
 

Do you know how 

many members 

you  need to 

average per week 

to  qualify? 

Don’t miss an  

all-expense paid 

trip to Branson  

Missouri in  

March 2013!!!  

Qualifiers…. 

 

 

 

 

Will your photo be 

next? 

 

trust and credibility? How 

did they overcome often 

deep-seated skepticism? How did they 

persuade others to their point of view?  

   The one thing in common was... they 

all told stories.  

   Lots of stories. Stories that 

demonstrated how others had 

successfully achieved results by using 

their services or solved their 

immediate concern or problem. Stories 

that proactively addressed objections 

or apprehensions, whereby the 

prospect became comfortable. Stories 

that made it easy for others to refer 

them to their friends and colleagues. 

Stories that built credibility and 

reduced skepticism. Can you see why I 

internalized what I read? I remember 

talking with Carey, and how he said 

his story telling has helped him over 

the years. Same goes for most of 

you… once you get comfortable with 

your questions and then telling your 

story to make the point. Randy 

reminds me all the time about his 

recreational stories and how his 

customers relate. I think Randy 

embellishes… I bet his customers do 

too. But they still love him.  

   Now, there’s a point that needs to be 

made here, this isn’t a story telling 

contest or marathon, you use them 

wisely. Successful sales people listen. 

Most sales people will ask a question 

then give their customer the answer, or 

continue to talk afterwards instead of 

waiting for their response. Great sales 

   Why are some people so good at 

selling while others so obviously 

bad? The reason is that successful 

sales people tell stories and the not so 

successful don't. I remember reading 

an article in Fortune magazine many 

years ago. Fortune decided to do an 

article on selling and it immediately 

caught my eye, but more importantly 

it taught me a lesson I’ve never 

forgotten.  

   The question they set out to answer 

was; why were some people so good 

at selling while others so blatantly 

bad? To arrive at the answer the 

writers interviewed two-dozen top 

sales performers across a broad 

spectrum of industries. Among those 

who were interviewed were financial 

advisors, insurance producers, 

executive recruiters and a wide 

variety of consultants and high-value 

service providers. Here's what they 

learned.  

   The most successful sales people 

sell without it ever being apparent 

that they are in fact, selling. There's 

nothing obvious or obnoxious about 

their presentation. No Trial Close, 

Ben Franklin Close or Take Away 

Closes. They sold, but they sold 

invisibly. Moreover the Fortune 

article concluded that the more you 

are marketing and selling high-value 

services, the more important it is to 

be able to sell invisibly. So what 

exactly does this mean? How did the 

top performers go about building 
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“You can get anything you want as long as you are willing 

to pay the price. You can even get success, but you'll never 

get it if you wait for someone to bring it to you. You have 

to get up and get it yourself." Awesome!  

   Remember what I’ve been writing about over the last few 

weeks… successful sales people are avid goal setters. They 

know what they want to accomplish and they plan their 

approach. They make sure their goals are specific, 

motivational, achievable yet challenging, relevant to their 

personal situation, and time-framed. They visualize their 

target, determine how they will achieve their goal, and take 

action on a daily basis. From your perspective as owners of 

your own business selling the TMC brand, can you see how 

important this is to help you grow your business and career? 

Keep telling your stories and building those relationships, 

because when you do, you confirm the Fortune magazine 

article. Way to go. One thing is for sure… you’ll never get it if 

you wait for someone to bring it to you.  

   Remember, it’s in your hands.                                                               

~  David 

people know that customers will tell them everything they 

need to know if given the right opportunity. They ask 

questions and listen carefully to the responses, often 

summarizing their understanding of the customers' 

comments. They have learned that silence is golden.  

   Speaking of stories, I heard this great one about this old 

grandfather who came to America from Eastern Europe. 

After being processed at Ellis Island, he went into a cafeteria 

in lower Manhattan to get something to eat. He sat down at 

an empty table and waited for someone to take his order. Of 

course, nobody did. Finally, a woman with a tray full of food 

sat down opposite him and informed him how a cafeteria 

worked.  

   "Start out at that end," she said. "Just go along the line and 

pick out what you want. At the other end they'll tell you how 

much you have to pay."  

   The grandfather learned an important lesson, he would go 

on to tell everyone he got to know “I quickly learned that's 

how everything works in America," "Life's a cafeteria here.” 

 

 

These Participating Partners signed 

over 20 members this week and had 

$20.00 deposited to their 

Christmas Club accounts! 

Post Office will be closed 

Nov. 12, 2012 in observance 

of Veterans Day. 

________________________________ 

 

The Home Office and  

Post Office will be closed  

Nov. 22-23, 2012 in 

observance of the 

Thanksgiving holiday. 

Successful Sales People . . .  Cont’d 

New Member TMC Christmas Club 
Office News: TMC Christmas Club 

Bill Ragland Ronnie Murray Phil Huggins 
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The following Participating Partners contributed to the success of  

Travelers Motor Club in week ending 11/7/2012 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Ronnie Murray 

 24 Members 

Bill Ragland  

55 Members 

Robert Hicks 

 

Joshua Norris  

 

Jerry Hughes 

Quarterly Career Building Contest 

4th Quarter 2012 Contest  
* Contest period - Week ending Oct 3, 2012 - Dec 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.   

Phil Huggins 

 29 Members 

Sarah Eudy 
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Double Down to  

Convention Blitz!  

Week Three Winners Are … 

 

 

 

 

 

 

 

 

TMC Welcomes Newcomers 

 

 

  

 

to Our TMC Family!! 

Robert Hicks 

$1000 

Bill Ragland 

$1000 

Ronnie Murray 

$1000 

Phil Huggins 

$500 

to these TMC partners who “Doubled Down” for all three 

weeks of the contest for a total of $1,750!!!! 

Special Congratulations  

Robert 

Hicks 

Ronnie 

Murray 

Bill 

Ragland 

Sandra K Jones-Cooper Linda Saunders 

Don’t forget the 4th Quarter 

Mentoring Bonus! 

$1,000  

to the mentor that has a new 

(hired this quarter) recruit with 

the most total members       

over 20.   

Build your business and help 

someone else build theirs, too! 


