
Glengarry	Glen	Ross:	Act	1	Scene	2	

“You’re	going	to	steal	the	leads?”	

In a different booth at the same Chinese restaurant, Moss and Aaronow, two other sales representatives 
from the real estate company have just finished dinner. They are disgruntled over the injustice of the new 
sales contest. It's outrageous to them that their jobs should hinge on some contest and not prior 
performance or loyalty, especially given the sales volume they each made in the Glen Ross subdivision. 

The new pressure for sales is bringing out unsavoury characteristics in the men who work there, prompting 
them to consider activities that they probably never would have considered if not faced with imminent job 
loss. These men are younger than Levene and their pressures are different in that they are still trying to 
achieve the pinnacle of success that the business world defines for men in their forties. They still have the 
'fire in the belly' necessary for sales success - but it's a dog-eat-dog world and they will have to make 
difficult choices in order to survive. 
 
 

Knowledge	Check	
 

How well do you know this scene? 

1. What derogatory term does Moss use to 
characterise his ‘leads’? 
(a) Motormouths. 
(b) Maniacs. 
(c) Deadbeats. 
(d) Racists. 

2. What ‘consolation’ does Moss give to 
Aaronow at the outset of scene 2? 
(a) He has another job lined up. 
(b) He is second on the board. 
(c) Today is a new day. 
(d) He hasn’t been fired yet. 

3. What nationality does Moss not like to sell to? 
(a) British. 
(b) Canadian. 
(c) Mexican. 
(d) Indian. 

4. What does ‘supercilious’ mean? 
(a) Thinking one is superior. 
(b) Eager to please. 
(c) Over-friendly. 
(d) Physically weak. 

5. Which colourful cliché suggests the company 
has ruined their own sales environment? 
(a) Screw the pooch. 
(b) Break the bank. 
(c) Killed the goose. 
(d) Burned the bacon. 

                                                                             
6. Which two words does Aaronow get mixed up 
when trying to agree with Moss? 
(a) Yes and no. 
(b) Fuck and shit. 
(c) Good and right. 
(d) Shoes and boots. 

7. Jerry Graf buys leads in which professional 
field? 
(a) Professors. 
(b) Lawyers. 
(c) Newswriters. 
(d) Nurses. 

8. With what phrase does Moss plant the seed of 
action in Aaranow’s mind? 
(a) ‘State their grievances.’ 
(b) ‘Strike back.’ 
(c) ‘Make a stand.’ 
(d) ‘Quit.’ 

9. How many premium Glengarry leads does 
Moss guess the office actually has?  
(a) 500. 
(b) 1000. 
(c) 3000. 
(d) 5000. 

10. Why does Moss say he can’t steal the leads? 
(a) He doesn’t know where they are kept. 
(b) He already has a criminal record. 
(c) He’s talked about it too much. 
(d) He has a bad back. 

 



	

 

Understanding	and	Interpretation	
 

1. Compare and contrast your impressions of Dave Moss and George Aaranow: 

 
 
 
 
 
 
 

2. How has the company gone downhill in recent years, according to Moss? Is he echoing things Levene 
spoke about in the previous scene? 

 

 

 

 

 

3. Who are Mitch, Murray and Jerry Graf? Although they have yet to make an appearance on stage, how 
do they ‘hang heavy’ over the events of the play? 

 

 

 

 

 

4. Moss makes the distinction between ‘speaking’ and ‘talking’ in this scene. Why does he do this? Do you 
think there is a real distinction, or is he just baffling Aaranow? 

 

 

 

 

 

5. Scene 2 mirrors scene 1 in that it is a duologue between two men. While both scenes are set up as 
conversations, it becomes apparent that neither are ‘friendly’. In what way was this scene as much a 
‘negotiation’ as the first scene? In what way was it different? 
 
 
 
 
 

 
 



 

Important Theme: Capitalism 
 
Much of Scene 2 is a critique of the greedy and unfair system in which the salesmen are expected to 
work. This critique - like much of the play - seems a thinly-veiled indictment of unfettered capitalism. 
Mamet employs the technique of microcosm, by which the world of the sales office depicted on stage 
represents the wider society in which the men live. In this microcosm, he paints a vivid picture of 
greed and desperation symbolizing American business ethics. The diverse personalities exhibit the 
characteristics of those who fall somewhere on the business food chain: it's eat or be eaten, and some, 
like Aaranow, just don't have the constitution to survive and will be weeded out. Some, like Levene, 
will outlive their usefulness to the tribe and resort to destructive tactics to try to hold on to their 
position and security.  
 
The secret Mamet wants to reveal is that there is no security in the world of commerce, especially if 
you are a washed-up real estate agent selling worthless land to people who can't afford it. Written in 
the 1980's about the real estate sector, the play was just as relevant at the turn of the new millennium 
for those experiencing angst from the shaky dot-com economy, and is still relevant today as people 
grapple with the banking crises that are undermining economies and destroying savings, or with 
insecurity over the emergence of cryptocurrencies. Mamet has tapped into timeless themes of the 
human condition when it is placed in contention with capitalism and the elusive drive for ‘more.’ 
 
Activity 
 
Using evidence from Act One, Scenes 1 and 2 (such as the rules of the sales competition, and Moss’ 
comments on the system) write a couple of paragraphs in your workbook about how the sales office is 
a microcosm of a ‘dog-eat-dog’ world: 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 



 

Important Technique: stylised vulgarity 
 

‘What are we, we’re sitting in the shit here.’ 
 

The beginning of Act One drops the audience into the middle of a conversation (or, more aptly, a 
professional argument) between Levene and Williamson. Leven is trying to persuade Williamson to give 
him better ‘leads.’ This word is the first example of the antiseptic jargon that Mamet has such an ear for 
and that his characters use liberally throughout the whole play. Jargon is a type of language that is used by 
a group of people who are familiar with the context or matter under discussion. It is a kind of professional 
shorthand. Levene and Williamson both know that ‘leads’ are the names, phone numbers, and addresses of 
people who are targets for cold-calling – a salesman can call or visit a lead and try to sell them parcels of 
land. While the audience will slowly get a sense of the meaning of words like leads, to be dropped into the 
middle of this conversation is quite jarring. In this scene, the audience are positioned as outsiders with less 
understanding than the characters on the stage. 

Scene Two, perhaps more than any other part of the play, displays one of the most recognizable qualities 
of David Mamet's work: stylized vulgarity. The profane diatribes of Dave Moss have a strange meter to 
them that is distinctly Mamet. While the language is coarse and vulgar, including swear words, racial slurs, 
sexist and misogynist language, threats and other obscenities, Mamet employs several techniques which 
give the lines an almost hypnotic quality: repetition, alliteration, half rhymes and even inverted syntax play 
a part in helping the scatological language of the play sound almost… poetic. 

As an example, the line ninety percent of our sale, we’re paying’ features inverted syntax: following the 
normal rules of word order, Moss should have said, ‘we’re paying ninety percent of our sale.’ Inverted 
syntax gives this line an almost classical quality, hearkening back to the Greek origins of theatre.  

Activity 

Find examples of stylized vulgarity from the first act of the play. You can examine Moss’ speech 
patterns and Roma’s speech in the next scene too (if you have read that far ahead). Complete the 
following table with at least one example in each category: 

 

Mamet’s Stylized Vulgarity 
 

 
Repetition 

 
 
 
 

 
Alliteration 

 
 
 
 

 
Rhyme / half-rhyme 

 
 
 
 

 
Inverted syntax 

 
 
 
 

 



 

Character Study: Dave Moss 
 

‘Someone should stand up and strike back… someone should hurt them.’ 
 

 
Dave Moss, played in the 1992 film by Ed Harris, is the  

personification of rage in Mamet’s play. 
 

Dave Moss is a bitter man in his fifties who sets up a deal to sell the stolen leads to a competing firm 
headed by Jerry Graff. He is frustrated and seemingly powered by rage – if Levene represents the 
desperation of those working in the office, then Moss is the personification of anger consuming all 
these men. However, don’t be fooled into thinking Moss is just a thug. The way he sets up Aaranow 
in this scene shows that he can be manipulative and sly when it suits him as well. 

Activity 
 
While the phrase was not in common usage when David Mamet wrote Glengarry Glen Ross, Moss 
can be seen as an example of toxic masculinity in action. This phenomenon is one in which success is 
equated with money, aggression and toughness are the only desirable qualities, and failure is not an 
option. Below are some characteristics of toxic masculinity. Beside each one, make a note as to where 
Dave Moss demonstrates this capacity in the play. Are there any characteristics that particularly stand 
out or, to be fair to Moss, any that he doesn’t display? 
 

 
Physical strength and toughness 

 

 
Feminine traits are undesirable 

 

 
Discrimination against people who are not straight 

 

 
Discrimination against ethnic minorities 

 

 
Fixation on money or material gain 

 

 
Hyper-independence 

 

 
Sexual aggression 

 

 
Emotions signal weakness 

 

 
Need to ‘win’ by any means possible 

 

 


