
  (Emotion). In this case,    

  the travel reimbursement  

  or the road service reim- 

  bursement may be the 

  justification they need to  

  purchase the membership. 

 2. People want value, and they 

  want what other people see as  

  valuable. Value is not deter- 

  mined by money alone. A prod- 

  uct becomes valuable if it is per- 

  ceived as valuable – if all the 

  neighbors purchased a member- 

  ship it must be something 

  worth having! Just seeing those 

  emblems on the next door  

  neighbors’ car raises the value  

  of a membership. This leads us  

  to… 

 3. People like to touch, feel, see  

  and hear before they buy. Al- 

  though people are emotionally 

  buying “peace of mind” they 

  want something in their hand 

  when they do it. Show those kit 

  pages and hand them a emblem to 

  hold while you do it.  Engage all  

  of their senses that you can. 

 4. People like to “buy” but they  

  don’t like to be “sold”. People  

  instinctively will follow a crowd,  

  but they don’t want to be  

  pushed down the road! Show  

  people the value and guide  

  them to the point where they want 

  to buy. You can’t MAKE people 

  see the value of a membership,  
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   When you offer someone the 

opportunity to be a representative 

for Travelers Motor Club, how  

often do you hear, “I could never 

be in sales! I’m just no good at it”? 

What people don’t realize is that 

we are ALL in sales! Teachers are 

selling ideas and artists are selling 

us their views of the world (And if 

they are convincing enough, we buy 

their artwork). Parents are selling 

values, motivation, and productive 

lifestyles. (If you think your compe-

tition is stiff, think of the competi-

tion parents have – gangs, drugs, 

cellphones, the instant gratification 

of TV….) Bottom line – we all need 

to understand what makes people 

buy and hone our skill at “making 

the sale”. 
   You can have the best product in 

the world – and we do! - and still 

no one buys from you. Why?  

Understanding the psychology of 

why people buy is part of making 

the sale.  Here are a few points for 

you to consider: 

 

 1. People buy emotionally and  

  then justify their decision with  

  facts. They love their kids and  

  they want to take care of them.  

  (Emotion) They buy the Deluxe  

  Guardian membership so they  

  have personal injury coverage  

  for the kids (Justification). An 

  older couple is a little nervous 

  about an upcoming trip 

 

EVERYBODY IS SELLING SOMETHING! 

TO BE A TRUE  

PARTNER... 

Be Strong 

Be Steady 

Be Ready 

Be Respectful 

Be a Friend 

Be Secure 

Be Yourself 

Be a Performer 

Be a Family 

Be Your Best 

Be True 

Be a Success 

Be Smarter 

Be You 

Be a Contributor 

Be a Dreamer 

Be Stronger 

Be a Mentor 

Be a Hero 

Be Wise 

Be a Leader  

BE GREAT!! 



 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

TMC CHRISTMAS CLUB  
This Participating Partner signed 

over 20 members this week and  

had $20.00 deposited to his  

Christmas Club account! 
  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

but you can HELP them see how the member-

ship services will benefit them and their family. 

 

   These are a few of the ideas that we have 

picked up in visiting with some of you as we 

try to save your members and keep them on 

the books. 

 

   Remember this, the intangible you are selling 

is “peace of mind” – the tangible is a Travelers 

Motor Club membership. People will transfer 

their opinion of you to their opinion of the 

product. If you are perceived as honest, trust-

worthy, confidant, and capable, your clients 

will see the company as having those same at-

tributes. So …..life is all about “sales” – and 

the better salesperson you are – on many lev-

els- the more successful your business will be!

    ~ Ricki 

The following Participating Partners      
excelled in their contribution to the  

success of Travelers Motor Club  

for the week ending 7/11/2012 

Carey 

Zwahr 35 

Bill Ragland 

Thank you for the cards and phone calls to celebrate my 30th  

Anniversary. Time flies when you’re having fun! I also want to  

extend a special shout out “Thank you” to Ricki and the office 

staff for an awesome lunch and party! It’s a blessing to work with 

all of you and for such a great company!    ~ Janice 

CONTRACTUAL CONTRACTUAL CONTRACTUAL    

OWNERSOWNERSOWNERS  
 

JERRY DOYLE  
RANDY HAUGER  
PHIL HUGGINS  

SUE JETT  
RONNIE MURRAY  
ALLAN NELSON   

BILLIE JO PUTTERGILL 
BILL RAGLAND  

RODNEY TWEED  
SCOTT VANLIERE  
CAREY ZWAHR 

Terrell Simonson 

Carey Zwahr 
6 - 20 member weeks to date! 

“Too many 

of us are 

not living 

our dreams 

because we 

are living 

our fears.”  

~ Les Brown 





 


