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  Introduction

  Many of you may have enjoyed the benefits of my first book titled Modern Day Selling. It was designed to help sales associates unlock their hidden potential and reconnect with their customers. As the world had evolved the styles and concepts of sales training were unable to keep up with such a changing environment. Thus we entered the era of greed, manipulation and bad sales tactics to try and gain an advantage over our customers and our competition. This has lead to a generation of sales associates who are leading unfulfilling sales career and are struggling to find lasting success. By exposing this great error in judgment with the truth, sales associates were given the keys to unlock their hidden potential. It was now time for the Modern Day sales professional to be born.

  Through the many blessings that I have received from Modern Day Selling I have been able to become more connected with the retail sales community. No longer was my message being catered solely towards the jewelry industry. The retail industry as a whole embraced the truths that were discovered in Modern Day Selling. As avenues began to open throughout the retail world, my message began to really connect with people. These avenues lead to many opportunities to visit stores and impact their environments in a meaningful way. It was through these visits that I was able to see a pattern of need and desperation. There was something else that was hindering these stores from finding greatness.

  It became very clear and evident that many of the stores in the retail world today had become disconnected. Through many years of neglect, the bond of trust and communication between owners and sales associates had slowly disappeared. There was now a great divide between the two and nobody knew how to reconnect. In a sense, it was like a modern day civil war was taking place within these stores. Somehow they had forgotten that they were once a team and a family. With this great disconnect arose many confrontations, hurt feelings and bitterness. Most of the power remained on the side of the owners, but without their sales associates on board they were powerless to grow and flourish. So, sales staff came, and went, but nothing really changed. There was always conflict, stress and discon- nection. Something had to change!

  This is how the birth of The Modern Day Store came to life. Having spent 18 years in the retail industry I had seen both sides of the fences equally. I had nine years experience as a head manager and nine years experience as an elite sale professional. I know the issues that both sides hold against each other. I have felt the power struggles that take place within our stores and the feelings of bitterness and un-appreciation. Therefore, I feel that it is my calling, and duty, to expose the chaos within our stores and bring to light the truth again to help lead the way to newfound freedoms as a unified team.

  Owners, throughout this book you will find many great truths that will lead you to reconnecting your store and impacting its environment in a powerful way. No longer must you suffer through years of strife, conflict and disconnection. Today is your defining moment that will awaken within you a righteous fire to take back what has been stolen from you. Your store was not created or designed to live in defeat, suppression and division. You created your store with a vision of success, harmony and greatness in mind. It is my honor to share with you some fresh insight into where we went wrong and show you precisely how to fix it. With your leadership leading the way, and these great truths, you will be given the keys to unlock many treasures that have been hidden from you for far too long.

  Sales associates, through this book you will find many great truths that will liberate you from your oppression and self-defeat. You have a purpose and meaning within your store to be a difference maker. No longer must you feel insignificant, powerless or defeated. Today is your defining moment that will awaken within you a righteous fire to claim what was once yours. You were hired to bring passion and energy to the store and be successful while impacting your customers’ lives in a meaningful way. Modern Day Selling was your road map to help you find new lasting success with your customers. Now it is your turn to do your part and help unify your store. Once you achieve this, nothing can stop you from living your dreams and fulfilling your every desire.

  Once a store becomes united it will find unlimited new successes together. The benefits of creating a unified store will be unending. Having been reconnected it will then be time to move forth together as a team and tackle many of the real issues that plague our stores today. It is here that you will be given a clear road map that will lead you to your destination of creating the Modern Day Store. Your environment will soon become a beacon of light that will draw in customers from far away. Your store will become a refuge from this crazy world where people will flock to feel the atmosphere that you have created. Your store will then give life and truth back to the world.

  Finally, you will be given fresh insight on how to maintain this blessed environment. Once you have achieved this newfound success there will be a time of testing that you must be prepared for. The unrelenting enemies that used to operate within your store will always try to find their way back in using deception and disruptions. I will show you exactly what to watch for and how to overcome and endure your time of testing. You and your staff will now become warriors with the latest technology and weaponry to defend yourselves and your store environment. Never again will your stores have to suffer or be divided for you will hold the truths that shield you.

  If you are tired of fighting the same old battles over and over I encourage you to open your heart and mind to the insight that you will be receiving this day. Whether you are an owner or a sales associate who has lost their way, this is the answer to your many years of prayers. All the meaningless years of turmoil will be exposed and you will be shown a clear path to exit your misery. Not only will my message impact your store but it will impact your life in a way that will bring about true and lasting change.


  Chapter 1

  The Great Disconnect

  In the beginning you and your store were in unity. Before all the trials of business life there was a time when there was peace and unity. If you are an owner, you may be thinking back to the creation of your store as you and your very first staff set off on a journey into the unknown. There was a united passion set in motion by your leadership that defined the course of the beginning years. Can you remember those days when you and your staff were connected as one? You were ready to take on the world! What an exciting adventure it was! Then something happened along the way without you really noticing. You don’t know when it happened, or how it happened, but something changed. Somewhere along the way there was a great disconnect that separated you from your staff, and things have never been the same.

  If you are a sales associate, take a moment and remember back to the beginning of your sales career. Do you remember the undivided loyalty that existed between you and ownership? You would have marched to any order given with great pride as you followed your new leader. There was a fire and passion that was ignited within that made you feel invincible. Nothing seemed as if it could separate you and your destiny of success. Fast-forward to your current situation and what do you see? Better yet how do you feel about those who are in charge? What happened? Somewhere along the way there was a great disconnect that led you to your current situation.

  As you read those first two paragraphs I bet many of you reflected of fond memories in the beginning. When those memories are awakened it creates a stirring within to get back to the good ole days. How we all long to find that passion and fire of so long ago. As a store owner you may have increased your business exponentially over the years, yet something is currently missing. Despite your growth in business you do not feel very successful as the grind of daily business has taken its toll on you. Something seems to be missing that you had once felt so long ago. You now feel more disconnected than ever and find yourself looking endlessly for the answers. Today, I am here to give you new insight that will revolutionize your store and its environment.

  Now a question to the sales associates who read the first two paragraphs. What went through your mind during those moments of awakening? Doesn’t something seem to be missing from your sales career? Even if you have sold millions of dollars in sales you may have never felt a sense of true accomplishment. In fact, many of you may feel very underappreciated and insignificant. Seasons come, and they go, but nothing really changes for the better. You may win a battle here and there, but you certainly feel like you are losing the war. The sales floor has become a grind that has taking its toll on your happiness. Selling no longer is a joy, but rather a way of making a living. If this is you, then today is a special day for you. The answers to your prayers have found you.

  At this point you may be asking yourself, “Who is this guy and how does he know me so well?” To all of you I will answer that I am simply one of you. Through my 18 years in the world of retail I have experienced both sides of the fence equally. As a store manager of nine years I have felt the pressures and demands that weigh so heavily upon you owners and store managers. As a sales associate of nine years I have witnessed the passion come and go that is vital to bringing about success. I can truly say that I have felt your pain and longing for answers.

  It was during the production of my first book, Modern Day Selling, that events unfolded which opened my eyes to see an epidemic that has swept through the world of retail stores. I experienced the decline and slow death of a positive store environment. It was through this experience that I witnessed a great divide that took place between ownership and the sales staff. What was once a great team suddenly became divided! It was so easy for each side to sit back and point the finger at whose fault it was. Both sides could make a great case before any judge. Through all the chaos was a store struggling for survival and needing a divine intervention.

  Before I share my personal experience in such an environment let me share with you the history of this store. The store had grown strong over the years from a tiny little hole in the wall into an empire that set the standard for greatness in the local community. Obviously, the owners knew what they were doing and provided a great environment for sales associates to find big time success. By the time I had arrived it was a $3,000,000 powerhouse leaving every other local jewelry store behind in the dust. It was anchored by two strong sales associates who had been with them for quite some time. One of them was a $1,000,000 sales associate who had a following that was very loyal and dedicated to her.

  When I arrived it was a well-oiled machine that needed very little maintenance to operate. The amount of experience and expertise that existed made it a professional environment that was geared for success. Clearly the owners had done many things right and hired very well. A majority of the sales staff were ex-store managers who knew how to manage themselves, therefore making the owners’ and managers’ jobs much easier. Things were really rolling in the right direction. After a few years as a sales associate I had built up a large and loyal customer base using the skills that I shared with you in Modern Day Selling. I had quickly found my way to the top of the sales charts while maintaining a great working relationship with the staff. My addition to the team and a beautiful new store location had taken the store from $3,000,000 to $4,500,000 all during the tough economic times that our nation was experiencing.

  Through all our success there were occasionally minor disagreements that we always quickly soothed over in order to maintain such a successful work environment. Overall, there was a good understanding and communication between sales associate and ownership. We had found great success by following the golden rule that if it isn’t broken don’t try and fix it. Then slowly something began to change. One of the owner became unsatisfied with the success that we had achieved and begin to focus obsessively on little negative things that were very insignificant. Slowly this constant negativity began to impact the store’s environment in a negative way and eventually created a separation between ownership and sales associates. Over the next few months the store continued to find success based on the solid foundation that was laid over the years, but working there was not the same. Everyone began to dislike their jobs and we constantly found ourselves looking for 6 pm to arrive daily. When Saturday arrived we were all relieved to make it through another week. Everyone began to live for the weekends.

  We were no longer a team united anymore. The store had become completely divided with ownership on one side and sales associates on the other. Stuck in the middle was a store manager who hated his job and agreed with both sides far too often. Over that year every new sales associate besides me and the two core sales associates had left. There became a constant state of turnover throughout the store and it was only a matter of time before something would happen that would push us all to the point of no return. That time was just around the corner.

  It was just before the Christmas season of 2011 that a chain of events occurred which would forever change the store and its environment. Over the previous years the owner had become increasingly unhappy within. He was very critical and unappreciative of the people who were working hard to make him successful. He began to speak to everyone who would listen of his displeasure with everyone and everything within the store. Some he singled out more than others. It was the office manager and store manager that took the brunt of the blows and insults. As he became more increasingly unhappy he began to make decisions out of desperation that impacted the store in a very negative way.

  It was November of 2011 that the beginning of the end began. The owner felt like there should be more money flowing in so he decided to implement a new policy. Without warning it was laid out to us that anyone who discounts more than 5% would have to split the sale with the store thus losing half of the sales commission. This did not sit well with any of the sales staff because we had worked so hard already to maintain certain profit levels. We prided ourselves on never discounting more than 10%. The store was financially secure because of the hard work we had done. So why was this happening?

  It is greed that is often found somewhere in the equation when a store begins to become disconnected. Greed’s main goal is to first sever the bond of trust and interrupt the lines of communication. It is here that a store becomes vulnerable and defenseless as greed begins to choke the life right out of the store environment. It was now very evident that greed had taken root within the store, and it was growing rapidly. This led to many moral issues in the store that Christmas. Every little thing that popped up was now intensified because the line of communication and bond of trust had been severed.

  It just so happens that during this time a mistake was made on commissions that were already paid out a few months earlier. The company had overpaid us on three large sales that involved a trade-in. Without saying a word, the company had decided to take back the proper portion of commission that was overpaid to me and the other top sales associate within the store. With it being Christmas time I guess they thought we would not notice. They were actually justified in deducting the amount from the current month but the way they went about it was very inappropriate. All we knew is that few hundred dollars of commission had suddenly disappeared. These are the kind of things that will happen when the lines of communication have been broken.

  Obviously this led to even more mistrust and bitter feelings within the store. Both sides dug in and began to strategize on ways of defeating one another. Through this strategizing process it was discovered that it was actually illegal to take back commission from employees who had already been paid. The owners had broken the law! What a powerful weapon this would be to blow through their defenses! Guess what, they did not care. In their minds it was the right thing to do and even I agreed that it was the right decision. Here it was Christmas time and we were all focused on issues that could have been handled differently. What was normally a small molehill was being turned into a mountain. Greed had done its job very well.

  At this point there were feelings of hurt and bitterness evident on both sides. Because of the previous policy change, we sales associates felt as if we were being squeezed for every nickel by our cheapskate owners. It appeared as if they were pinching every penny and trying to make the store more profitable at any expense. It was the way that they were implementing their decisions that was totally leading us into a confrontation of epic proportions. Everyone was left feeling unappreciated and cheated. What followed was a chain of events that led to them almost losing everything.

  After Christmas I looked back at the amount of sales that I intentionally allowed to walk because I refused to split the sale with the company. There were about five sure sales that could have given us another $25,000 to the month. Because I was confident in my abilities I was willing to make a statement and stand up for those who were weaker and needed the money. In this case it was more about character and respect than money. The weird thing was that we had just experienced the most profitable Christmas in company history. Things seemed to be OK from the owners’ perspective, but there would be a big price to pay forthcoming with long-term negative effects. The damage had already been done.

  Since the changes were made at Christmas time they did not feel the effects until afterwards. The following three months we missed our goals by very large amounts. It would have been four months in a row had I not closed sales of $27,000 and $37,000 the last few days of that month. After a brief moral victory we proceeded to drop the next month by $100,000. The store was now in a free fall. In March the office manager of six years who was the eyes and ears of the store left because of the years of abuse and lack of appreciation. The following month the old store manager resigned, leaving us very shorthanded. Those who were already planning their exit strategies were beginning to pick up the pace as the ship was clearly sinking faster than anticipated.

  As I look back I can see with clarity that there were things that we as sales associates could have done to help out the owner. He was really not a bad guy. He had just lost his way through the struggles of business life and found himself far away from the success he once knew. Without being able to see things clearly he panicked and made some really bad decisions. We all have moments in our lives where we lose our way. We should have been there to support him and help guide him gently back to the path he had found so much success in following. Instead we were relentless in our efforts to show him something he was not willing to see. For every finger we pointed his way we should have been pointing one back towards ourselves. The bottom line was this was his store and he could do with it as he pleased.

  Being a store manager for nine years, I should have recognized the enormous pressure that he was under. He must have felt like someone who was stranded on a deserted island just wanting to reconnect with society again. Many would say that he isolated himself and got what he deserved. However, I believe that we should have been there for him and helped him a little more than we did. If a member of your family is struggling many of us will do everything within our power to help them out. Even if you can’t rectify the situation you still consider them as part of the family. You do not disown them and leave them alienated. I will share with you an instance where we as sales associates could have done things differently.
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