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MONDAY SALES COACH EPISODE 009 
 

 

 

 START YOUR SALES WEEK ON FIRE! 

In today’s episode, we are going to look at a prospecting system that guarantees results!  

We are also going to be looking at the importance of a positive mindset and the 6 

habits to practice to makes sure you have one. 

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 

 

A PROSPECTING SYSTEM THAT GUARANTEES 

RESULTS!  

 

Problem:  

 

A large majority of salespeople struggle to get in front of enough prospects to keep 

their pipeline full.  

 

Thus, they feel desperate, have a difficult time dealing with rejection, and often avoid 

asking the tough questions to find out if they should be spending their time with 

someone.  
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This leads to a long selling cycle, inefficient time management, and ultimately, failure.  

   

Analysis:  

 

Prospecting is a tough business, the drudgery of selling.  

Most salespeople have not developed an effective activity based prospecting system 

and even worse, fail to stick to the system that they have.  

   

Solution:  

 

Here's a great idea! Every day, put yourself on a 20-point activity system like this one:  

1 point for a telephone contact with a decision maker who can tell you "no!"  

1 point for a "customer service" call on an existing client.  

2 points for forcing a decision to a "no."  

2 points for setting an appointment.  

3 points for getting a referral.  

4 points for a face-to-face meeting.  

5 points for a sale.  

 

Whatever you track will improve.  

 

Earning points gives you a target that lets you can "earn" a reward.  

 

You can modify this system to fit your situation if you want, but don't quit until you 

get your 20 points. Find a way to reward yourself when you accomplish your goal.  

 

Keep in mind that you'll always feel good if you do the right activity. 
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6 HABITS OF A POSITIVE MIND. 

Have you ever heard the line, “You can be finished before you start”? 

Well, that statement says a lot about mindset. Experts in the field of human behavior 

know how much our mindset and by default our perceptions influence our reality.  

Take, for instance, salespeople who barely attempt to speak with their prospects because 

of high levels of self-doubt. With such negative feelings, it is easy to see why these 

individuals fail.  

 

Hence the statement, “You can be finished even before you start!” 

 

Sales is not for everyone, and especially it is not for the faint of heart.  

Sales is for those who have the wit, charisma, determination, and self-confidence. Absent 

of any of these qualities and you cannot hope to be a successful sales professional.  

A successful salesperson not only believes in their capabilities of helping and making a 

sale, but they also believe in their customers.  

 

Think about it. Being a salesperson means that you help your client make informed 

purchasing decisions. In other words, you act as your prospect’s advocate, looking out for 

their best interests. This requires that you establish a relationship of mutual understanding 

and trust. Only then can you truly rise to the top of the sales profession.  

 

Without a strong belief in your level of expertise, it would be tough for you to take the 

first step to finding an excellent prospect.  

If you are in that situation, rest assured that you are not alone. Quite a lot of salespeople 

suffer from the same negative perception.  

 

The good news is that you can choose not to stay in that mindset trap of negativity.  

The challenge now is to recognize your pessimistic tendencies and come up with counter 

strategies. 

 

To help you overcome this challenge, here are some tips that I have seen used to 

overcome the problems: 
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1. Remind yourself of your accomplishments 

 

Nothing beats self-doubt like positive statements.  

So, when you feel the negatives creeping in, remind yourself of the success you have 

already accomplished. Tell yourself that you can get past any of your present obstacles. 

 

2. Focus on your potential 

 

It is all too easy to fall into the trap of negativity when you forget about the capabilities 

that you possess. So, on top of reminding yourself of your previous accomplishments, 

make it your practice to remind yourself of your potential as well.  

 

3. Use your imagination positively 

 

Instead of thinking about all the things that could go wrong with your next presentation, 

use your power of imagination to visualize success. Do this as often as you need to, until 

you drown out all the negative thoughts.  

 

4.Label yourself positively and repeat it regularly 

 

Your self-perception has so much to do with your level of self-confidence. Give yourself 

a positive label and repeat it to yourself at least five times every day. The more you hear 

that positive label aloud, the more you become that person you view yourself to be.  

 

5.Set progressive goals 

 

Goal-setting is crucial in keeping your focus on the right things. Set reasonable goals for 

yourself. They do not have to be big goals, but they do have to be progressive. Do not 

stop reaching for more. 
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6.Celebrate success 

 

Success, as the cliché goes, is not a destination. It is a journey. Learn to celebrate every 

goal that you reach and every accomplishment you achieve. The positivity that a 

celebration brings will help push you forward in your profession.  

 

So here is the deal - make each of these six techniques a habit and you will breed the 

positivity that results in success. Remember, what the mind can conceive, the body can 

achieve.  

 

Never stop believing in what you can do. Be determined not to allow yourself to be 

finished even before you have begun.  
 

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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