
 

of his/her profession, and 

every salesperson so inclined 

will eventually build them 

into his/her routines. That 

means, equipped with this 

wonderful characteristic and 

given enough time, they are going to be 
successful. It is inevitable.  

   For example, successful salespeople 

deal successfully with adversity. They 

don’t let failure knock them off the path. 

They see failures and adversity as tem-

porary stumbling blocks, and bounce 

back from every defeat. This is such a 

pronounced characteristic of successful 

salespeople that some authors hold it up 

as the single most outstanding character-

istic of successful people.  

   It is this characteristic that causes 

them to make the second sales call after 

having been rejected in the first. It is this 

characteristic that stimulates the sales-

person to approach just one more pro-

spect, or visit this family one more time, 

in spite of having failed previously. It is 

this characteristic that prods the sales-

person to bounce back from a failed 

marriage, a financial reversal, a bad expe-

rience with an employer, or a manager 

with whom he doesn’t get along.  

   Motivated by his/her desire to suc-

ceed, and equipped with the ability to 

learn, they see adversity as just another 

learning experience, and become more 

focused, wiser and more committed as a 

result.  

   Another important, but sometimes an 
overlooked characteristic is “the ability 

to focus”. This is particularly important 

in today’s turbulent economy. There are 

so many “things to do”, so many oppor-

tunities and demands on our time, the 

unfocused salesperson can squander 

Volume 9, Issue 40 

October 3 2012 

Volume 9  

TRAVELERS MOTOR CLUB 

   Are successful salespeople made or 

born? It is the eternal question: the 

sales director’s version of nature ver-

sus nurture.  

   Last article I started out with this 

statement. The first characteristic that 

I see among successful people is this: 
They truly want to be successful. This 

isn’t as simple and self-evident as it 

sounds.  

   The world is mostly populated by 

people who don’t want to be success-

ful – at least not if it is going to cost 

them anything. Then I went on to 

write: Success is almost always the 

result of a consistent, long range in-

vestment of time and energy on the 

part of the successful person. You 

must give something up if you want to 

be successful. So, let me give you a 

couple of characteristic that are equal-

ly important, but perhaps not as well 

discussed.  

   Probably one of the most helpful 

characteristics is “the ability and 

propensity to learn.” For salespeo-

ple, let’s define learning as exposing 

yourself to new ideas, and then chang-

ing your behavior in positive ways as a 

result. Thus, a successful salesperson 

is always looking for the next good 

idea, and continually experimenting 

with practices and behaviors that are 

designed to give him/her the best re-

sults.  

   Although the desire for success sup-

plies the energy, drive and motivation, 
the ability and propensity to learn is 

one key way that motivation express-

es itself. Following this life-changing 

practice means that eventually every 

success-seeking salesperson is going to 

become exposed to the best practices 

 

HAVE YOU EVER THOUGHT ABOUT THE  

SUCCESSFUL CHARACTERISTICS OF SELLING? 

Awards     

Retreat !!! 
 

Watch this column to 

see who has qualified 

for the Awards       

Retreat In  March 

2013!! 

 
Who will  be the next 

person to join          

on an all expense paid 

trip to Branson     

Missouri?!! 

Bill Ragland 

Post office is 

closed Monday, 

October 8,  2012 

For  

Columbus Day 



“Stop Knowing. Start Doing”          

       Submitted by   Shaun VanOort 

much of his/her day reacting to the unessential time 

wasters that suck the energy out of what should be 

rewarding and prosperous days. Remember the mov-

ie “City Slickers?” When asked his secret for living a 

successful life, Curly held up one finger, “One thing” 

he said. “Focus on one thing and do it well.”  
   Very few people can do more than one thing ex-

ceptionally well. Sales and especially your career 

building the TMC brand is an incredibly sophisticated 

profession wherein real, long-lasting success takes 

years of disciplined work and a high degree of manag-

ing your time and paperwork. Doesn’t it make sense 

especially when you are building your own business? 

Successful salespeople know that, and stay focused 

on the basics of their career, and the practices and 

principles that they know will pay off. Ask Sue, Ron-

 

Congratulations 
SHAUN VANOORT!! 

Shaun has reached his $25,000  
Protected Residual Renewal Status!   

nie and Phil, see what they have to say. Then ask 

Bill and Dan, and you’ll hear the same. They know 

and that’s why we are so proud about what 

they’ve done.  

   Keep this in mind… successful sales people are 

enthusiastic. They are almost always in a positive 

mood - even during difficult times - and their en-

thusiasm is contagious. They seldom talk poorly of 

the company or the business. When faced with 

unpleasant or negative situations, they choose to 

focus on the positive elements instead of allowing 

themselves to be dragged down. And why should 

they, they aren’t just working a job, they are plan-

ning their future in a career with TMC, growing 

their own business.   

   Remember, it’s in your hands.      David 



 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

TMC CHRISTMAS CLUB  
 

These Participating Partners 

signed over 20 members this week 

and had $20.00 deposited to  

their Christmas Club accounts! 

 

 

 

 

 

 

The following Participating Partners excelled in their contribution to 
the success of Travelers Motor Club for the week ending 10/3/2012 

Bill Ragland 

57 Members 

Shaun VanOort 

Robert Hicks 

 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 

Phil Huggins 

27 Members 

Bill Ragland 

Phil Huggins 



4th Quarter 2012 Contest!! 

Quarterly Career Building Contest 
 

 Contest period - Week ending October 3, 2012 - December 

26, 2012 for any Participating Partner that is not a  

Contractual Owner. 

 This $5,000 pool will be based on Primary (Master)  

members. Your percentage of the pool will be determined by 

your number of Primary  members 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. 

 


