
 

   The light was still on 

as I started to remem-

ber more and more 

basic things that makes 

this business exciting 

and fun. I remembered 

the most important 
thing, in your post close, 

is that you get 5 to 10 referrals from 

each person that you talk to. I even get 

referrals from the people that didn’t buy 

this time because this is a basic thing that 

helps to build your business. So now, the 

most important thing that is in my sales 

kit is my referral cards, because this 

gives me a place to go and customers to 

see on a daily basis. This is very im-

portant to me and makes my job much 

easier than door knocking, and much 

more effective.  

   My percentage of getting the sale went 

up tremendously. When you door 

knock, the one thing that you can’t over-

come is “I need to talk to my spouse”. 

The great thing about a referral card is 

that it puts you in the right place at the 

right time, in front of the right people. 

This is helping me to increase the 

amount of members that I sign up week-

ly. I may have a bad day, but if I use my 

referral system right, I should never have 

a bad week or month.  

   At the end of my presentation, after 

the customer has decided to become a 

member of TMC, I hand them a referral 

card turned over on the back side, and 

have them to write down each persons’ 
name that they would like on their mem-

bership and the address they would like 

the cards to come to, home phone, cell 

phone, email address and county. When 

the customer gives me the card back, 

then I hand them 5 to 10 referral cards, 
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   Coming back into the industry of 

sales I have learned a lot. One of the 

things that I learned was, I didn’t have 

to reinvent the wheel.  

   I spent many days, months and 

countless hours of going out into the 

field and putting in a lot of effort and 
still not getting the results that I 

would like. This made me stop and 

think, about what am I doing wrong? 

What am I leaving out? Why am I not 

being successful? After thinking and 

thinking about this, I called Mark 

Muncey and talked to him about how 

frustrated and upset I was about my 

sales and all the effort that I was put-

ting in, and not getting the results that 

I would like to see. He responded, 

“just do what you are best at. This is a 

referral based business, and you will 

be alright.”  

   When I got off the phone with 

Mark, I began to think about what I 

use to do when I was very successful 

in the past. I remembered that I start-

ed out with family and friends first, 

and then got referrals from them. 

Then the light came on, I needed to 

just go back to the basics.  

   I began to get excited, and went out 

to my car and got out some referrals 

that I had received previously from 

some of my customers. I had been 

keeping them for a rainy day. I realized 

that when you are not having fun, and 

talking to people and being successful 

at what you like to do, then it is now 
raining. So, still excited, I started put-

ting my referrals in order by town, 

city and area. So I just went back to 

the basics, and started going back to 

my referrals and my number of sales 

increased.  

 

BACK TO THE BASICS 

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!! 



 

but this time the cards are turned on the front side. I 

say to them “while I am filling out your application, 

would you be so kind as to help me educate 5 or 10 

more people such as yourself on TMC?”  I then thank 

them.  

   After going back to the basics, not only do I keep 

my cards in my kit, I also keep them in my shirt pock-
et and my pants pocket. If you are not using this as a 

referral based business, you could be missing out on 

a basic tool that helps to build your business tremen-

dously. It may be time for you to go back to the  

basics.  

   P. S. Since we can write business in any state, don’t 

be surprised if you look up and I am running a refer-

ral in your neighborhood.     ~Robert 

Phil Huggins Eric Johnson 

The following Participating Partners excelled in their contribution to 
the success of Travelers Motor Club for the week ending 9/19/2012 

Bill Ragland 

51 Members 

Robert Hicks 

26 Members 

Todd Jones 

Ronnie Murray Shaun VanOort 
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JERRY DOYLE      BILLIE JO PUTTERGILL 

 

RANDY HAUGER            BILL RAGLAND 

 

PHIL HUGGINS            RODNEY TWEED 

  

SUE JETT                    SCOTT VANLIERE 

  

RONNIE MURRAY          CAREY ZWAHR 

 

ALLAN NELSON   
 



Push Week a HUGE Success!!!! 

It was a phenomenal week , Team TMC!  Congratulations to our 

Grand Bonus winner, Bill Ragland!  

Grand Bonus Winner! 
Wins Car Detailed  

(A value up to $250.00) 

Bill Ragland 

55 Members During  

Push Week 

$1,000 Bonus Winners! 

CONGRATULATIONS to these Partners  

who pushed for “details” during Push Week! 

Bill Ragland 

55 Members 

Robert Hicks 

29 Members 
Eric Johnson 

21 Members 

Shaun VanOort 

20 Members 

Ronnie Murray 

20 Members 



 

CONGRATULATIONS   
To these Partners who pushed for “details”    

during Push Week! 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

$200 Bonus Winners! 

TMC CHRISTMAS CLUB  
 

These Participating Partners signed over 20 members this week and 

had $20.00 deposited to their Christmas Club accounts! 

 

 

 

 

 
 

Bill Ragland Robert Hicks 

Phil Huggins 

11 Members 
Todd Jones 

11 Members 

BJ Puttergill 

11 Members 

TMC WELCOMES NEWCOMER 

TODD JONES  
TO OUR TMC FAMILY!!! 


