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When the Rewards an Award

There I was cheeks red, palms sweaty,
listening to Ryan Davis, the Executive
Director of the Boys and Girls Club of
Kootenai County give his presentation speech
at the Post Falls Chamber Community
Recognition Banquet. I have never attended a
Post Falls Chamber event, so was unsure what
to expect, but it became evident in Ryan’s
speech to why Tab and I were invited.

With Tabatha and I expecting our very
first Baby Girl this June, the reason for my
existence on this earth is starting to take
shape. I thought I had life figured out when I
got my Real Estate license four years ago. It
was to make more money. It seemed like
everything for the first three years of being in
this business was based around numbers and
money.

Then like a hundred pound sack of
shit it hit me. Life isn’t all about money. Some
of the most miserable people in the world

have enough money to wipe their asses with,

but money doesn’t buy happiness.

Tabatha and I always have the talk
about how we don’t care to be rich. Sure we
want to be able to live comfortably and
provide for our family, but there is much
more to what my purpose on this earth is
rather than how much money I can make.
Money comes and goes, but certain people in
your life who make a difference will always be
remembered.

Back in the June issue I touched on a
story about my Dad. While his life on this
Earth was cut way too short, he left a lasting
impression on his community by donating his
time. When he passed away he was in the
middle of building little league and soccer
tields at Canfield Middle School. Being as
busy as he was running a logging company, he
still found time in his busy schedule to build
athletic fields to help the youth of our
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community. Today
known as “Turnbull
Athletic Field”.

This got me
thinking about what I
could do to help make a
difference in our
community. I knew I had
to think small, as I, by
myself couldn’t make a
dent with a monetary
donation to any of the
local foundations or
charities. So I dug deeper, and when it
occurred to me that my TIME was probably
more valuable than anything else I could
provide.

Originally upon signing up to
volunteer at the Boys and Girls Club I didn’t
know what to expect. I had never worked
with kids before, and frankly found it hard to
connect with many of them out of the gate. 1
figured it would be a good learning
experiment, and could be short lived if
needed. The club only asks for an initial six
week commitment, for one hour a week.

When I first walked into the
Clubhouse, I was thinking to myself “what in
the hell did I get myself into?” There were
kids running around everywhere, screaming,
and crying. Was this the madness that I signed
up for?

As the sixth week approached I was
sitting in the parking lot, debating on turning
around and heading out for beers with my
buddies. After all, my original commitment
was up, and at the moment nothing sounded
better than a cold beer. However, I told

Turnbull Athletic Field was dedicated to
my Dad, Bart Turnbull in 1989.

myself I can always go
have beers with the boys,
there’s a kid in there that
needs me.

I sucked it up,
and headed inside. The
club only had half of the
kids as normal, but that
didn’matter. I just needed
to make a difference in
one kid’s day. One kid’s

day was my focus.

As the club started
winding down, I found myself shooting hoops
with one of the members (name omitted).
Kids never like to just sit around and shoot
free throws. They are always trying to imitate
Lebron with three pointers and trick shots.

So this member says “Hey Cole, I bet
I can make this shot backwards.” So I accept
the challenge, and what do you know,
AIRBALL. I pass him back the ball and give
him another chance. Closer this time but still
didn’t make it. Finally, the third try he drains a
backwards free throw. I was shocked. I tell
him “hey if you can make 3 out of 5 I will

bring you candy next week”.

Literally for twenty minutes we stood
at that basket while he shot backwards free
throws, and I fetched. At this point I stopped
keeping count of how many shots he had
actually taken, but his percentage was closer
to zero than 50.

Ok, last chance kid. You make two
out of five I will bring you candy next week.
First shot, money, second shot brick, third
shot another brick, and fourth shot MONEY.
It was like he just won a million bucks. His
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eyes lit up like the Fourth of July as he
skipped all the way to meet his mom at the
exit. First thing I hear him say is “I won the
backward shot challenge and candy!” It is
moments like that why I have continued my
support of volunteering at the Club on a
weekly basis.

So Why was I invited to the Post Falls
Chamber event?

Back to my red cheeks and sweaty palms
listening to Ryan Davis, the Executive
Director of the Boys and Gitls Club of

Post Falls Chamber event, so was unsure what
to expect, but it became evident as Ryan’s
speech went on to why Tab and I were
invited.

I can’t recall the majority of his speech, but it
all clicked when he referred to me as the guy
who had a sore shoulder from throwing so

many dodgeballs at the kids a few days prior.

I’'m honored to be named the 2016 Boys and
Girls Club of Kootenai County Volunteer of
the Year, and look forward to continuing my
support for the Club.

Kootenai County give his presentation speech

at the Post Falls Chamber Community
Recognition Banquet. I have never attended
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IS THIS REALLY YOUR AGENT?

What Kind of a Professional Builds Himself a 6" Grade Science
Fair-Like Contraption, To Stand In, To Motivate Himself To

Make

His Telemarketer Calls?

I must admit, folks, even though
I'm technically a “real estate agent,” 1
have a damn hard time understanding
their reasoning or methods most of the
time. To the right, you will see exactly
what it is that I'm talking about.

For the purpose of prospecting,
that’s a homemade, motivational
telemarketer booth. And within the

industry, there is a bit of a craze circling
Facebook right now, amongst agents, to
see who can build the best “vision
board,” meant to keep them motivated
to make their calls.

I personally have never made a “vision
board”, but if I did I can be certain that it
wouldn’t look anything like this.

First, let me point out what’s really wrong
with this. And I’ll ovetlook the obvious,
which is that society hates telemarketers. But
besides that, if you need an actual script to call
someone on the phone, to guide you in
having a conversation, what does this say
about the person’s authenticity?

Do they even have a mind of their own, or
are they just repeating what some sales trainer
taught them to say? And if that’s the case,
which it is, how can you ever trust someone
like that, knowing they have no problem
behaving as a puppet, repeating someone
else’s scripted words?

Under the Expired script, that yellow high-
lighted portion, that must be something
extremely important.

FSBOS

Second, at the top on the left, you notice
there is a photo of tropical islands. Further
down beneath that, if you were able to zoom
in, you’d see three more goals, the last one
being “debt free,” which pairs with “savings”
on the right and that visual clipart image of
money.

This of course, begs the question.

If a person, instead of creating a vision
board with their own financial priorities on it,
put more of their focus into building out a
documented approach, on behalf of their
clients, to deliver a superior result, would
there even be a need for such a contraption in
the first place?

I’ve often said, “I never sell, I just tell
stories.” Sales, and sales pitches in my
experience, are for folks who have a mediocre
to inferior product, and truly, between
themselves and their competitors have no
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differentiation. As a result, he who practices
and knows his scripts best, wins.

I once was a door to door salesman in
Arizona. My freshman year of college 1
needed some extra money so I signed up to
sell car care packages door to door. Some of
the guys on the “team” were really good at the
scripts they would practice on folks, but I was
never a script guy, and frankly wasn’t cut out
to bull shit people on their doorstep or over
the phone. It went against the core of my
character.

Anyway enough about me, back to this sweet
contraption of motivation...

And the saddest part, at least to me, is
having to envision myself in that contraption,
forcing myself to do something I hate doing.
Because if I didn’t hate it, then why would I
need all that motivational paraphernalia to
keep me focused?

And if I didn’t hate it, why would I need
that yellow star, cut out of construction paper
(center, bottom, right in front) glued on an
actual rock that says, “I am a Rockstar!”

From that alone, do you believe this real
estate agent, really loves doing this whole
telemarketer act?...

Further, and maybe this is what upsets me
most, if this person is a parent, how excited
are they to have their son or daughter come to
work with them, so that they can be seen
standing in this contraption, to make cold-
calls that annoy the vast majority of society?
Not to mention, the role-model aspect, about
following your dreams and thinking big...

I can only imagine what the kids in school
would think on career day when the agent
rolls into the classroom and sets up what
appears to be a science fair report to allow the
students to hear, and rehearse the sales script.

Better yet, when these agents were kids, do
you imagine this is what they envisioned for
their life? Do you really think they said to
themselves, when I grow up, for several hours
each day, this is what I want to do—stand in a
homemade contraption-like thing, to make
cold-calls as a telemarketer?

I just think we’re all capable of so much

more.

And in real estate, amongst my peers, I
continue to see some of the most pathetic
things that I've ever witnessed in business. I
mean, from the outside looking in, if you
showed up at your agents’ office
unannounced. And caught him standing
inside that thing, where he was reading his
scripts, desperately chasing business because
he didn’t have enough clients to support
him—would you honestly feel a great sense of
pride and confidence in your decision to have
hired him?

My guess is, no. Your response instead,
would likely mirror mine. “Oh my god, what
have I done?” And within minutes, your mind
would be searching for a kind reason to part
ways, to avoid the inevitable tragedy of a poor

outcome.

Do you know anyone who could benefit from a documented approach? If so
please don’t hesitate to contact me to get them a gift copy of The Value
Driven Approach To Sell Real Estate.

’IIIIIIII.
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experiences. The Good, The Bad, and the Ugly!

It seems like every time I turn around,
someone close to me or close to a friend is
battling cancer. Unfortunately cancer doesn’t
discriminate. Nobody deserves cancer, I say
FU CANCER.

With blood cancers reeking havoc on
the world, 1900 firefighters from all over the
wortld have committed to climbing 69 stories
in the Columbia Tower in Seattle on March
12" to help fundraise for the Leukemia &
Lymphoma society known as the Scott
Firefighter Stairclimb. The 2016 climb
produced 1,900 firefighters from 330
departments and five countries who all
gathered in Seattle to raise money and
awareness for the fight against blood cancers.

Some of our communities finest have
teamed up once again to to conquer the 1,356
steps in full gear. Team Leader Scott
Robinson has rallied the troops from Coeur
d’Alene and they are looking for a bounce
back year after a bit of a tough go in 2016.

The teams “fastest” Climber, Matt
Church was forced to sit out due to a torn
patella tendon suffered while attempting to
relive his high school glory days on the
football field.

With my best buddy Matt climbing for
my niece Danika, who was diagnosed with
Leukemia two years ago this month this is a
cause that hits close to home. Danika has
been on offensive against the cancer since her
diagnosis two years ago, and continues to
have the upward hand in the battle.

Unfortunately the other fighter Matt is
climbing for is no longer with us. Scott Lee, a
fellow Dalton Dragon just lost his second
bout with Acute Lymphoblastic Lymphoma
just last week.

Despite initially being diagnosed just
shy of his fourteenth birthday, for the last ten
years Scott continued to follow his passion for
hunting, and was featured as part of “Vortex
Nation”. Vortex Optics, a company whose
main focus is on scopes, binoculars, and
rangefinders just released a video as a tribute
to Scott, and is sure to make anyone tear up. I
suggest you join the already 60 thousand
views in three days and head over to facebook
and type in Scott Lee Tribute from Vortex.
Truly, a heart touching video that his family
and loved ones will always be able to look
back on in their rememberance of Scott.
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It’s people like Scott who make this corner. Team name is Coeur d Alene (no

world a better place. While the good die apostrophe). They are still in need of

young his legacy will always live on. donations to reach their $25,000 goal.

Stories like Scott’s and Danika’s are just a
small glimpse into the astronomical number
of people effected by cancers, specifically
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team, or individuals please visit www.llswa.org
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Don’t forget to buy your tickets to Matt’s Place Pub Crawl March 4™. Tickets can be

bought at Nosworthy’s Hall of Fame, Sports Cellar, or online at mattsplacefoundation.com
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852 E. Warm Springs Ave
Post Falls, ID 83854

February Edition

About the Author- Cole Tumbull is an entrepreneur and relentless innovator of
the real estate industry. He is the creator of the “Value Driven Approach to Sell
Real Estate”. Fortunate enough to be one of the few who were bom and raised in
North Idaho. Cole Enjoys spending time in the great outdoors, and is an avid
Seahawks and Sun Devil fan.

Cole also supports many great national charities too, such as: National

Foundation for Transplants, St. Josephs Foundation, Boys and Girls Club,
Movember Foundation, Forward Assist Foundation, Rocky Mountain Elk
Foundation among others. Being a committed philanthropist he hopes to
raise/donate over $10,000 to local charities each year.

This newsletter is intended for entertainment purposes only.

Cole@Coeurdaleneadvicegivers.comPhone:208-660-6079




Cole@Coeurdaleneadvicegivers.comPhone:208-660-6079




Cole@Coeurdaleneadvicegivers.comPhone:208-660-6079 Page 10




