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 START YOUR SALES WEEK ON FIRE! 

 

How easily do you become uncomfortable? And do you want the One sales tip 

that is so important to your sales career that you must have it? 

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 

 

HOW QUICKLY DO YOU GET UNCOMFORTABLE? 

 

For as long as we’ve been keeping records, human beings have been on 

alert for the differences that divide us. Then we fixate on those differences, 

amplifying them, ascribing all sorts of irrelevant behaviours to them. Until, 

the next thing you know, we start referring to, “those people.” 
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Rather than look for differences, we should search for things in common. I 

love this notion. 

However, I think there is more. What if it took us a lot more to notice 

differences? What if differences didn’t make us uncomfortable so quickly. 

If you’re sharing a cab to the airport with a stranger, what happens if he’s 

two inches taller than you? Probably nothing. There’s nothing to distract, or 

to cause discomfort. You make small talk. 

What if he’s a little shorter than you? Or left handed? 

Perhaps he’s not from your town, but from Adelaide. Probably nothing to 

consider… 

What if he has shoulder-length red hair? 

At some point, most people reach a moment of discomfort. What if he’s 7 

feet tall? Will you mention it? Or if he’s under four feet? What if he’s from a 

different country? Or a different race or speaking with a significant accent 

(or, more accurately, an accent that’s different from yours)? 

This is powerful and the money quote is, “AT SOME POINT, MOST 

PEOPLE REACH A MOMENT OF DISCOMFORT.” 

That “point,” the point that marks our intolerance, our fear, and our 

judgment, when does it kick in? 

It’s important because this point is where we start losing the humanity 

game. 

Yes, we need to find commonalities, but what about limiting our discomfort? 
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I couldn’t help but ask myself, where’s my discomfort line. What does it 

take for me to become uncomfortable, where is my dividing line? When do I 

start seeing people as them vs. me? When do I start ascribing things to 

individuals who are different and call them “those people?” 

It’s a fascinating journey and a difficult question. 

What about you? 

What if your moment of discomfort comes too quickly and it doesn’t take 

much for you to be uncomfortable? What happens? What do you lose? 

How many opportunities do you miss? How many opportunities does the 

other person miss? What ideas never come to fruition?  What experiences 

do you lose? 

It’s an interesting question. 

Connections are at the root of all ideas, relationships, experiences, and life 

in general and when discomfort is too easily found, all of our lives are 

stunted. 

The less uncomfortable we are, the less effort and need to find 

commonality. We shouldn’t need to work at finding a commonality to make 

us comfortable, to feel better. 

Yes, the new, the different, and the unsuspecting, they cause us to pause. 

But, they are not absolutes, but rather alternatives to our norms. The more 

time we spend with people like us, who look like us, act like us, etc., the 

smaller the differences required to trigger our discomfort. 
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I say we get good at being less uncomfortable first. Then, finding common 

ground, might not be so important. 

The UFC fighter Connor McGreggor offers the best advice to battle (pun 

intended) discomfort. 

“The more you see the uncomfortable, the more you will become 

comfortable.” 

 

THE ONE SALES TIP I GIVE EVERYBODY 

 

There are a lot of skills and attitudes sales people must have to be 

successful. But there is one sales tip that rises above the rest that I share 

with everyone. 

It’s the importance of giving a dam or in other words empathy. 

What does that mean? 

It means, if you want to take your game to the next level in sales, you have 

to care more about your customers and prospects than you do you. 

How well are you adhering to this advice?  

How much emphasis do you put on your customer’s issues and problems 

vs your own?   

Are your motivations about your advancement or your prospects? 
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It matters. 

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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