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I’ve been thinking about my past 

conversations with a few of our 

salespeople.  Their concern re-

garding setting goals and stretch-

ing themselves, and the feeling 

they were having as they began 

to make progress.  You see, 

when you move from what 

you’ve become used to, to 

something different you affect 

your comfort zone.  Here’s what 

I mean, sometimes we get used 

to things being a certain way 

without really thinking much 

about it.  We develop a comfort 

zone that has far more to do 

with familiarity and routine than 

conscious choice.  It’s been said 

that people can get used to al-

most anything-----if it happens 

gradually and incrementally, if it 

goes on long enough, or if the 

pressure to adjust is great 

enough.  After all, when we delib-

erately decide to go after 20 

members, or the contest to win 

the elite retreat, aren’t we saying 

“it’s time to change my internal 

picture of what I’m worthy of?”  

Isn’t that the first step in chang-

ing our comfort zone? 
Let me give you an example, did 

you ever move into a new house 

or apartment, and 

as you looked 

around the place 

you thought about 

all the changes you 

were going to 

make.  “We’re go-

ing to fix that cracked window, 

and those drapes will definitely 

go.  We’ll have to put up new 

shelves in the closet and get rid 

of that stained countertop.  We’ll 

replace those missing switch 

plates and repair the sagging front 

porch step.”  But weeks went by, 

and then months.  Next thing you 

knew, you had been living there 

for five years, and you hadn’t 

done any of those things.  What’s 

more, you didn’t even notice 

them anymore.  You had become 

so used to them, you’ve built a 

blind spot to them. 
Then, your in-laws call from out 

of state and say they want to 

come for a visit.  Pow!  Instant 

alertness….holy cow…..what are 

we going to do?  Suddenly, all 

those things you’ve gotten used 

to are jumping out at you.  They 

were good enough for you, but 

they aren’t good enough for the 

image you want to present to 
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your in-laws.  Within days, you have amazed 

yourself with what you’ve accomplished----

practically a complete makeover on the 

house.  You’ve cleaned it from top to bot-

tom, painted, bought new drapes, fixed eve-

rything that was broken and added new 

sheets and towels. 
But what happens after your in-laws go 

back home?  Do you retain those high 

standards of cleanliness, order, and good 

repair?  Or, do you gradually, week by week, 

month by month, slip back into old ways, 

letting broken things stay broken, letting 

dirt and disarray take over again?  In my ex-

perience, what you do will depend on 

whether the alterations you made were 

purely external, or whether, in the process, 

your internal comfort zone changed. 

I think I’ve used this example before…..if 

so, here we go again.  Let’s say you have a 

salesperson that is used to earning $4000 a 

month.  Suddenly income drops to $2000 

so they get busy generating sales to correct 

for the mistake.  Well, the same thing is like-

ly to go on when a $6000 month occurs, 

too.  “That’s not like me, “their subcon-

scious says.   It doesn’t match their internal 

self-image but, instead of not being enough, 

it’s too much.  So, on a subconscious level, 

they get very creative about correcting for 

the mistake.  They buy things they don’t 

need to eat up the extra money.  They take 

an expensive vacation.  Or they decide to 

kick back for a while and take it easy, think-

ing, “After all, I deserve a break.”  The next 

thing you know, their earnings are right 

back in the $4000 groove where they feel 

most comfortable, and they write off the 

$6000 month as a lucky accident.  Why 

don’t they reset their internal picture of the 

$6000 as the “new standard” and enjoy the 

rewards.  Don’t you think you can do more 

for your family or help your adult children, 

or grandchildren, or church with the in-

creased income?  Ask yourself this ques-

tion…….what have I gotten used to, 

and is good enough? 
What I want you to know is that successful 

sales people are passionate. They love their 

company and they exude this pride when 

talking about their products and services. 

The more passionate they are about their 

career, the greater the chance they will suc-

ceed. The reason for this is simple—when 

you love what you do you are going to put 

more effort into your work. When you are 

passionate about the products or services 

you sell, your enthusiasm will shine brightly 

in every conversation. If you aren’t genuinely 

excited about selling your particular product 

or service, give serious consideration to 

making a change. You are not doing yourself, 

your company or your customers any favors 

by continuing to represent something you 

can’t get excited about.  Remember, this is 

your business, you are building a enterprise 

similar to a franchise…….why would you 

allow yourself to get used to anything but 

the best?   

Next week we’ll talk about building your ca-

reer…….not a job, but your career.  We’ll 

look at the challenges of recruiting and hir-

ing and how to deal with your recruit’s ina-

bility to see the same picture you do.  Have 

a great week………………..remember, it’s 

in your hands.                      ~David 

There is no point at which you can say, "Well, I'm successful now. 

I might as well take a nap."                                 ~Carrie Fisher 
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BJ hosted another sales meeting for 

her team on July 2, 2012 in Kearney, 

Nebraska.  As 

you can see from 

the pictures, BJ 

was showing her 

usual enthusiasm 

for the business 

as new Partner, 

Sonya Hogan looks on.  Gene gave a 

presentation and it appears that Jodi 

Newtson and Christina Smith were 

paying close attention!  Terrell Si-

monson was co-host and meeting 

photographer.  Great job, Team! 

 

 

 

As most of you know, Janice Faison recently cele-

brated her 30th year of working with Travelers Mo-

tor Club.  What an asset she is to your company!!

Not only does Janice deal with the claims in an effi-

cient and compassionate manner, but she is also al-

ways willing to step in and pick up other office du-

ties when needed.    Every member of the office 

staff plays an integral part in keeping TMC rolling 

along, but Janice and Norma’s historical background 

with TMC really gives us a depth of knowledge that 

is invaluable. We celebrated with a combination An-

niversary/ Fourth of July Party  on July 3, 2012.              

Good times were had by all! :) 

Congratulations, Janice!! 
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