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MONDAY SALES COACH EPISODE 005 
 

 START YOUR SALES WEEK ON FIRE! 

Today we are going to take a look at Mondayitis.  

Mondayitis’ is a highly contagious, severe and debilitating condition which inexplicably 

affects more people in the sales industry than any other workforce. 

We are also going to be taking a look at how to overcome a bad sales cycle plus we will 

discuss a little less conversation and a lot more action! 

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 

ARE YOU SUFFERING FROM MONDAYITIS? 

So What is Mondayitis and how do you overcome it? 

As indicated earlier ‘Mondayitis’ is a highly contagious, severe and debilitating condition 

which inexplicably affects more people in the sales industry than any other workforce. It 

is known to cause feelings of weariness, lethargy, depression, desperation and anxiety 

with symptoms often lasting for up to five days (or until close of business on Friday). 

Symptoms of Mondayitis may include repeatedly hitting the snooze button; suffering an 

inability to get out of bed; involuntary moaning and whinging; bribing your partner to 

call your workplace to advise them you are suffering from a life-threatening illness; 

activating your ‘out of office’ message on your email account; turning off your mobile 

phone and failing to attend sales meetings. 
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A CURE IS AT HAND!  

If you are suffering from Mondayitis, it is time to turn your frown upside down!  Listed 

below are ideas I have gathered over the years from sales staff to prevent or cure 

Mondayitis: 

1) Don’t end the week till Monday evening. This makes Monday’s feel like the end of the 

week rather than the start. There is nothing like having a deadline to engender enthusiasm 

so having a deadline on a traditionally slower day makes sense. This will mean sales 

meetings are best held on a Tuesday because sales people will be too busy selling on 

Mondays to attend meetings. 

2) Plan Monday on Sunday evening. Prepare a ritual for Monday mornings that will have 

you leaving home in good order and fired up to succeed. A perfect morning ritual will 

generally include some quiet time, exercise, reading, fresh green nutrition and a good 

dose of quality coffee. Whilst driving to work listen to a motivation message or educative 

material rather than Am/FM clap trap. 

3) Spend some time encouraging other sales staff just like you. Make it your purpose to 

fire up every person you come into contact with during the morning. Behaviour breeds 

behaviour. 

4) Look for an opportunity to teach or help somebody with the intent of making a change. 

There is no better motivator than like feeling you are making a difference and being 

appreciated, so why not get this feeling on Mondays. Most poor performers who suffer 

Mondayitis tend to withdraw and seek isolation – the cure or prevention requires the 

opposite. 

5) By lunchtime your Mondayitis should be beaten for the week but in case it is still 

lingering, the final piece to get you over the hump is to devote around 20 minutes to 

learning something new without any apparent practical benefit. This too will serve to 

trigger another set of synapses in your cerebrum (fire up your brain) and keep you up and 

performing. 

Now the best thing about beating Mondayitis is the effect it will have on the rest of the 

week. I have found that every time a sales person makes a sale on a Monday they go on 
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to have a cracking week. It is all about momentum. Beat Mondayitis every week and you 

become a high performer, it is as simple as that. 

If after all this and you still don’t like Monday’s I suggest you visit You Tube at this 

link and listen to Sir Bob’s song. Last count 5.2 million visitors have already gone 

there, probably all sales people. 

 

ARE YOU IN THE MIDST OF A BAD SALES 

CYCLE? 

Sales isn’t about taking, or convincing. It’s not about forcing or cajoling. 

Sales is about giving, teaching, coaching, educating, sharing and engaging. Sales is about 

helping, that’s all. 

 

Today it’s easy to forget that.   

 

The pressure to perform, to get to quota and to win in sales is intense. It’s this pressure 

that ends up perverting sales. 

Because of this pressure buyers don’t allow sales people to help, as they don’t trust them. 

They don’t see them as trying to help, they see them as trying to take. 

 

When buyers won’t let sales people help, sales people push harder, they start trying to 

convince, force, and cajole. They stop selling. When sales people stop selling, things only 

get worse and the pressure increases. 

 

When the pressure increases, sales push harder, cajoles more and teaches, shares, and 

consults less, even when new buyers want a sales person’s help. 

 

The cycle has begun. 

 

To avoid this negative cycle or to get out of the cycle, a sales person’s job ISN’T to get 

the customer to listen to their pitch or buy their product. It’s simply to get them to be 

https://www.youtube.com/watch?v=-Kobdb37Cwc
https://www.youtube.com/watch?v=-Kobdb37Cwc


 
 

 
© Copyright 2016 – 

MondaySalesCoach.com 

open to help. When prospects and buyers are open to help and the sales person is honestly 

providing it, that’s when selling is happening. 

 

Figure out how to get prospects and buyers to want your help, and the rest will take 

care of itself. 

NOW LET’S TALK ABOUT YOUR ACTIONS 

Given that today’s podcast seems to be about song titles how about a “little less 

conversation”. 

We all have the best intentions.  I have to believe that. It keeps me sane. 

However, in spite of our intentions, we have a tendency to say and believe things about 

ourselves that just aren’t true. We say we’re committed to our job, but we haven’t done 

anything to improve our ability to get better at it in years.  

We say we’re health conscious, but rarely work out and eat like a guts most of the time. 

 

We pontificate about the importance of risk and hustle to success but never incur any risk 

and barely hustle. We’re quick to tell everyone on FaceBook what we would do if it were 

our kid who fell into the gorilla cage or what we would do if it were us who was stopped 

by a cop and told to get out of the car, or if it were our kid who was transgendered, or 

what we would do if we won the lotto.  

We’re all quick to know what we would do and what we believe. But we’re usually 

wrong. 

 

Words and beliefs are very different than actions. 

 

Your actions are speaking so loud; I can’t hear what you’re saying. It’s time for a little 

less talk and a little more action. 

I’m going to pay less and less attention to what people say, and more attention to what 

they do.  It’s time we see more and hear less or should I say do more and talk less. 

Yeah, I heard you, but I can see you too, and that’s all I care about. Oh 

and by the way that is exactly what your prospects care about too!  
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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 

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, let your actions do the talking, go help people. 
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