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Angels at Our Door
By Dottie Walters, CSP
There are many kinds of mentors in our lives, I have learned. Some we watch and learn from because they set a brilliant example. One of these, for example, is a former State Senator of Arizona, Somers White. He is a talented professional speaker, international consultant and executive who always has time to be interested in, and care about, his friends. When we find someone like that in our lives, I believe we should think of them as a teacher, someone to emulate. They set an example for us to follow.

Then there are family members who are mentors to us. And there are all the wise people who await us so patiently in the books at the library - the people of accomplishments and ideas from the past.

Family Mentors

Perhaps your greatest mentor was your grandmother or grandfather. My Grandmother told me that angels bring opportunity to knock at the door of our heart; then they call us, and ring the bell, and even kick the door! But many people just sit inside and never open the door. They think opportunity has passed them by. I asked my grandmother if I could open the door if an angel came to our house. She said, "Yes, but the angel will give you a message, and then have to hurry on as angels have many messages to deliver every day. Besides," she explained, "angels always leave the same message."

I was so excited! I visualized the angel with the big mailbag over her wing. "What is the angel's message?" I asked. She had me write it down: Arise and go forth!
Arise and go forth means you are to get up and get going - no matter what! The solutions to your problems may well be the opportunities to create new business, to write, to use whatever gifts you have been given. Don't wait. Use your energy and creativity.

My grandpa came to the Untied States from Scotland on a sailing ship. I remember him singing to me about Loch Lomond where our ancestors lived. One day I fell down and skinned my knee. Grandpa picked me up and sat me on his lap. What he told me has helped me in many hurtful situations. He told me to put my right hand fingers around my left wrist, below my thumb, and to be quiet. When I felt the beat in my wrist from my heart, Grampa explained that it was the Scottish drums beating! He told me they would always be there, every day of my life.

Then he sang to me Scotland the Brave! and told me that sometimes in life we had to lie down and "bleed a wee bit." He told me that was all right, but then my responsibility was to get up and fight the good fight again. "Listen for the bagpipes and the Scottish drums! They are always close, Lassie."

It was when my husband, Bob, returned from 4 years in the Marine Corps in the terrible battles of the South Pacific in World War II that I remembered my grandfather's story. We had bought a small dry cleaning franchise and a little tract GI home for our family of two children, but then a big recession hit the United States. No one was having any dry cleaning done. When I saw my husband put his head down in his hands, I knew it was time to get up and fight the good fight - to listen for the bagpipes and feel the beat of the drums. I asked Bob to give me two weeks to find a source of income for our little family.

Focus Your Intelligence on Solutions!

In high school I had been Advertising Manager and Feature Editor of our Alhambra High newspaper. One of my ideas was a "Shoppers Column" - paragraphs about the local shops. Each shop paid for their story. My idea was to do such a column in our little town for the weekly Bulletin newspaper. But I did not have a car, nor a typewriter, or even any typing paper. At that moment another mentor stepped forward to help me. I have always loved to read biographies. One of my favorites is Albert Einstein. I remembered some advice I had read from him. He said, "Dottie, stop fussing with lack and failure. Focus your intelligence on solutions!"

So I asked my good neighbor to loan me her typewriter, and she gave me a whole ream of typing paper! Soon I had a sample Shoppers Column ready to show the publisher of the Baldwin Park Bulletin. However, when I got the baby stroller out of the garage, I realized that my two babies had grown and would not fit into it!

Then I heard Mr. Einstein telling me again to "focus on solutions." The moment you do, the solution pictures flash into your mind! I ran to the bedroom, took the pillows off the bed, grabbed my clothes line rope, and devised a second seat behind the first one on the baby stroller. I slipped my typed sample Shoppers Column into my shoulder bag and off we went.

Before we had gone very far, the wheel came off the stroller! This time I thought of another of my friends of the mind, Amelia Earhart. When my friends were leaving for college some years before and I realized there was no way I could go, I had read about her. Here are the words she gave me in that book. "Some of us have great runways already built for us. If you have one, take off! But if you do not have one - then understand that it is your responsibility to grab a shovel! You must build a runway for yourself and for all those who will surely follow you!" I took off my shoe and hit that wheel back on with my heel every time it fell off.

When I got to the newspaper office there was a sign on the front door. It said, "NO HELP WANTED." My heart sank. Then my good friend of the mind, newspaperman Ben Franklin spoke to me. Ben said, "Dottie, they have no money to hire anyone. So do not go in and ask for a job. Go in and offer to buy space for your Shoppers Column every week at their wholesale price. Your column will be an interesting new feature for the newspaper. You will sell the paragraphs to the merchants at the retail-advertising rate. The difference will be your profit. If you will do this, I promise you the profits will pay your house payment in four weeks!" Ben was right.

Shoppers Column

One of my advertisers for the Shoppers Column was a rather gruff furniture store owner. After I sold him a paragraph in my first Shoppers Column, I went into his shop to ask him to advertise again. He had his feet up on the desk and a cigar hanging out of his mouth. He was angry.

"Why did you put my ad half way down your column?" He yelled.

I gasped, "Oh, did you want a special place? Where would you like your ad to be placed?"

"At the very top, of course!" He replied. "And you are not going to move me out of it. How much extra is the top spot?"

Ohh! I had not thought of charging extra for that placement, but I quickly replied, "Does double price sound fair?"

"Yes," he said, "but I want a contract in writing that says that I get that spot every week!" He threw a calendar and 2 sheets of blank paper at me, and a sheet of carbon paper. "Count how many weeks until the end of the year," he ordered. "This will make a copy for each of us." We both signed it. Then he pulled out his checkbook and gave me a check for a double priced Shoppers Column ad in top place for the rest of the year!

Bob bought me a very nice 2-door model A Ford. I retired the baby stroller, bought a new pair of flat shoes and threw away my old shoes stuffed with cardboard.

I have often wondered if my furniture store owner knew that he was teaching me how to sell placement and long term contracts. There are mentors and teachers all around us. Are you listening? Are you reading? Are you thinking?

Business Turnaround

Then one day, four merchants told me they had decided not to advertise in my column. They told me the Rexal Drug storeowner was not advertising with me and they all liked him very much, so if he did not use my column, they would not do so either! I drove to his store, as I had several times before, but could never find him in. This time I saw him standing in the prescription department in his white jacket. I ran back and asked him to look at my advertising column because the other merchants wanted to know his opinion of it. He made his mouth go into an upside down "U" without saying a word. All the energy fled out of me, and I thought "I can't make it to my little car." So I sat down at the soda fountain. The young man working the counter came up to me and asked what I wanted. I only had 1O cents, so I ordered the smallest Coca Cola.

Just then two ladies came up and sat on the stools to my left. I was almost in tears. One of the ladies turned to me and said "What in the world is the matter with you?" I showed her my Shoppers Column and explained that I didn't know where to turn because Mr. Ahlman would not look at it and give me a comment. I told her I would lose our home, because the money for the ads I was to have picked up that day would have made the house payment. She took the Bulletin out of my hand and read every word. Then she spun around and called the owner to come up front. She was his wife! She asked me who the four other merchants were who had decided not to advertise in my Shoppers Column that day. Then she told her husband to sit down and write a check for a Shoppers Column ad for their drug store for a year, to give me the ad copy. Then she told me that she was going back to the phone to call my four other ad prospects.

I learned later that her husband was the kindest of men and so generous that she had decided to take over all of the advertising decisions. I had been talking to the wrong person! She soon came back and told me my four advertisers were waiting for me with checks in hand.

We became dear friends with this wonderful couple. When they took the soda fountain out of their drug store, my husband bought it. He and our son installed it in our den. Many speakers who have visited us here in Glendora, CA, have sat on those very stools where my business - and my world - turned around.

Next I decided to put together a short talk called, "What Does Your Customer Really Want?" I called the service clubs in town and asked if they would like a free luncheon speaker on Customer Service. They all said "yes!" I put a copy of the Bulletin, turned to my column, at every place at the table. I told them that what customers like me wanted from them was their interest. I passed around a little basket and asked them each to put their business card into it, writing the time and day they would like to talk to me about advertising in my column on the back. I took along a little prize for the drawing of one card. Then something amazing happened!

Advertising Business

By the end of that year, when those annual contracts would soon have to be renewed, a group of the merchants came to our little home. They asked me to start my own advertising business and all offered to become my first advertisers. I asked them why they wanted me to do it. What they told me was a very important lesson.

1. Because you keep your word. 

2. Because you have good ideas in your column that have helped each of us. 

3. Because we know you are reliable. 

The business they wanted me to start and run was a welcoming service for new area residents. We called it Hospitality Hostess.
Hospitality Hostess

The merchants each gave me a check for the first three months of the new advertising service they wanted. Many of these clients needed special printing for us to distribute to the families we welcomed. So my husband set up a printing business and did very well with it.

When the merchants who advertised with me opened new branches in other cities, they asked me to keep expanding the Hospitality Hostess service. I used the method of speaking free to local Service Clubs to promote this new advertising business. Within two years we had 4,000 annual advertising accounts, four offices and 285 employees.

In the meantime, business people who heard me speak asked me to speak for a fee to their employees and other organizations they belonged to. Soon those speaking clients asked me to find other speakers for them, and our Walters International Speakers Bureau was born.

Sharing Ideas

Today we publish Sharing Ideas, the largest independent magazine (yes we feature lots of ads!) for professional speakers. My daughter and I have written many books on the subjects of business and speaking, and with our grandson, Michael MacFarlane, our Speakers Bureau sends paid speakers all over the world.

While college was never a possibility for me, I am so grateful to my friends and clients, both those who are alive now, and those who have spoken to me from the pages of the books they wrote. One day a lady in my speaking audience said it was ridiculous for me to think they had all written books for me. I asked her, "Who did they write them for?" and got a standing ovation.

-----------------------------------------------------------------------------------------------------------
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