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 START YOUR SALES WEEK ON FIRE! 

 

Defining who a customer really is and isn’t can often be a time consuming and 

soul-destroying issue for sales people, in this episode of Monday Sales Coach I 

will give you some early warning signs to look out for. 

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 

 

EARLY WARNING SIGNS 

 

Problem:  

"What am I doing here?"  

Robert said to himself.  
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He was twenty minutes into the initial meeting with this prospect, and he 

was clearly fighting an uphill battle. All his attempts to develop rapport were 

met with apathetic, almost frigid responses. His questions, simple and 

innocuous though they were, received little more than one or two word 

responses.  

"What's going on here?" he wondered.  

This guy won't even crack a smile and yet he gave me the appointment. Is 

he just having a bad day, or do I have a hygiene problem?  

He just couldn't figure it out, yet he kept at it, trying to pump some life into 

this dying appointment. He wanted to quit, but his ego wouldn't let him; he 

felt he should be able to breathe some life into this situation.  

 

We've all been there. We work hard to get an appointment and are 

determined to take the sales process all the way through to the end, to 

make that "all-important" presentation. No matter what. And it almost never 

pays off.  

   

Analysis:  

Some prospects just aren't worth the effort.  

Let's face it, there are "good" prospects...and "bad" prospects.  

In fact, a bad prospect is not a prospect at all. Any prospect that is 

antagonistic, vague and even non-communicative is a bad prospect. But 

salespeople, despite the obvious danger signals, are almost completely 

reluctant to disengage.  

The old "hope-a-hope-a" strategy is firmly entrenched, along with a liberal 

dose of denial of the obvious warning signs.  

This old adage comes to mind...if it walks like a duck and quacks like a 

duck, it probably IS a duck. Well, if it exhibits all the initial danger signs of a 

bad prospect, it probably is a bad prospect.  
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Solution:  

The good ones deserve our time and effort. The rest should be dumped like 

a bad habit.  

Every prospect must pass the first qualifying hurdle, or you must disengage 

quickly.  

There are definite warning signs, and fortunately, they show up early in the 

process and are easily recognizable, if you know what you're looking for.  

If you can't answer positively to these six quick qualifying questions, your 

continued efforts with the prospect will probably be futile. Here they are...  

• Is the prospect friendly?  
• Will the prospect answer your questions?  
• Does the prospect know what he wants?  
• Will he give you access to the decision maker (assuming you're not at 

that level yet)?  
• Does he want "it" in a relatively short time frame?  
• Will he work with you on an exclusive or semi-exclusive basis, or is 

this going out to the entire world?  

If you're getting a bunch of negative answers to the above, your prospect 

may simply be looking to pick your brain, and it's probably time to say 

"Adios" and move on. Here's a nice way to do 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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