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April Winner  

William Morris!!                        

17,006 points     

  Agent with the highest monthly points 

wins $750.00 and 500 bonus points 

($1000.00 if over 10,000)             

  WAY TO GO!   

Bill!!!     

Agents with over 4,000 points win $200.00 

($500.00 if over 5,000 and $750.00 if over 

10,000) Additional April Winners: 

  U B I  “ O U R  B E S T  A L W AYS ”               

     N E W S  T O  “ U ”  

          CARIBBEAN CRUISE 

UNITED BENEFITS, INC.   Vol. 79 No. 5  Richardson, Texas 

      Since 1938 

The annual award winners’ trip was a big success. The Caribbean 

Cruise made stops in Cozumel, Grand Caymans, and Jamaica. At top 

left is MGA Juan Garza, President Charlie Allison, and the Jose Luna 

family. CEO Tom Elam, above right,  presented the annual awards.  

Award winners shown below: Jacob DeLeon, Hector Hernandez, 

Evangelina and Jose Luna, Christian Avalos, Jose David Calvo, Luis 

Roberto Cobos, Leslie and James Richter, Juan Garza, Lee Castro, 

Jimmy Moreno, Kathy Brown, Tim Wilson, Velma and Lean DeLeon, 

Olinka Gomez, Tom Elam, Blanca Orozco, and Jose “Joe” Lopez.  

Jose Luna                     7,935 Points 

Blanca I Orozco           6,557 Points 

Timothy Brown           5,806 Points 

Ana M Herrera            5,724 Points 

Maria A Cobios           5,377  Points 

Jimmy Moreno            5,209 Points 

Amos Ruiz                    5,085 Points 

Maricela Martinez      4,195 Points 

Alva Louise Rand        4,158 Points 

Maria D Fernandez     4,022 Points 
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TOM SAYS... 
               

   
ANALYZE YOUR PERFORMANCE 

 
Most of us understand that proper training is a necessity for success in 

sales.  We acknowledge that the better we know our company, the better 

we know our products, the better we conduct our presentation, and the 

better we read our prospect, then the more advantageous our position to 

make the sale. 

 

But, as part of our training, do we have a habit of taking a look back  

after a presentation, either one that sold or one that we missed, to       

analyze our performance?  For most of us, I think not.  We just speed on 

to our next appointment or event. 

 

Linda Meehan, a Selling Power Magazine contributor, in a recent article 

says that a self-analysis is exactly what you should do after a presentation.  Here it is: 

 

“All day long you ask your customers questions to discover their needs – why not turn the tables and start 

asking yourself some questions after sales calls?  With some honest soul-searching, you might discover a 

few things about yourself.  Try the following questions: 

 

1. How did I appear to that customer?  Was I confident and knowledgeable?  Did I use powerful             

descriptions to differentiate the benefits of my product? 

2. Did I determine the customer’s needs?  Was there anything else I could have offered to explain or 

demonstrate? 

3. What objections to the product did the customer have?  Did I respond to them with reasons the product 

would actually benefit the customer by saving money or time?  Did I sell peace of mind?  Did I sell  

convenience?  Did I sell prestige?  Did I, in fact, start building a longtime relationship with that         

customer? 

4. Will the customer consider me to be professional and trustworthy?  Will the customer be comfortable in 

referring other family members and friends?’ 

 

“What were my preconceived expectations?  Did I plan to make a sale, or was I prepared for the customer to 

walk away?  Did I present all the facts and offer alternatives?   

 

“This short and insightful analysis practiced daily can help you become a more tuned-in and successful sales 

professional.” 

 

Hope you find this article as interesting and helpful as I did. 

 

Our Caribbean cruise was fantastic.  I enjoyed my visit with each of you with 

whom I had the chance.  Your input toward the goal of ever-improving UBI 

was sincerely appreciated. 



   Happy Birthday!!!  
 
      

  Rhonda Carrier             

 May 11 
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NEWS FROM THE STAFF 

An agent recently submitted an application with a credit card 

payment using a Discover-Diner card.  The standard Discover 

card is accepted.  However the Discover-Diner card is not.  

The Discover-Diner card has fees similar to the American    

Express card that are much greater than the Visa, MasterCard, 

and standard Discover.  Please limit your use to these three. 

Pictured above and at right are part of 

the UBI group on the annual awards 

trip. Below is the Juan Garza Family. At 

bottom is the golfing group in Jamaica.  


