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The month of March is here and I can’t
help but think about March Madness, the
high school basketball playoffs and state title
tournament, our state wrestling qualifiers
traveling to compete, as well as all of the
softball and baseball leagues and games that
are about to get going.

It’s been a crazy sports season this past year
and very frustrating when we can’t go and
support our local Redskins and Saints teams, but
it’s been great to see where the high school has
been able to stream the games through their
YouTube channel and still being able to follow
the team.

KSCB and Brock do a great job broadcasting
games at the college and high school level and
have had a very tough task covering sports in this
very packed schedule of March. If you have the
chance to go and support any of these teams, get
out there and show your support.

Another area of sports that’s been fun to be a
part of is our local rec and the basketball
tournaments they’ve been able to host here in
Liberal. They’ve had all different ages play in
both the boys and girls divisions that have
brought teams from all over the area to our
community.

As I’ve traveled and helped coach my
daughters that have participated in these

tournaments, the banker in me can’t help but
start calculating the impact these tournaments
have for our community. Whether it’s the
restaurants being patronized, cars fueling up, or
hotels being booked for teams further away, the
impact can’t be ignored. Our Liberal Rec is
doing great things putting these types of sports
tournaments on and helping our local businesses
by bringing people to town. If you haven’t been
down to the new rec building, get down there
and take in some ball games with our local
youngsters or just go get a tour of all they are
doing and have planned for the new rec.

Enjoy all the Madness in March, Liberal!

BRAD CARR
Chamber Chair

MARCH AND THE MADNESS!

LEGISLATIVE
BREAKFAST
Rep. Shannon Francis and

Rep. Marty Long
Saturday, March 13, 2021

9 am at the depot
Breakfast pastries and coffee will be available.

Everyone is invited to attend and have the
opportunity to listen and ask questions on the

current issues in Topeka.

THE BASH IS COMING!
The Chamber’s Events committee
is currently finalizing plans for
our 2020-2021 Bash.
The Seventies theme will
remain the same as it was in 2020 —
Stayin’ Alive in ’75 — so everyone
will be able to use their

decorations. The date, location
and other details will be
announced soon.



Volden
helps
students
succeed
The Liberal Chamber
presented the January
Educator of the Month
award to Bethann
Volden, Social Worker
at Cottonwood
Elementary .
Bethann(left) is pictured
with her Principal,Traci
Mettlen.
Congratulations,
Bethann. Thank you for
taking such good care of
our children. Courtesy
photo
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Be sure to list your
important events on the

Chamber’s online calendar.
Just follow the prompts to this
website and post your events.

wwwwww..lliibbeerraallkksscchhaammbbeerr..ccoomm

Byron Bird & Associates
Chtd.

Certified Public Accountants
Income Tax • Computer • Estate • Bookkeeping

• Auditing

624-1994

Scantlin’s Furniture
& Carpet, Inc.

Flexsteel • Stanley • Sealy • Howard Miller • Bassett
• Pulaski • Flex A Bed • Others

211 S. Washington • 624-3859

Don Witzke
Associate Broker
624-1212

Landmark Center • 307 N. Kansas

The Liberal Chamber presented the March Friendliest Employee of the Month award to Matt Quint, the City of Liberal Recreation Director.
Matt has worked for the city for 9 years, and has been the Recreation Director for the last 6 years.  He said that the REAL friendly people
are the employees that he gets to work with every day.  He really enjoys working with them and meeting all the people who come out to the
Rec. Center.  He added that he is very excited about the new programs they are planning to start very soon. Matt was nominated for the
award by his employees who all agreed that he is the best boss and is always very helpful and works good with everyone who comes to the
center. Congratulations, Matt.  Thank you for making Liberal a friendly place for all types of recreation.  Courtesy photo

Quint serves with a smile



By JEFF BEALS
jeffbeals.com

You want to know the quickest path to winning new
clients?

Use referrals.
It’s getting harder and harder to cut through the clutter and reach influential decision

makers. That’s why referrals have never been more valuable than they are today.
In an era when buyers are jealously protective of their time, a referral from a trusted

source is your ticket to the show. The more senior a prospect is in a company, the more
important referrals are.

Reaching busy decision makers is not the only reason you should ask past/current clients
for referrals. By asking for business leads, you could find out about prospects who
otherwise would remain hidden from your view. There are essentially thousands of
prospective clients out there who you do not yet know and who have not heard of you. A
referral is your ice breaker, a chance to know someone who could someday become one of
your best clients.

Additionally, referrals can get prospects thinking about making a change even when the
thought of changing hadn’t previously entered their minds.

For example, let’s say there’s a client who is marginally happy with their current vendor.
They’re happy enough that they don’t feel compelled to look around but they’re not so
satisfied that they wouldn’t consider an unexpected solicitation from someone who referred
you. A referral could be just enough of a catalyst to make them consider a new provider.
Referrals are catalysts.

Despite the power of referrals, some sales professionals are hesitant to ask their
current/past clients. Perhaps they are worried the request will be an unwanted interruption
in the client’s busy day. Perhaps they’re worried they didn’t do a good enough job for the
client. Perhaps they fear “going to the well one too many times” — they already took time
from the client when doing the deal, so they feel guilty taking more of the client’s time
now.

If you have done a good job of serving the client while at the same time building trust,
have no fear or hesitation asking for a referral. In fact, you could make the argument that
the referral actually strengthens your relationship with them. It’s kind of flattering when a
vendor wants me to make referrals on their behalf. It shows me that I was an important
and prestigious client.

Asking for a referral puts you and the client on the “same team” and creates more of a
friendship between the two of you. Furthermore, saying nice things about you to others
reinforces and reminds your client why you’re so awesome.

Some clients might actually be a bit offended if you don’t ask for a referral. I once had a
client with whom I worked a long time and built a nice friendship. After a couple years, I
finally asked for a referral and testimonial. Her response? “I was wondering why you never
asked me for that!”

Who ShouldYou Ask for Referrals?
1. A person whose name, title and profile make you look impressive
2. Someone who will say great things about you
3. Someone who is very pleased with your product or service
4. Someone with whom you have mutual trust
5. Someone who has a large number of valuable contacts
When Should You Ask?
There’s no set time in the sales process when you are supposed to ask for a referral. That

said, it’s probably best right after you have done a great job and your client is basking in
your good work. Some sales pros are hesitant to ask a client from long ago. Don’t fret if
time has gone by.

Simply call and say something reminded you of them and how much you enjoyed
working with them. Then ask for a referral.

How the Process Works
If prospects agree to give you referral, the best option is to have the referrer connect you

directly. They could make a coffee or Zoom appointment for the three of you or perhaps
send an email introducing you (“There’s someone you NEED to meet!”). If this isn’t an
option, perhaps the referral giver could arrange a three-way phone call.

The second-best option is for the referral giver to send an email or make a phone call
letting the targeted person know you’ll be calling and why they should talk to you.

If the referral giver isn’t willing to do either of the first two options, you will have to
initiate the contact with the targeted person mentioning the referral giver’s name. Before
making this call, make sure you have referral giver’s blessing to go ahead and make the
call.

Before you talk to referred targets, learn all you can by asking the referral giver about
them and by researching them online.

Follow Up
Keep the referral giver informed throughout the sales process. It’s simply a matter of

courtesy and is especially important if the referral giver is due a commission or referral fee.
Always be grateful for any referrals you receive. When clients allow you to use their

names to seek business from their cherished contacts, they are putting their reputations on
the line just to help you. That means you have an obligation to treat those referrals with
the utmost care and respect. Caring for referrals is a sacred trust in the sales world, so take
that obligation seriously.

Jeff Beals helps you find better prospects, close more deals and capture greater market
share. He is an international award-winning author, sought-after keynote speaker, and
accomplished sales consultant. He delivers compelling speeches and sales-training
workshops worldwide. He has spoken in 6 countries and 41 states. A frequent media
guest, Jeff has been featured in Investor's Business Daily, USA Today, Men's Health,
Chicago Tribune and The New York Times.
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WIN NEW BUSINESS VIA

REFERRALS
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Liberal, KS – Sunflower Bank
recently gave a total of $117,835
to schools and students through
donations from its ABC Program,
including $3,258 given locally in
Liberal. Since Sunflower Bank
originated the program in 2001, it
has contributed over $1.4 million
to support kindergarten through
12th grade education in Colorado,
Kansas, Missouri, New Mexico
and Texas. The donations currently
being distributed were generated
from September 2019 through
August 2020.

“We are thrilled with the outcome of this year’s ABC
Program that provides educational resources that are
needed now more than ever. Our communities have

embraced the year-round nature of the program, resulting
in our donation of $117,835 back to our schools,” said
Mollie Carter, Sunflower Bank Chairman. “This year’s
enhancements to the ABC Program are just one example
of the innovative solutions we bring to our Sunflower Bank
and First National 1870 customers every day.”

The ABC Program is funded in part based on customer
debit card transactions and new accounts opened.
Sunflower Bank and First National 1870 customers have
the opportunity to select an ABC Program-registered
school to support with each qualifying debit card purchase
during the campaign. The standard school donation per
transaction is $0.02*. Throughout the year there are
advertised special time periods during which schools are
paid $0.04 per transaction and $50 for qualifying newly
opened accounts**.

In addition, from February 15, 2020 through March 31,
2020, all branch locations accepted kindergarten through
12th grade students’ report cards for the “Pay for ‘A’s”
contest. Five contest winners per branch were chosen to
receive $10 for every A grade, up to a total of $100 per
student. Participating schools received a matching donation
if one of their student’s report cards were chosen.

Local branch associates are currently registering schools
to participate in the ABC Program’s next donation cycle.
Public, private and charter schools, as well as parent
teacher organizations, in communities with Sunflower Bank
or First National 1870 branches are eligible to receive ABC

Program support. Schools can use the funds as they choose
for any programs or supplies. The next “Pay for ‘A’s” contest
runs from October 1, 2020 through November 30,
2020***. To learn more about the ABC Program, speak to
your local branch, or visit SunflowerBank.com/abc or
FirstNational1870.com/abc.

*Offer valid 9/1/20-8/31/21. School must be a participant
in the ABC Program to receive payment. Signature-based
debit card transactions (credit) qualify for school donations.
PIN-based any ATM transactions excluded. **Details
provided at the time of the offer. ***No purchase
necessary to enter report card drawing. Available for
students in grade K-12. Drop off report cards 10/1/20-
11/30/20 at any branch location. Drawing will take place
12/1/20. $100 maximum payment per report card.

About Sunflower Bank
Operating as Sunflower Bank, First National 1870 and

Guardian Mortgage, Sunflower Bank, N.A. provides
financial solutions to the individual communities it serves.
With over $4.8 billion in assets as of June 30, 2020,
headquarters in Denver, bank locations in six states, and
mortgage capabilities in more than 40 states, Sunflower
Bank, N.A. provides a full range of relationship-focused
services to meet personal, business and wealth management
financial objectives. Member FDIC. Equal Housing
Lender. First National 1870 and Guardian Mortgage are
divisions of Sunflower Bank, N.A.

Sunflower Bank donates $3,258
to schools and students in Liberal
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AVAILABLE AT THE CHAMBER OFFICE,
4 ROCK ISLAND ROAD

These certificates are good at
MORE THAN 70 businesses in Liberal and can be
made in any $5 increment amount starting at $20.

Call, (620) 624-3855, or fax (620) 624-8851
or e-mail info@liberalkschamber.com

to place your order and they will be ready for pick-up
at your convenience.

Put a little

’SPRING’
in their step with a Chamber Gift Certificate

RIBBON
CUTTINGS

First Baptist Food Bank
1:00 PM

At First Baptist Church
3rd Street & Sherman

INA Alert
11:45 AM

At Depot Parking Lot
4 Rock Island Road

MARCH 4

Everyone is invited to attend both ribbon cuttings.



Chamber Ambassadors join
Nutrition Cave owner Gabby
Merrill in cutting the ribbon
on her business located at
1406 W. 15th Street. L&T
photos/Robert Pierce

Lupe and Benito Belmares, owners of LB Services cut the ribbon on their location at 834 S. Kansas and are joined by the Chamber of Commerce Ambassadors. Courtesy photo
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Businesses cut ribbons
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UPCOMING EVENTS
March 4 11:45 am Ribbon Cutting for INA Alert at Depot
March 4 noon Ambassador Meeting at Depot
March 4 1:00pm Ribbon Cutting for First Baptist Food Bank at 3rd &

Sherman
March 10 11:45 am Lunch & Learn-Stress & Coping with COVID-19
March 13 9 am Legislative Coffee with Reps. Shannon Francis &

Marty Long
March 15 Noon Focus on Future Meeting
March 17 Noon Chamber Board Meeting
March 25 7 am Council of Governments
April 1 Noon Ambassador Meeting

• Action Realty & Auction
• Al Shank Insurance, Inc.
• American Family Insurance –

Tammy Lenear Agency
• Applebee’s
• Best Western Plus
• Billy’s Mexican Grill & Q
• Brookdale Senior Living Inc.
• Carniceria La Canasta LLC
• Central Care Cancer Center
• City of Liberal
• DCP- Midstream-Liberal Asset
• El Ranchito Mexican Restaurant
• Equity Bank
• Fellowship Baptist Church
• Fritzson Rentals
• Furniture Mart

• Good Samaritan Society-Liberal
• Groendyke Transport Inc.
• Hay, Rice & Associates
• High Plains Heritage

Foundation
• INA Alert Inc.
• Lana M. Miller, CPA
• LB Services
• Liberal Standard Supply, Inc.
• Marcellus Recycling
• Maria Lauralynn Noblejas
• New Beginnings Church
• O’Grady Trucking, LLC
• Scantlin’s Furniture & Carpet,

Inc.
• Southern Office Supply
• State Farm Insurance , Jerry

Harding
• T & B Towing, LLC
•T apestry Psychiatric Services,

LLC
• Unified School District #480
• Wheatridge Park Care Center

New Members:
• Edward Jones-McKensie Hood,

150 Plaza Dr., Ste 202, Liberal,
KS 67901

• The Nutrition Cave, Gabby
Merrill, 1406 W. 15th St.,
Liberal, KS 67901

Renewing their commitment to the Liberal Chamber of Commerce
Businesses continue to support the Chamber by renewing their memberships throughout the year.

February renewals include:
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by the numbers ...
Building Permits Issued
(Permits Value)

JAN.. 2021 2021 YTD

Commercial $425,450 $425,450
Residential $75,923 $75,923  

Utilities
JAN.. 2021 JAN.. 2020

Gas Meters 7,313 7,306
Electric Meters 8,724  8,661
Water Meters 6,860 6,855 

Air Transportation
JAN.. 2021 JAN.. 2020

Landings 51 52
Enplanements 209 476
Deplanements 260 514

City/County Combined Sales Tax Collections
YTD. 2021 YTD. 2020

1% sales tax $324,793 $323,357

JAN. 2021 JAN. 2020

1% sales tax $324,793 $323.357

At the Chamber in FEBRUARY 2021 …
■ We answered 199 calls in 19 days in FEBRUARY 2021
■ We gave out 178 referrals and gave out 13 rental lists.
■ We sold $550 in gift certificates.
■ Our website had 6,152 views.

Your Chamber of Commerce is working for you!


