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Introduction: 

In my own previous experience of really hard and honest work, would have been when I used to work as a kitchen design & sales representative for the following named companies.
Living Design Kitchens Glasgow Jan 2001 to May 2002, KBBC Kitchen Bedrooms Bathrooms London Enfield Design Sales Representative May 2002 to Jul 2004, Ultimate Interior Kitchens, Studio One Chobham Surrey, April 2004 Jan 2005, Betta Living Kitchen Bedrooms & Bathrooms Brent Cross, October 2014 to February 2015.
Team Working
For any present or future would be so-called interior designer to be accepted onto any companies’ books as a design sales agent for that company, then that potential design agent, would first have                        to undertake their companies training course, based on all the aspects of the company’s business, products, and operating procedures, these course’s take place in a business setting of the companies choosing and they usually take around three days to complete
You would learn to present the company, present yourself, and all company product services associated, they teach you, what is what, what goes where, base cabinets, wall cabinets,                      appliances, and many other options that would also be included.                                                                            You would also learn to draw kitchens bedrooms and bathrooms in 3D by hand,                                                   You would also learn about the flexible finance payment options of the business,                                                before going back to your head office having a few extra days of training then you would be out there selling the company products in the real world.

My accumulated skills include
Expert in sales, Company Product Presentation, Effective communicator, Demonstrating the Products and Associated Flexible Payment Plan, Pre-Measure, Pre Plan & Draw Initial Design Plan Check Design, Cost of the Overall Plan, Explain Company Installation Services,                                          Present Customer Price, Close and Consolidate the Deal, Consistent, Dedicated, Reliable,                    Respectful, Punctual a worker that can be trusted, considerate, supportive of others,                                    focused & dedicated to the job at hand, experience with various CAD Design programmes,                        Including Kitchen Draw V.5 can easily and quickly adapt to any new design solutions                                                                                                                                                                                    
I regard myself as a client-focused design sales and product development representative with over three years of previous experience in the interior product design sales and flexible payment service industry.
Communicating Effectively

my role in the company was to visit company generated lead clients in their own home with a view of planning designing costing and then selling to them the interior refurbishment design plan of their very own dreams 
Upon entering a client’s home I would start by warmly introducing myself to all clients and after the ice was broken, I would then swiftly proceed with the market and product demonstration my very first priority or role was to deliver the presentation of the company and all their associated product services to all clients in the very best possible light including the company’s customer-focused flexible finance and funding opportunities

Pre-Measure Pre Plan & Draw
 
I would then pre-measure the desired refurbishment area and then commence the start of the initial design plan i would collect all of the correct measurements of the refurbishment area then draw and create a master design plan based around the measurements of the refurbishment area itself                                    on completion of the plan the next step would be to check the master plan design the associated list of all the customers selected hardware appliances and company product service components 

Critical Thinking

I would then start the costing and price presentation stage of the customer's refurbishment design plan but still always focussing and leading the customer towards the overall design completion stage of the plan 
Check Design 
Cost of the Plan, 
Present Customer Price, 

and only until after we have finally overcome all the customer objections and they are totally                        happy with me my presentation and are now fully assured by the company and all their associated products and services 

Close and Consolidate the Deal,
As the chosen and lucky design representative I then leave the customers home with a cheque, credit card deposit, or other payment solution that then seals the deal and gets the order rolling, this lucky design representative has now closed yet another deal, and politely make’s his exit with                  a warm handshake and a gentle wave goodbye
What Happens When It All Goes Wrong:

Betta Living Kitchen Bedrooms & Bathrooms Brent Cross, Signed Up in September 2015 took their company 3-day training course in Manchester and started work in their showroom October 2014 
Every Monday morning, we were all scheduled to attend a company meeting with all the other designers and team members that takes place in the back-room offices of the Brent Cross showroom. (Smith, 2005)
It was on this occasion that I was informed that I would be going out on my first job for the company and that I would be accompanied, by one of their top sales designer’s, and one of their star performers, we will just call him, Cooper Star, for the purpose of this assignment.
I was then called about an hour and a half before our scheduled job appointment and I was informed that Cooper Star was experiencing some kind of car trouble, and would it be possible for me to go pick him up. 
Reluctantly, I agreed, and now had to make a route diversion all the way over to Finchley, from Enfield, to pick him up, and we still had to arrive at the job location site on time                                        (which was back over in the Edmonton area) so we had to get a move on.
Upon my arrival in Finchley to pick up Cooper Star from his home, immediate red flags were raised, and I could now already see, exactly why I was called to be there, and the exact role that I was supposed to play in this unfolding scenario. (Mortensen, 2012)
Cooper Star appeared, wearing a sling, that was covering what could only be described,                                                                 as a full plaster of paris moulded cast, that was wrapped, and covering half the length of his right arm. I said to myself (oh my buddha) but then I thought, its ok, we can still do this. We then proceeded on with our journey.
On route, together we devised a strategy, of how we were going to approach this situation,                                    I obviously agreed that I would be drawing the customers plan, bringing in and out of the home,                          any kit from the car that we may need for the job,                                                                                                       and that I would leave all of the talking or the pitch to Cooper Star himself it was a strategy                        that made sense of the current situation, and one upon which we both readily agreed. (Hackman, 2009)                                              
We arrived at the job site location on time and with minutes to spare, they were also a black Caribbean couple who seemed quite nice, and we were warmly greeted and immediately welcomed into the customers home, where we all proceeded, straight into the kitchen and the refurbishment area itself.
It was at this very moment that Cooper Star for some strange reason decided to inform the clients that he himself, was the star and lead designer, associated with this job. And that I, was a just a novice, just starting out in the trade. I was just his lowly follower, his kit from the car little runner boy, and my only role (as he had a broken arm) was to draw the customers plan. 
Basically, what he was trying to say to them was that I shall be seen, but not heard. I immediately thought to myself (what an asshole)                                                                                                                                 I really couldn’t wait for this one to be over already, and we had only just arrived. (Lencioni, 2002) 

The refurbishment area in the customers home was very small, compact they call it, in the industry. The kitchen itself was arranged in the galley format and the refurbishment area itself was no longer than 2.2 metres in overall floor space on both sides.
There was a whole host of other problems and illegalities associated with this kitchen’s current design and layout that broke many of the current and existing kitchen installation laws and requirements, that are all still in full nationwide operation, to this very day. 
Like for instance, a sink that’s located, right next to the main gas cooker, that was one of the major ones that I noticed immediately. 
The customer then informed us that she had been using this kitchen in this current format and orientation for the last 22 years, and this couple, both seemed as though they would be quite happy going down to Wickes to replace their old kitchen cabinets at bargain basement prices.                                     I wondered how they were going to feel once they received our price. I could see already that this lady was no pushover, and that she was going to be one tuff nut to crack.
Cooper Star then entered his superstar design phase mode exaggeratingly trying to convince the customer what he’ was going to do that was going to make their little space look so great                                   he was using some weird swooping body movement with the one good arm that he had,                                     he was telling the customer that he was going to install Betta Living’s larger deeper wall cabinets that would provide extra storage. He wanted to extend his vision into their existing utility area to fully utilize all of the space available. (Polzer, 2003)
[bookmark: _GoBack]I started to take the measurements of the refurb area I looked over at the customer and I could already tell judging by her nonverbal body language that she was yet to be convinced by any of his idea’s. (Gladwell, 2005)  
We then moved into the lounge area where I sat at the table and started to draw the plan and Cooper Star himself was going through his drivel that he called a pitch, I’m not going to lie,                                                at this point, I’d already lost all interest in this job.
Every time that he needed some other piece of kitchen kit from the car I had to go outside and retrieve it,
Every time I would return and keep drawing the plan, all the time rechecking my measurements,                 of the refurb area itself. 
I then heard Cooper Star’s voice bellow from across the other side of the room                                                             (“haven’t you finished that plan yet”) by this time I was already done with this fool and wanted nothing more to do with him, but I kept my composure and continued with a job at hand.
The customer's design plan itself was already completed by this point, now it was just down to Cooper Star himself, to deliver the rest of his pitch, deliver the customers price, and close the bloody deal once and for all. (None of which transpired)
He was now in the phase of delivering the company discount options, whereby, all major design companies offer their customers discounts off cabinets, appliances, sign up now discounts                                that could be worth up to 40% and we can even also go a little further, with designers discounts meaning that the designers themselves can also give a discount of 5 to 7 per cent but now you would also be eating into your own commission.
Cooper Star gave the customers their price with all of his own allotted discounts associated but whilst listening to him deliver the discounts which were all wrong and I knew it because I had just completed the company course and I had the company handbook right in front of me with the correct and up to date details right here, (Crocket, 2011)
I thought to myself (time for a little payback) when I heard him mention the wrong discount figures,     I said out, (are you sure about that I don’t think that’s correct) I’ll just check I said.                                                         Cooper Star was stunned, shocked, livid, how could I have the audacity to undermine his bullshit pitch so publicly, I could see the anger welling up in his eyes.
I then left the company price list brochure open on the correct discount page and left it open and                in plain sight, Cooper Star then approached the table where I was sitting to retrieve the customers plan, he then immediately noticed the price list brochure, was open on the discounts page,                                     with the full and correct discounts criteria, staring him in the face.                                                                                             He then realized, that he was wrong again, and now, he had to try and re-spin his price, that he had already given them, but including all of the larger discounts.
By this time these customers were already done themselves they were no longer interested, I then started to pack away all the kit into the car knowing full well that this job was over. 
We all said our goodbye sorry that we couldn’t be of any help to you today and with that, we then left the customers home. 
But there was one more problem that I personally had to face, now I still had to take this asshole all the way back over to Finchley. And at this point, I just wanted to leave him on the side of the road. 
But I took him home, and the next day, I spoke with the management team back at the head office,                    I told them my version of what transpired, and why I think that we did not make a sale,                                               they were kind of apologetic and assured me that that would never happen again, I said I know, because I will never be going out on another job with that fool again.
Very soon after this incident and maybe a few others like it and the lack of leads coming my way                       I decided to swiftly part ways with Betta Living Kitchens, and even to this day if they begged me to come back and work for them, they would probably be speaking to a solid granite brick wall. 

Conclusion:
Never Judge a book by its cover.
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