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 START YOUR SALES WEEK ON FIRE! 

Today we are going to look at how you can know if your buyer is serious or not. Master 

this and you stop wasting time on prospects who aren’t going to buy and you can spend 

more time with those who are. 

We are also going to be looking at the concept of commitment plus I am going to 

share with you the most important question you could ever ask yourself. 

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

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

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

helping you achieve sales domination. Awesome podcasts, articles and social media 

please join us at MondaySalesCoach.com 

 

IS YOUR PROSPECT A BUYER? 

We’ve all been there. The customer is saying all the right things, but we don’t seem to be 

able to get the deal to move. We work our backsides off for days, weeks and even months 

but then we get the dreaded email, sorry we’ve decided not to move forward. 

 

So let’s look at a technique to break down how you can know if your buyer is serious or 

not. 

 

Master this and you stop wasting time on prospects who aren’t going to buy and you can 

spend more time with those who are. 
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Actually, the technique is quite simple - Ask your prospect or buyer to do things… 

 

Don’t just be their best friend and do everything for them, you need to ask them to do 

things. Every time they ask you to do something you ask for something in return. 

 

Like “Hey could you send me some marketing collateral?” - you say “Sure but can you 

tell me who else is in the buying process and how can I get them the information as 

well.” 

 

Or 

 

“Can you send me a price list” you say “Sure, I’d like you to do a discovery call first, 

because if I don’t know what you need and your finance capability there is little point 

having a price list.” 

 

You must get them to do stuff. The more you ask them to do things and the more willing 

they are to do it - the higher the probability is that they are a real buyer. 

 

Yes, I know in the beginning you can’t ask for too much, after all they may be just testing 

the water or trying to see the value, but as you move down the sales cycle - as you get 

further into the sale you should be able to ask them to do more. You should be able to ask 

them to give you stuff and to do stuff and if they don’t do it or won’t do it that should 

provide you with a huge red flag. It’s that simple. 

 

When people are committed to buy, they participate in the buying process with you. 

 

Like when you are getting close to buying a car; 

You will show up to the dealership 

You will take that car for a test drive 

You will share your financial information with the finance person. 
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You will do and share all sorts of things participating in buying the car. If you don’t or 

you won’t then you are unlikely to buy. 

 

So, if you are talking to a prospect over the phone and they ask for some prices... Try it - 

say great come on down… and if they say no, no I won’t. Good; guess what they are 

probably not going to buy. 

 

DAM, I AM GOOD! 

 

Problem: Despite years of experience, attendance at numerous training programs, and 

coaching from sales managers, many salespeople still fail to elevate their performance 

above mediocre levels.  

   

Analysis: Numerous factors can influence performance, but the most overlooked is 

attitude - how we feel about ourselves.  

 

Unfortunately, our attitude about ourselves, our self-image (self-confidence or self-

perception) is influenced by our performance in our daily activities. And because our 

successes are frequently offset by disappointments, our self-image can seem like a roller 

coaster. This can cause an up and down performance in our roles, as you might imagine. 

You say to yourself, "Can I do it?" Some days the answer is "yes" and some days it's 

"no." The key is to get your self-image raised to the point where the victories vastly 

outnumber the defeats.  

   

Solution: Think of any activity that you perform that you're good at. It can be a sport, 

public speaking, cooking, organizing or anything. What is it that makes you so good at it? 

Is it your training, the tools you use or the experience you've accumulated doing it? It 

could be these things, in varying degrees, but something else as well. Your attitude, your 

approach, the sense of confidence and purpose, the commitment you bring to the activity 

is what people observe when they say you are "good at it."  

   

Witness the athlete who makes the play so effortlessly, the actress who delivers her lines 

flawlessly. The athlete does so not because of any superhuman qualities, but because he 

has practiced and practiced, the actress because she has internalized the part. There is no 



 
 

 
© Copyright 2016 – 

MondaySalesCoach.com 

longer any conscious effort required to make it happen. This is the difference between 

"knowing" it and "owning" it. Those who "own" it are at the very pinnacle of their 

professions.  

   

When you marvel at the way someone makes a brilliant impromptu speech or plays a 

beautiful song on the piano without music you are marveling at the same thing - the 

approach, the confidence, the naturalness of the behavior. There was no time to think, no 

time to prepare, no time to hesitate. They just did it!  

   

It all starts with a desire to accomplish something, then believing that you can do it, 

learning how it's done, practicing, practicing, and then practicing some more, until finally 

you don't even have to think about it - it just happens. You "own" it. But that takes 

commitment.  

 

How good are you? How good do you want to be? Are you committed? 
 

HOW TO KNOW IF YOU ARE AVERAGE 

 

There is a sure-fire way to know if you’re average at what you do or if you’re great at 

what you do. 

 

Ask yourself this simple question. 

 

Would you do your job for double the pay if it were 100% commission ONLY based on 

performance? 

 

Would you? 

 

Would you be willing to work on a 100% commission plan knowing, if you fail, you 

don’t get paid? 

 

Most people aren’t willing to do it because it means they HAVE to be good enough NOT 

TO FAIL! 
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Betting on yourself requires knowing in your heart that you are good enough to succeed 

and that you don’t need the safety net of a guaranteed job or salary. Are you good enough 

to bet on yourself?  Are you good enough to remove the safety net? 

 

Look, I know this is a hard question, but it’s a must ask. Whether you ever choose to go 

out on your own or work in a performance based environment, you must ask are you 

good enough to do it.  

 

If the answer is no, your cheating your employer and yourself. 

 

Here’s the deal, get so good you don’t need a safety net. That’s when you know you’ve 

arrived. 

That concludes this week’s episode of Monday Sales Coach. If you missed any part of this 

episode go to our website to catch up. Also, make sure you connect with our newsletter. 

These can all 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, happy selling. 
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