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MONDAY SALES COACH EPISODE 004 
 

 START YOUR SALES WEEK ON FIRE! 

Today we are going to take a look at Success.  

I want you to find a way so that every day you can go into work excited to make any sort 

of sale that will boost you closer towards your monthly quota, because you feel 

successful rather than overwhelmed. 

Also in this episode we are going to go through 3 techniques to elevate your sales 

performance plus we are going to discuss tips to keep you hotly sought after. 

Hello I am Peter Gianoli and this Mondays Sales Coach connecting you to a 

community of sales champions on radio and online at MondaySalesCoach.com 

We have the site, the place where you can get all of the great material when it 

comes to helping you achieve sales domination. Awesome podcasts – social media 

plus our regular Newsletter, please join us at MondaySalesCoach.com 

WHAT IS SALES SUCCESS 

Success for most sales people is only based on external factors. How much money are 

you making, what car you drive, what kind of clothes you can afford and how you rank 

each month on the list of sales reps. 

Unfortunately, because your success is based on results, so too can be your motivation. 

This is fine when sales are good, but can sabotage you when they are not. It can even get 

to a point where if you don’t make any form of a sale on any given day, you leave feeling 

dissatisfied and as if you didn’t do enough. 

Does this sound familiar? 

These dips in success can initially push you to work harder and longer. However, when 

this doesn’t provide immediate gratification, new counterproductive habits can develop in 

order to provide short-term satisfaction. 
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Rather than allocating a certain amount of time to cold calling new prospects or mapping 

out an email plan to reach potential customers; you may try to find the quickest buck 

every day.  

As many of us do in the age of technology, we seek instant gratification. So you focus on 

everything that you can see closing within 30 days, whilst longer clients are seen as 

boring and unfulfilling. 

This way of thinking damages performance. 

For so long you have been training your mind to believe that success is strictly based on 

the results and what is put up on the scoreboard. 

So when sales are high you get complacent and don't continue to follow through on the 

critical activities that got you to the point of success in the first place, such as cold calls, 

asking for referrals, email plans, client follow-up, asking the tough questions in meetings, 

etc. 

The problem is that habits are either sharpened on a daily basis or lost over time. 

By slacking off and riding the wave of revenue, those habits are slowly being 

unconditioned from your mind. By being complacent during the good times, you haven't 

been sharpening those important habits, and it is hard for you to pick them back up again. 

On top of all this, because your success is only based on results, when sales start to drop, 

your confidence also takes a hit. Not a good mindset to sit yourself down and start cold 

calling. 

Here's the brain science behind sales. 

The exact amount of revenue you bring in each month is, in many ways, out of your 

control. 

So when you only base success on that number, you ignore your efforts. This can be very 

damaging for humans because we may be doing all the right things and putting our best 

foot forward, but because the numbers don't add up, our self-worth plummets. 

The challenge is that when you think this way, your brain goes into a reactive and 

defensive state. It does this because it recognizes you are lacking something in your life, 
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and in its overly protective nature, zones in on the problem and tries to fix it immediately. 

So your brain begins to now view your quota as a threat. 

Any time a threat is present, this reactive fight-or-flight state forces you to narrow your 

focus on that problem, block out external information in your environment and 

concentrate on the short-term. Being hyper focused on the problem cuts off your long-

term vision and is the reason you begin hounding existing accounts, providing significant 

discounts to customers and doing anything you can to bring in money now. 

 

ELEVATE YOUR SALES PERFORMANCE 

Here are three crucial habits of high performing sales reps to adopt and stick with. 

1. Consistency is key. 

Remember how habits are formed. Follow through with each habit or skill every single 

day no matter what. 

Habits are not action items that need to be carried out in full every day. They just need to 

be addressed and focused on a bit to remain ingrained in our mind. 

For example, if you are too busy to make your 20 cold calls for the day, then make sure 

you at least make one no matter what. Find the time to keep those critical habits alive 

even when you're exceeding your quota, so that if things drop off you can pick them 

back up quickly. 

2. Peak mental performance. 

Each morning tell yourself the following mantra  

“I am successful because "I’m following my passion, and I’m learning and growing from 

every single thing that happens to me." 

“It doesn’t matter what mistakes I make or if I’m well below my monthly quota. I force 

myself to base my success on my effort and if I’m learning from my experiences 

and applying that knowledge to continuously grow.” 

Our brain learns from repetition, the words we say to ourselves and how those words 

make us feel. 
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Saying the above to yourself, gives you control over success and how you feel every day. 

Your feeling of accomplishment is not based on external factors that you can’t control -

 like if someone buys something from you. Instead, it’s based on your effort and your 

actions. This puts you in a positive mental state so when you interact with others you are 

speaking from a place of confidence and certainty, not from fear and deficit. 

While this may sound counterintuitive to success, the reality is it takes your brain out of 

that lacking and reactive state and enables you to optimize your brain's performance.  

3. What can you measure? 

Of course it’s easy to measure how much revenue you’ve brought in each month. But it’s 

not easy to determine exactly what you did to create that number if you don’t measure 

what you do on a daily basis. 

It may feel tedious and even boring, especially when you’re exceeding your sales 

quota, but remember if you don’t have a track record of what made you successful, then 

you’ll never know how to sustain or regain it. Here are some questions to ask yourself 

each day. 

● What are the primary activities that lead to my success? Am I conditioning those 

habits in my mind every day? 

● What are the response rates of my different types of messaging? 

● Do I have an unknown or underappreciated problem to bring to my prospects 

attention? How is it resonating with people? 

● How many large companies or high net worth individuals am I going after 

compared to smaller ones? 

● How much am I relying on my current contacts and opportunities instead of brand 

new ones? 

Try to take your eyes off the end prize. 

Focus on your daily routine, and feel success in following through with those activities. 

When you focus on consistency instead of destination and trust in your relentless work 

ethic, you always feel successful no matter what is going on around you.  
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ARE YOU A HOTLY SOUGHT AFTER 

COMMODITY? 

Having built organizations around salespeople for three decades it has become quite 

apparent that there are a handful of sales species, who are successful and hotly sought 

after. 

The bad news is that these species of sales people are highly endangered. The good news 

is, they are out there, and if you are one, you will be fed and nurtured lovingly.  

Here are the seven most sought after species in sales. 

1. The person who actually answers the phone. 

Twenty years ago, when a salesperson's phone rang, they answered it to see who it 

was. Today, it is more likely that when a salesperson receives an unrecognized call, they 

let it go to voicemail so that they can determine who the caller is before calling 

back. This creates a long game of phone tag, and by the time the salesperson reaches the 

potential client, they’ve already purchased elsewhere. 

2. The person who admits they were wrong. 

The more common type of modern day salesperson is the kind who will blame 

manufacturing, shipping, the weather or even worse, the customer, for the mistake. 

3. The person who says thank you. 

Rare, but there are a few living sales species, who still send a handwritten thank you note 

after each sales conversation. Not only is it polite, it’s also great for business. These rare 

sales types develop great customer rapport and tend to build strong sales pipelines. 

4. The person who goes out and gets it. 

These are the mountain lion types that time block a few hours every day to call on 

potential clients, and I don’t mean through social media, mailers or text. 

No, these rarities pull out their scripts, and they work the phones, or knock on doors -

 doing everything in their power to get the belly-to-belly meeting with customers. These 
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people eat rejection for lunch, and because they are so consistent in their approach, they 

tend to make the very best salespeople. 

5. The person who under promises and over delivers UPODs. 

It’s more common with modern day sales people that they promise, promise, promise 

everything, including the kitchen sink in order to make the sale. Whereas the extremely 

rare UPODs are more interested in building long-term client relationships by being 

realistic in their sales delivery and then delivering more than what they promised after the 

sale is made. 

6. The person who courts the customer. 

In today’s sales environment, many sales people mistakenly believe the sale is over once 

money has exchanged hands. There is, however, a rare sales species out there that is more 

of a long-term courter. 

In other words, they see the sale as the start of a long term sales opportunity, not the end 

of one. These long-term courters tend to check in with the client regularly - long after the 

sale has been made -- to see how they like the product or service and to see if they need 

anything else. 

7. The person who closes. 

Marketing, prospecting and presenting a value proposition are all well and good, but they 

don’t generate revenue. 

They are simply mile markers on the way to the sale. The best sales people are the ones, 

who consistently practice their ABC’s - Always Be Closing. 

This is the species that is armed with high powered objection handling techniques and 

scripts. They are quick to understand the client’s pain points so that they can offer a 

solution, and close the sale. 

There you go that concludes this week’s episode of Monday Sales Coach. 

If you missed any part of this episode go to our podcast. Also make sure 

you connect with our newsletter.  

These can be found at mondaysalescoach.com 

http://www.petergianoli.com/monday-sales-coach/
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That was Monday Sales Coach and I am Peter Gianoli, thank you so 

much for connecting and listening to us and being a part of our team of 

sales champions. 

Until next week, bye for now. 

 


