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 START YOUR SALES WEEK ON FIRE! 

 

If you’re a sales manager, or even the CEO, go look at the opportunities your 

sales people have put into their CRM. 

Comb through each opportunity, look at the notes, next steps, past emails, look 

through the entire thing. 

I bet you can’t find it. I bet 90% of the opportunities you look through don’t have it 

and that “it” is costing you and your company hundreds of thousands if not 

millions of dollars. In this podcast, I will tell you what IT really is! 

Let’s get started. 

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 

 

 

 

http://www.petergianoli.com/monday-sales-coach/
http://www.petergianoli.com/monday-sales-coach/
http://petergianoli.com/booking-inquiry-peter-gianoli/
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WHAT IS “IT”? 

 

If you’re a salesperson, look at all the opportunities in your CRM. 

If you’re a sales manager, or even the CEO, go look at the opportunities your 

sales people have put into their CRM. 

Comb through each opportunity, look at the notes, next steps, past emails, look 

through the entire thing. 

I bet you can’t find it. I bet 90% of the opportunities you look through don’t have it 

and that “it” is costing you and your company hundreds of thousands if not 

millions of dollars. 

What is it that you can’t find? What is it that I’m making you scurry about looking 

for? 

It’s the reason the prospect is looking to buy. 

I’m referring to why your buyer wants to buy.  I’m referring to your buyer’s 

motivation, what is behind your prospects or customers desire to spend the time 

and money to change their situation? 

The motivation or the reason an organization or individual is looking to buy is the 

greatest and most important piece of information in the sales process, yet few 

sales people know it, document and even worse sell to it. 

If you’re serious about getting to the close, if you’re serious about being a trusted 

advisor, if you’re serious about making quota, there is nothing more important in 

your CRM than the reason why the prospect is looking to buy. 

One of the first questions I ask when I’m evaluating an opportunity with a sales 

person is; “Why do they (your prospect) want to buy?” 
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The answers I get will astound you, however, the most depressing and most 

standard answer is; I don’t know. 

As a sales person, how can you not know why your prospect wants to buy? 

When a salesperson thinks they know, their answers are commonly off target. 

They respond with things like; They’re not happy with their current system, or 

they want to be more efficient, or they’re on an old system, or they have a new 

CMO, and they want something different. 

Believe it or not, these are some of the best answers I get. Unfortunately, they 

are terrible answers as they lack substantive, measurable reasons.  Why aren’t 

they happy with their current system and why do they think they need a new 

one? Why do they need to be more efficient, and how do you define “more 

efficient?”  Why does the CMO want a new system? Why don’t they like the old 

one? 

None of the common answers I get offer the insight required to understand the 

intrinsic motivation of their buyer. They are missing the root cause of the 

prospect’s motivation. 

To be successful in sales, requires you to start with the buyer’s reasons for 

a change. What’s happening in your prospects environment that they feel must 

change and why must it change must be documented in the CRM. 

It’s not enough to know, to have it in your head. It needs to be documented in the 

CRM and constantly revisited. It needs to be robust and complete. I suggest at 

bare minimum these CRM fields: 

Why do they want to change? 

Outline thoroughly what’s happening in the current environment and why they 

need to change. Why did they finally decided now was/is the time to make a 

change? What happens if they don’t change? What are they hoping to 
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accomplish by changing? Be as detailed as possible. Also, don’t accept surface 

level answers like, it’s inefficient, they don’t like their current solution, it’s too 

expensive, it’s time to update or get into the 21st century. Make them define what 

their current environment is like and why it needs to change. 

The Impact 

What impact is the current environment having on their day-to-day? It’s not 

enough to understand why they want to change and what’s wrong, but you must 

also understand the impact it’s having. For example, if their current problem is 

too expensive, what’s the impact of too expensive? (Hint: It’s not that it’s too 

expensive, ) The impact could be what can’t they afford because they’re 

spending too much on their current problem?  If their current problem is it’s 

inefficient, what’s the impact? What would happen or what would they get if they 

were more efficient, what would be different? Would they beat their competition 

in product roll out?  Would they be able to create more product faster and 

cheaper?  What? What’s the impact of being more efficient? 

Know and document the impact of the problem(s) that exist. 

Where Do They Want To Go? 

Finally, include where the prospect wants to go. Remember, the prospect is 

looking to change something; therefore, we need to know exactly what it is they 

want to get from the change.  What is their desired objectives and goals? What 

does the new environment look like after they’ve made the changes? What is the 

ideal outcome after they’ve invested and changed? In other words, where are 

they looking to go and how will they measure that? 

If you put these three elements into the CRM you will be miles ahead of where 

you are now. 

Why? 
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Because you’ll know why the prospect is buying in the first place. That’s kinda 

important. 

You can’t sell to someone if you don’t know why they are buying.  As a 

profession, that’s what 90% of us do every day. It’s time to stop. 

Go look at EVERY deal you have in the pipeline right now. If you don’t have all 3 

of these questions answered (Why do they want to change? What’s the impact of 

the current problems to their organization? Where do they want to be instead and 

how will they measure it?),  call your prospect and set up a meeting and get them 

answered. 

If you’re a sales leader, find the 10-15 biggest and most important deals in the 

pipeline scheduled to close this quarter and next quarter and see if the reps have 

documented why their prospects are looking to buy. If the reps haven’t 

documented the reasons and attached them to the opportunities, then schedule a 

meeting with every one of them and ask; “Why is the prospect looking to buy?” 

There is no more important question to a sale than that one, so it makes sense 

for it to be in the CRM. 

Is it? 

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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