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SELLING THE BLUEPRINT 

Firstly, the blueprint it not the sole answer to all your sales issues, yet it is a powerful tool 

when used correctly.  

You first must create rapport/relationship with your prospect and then uncover their real 

pains, needs, wants, desires and WHY? Before you proceed to the blueprint.  

Use the psychological drivers (5 negative and 5 Positive ) to get emotively connected to 

them early and don’t forget to use them to swing the pendulum as you are going through 

the blueprint.  

“The purpose of the blueprint is to take the client on an emotional journey where in 

the end in their mind they are making a logical decision that they must take the next 

step to doing business with you.” 

 

KEY POINTS. 

 You don’t need to stop and explain every part of it, just the most relevant;  

 Remember talk in their language not yours, not your industries’ jargon; 

 Create an environment where you can work through it together as an exercise to 

solve their problem and create a transformation; 

 Remember where their value pit stops are at.  Where they originally shared, what was 

most important to them; 

 When you hit the pitstops don’t forget to swing the pendulum to the left (pain) before 

you swing it to the right payoff 

 The tone should be collaboration and conversational not educational; 

 70% Inspirational 30% Informational.  
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 Seek feedback and ideas so that at the end you have created a plan together which 

will make it difficult for them to create objections. Make them feel as if they’ve been 

involved in creating a solution that they want; 

 Do not get bogged down in the ‘HOW’ you do things.  

 Remember your language Purpose 25-30%(their needs and wants)  

 Process 20-25% (the what you do and how) 

 Payoff  45% +  (the payoffs orientated to their why). 

 

CREATING THE SALE.  

Remember what you are selling. Apart from selling the solution, you are only selling the 

NEXT STEP. Whatever that may be.  

Once you have gone through the blueprint and you are comfortable they understand it 

and you have provided some excellent value pit stops, here is how you wrap it all up.  

1. Recap very quickly the reason they came to see you in the first place.  

2. Then recap and total up the Value Pit-stops and what it would mean to them 

solving/avoiding … swing the pendulum to the left (Pain)   

3. Can you see this system delivering those results? Then swing the pendulum far to the 

right (payoff)  

4. Would it make sense that we get started on this sooner rather than later?  

Wait for the response. They will normally ask “so how do you work etc?” 

5. If needed you can say “do you need a hand implementing this?” 

6. Then a VERY CLEAR DIRECTIVE as to what to do next. : So [name] based on that 

what we need to do now is…. 

 

If you have done your job before the blueprint, and throughout the blueprint, you should 

be able to proceed to the next stage of getting them started.  
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TRANSFERRING OWNERSHIP OF THE BLUEPRINT.  

As a part of some of my more advanced sales training I talk about the 3 levels of influence. 

Level 1 Imposed Influence: In this it is the sales person trying to convince the prospect to 

buy through influencing them with a variety of techniques.  

Level 2 Collaborative Influence: This is where most people get to when using the 

Blueprint Conversion System. You are collaborating towards a solution and this is 

certainly a higher level of influence than imposed influence but not the highest.  

Level 3 Self Influence: Self influence is when they are convincing themselves to make the 

buying decision. When they are this point you are just guiding them to get started.  

You achieve this by not being precious about YOUR Blueprint. You need to move from: 

This is how I work through, this is how we will deliver YOUR results to them taking 

ownership of the Blueprint as their Blueprint to Success.  

You need to be consciously changing your language as you go through the Blueprint 

conversation.   

 

NOTES OR QUESTIONS TO ASK STEVE: 

 

 

 

 

 

 

 

 

 


