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 START YOUR SALES WEEK ON FIRE! 

When it comes to sales, having a positive attitude always is everything. In this 

episode, we are going to outline what this means. Whilst we are on the topic of 

Attitude this episode also looks at dealing with rejection, something we all need 

to master. 

On with the podcast. 

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 

 

HOW IS YOUR ATTITUDE? 

 

Have you ever seen a salesperson delivering their pitch while looking dejected 

and feeling sorry for themselves?  

Well if you have, you have probably come across a rare breed of sales person 

who is simply in the wrong profession and isn't going to last too long.  
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In the profession of sales, attitude matters, and that rules out moping in front of 

your prospect.  

A sales person is expected to be upbeat. Exuding a positive aura that emits a 

positive message that you believe in what you are selling. After all, how can you 

convince others to believe in your product if you doubt about it yourself? 

Sales is about attitude.  

Here are some things you need to keep in mind: 

1) Your appearance should reflect your attitude. From your crisp outfit to your 

clean and polished shoes, your whole appearance should portray a positive 

professional message to your client. In sales, power dressing can spell the 

difference between closing and losing a sale.  

2) Be conscious of your body language.  While you certainly do not want to be 

overly familiar with your client, you should also avoid acting cold and distant. 

Imagine trying to strike up a conversation with someone who only gives you 

blank stares and or weak unemotive answers.  

The chances are high that you’d be looking for the exit as fast as you can. So, 

make sure to wear a smile and show appropriate personal interest in the person 

you are dealing with. When you project positivity and warmth in your body 

language, there will be the reciprocal behaviour from your client as well in 

response. 

3) Be confident with the words you use. Your outfit and your smiles will go to 

waste if you stumble over your sales pitch. It is not enough that you appear 

confident; you must sound confident as well. That is part of having a great sales 

attitude. So, make sure that you know the ins and outs of your product to heart. 

In this fashion, your lines will not sound too rehearsed, and you will be more 

personal and natural.  

To sum up attitude makes a difference. So, when it comes to sales, remember to 

get the perfect A for attitude. 
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PLEASE PAY ATTENTION TO THIS! 

 

Share this with marketing.  

Send this to your boss.  

Circulate this around your sales operations.  

Because this is where the problem often starts. 

No one gives a rats about you or your company. 

No one really cares how long you’ve been in business. 

No gives a hoot that you’re in 40 under 40 or listed as a Fastest growing 

companies. 

No one gives a sparrow about your customer list. 

No one gives two shakes about how many awards you’ve won. 

No one gives a flying fish that you’re building new headquarters. 

No one gives a squirt about you, your company or your product. 

Customers and prospects care a lot about their problems and their issues. 

They give a rats about servicing their customers or being serviced as a customer. 

They give a hoot about their bottom line. 

They give a sparrow about the competition or their options. 

They give a two shakes about government regulations they have too. 

They give a flying fish about product releases and how it can help them. 

They give a squirt about increasing their sales or revenue or financial security. 
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They care a lot about their business, their stock price, their image, their revenue, 

their ability to grow and anything and everything that has to do with them . . . not 

you! 

You need to give a dam about what they give a dam about and that’s not you! 

Stop focusing on you. 

Capisce! 

 

DEALING WITH REJECTION 

 

Problem:  

While in the office the other day, I got a call from a financial advisor.  

As soon as I answered the phone he began a pitch that lasted for what seemed a 
very long time, he got straight into listing all the reasons why I should do 
business with him.  

To be nice to him and fob him off I told him that my wife controlled the investing 
in our family and that she has had a successful relationship with a competing 
broker for over 20 years.  

Although the guy pressed harder, I sensed that I took the wind out of his "sales" 
when I said, "Look, I'm just not interested."  

My eardrum rattled as he slammed the phone down hard. This was likely 
followed by some derogatory reference, most likely directed at me for rejecting 
him.  

   

Analysis:  

First, and I won't address it here, his phone tactics were just plain awful. They 
needed some serious polishing. But for the moment, let's assume his phone 
tactics were adequate.  

The main problem was that the salesperson reacted to the call with a feeling of 
rejection. That bad feeling probably transferred forward into the next few calls. I 
suspect that it might have taken this person a little longer to recover.  
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Solution:  

There is no rejection here.  

Was I a good prospect?  

The answer is no. I haven't made placed a buy or sell order for years. I firmly 

believe in property and the most basic of google search about me would tell you 

this as I lecture and write on the topic a lot…  

Did I reject him?  

No, I didn't even know him.  

I simply didn't have any need for what he was selling. He did his job. He 

disqualified me and put a line through my name. If he felt anger and rejection, it 

was because he created it. He is the one who decided to take my response 

personally. Disqualifying prospects is a very important and productive part of 

prospecting. Remember, you must sift through a lot of dirt and rocks to find some 

gold nuggets. In other words, it is okay to feel good about disqualifying a 

prospect as long as you have used proper selling tactics. 

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. 
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