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TALK TO US

THE CORPORATE 
CURMUDGEON

Making the 
sale is all about 
the art of 
selling yourself 

“Art is making something out of nothing 
and selling it.”
— Frank Zappa 

If Zappa is right,  what does that make the 
art of selling? 

With selling, you start with something 
and then you create non-things — inter-
est, education, motivation and, perhaps 
most diffi cult of all, you have to create 
time. Yes, that’s art. 

 Recently, I had a conversation with 
Tom Hopkins, dean of the sales-train-
ing industry, who  has worked  for more 
than two decades with salespeople from 
across the country.  

I asked Hopkins if what he was hearing 
from salespeople had changed, if they 
had new or different complaints. 

He grudgingly answered my question: 
In real estate, the rising prices in many 

markets have meant 
that more buyers can’t 
qualify; among those 
selling business-to-
business, buyers were 
less loyal to their sup-
pliers. But Hopkins 
wasn’t interested in 
the obstacles, except 
as something to knock 
down. 

He eased me off the 
subject by saying: “Let 
me tell you about my 
fi rst motivational mo-

ment. I started college and after 90 days 
realized it wasn’t for me. I went to my 
father — a man who believed that the 
key to success was getting an education 
— and told him I was dropping out of 
school. Dad’s eyes fi lled with tears. He 
said, ‘Son, I’ll always love you . . . even 
though you’ll never amount to much.’ ” 

As Hopkins put it, “That was motiva-
tion. I had something to prove.”

And that’s classic Hopkins — a story 
that makes you think and smile, and like 
the person telling it. That’s an art. 

As a salesman, Hopkins would tell sto-
ries about himself, and when those ran 
out, he’d tell jokes. Then he’d go further 
and tell customers: “I collect humor. Do 
you have any stories or jokes?” So he’d 
turn a sales session into a joke swap. 

All of which might seem a bit old-fash-
ioned, given that this is The Time of No 
Time and that the New Salesperson is 
said to be teaching, not selling. 

Hopkins agrees that modern sales 
people need to be seen as “expert advis-
ers,” but in their time with customers, 
they also must be “motivational” and 
“enjoyable.” 

 “You have to have the people across 
the table feel they are learning; you have 
to give them a motive for action; and 
you have to make it fun — people want 
to work with someone who is light, not 
dry,” Hopkins said. 

There are those who believe that sales-
people are strictly information providers, 
especially with corporate/institutional 
selling. But buyers can get information 
from the Internet; they still need some-
one with those non-things — someone to 
trust, someone to call, someone to blame, 
someone to thank . . . and for Hopkins, 
someone to share a joke with. 

He even has compiled, along with his 
friend Ben Brooks, a book of jokes called 
“Laugh Your Way to Health & Wealth” 
(Tom Hopkins International). Here are 
some samples: 

“A fellow was pulled over by the police 
and one of the offi cers says, ‘Sir, do you 
realize that your wife fell out of the car 
about a mile down the road behind you?’ 
The guy says, ‘Thank God, I thought I’d 
gone deaf!’ ” 

“ ‘I have to have a raise,’ the man said 
to his boss. ‘There are three other com-
panies after me.’ ‘Is that so?’ asked the 
manager. ‘What other three companies?’ 
The man replied, ‘The electric company, 
the phone company and the gas com-
pany.’ ” 

Do we still have time, in modern busi-
ness life, for stories and jokes? 

When Hopkins tells you that he still 
holds the record for most real estate sales 
in a year, you smile with him, because 
he’s also told you that he failed the real 
estate exam three times before he passed, 
and that in his fi rst six months he had 
one sale, in part because he didn’t have 
a car, just a motorcycle, and his only suit 
was his old high school band uniform. 

Was the band uniform modifi ed? Did 
his dad really say, teary-eyed, “I’ll al-
ways love you, even though you’ll never 
amount to much?” Who cares? He has 
entered the realm of art, not history, and 
that’s where selling takes place. 
DALE DAUTEN  WRITES ABOUT THE SERIOUS, HUMOR-

OUS AND RIDICULOUS ASPECTS OF WORK.
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Nearly two years ago, the Missouri 
Legislature, under Republican control 
for the fi rst time in a half century, 
passed sweeping changes to the  
workers’ compensation laws.

Proponents of the  changes argued 
they were needed to improve the cli-
mate for businesses  by lowering the 
costs of insurance premiums employ-
ers pay.

Advocates for workers, such as  or-
ganized labor and plaintiffs’  lawyers,  
warned that ordinary working people 
would be shorted.

The workers’ comp system dates 
back many decades. It  was set up  as 
a way for businesses to avoid costly 
civil lawsuits over injuries on the job.

The changes,  which took  effect  on 
Aug. 28, 2005, included streamlining 
the process and making it harder for 
injured workers to make claims and 
receive large settlements. Penalties 
for fraud and misconduct when 
the injury occurred were in-
creased or added.

 How the law is working 
depends upon whom you 
ask. So far, it’s fair to say, 
beauty is in the eye of the 
beholder.

Some in the business community 
believe things are moving in the right 
direction, so at least they got a psy-
chological boost, though not a drastic 
reduction in premiums and cases that 
could cost them in the long run.

The shortest and probably most ac-
curate evaluation comes from Tammy 
Cavender,  spokeswoman for the state 
Division of Workers’ Compensation: 
“It’s too early to tell. Workers’ comp 
cases can take a long time to be com-
pleted.”

Brad Jones,  executive director of 
the Missouri chapter of the National 
Federation of Independent Business, 
with 12,000 members in the state, was 
in the thick of the fi ght to change the 
law.

“The premiums haven’t gone down 
at the rate we’d hoped,” he  said. 
“They’re not going down, but they’re 
not going up, either.”

For restaurants around the 
state, according to Forrest 
Miller,  an owner in the 
St. Louis area and an of-
fi cial with the Missouri 
Restaurant Association, 

premiums “are down 
15 percent.”    

Still, it isn’t clear  whether the lower 
premiums are  a result of the 2005 
changes. Over the years, rates have 
fl uctuated a lot. When proponents 
of change argued that rates were too 
high, they were somewhat selective 
in the evidence they cited.

For instance, rates dropped consid-
erably in the late 1990s, 14.8 percent 
in 1998 and 13.5 percent in 1997, ac-
cording to state records. They rose 
14.7 percent in 2003, 2.1 percent in 
2004 and didn’t change in 2005. Since 
1994, the state says, the accumulative 
change in rates has been basically 
zero — not exactly a crisis, it would 
seem.

For another view, consider these 
statistics and comments from Steve 
Millikan,  vice president of Missouri 
Employers Mutual, of Columbia, 
the largest carrier of workers’ comp 
insurance in the state, with 13,000 
clients.

At the beginning of 2006, MEM 
dropped its premiums 5 percent in 
anticipation of the changes in the law. 
In 2007, it expects no change from 
this year’s average.

“The frequency of claims has gone 
down,” Millikan said. “But the sever-

ity of claims (the cost of the injury) 
continues to go up.

“It’s too early to tell if the law is 
working,” he added. “There have 
been no appellate or Supreme Court 
decisions about the new law.”

He added that the National Council 
on Compensation Insurance is pre-
dicting an overall drop of 0.7 percent 
in premiums next year for Missouri 
businesses.

Phil Hess,  a plaintiffs’ attorney 
who handles workers’ comp cases, 
said the new law has not affected his 
case load. He summed up the law this 
way: “It’s not done much for the pre-
miums, and it has penalized injured 
workers.”

The unintended effect of the 
changes in 2005 could be more law-
yers, like himself, who are taking 
cases to the civil courts. The reasons 
are several, he said.

Workers will realize that they can 
get a better settlement through the 
courts instead of going through the 
revised workers’ comp, he said. He 
predicted a  Legislature in a different 
political climate may revisit the law.  

REPPS HUDSON | ON THE JOB

Changes in workers’ comp laws have  mixed results
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By Repps Hudson
ST. LOUIS POST-DISPATCH

If you stand at the corner of 20th 
Street and Washington Avenue  and 
look north,  you’ll see Emily Lewis’ 
name and cell phone number  on a 
three-story banner advertising the 
Majestic Stove Lofts, three joined 
brick buildings that date back about 
a century.

If you lower your eyes to street 
level, you might see Lewis  whiz by 
on her 49-cc Yamaha Zuma scooter, 
sans helmet — because that’s what 
the law allows for such  small-engine 
conveyances.

“I use it to ride around downtown. 
I’m not scared of it. I grew up on mo-
torcycles,” said this urban pioneer, 
who now lives “way out” near Tower 
Grove Park.

She spent  two  years in a rental 
apartment on Washington Avenue 
at a time before living and playing 
downtown became the thing it is to-
day. “I lived downtown before it was 
cool,” Lewis said.

In those days, her offi ce was the 
Washington Avenue Post, an Internet 
cafe and  gift store on Washington 
between 13th and 14th streets.

“That’s the neighborhood hub,” 
said Lewis. “That was my offi ce. They 
have Wi-Fi in the back. I’d set up my 
laptop and go to work. Everybody 
working on projects here stopped in 
there. That’s how I got to know the 
people here.”

This small-town girl from Clinton, 
Mo., south of Kansas City, is having 
the time of her life as downtown St. 
Louis shakes off the doldrums with 
new lofts, condos and  rental units.

First, she learned a few things 
about restaurant and hotel manage-
ment while with Hyatt,  then got her 
real estate license so she could be-

come an agent.
“I did what I was supposed to do,” 

she said. “Now I’m doing what I want 
to do.”

Lewis’ cell phone rings constantly, 
and, as she puts it, “I don’t meet a 
stranger.”

Like a lot of people in downtown 
real estate these days, Lewis is a 
booster of the rental and sales mar-
ket. At Robert Wood Realty Co., she’s 
in charge of renting 120 units in the 
three adjoining buildings. She says 
she has rented 70 units so far, yet 
adds, “We’re a little behind sched-
ule.”

While downtown renters and buy-
ers come from outside the St. Louis 
area as well as the suburbs and span 
the age and income demographics, 
Lewis believes some potential resi-
dents are reluctant to try  city living.

Others, however, sell their subur-
ban homes and their furniture and 
settle down in a former hat or cloth-
ing factory, stock it with new furni-
ture and start life anew. Some, Lewis 
said, try renting to see if they want to 
buy a downtown loft or condo.

Is this revival of downtown the real 
thing or another false start?
We’ve come a long way , and these 
buildings are fi lling up. When the 
people from West County will be able 
to come down here and go out and 
buy groceries and get all the other 
things they need, we’ll be there. Peo-
ple had to build up these old build-
ings before businesses would begin 
to fi ll up the fi rst-fl oor retail space. 
That’s happening now.

Why would anyone move downtown? 
That’s a big step.
It’s the excitement of a totally new 
lifestyle. They want a new place. It’s 
so totally different than a cookie-cut-

ter lifestyle in the suburbs. It’s dar-
ing. It’s almost like doing something 
you’re not supposed to do.

Why would you want something 
with concrete fl oors, instead of car-
pet? [Lewis asked rhetorically]. Ma-
jestic Stove Lofts are very New York-
edgy. Some people like that.

What’s next?
We need to connect downtown. 
Historically, transportation is what 
changes communities. We’re work-
ing on how to make everything more 
accessible — to get to a Cards game, 
a Blues game, to work at SBC. 

The transportation schedule has 
to be good. It has to be immaculate.

Is there a confl ict coming between the 
new urbanists and the homeless peo-
ple who live in the parks?
People don’t want to live next to 
bums. I did when I lived on Washing-
ton. But they don’t hurt anyone.
rhudson@post-dispatch.com | 314-340-8208

Real estate agent revels in the 
boom in downtown St. Louis living

Want to get 
promoted? 
Then play 
the game 

Emily Lewis
Position: Leasing specialist and licensed 
real estate agent
Age: 27
Employer: Robert Wood Realty Co. 
Education: Bachelor of science degree in 
hospitality and restaurant management, 
Southwest Missouri State University, 
2001
Experience: Corporate trainee and wed-
ding planner, Hyatt Regency Lake Tahoe 
Resort, Spa & Casino; convention services 
manager, Hyatt Regency Hotel, St. Louis; 
real estate agent, St. Louis Premier Real-
tors in Soulard; moved to Robert Wood 
Realty in December 2005.
Family: Single

By Marie G. McIntyre
MCCLATCHY-TRIBUNE NEWS SERVICE 

I can’t seem to get promoted, even 
though I am well-qualifi ed. My per-
formance evaluations are good, and I 
have received numerous awards. Since 
coming to work here 20 years ago, I 
have completed both a master’s degree 
and a second bachelor’s degree. Pro-
motional opportunities are posted so 
that anyone can apply, but the winning 
applicant always seems to have been 
selected in advance. Obviously, politics 
plays a great part in these selections, 
and I am not a political person.  

I have spent too many years here to 
bail out now, but I am at the top of my 
pay scale and feel trapped. It’s hard 
to stay motivated when you can’t get 
ahead. Any suggestions?
If you’ve been passively waiting for 
the higher-ups to notice your out-
standing qualifi cations, then that 
strategy obviously isn’t working. Peo-
ple who quietly hope to be discovered 
often wait a long, long time. 

To increase your chances of mov-
ing up, start thinking strategically 
about how to get considered. Which 
managers will be selecting people 
for the jobs you want? Do they know 
who you are? Are they aware of your 
qualifi cations and your interest? 

If your answer to these questions 
is “no,” then you need to raise your 
profi le, talk about your goals, and 
communicate your credentials. You 
say that you don’t interact “with an 
agenda in mind,” but that’s exactly 
what you must do to get promoted. 

I work the afternoon shift in a nice ho-
tel. A woman on the night shift has mul-
tiple medical problems and frequently 
calls at the last minute to say she won’t 
be in. This makes it diffi cult to fi nd a 
replacement. When I fi nally said some-
thing about it, she swore at me and now 
she’s not speaking to me. The manager 
has promised to deal with this issue, 
but so far he hasn’t done anything. I 
love this job, but have considered leav-
ing because of all this nonsense. My co-
workers say we should just put up with 
her rudeness . What’s your opinion? 
This defi nitely sounds like a problem, 
but I don’t think the problem be-
longs to you. Covering the night shift 
should be the manager’s responsibil-
ity, not yours. Unless he expects you 
to work late or track down a replace-
ment, you really don’t need to worry 
about your co-worker’s absences. 

If your boss is trying to transfer this 
burden to you, just explain that from 
now on you have to leave at the end 
of your shift. Then go home and let 
him deal with it. There’s no reason to 
confront your tardy colleague, as su-
pervising her is not part of your job. 

As to her rudeness,  ignore it.  Given 
that you’re on different shifts, the 
fact that she’s not speaking to you 
shouldn’t be a big problem. 
Marie G. McIntyre is a workplace coach. Send ques-

tions and get tips at www.youroffi cecoach.com. 
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49
Percentage of U.S. workers who say their employers fail to 
deal effectively with problem workers

48
Percentage of U.S. human-resource professionals who say 
 keeping midcareer employees engaged is the challenge for 
which organizations are least prepared
Source: Sirota Survey Intelligence

 Emily Lewis, a real estate agent with Robert Wood Realty Co., carries a “for sale” sign to her car before going 
out to post it.  Kevin Manning | Post-Dispatch 
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