it meant things were running well for the
time being. Service technicians learned
the ebbs and flows. They enjoyed the easy
days, as more challenging ones always
waited around the corner.

So what broke the slump? Strangely
enough, it was the trip. While I was there,
I listened to the others at dinner tables
and on bus rides. I was there with 49 oth-
er salespeople who were at the top of their
games in the same field as me. I learned as
they talked and shared stories.

Most importantly, I recognized if I had done well enough to
make it there once, I could do it again. Even if my success had
been the luck of the draw, I still had time to learn more skills.
I realized the others were not all that different from me. Also,
even though I was not that excited to go on the trip in the be-
ginning, it turned out to be wonderful and inspirational.

I came back from that trip inspired and with a whole new
mindset. This new energy and mindset allowed me the oppor-
tunity to close half of my month’s quota within the first week

back from the trip.

Look for inspiration.
Ask yourself these
questions: Who can

you look to who can
show you it is possible?
Where can you go to
give your mind a break?

I'wish I could tell you it was my last slump, but, of course, it

was not. But Ilearned from that first slump
that it can be temporary.

So, what is the key to getting out of a
slump? Look for inspiration. Ask yourself
these questions: Who can you look to who
can show you it is possible? Where can you
go to give your mind a break? What can
you read or listen to that reminds you it
is possible? That is how you break a slump
and become inspired when you are tired. B

Reena Philpot is co-owner of BTA member

Precision Duplicating Solutions Inc., based

in London, Kentucky, where she serves as sales manager. Philpot
is also founder of Reena Philpot Sales Coaching and host of the
Selling with Charm Podcast. She has spent the last 27 years as

a salesperson and has a passion for teaching owners and sales
team members simple sales techniques that
allow them to hit their targets and goals

with ease. Join in weekly as Philpot shares

her tips and tricks to selling with charm:
https://selling-with-charm.captivate.fim/listen.
She can be reached at reena@reenaphilpot.com.

Visit www.reenaphilpot.com.
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