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      Context

      
      David Mamet was born in Chicago in 1947. He attended Goddard College in Vermont, and there discovered his passion for theater.
         He trained as an actor under the famed acting teacher Sanford Meisner, whose emphasis on practical, outward techniques—rather
         than "method" internalization—influenced Mamet's philosophy of acting as well as his writing. After college, Mamet held a
         number of unglamorous jobs: he drove a taxi, cleaned offices, and worked at a truck factory and a canning plant. In 1969 he
         got a job as an office manager at a real estate sales office. The position was the inspiration for Williamson's job in Glengarry Glen Ross, and the other salesmen Mamet observed in the office would later serve as the basis for the play's other characters.
      

      
      Mamet returned to Vermont to teach acting, first at Marlboro College and then at his alma mater, Goddard College, where one
         of his students, actor William H. Macy, went on to become Mamet's frequent collaborator. Around this time, Mamet started writing
         plays and putting them on with his students. In 1972, he returned to Chicago and founded a small theater company. His play
         Sexual Perversity in Chicago achieved some local notoriety in 1973. Some critics embraced it, but others were put off by its incessant profanity—a feature
         that has since become somewhat of a Mamet trademark. A few early critics came to the conclusion that Mamet infused his use
         of slang with musicality. This early characterization of Mamet as a "sound poet" has gained momentum since, remaining the
         dominant theme of critical work on Mamet, occasionally at the expense of critical attention to the moral issues that Mamet's
         plays address.
      

      
      In 1977, Mamet made it to Broadway with his first great success, American Buffalo. The play, which brought Mamet to national attention, centers on two small time crooks planning a robbery, and explores many
         of the same themes of business and loyalty that Mamet would revisit in Glengarry Glen Ross.

      
      Glengarry Glen Ross premiered in London in 1983, and its American premiere followed in Chicago in 1984. It was a tremendous success, and remains
         Mamet's most celebrated play. Because of its treatment of the lives of salesmen, it drew many comparisons to the Arthur Miller's
         classic Death of a Salesman. Whereas Miller's play used the thankless drudgery of the sales profession as fodder for tragedy, however, Mamet's take on
         the subject thirty- five years later is far more savage. Death of a Salesman eulogizes the death of the American Dream; Glengarry Glen Ross takes this death as a given and uses it as a starting point for deeper social criticism.
      

      
      A successful film version of Glengarry Glen Ross, directed by James Foley, was released in 1992. Mamet himself took on the task of adapting the screenplay and making it more
         "cinematic," with interesting results. Some plot elements (such as what exactly the problem is with Levene's daughter) and
         concepts that are only hinted at in the play are explored more fully in the film. Of course, this is by no means to say that
         the film represents a more complete vision—it is, rather, an alternate form, interesting to compare side by side with the
         text of the play.
      

      
      In recent years, Mamet has become a prolific artist in multiple media. He still continues to write, and occasionally direct,
         theater. Now he is also a novelist (his first novel The Village, was published in 1995), and a film director (his first film House of Games, which explored the world of con artists, a persistent theme throughout Mamet's oeuvre, was released in 1987). He has also
         written several books of essays, some of which address his approaches to writing and directing.
      

      
   
      
      Plot Overview

      
      Glengarry Glen Ross is the story of four Chicago salesmen—Levene, Roma, Moss, and Aaronow—and their supervisor, Williamson, who work together
         selling undesirable real estate at inflated prices. The play takes place at the end of a month in which the bosses of the
         company, Mitch and Murray, have declared a "sales contest": The salesman who clears a certain high dollar amount will win
         a Cadillac, and the two salesmen who perform worst will be fired. A chalkboard is used to keep track of each man's sales.
         Roma, who makes good sales, is the top man on the board, but the other three are all having trouble and getting increasingly
         worried.
      

      
      The first act takes place at a Chinese restaurant near the office. In the first scene, Levene tries to convince Williamson
         to give him better sales leads so that he will have a better chance at closing a sale. Levene tries everything he can to persuade
         Williamson—bragging, threatening, begging, flattering, and finally bribing—but Williamson refuses to disobey company policy.
      

      
      In the second scene, Moss and Aaronow discuss how unfair these policies are. Moss talks about a former salesman, Graff, who
         has gone off to start his own company. Moss tells Aaronow that Graff's business practices are both wiser and kinder than Mitch
         and Murray's. Moss suggests that someone should break into their office, steal the good leads, and sell them to Graff. Though
         Moss pretends at first to be harmlessly thinking out loud, it becomes clear that he really has planned this crime, and that
         furthermore he wants Aaronow to commit the break- in. If Aaronow does not rob the office, Moss threatens, then Moss will have
         to do it himself, and if he gets caught, he will tell the police that Aaronow was his accomplice.
      

      
      In the third scene, Roma sits alone at a booth in the restaurant, and next to him, also alone, sits Lingk. Roma delivers a
         long and confusing monologue about the absence of an absolute morality in the world and the responsibility of each man to
         be the master of his own destiny. Lingk, though perhaps confused by Roma's ramblings, pays rapt attention. The scene ends
         just as Roma is about to begin a pitch to sell Lingk some land.
      

      
      Act Two takes place the next day in the office. As per Moss's plan, someone has broken in the night before. A police detective,
         Baylen, is there interrogating the salesmen. Roma comes in from the street, having just heard about the robbery. He demands
         to know if the Lingk contract has been stolen—if it has been, then he will not win the Cadillac. Williamson assures Roma that
         the Lingk contract has been filed.
      

      
      Levene comes into the office, jubilant because he has just closed a sale to an old couple, Bruce and Harriett Nyborg. He feels
         that after a long cold streak, his selling abilities have returned. Moss, coming out of the room where Baylen has just interrogated
         him, fumes at how the detective has treated him. Levene is still trying to tout the story of his tremendous sale, but Moss
         ignores him. This leads to a confrontation between Moss and Roma, in which Roma stands up for Levene and Moss accuses Roma
         of thinking he is the ruler of the office just because he happens to be on a hot sales streak.
      

      
      Moss storms out and Levene finishes his story. Just then, Lingk comes to the office, having been sent by his wife to cancel
         the deal he had signed with Roma the night before. Knowing what Lingk has come for, Roma enlists Levene to pretend to be an
         important business client who needs to be rushed to the airport immediately. Roma pretends that he does not have time to talk
         to Lingk, but that he will get together with him to discuss the contract on Monday—when, as both Roma and Lingk know, it will
         be too late for Lingk to cancel the deal legally. Lingk does not want to disappoint Roma, but he is more afraid of disappointing
         his wife.
      

      
      Roma promises Lingk that he has nothing to worry about, as the contract has not been filed yet. Roma is about to take Lingk
         out, to comfort him and try to save the deal, when Williamson, erroneously thinking that Lingk is upset by the disarray of
         the office, tries to help by reassuring him that his contract has indeed been filed last night. This directly contradicts
         what Roma has said, and Lingk realizes that he is being scammed. He leaves the office upset, planning to report Roma's sleazy
         practices to the Attorney General.
      

      
      Roma is furious at Williamson for ruining his sale. He lets loose a stream of profanity at Williamson just before he goes
         into the inner office with Baylen to be interrogated. Levene picks up insulting Williamson where Roma left off. Levene accidentally
         lets on that he knows Williamson was lying about having filed the Lingk contract—and Williamson realizes that the only way
         Levene could have known that it had not been filed is if Levene was the one who committed the break-in.
      

      
      Levene briefly attempts to deny the crime, but quickly folds and begins pleading with Williamson. He offers Williamson a percentage
         of his commissions. Williamson tells Levene that his commissions are worthless—the Nyborgs are notorious deadbeats, and Williamson
         knows that their check will not clear. Levene is humiliated by this revelation. Williamson goes to Baylen to report that Levene
         is the thief.
      

      
      Roma comes out of his interrogation. Not knowing what has happened, he suggests to Levene that the two of them become partners.
         Levene is called into the inner office to be arrested by Baylen. When Levene is out of earshot, Roma tells Williamson that
         from now on, Roma will earn fifty percent of Levene's commissions, on top of the one hundred percent of his own. We see, then,
         that even Roma's kindness to Levene has been a scam all along.
      

      
   
      
      Character List

      
      
         Shelly Levene - 
            A washed-up real estate salesman in his fifties. Shelly "The Machine" Levene was successful years ago, but recently has hit
            a streak of "bad luck" and finds himself in danger of getting fired. He desperately wants to save his career, and this desperation
            is usually grotesquely apparent.
            
         

      

      
      
         Ricky Roma - 
            A big-shot real estate salesman in his early forties. Roma is the top name on the board at his office, which means he is currently
            the most successful salesman. It is easy to see why he does better than the other men: he is smart, charming, and incredibly
            quick-witted. Rather than trying to force customers to submit to his sales tactics, as the others do, he lures people into
            thinking they want what he is selling.
            
         

      

      
      
         John Williamson - 
            The manager of the real estate office, who is in his early forties. Williamson's job is to oversee the operations of the office
            and to assign the salesmen their leads. The salesmen dislike him because of his status as "company man"—he merely follows
            orders from Mitch and Murray, and the salesmen do not think he really understands the business.
            
         

      

      
      
         Dave Moss - 
            An angry real estate salesman in his fifties. Moss harbors a great deal of resentment toward the company. He is not a subtle
            man, and tends to lash out angrily when under pressure. His sheer aggression makes him a more successful salesman than Aaronow
            or Levene, but he has none of Roma's verbal agility.
            
         

      

      
      
         George Aaronow - 
            A timid real estate salesman in his fifties. Aaronow is extremely meek and mild- mannered. In conversation, faster talkers
            like Moss and Roma easily overpower him. His dullness is evident in his conversational tendency to merely repeat what other
            people are saying to him. Like Levene, Aaronow is not on the board and is in immediate danger of getting fired.
            
         

      

      
      
         James Lingk - 
            A quiet, timid man in his early forties. We know that Lingk fears his wife, but we do not know what he does for a living or
            virtually anything else about his personal life. Lingk tells Roma that within his marriage he does not have the power to negotiate
            business deals.
            
         

      

      
      
         Baylen - 
            A police detective in his early forties. We learn extremely little about Baylen's personality, as he spends most of Act Two
            offstage in Williamson's inner office, interrogating the salesmen about their knowledge of the break-in. Baylen's presence
            increases the tension in Act Two: we are aware that Baylen is investigating in the next room while all the onstage action
            is happening, and we therefore know that Baylen will be right there to make an arrest when the thief's identity is revealed.
            
         

      

      
      
         Mitch and Murray  - 
            The two bosses of the real estate company who never themselves appear as characters in the play. Mitch and Murray give Williamson
            orders about how to run the office. They institute the nerve-wracking "sales contest" wherein the best salesman that month
            will win a Cadillac and the worst two will be fired. Moss and Levene both believe that Mitch and Murray ultimately bear responsibility
            for the cruel and unforgiving nature of their work environment.
            
         

      

      
      
         Jerry Graff - 
            A former salesman who has gone into business for himself and never himself appears as a character in the play. In his new
            business, Graff now competes with Mitch and Murray. Moss suggests that Graff's business practices are wiser and more humane
            than Mitch and Murray's, but we have no way of knowing if this is true. At any rate, Graff's willingness to buy stolen leads
            demonstrates that he is no more ethical than Mitch and Murray.
            
         

      

      
      
         Bruce and Harriett Nyborg  - 
            A couple who purchase real estate but never appear in the play as characters themselves. The Nyborgs are notorious in the
            sales community for wasting salesmen's time. They enjoy talking to salesmen but can never afford what they end up buying.
            They are classic "deadbeats."
            
         

      

      
      
         Lemkin - 
            A mysterious character we never see. When Roma threatens to get Williamson fired, he tells him of his plan to go to Mitch
            and Murray's office to talk to "Lemkin." This is all we know about Lemkin, but we can infer that he is someone of importance
            who has the power to terminate employees in Mitch and Murray's office. In fact, "Lemkin" may be Mitch or Murray's surname.
            
         

      

      
   
      
      Analysis of Major Characters

      
      
         
         Levene

         
         Though Mamet does not attempt to solicit sympathy for any of his characters, Levene is the closest thing in the play to a
            tragic figure. From the first moments of the play Levene is a man on the brink of total failure. By trying to elude that failure
            through any desperate measures he can, he ends up making his troubles all the worse. "Bad luck" is not Levene's only problem.
            Because he fears failure so deeply, he clings to anything that will make him feel successful. He is often boastful of his
            past accomplishments with the company, and when he makes a sale to the Nyborgs (which, humiliatingly, turns out to be no good),
            he instantly starts into regaling the office with his tale of triumph. Moreover, Levene feels that his "success" gives him
            the upper hand on Williamson, whom he berates whenever he has the opportunity. Of course, we sense that Levene's treatment
            of Williamson will end up contributing to his own downfall. Levene may very well have been a fine salesman in his youth—though
            surely not so great as he claims—but now he has grown older and the company no longer has any use for him. Mamet suggests
            that such a system that teaches people to chase success and detest failure has also trained Levene to self-destruct.
         

         
      

      
      
         
         Roma

         
         If Levene is the face of failure in the play, then Roma is its best representative of success. His sales techniques are subtle
            and smart: we can see, in Act One, scene three how he is able to lure Lingk into his sales pitch by using language and discussing
            issues that are completely counter to traditional sales methods. Rather than overpowering Lingk, Roma is able to put on a
            show of existential philosophizing that both sets Lingk at ease and draws his interest. As Levene exudes failure, Roma exudes
            success. But the apparent ease with which Roma conducts his business is deceptive—in fact, he is as tightly wound as any of
            the other salesmen, and we see at the end that he is planning to exploit Levene in order to advance his success even further.
            Though Roma has earned a status in the office that should afford him some security in his job, he is every bit as devious
            as the others. The only difference between Roma's scamming and, for example, Moss's, is that Roma's is smarter, more methodical,
            and therefore more likely to work.
         

         
      

      
      
         
         Williamson

         
         Williamson, the "company man," is disliked by all of the salesmen because he is indifferent to their concerns. They accuse
            him of not being a "man" because his job is to implement orders given to him by his superiors. Also, the salesmen resent that
            Williamson's pay is not based on commission, claiming that he therefore does not know or understand the pressures that the
            salesmen face. Though Williamson's work as office manager is indeed quite different from sales, what the salesmen fail to
            recognize is that his motivations are identical to theirs. His job is secure, so it would be foolish of him to risk that by
            being more of a "man." Nonetheless, when he sees an opportunity to scam—bargaining with Levene to break company policy by
            selling him two leads for 100 dollars plus 20 percent of Levene's commissions—he is quite willing to put company loyalty aside.
         

         
      

      
      
         
         Moss

         
         Moss, like Levene, is in his fifties and probably past his prime as a salesman. Moss's response to this possibility of imminent
            obsolescence, however, is not desperation but anger. Moss understands his business well enough to know that no one is going
            to help him, and that getting ahead will require him to be proactive and devious. Subtlety, however, is not his strong suit:
            the verbal trap he sets to try to get Aaronow to commit the office robbery is crude and flawed. Moss picks out Aaronow, and
            then Levene, to be his partner in crime because he knows that both men are desperate and thus easy targets for him. He fails
            to consider, however, that their desperation also makes both men unreliable partners in a very delicate scheme. Moss assumes—not
            inaccurately—that each man is out for himself at all times. He therefore seeks, by whatever means necessary, to exploit others
            before they exploit him.
         

         
      

      
      
         
         Aaronow

         
         Aaronow seems to be faring as poorly as Levene, but his response is one of resigned acceptance rather than desperation. He
            reveals in conversation with Roma that he is frustrated by his inability to close sales recently, but this frustration is
            not enough to break him out of his pattern. Aaronow continues to try to sell in exactly the same manner he always has, leading
            us to presume that his cold streak will continue and will cost him his job. However, he is wise enough to resist Moss's trap,
            perhaps out of fear or resentment, but likely just as much out of common sense.
         

         
      

      
      
         
         Lingk

         
         Lingk is the one significant character in the play who is not in the real estate business. His weakness makes him a perfect
            target for Roma. Lingk bends first to Roma's will and then to his wife's will, but at no point does he seem to know what he
            himself wants or to be capable of making decisions on his own. Lingk's putty-like malleability is the quality all of the salesmen
            treasure and seek out in others: if a person is willing to give a proverbial inch, then a good salesman can find a way to
            extract a proverbial mile. Lingk himself seems painfully aware of his own weakness, but, understandably, he is too upset and
            beleaguered by the bullying and lying that surrounds him to be able to fight against it.
         

         
      

      
   
      
      Themes, Motifs, and Symbols

      
      
      Themes

      
      
      Speech as Mode of Action

      
      David Mamet is famous for his attention to detail in dialogue. All the characters in Glengarry Glen Ross have very specific speech patterns. Words are often left out of sentences, and the grammar, though rarely "proper," always
         makes intuitive sense. For example, Mamet will have a character say "should of" instead of the grammatically correct "should
         have," because, first and foremost, Mamet is trying to reflect the way he believes his characters would actually talk. Moreover,
         Mamet believes that the way people speak influences the way they behave, rather than vice versa. Every comma, every stutter,
         every emphasis—note that single syllables are often placed in italics—in the play is as Mamet expects it to be performed.
         The stage directions, however, are so sparse as to be nearly nonexistent. Mamet does not specify how the set looks and almost
         never specifies what the characters' physical actions may be. Furthermore, at times in Act Two, with characters coming in
         and out of Williamson's office, Mamet is even ambiguous about who is or is not onstage at certain moments. These physical
         details are irrelevant to the drama that Mamet is creating, which is all in the talking.
      

      
      Characters' ability to speak persuasively determines their fate in Mamet's world. Roma is a breathtakingly smooth talker,
         able to come up with lies and philosophies as quickly as the words can leave his mouth. His continued business success is
         never in doubt. Levene, on the other hand, is a disastrously poor persuader. We see from his first line—in which he stammers
         out seven words and pauses before he can even begin his sentence—that he is not well suited to sales. Levene makes desperate
         pleas throughout the play, yet nearly every argument he makes seems to make things worse for him. Moss and Aaronow, the other
         two salesmen in the play, fall somewhere in the middle: Moss does not have anything approaching Roma's suavity, but he does
         have a brute aggression with his words that could conceivably overpower a customer; Aaronow, though meek, at least does not
         exude desperation the way that Levene does.
      

      
      
      
      Success and Failure

      
      Glengarry Glen Ross is a scathing attack on American business practices. The only characters in the play whom we do not witness in some attempt
         to steal from, cheat, or trick one of the others are Aaronow and Lingk—both extremely meek men who, it is implied, do not
         have much chance at great success. The sales office of the play serves as a microcosm of capitalist culture: as the top man
         gets a Cadillac and the bottom man gets fired, every man must not only work for his own success but also hope for—or actively
         engineer—his coworkers' failure.
      

      
      The top salesman on the board—at this point, Roma—is also entitled to the best leads. Success, then, is rewarded with further
         opportunity for success, while failure is punished with the guarantee of further failure. The system is brutal and compassionless.
         Levene grasps at anything that might help him appear successful, but his guise is unfortunately transparent, which only makes
         him appear like a greater failure. Like a man flailing in quicksand, Levene's struggle to evade failure at all costs ends
         up hastening his professional demise. At the play's climax, Levene asks Williamson why Williamson is going to report him to
         the police, and Williamson responds, "Because I don't like you." This response is borne partly of Levene's having recently
         insulted Williamson, but it is also because Levene has been emitting an air of failure from the start of the play, and Williamson,
         a businessman himself, has been trained to fear and hate failure.
      

      
      
      
      
      Motifs

      
      
      Meaningful Words vs. Meaningless "Talk"

      
      Throughout the play, different characters use the word "talk" (or variations of it) to imply idle chatter that is not supported
         by action. Levene tells Williamson that what he learned in business school is "talk"; Aaronow tries to figure out if Moss
         is serious about robbing the office or if he is just "talking"; Roma tells Lingk that Mrs. Lingk's insistence on canceling
         their deal is just something that she "said," not actually something that they have to actually do. In every case, characters
         use this terminology in an attempt to undermine the "talk" in question. Whenever someone does not want to accept the reality
         of what it is being said, they make an accusation of "talk." Moss cleverly suggests that he himself is just "talking" about
         the break-in until he feels that his verbal trap—to force Aaronow to commit the robbery—is set. At that point, Moss reveals
         that he has actually been "talking" about the break-in. The word is the same but his tone switches the word "talk" itself from meaningless to meaningful.
      

      
      The salesmen in the play constantly find it to their advantage to suggest that some words are meaningful and others are meaningless.
         Often, even mid- conversation, they find it to their advantage to suggest that something has switched from meaningful to meaningless
         or vice versa. A corollary to this strange meaningful-meaningless property of "talk" is the similar case of the word "listen."
         After Moss tries to convince Aaronow to rob the office, he informs him that he is already an accomplice to the crime; Aaronow
         asks why and Moss explains, "Because you listened." Listening can go from harmless to criminal in an instant.
      

      
      
      
      Cons, Scams, and Angles

      
      Though the salesmen in the play are not, technically, criminals—convincing people to buy overpriced land may be immoral, but
         not illegal—they all have the mindset of con men. As the capitalist system demands that they compete against each other, they
         are always on the lookout for any shortcut or trick to get ahead. Moss wants to steal the Glengarry leads but is afraid to
         actually commit the break-in, so he tries to con Aaronow into doing it; Roma plans to con Levene into giving him half of his
         commissions; and all of the salesmen, of course, try to con their customers into buying land that they do not want. The most
         obvious example of a con in the play comes when Roma tries everything he can to ignore Lingk's desire to cancel the deal they
         have signed. In this instance, the con is not based on subtle manipulation of language, but rather on outright, ridiculous
         lying.
      

      
      Though Williamson is not a salesman like the others, he is, like them, also looking for any advantage he can find. He nearly
         works out a deal in Act One, scene one, to give Glengarry leads to Levene in exchange for twenty percent of Levene's commissions
         and fifty dollars per lead. Williamson is a "company man" type who is not interested in putting himself at risk. Nonetheless,
         even he is looking for an "angle" to make more money. Williamson's openness to this deal, which violates company policy, demonstrates
         that conning and scamming are inherent not just to sales, but to American business in general.
      

      
      
      
      Manhood

      
      The salesmen in Glengarry Glen Ross repeatedly talk of themselves as "men," and it is clear that this word signifies more to them than merely their gender and
         age. Manhood, in their parlance, is something that must be earned. Hard work is an important prerequisite to manhood, but
         steering one's own destiny and living by one's wits are more important. "A man's his job," Levene tells Williamson in Act
         Two. Because Williamson's job is merely to take orders from Mitch and Murray and pass those orders along to the salesman,
         it is implied, he is not really a man at all.
      

      
      
      
      Having a "Big Mouth"

      
      This motif is related to the motif of meaningless "talk." To have a big mouth is to be full of "talk." Moss refers to himself
         as having a big mouth when he is trying to convince Aaronow to rob the office. Moss argues that because he has a big mouth
         he cannot rob the office, as everyone would immediately figure out that he was the culprit. People expect his "talk" to be
         meaningless and he must, in this case, maintain that illusion. Levene is another character who is accused of having a big
         mouth—and when Williamson is about to report Levene to the police, he delights in the opportunity to open his own "big mouth."
      

      
      
      
   
      

      
      Act One, scene one

      
      
      Summary

      
      Williamson and Levene are sitting in a booth at a Chinese restaurant (where the entirety of Act One takes place). Levene,
         a real estate salesman, is trying to convince Williamson, his boss, to give him the desirable sales leads for the Glengarry
         Highlands development, which are the newest and best leads in their office—the prospective customers most likely to buy. Levene
         tries to convince Williamson that although he has himself had a streak of bad luck lately, he is still a master salesman.
      

      
      Levene cites his record, regaling Williamson with tales of his success selling lots at another development, Glen Ross Farms,
         back in 1965. Levene suggests that Williamson ask Mitch and Murray, the heads of the company, about his record. Williamson,
         however, tells Levene that he cannot give him the Glengarry leads before the end of the month. Levene needs to make a sale
         before then, to get on the board—the chalkboard where the office keeps track of each employee's monthly sales. Levene knows
         that the two worst performing salesmen will be fired at the end of the month. If he does not make the board, he will surely
         be one of the men who loses his job.
      

      
      Williamson explains to Levene that giving him better leads would be a violation of company policy. Williamson can only give
         the best leads to the salesmen who are making the most sales. Of course, as Levene is not on the board, he only gets second-rate
         leads, which will make it very difficult for him to make a sale and get back on the board—a classic vicious circle.
      

      
      Desperate, Levene offers Williamson a ten percent kickback on his commissions if Williamson will give him the hot leads. Williamson
         makes a counteroffer: he will give Levene the Glengarry leads for a twenty percent kickback, plus fifty dollars cash per lead.
         Levene agrees, anxious to go out on sits (sales pitches) right then, but Williamson insists on the cash up front. Williamson
         will give Levene two leads for a hundred dollars. Williamson refuses to split them, perhaps for bureaucratic reasons, though
         the only explanation he offers is "Because I say so." Levene does not have that much cash on him.
      

      
      Levene makes his last pathetic attempts at persuading Williamson. He begins to say something about his daughter, suggesting
         that he is going to tell a sob story about needing to keep his job for her sake, but Williamson cuts him off. Levene then
         lashes out, telling Williamson that it was not too long ago that he could have called Murray and had Williamson fired. Williamson
         gets up to leave. Levene realizes that he has lost this battle, and asks for one of the bad leads from the B list.
      

      
      
      
      Analysis

      
      Mamet provides only sparse stage directions in this scene, a sparseness that persists through the rest of the play. We know
         that Levene and Williamson sit in a booth at a Chinese restaurant, but we have almost no other physical description of the
         scene. Mamet's lack of interest in anything beyond the bare minimum in stage direction demonstrates his belief that—particularly
         in business culture—action happens primarily through speech.
      

      
      Shelly Levene is a man who finds himself losing the gift of persuasive speech. The very first words of the play demonstrate
         this loss: "John�John�John. Okay. John. John. Look: (Pause.)" Before we know anything about who he is or what he wants, we know that Levene is stammering, nervous, and having trouble
         keeping John Williamson's attention. These first words set the tone for Levene's persisting desperation. His inability to
         use words effectively eventually dooms him.
      

      
      Levene tries all manner of ploys to get Williamson to give him the hot leads he wants. Sometimes he pleads, sometimes he acts
         aggressively, but nothing sways Williamson. Williamson has far fewer lines than Levene in this scene; he mostly just lets
         Levene babble fruitlessly and cuts him off when necessary. Williamson is the classic "company man," and Levene stands no chance
         of convincing him to break company policy.
      

      
      The policy, of course, rewards success with further opportunity for success, and punishes failure by minimizing the opportunity
         for success. So a good salesman like Roma, whom we meet later, has an easy time continuing his hot streak, while an ineffective
         salesman like Levene is effectively shut out. The experiences of Levene and Roma serve as a microcosm of capitalist society:
         the surest route to success in American business is to be successful already. Competition is brutal and relentless, and any
         small failure greatly increases the chances of further failure. The rules are cruel, unforgiving, and, as exemplified by Williamson's
         indifference to Levene's struggles, compassionless.
      

      
      When Williamson talks about marshalling the leads, Levene gets upset and responds: "That's 'talk,' my friend, that's 'talk.'
         Our job is to sell." Levene uses the word "talk" pejoratively, to imply meaningless chatter, hot air; he implies that what he does, as a salesman,
         is elevated above "talk." Levene's talk, however, does not impress Williamson any more than Williamson's talk impresses Levene.
      

      
      For all of Levene's attempts to persuade, or sell, Williamson, the only thing that gets Williamson's attention is the offer of twenty percent of Levene's commissions plus fifty
         dollars per lead. Cash, not talk, piques Williamson's interest. Significantly, however, even when Williamson and Levene have
         reached this kickback agreement, Williamson still tries to make the things difficult for Levene by insisting on the cash up
         front and refusing to split up the two leads. Williamson is toying with Levene, and we sense that, despite his all-business
         attitude, Williamson actually wants to see Levene fail.
      

      
      Levene, having lost the sales abilities of his youth, now thoroughly exudes desperation. Just as the company's sales contest
         ensures that bad luck will beget further bad luck, Levene's aura of failure makes Williamson treat him contemptuously. Williamson
         appears to have emotionally internalized the company's business policy: failure is to be feared, hated, punished, and shut
         out.
      

      
      The play's unusual title comes from this scene. In passing, Levene mentions both Glengarry Highlands, the new, hot property
         from which the salesmen are selling lots, and Glen Ross Farms, a property that is now old and unimportant, but was hot back
         in 1965. Even though hotshot Roma gets to sell Glengarry, and no one wants to sell the passé Glen Ross, no real difference
         exists between the two developments. Mamet signals this lack of difference by giving the developments almost identical names.
         These names are all we have to go on; the salesmen in the play almost certainly have never been to the developments, and the
         people to whom they sell lots have never been there either. To the salesmen, the difference between Glengarry and Glen Ross
         means the difference between success and failure. Mamet suggests that for these men, success and failure rest in the meanings
         that get attached to meaningless words.
      

      
      
   
      
      Act One, scene two

      
      
      Summary

      
      Moss and Aaronow, two other salesmen from the office, sit in a booth at the restaurant. They are complaining about the deadbeat
         customers to whom they have been trying to sell. Moss does most of the grumbling while Aaronow mostly listens and agrees.
         Aaronow, like Levene, is not on the board, and is in danger of getting fired.
      

      
      Moss alludes to the structure of the sales contest taking place in their office: salesmen who reach a certain high sales mark
         win a Cadillac, those who reach a lower mark win a set of steak knives, and the two who fare the worst get fired. Moss suggests
         that a much better business model is that of Jerry Graff, who was once a salesman like themselves but who has now gone into
         business for himself. Aaronow mentions rumors that Graff's venture is not doing so well, but Moss refuses to hear more.
      

      
      After making several points about the unreasonableness of Mitch and Murray's business practices, Moss suggests that someone
         should strike back. He declares that someone should rob the office, steal the Glengarry leads and sell them to Jerry Graff.
         Puzzled by the specificity of this supposedly offhand notion, Aaronow tries to determine whether they are "talking" about
         the robbery plan (as a purely intellectual, academic notion), or "talking" about it (discussing a viable plan that they intend to realize). Moss starts out denying that he has actually talked to Graff.
         Soon, however, thinking that Aaronow is receptive to his plan, Moss reveals that he has talked to Graff, and that the robbery idea is a very real one. He tells Aaronow that Graff will give them $5,000 to steal
         the leads, money that they will split evenly, and then Graff will give them jobs at his company.
      

      
      Moss says that Aaronow has to be the one to actually commit the robbery. Moss cannot do it himself because, he argues, everyone
         would suspect him due to his constant badmouthing of the company. He will go out to the movies with a friend, providing himself
         with an alibi, while Aaronow commits the robbery. Moss explains to Aaronow that the robbery has to occur that night, because
         the leads are going to be moved downtown the next day. If Aaronow does not agree to this plan, then Moss will do it himself,
         and when he is caught, he will tell the police that Aaronow was his accomplice. Aaronow can hardly keep up with this line
         of reasoning. He cannot understand why Moss is suddenly threatening him.
      

      
      Moss accidentally lets on that Graff is going to pay more than $5,000 for the leads, although Aaronow's take will still only
         be $2,500. Suddenly the men have gone from harmless "talking" to a situation in which Aaronow has to either commit a crime—and
         reap less than half of the reward—or face finding himself accused of that crime.
      

      
      
      
      Analysis

      
      Mamet does not indicate whether Aaronow and Moss sit in the same booth that Levene and Williamson occupy in the previous scene.
         Again, the physical aspects of the production are not of great interest to Mamet. As in the last scene, one character, Moss,
         does the majority of the talking. Aaronow does little other than agree with Moss, ask him obvious questions, or simply repeat
         what Moss says. Moss starts out affecting a tone of camaraderie with Aaronow, telling him that his recent bad sales record
         is due to the leads he has been given: Polish people, deadbeats, and Indians named Patel come under particular fire. Identifying
         these external groups as the enemy, Moss intimates that he and Aaronow are comrades, in the same boat.
      

      
      Moss continues this line of garnering confidence by complaining about the sales contest. Although Moss's complaints against
         the system are reasonable, it becomes clear later in the scene that he is fostering this us-against-them mentality for purely
         selfish reasons. Moss's railing against their measly earnings of a ten percent commission on sales proves ironic, as Moss
         is about to propose that Aaronow commit a robbery—on his own—for less than fifty percent of the profits. No great difference
         exists between Williamson sitting in the office telling them to sell and Moss sitting in the restaurant telling Aaronow to
         rob. Though Moss genuinely resents the system that traps them, he is nonetheless willing to replicate and perpetuate this
         system for his own benefit. Mamet illustrates that a capitalist system that thrives on competition ultimately demands that
         colleagues mistreat and exploit each other.
      

      
      Jerry Graff, like Mitch and Murray, remains offstage during the play—the bosses reap profits from afar—so we have no direct
         information about him. It benefits Moss to sell Aaronow on the picture of Graff as their professional savior. But the fact
         that Aaronow has heard that Graff is not doing so well implies that perhaps Moss is supplying misinformation about Graff.
         We have no reason, really, to believe that Graff is any better than Mitch and Murray.
      

      
      Mamet is famous for performing linguistic acrobatics, and we find one of the funniest examples of such acrobatics when Aaronow
         tries to figure out Moss's actual intentions about the robbery. Aaronow chases Moss in verbal circles, unable to pin him down
         on an exact definition of the word "talking." Salesmen make their livings by talking, so it is particularly amusing that they
         manage to get confused over what "talking" is. By the time Aaronow figures out that they are actually "talking" (discussing meaningfully), and not just "talking" (chattering idly), Moss has trapped him.
      

      
      Moss gives Aaronow a clever excuse for why he cannot commit the break-in himself: "I've got a big mouth. (Pause.) 'The fucking leads' et cetera, blah blah blah '�" Suddenly, all of Moss's bluster at the beginning of the scene seems like
         a set-up. The more he badmouths the company, the more he proves he cannot be trusted to commit the robbery. He makes his big
         mouth work for his con. At the beginning of the scene, when Moss tries to gain Aaronow's confidence, his words seem heartfelt
         and angry. Later, however, when he tries to demonstrate that he talks too much, his philosophical spouting self-mockingly
         boils down to "'The fucking leads' et cetera, blah blah blah." Just as he can switch from "talking" to "talking" to trip up Aaronow, all of his other rambling can switch from meaningful to meaningless to suit the occasion.
      

      
      Aaronow cannot understand how or why Moss has trapped him. When Aaronow asks, Moss's responds, "Because you listened." Moss
         absolves himself of all guilt for setting up his friend and suggests that the guilt lies with Aaronow for paying attention.
         Just as the definition of "talking" can be slippery, now Moss demonstrates that the definition of "listening" can be made
         to switch from harmless to criminal.
      

      
      
   
      
      Act One, scene three

      
      
      Summary

      
      Roma sits alone at a booth in the restaurant, while Lingk sits at the booth next to him. Roma is in the middle of a long monologue
         that tends to shift topics very abruptly and confusingly. The monologue is not incoherent, however; though it is never clear
         exactly what Roma is getting at, all of his spouting about the meaning of life and other grand, vague topics are quite compelling.
         Lingk pays rapt attention, himself saying a total of only thirteen words in the scene, all in response to questions Roma asks.
      

      
      Roma's musings turn to the subject of opportunity. Rather than playing up the potential yields of opportunity—wealth, and
         so on—he suggests that such yields are not necessarily either meaningless or meaningful; yields have as much meaning as we
         assign them. Roma suggests that the two of them have another drink, and then he introduces himself. (It is worth noting that,
         though as readers we know that he is Roma, the hotshot salesman of whom Levene and Williamson have spoken in the first scene,
         people watching the play in performance do not necessarily know who he is, or that he is a salesman, until he tells Lingk
         his name at this point in the scene.)
      

      
      Roma, still waxing philosophical, lays a map of the Glengarry Highlands development out on the table before him and invites
         Lingk to take a look at it. The scene ends just as Roma is about to begin his pitch to sell Lingk some land.
      

      
      
      
      Analysis

      
      Roma is a "con artist" in the best sense: he elevates his scam to the level of poetry. His speech ping-pongs across several
         disparate topics—some lines are hilarious non-sequiturs—but he is always in control. He intentionally speaks of grand, wandering
         ideas. He has Lingk in his thrall even when Lingk presumably has no idea what he is talking about. The impenetrable oddness
         of much of Roma's monologue is part of its genius. Instead of barraging Lingk, Roma hangs back in a separate booth and puts
         on a show, drawing Lingk's attention. Roma is more like a hypnotist than a traditional salesman: he convinces Lingk that he
         wants to listen. From there it is only a short step to convincing Lingk that he wants to buy property.
      

      
      Lingk is a total stranger to Roma, so Roma sets out a blanket policy of acceptance: "You fuck little girls, so be it. There's an absolute morality? May be. And then what?" Roma does not suggest that Lingk does any of the reprehensible things of which he speaks; instead Roma lays out the
         idea that no behavior is objectively bad, that our basic social responses to things are not based in absolute truth. With
         this grand assertion, Roma is really just trying to plant the seed for Lingk to question his gut response to the forthcoming
         sales pitch.
      

      
      Roma speaks of the unpredictability of life. He suggests that any horror can befall us at any moment and none of it happens
         for any reason. Roma rejects the notion that we should live our lives in denial of the possibility of sudden tragedy, and
         rejects also the notion that we should live in fear (and he implies that faith in any higher being that might protect us is
         a form of fear). Roma posits that we must live fearlessly and deal with problems if and when they come our way. This philosophy
         empowers the individual. Lingk—who is probably not the happiest or most powerful man, drinking alone at a Chinese restaurant—is
         intrigued by the allusion to his power as an individual. Roma's philosophy demands that every man act, for to avoid taking action is to live in denial or fear. Of course, unbeknownst to Lingk, Roma has a particular action in
         mind for Lingk: purchasing units on the Glengarry Highlands development.
      

      
      By admitting that the property he is selling&msdash;and thus his sales pitch—only has meaning when meanings are assigned to
         them, Roma might seem to be giving away his game. It is counterintuitive for a salesman to reveal up front that he does not
         have anything of great intrinsic importance to tell. But Roma has no intention of assigning meaning to the Glengarry Highlands
         property for Lingk. He has reeled Lingk in, brought him to a state where he wants to take action, a state in which Lingk will
         now bring his own meaning to the Glengarry Highlands units. The scene ends just as Roma is about to begin telling Lingk about
         the land—but the real sales pitch has already occurred.
      

      
      The last line of the scene is Roma's: "Listen to what I am going to tell you now:." This echoes Moss's last line in scene
         two, "Because you listened." Moss's line revealed that listening can be a dangerous activity, and Roma's line confirms the
         danger. Though simply listening to someone seems harmless, by listening to Roma, Lingk will end up conned into buying a worthless
         piece of property.
      

      
      Never in the play do we see any of the salesmen on sits, the traditional arena for their selling. Nonetheless, in all three
         scenes in Act One we witness sales pitches. Levene tries to sell Williamson on the idea of giving him the Glengarry leads,
         Moss tries to sell Aaronow on the idea of breaking into the office, and Roma tries to sell Lingk real estate in Florida. All
         three of them are trying to sell people things that they do not want.
      

      
      The three salesmen in Act One take different approaches to this challenge. Levene, desperate, tries multiple modes of persuasion,
         and with each new strategy his argument actually becomes less convincing. Moss goes about setting an elaborate trap for Aaronow—and
         when Aaronow realizes that he is being set up, Moss abandons cunning and tries to browbeat Aaronow into submission with sheer
         aggressive energy. Roma gives the only pitch in Act One that succeeds: rather than trying to convince Lingk that it is in
         his best interest to capitulate to a foolish scheme, he uses subtlety, ambivalence, and the appearance of honesty to implant
         the idea of buying land in Lingk's head as if it were his own.
      

      
      
   
      
      Act Two, from its beginning to Moss's entrance

      
      
      Summary

      
      Act Two, which is not divided into scenes, takes place in the office where the salesmen work. It is the day after Act One,
         and someone has committed the robbery that Moss had been planning. A police detective, Baylen, is on the scene, conducting
         interviews in Williamson's office offstage. Aaronow and Williamson are onstage at the opening of the scene. Roma comes in
         from the streets. He is furious; he just heard about the robbery and demands to know if the thieves stole the contracts. Having
         closed the Lingk sale the previous night, Roma should be over the dollar amount he needs to sell in order to win the Cadillac
         in the company sales contest. If something has happened to the contract, however, he will not get his prize. Roma, of course,
         is completely unwilling to accept this possibility. After some yelling from Roma, Williamson assures him that he has nothing
         to worry about. The thieves did not get the Lingk contract, as it was filed downtown last night.
      

      
      Williamson goes into his office, offstage, with Baylen. Roma and Aaronow remain onstage. Aaronow makes some meek and nervous
         comments about how everything should be fine as long as the office is insured. Roma tries to strike up conversation with Aaronow,
         and Aaronow complains about how poorly he is doing on the board. Roma reassures him, telling him that he has been given terrible
         leads and has had bad luck, and that his poor performance is not his fault.
      

      
      Roma starts to head out to the Chinese restaurant. Williamson comes out of the office and asks him where he is going, and
         why he is not going out on sits. Roma asks how he can go out on sits if the Glengarry leads have been stolen. Williamson offers
         a lead from last year's file, which Roma derisively refers to as the "nostalgia" file. Having no other options, however, Roma
         angrily accepts. Williamson goes into the office to get leads for Roma.
      

      
      Roma and Aaronow have another moment together. Roma suggests that talking to the detective is a waste of time, because he
         thinks the cops are too stupid to find the robber. Not really meaning it, Roma asks Aaronow if he was the thief. Aaronow says
         no, but that he gets nervous talking to the police nonetheless.
      

      
      Williamson comes out with the leads for Roma. The first lead is a man named Ravidam Patel. Just as Moss railed against deadbeats
         named Patel in Act One, Roma launches into a furious tirade about how impossible it is to close a sale to a Patel.
      

      
      Levene enters the office, oblivious to the disarray and signs of a break-in, bursting with excitement because he closed a
         sale to a couple, Bruce and Harriett Nyborg, that morning. He demands to be put on the contest board. After a moment of bragging,
         he notices that things are amiss, and the others inform him of the break-in.
      

      
      
      
      Analysis

      
      Whereas Act One serves as a three-part prelude that introduces us to the characters and their motives, Act Two brings all
         of the characters together—along with a seventh, Baylen, though his presence is merely functionary—to interact in a more complex
         scenario. The structure of Act Two is much more conventionally "dramatic" than that of Act One: Mamet generates great suspense
         by concealing the identity of the thief and letting the audience wonder whether or not the thief will be caught. Whereas Act
         One holds our attention by drawing us into the world of the characters, Act Two uses the information we have from the Act
         One as a springboard to a more dynamic mode of storytelling.
      

      
      The scene begins with tension. We know that a robbery has occurred and we know from Act One, scene two, that Aaronow is the
         most likely suspect. Mamet thus makes a kind of joke by opening the scene with Aaronow speaking an innocuous, nonsensical
         comment about mathematics. For the first time in the play, Mamet has us in suspense—we wonder if Aaronow has committed the
         crime, if he has been caught already, if he will be caught—but the characters' conversation is the height of banality. In
         doing so, Mamet reminds us that all of the drama, or lack thereof, is in the talking.
      

      
      When Roma enters the scene, his hysterics stand in stark contrast to his smooth talking in the last scene. Roma is a breathtakingly
         good salesman, but when his guard is down and he is not trying to sell something, his simple greed and anger are animalistic.
         Seeing his outburst, we can appreciate even more what a fine performer he is. When he wants to, Roma can completely mask his
         natural anger, concealing it under the face and voice of a master salesman.
      

      
      Aaronow mumbles about insurance, as if to pray that everything can be restored to normalcy. He is clearly nervous, but we
         cannot tell at this point whether this is because he committed the theft or just because he had foreknowledge of the robbery.
         We know that Aaronow has not turned in Moss yet, and that he is therefore hiding something even if he did not commit the crime
         himself.
      

      
      Guilty or not, Aaronow finds himself in a double bind. When Roma tells Aaronow to just tell the truth because "It's the easiest
         thing to remember," we sympathize with Aaronow: he cannot tell the truth, and while perhaps Roma could get away with "selling"
         a lie to the police, we know that Aaronow is not nearly as good a salesman as Roma is.
      

      
      When Levene tells the other salesmen about his triumphant sale to the Nyborgs, for the first time we hear Levene referred
         to by his nickname: "The Machine." Thus far in the play, Levene has been a failure, an embarrassment, but now that he seems
         to have found some success, he is "The Machine" again—a nickname that we surmise was given to him long ago, when he was still
         "hot." However, it is possible that someone gave the nickname to Levene sarcastically. Indeed, one of Levene's great weaknesses
         is a tendency to believe what he wants to believe: as we see later in the scene, he deludes himself to believe that the Nyborg
         sale will stick, and also succumbs easily to Roma's flattery routine. Whoever first called Levene "The Machine" may very well
         have been making fun of him, but Levene, in his desperation to feel successful, would not have noticed. Note that Roma, a
         far greater salesman than Levene ever was, does not have or need a nickname.
      

      
      
   
      
      Act Two, from Moss's entrance to Lingk's entrance

      
      
      Summary

      
      Aaronow is called into Williamson's office to be interrogated by Baylen. Moss comes out of the room where he has just been
         interviewed. He is angry at the detective, and tells the others not to talk to him. Roma tries to tell Moss about the sale
         Levene has made, but Moss is not interested. Moss responds, bluntly, "Fuck the Machine."
      

      
      Levene starts to tell the story of his great sale to the Nyborgs. Moss ignores him, continuing to fume about Baylen. Aaronow
         sticks his head out of Williamson's office and asks if anyone could bring him a coffee if they go out. There is a moment of
         tension as Moss asks Aaronow how he is doing. Aaronow says he is fine.
      

      
      Moss and Roma get into an argument. Roma points out that Moss has not closed a good sale in the last month, so he should not
         care if thieves have stolen the contracts. Moss accuses Roma of having a mean streak. Roma points out that Moss has been incredibly
         rude to Levene. Infuriated, Moss accuses Roma of thinking that he rules the office just because his is the top name on the
         board this month. Moss storms out.
      

      
      Roma encourages Levene to pick up his story where it was interrupted. Levene takes a moment to regain his bearings and launches
         back into his story with renewed enthusiasm. He says that with the old sales methods he practiced in his heyday, he convinced
         Bruce and Harriett Nyborg to buy eight units of land. He tells Roma that after his final plea to the Nyborgs, they had all
         sat in silence for twenty-two minutes, Levene holding his pen over the contract, waiting patiently, before the Nyborgs had
         relented and signed. Roma congratulates him on a great sale.
      

      
      Levene gets Williamson's attention and asks him for more leads, as he wants to go out selling again, immediately. Williamson
         tells him that Mitch and Murray are coming down to the office later with new leads. Levene tells Williamson to pass word on
         to Mitch and Murray that he made a remarkable sale. Williamson's reply—"The only thing remarkable is who you made it to"—suggests
         that he knows something about the Nyborgs that means that the sale will not go through. Levene explodes, telling Williamson
         that he knows nothing about running an office and that he could not possibly understand the sales business because he has
         never actually been out on a sit with a customer. Levene, feeling powerful, continues to trumpet his past accomplishments
         and insults Williamson further. He dares Williamson to fire him on a day when he has made $82,000 for the company. Levene
         suggests that maybe he would be better off working for Jerry Graff anyhow. Roma backs Levene up, and Williamson, having heard
         enough, goes back into his office.
      

      
      
      
      Analysis

      
      Early in this scene, Roma tells Baylen that he had heard about the robbery from Moss, and Baylen wondered how Moss knew. This,
         surely, leads Baylen to ask Moss some very aggressive questions. Though we do not at this point know who actually committed
         the break-in, we do know that Moss was in on the conspiracy to rob. In response to the detective's confrontation, Moss lashes
         out with vitriol, saying, "Fuck the Machine." In a cutthroat business, Moss's strategy consists of plowing his way through
         problems with aggression and anger.
      

      
      We learn at the end of the scene that Levene, not Aaronow, has gone in on the robbery scheme with Moss, which makes Moss's
         "Fuck the Machine" outburst interesting. On one hand, Moss risks raising suspicion by acting uncharacteristically kind to
         Levene—but on the other, his genuine disregard for Levene suggests that their partnership in this robbery venture does not
         have a bright future. Like everyone in the play, they are looking out only for themselves. Because of this, it seems inevitable
         that eventually one will betray the other.
      

      
      Roma's encouragement of Levene's storytelling comes off as almost sweet, particularly his suggestion that Levene taught him
         everything he knows about sales. This lying comes across as good-natured, precisely because it is obvious that Roma does not
         really consider Levene a mentor. It appears that Roma treats Levene nicely out of pity, or because he has no reason not to.
         In a dark world of scams and backstabbing, Mamet is letting in a little bit of light. At the very end of the play, however,
         when Mamet reveals Roma's ulterior motives, even this small consolation is taken from us.
      

      
      Levene's description of the sale to the Nyborgs amuses with its brutality. Levene introduces his tale of conquest with, "The
         old ways convert the motherfuckersell himsell himmake him sign the check." Levene describes selling as a contest of brute force. The climax of his anecdote, in which he gets the Nyborgs to sign,
         ends, "They both kind of imperceptibly slumped." Levene feels he succeeds as a salesman, it seems, when he defeats his clients. His outrageous hard sell to the Nyborgs diametrically
         opposes the slick sneak attack method that we have seen Roma use on Lingk.
      

      
      Levene, emboldened by his sale and by Roma's support, feels confident enough to insult Williamson. He would never have been
         so insolent to Williamson the previous day at the restaurant, but now he feels like he has the upper hand and can get away
         with saying anything he chooses. Again, we see Levene's desperate tendency to latch on to any illusory feeling of success
         that he can muster. We sense that though it may feel good to Levene to unload on Williamson, this outburst will come back
         to haunt him very soon.
      

      
      
   
      
      Act Two, from Lingk's entrance to Lingk's exit

      
      
      Summary

      
      Roma sees Lingk outside, walking toward the office. When Lingk walks in, Roma pretends to be deep in conversation with Levene,
         a "client" who he refers to by the false name "D. Ray Morton." Lingk tells Roma that he needs to talk to him. Roma politely
         steamrolls over Lingk's attempt at getting his attention, improvising chatter about "Mr. Morton's" important work for American
         Express. Occasionally Roma asks Levene questions about his work, and Levene struggles to come up with realistic-sounding answers.
         Roma is able to smooth over Levene's stumbles and make the performance convincing. Lingk cannot get a word in edgewise.
      

      
      Roma pretends to remember that he needs to rush "Mr. Morton" to the airport. He apologizes to Lingk, telling him that he will
         get in touch with him soon, and starts to leave with Levene. Roma is almost out the door when Lingk blurts out that his wife
         has insisted that he cancel the deal that they signed the night before. Roma says that he understands Lingk's wife's reaction,
         that it is a sensible one, and that they will discuss it when Roma is available next, on Monday. Lingk says that Monday is
         too late, as his wife has called the Attorney General's office and has been informed that the law allows only three business
         days in which to cancel the sale. Roma tries to trick Lingk into thinking that Monday is within that three-day timeframe,
         but Lingk knows that it is not. Roma tells Lingk that there is nothing to worry about because he knows for a fact that his
         check has not been cashed yet.
      

      
      Baylen finishes interrogating Aaronow. Baylen calls for Levene, and Levene, still pretending to be "D. Ray Morton," ignores
         him. The scene becomes chaotic as Aaronow emerges from his interview, complaining about Baylen, and Williamson comes out,
         also trying to get Levene's attention. Levene decides to rush quickly into the office with Baylen, hoping to hide the fact
         that he is Levene and not "Morton."
      

      
      Aaronow vents his frustrations about the interrogation. Williamson, angry, commands Aaronow to go to lunch. Roma apologizes
         to Lingk for all of the chaos he has just witnessed. Baylen puts his head out of Williamson's office again and tries to call
         in Roma. Lingk, nervous, starts to leave. Roma tries to calm him down, assuring Lingk that whatever the problem is, they can
         work it out. Roma tells Lingk that the deal is not what is important here, and starts into a philosophical speech about marriage.
      

      
      Baylen demands to talk to Roma again. Roma tells Williamson to explain to Baylen that he is in the middle of conducting business
         with Mr. Lingk. Williamson hears Lingk's name and assumes that Lingk, upset by the obvious disarray of the office, fears for
         the safety of his contract. Trying to help, Williamson reassures Lingk that his contract went out to the bank and his check
         was cashed yesterday—exactly what Roma has been trying to tell him did not happen. Lingk, flustered, apologizes to Roma and
         exits.
      

      
      
      
      Analysis

      
      This part of Act Two, in which Lingk shows up at the office and Roma improvises an elaborate con to distract him, is the most
         outrageous example of a scam in the play. Although the salesmen are not necessarily criminals—technically there is nothing
         illegal about convincing people to buy worthless property at inflated prices—they do rely on dishonest manipulation as a cornerstone
         of their work. For Roma to pretend that Levene is "D. Ray Morton," an important businessman who needs to be rushed to the
         airport immediately, clearly exceeds the scope of fair salesmanship, and enters the realm of outright, egregious lying. Roma's
         attempt to confuse Lingk about how many days he has, legally, to reverse his decision, is hilarious for its obvious sneakiness.
      

      
      Roma knows that Lingk will try to cancel the sale from the moment he sees him approaching the building. Roma does everything
         he can to avoid talking to Lingk, because he has already gotten what he wants from him—a signature on a contract&mdashand
         now anything Lingk has to say can only be harmful. Roma is amazingly adept at improvising his story about "D. Ray Morton".
         Levene does not share Roma's speed or agility at lying, and stumbles whenever Roma gives him a chance to perform as "Morton."
         This contrast between Roma's and Levene's improvisational skills marks another clear demonstration of Roma's superiority as
         a salesman.
      

      
      Lingk is not a stupid man—he seems to be wise to most of Roma's tricks—but he is very weak. He wants to please Roma, and would
         very likely choose to fall victim to Roma's trick here, were it not for his desire to please his wife, who has sent him on
         this errand. The tension of the situation is nearly overpowering for Lingk; he acts as if he is on the verge of tears, stuck
         in the dilemma of disappointing either Roma or his wife.
      

      
      Roma understands Lingk's psychology, and knows that this sale—and therefore his own new Cadillac—depend on Lingk choosing
         to listen to Roma rather than Mrs. Lingk. This is an extremely delicate and tense situation, as Mamet makes us wonder if Roma,
         the master salesman, can succeed in this scam. The tension rises as, simultaneously, Baylen starts yelling for Levene—who,
         as "Morton," pretends not to hear—and Aaronow emerges angrily from interrogation. The multiple voices and motivations give
         the office a circus-like atmosphere.
      

      
      Still, it seems that Roma might manage to salvage his sale. When Lingk tells Roma that his wife has insisted he call the Attorney
         General if he cannot cancel the deal, Roma brushes it off: "No, no. That's just something she 'said.' We don't have to do
         that." We have seen characters make "saying" and "talking" go from meaningful to meaningless, and vice versa, several times
         in the play, so it seems that Roma has a good chance of making Lingk think his wife's words are unimportant. Roma's subsequent
         speech—about certain things that married couples must do together and other things that one must decide individually—represents
         an attempt to empower Lingk as he did the previous day.
      

      
      By including this very obvious example of a scam in the play, Mamet emphasizes the fact that all the characters are trying
         to scam each other at all times. The Lingk encounter provides a microcosm of how the entire sales industry—and arguably all
         American business—works.
      

      
      
   
      
      Act Two, from Lingk's exit to the finish

      
      
      Summary

      
      Roma is furious that his sale has just been ruined. He lets loose a stream of invective directed at Williamson. Roma tells
         Williamson that he plans to go directly to Mitch and Murray to get him fired. He tells Williamson never to say anything to
         a customer before knowing what approach the situation requires. Roma finishes his tirade and goes into the inner office with
         Baylen.
      

      
      Levene reiterates Roma's assertion that one should never speak without knowing the situation. He alters the assertion slightly,
         saying that if Williamson is going to "make something up" he needs to be sure it will actually help. Williamson asks Levene
         how he knows that he made anything up; he had in fact been lying to Lingk, as he had not taken his contract to the bank yet, but Levene could not have known that unless
         he had committed the break-in and seen the contract on Williamson's desk.
      

      
      Williamson tells Levene that if he does not confess what he has done with the leads, then he is going to turn Levene in. Levene
         tries to deny the crime, but as Williamson heads to the inner office to talk to Baylen, Levene breaks down and admits that
         he and Moss sold the leads to Jerry Graff.
      

      
      Levene tries to salvage the situation. He tells Williamson that committing the robbery restored his confidence, and now he
         will be an excellent salesman again, as proven by his sale to the Nyborgs. He suggests to Williamson that the two of them
         can work out some kind of deal. Levene offers him the $2,500 cash he made from the robbery. Levene further offers him twenty
         percent of his commissions for as long as he remains with the company. After a moment's nervous hesitation, he ups the offer
         to fifty percent.
      

      
      Williamson tells Levene that his sales are worthless: Bruce and Harriett Nyborg are notorious deadbeats. Their check will
         not clear. They just like talking to salesmen. Williamson tells Levene that he should have known from seeing the way the Nyborgs
         lived that they could not afford $82,000 of property, and that Levene must have been deluding himself to think otherwise.
      

      
      Levene has nothing left to bargain with. Williamson goes into his office to talk to the detective. Roma comes out of the inner
         office. Not knowing what has just transpired, he starts flattering Levene. Roma tells Levene that they are the last of a dying
         breed of real men. Roma begins to suggest that the two of them should work together.
      

      
      Baylen calls Levene into the inner office. Williamson comes out. Roma tells Williamson that he and Levene are now partners—which
         is to say, Roma still keeps 100 percent of his own commissions, but he now also gets fifty percent of Levene's commissions.
         Aaronow comes in and asks if they have caught the thief yet. Roma says he does not know, and heads out to the restaurant.
      

      
      
      
      Analysis

      
      There has been a clear divide between Williamson and the salesmen from the very beginning of the play. Williamson's job is
         secure and salaried, whereas the salesmen work on commission and therefore do not know from month to month what their income
         will be. The salesmen resent taking orders from Williamson, as they believe he does not understand how their business works.
         In this scene Levene insults Williamson, and Roma's subsequent tirade to Williamson adds a new angle: "Whoever told you you
         could work with men?" Roma asks Williamson. The salesmen constantly speak of themselves as "men." They are referring not just to gender and age;
         "manhood," as the salesmen seem to see it, requires personal strength and self-guidance. Because Williamson's income is not
         directly based on his performance, and because his job is to implement policies handed to him by Mitch and Murray, the salesmen
         do not consider him a true man.
      

      
      Mamet does not specifically foreshadow Levene's accidental revelation that he is the thief, but the disclosure does not comprise
         a "twist" per se. In retrospect, Levene as thief makes perfect sense: we can infer that Aaronow, because of meekness, intelligent
         reluctance, or resentment of Moss's betrayal, decided not to go in with Moss on the robbery scheme, so Moss went on to his
         next most likely conspirator, Levene. Levene's desperation made him a perfect target for Moss's scheme.
      

      
      The hesitation Levene demonstrated during the Lingk con dooms him when he tries to talk his way out of Williamson's accusation.
         Levene quickly abandons denial and, after all of the insults he has hurled at Williamson, immediately reverts to the same
         kind of desperate mentality he exhibited for Williamson in Act One, scene one. To keep Williamson from sending him to jail,
         Levene makes many of the same arguments and offers that he did in that scene first scene—arguments that are no more compelling
         now than they were then.
      

      
      The difference between Levene's position here and his position the day before is that he made the Nyborg sale in the interim.
         Now that he considers himself a successful salesman again, he hopes that he has something to offer Williamson. Levene's final
         humiliation comes when Williamson explains that the Nyborgs are deadbeats. Not only has Levene's robbery backfired, but his
         sale turns out to have been the product of his own self-delusion. Because Levene has been so desperate to believe that he
         is still competent, he has allowed his desire to cloud his vision of reality. His fear of failure has led him, tragically,
         to fail totally.
      

      
      Levene's desire to feel powerful also has led him to insult Williamson. And now, even though Williamson is a company man,
         often accused of a robotic allegiance to Mitch and Murray, he makes it devastatingly clear that his personal feelings do play
         into his decision to destroy Levene. Indeed, in explanation of his actions, Williamson says, "Because I don't like you." Williamson's
         job may emasculate him, but when he has an opportunity to exercise power, he relishes it as much as do any of the salesmen.
      

      
      Roma's kindness to Levene at the end of the scene seems touching until Levene goes into the inner office to face Baylen and
         Roma reveals his true motives to Williamson. We discover that Roma has been conning Levene all along, hoping to form a "partnership"
         with him so that he can ultimately steal half of Levene's commissions. For all of the cruelty and bitterness we have seen
         in the play, this final betrayal is perhaps the darkest. Roma, as top salesman on the board, does not have any particular
         reason or need to steal from Levene. Mamet is making a point: Roma's merciless greed is what makes him top salesman. If American
         business culture demands that coworkers compete against each other, than the only way to truly stay afloat is to take everything
         one can possibly get. Roma is the true "Machine." Mamet snuffs the one light in the play—Roma's seeming kindness to Levene—to
         demonstrate how capitalism can foster greed.
      

      
      
   
      
      Important Quotations Explained

      
      
         
         
            
            Aaronow: Yes. I mean are you actually talking about this, or are we just.
            

            
            Moss: No, we're just.

            
            Aaronow: We're just "talking" about it.
            

            
            Moss: We're just speaking about it. (Pause.) As an idea.
            

            
             Aaronow: As an idea.

            
            Moss: Yes.

            
            Aaronow: We're not actually talking about it. Moss: No.
            

            
            Aaronow: Talking about it as a.

            
            
               Moss:
               No.
               
            

            
             Aaronow: As a robbery.

            
            Moss: As a "robbery"?! No.

            
            Aaronow:Well. Well.
            

            
            
               Moss:
               Hey.
               (Pause.)
               
            

            
            Aaronow: So all this, um, you didn't, actually, you didn't actually go talk to Graff.

            
            Moss: Not actually, no. (Pause.)

            
            Aaronow: You didn't?

            
            Moss: No. Not actually.

            
            Aaronow: Did you?

            
            Moss: What did I say?

            
            Aaronow: What did you say?

            
            Moss: Yes. (Pause.) I said, "Not actually." The fuck you care, George? We're just talking.
            

            
            Aaronow: We are?

            
            Moss: Yes. (Pause.)

            
            Aaronow: Because, because, you know, it's a crime.

            
            Moss: That's right. It's a crime. It is a crime. It's also very safe.

            
            Aaronow: You're actually talking about this?
            

            
            Moss: That's right. (Pause.)

            
         

         
         
         This exchange in Act One, scene two, is a clear example of how slippery the definitions of words can become in the salesmen's
            hands. The ability to sell is entirely dependent on the ability to manipulate words to mean what the salesman wants them to
            mean—or what the customer wants them to mean—at any given moment. It is, then, particularly amusing that the word that is
            scrutinized here is "talk"—the very definition of what the salesmen do for a living.
         

         
         Moss has in fact planned the robbery that they are discussing, but he does not want to admit this fact to Aaronow until he
            can be confident that Aaronow will agree to conspire with him. He thus evades Aaronow's question about whether or not they
            are "talking" about the crime (discussing it seriously with the eventual goal of carrying it out) by countering that they
            are just "talking" (having an intellectual, theoretical discussion) about it. The word is the same but the meanings are different,
            which generates confusion and makes it very difficult for Aaronow to pin Moss down. The structure of this conversation almost
            resembles Abbott and Costello's "Who's on First?" routine: just when Aaronow thinks he knows what Moss is saying, Moss switches
            the definitions of his words or throws Aaronow's questions back at him. At the end of this exchange, when Aaronow gets Moss
            to concede that he is in fact seriously "talking" about the crime, the verbal chase that precedes this admission seems all
            the more humorous and useless. Moss has not accomplished much with his evasion, but he has at least remained in control of
            the dialogue.
         

         
         
      

      
      
         
         
            
            Moss: In or out. You tell me, you're out you take the consequences.

            
            Aaronow: I do?

            
            Moss: Yes. (Pause.)

            
            Aaronow: And why is that?

            
            Moss: Because you listened.

            
         

         
         
         Just as "talking" can go from harmless to criminal in an instant, "listening," as we see in this exchange from Act One, scene
            two, can be equally dangerous. Moss explains to Aaronow that if Aaronow does not commit the robbery Moss has planned, Moss
            will have to commit it himself. Then, when the police catch Moss and ask him who his accomplices were, he will turn in Aaronow.
            There is a bit of logic to this threat, though it is hardly airtight. Nonetheless, the choice before Aaronow now—either commit
            a crime tonight, or be accused of a crime later—is a ludicrous one, and Aaronow demands to know why he has been put in this
            position. Moss tells him, "Because you listened." In doing so, Moss implies that Aaronow, by having listened, is already guilty of a crime. Even if Aaronow does not break into the office, the fact that he is aware Moss intends to do it but does
            not prevent Moss from doing it makes Aaronow an accomplice in the eyes of the law. Moments ago, Moss was just "talking" and
            Aaronow was just "listening." However, now that Moss's talking has become criminal, so has Aaronow's listening.
         

         
         
      

      
      
         
         
            
            Levene: They signed, Ricky. It was great. It was fucking great. It was like they wilted all at once. No gesturenothing. Like together. They, I swear to god, they both kind of imperceptibly slumped.

            
         

         
         
         Here in Act Two, Levene is describing to Roma the sale he has made that morning to the Nyborgs. This is a great triumph for
            Levene, who tells the story with relish. But the scene he is describing is not a jubilant or even pleasant one. The Nyborgs'
            "imperceptible slump" is a sign of defeat. The way Levene describes it, it would seem that after twenty-two minutes of watching
            Levene hold his pen over the contract, waiting for them to decide, the Nyborgs had decided to relent just to get him out of
            their house. Whereas Roma, a great salesman, has the ability to make people truly believe that they want what he is selling,
            Levene seems quite content to merely wear down his clients, as if he were winning a staring contest. This quote vividly illustrates
            Levene's sales technique, and when compared with Roma's sale to Lingk, it becomes apparent why Levene is having so much trouble
            selling.
         

         
         
      

      
      
         
         
            
            Lingk: But we have to before Monday. To get our money ba
            

            
            Roma: Three business days. They mean three business days.
            

            
            Lingk: Wednesday, Thursday, Friday.

            
            Roma: I don't understand.

            
            Lingk: That's what they are. Three business if I wait till Monday, my time limit runs out.

            
            Roma: You don't count Saturday.

            
            Lingk: I'm not.

            
            Roma: No, I'm saying you don't include Saturday in your three days. It's not a business day.
            

            
            Lingk: But I'm not counting it. (Pause.) Wednesday. Thursday. Friday. So it would have elapsed.
            

            
            Roma: What would have elapsed?

            
         

         
         
         Like Moss evading Aaronow on the subject of whether or not they are "talking," this segment in Act Two is another fine example
            of a salesman manipulating words and pretending not to understand what his conversational partner is saying. Roma is masterful
            at elaborate psychological cons, but in this segment he resorts to the simplest, silliest form of trickery to try to fool
            Lingk. Lingk's wife has told him that, by law, he has three days in which he is allowed to cancel the deal that he has signed
            with Roma the previous night. Roma is trying to delay discussing this matter with Lingk until Monday, when it will be too
            late for Lingk to renege. Lingk, however, is aware of this timeframe. Roma ridiculously tries to convince Lingk that he is
            erroneously counting Saturday as a business day when Lingk knows that he is not. When this tactic does not work, Roma pretends
            that he is confused. Though most of the characters in the play are planning scams and cons, this is the most plain-faced example
            of an attempted con. What Roma is doing here to Lingk—lying to him and confusing him—is the essential cornerstone of business
            practices for these men.
         

         
         
      

      
      
         
         
            
            Roma: I swear it's not a world of men it's not a world of men, Machine it's a world of clock watchers, bureaucrats, officeholders
               what it is, it's a fucked up world there's no adventure to it. (Pause.) Dying breed. Yes it is. (Pause.) We are the members of a dying breed.
            

            
         

         
         
         Throughout the play, the salesmen describe themselves as "men," as if salesmen were a select order of people—or, as Roma describes
            it here, near the end of the play, a "dying breed." They are speaking not just of gender, of course, though that is relevant;
            there are no women onstage in the play, and the only woman who has any bearing on the action is Mrs. Lingk, whose feminine
            power to control her husband makes her an adversary for Roma. Self-determination seems to be the primary definition of manhood.
            The "clock watchers, bureaucrats, officeholders" that Roma describes are not true men: they take orders and their personality
            has little bearing on their work. Like Williamson, non-salesmen are despicable "company men," mere cogs in a corporate machine.
            There is, of course, an irony in complaining of the disappearance of true men to someone who is nicknamed "Machine": Levene's
            former success is equated with inhumanity. Mamet implies that Levene, at the height of his success, determined his own destiny
            but did so mechanically. If a "Machine" can be a true "man," then the definition of manhood in this world has less to do with
            compassion or dignity or integrity than it does with the ability to succeed.
         

         
         
      

      
   
      
      Key Facts

      
      
         Full Title · 
            Glengarry Glen Ross
            
         

      

      
      
         Author · David Mamet
         

      

      
      
         Type of Work · Play
         

      

      
      
         Genre · Drama, satire, dark comedy
         

      

      
      
         Language · English, though the characters speak with heavy slang and colloquial grammar. (Many critics consider Mamet to be a "sound
            poet," bringing an ear-pleasing musical sensibility to the street lingo of his characters.)
         

      

      
      
         Time and place written · Chicago; early 1980s
         

      

      
      
         Date of First Publication · 1984
         

      

      
      
         Major Performances · The play's first performance, directed by Bill Bryden, was on September 21, 1983, at The Cottlesloe Theatre in London. The
            American Premiere, directed by longtime Mamet associate Gregory Mosher, was on February 6, 1984, at the Goodman Theatre of
            the Arts Institute of Chicago. A film version, directed by James Foley, with an expanded and slightly altered screenplay by
            Mamet, was released in 1992.
         

      

      
      
         Awards · 1984 Pulitzer Prize for Drama
         

      

      
      
         Climax · Williamson corners Levene and gets him to confess to the robbery of the office, collapsing Levene's attempt to "beat the system"
         

      

      
      
         Protagonist · While the play is an ensemble piece, and Mamet does not encourage us to like or identify with one character above the others,
            Levene's actions and conflicts carry the greatest dramatic weight
         

      

      
      
         Antagonist · American business culture, as enacted by all the characters, and sometimes particularly personified by the offstage characters
            Mitch and Murray
         

      

      
      
         Setting (time) · Early 1980s
         

      

      
      
         Setting (place) · Chicago
         

      

      
      
         Point of View · Mamet writes from a detached, observational point of view
         

      

      
      
         Falling Action · Baylen takes Levene into Williamson's office to interrogate him again; Levene's arrest is imminent; Roma tells Williamson
            that from now on he wants half of Levene's commissions, making Levene's defeat and humiliation complete
         

      

      
      
         Tense · Present
         

      

      
      
         Foreshadowing · There are no specific instances of foreshadowing, though the downbeat, pessimistic tone of Act One prefigures the downbeat,
            pessimistic outcomes in Act Two
         

      

      
      
         Tone · Dark, occasionally satirical; the salesmen's deviousness is sometimes so broad as to be amusing, but there is also the sense
            throughout that Mamet is quite serious about condemning the system he portrays
         

      

      
      
         Themes · Speech as mode of action; business success and failure
         

      

      
      
         Motifs · Meaningful words vs. meaningless "talk"; cons, scams, and angles; manhood; having a "big mouth"
         

      

      
   
      
      Study Questions and Essay Topics

      
      
         
         
            
            
               Discuss the differences in structure between Act One and Act Two. How do they work together?
               
            

            
            
            Each of the three discrete scenes in Act One consists of one character trying to sell another character on an idea. None of
               the scenes are presented in the form of traditional sales pitches, and none of them repeats the others' language. However,
               by presenting the three scenes as a triptych of dialogues all set in the same restaurant, Mamet draws out the similarities
               and differences between the three situations. He illustrates that Levene, Moss, and Roma each have very different methods
               of persuasion. It is an almost scientific approach to storytelling.
            

            
            In Act Two, Mamet switches to more conventional dramatic strategies. Though he has proved himself capable of holding an audience's
               attention with compelling characterization alone, he starts off the second act with immediate dramatic tension. We wonder
               who has committed the robbery at the office and whether the culprit will be caught. With characters entering and exiting in
               unpredictable fashion, the action in the second act is more complex, even though it uses a more transparent construction.
               Mamet takes the information he gave us in the first act and puts it at the service of energetic and tense drama in the second.
            

            
            
         

         
         
            
            
               All of the characters in the play resent the business practices of their company. What does each character do as a result
               of his frustrations? Why? Do any of the characters' actions undermine the system they are trapped in, or do they only fortify
               the system?
               
            

            
            
            For all their grumbling, the characters actually do very little to try to change the system that oppresses them. Moss rails
               against a system in which salesmen only earn a ten percent commission on their sales, but then offers Aaronow only thirty-three
               percent of the take from a crime that he wants Aaronow to commit by himself. Moss proposes the crime to Aaronow not as an
               opportunity for personal gain but as an opportunity to strike back at their oppressors, Mitch and Murray. Stealing the leads
               may theoretically hurt Mitch and Murray, but there is hypocrisy in Moss's proposition. Though he claims to hate a system that
               mistreats men as theirs does, his plan uses the exact tactics of the system he says he hates.
            

            
            All of the characters despise the system, but when the system offers an opportunity to exploit a coworker, they take it. Though
               we do not admire their treachery, we do understand it. The one salesman who never plots against any of the others—who, in
               fact, seems to cover for Moss in his interrogation with Baylen—is Aaronow. He is not rewarded for his refusal to cheat—on
               the contrary, at the end it seems likely he will be fired. The capitalist system that traps the salesmen is so large and overwhelming
               that there is little they can do to damage it. They can only damage each other, while the system itself remains unaffected.
            

            
            
         

         
         
            
            
               Roma is the only "successful" character in the play. How does his success lead the other salesmen to treat him? How does he,
               in turn, treat others? Is he likable to the other characters in the play, or to the audience?
               
            

            
            
            Roma's status as top man on the board means that all of his coworkers envy him. He is in a delicate situation, as he must
               act gracious and unassuming about his success so the others do not turn against him, but simultaneously retain the appearance
               of strength and defend his territory. For the most part, Roma easily maintains this balance of modesty and strength. Because
               he has nothing to lose by being moderately kind, he reassures Levene and Aaronow, the bottom men on the board, with pleasant
               pep talks. When attacked by Moss, Roma responds in a manner that is both vicious and cool—the perfect tone to demonstrate
               that his authority is not challenged.
            

            
            Roma's kindness toward Levene is revealed, at the end of the play, to be merely part of a scam to take half of Levene's commissions.
               Though Levene seems taken in by Roma's camaraderie, Moss sees through it. Moss, who is so unlikable himself, can clearly and
               clinically see how Roma uses his charm to his advantage. The audience's opinion of Roma depends on whether or not, like Levene,
               they see his genuine charisma, or, like Moss, they see his ugly and cutthroat opportunism.
            

            
            
         

         
      

      
      
         
         Suggested Essay Topics

         
         
            Levene's actions are often petty and usually foolish, but his downfall at the end of the play does carry dramatic weight.
            Is Levene, in spite of his flaws, sympathetic? Is his story tragic?
            
         

         
         
            Find some examples of the salesmen speaking of themselves or others as "men," and discuss the implications, in each instance,
            of the word beyond its obvious reference to gender and age. Does the word have a solid meaning throughout the play, across
            characters, or does the meaning shift with each usage?
            
         

         
         
            The first two scenes in Act One are full of information that inform the plot developments in Act Two, but the third scene—between
            Roma and Lingk—consists almost entirely of a rambling monologue that sheds no light on "plot" concerns. Why does Mamet give
            Roma this wandering speech? What is Roma saying in his monologue?
            
         

         
         
            Why do the salesmen have such a contentious relationship with Williamson? In what ways does Williamson differ from the salesmen,
            and in what ways does he resemble them? Based on what we know about Mitch and Murray, what can we say makes them differ from
            or resemble their employees?
            
         

         
         
            Mamet never gives us a first-hand look at the salesmen's sits, or sales pitches, at prospective customers' homes—the traditional
            venue where they do their selling. Nevertheless, from watching the four salesmen—Levene, Roma, Moss, and Aaronow—what can
            we tell about their sales techniques? Why might some of them fare better in the business than others?
            
         

         
         
            Moss attempts to trap Aaronow into robbing the office, but ultimately, Aaronow chooses not to commit the crime. Speculate
            on why Aaronow does not fall into Moss's trap, and why Levene does.
            
         

         
         
            Mamet is famous for his close attention to rhythms of speech. Though he seems unconcerned by details of stage direction, he
            is extremely specific about italicizing single syllables of dialogue, or cutting words off in the middle when appropriate.
            Choose an example of dialogue in the play and speculate about what—rhythmically, poetically, or dramatically—Mamet accomplishes
            with this specificity.
            
         

         
      

      
   
      
      
         
         Quiz

         
         
            1.	What gives the play its title?

            
               A.	The name of the college Levene's daughter attends
B.	The names of two real estate developments
C.	The surnames of Mitch and Murray
D.	The names of the streets that intersect by the Chinese restaurant
               

            

         

         
         
            2.	How many of the characters that appear onstage in the play are not employed as salesmen?

            
               A.	Zero
B.	One
C.	Two
D.	Three
               

            

         

         
         
            3.	Which character's first name is "George"?

            
               A.	Moss
B.	Williamson
C.	Lingk
D.	Aaronow
               

            

         

         
         
            4.	What food does Mamet specify is onstage during Act One, at the Chinese restaurant?

            
               A.	General Tsao's chicken
B.	Fortune cookies
C.	A bowl of rice
D.	No food is specified
               

            

         

         
         
            5.	Which leads does Levene want Williamson to give him in the restaurant?

            
               A.	Glengarry Highlands
B.	Glen Ross Farms
C.	Mountain View
D.	Black Creek
               

            

         

         
         
            6.	What reason does Williamson give Levene for refusing to split up the two leads he is considering selling to Levene?

            
               A.	"I'm sorry—it's against company policy."
B.	"Mitch and Murray would have my ass on a platter."
C.	"Roma would have my ass on a platter."
D.	"Because I say so."
               

            

         

         
         
            7.	What expression does Moss use to describe the company's practice of exploiting customers for maximum short term gain?

            
               A.	"Killing the goose"
B.	"Spanking the monkey"
C.	"Laying the golden egg"
D.	"Gilding the lily"
               

            

         

         
         
            8.	To whom does Moss plan to sell the stolen leads?

            
               A.	Mitch and Murray
B.	Bruce and Harriett Nyborg
C.	Jerry Graff
D.	Levene
               

            

         

         
         
            9.	Which two characters does Moss approach to commit the robbery for him?

            
               A.	Aaronow and Williamson
B.	Aaronow and Levene
C.	Levene and Roma
D.	Williamson and Roma
               

            

         

         
         
            10.	What fraction of the profit from the robbery is Moss planning to give his accomplice for actually committing the break-in?

            
               A.	Ten percent
B.	Thirty-three percent
C.	Fifty percent
D.	Ninety percent
               

            

         

         
         
            11.	Why, according to Moss, does Aaronow have no choice but to go along with Moss's plan?

            
               A.	"Because I don't like you."
B.	"Because you're desperate."
C.	"Because you listened."
D.	"Because it's the right thing to do."
               

            

         

         
         
            12.	Which of the following is NOT part of Roma's speech to Lingk in the restaurant?

            
               A.	"I'll tell ya (Pause.) When we look into the abyss, it looks into us too."
B.	"A hell exists on earth? Yes. I won't live in it."
C.	"A great meal fades in reflection. Everything else gains."
D.	"Some poor newly married guy gets run down by a cab. Some busboy wins the lottery. (Pause.) All it is, it's a carnival."
               

            

         

         
         
            13.	What is Baylen's job?

            
               A.	Office manager
B.	Salesman
C.	Insurance claims adjuster
D.	Police detective
               

            

         

         
         
            14.	What reason does Roma give Aaronow to always tell the truth to the police?

            
               A.	"You have a clean conscience."
B.	"You'll feel better."
C.	"You got a trustworthy face."
D.	"It's the easiest thing to remember."
               

            

         

         
         
            15.	Which lead does Roma refuse to take from Williamson?

            
               A.	Willy Loman
B.	Ravidam Patel
C.	Bruce and Harriett Nyborg
D.	James Lingk
               

            

         

         
         
            16.	Of which property does Levene sell units to the Nyborgs?

            
               A.	Glengarry Highlands
B.	Glen Ross Farms
C.	Mountain View
D.	Black Creek
               

            

         

         
         
            17.	Which of the following does Levene NOT claim to have done?

            
               A.	Put a daughter through school
B.	Taught Moss everything he knows
C.	Bought Murray a trip to Bermuda
D.	Been top salesman eight months out of twelve, three years in a row
               

            

         

         
         
            18.	Who says "Fuck the Machine"?

            
               A.	Roma
B.	Williamson
C.	Baylen
D.	Moss
               

            

         

         
         
            19.	Who says, "Who said 'Fuck the Machine'?"?

            
               A.	Roma
B.	Williamson
C.	Baylen
D.	Moss
               

            

         

         
         
            20.	How long does Levene claim to have held his pen over the Nyborgs' contract before they signed?

            
               A.	Ten seconds
B.	Ten minutes
C.	Twenty-two minutes
D.	Forty-five minutes
               

            

         

         
         
            21.	What identity does Roma invent for Levene to trick Lingk?

            
               A.	D. Ray Morton, director of European sales and services for American Express
B.	Shelly "The Machine" Green, the top sales rep in Chicago
C.	Abe Frohmann, sausage king of Chicago
D.	Jerry Graff, vice president of marketing at Revlon Cosmetics
               

            

         

         
         
            22.	Who has told Lingk to cancel the deal he signed with Roma?

            
               A.	Moss
B.	A consumer rights group
C.	The Attorney General
D.	Mrs. Lingk
               

            

         

         
         
            23.	Whom does Roma blame for losing him his Cadillac?

            
               A.	Levene
B.	Williamson
C.	Mitch and Murray
D.	Mrs. Lingk
               

            

         

         
         
            24.	How does Williamson figure out that Levene robbed the office?

            
               A.	Levene reveals that he knows what time Williamson left the office last night
B.	Levene reveals that he knows that the Lingk contract was on Williamson's desk last night
C.	Levene reveals that he knows that there is $2,500 in Williamson's desk drawer
D.	Levene leaves a fingerprint on Williamson's coffee cup that matches the robber's
               

            

         

         
         
            25.	Which salesman does not have anything insulting to say about Baylen after emerging from his interrogation?

            
               A.	Moss
B.	Aaronow
C.	Levene
D.	Roma
               

            

         

         
         
            Answer Key:

            1: B; 2: D; 3: D; 4: D; 5: A; 6: D; 7: A; 8: C; 9: B; 10: B; 11: C; 12: A; 13: D; 14: D; 15: B; 16: C; 17: B; 18: D; 19: A; 20: C; 21: A; 22: D; 23: B; 24: B; 25: C
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