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ecession.  Repressed building mar-
ket.  Foreclosure.  Downsizing.
From the water cooler to Wall Street,
those dreaded words have done a

number on destroying consumers’ confi-
dence.
     More importantly, according to the Na-
tional Association of Home Builders/Wells
Fargo index, the market has managed to
shake the confidence of most builders.  In
fact, more than two out of three builders
surveyed believe the current market condi-
tions are poor, taking the index to an all
time low of an 18 reading in December.
     So what’s the good news?  Lacking self
confidence is not permanent.  And because
confidence is a direct indicator of buying
habits and purchasing power, this downturn
in the market is not permanent either.
     In sales, self confidence makes and
breaks every engagement.  It’s also ex-
tremely transparent.  There are immediate
and definitive signs of someone who lacks
self confidence.       What is your customer’s
first impression of your sales person?  He is
confident and seems to know what he’s talk-
ing about.  Or, she has no confidence in the
product she is selling me.

New Year, New Market
     Consumers are savvy and are also emo-
tional.  He or she makes a purchase when
they have confidence or trust in the prod-
uct or the person
selling the product.
Self confidence di-
rectly affects the
sales process -
whether the market
is good or bad.
     Here are a few
ways to improve
self confidence,
and in turn,
progress the sale.
     Relive the good times - Although we are
experiencing a downturn in housing, over-
all the market has experienced significant
growth in the past 20 years.  In fact,
Investor’s Business Daily’s residential and
commercial builders industry groups are up
more than 540 percent over the past 20 years.
So we are having a couple of bad years.
The good times always last longer and far
outweigh the bad ones.  Relive a good year.
    Role play victories - All great sales people
do it.  Start winning in your role plays. See
yourself making the sale.  Visualize succeed-
ing and see your customers winning too.
     Strike “because” from your vocabu-
lary - The word ‘because’ precedes the rea-
son to justify why you didn’t do what you

should’ve done.  “I didn’t make the sale
because the market is bad.”  Stop making
excuses and start making it happen.

     Self confidence is
learned and not inher-
ited - The best way to
learn is practice.  Prac-
tice a positive attitude in
everything you do per-
sonally and profession-
ally.  Set goals and de-
velop a plan to meet the
goals. Act with certainty
and be trustworthy.
     Have a selling sys-

tem - Having a rules-based selling system
will help you measure your sales progress.
Many sales people fly by the seat of their
pants and operate without a true system.  A
strong sales system will give you clarity,
and clarity in turn gives you energy.
     Every industry tends to blame the
economy and repressed markets when times
get tough.  In fact, it does directly impact
business.  However, the state of the
economy doesn’t make or break a company.
The people and leadership of a company
determine success or failure.  Improving self
confidence will absolutely improve the sales
process.  Do you have or lack self confi-
dence?  Remember, attitude reflects leader-
ship.

R
he Don C. Cassidy Associate of the
Year award is one of the most chal-
lenging of all honors to receive.
There are 5,005 associate member

companies statewide and only one person
receives this award annually.  This year’s
recipient is John Linn, Abonmarche Con-
sultants, a committed member of the Home
Builders Association of St. Joseph Valley.
     In 1996, Linn became a board member
for his local association and in 2002, he
joined IBA’s board of directors.  He chaired
his local golf outing committee and IBA’s
rural on-site waste water sub-committee.  He
has been a vigilant member of numerous
legislative committees at the local level and
remained active at various political func-
tions at the state level.

     Several other active associate members
were nominated for the award.
     Lori Abram, Choice Realty & Manage-
ment in Bloomington, received a nomina-
tion from the Monroe County Building As-
sociation.  Abram chaired the local market-
ing and branding committee in 2007 and
the local Home Show committee in 2007
and 2008.  She is a contributing member of
the state PAC.
     Brad Cayot, Korte Does It All in New
Haven, received a nomination from the HBA
of Fort Wayne.  Cayot chaired his local edu-
cation committee and remodelers’ council
for four years.  He has been an Associate
Area Vice President for three years and was
recognized by his local as the Associate of
the Year in 2005.
     Clint Cottrell, The Data Connection in
Terre Haute, received a nomination from the
HBA of Greater Terre Haute.  Cottrell is in-
volved in his local membership committee
and recruited the most new members dur-
ing the 2007 May Membership Day for his
local’s region and group size.  He is a mem-
ber of the Spike Club, earning 29 credits.
     Cindy Durst, The Flooring Company in
Clarksville, received a nomination from the
HBA of Southern Indiana.  Durst chaired
her local Home Expo, Women’s Council
and Table Top committees.  She is also a
member of her local board.

IBA Awards Associate of the
Year to John Linn,
Abonmarche Consultants

Associates Committee Vice Chairman Ken
Schmitt (right), Aurora Cabinets and
Drake Products, presents John Linn,
Abonmarche Consultants, with the Indi-
ana Builders Association’s Don C. Cassidy
Associate of the Year award.
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