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 START YOUR SALES WEEK ON FIRE! 

In this week’s episode, we cover 2 of the most important and exciting things you 

can do to make you a much better sales professional. I am going to show you 

how to set a trap for yourself to prevent lapsing into bad sales habits. I am also 

going to show you how to use social media and digital media to set up a winning 

scene. 

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 

 

SET A TRAP TO HELP YOURSELF 

 

Problem:  

 

Jack had been with the company for only two years, yet he was considered their 
most technically competent salesperson. He was the "go to guy" when the other 
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salespeople needed someone to talk to about solutions, specifications, and 
competitive information.  

He was an expert when it came to product knowledge. Yet he had the worst 
closing rate and was the lowest paid salesperson.  

   

Analysis:  

 

Jack had a bad habit and it was hurting his sales big time. He inevitably began to 
discuss solutions before he understood the prospect's problems. His product 
knowledge and technical expertise was causing failure, not success. Despite the 
training, he'd had over the years that taught him to diagnose the prospect's 
problem before prescribing a solution, it seemed he just couldn't help himself.  

He had to talk about his product.  

Deep down he believed that when they heard about all the features, advantages 
and benefits, they'd be compelled to buy. And he believed that dispensing his 
solutions and other free advice would endear him to his prospects. But it didn't! 
He had to do something or he'd be looking for another job. What a waste of good 
product knowledge that would be!  

   

Solution:  

Jack came to me for advice. He understood the problem, but seemed 

helpless to break the habit after several months of trying.  

I suggested that he "set a trap" for himself.  

I told him to tell every prospect during the meeting agreement,  

"You know, one of the biggest concerns I have is that I get so excited about 

our products that I often start selling them before I've taken the time to 

really understand what the customer needs. It's not very fair to you, so if I 

start to do this today, will you please stop me? After all, I can't be much 

help to you if I don't understand your issues, can I?"  

 

Now, not many prospects would actually stop him in the middle of his sales 

pitch, but it gave him an excuse to stop himself!  
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He learned to say,  

"I'm sorry, there I go again. I told you I might do too much talking. Can we 

go back a step? I'd like to ask you a question about...."  

This "trap" helped him eliminate premature product knowledge dumping, 

got him to ask more questions, qualify better, and build better rapport 

because his prospects felt he really cared about their issue. Best of all, he 

closed more business.  

 

What bad selling habits do you have?  

Do you forget to discuss money issues, fail to get to the real decision 

maker, never get referrals?  

How can you use a "trap" to help you? 

 

FIRST IMPRESSIONS ARE DEAD! 

 

There, I said it. 

If first impressions are still a part of your life, you’re doing it all wrong. 

There is no reason for anyone to be faced with a first impression any longer. 

There are just too many places and too much information out there for the first 

impression to matter.   

Well, in-person first impressions that is.  

Digital first impressions, they’re not dead, they’re in their infancy and rapidly 

growing in importance. 

Here’s the deal. There should never be a situation where someone doesn’t have 

some idea of who you are, what you do, how well you do it, who your friends are, 

what you look like, what you’re interested in, and more.  
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It shouldn’t happen. 

A friend of mine the other day was talking about the importance of first 

impressions and how important they are to job interviews, sales calls, etc. As he 

was talking I kept thinking to myself, how is it he ends up in any situation where 

when he gets there, it’s their first impression of him.  

How does that happen in today’s world? 

With Facebook, LinkedIn, Twitter, etc. there are just too many ways for people to 

establish a digital impression. 

When information was scarce. Long before social networks, and the Internet, first 

impressions were everything. There was no way for us to know anything about 

the people we met. When they walked through the door, it was our first 

“impression” and our minds started forming its impression immediately. 

Today, that’s different. We can look at someone’s Facebook page. We can look 

them up on Twitter or LinkedIn.  Many times, we’ll see them on their companies 

home page. The availability of information is staggering, and the upside is it lets 

us learn a little something about people before we meet them in person. 

I find this to be exciting. For the first time in history, we get to shape how people 

see us before they meet us. We get to earn our value and minimize bias and 

stereotypes.  By creating a strong, deliberate, social presence, we get to 

influence what people see and how they see us. We get to create the framework 

for how we want to be perceived by others. 

Social media and the Internet have taken away first impressions, and that’s a 

good thing. We are no longer victim to how people see us, but rather who we 

show them we are. 

Don’t underestimate the power of creating your brand. It makes second 

impressions so much easier.  
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Don’t get stuck with a first impression, they’re as bad as an ill-fitted suit. 

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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