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THE BLUEPRINT

T

he Blueprint represents over two decades of the hard lessons learned
in business while trying to figure out my own formula for success. The
information that is presented in this book is the result of research, self-study,
trial & error along with extensive field testing which was then assembled to
form the Professional Standard for Sales Excellence curriculum to introduce the
learner to the specific skills, systems and processes that they will need to acquire
to become proficient at building, maintaining and managing a book of business.
See you at graduation….
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DEDICATION

T

o Dianne my bride of over 22 years, thank you for your love, kindness
and unwavering support, but most of all your friendship. I am grateful
and thankful for every moment God has granted me to spend with you. To
my two men Justin and Jordan, words of gratitude are not enough to express
how proud I am of you both. You never complained or exhibited any signs
of distress during those lean years while your mom and I did what needed to
be done and it made all the difference. You both are truly men of character
and substance and you have the respect, love and prayers of a grateful father.
I dedicate this book to you all.
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HOW TO USE THIS BOOK

Kurtis Smith

T

his book was designed specifically to give you a template that will teach
you everything you need to know in order to build, maintain and manage
a book of business. It will take you on a realistic journey as you see the main
character, Mike, a salesperson, go through his transformation process from
mediocre to on his way to becoming excellent. The best way to get the most
out of the book is to take the journey yourself by going through the training
program that Mike goes through. I encourage you to read the book twice for full
comprehension. The first time, read for enjoyment because it is a great story;
however the second time should be with the intent to roll up your sleeves and do
the homework which is in the action plan section located at the end of each chapter.
To register for the program and to learn more about the author; read his blog
and the professional services he offers, visit https://www.kmethodacademy.com.
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“You have 10 seconds to get off this bus and on
my yellow foot prints and five are already gone.
Move your asses!”
USMC Drill Instructor, Unknown
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T

hose words were my introduction to the whirlwind of disorientation,
awkwardness, physical and mental fatigue which eventually transcended
into competence then confidence in order to be called a United States Marine. I
must tell you that in the beginning, I did not see how I was going to be able to
make the transformation from a civilian to a disciplined and hard charging Marine,
but that is exactly what happened. Thirteen weeks later I walked off that base
wearing my uniform, 40 pounds lighter and never looked back. Many times during
my transformation I remember asking myself, what in the hell did I get myself into
and was I ever going to make it? So with that being said, let me assure you, that the
transformation from whatever state you currently find yourself now, to wherever you
want to go in life and your career, will no doubt feel a lot like what I experienced in
basic training; but trust me, the price you will pay for staying the same when you know
that your current behavior patterns and or skill sets have run its course, is too costly!
I share this true story with you because we all have those moments in life where
we question our commitment to go to the next level. We wrestle with paying the
price for success or staying at home where it is safe. For me, one such instance was
when I realized that neither I nor any of my colleagues had a tangible solution to
offer new salespeople to succeed. This was an extremely uncomfortable period
XI
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for me as a sales manager because I finally came to grips with the fact that I
did not possess or have access to the necessary tools to teach my people what
they needed know to produce consistent results. I was frustrated because my
success hinged on external factors that I could not control and it bothered me.
With that being said, I have always found it strange that as large as the
automobile industry is and its impact on the nation’s Gross Domestic Product,
it does not have a more formal and required learning plan to develop its selling
professionals. Consequently, dealerships have been making it up as they go
to include making the sales managers responsible for hiring and training new
salespeople, when in most cases, they themselves have no idea how to correctly
do that. So in other words, sink or swim. My objective with this body of work
is to provide a template coupled with the resources that sales managers will be
able to leverage in order to make the lives of those they lead a whole lot better.

XII

Kurtis Smith

TO SET THE STAGE FOR THIS STORY,
I would like to introduce three different types of salespeople and the
feedback and consequences they are all experiencing due to the skills
they currently possess to do their jobs. For this example, let’s pretend for
a moment that your family is on vacation at Niagara Falls and the day is
perfect. It’s 85 degrees and the sun is shining and you are having a great time.
Suddenly, you hear someone screaming, “The boats, the boats, the boats!”
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“the boats, the boats, the boats!”
You look just in time to see three boats in the river and they are all battling the current

W

ithout warning, the first guy in Boat A, which is a row boat loses the battle
and goes over the falls. Boat A represents a salesperson who is either
utilizing the current sales process that has a start and a stop or none at all. He depends
only on the walk-in traffic and nothing else. His days are spent standing around,
waiting, complaining and refusing to change and sadly this individual does not make it.
XIV
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T

he second guy in Boat B, although powered by an outboard power
motor, is battling the current in a violent dance and is in danger of
going over the edge. But somehow by luck or a shift in the current, he evades
disaster only to find he’s back doing the same dance moments later. Boat B
represents a salesperson that has a lot of the characteristics of the driver of
Boat A. He or she utilizes the current sales process but tries to apply their own
interpretation of customer relationship management and business development
activities resulting in a rollercoaster effect in their sales performance. This type
of salesperson can be seen as hot or cold, never consistent. Their performancespikes correlate with annual or seasonal buying cycles or incentive programs.
XV

The Sales Professional’s Blueprint

I

n the story that you are about to experience, Mike, the driver of boat
C represents an individual who has figured out that the same amount
of effort it takes to generate one sale is ultimately capable of yielding ten. He
understands that correct relationship management is the key to establishing good
rapport and providing great service. This type of salesperson is still utilizing
the road to the sale as the primary face to face sales process; however he also
includes a more formal and structured approach to business development and
customer relationship management processes as part of a comprehensive strategy
for building, maintaining and managing his book of business. These elements
working together in concert provide him with the tools he needs to generate his
own leads and manage all the activities that hold his book of business together.
XVI
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This book is meant to be interactive, where at
the conclusion of each chapter, there are Action
Plans and courses for the reader to engage
in, in order to experience the same personal
development plan that Mike undergoes to survive
the falls.
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FOR MORE INFORMATION ABOUT THE TRAINING
PROGRAM, VISIT:

https://www.kmethodacademy.com
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The Wake Up Call

1

The Sales Professional’s Blueprint

M

ike is what most would call an all-around good guy. He is always
upbeat with an outgoing personality and genuinely likes people.
So it was no surprise when during his senior year of high school
as he was wrestling with what to do with his life, that his friends encouraged him
to consider sales because they thought he would be good at it. Like most, Mike
graduated and went on to college where freedom and one too many frat parties
caused him to return home in less than two years to sort out the mess that was now
his life. Within a matter of days after arriving home, Mike began to feel the pressure
from his parents to do something and so he answered an advertisement in the
newspaper for a sales position at Pleasantville Motors, a local car dealership in town.
Because of his lack of experience, Mike was happy to hear that it was not necessary
as he would be going through the training program that the company and the
manufacturer provided. In addition, the sales manager assured him that as long as he
was willing to work hard he would pick things up quickly and even make a lot of money.
True to what he was told in the interview, when Mike started his new position,
he received a great deal of training on the products that he would be selling and
quickly became certified by the manufacturer. He also received five days of sales
training from a company that the dealership hired to train all its new salespeople.
He learned how to meet and greet the customer, how to find out what their
2
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needs were, and how to do a proper walk-around to demonstrate the vehicle’s
features and benefits. Mike also received a company hand book which included
a section titled, A Professional Guide to Selling at Pleasantville Motors as a
self-study. The sales manager explained that selling cars was easy and all he had
to do was to follow the steps in the book and watch Jake who was the current
salesman of the month and everything would be okay…that was three years ago.
A lot has changed since then to include the fact that Pleasantville Motors
had been recently sold. The country has been in a recession and Pleasantville
Motors had been struggling to stay afloat until a corporation made the owner
an offer that he could not refuse. As in most cases whenever a new owner takes
over, they usually bring their own management team along with a new approach
to doing business and this time, it was no different. Little by little they begin to
make adjustments to the way the company did business. The new schedule and
pay plan made Mike a little uncomfortable, but he felt that because of his selling
track record, he was safe, so he rolled with the punches, until one Friday morning.
Granted, he had seen the new manager let a few of the old salespeople go,
but the fact that he was named salesman of the month four times in the past
year, made him feel confident that he had earned his spot on the team. He felt
that he was doing a great job by selling more than most of the guys on the floor,
3
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but what Mike failed to realize is that the new sales manager was looking at
more than just the number of cars that each salesperson was selling per month;
he was also looking at what the true cost was for generating each sale and this
approach was not something that he or his peers knew could be done until that
morning. To Mike’s disbelief, he was told that they would be letting him go!
“Why!” he exclaimed, as the sales manager delivered the news. “I thought I was doing
well. I was the salesperson of the month four times in the last year and since the economy
tanked, people are just not coming in like they used to. What am I doing wrong?”
“Mike,” he replied, “you’re just too expensive!” “What do you mean?” Mike asked. “I
have been doing the same things like always. I am rarely late. I stand by the door. I run for
the phones. I am aggressive just like I was taught, so what am I doing wrong?” he continued.
The sales manager, sensing that Mike was truly confused and probably had
never heard this type of information before, asked Mike to come around the desk
to look at his computer so he could explain fully. He pointed to the monitor at a
report that he was reading that explained why this tough decision had to be made
and why Mike, although one of the top producers on the surface, was in fact
costing them more money than he was making. He explained that yes, he did sell
an average of eight cars per month, but the problem is that those eight cars are
from people that he talked to in that month. Mike had a bewildered look on his face
4
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because he was confused by what the sales manager was saying. The sales manager
continued to explain to Mike that he was talking to about three new people a day
for five days a week, and those were the ones that he had recorded in the system,
which equated to 60 new prospects per month. This information means that in
the last six months he had spoken to approximately 360 new prospects and had
sold 48 of them (8 cars per month times 6 months). “Mike,” the manager asked,
“what has happened to the other 312 people that you spoke to? Why are they not
coming back and why are you not concerned or even aware that this is a problem?”
Mike appeared pale as the reality of the information that the sales manager
just shared with him began to sink in. “What does this mean?” he stuttered.
“Are you saying that I am not a good salesperson? I was salesperson of the
month four times in the past year, and doesn’t that count for anything?”
“You’re just too expensive,” the manager replied. “Yes you sell cars, but the problem
is not that you talk to as many prospects as you do; it is that you can’t seem to bring them
back after you let them go. You get no referrals from what I can see from your record
and you struggle with be-backs. So unless the company keeps providing you with
people to practice on, I am going to have to find someone else who can do a better job.”
The room was silent as the words hit Mike in the chest like a fist as he slowly blew air
out through his mouth. “Is there anything that I can do?” he asked. “I had no idea that
5
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there was a problem. I really like it here and I really want to stay. Is there anything I can do?”
The sales manager leaned back in his chair and stared at him for almost three
minutes. He inspected Mike’s features to make sure that what he was sensing was
genuine. He needed to make sure that Mike was not acting; he needed to consider the
fact that Mike may actually not have known that he was burning through prospects
and that standing at the door, being aggressive, was not all that he was being paid to do.
“Look,” the sales manager replied, “I want you to go home, think about our
conversation and let me know tomorrow if you really want to work here. I believe that you
are a good guy and if you are willing to play by the new rules, I may have a spot for you.”
Mike, now a married man, went home and spoke to his wife. He explained
what had happened and the options that the sales manager had given to him and
also what he was thinking. That night he did not sleep very well as he pondered
the prospect of losing his job and more importantly how it had come to this.
The next day he arose and went to work early to see the sales manager. He knew
that he really wanted to stay and was willing to do just about anything to keep his job.
The sales manager sensing Mike’s sincerity and his willingness to commit to the change
he was looking for, agreed to give him a chance and to help him to turn things around.
6
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“When the student is ready, the teacher will appear.”

Buddhist Proverb
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“T

he first step to achieving success in life and in business, is to first know
where you are and then where it is you want to go,” said the sales manager.
“If I am going to help you, there are certain rules that you must be willing to follow
and these are all non-negotiable. If you agree I want you to sign this contract that
spells out our arrangement. It further states that if you violate this agreement, I
can terminate your employment for breach of this contract. Do we have a deal?”
Mike looked confused again. “But you can terminate me now. Why do I need to
sign this agreement?” he asked. “Good question,” the sales manager replied. “I am
going to commit to helping you succeed and you are going to commit to your own
success. I value my time and I want you to know how seriously I am taking this, so this
agreement outlines all of the deliverables that we are both agreeing to up front so that
there are no misunderstandings. If you agree to these terms, sign it and let’s begin.”
As Mike read the document, he looked up at the sales manager two to three times
with a bewildered look on his face, then he signed the contract, put the pen down and
stood up to leave; “Wait”, said the sales manager, “this is for you, please have them
completed before our next meeting.” Mike took the folder, opened it and looked
over the forms that were inside. He glanced up at the sales manager with that same
confused look on his face as before and slowly turned and walked out of the room.
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“You cannot fill a cup that is already full.”
Queen Mo’at from the movie
Avatar
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