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M ON TH L Y  Q U O T E S  

 If You Want More, Get Better 
 
Pittsburg Steelers linebacker James Harrison is not about to get a trophy from the Awards and Personalization 
Association.  
 
Harrison wrote on his Instagram account that he was taking away participation trophies awarded to his 6 and 8 
year old sons until they “EARN a real trophy.” 
 
Harrison is raising his kids right. When he came home and found each of his two sons holding a shiny partici-
pation trophy, he snapped a photo and posted it to Instagram along with a message that is gaining him the ad-
miration of parents across the nation. The message immediately went viral. 
   
Although he is proud of his sons and their accomplishments, Harrison wants them to understand that in the real 
world, you don’t get a trophy just for showing up. Along with the snapshot was the announcement that he will 
be returning the trophies to Next Level Athletics.  
 
“I came home to find out that my boys received two trophies for nothing, participation trophies!” says the    
Instagram post. “I’m sorry I’m not sorry for believing that everything in life should be earned and I’m not 
about to raise two boys to be men by making them believe that they are entitled to something just because they 
tried their best."   
 
Harrison is right on.  
 
Life is not always fair. In fact, according to the first line in Scott Pecks book The Road Less Traveled, “Life is 
difficult”. 
(continued on next page) 
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“Our greatest battles are with our own minds.” 
 
   ~ Jameson Frank 
 
“Drama does not just walk into your life. You either 
create it, invite it in or you associate with people who 
love to bring it into your life.” 
 
   ~ Author Unknown 
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You can work your hardest, try your best and expend every ounce of energy you have and still not win.  

 
That’s just the way life is and the earlier in life kids find that out the better. Things will not always go your way. Heck, they 
may not even go your way most of the time. 
 
The great tragedy is that in modern day America, many think that kids should be protected from reality and live instead in 
some kind of la-la land where everything is perfect and where disappointments and failure are to be avoided. 
 
Today’s young adults have been sold a bill of goods that they are special and the world owes them something just for being 
themselves. As a result, they have no idea how to deal with adversity, rejection or failure. 
“The whole idea is to protect that kid and, ultimately, it’s a disservice. What kids need is skill building. Help them do what 
they’re doing and do it better”, says Ashley Merryman, co-author of Top Dog:  The Science of Winning and Losing.        
 
Says, Merryman, “The benefit of competition isn’t actually winning. The benefit is improving.”  
 
Since I write about sales improvement, let’s talk about how this applies to sales. 
 
First off, sales is a profession where failure is encountered far more often than success. Most in the business have no idea 
how to handle this. They mistaken think that everyone they call on should welcome them with open arms and be glad to see 
them. They are shocked when most they encounter could give two hoots in hell about them or what they have to say or what 
they are selling. Their reaction when they encounter this is to quit and feel sorry for themselves instead of using this experi-
ence to improve themselves and their skills. Yes, it is hard to buckle down and go to work on skill enhancement and per-
sonal development, but hey quitting or giving up when you experience failure is no way to succeed. 
 
Second, far too many in sales have this great need for approval from others. Since birth they have been fawned over and 
told they are special - hey they got blue ribbons and trophies that reinforce that.  This need for approval gets in the way of 
them asking powerful, penetrating and piercing questions that may make prospects uncomfortable. The result is that instead 
of closing, which risks being rejected, they resort to “just visiting” hoping that the prospect will like them and buy from 
them. 
 
Big mistake. 
 
Third, there is a certain entitlement mentality that comes from thinking that just being you and doing your best should re-
sult in some reward. Unfortunately, often your best is not good enough to separate people from their money. If your best is 
not good enough, you have two choices: quit or buckle down and get better. Most take the former route. 
 
Fourth, you learn more from failure than you do from success. Failure is to be embraced and viewed as a teacher not some-
thing to be avoided. We have been taught, incorrectly, that failure at selling means that we are an inadequate human being 
or are somehow defective. The truth is that being ineffective at selling means that you suck at selling, period. It does not 
mean that you suck as an individual. People have this all mixed up and, as a result, develop head trash and feelings of guilt 
and inferiority. 
 
I have been asked many times “what is the most important thing I can do to increase my sales and increase my income”? 
The answer is always the same “go to work on yourself because you are earning exactly to the penny what you are worth.”  
 
If you want to earn more get better at what you do. 
 



Jake’s Chronicles… 
 

 
 
 
 
 
 
 

          
 
 
 
Well, it is officially the beginning of a new academic year—at least in the 
Jake World. I can tell because those odd yellow buses are rumbling up and 
down “my streets” and there are woeful looking children huddled on the 
street corners during the early morning hours.  
 
Of course, I am doing my best to encourage them by sending them on their 
way with a fortifying lick and heartening wag of the tail. 
 
The Jakester’s work is never done. 
 
In addition to the back to school hub hub, there has been great hustle and bus-
tle around the Clark Casa. Charleen celebrated the beginning of her seventh 
decade in grand style. The house was filled with company and laughter and 
great excitement.  
 
She seems exactly the same to me, but Steve suffered a minor setback days 
after the event. Suddenly, without provocation, he will shout out….”you can’t 
get on a ladder because you are 70 years old. “...or “if you fall and brake 
something it may not heal”!! This happens if she is nowhere near a ladder or 
even in an upright position with no danger of falling. It has baffled everyone a 
bit, but we are mainly ignoring him and assuming that this too shall pass.  
 
Charleen did whine a bit that she did not receive any power tools as gifts. 
This really makes Steve really foam at the mouth. Hey, she has her own 
Lowe’s card and he has to go out of town sometime. 
 
The other unusual event here is that a massive Peahen has taken up refuge in 
our neighborhood… or at least on top of Steve’s truck. They negotiate when 
he wants to drive it. I think he should take her for a ride, but as I mentioned 
earlier, he gets excited about things like that. I have decided not to acknowl-
edge the creature, although she does seem to fit with our zoo like domain.  
 
Oliver, the cat, however, is terrified by her. I personally think that he has a 
guilty conscience because of all of the woodland creatures he has terrified or 
devoured. It really is rather amusing. 
 
School buses, old people, Peahens...my life is full. The common thread here 
is that I, Jake the Wonder Dog, am quite capable of handling new experiences 
and daily challenges with grace and aplomb. I am able to do all of this be-
cause I always have a plan, and I always work my plan.  
 
I mentioned last month that 2105 is winding down and that I sincerely hoped 
that you dear ones had achieved your goals. There is nothing I can say except 
to add that if you have not, you had best call Steve and beg him to kick you 
back on track. It calms him to talk with you...just avoid men-
tioning ladders  
 
         Jake, The Wonder Dog 

What Our Raving Fans  
Say About Us 

  
Wow, what a job Steve did at our Extravaganza. 
Several long time sales professionals came up to 
me after Steve spoke an said they heard things they 
had never heard before. 
 
If you are looking for a speaker, you should check 
with Steve and see if he is available. 
 
Dan Cricks 
Cleveland, Ohio 
 
"Can you change your life in  two days, 
no, but you can get started. As Steve ex-
plained it, you can set your life on to a 
new path in seconds. With in hours of lis-
tening to Steve I had already changed 
some of my fundamentals beliefs.   
 
Throughout the course Steve showed me 
how I can change my habits to reflect 
these new beliefs and in turn change the 
course of my life. Do not be fooled it is 
not easy, it takes time and commitment 
but anything worth doing always does.  I 
have been following  Steve's advice since 
going to the course and I have seen the 
benefits,  
 
If you really want to treat yourself forget 
the chocolate, five star hotels and nice 
cars go and spend two days with Steve at 
worst you will have a lot of fun, at best 
you will have a life altering experience." 
 
 
Jason L. Fittler   CPA 
Townsville, Australia 
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“Okay, but according to the national retail Federation:" any 
business that cuts back its advertising will either be severely 
hurt, or will not survive." 

 
“That's some late New Year’s resolution you got there – 
it’s one you'd better break real quick if you hope to com-
pete this year!” 
 
“How do you hope to replace the 30% of your customer 
base you lose every year through attrition?” 
 
“What your business needs is more customers and more 
sales! If you cut back on your advertising, how will you 
get them?” 
 

Becoming a master at overcoming this objection will put 
more bounce in your step and more coin in your pocket.  
 
Have fun!      
 
Steve 
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If You Sell Advertising, Get Ready It’s Coming 

 
If you haven't heard it yet you are certainly going to hear 
more and more of your prospects and clients say some-
thing like, “because the economy is slowing I need to cut 
back on my marketing and advertising budget.” How are 
you going to respond? Do you have a strategic response 
or will you just stand there like the proverbial deer in the 
headlights?  
 
This statement or objection is rooted in fear and anxiety 
which is palatable and real. Because fear of loss is a 
greater motivator than desire for gain what is called for is a 
shock and awe response that causes the prospect or 
buyer to experience a nauseating feeling in the pit of their 
stomach. Your response to this objection must create 
more fear about the negative consequence of not advertis-
ing than their existing fear of advertising.  
 
To do this successfully, you must develop a two inch thick 
skin and get over your fear that your responses may of-
fend those who hear them. If you are overly concerned or 
have a psychological need to be liked you will find it diffi-
cult to say these. Get over it!!! 
 
If you have the guts to say them, here are some very ef-
fective responses that are designed to strike fear and 
create massive pain in the heart of the buyer: 
 
“Wow, that's the kind of decision that will strike the fear of 
God into your competition! If you cut back your advertising 
I can guarantee you five things will happen: 1. you will lose 
customers, 2. you will lose revenue, 3.you will lose market 
share, 4. your profits will evaporate, 5. your cash flow will 
go down.” 
 
“You can't afford to cut. That's financial suicide.” 
 
“And I promise you one thing: overnight, your best custom-
ers will become your competitor's best prospects.” 
 
“What are you going to do, let the competition have the 
stage all to themselves?” 
 
“If you think things are bad now, just wait to you see how 
bad things get after you cut back your advertising.” 
 
“The road to business failure is paved with businesses that 
cut back their advertising during a recession.” 
 


