REGION Il CONTACT
Herman Vess

903-896-4611

Email: region3@tnlaonline.org

Web Page: http://www.tnlaonline.org

Please Join us
at the April
Meeting!

Thursday, April 21
6:00pm
@
Athen’s Tree Farm

9780 CR 4530
La Rue, TX 75770

RSVP to Paula
800-517-9999
903-675-3801

office@athenstreefarm.com

by Tuesday, 4/19

Crawfish Boil
And Barbecue

Meeting Sponsors:
Athen’s Tree Farm,
Helena Chemical,
Rootmaker

A tour of the nursery
will be available.

Region Il News

TEXAS NURSERY & LANDSCAPE ASSOCIATION

For the love of sales, not the

love of money.
By Jeffrey Gitomer

Do you love sales?

Do you love what you do?
Do you love your product?
Do you love your company?
Do you love your customers?

These are not questions I pulled out of the air. These are
questions that directly affect your productivity, your
attitude, your income, your success, and your fulfillment-not
to mention your longevity at your present job.

Many salespeople are reluctant to come to grips with WHY
they are in sales and WHY they are in their present job.
Some salespeople will respond, "I'm in it for the money."
Some will respond, "I need the money." Others will respond,
"I have bills to pay and debt to overcome." And even more
will say, "I have a family." What you won't hear is: "I haven't
saved enough to do what I really want to do." And,
unfortunately, even less are willing to take the risk.

If you don't love what you do, you're doing no one a favor
by staying in your present position. Your attitude and
morale will be negative, you'll be complaining about
everything, and you'll be blaming everyone else and their
dog for your unhappiness and inadequacy.

And there's a bonus: Your boss will be all over you to
increase your numbers. Your customers will be upset

(continued on page 3)
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Chairman’s Column

Hello Region I1I,

I'm sitting here at my desk, eleven days into spring and it looks like the dead of winter outside. However, this
is Texas and you know what they say about the weather. At this point it looks like the retail stores will have a
tabulous week-end. We need everything positive we can, have happen. A record setting lack of rainfall for

March hasn't help dampened spirits. But enough of that, Spring sales have certainly shown signs of a much

better 2011.

If you missed last month's meeting shame on you. The food was good. The fellowship was good. Bob
Cartwright (our incoming Chairman of TNLA) did an excellent job of installing the new officers and catching
the membership up on what was happening with TNLA. It was also nice to hear from Region III State
Director Mark Chamblee. Kudo's to Martin Farnsworth for making the arrangements for the meeting.

Okay here is fair warning to everyone, mark your calendars for April 21st. We will have a joint meeting with
NTNGA at Athens Tree Farm. I've only had a sneak preview of what's in store and I can truthfully say you
don't want to miss this meeting. Just a hint- “Volez Vous Les Bon Temps Rolez". See you in Athens-more details

will follow.

Bruce Miller Farm

Positively Speaking! Edgewood, TX 75117
Herman Vess P: 903.896.4611
Re gi on III Chairman www.brucemillernurseryedgewood.com
Date TNLA NTNGA Joint Location Meeting Meeting
Location Location Facilitator Sponsor
May 19th - - Bruce Miller Herman Vess | Bruce Miller, NTNGA,
Farms Jemasco
June 30th - - TX Agril.ife - Scott Ludwig TAMU
Overton
July 21st - - Tawakoni Plant | Herman Vess | BWI, Nursery Supply,
Farm Nelson Plant Food
August None None None None None
September 15th -- -- Vital Earth/ Gary Price Vital Earth/Carl Pool
Carl Pool
October 20th - - Landmark Herman Vess Landmark
Nursery
November Holday Party Open Invited to - -~
TNLA Party
December 8th None Farm House, - Gary Price Scotts,
Van Haviland



http://www.brucemillernurseryedgewood.com/

(continued from page 1)

about your lack of attention. In general, you will rise to a level of mediocrity.

What are you thinking?

Some salespeople hate their job, but stay because they "make a lot of money." CLUE: The worst
reason to keep a job is because you're making a lot of money. When money is your motive, it's all
about making the sale without regard to building the relationship-a formula for long-term
disaster.

Oh, you may have some short-term success, but when you're home at night, you'll be drowning
your misery in television, beer, and anything but preparation for the next day.

You can get away with this behavior for a short time, but in the end, you'll be looking in the "Help
Wanted" section of the Sunday paper or posting your resume online, hoping for a better
opportunity.

It's most interesting to me that the salespeople looking for a "better opportunity" are the very ones
NOT looking in their own backyard. (See Russell Conwell's Acres of Diamonds for the full lesson.)
Most salespeople fail to realize that when they become the best they can be, they will attract the
right offers rather than seek them.

Let me flip back to the positive side. The purpose of this article is to give you a formula that you
can use to figure out if you're in the right place or how to find the right place.

Here's the formula: If you're in sales and you love sales, first ask yourself, "If I could sell anything,
what would I sell?" If the answer to that question is not what you're currently selling-you have
uncovered part of the problem. However, this formula is not about switching jobs immediately.
This formula is about becoming the best salesperson you can be in each job you commit to. If
you're going to leave a job for another job, why don't you set the company record for most sales
before you walk out the door?

Selling is a lot like running a road race. You don't have to win the race, but you do have to achieve
your personal best each time you run one.

If your numbers are low or mediocre at one place, what makes you think they will be better
someplace else? You see, the formula involves more than simply loving what you do-it's also
about possessing the skills to do what you love (or dedicating yourself to getting them).

Once you've determined what you love to do and dedicate yourself to getting the skills, the third
part is about believing. You must believe in your company - believe in your product - believe in

(continued on page 5)
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(continued from page 3)

your service - and believe in yourself. If you believe deeply that everything is "best," your message
will be so enthusiastically delivered that others will catch your passion. A deep self-belief will
create enthusiasm, and a deep self-belief will create passion.

The final part is about your attitude. Attitude starts from within. It's the mood you're in when you

wake up in the morning, the mood you stay in all day long, and the mood you're in when you go
to bed.

But attitude is not a feeling. Attitude is a life-long dedication to the study of positive thought and

the character/charisma that you display as you interact with others. If it's not internal, it can never
be external.

Now you have the formula. And no, I'm not going to summarize it. If you want it, you'll read this
article again and again.

John Patterson, the founder of the National Cash Register
Company, the father of American salesmanship, and the
subject of my book, The Patterson Principles of Selling, said it
best when he said," Put your heart into your work."

Patterson loved cash registers. He couldn't understand why
everyone didn't love cash registers. Personally, I like cash
registers because most of them have cash inside. But you
may not like cash registers. You can never put your heart ok
into something you don't love. And so I've taken the liberty g
of paraphrasing Patterson by saying, "Love it or leave it."
And here's the good news: If you love it, it will be ever so

easy for you to put your full heart into it. And here is better news: The
heart is attached to the wallet.

s. s L
FE ONITTIS O ST IHIONI S NOSHILLVEl

Jeffrey Gitomer, author of The Sales Bible, is now offering licensed training programs to

corporations, as well as distributorships to individuals, based on his best-selling books

and the TrainOne online learning series. This process is starting with his book The Patterson Principles of Selling. Jeffrey
can be reached by phone: 704/333-1112 or e-mail: salesman@gitomer.com

Jeffrey Gitomer is the author of The Little Red Book of Selling and eight other business books on sales,
customer loyalty, and personal development. President of Charlotte-based Buy Gitomer, he gives seminars,
runs annual sales meetings, and conducts Internet training programs on sales, customer loyalty, and
personal development at www.trainone.com. Jeffrey conducts more than 100 personalized, customized
seminars and keynotes a year. To find out more, visit www.gitomer.com. Jeffrey can be reached at
704.333.1112 or by e-mail at salesman@gitomer.com
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REGION III OFFICERS Jolo Braum, CLF

................................ SECRETARY
Wilhife Landscape & Lawn Care

Herman Vess.ooooeeeeeeeeeo.. . .CHAIRMAN 003-303-3973

B Miller Farms -

003506 4811 Mary Wilhite TREASURER
Elue Moon Gardens, Ine.

Tirm Michael ... . VICE CHAIEMAN 903-852-3807

L‘l’]’;‘_a;;; 5071 Mark Chamblee, TMCNP.... STATE DIRECTOR
(Chamblee’s Fose Nursery

Wiymmn Skeltors........... PAST CHAIRMAN S03-852-5133

mi%mglﬁnﬂmmmﬂmm Sandy Farmsworth, TCNP._.________ NEWSLETTER
EDITOR

Doug Armeold oo GROWER DIRECTOR Finmey Bonded Warehouse

Trees TISA o03-500-8503

G03-882-B610, ext 103

Brad MeCullough.......... LANDSCAPE DIRECTOR ADVERTIEING RATES

Ewing Irmigation

003-506-1144

Bon Hill, TMCNP .. RETAIL DIRECTOR

Chamblee’s Fiose MNuarsery

S03-582-5153 Fizgion 1 HewsieSer paiiistes. rmonthly. Devsdlines: sre fe 255 of Be monh preceding

Martin Farnsworth, TCNP_SUPPLIER DIRECTOR —L=

Einney Bonded Warehouse Far Drinct Sandy F , TCAF: DOG-S00-880.

003-509-8803

Do you know semeone who would like to receive the Region III newsletter?

Are you getting more than one newsletter emailed in your inbox?

Hawve you read an interesting article you'd like to share with the membership?

If so, please notify the Newsletter Editor!
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