


This was the last week of Q3 
and there were SO MANY incentives 
going on! I had already won The 
Legacy Group trip to Mexico, but I had 
just had my lowest week in sales 
since I started (I think in sports they 
call that an “emotional letdown”) so I 
was a little behind on my monthly 
goal. It was also the last week of 
Round 1 of the Knockout Competition 
($1,000 on the line) and there was a 
Trainmore bonus going on (another 
$500 bonus for an Eagle!). 

I looked at the numbers and 
knew I needed $11K to hit my monthly 
goal, which would also get me the 
Trainmore Eagle bonus and give me a 
pretty good shot at knockout. I knew 
that if there was ever a week to work 
extra hard for an Eagle, this week it 
was definitely worth it.

The Common Denominator of 
Success says that failures are 
influence by “pleasing methods” are 
ok with whatever results they get by 
doing what they feel like doing.  On 
the other hand, successful people are 
influenced by pleasing results and are 
willing to do some things they may not 
“like” to do in order to achieve their 
goal or purpose.  I knew which person 
I wanted to be!

My days were pretty 

consistent, just very high activity (50 
hours worked). This was definitely my 
best week ever in demos (37), families 
protected (23) and policies (46). I 
didn’t sell any super large policies. It 
was just volume which was great 
because that’s what the clients 
wanted and could afford. Having a few 
group demos really helped, because I 
was able to stay in one place and go 
around talking to people instead of 
getting back in the car. 

Some other things that really 
helped me was showing lots of photos 
- taking selfies with everyone I protect 
pays off when I can show them to new 
prospects, and they recognize a few 
people. They figure that if their cousin 
and coworker got this, they should 
too!  People generally trust the people 
they’ve known for a while more than 
the salesperson they just met!  
Another thing that was helpful with 
knowing how hard to push was 
signing up for the text alerts. That let 
me know if a policy from a few weeks 
ago was pended or termed, which let 
me know how much GAP to subtract 
from the week. If I hadn’t been signed 
up for that, I wouldn’t have been 
aware and  would have fallen short of 
my goal.

Momentum is a powerful 
thing. I am usually more tired than I 
was this week, but I think I was so 
excited that things were going well 
that I was radiating positive energy 
and I was more fun to be around. I 
definitely notice that prospects like me 
better when I’m extra happy!  Another 
technical thing I did was shorten my 
demo. I really pared it down to the 
sales talk, tried to cut out anything 

extra I had added. This allowed me to 
get to more people than I normally 
could demo in a day. 

Also, earlier that week I 
googled “cancer stories” in my 
territory. One that came up was a 4-
year-old girl who lost her battle with 
leukemia after 11 months. When I sat 
down with the GM of a restaurant and 
asked her who the closest person to 
her who had gone through one of 
these things, she brought up that 
same little girl - it was her niece. Even 
though I did not live here two years 
ago when that happened, knowing the 
local stories makes me so much more 
a part of the community.

This week was great for 
shattering belief barriers. I ended up 
winning all of the bonuses I had been 
going for! I know now that if I am able 
to set up some groups that many 
demos can happen in a short period of 
time, and my closing percentage has 
improved (with a lot of practice) which 
helps greatly. The best thing we can 
all do is work on our demo continually 
until we can do our best in a timely 
and efficient manner, and continually 
work on our attitude so that we are 
just awesome to be around. With a 
great product and an awesome agent, 
families will most definitely be 
protected!
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The longer I do this career, 
the more I realize the role of our 
attitude. Victor Frankl calls this “the 
last of the human freedoms - to 
choose one’s attitude in any given set 
of circumstances.” Life happens, 
largely out of our control, and most of 
the time it is neither an objectively 
positive or negative thing, it’s just 
happening. Our perception of an event 
can drastically shape how we respond 
to it, and we get to decide that every 
day! Often times it is easy to be upset 
when our plans fall through, but we 
can perceive the same event as an 
opportunity to experience something 
better.

So this week I had done my 
best to set up enrollments, 
appointments, and referrals. I had 
been saving up referrals for this one 
town until I had enough to warrant a 
trip over there. On Monday, I also set 
up several mini enrollments in that 
town. Throughout the week I had quite 
a few of those cancel and I found 
myself left with a choice: drive all the 
way back to my territory, or observe 

the five minute rule and go to the next 
business on the right. I chose the 
latter. Most of my families protected 
this week were cold calls not in my 
territory - totally the opposite of what I 
had planned! It’s easy to be upset 
when that happens because who 
wants to go cold call when you had 
enrollments planned? But I just kept 
telling myself, “I am exactly where I 
am supposed to be right now, 
everything is happening for a reason.” 
The people who I cold called needed 
me and I was there for them.

One goal I set for myself this 
week was to do more demos than I 
normally do. I set a certain number in 
my head and then did not leave the 
field each day until I had hit that goal. 
Sometimes it was pretty late when I 
got that last one in, but usually the last 
demo resulted in a family protected. 
Another thing I did every night was go 
to the library after my last demo and 
write my thank you notes for the day, 
plan my stops for the next day, enter 
my stats, and put my new clients into 
my phone. Getting all that done before 
I went home helped me be more 
organized and recharged for the next 
long day in the field.

One technical thing I focused 
on was using our response system 
exactly as it is taught. If someone has 
sat through a whole demo, chances 
are they have a need. We do them a 
disservice by letting them go without 

making sure they understand how this 
could help their family. The rebuttals 
aren’t meant to be pushy, but it’s all 
about how you deliver them. If you are 
empathetic and sincere, giving them 
new information to make a new 
decision, then it’s not pushy at all. It 
doesn’t work 100% of the time but if 
you’ve already done a whole demo, 
it’s absolutely worth it to take the extra 
two minutes to make sure they make 
the best decision for their family. 
People have different buying styles -
some people are very emotional and 
some people are a little more logical. 
Our responses touch on all of these 
bases to help all types of clients. We 
have a proven system here at Globe 
Life Family Heritage Division, and it is 
up to us to learn how to maintain a 
positive attitude! 
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My first travel Trainmore was 

quite the experience! I learned a 
great deal and I think most of it can 
be implemented on home turf as 
well. Kasey Fine and I joined part of 
The Santos Agency in Alabama and 
we shared a turf, a relatively small 
town with very few existing 
policyholders. 

It all started before 
the Trainmore even 

began. Andy 
hosted a 

conference 
call the Friday before we 

traveled, where the 
Trainmore veterans got 
to share their tips, what 
to expect, and answer 
questions. Austin Nice 
recommended that 

everyone google 

their names list in addition to 
researching the territory, and since 
we had so few names we did a pretty 
deep dive. That move was pivotal to 
our success. On Monday morning 
Andy reminded everyone that the 
first two days were all about meeting 
people and setting things up. I guess 
I expected to have consistent 
production every day so Monday and 
Tuesday were pretty exhausting with 
maximum contacts and demos and 
very few families protected. Kasey 
and I teamed up for a few hours to 
go say hi to the “power names” so 
we were able to introduce ourselves 
to the Sheriff and Chief of Police and 
get their stories. Another new thing 
we did was collect and show 
business cards of all the power 
names we spoke with, even if they 
did not buy. Definitely helped keep 
track of all the new names!

The week really picked up 
on Wednesday morning when we did 
a group presentation at a real estate 
office where one of our policyholders 
worked. We had done our homework 
and there were plenty of local 
cancer, heart, Covid and accident 
stories and Go Fund Me accounts in 
that little town, and by incorporating 
those stories we let the realtors know 
that we were truly a part of the 
community and that IT’S TIME to get 
protected. (It also doesn’t hurt that 
realtors are self-employed so their 
health insurance is often expensive 
so our premiums seemed super 
affordable by comparison!) We spent 
a good part of Thursday and Friday 

following up with all of them. I’m not 
saying real estate agents are the 
keys to success, but I am saying get 
to know your names list, find out 
where they work, and go re-service 
them and their coworkers, and know 
local stories!!!

Andy reminded us that 
“Trainmores really start on Thursday” 
and in this case that was really true. 
Although it felt as though we weren’t 
making much traction early in the 
week, things started to fall into place 
later in the week. I wanted to give a 
big shout out to Lauren LaFavre from 
The Ellingson Agency who first 
encouraged me to do a travel 
Trainmore, to Kasey Fine for going 
on this adventure with me, to Andy 
Santos for graciously allowing us to 
tag along with his awesome team, to 
Austin Nice for giving some seriously 
pivotal tips, and to Van Davenport, 
our AO, for cheering us on from 
home! We don’t usually travel for 
Trainmores but everything we did 
this week can be implemented in our 
home turf. And remember, don’t ever 
give up on a week!
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