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 START YOUR SALES WEEK ON FIRE! 

Cold calling - did I hear you shiver at the thought of it.. Today we are going to discuss a 

strategy you should think of using. 

I also have a special treat for you in the form of a test.. In this episode, I am going 

to direct you to a test by Penn State University to measure your GRIT Factor. 

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 

 

GET READY FOR REJECTION 

 

Problem: Jason was new to the company and was trying to develop his territory. He 

didn't lack enthusiasm and was making his objective of 50 cold phone calls a day. He felt 

good about that since he saw others make far less. But still, he was not making nearly 

enough appointments to keep his pipeline filled and wondered how he was ever going to 

achieve his income goals if things didn't change.  

   

Analysis: Unfortunately, Jason was committing an error common to most salespeople. 

His cold calling approach sounded like every other salesperson. You know, something 

like this..."Ms. Smith, this is Jason Jones with ABC Company. We're a leading provider 
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of software solutions and I'd like to tell you how our products can help you save time and 

money." CLICK! The ugly sound of rejection. Most salespeople's approach is so familiar 

that the prospect simply goes on automatic pilot, tunes the salesperson out and looks for 

an opportunity to end the call.  

   

Solution: Try to keep the prospect off balance. If they don't know where you're coming 

from or where you're going, it's difficult for them to control the situation. Since the first 

7-10 seconds of the call are critical, a more effective approach would be to start by saying 

something like this,  

"Hi, Sue, this is Jason Jones. You're probably not familiar with my name."  

Prospect will say she is not, but wonders if she should be, so is not thinking about how to 

get rid of you.  

You then continue with, "That's okay, I didn't think you would be. Listen, I've got to tell 

you. This is a sales call. I'll bet you're filled with excitement and anticipation. And you 

probably want to hang up."  

(She won't.) Then instead of pitching your features and benefits, tell the prospect 

the kinds of pains you solve for your customers and begin qualifying, and always 

remember to tell the prospect it's okay to say "no."  

 

You could keep making your cold calls the same way you've always done; just 

don't expect the results to be any different. Try this approach for a change of pace 

and see if your results are any different. I'll bet they are. 

 

TRUE GRIT 

 

Hustle and grit are thrown around a lot in the sales world but what does it really mean? 

I know personally, it’s a trait I look for when hiring sales people.  Sales requires a little 

extra tenacity and hustle than many other jobs. Salespeople are constantly being told 

NO!  We’re confronted with gatekeepers, non-believers, objections, competitors, and 
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more. Getting a deal done can sometimes feel like an act of god and if it weren’t for 

amazing amounts of fortitude, “grit” and hustle, the deal wouldn’t have happened. 

The truth is, grit is a real thing. Having the capability to go after something for a long-

sustained period, without quitting, is a distinguishable trait not everyone 

possesses equally. 

If you’re looking to get an edge and want to find out how gritty you are, then this episode 

has the answer.  

Pushing when all else seems lost, never saying; “I quit.” Never succumbing to outside 

challenges, that’s what great salespeople do.  

They have grit and determination. Wouldn’t it be great to find these gritty players who 

are in it to win it for your organization if you are in a sales management position, or 

wouldn’t it be great to be one if you are in sales….  

Find out if you would make the cut, take the sales grit test now! 

 

http://petergianoli.com/grit-test 

 

Now you know your grit score - stay tuned I will have a future episode on how to 

improve your GRIT.  

 

Yes it is a skill we can all improve. 

 

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. 

 

http://asalesguyrecruiting.com/whats-your-grit-score/?__hstc=265095888.1969ab47a08b70818882d096989ebf51.1481440219273.1481440219273.1484966565926.2&__hssc=265095888.1.1484966565926&__hsfp=1190731269
https://sasupenn.qualtrics.com/jfe/form/SV_06f6QSOS2pZW9qR
http://www.petergianoli.com/monday-sales-coach/


 
 

 
© Copyright 2017 – 

MondaySalesCoach.com 

 

http://petergianoli.com/booking-inquiry-peter-gianoli/

