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Travelers Motor Club          
Entrepreneurs Creed: “If I have to have a job . . .  I demand that I be the Employer”   

    At Travelers You are Building to Own Under the TMC Brand. 

Weekly 

Highlights 

What’s My Selling Attitude? Does It Really Show? 
Maybe I Better Look In The Mirror  

Before I Knock On The Door   
even display your pictures so every-
one can see you. Probably the most 
important characteristic terrific sales-
people bring with them is how they create trust 
and then how they sell themself. While self-belief 
doesn’t guarantee a sale, it always increases the 
probability of success and it certainly comes 
across as genuine. I remember talking with BJ 
and Terrell, they shared that no matter how 
down they feel, or if their day hadn’t been going 
the way they intended… out all day and no one 
buying… they said  “If you walk in the door with 
a “poor me, nothing’s going my way” attitude, 
then you are doomed to failure. If you don’t be-
lieve in yourself then the customer will not be-
lieve in you either, nor will they believe what you 
say, and your doubt will become their doubt and 
doubt does not lead to the sale.”  
   When you love what you do… when you think 
of your “job” as a wonderful career… something 
that causes you excitement to be able to get up 
and start each day feeling “This will be better 
than yesterday… Oh boy… what a day this will 
be!” Aren’t you proud? You’re building your own 
business! Maybe even recruiting and mentoring? 
It doesn’t get any better does it?  
   Let’s talk about pride for a minute. There are 
two forms of pride. One associated with arro-
gance and self-righteousness (those who think 
they are better and wiser than the other guy ap-
proach) is probably why it’s called one of the 
seven deadly sins, it can be a very selfish thing. 
BUT, PRIDE PLACED OUTSIDE YOURSELF is an 
important attitude that communicates and trans-
mits itself to your customers. Here’s what I 
mean… first, you should be proud to work with 
TMC, creating future wealth as a franchisee. You 
should be excited to tell others about your work, 
and what opportunities are available. Secondly, 
you should be proud of what you are selling and 

   Since we have returned from the convention, 
I’ve had the opportunity to talk with a number of 
our sales people. And what I’m hearing are pow-
erful and uplifting words that say the same 
thing… “We are having more fun and truly love 
what we do because we have found the most 
exciting company to represent!” Pretty amazing… 
but, what I find interesting is that they are con-
veying a loud and clear message of what I call a 
powerful selling attitude. After all, isn’t that one 
of the premier qualities we should affirm for our-
selves? “I am a powerful salesperson”, “people 
listen to me because I am honest and sincere”, 
you say that over and over to yourself and sure 
enough, you become what you think about. It’s 
a belief, a natural and automatic behavior we 
bring to each and every person we meet. In 
other words, it’s who we are and a vitally impor-
tant part of each one of us. What these sales 
people shared with me is that good selling and 
the ability to have a high persistency rate re-
quires that you understand the product well and 
work to ensure the customer sees and under-
stands the value of what TMC does for them. But 
beyond all that, the secret of a good salesperson 
is about what goes on inside their head before 
they walk in the door. My summary of their dis-
cussions was, above all, selling is an attitude. It's 
the importance of how YOU think and feel. It's 
about your whole approach to yourself, your 
company, your product and, of course, your cus-
tomers. All of this can be condensed to two 
words: Confidence and Pride.  
   Confidence… wouldn’t you agree that the basis 
of all successful selling is confidence? This does-
n’t mean blind hope – it’s all about how you 
think about yourself and the future. Look at the 
newsletters, each and every week we acknowl-
edge confident people who believe in them-
selves and their abilities to sell. Gee whiz, we 



    

 

 

     

             

 

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

for the week ending 4/11/2012 

 
 

OPTIMISM: 

A cheerful frame of 

mind that enables a tea 

kettle to sing, though in 

hot water up to its 

nose! 

Robert Hicks Shaun VanOort 

what our services provide… to me, it’s a privilege selling such a fine product and surely it should 
make you very gratified as well. As with pride in the company, an intrinsic pride in the product is a 
powerful motivator, both for you and for your customer.  
   Finally, a selling attitude is a caring attitude. Rather than just hard selling our product to custom-
ers and have them cancel when you leave, if you want them long term, continuing to renew, you 
should care about them and their problems. Be proud of how our product helps them. As Shaun 
was telling me, “Self-belief and an optimistic approach leads to a “can-do” attitude which means you 
will get out there and create the sale through your thoughts and actions.” He went on to say, 
“Belief is not enough, you've got to put in the work too.” Maybe that’s why every knock on the door 
is “show time”.  
         Remember, it’s in your hands.   ~   David 

Are you going to be a qualifier for the 

2012 Elite Retreat? 

Don’t miss being in Niagara Falls in       

September 2012! 

One salesperson will qualify!                            
(The salesperson with 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 Mentors will qualify!!                             
(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.)   

 

Go to www.niagarafallstourism.com and check out the 

excitement that awaits you and your spouse! 



Spring Fling Push Week! 
Just like “April showers bring May flowers”, this  

Spring Fling contest will make your financial garden GROW!! 
 

Bonus period : 

Monday, 4/16/12 through Saturday, 4/21/12 
 

The Bonus 

Write 15 new members during the bonus week…. 

Win $200.00! 

Write 10 new members during the bonus week…. 

Win $100.00! 

GRAND BONUS 

The partner with the most members over 20…. 

Wins an additional $200.00!!! 

Rules: 

 New business only. 

 Applications must be written and effective 

dated 4/16/12 through 4/21/12.   

 Any applications that are written during 

this time as TDC’s, must have a TDC date no 

later than 4/21/12. 



 

 

 

 

Quarterly Career Building Contest 

 Contest period—Week ending April 4, 2012 –June 27, 2012 for any 

participating partner that is not a Contractual Owner. 

 This $5,000 pool will be based on Primary (Master) members.  Your per-

centage of the pool will be determined by your number of Primary  mem-

bers  enrolled  over the quarter  by  you personally. 

 In order to qualify for this bonus, you must have a minimum of forty (40) 

Primary members over the thirteen week quarter. 

 No new hire brought on in the last six (6) weeks of the quarter will qualify 

for that quarter’s pool. 

 For a new hire to qualify for the pool, they must remain active throughout 

that entire quarter. 

 

Mentoring Contest 

 Contest period—Week ending April 4, 2012 –June 27, 2012 for any 

participating partner  

 $1,000 prize will be awarded to the mentor that has a new  recruit with 

the most total members over 20. New recruit must be hired during the 

contest period.  

 

2nd Quarter 2012 

Contests!! 


