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MONDAY SALES COACH EPISODE 006 
 

 START YOUR SALES WEEK ON FIRE! 

Today we are going to take a look at Sales Leads. And in particular how to do everything 

in your power not to lose one… especially to a competitor. 

We are also going to be taking a look at the power of your mind plus I am going to 

share with you a Quota crushing sales tip. 

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 

3 THINGS TO REMEMBER ABOUT LEADS 

If there is one thing that is crucial for sales, it is leads.  

 

In the world of business where so many things can shift in an instant, it is essential for a 

salesperson to understand how there are no guarantees when it comes to leads.  

 

The potential customer who you thought was already in your hands today can turn out to 

be in your competitor’s hands tomorrow. 

 

Absolutely anything can happen to your list of prospects.  

This is a subject of great concern to salespeople. After all, we rely on leads for the growth 

of our customer base and to make more sales. Losing a lead means losing a sale that we 

could have had; something that we unquestionably do not want to happen to us. 

 

How, then, can you ensure that your hot leads now will not turn into cold later?  

 

The simple answer is to maximize your opportunity to make a sale before your 

competition does. Of course, that is easier said than done, but a few reminders as to how 

to best follow up your sales leads will help a lot.  
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The three things that you should keep in mind when converting leads into sales. 

 

1. Leads are not yet customers 

That’s right you need to keep in mind that leads do not necessarily equate to clients. 

Repeating this to yourself will help you not waiting that extra day before you call on 

them. 

 

2. Leads are not meant to sit in a file 

Remember these leads are not just random names that miraculously appeared on your 

desk. If you want to make a customer out of them, you have to take action as fast as you 

can. 
  

3. Leads require proper timing 

Remember in sales, Time is of the essence.  

 

Understanding that concept means understanding how your prospect’s mind works.  

 

Your prospect has sent out word regarding their need for your product or service. This 

could also mean that you are not the only sales person who is aware of the lead’s need.  

 

The one who makes the deal, could actually depend on who acts on the lead first.  

 

Your job in sales is to make sure that you get to communicate to the prospect before 

anyone else from your industry does. You need to strike at the right time but fast enough 

to impress them with just how easily available the solution to their needs actually is.  

 

Failure to act on a lead could mean losing a sale to your competitor. Do not let this 

happen. Do not give a potential client the opportunity to seek out your competition for a 

product or service.  

 

Do not wait several days before calling on a lead. The chances are high that others have 

already contacted them. 

Also, think of the impression you will be making on that lead if they learn that you 

waited several days before you made the call!  

 

This will definitely not result in a positive image.  

 



 
 

 
© Copyright 2016 – 

MondaySalesCoach.com 

So the next time you get your hands on a qualified lead do not waste your chances and do 

not take too long to place a call.  

 

Stop whatever it is you are doing and reach out to the prospect before the lead 

turns cold or worse still into someone Else's. 

BE CAREFUL WITH OUR THOUGHTS. 

 

Problem: Every year in most major cities there is a road show consisting of prominent 

self-help gurus and other personalities who spend a day telling their audiences how to 

feel good about themselves and improve their performance.  Not surprisingly most of the 

audience are in sales.  No surprise!  Sales is a tough business, rejection is commonplace 

and pressure to meet quotas can be unrelenting.  It’s no wonder that salespeople have 

attitude problems.  While these events are useful in momentarily motivating attendees, 

what happens after the motivators leave town?  After a few days, most folks are right 

back in the same mess as before, and little has changed.  So how can we make change 

permanent?  

   

Diagnosis: Although these workshops are helpful, long term we are responsible for our 

own attitudes.  How often do we silently proclaim, “I can’t do that,” “I’ll never be able 

to…” or worse, “I don’t deserve…”?  How often do we set goals and expectations at a 

“safe” level so that we can be assured of making them?  The person who wants to play it 

safe, who is hesitant to get out of his or her comfort zone, may lead a comfortable life but 

may fail to achieve their true potential.  

   

Solution: “Imagination rules the world,” declared Napoleon Hill.  Albert Einstein (that’s 

right, old E=MC²) professed, “Imagination is everything, it’s a preview of life’s coming 

attractions.”  

 

Much has been written about how we are a product of our thoughts. Essentially, we are a 

self-fulfilling prophecy. The mind brings into reality the things it thinks about 

most.  However, our subconscious mind makes no distinction between positive and 

negative thoughts.  If we fill our mind with doubt, fear and disbelief, if we lack self-

confidence, if our self-image is negative, chances of our being successful are remote.  

 

We gravitate in the direction of our dominant thoughts.  This is an extremely important 

principle.  Think about something and you will move toward it, even if it is something 
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you don’t want.  Therefore, saying “I don’t want to blow this opportunity” or “I better not 

miss this shot” often will cause us to achieve the opposite of the desired result…in other 

words, failure.  

 

We get what we expect.   

 

Now, That’s good news since we are in control of what we think about.  You decide what 

to put in your mind and so determine what you get back.  Discipline your thoughts and 

you’ll determine what you reap. “The average person quits at the first failure.  That’s why 

there have been many average people and only one Thomas Edison,” remarked Napoleon 

Hill.  How true these words are?  
 

NOW I HAVE A QUESTION FOR YOU 

 

Who wants to crush their sales quota this month….? 

 

No that’s not the question… the question is 

 

Are you selling to need? 

 

When you engage with your clients, are you looking to find your clients need? 

 

We’ve been taught for years to find our customers’ needs and then sell to them. We have 

been taught to ask lots of questions, find their need then position your product to fit their 

need. 

 

Sound familiar? 

 

Is that how you sell? 

 

Ok, good, now STOP. 

 

You see, selling to a need is a handicap to sales people.  

 

Selling to a need assumes your customer has a need and more importantly, knows that 

they have a need.  
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The problem with this assumption is most sales opportunities are found because the 

prospect didn’t even know they had a need. They didn’t know they needed anything. 

They thought things were just fine. 

 

Here’s what’s wrong. 

 

There is no need without a problem.   

 

Trying to find a need without finding the problem is like trying to fish without a pond. 

 

NO pond, no fish. 

 

No problem no need. 

 

If you want to increase sales, if you want to improve your win/loss rate, if you want to 

crush your quota, start looking for your customer’s problems.  

 

Sales are always where the problems are. 

 

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, go help people. Happy Selling. 
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