer coordinator and/or director on various projects. 

Any customer service experience is a plus. Must love animals.

*****************************************************************************

Humane Society of Central Illinois 
423 Kays Dr.
Normal, IL  61761
Attn: Sarah Corbin
Tel: (309) 287-8544
Email: fundraising@hscipets.org


Web page: www.hscipets.org

UNPAID INTERNSHIP
 9

Marketing interns at HSCI primarily help with our event-planning, organizing volunteers, publicity and press releases, media campaign management (issue oriented), sales assistance, and more. Students can see some projects from start to finish. Bigger projects may be segmented.


Essential qualifications include dependability and independence/initiative. The student has contact mostly with internship coordinator and volunteers. Interns must be able to follow directions and be flexible as projects vary greatly.


Ability to work in the shelter office on a regular schedule is also required. 

*****************************************************************************

Illinois State University
Department of Intercollegiate Athletics

Attn: Mark Newton, Director/Marketing

Phone:  309-438-3630

Email: manewto@ilstu.edu


UNPAID INTERNSHIP

Part-Time Athletics Sales & Marketing Intern (summer) –  3-4 positions available

Commitment:  10-20 hours per week plus external events (as needed)

Description: Assist in the corporate sales operations of an NCAA Division I Athletics Department.  Intern will assist with athletics sales initiatives by cultivating new sponsorships, contacting and meeting with potential business partners, developing sponsorship proposals, facilitating sponsorship renewals, participating in planning and sales meetings, and assisting with external sales/marketing opportunities. Interns will also assist in daily operational activities of a marketing department.

Job Responsibilities:

· Responsible for the cultivation and stewarding of potential new sponsors.

· Responsible for the sales of group and season tickets.

· Assist with development of sponsorship proposals and contracts.

· Assist with the operations of special Athletics Department events.

· Assist with external selling opportunities taking place in the community.

· Assist with mascot appearances taking place both on and off campus.

· Perform clerical and office duties as assigned by the Athletics Marketing staff.

Qualifications:

· Possess the time and availability to make a commitment to this unpaid position.

· Possess a positive attitude, enthusiasm, interpersonal skills, responsibility, initiative, passion, and work ethic necessary to succeed as a member of the Redbird Marketing Staff.

· Possess an interest and/or desire to work in the business of athletics.

· Be willing to work nights and weekends as needed.

· Demonstrate the ability to treat this internship as a real job and fulfill the requirements of the position. 

· Prior knowledge of Adobe Creative Suite software (Photoshop, InDesign, Illustrator, etc.) a plus.

*****************************************************************************

Reality Bites

414 N Main Street

Bloomington, IL 61701

Contact: Greg Saarinen

Phone: 847-502-4734

E-mail: gsaarinen@gmail.com
Term of Internship: Summer 2010

Number of Interns sought for this internship opportunity: 1

UNPAID INTERNSHIP

Interns will gain experience in: Public Relations and Advertising & Promotion

Major Duties: Advertising and promotional work to better target our primary market; organize and plan catering events, and work with our partners (Bloomington Extreme) in promotional work

Qualifications: Preferably a candidate who has worked in the food industry with at least a junior standing, a GPA of 3.0 is also a minimum requirement

*****************************************************************************
South Side Mission

1127 S. Laramie St.

Peoria, IL   6160

Meg Newell

Tel: (309) 676-4604

Fax number: (309) 676-6834

E-mail address: megn@southsidemission.org
Web page: www.SouthSideMission.org
UNPAID INTERNSHIP

2, 5

Our interns will work closely with the Director of Development and will be active in every aspect of the department.  ALL of the duties mentioned above are handled internally, and interns have the opportunity to be an integral part of a major fundraising event and several media events.  I really depend on the integrity and hard work of my intern and give them big and small jobs, and increasing responsibility as they are ready.  

Qualifications desired in internship candidates: _Desire to learn, willingness to serve, eagerness to be a part of something great.  Photography and graphics experience are helpful, as are basic design, word processing, and spreadsheet experience.  

We are an inner city poverty ministry with a very evangelical focus.  Before considering joining us, please review our website for an overview of our ministry.  Interns should be very comfortable working in a Christian ministry setting and a faith testimony is definitely helpful.

******************************************************************************

WGN Radio/Tribune Company

435 N. Michigan Ave.

Chicago, IL 60611

Attn: Jenny Morehead, Local Sales Manager

Tel: (312) 222-5153

Email: jmorehead@tribune.com
Web page: www.wgnradio.com
UNPAID INTERNSHIP

1, 2

Interns create sales/marketing materials, research and make calls for potential prospects, pull clips of commercials that have aired, attend client meetings. Applicants must have knowledge of Microsoft Office Suite, positive attitude, hard work, curiosity to learn more.
******************************************************************************

WLS 890 AM Radio

190 N. State St., 8th Fl

Chicago, IL 60601

Attn: Charles Brueckmann

Tel: (312) 984-5327

Web page: www.wlsam.com
UNPAID INTERNSHIP

1, 2

Duties include working/ assisting at promotional events and opportunities to learn and help out in the everyday activities of the radio station (from sales-traffic-promotional department-production). Applicants must be eager to learn new skills and possess a helpful attitude. Any prior experience in promotions or extremely comfortable conversing with people required. 
******************************************************************************

WMAQ –TV

454 N. Columbus Ave.

Chicago, IL 61711

Attn: Janet Garcia

Tel: (312) 836-5523

UNPAID INTERNSHIP

1, 2, 4

Interns gain experience in sales, research and advertising & promotion.
******************************************************************************

	Koelnmesse Inc.
Qualifications: 
	Microsoft Office (Power Point, Word and Excel) background and/or some knowledge of database software. Must be willing to work in a smoke free environment. Willing to fully support company's mission and core values.


	Physical Demands: 
	Substantial movements (motions) of the wrists, hand and/or fingers. Ability to give and receive information through oral communications. Ability to lift, move and carry up to 20 pounds on occasion, and up to 10 pounds of force frequently. 

QUALIFIED APPLICANTS may access an APPLICATION On-Line at www.wtmx.com 
OR FAX their APPLICATION Request to: Human Resources c/o WTMX at 312-946-4762 (HR Fax) 
OR E-MAIL their APPLICATION Request to: awicklund@bonnevillechicago.com 

No phone calls, please! 
Equal Opportunity Employer 



	WTMX Sales Intern Part Time


	

	Objective: 
	Be responsible for support, development and execution for THE MIX fm sales efforts. Responsibilities include assisting sales staff in special projects, updating client database, implementing web and streaming sales initiatives, conducting and compiling research into useful sales resources, assisting in recaps and general administrative duties.

	Requirements: 
	· Strong marketing / promotional / sales background as either educational focus, or equivalent experience. 

· Possess strong written and verbal skills 

· Must have excellent organizational skills with multi-task capabilities. 

· Must work in a cooperative manner; interacting effectively with all station personnel, clients, outside vendors and listeners 

· Project an appropriate company image with respect to dress and demeanor. 

· Must work independently, if necessary, & operate effectively in high-pressure, time-critical situations. 

· Be available to work 16-30 hours per week (for a minimum of 10-14 weeks) including some nights and weekends for special station events. 

	Qualifications: 
	Microsoft Office (Power Point, Word and Excel) background and/or some knowledge of database software. Must be willing to work in a smoke free environment. Willing to fully support company's mission and core values.


QUALIFIED APPLICANTS may access an APPLICATION On-Line at www.wtmx.com 
OR FAX their APPLICATION Request to: Human Resources c/o WTMX at 312-946-4762 (HR Fax) 
OR E-MAIL their APPLICATION Request to: awicklund@bonnevillechicago.com 


	Physical Demands: 
	Substantial movements (motions) of the wrists, hand and/or fingers. Ability to give and receive information through oral communications. Ability to lift, move and carry up to 20 pounds on occasion, and up to 10 pounds of force frequently. 


************************************************************************

OCDF

POB 1243

Bloomington, IL 61702

Attn:  Lynn Warren

Tel: (309) 829-8202

Email: Lynn@ocdf.org
UNPAID INTERNSHIP

1, 2, 4, 5, 9

Duties include marketing for OCDF:

· Publications

· Orphan Support

· Volunteer China

· Academic Connections

· Catalog

Position requires use of MS Office, good written and spoken skills – focus of working with people.
************************************************************************

Performance Growth Partners Inc.

3 Mallard Court

Bloomington, Illinois 61704

Attn: Rick Galbreath 

Tel:   309-664-7741         

E-mail: rick@performtogrow.com 

Web page:  www.performtogrow.com www.outplacementcompany.net; www.uncommonlywise.com 

UNPAID INTERNSHIP

1, 2, 4, 7
We have several internship opportunities available covering social media development, brand management and development, promotion and wide variety of other areas.  While these internships will be unpaid, the intern will actually be helping a real business move forward – the learning experience will be a very good one.  If an intern is very interested in sales as a profession, we could work up a project here as well (although this is not a target area for us).

Interns will have a 3 point GPA or above and be a junior, senior or grad student.  They will be capable of performing high quality work with little supervision.  They will be curious, efficient and demonstrably interested in improving their knowledge in their chosen field.  This will not be a “check the box” experience for them – they want to grow, experience and contribute.

************************************************************************

WLS Radio, Chicago (Citadel Broadcasting)
190 N. State Street – 8th Floor, Chicago, Illinois 60601

Chuck Brueckmann

Tel: (312) 984.5327     

Fax number: 312.357.1798

E-mail address: chuck.brueckmann@citcomm.com 
Web page: wlsam.com and 947chicago.com

UNPAID INTERNSHIP

1, 2
A Promotion Intern will provide assistance to the Promotion Manager and Promotion Assistants. Such duties will include event execution, display setup, audience interaction, prize fulfillment, web editing, research and copy writing.

Qualifications include but are not limited to; Microsoft Office knowledge, radio/marketing background/interest. Must be at least 18 years old and able to lift at least 40lbs.

************************************************************************

YWCA of Pekin

315 Buena Vista

Pekin, IL 61554

Contact: Melinda Figge

Tel: (309) 347-9922 Ext. 25

Fax: (3090 347-7457

UNPAID INTERNSHIP

2, 5
The primary duties for an intern with YWCA of Pekin would include the marketing and promotion of our many programs and activities. We need assistance in utilizing many free and low cost opportunities to make sure the community is aware of the programs that are essential to the community. Guidance will be provided in the types of marketing we already engage in, and we are looking for new creative ways to approach the community.

Excellent communication skills are necessary as well as enthusiasm and willingness to meet new people and make new contacts. Transportation will be needed to make deliveries of marketing materials throughout the community.

