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Mastering Sales 

Motivation & Mindset 
By Gavin Ingham 

 

 
What is it that differentiates 

a top sales performer from 
a mediocre one and a top 

performing sales team from 

the norm? These are 

questions that have inspired 
and motivated me in my 

mission to provide sales 

motivation, inspiration and 

education for individual 

salespeople, sales teams and 
sales leaders.  
 

When I ask teams what makes a 

great salesperson they say things 

like… motivation, persistence, 

tenacity, focused, driven, friendly, 

goal seeking… I then ask them 

whether these words are more 

about attitudes or skills. I have 

probably asked approaching 100k 

sales professionals of all flavours 

and in all industries and they all 

agree that the greater percentage 

is about attitude. I do not know 

the exact percentage and neither 

do they, but the average answer 

that they give me is about 80% 

attitude and 20% skills. 

 

When it comes down to it, 

however, the percentage doesn’t 

really matter but what does 

matter is that your attitude is 

your ability to access your skills. 

When you’re in the right state of 

mind you do a better job than 

when you’re not. If you need to 

make a sales presentation and 

you’re nervous and scared, then 

it’s not likely to be a very good 

one. Likewise, if you are 

negotiating and you feel inferior 

and like you do not have the 

necessary information, then you 

are unlikely to negotiate 

effectively. 

 

In both of these situations your 

performance is not impacted by 

your skills or your experience so 

much but by your sales attitude 

and motivation. Sales success is all 

about having the right attitude at 

the right time. 

 

As a sales speaker, I speak all 

around the world at conferences 

talking about sales motivation and 

the new rules of selling and one of 

the questions people ask me 

almost daily is, “What has changed 

about selling over the last few 

years?” There are many things 

that I could talk about but one 

that stands out, perhaps above the 

rest, is that 10 years ago you 

could get away with operating 

from a 7 or an 8 out of 10. You 

could get away with just doing a 

goodish job. You might not set 

the world on fire but being good 

enough was enough. 

 

No more! If you want to succeed 

in today’s competitive markets, if 

you want to be a sales superstar, if 

you want to work with great 

clients, make sales and profits and 

build a career for yourself, then 

good enough is not good enough 

anymore… you have to be the 

best that you can be. 

 

You have to ensure that your 

sales motivation and mindset is at 

a 10 out of 10. 
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About the Author 
With a unique background 

combining sales experience with 

personal development and 

communications technologies  

 

Gavin brings an inspirational yet 

real approach to sales training and 

coaching.  Unlike most trainers 

Gavin excelled as a sales 

professional winning a European 

sales award for a FTSE company in 

his first year of selling and 

progressing rapidly through to a 

hands-on managerial role.  

 

Gavin is an NLP Master 

Practitioner and a trained coach 

and his depth of sales experience 

allows him to share true life 

anecdotes and examples which 

resonate with sales staff.  This 

shared experience encourages 

greater learning and application of 

the skills taught because the 

trainees know that Gavin 

understands them.   

 

During his career Gavin has won 

business with a multitude of blue-

chip clients including IBM, Lloyds 

TSB, AT&T, Siemens, Vodafone 

and Citibank and has trained and 

coached successful telesales 

teams, sales professionals and 

sales managers.  Whether you 

want telesales skills, sales 

presentations or negotiation skills 

- Gavin will design a course that 

exactly meets your needs and 

wins you more business. 
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Important Notice 
© Copyright 2015, Bizezia Limited, All Rights 

Reserved 

  

This article appeared in Better Business Focus, 

published by Bizezia Limited ("the publisher"). It 

is protected by copyright law and reproduction 

in whole or in part without the publisher’s 

written permission is strictly prohibited. The 

publisher may be contacted at 

info@bizezia.com (+44 (0)1444 884220). 

 

The article is published without responsibility by 

the publisher or any contributing author for any 

loss howsoever occurring as a consequence of 

any action which you take, or action which you 

choose not to take, as a result of this article or 

any view expressed herein.  

 

Whilst it is believed that the information 

contained in this publication is correct at the 

time of publication, it is not a substitute for 

obtaining specific professional advice and no 

representation or warranty, expressed or 

implied, is made as to its accuracy or 

completeness. Any hyperlinks in the article 

were correct at the time this article was 

published but may have changed since then. 

Likewise, later technology may supersede any 

which are specified in the article. 

  

The information is relevant primarily within the 

United Kingdom but may have application in 

other locations. 

 

These disclaimers and exclusions are governed 

by and construed in accordance with English 

Law. 

 

Publication issued on 1 August 2014 

  

  

 


	BBF August 2014 36.pdf
	BBF August 2014 37.pdf

