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    Your value system gives you a reason why you 
work, why you are married, why you have chil-
dren, why you sacrifice for them. Knowing your 
values gives you a framework for making choices 
and setting goals. You know that it isn’t enough 
to just exist. You want a certain quality of life, not 
only for yourself but also for the people you care 
about. And you want to create happiness-
producing environments and events. Let me give 
you several ways to identify your values. Ask your-
self what makes you really happy. One of the 
characteristics of a mature human being is finding 
happiness in giving without selfish motivation. 
Until you reach that point, you’re going to be 
scrambling, especially the older you get. Ask, 
“What do I need to be happy?” If you stop to think 
about it, you might realize that you don’t need 
many material things - clothes, cars, houses. Those 
likely won’t be on the top of your priority list. 
What do you think you need to be happy? It’s 
questions like these that help you design the qual-
ity and quantity of creature comforts you want 
and the relationships you want. What I’ve learned 
is that once you understand what makes you con-
tent… having the feeling of gratification and 
knowing “how to” be happy building the family, 
the team, or the company… you will want to start 
more things. If you love the process as much as 
you love the end result, you start and finish many 
more important things; and, you’re a happier, 
more fulfilled human being along the way.  
    When Colonel Harland Sanders retired at the 
age of 65, he had little to show for himself, except 
an old Caddie roadster, $105 monthly pension 
check and a recipe for chicken.  
    Knowing he couldn't live on his pension, he 
took his chicken recipe in hand, and set out to 
make his fortune. His first plan was to sell his 
chicken recipe to restaurant owners, who would 
in turn give him a residual for every piece of chick-
en they sold - .05¢ per chicken. The first restaura-
teur he called on turned him down. So did the 

Keep On Knocking, Keep On Asking, and Keep On 

Seeking… Let’s Identify Our Value System 

second. So did the third.  
    In fact, the first 1,008 sales calls 
Colonel Sanders made ended in re-
jection. Still, he continued to call on 
owners as he traveled across the 
USA, sleeping in his car to save mon-
ey. Prospect no. 1,009, gave him his 
first "yes."  
    After 2 years of making daily sales, he had signed 
up a total of five restaurants. Would you say he was 
tenacious? You bet! Still the Colonel pressed on, 
knowing that he had a great chicken recipe and 
that someday the idea would catch on. (Kind of 
reminds me of believing in the TMC product.)  
    Naturally, you know how the story ends. The 
idea did catch on. By 1963, the Colonel had 600 
restaurants across the country selling his secret reci-
pe of Kentucky Fried Chicken (with 11 herbs and 
spices). Colonel Sanders' story teaches an important 
lesson - it’s never too late to decide to never give 
up. Earlier in his life, the Colonel was involved in 
other business ventures but they weren't successful 
and he gave up on them. However, at the age of 
65, Harland Sanders decided his chicken idea was 
the right idea and he refused to give up, even in 
spite of repeated rejection.  
    He knew that if he kept on knocking on doors, 
eventually someone would say "yes."  This is how 
Jesus has commanded us to approach life. He said, 
"Ask and it will be given to you; seek and you will 
find; knock and the door will be opened to 
you." (Luke 11:9) This verse follows a story Jesus 
told emphasizing the importance of a "never give 
up" attitude in prayers. Remember it's never too late 
to become persistent. It's never too late to decide to 
never give up. Keep on knocking. Keep on asking. 
Keep on seeking.  
    Are you persistent? Do you get up every time 
you get knocked down? Or is it getting harder, be-
cause you’ve lost your drive? Well, it’s up to you, 
isn’t it? Ask the tough questions. Take a hard look 
at what you value most. What would I fight for? 



    

 

 

     

             

 

 

 

 

 

 

 

Convention Attire 

Several folks have asked about 
appropriate attire for the conven-

tion.  “Business casual” for the 
meetings on Friday night and Sat-
urday morning -slacks, nice shirts 
or blouses—no ties or pantyhose 
required!             Formal  dress is 
requested for the Saturday night 

banquet—suits, ties, cocktail dress-
es or long gowns for the ladies.  
And of course, don’t forget to 

bring your swimsuit so you can 
enjoy the pool! 

    

The following Participating Partners excelled in their 
contribution to the success of Travelers Motor Club 

for the week ending 2/29/2012 
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Office News 

This is YOURYOURYOURYOUR newsletter!  We’d love to  

include your articles, good news,  

and sales anecdotes - just email  

them in to us! Also, if there is a  

topic you would like to see addressed,  

let us know that as well.   

Randy HaugerRandy HaugerRandy HaugerRandy Hauger        Phil HugginsPhil HugginsPhil HugginsPhil Huggins 

Ronnie Murray Ronnie Murray Ronnie Murray Ronnie Murray     

31 Members31 Members31 Members31 Members 

Shaun VanOortShaun VanOortShaun VanOortShaun VanOort 

What would I die for? Loved ones? Creature 
comforts? Mental and physical health? Sort out 
your values. When you get down to 6 or 7 
things that are most important to you in this life, 
you know what to hang your goals on.  
    It’s not an easy task to sort out your priorities. 
It takes some time. If things are tough at work, 

it’s hard not to have it tough at home, too, because 
they’re interrelated. You need to sort out your val-
ues, so you can concentrate your time and energy 
on worthwhile goals.  
 
    Remember…..it’s in your hands.     David 

  Independent Contractor Convention BonusIndependent Contractor Convention BonusIndependent Contractor Convention BonusIndependent Contractor Convention Bonus    

    

This is a bonus for all Independent Contractors 

that plan to attend the 2012 Convention in Ne-

braska City, NE. Earn $10 toward the convention 

cost for you & your spouse for every member you 

enroll - simply have weekly production starting 

week ending January 25, 2012.  

Come join the excitement at the convention!Come join the excitement at the convention!Come join the excitement at the convention!Come join the excitement at the convention!      



2011 Convention Contest                                                            2011 Convention Contest                                                            2011 Convention Contest                                                            2011 Convention Contest                                                            
((((goes through week ending  March 7, 2012 ! )goes through week ending  March 7, 2012 ! )goes through week ending  March 7, 2012 ! )goes through week ending  March 7, 2012 ! )    

Have a total of 50 primary (master) members during the contest period and share 

in a $2,011$2,011$2,011$2,011    prize pool.  prize pool.  prize pool.  prize pool.      

(PLUS First, Second and Third prizes!)(PLUS First, Second and Third prizes!)(PLUS First, Second and Third prizes!)(PLUS First, Second and Third prizes!) 

 

Shaun VanOort 54Shaun VanOort 54Shaun VanOort 54Shaun VanOort 54    

Ronnie Murray  90Ronnie Murray  90Ronnie Murray  90Ronnie Murray  90    

Bill Ragland  64Bill Ragland  64Bill Ragland  64Bill Ragland  64    

Terrell Simonson 25Terrell Simonson 25Terrell Simonson 25Terrell Simonson 25    

Robert Hicks 25Robert Hicks 25Robert Hicks 25Robert Hicks 25    

BJ Puttergill 37BJ Puttergill 37BJ Puttergill 37BJ Puttergill 37    
Phil Huggins 34Phil Huggins 34Phil Huggins 34Phil Huggins 34    

Randy Hauger 34Randy Hauger 34Randy Hauger 34Randy Hauger 34    

Carey Zwahr  24Carey Zwahr  24Carey Zwahr  24Carey Zwahr  24    
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Go for the prize!!

Go for the prize!!

Go for the prize!!

Go for the prize!!    



 

 

 
2012 Elite Retreat 

Niagara Falls—September 2012 

Earn Elite Status and earn the right to be invited to enjoy this fabulous      

retreat for you and your spouse    

Contest PeriodContest PeriodContest PeriodContest Period    

Beginning week ending January 4 through                                  

week ending August 15, 2012 

 

Who will be invited?Who will be invited?Who will be invited?Who will be invited?    

    

One Salesperson QualifierOne Salesperson QualifierOne Salesperson QualifierOne Salesperson Qualifier    

The salesperson who has the most consistent sales performance 

with 15  Deluxe or 20 Combo members each week for a minimum 

of 20 of the 33 weeks in the contest period 

Three Mentor QualifiersThree Mentor QualifiersThree Mentor QualifiersThree Mentor Qualifiers    

The mentor must have 10 members per week (330 members)     

personally produced during the contest period PLUS have new    

recruits that have a combined production of 165 members during 

the contest period.  The three top mentors with the most members 

over the 165 qualifier will earn the trip. 

    

Go to Go to Go to Go to www.niagarafallstourism.com www.niagarafallstourism.com www.niagarafallstourism.com www.niagarafallstourism.com and                                                                             and                                                                             and                                                                             and                                                                             

check out the excitement check out the excitement check out the excitement check out the excitement     

that awaits you and your spouse!that awaits you and your spouse!that awaits you and your spouse!that awaits you and your spouse!    


