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Gavin Ingham 
Repetition is the route to sales and life success 
 
 

 
Recently, I went out with a few 

people for a meal. It turned out that 
one of them was in sales. He had no 

idea that I am a motivational speaker 

and during the meal we talked about 

various things but towards the end of 
the meal this chap (let’s call him Pete) 

mentioned that he was a bit bored of 

his job because he has to do the same 

things over and over. 
 

Every day he goes in to work and 

leaves at about the same time! 

Every day he makes the same kind 

of sales calls to new and existing 

prospects and clients. Every day 

he structures his calls the same 

way and handles challenges with 

the same lines. Every day he sends 

out similar marketing and sales 

emails and information. Every day 

he updates his prospect database. 

Every day he researches the 

internet. Every day he has the 

same sales conversations about 

the same products, the same 

services and the same solutions. 

 

Every week he attends sales 

meetings which apparently are 

always run by his sales manager 

and are all nearly the same. Every 

week he sets the same kinds of 

sales targets with the same kinds 

of clients. Every week his manager 

runs similar mini sales training 

sessions. Every week he goes to 

see similar customers, with similar 

challenges, similar needs and 

wants and similar objections. 

 

He is getting bored. 

 

Pete has a job – field sales.  He 

has a car – a small BMW.  He’s 

getting a salary and commission – 

I’d guess £40k + £20k + car 

(tops).  His sales performance and 

results are OK.  He is not getting 

sacked or made redundant any 

time soon – not that I know of 

anyway! 

 

But there’s something not right 

here. Pete’s sales performance and 

results should be sky rocketing. 

He should be on his way to 

£100k+ and promotion but he’s 

not… 

 

The problem is that Pete has Sales 

Repetitis! Peter gets bored by any 

task that he has to do over and 

over. 

 

In my experience many 

salespeople have Repetitis. 

Salespeople with Repetitis get 

bored and moans about having to 

repeat the same tasks over and 

over. This in turn leads to lack of 

motivation and causes them to 

lose focus and to start to go 

through the motions. This impacts 

their sales performance and 

results. Salespeople going through 

the motions do not make 

successful salespeople - they will 

gradually lose their edge and 

become less effective. 

 

Let’s look at why solving this 

inability to deal with repetition is 

essential not only for your sales 

performance and sales results but 

also for your long-term personal 

and financial success… 

 

Firstly, as Anthony Robbins says, 

“Repetition is the mother of skill”. 

The more you do of something, 

the better you get at it. Period. As 

a sales superstar in training you 

want to sweat the basic stuff. 

 

How well you plan and prepare 

matters. How you conduct 

yourself matters. How you 

formulate your conversations 

matters. How you present your 

solutions matters.  

 

In today’s YouTube generation 

many people want to be titillated 

and amused on a minute-to-

minute basis and do not have the 

'stickability', the perseverance or 

the focus to really get good at 

anything, particularly not the basic 

stuff. 

 

“The more you do of something, the 
better you get at it. Period. As a sales 

superstar in training you want to sweat 
the basic stuff.” 
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If you want to make real money 

out of sales you need to learn to 

focus so that you can repeat things 

over and over, constantly 

improving and sharpening your 

winner’s edge. Your own mini-

sales training programme if you 

like. Only by doing this will you 

become a truly world class 

salesperson. Only by doing this 

will you increase your sales 

performance and your sales 

results.  

 

World-class salespeople outsell 

and outmanoeuvre also-rans. 

World-class negotiators squash 

also-rans. World-class presenters 

destroy also-rans. 

 

What’s more, whatever your job, 

repetition is unavoidable. Doctors 

see person after person after 

person with minor ailment after 

minor ailment after minor ailment. 

Police officers deal with drunks, 

drivers and burglaries time after 

time after time. Firemen and 

women fight routine small fire 

after routine small fire after 

routine small fire. 

 

By doing this they become expert 

at what they do. But what if, 

instead of this, they all started 

going through the motions? What 

could they miss? What disasters 

could befall them and others? 

How culpable would they be? 

 

What would you have to say if the 

fire crew attending your house 

didn’t get to your house as fast as 

you would have liked because they 

thought it was going to be another 

simple call? 

 

I rest my case. Repetition is 

essential in any role. Repetition is 

essential for skills development 

and improvement. Repetition is 

essential to keep you sharp and on 

the edge. Repetition is essential to 

increase your sales performance 

and your sales results. 

 

As a salesperson, like in any other 

role, if you want to be world-class 

you need repetition. You need to 

sweat the basic stuff. If you have a 

case of Repetitis, mild or severe, 

then the only cure is to deal with 

it now… 

 

 

Next time you find yourself 

repeating daily tasks keep your 

focus on how you can improve. 

Ask yourself some good old sales 

training questions like, “How 

could I be more effective?”, “How 

can I improve my sales 

performance?”, “How can I 

increase my sales results?” and 

“What can I learn here?” 

 

Once you get over Repetitis you 

will be amazed by how much you 

can increase your sales 

performance and sales results with 

simple stuff that you might until 

now have thought of as 'boring'. 
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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.  

 

 

 

 

 

 

 

 

After a successful project growing 

a business from zero to £5m 

within 3 years Gavin moved to his 

most recent role as a Sales and 

Marketing Director for a FTSE 

250.  Here Gavin combined high 

level hands-on selling skills with 

strategic, staff development and 

full budgetary responsibilities.   

 

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.   

 

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.   

 

Co-ordinates 
Gavin Ingham 

Head of Sales Training and 

coaching 

GavinIngham.com 

You can contact Gavin by calling 

his sales team on UK +44 0845 

838 5958 / 0203 507 0117 or by 

using the contact form at: 

http://www.gaviningham.com/cont

act/  

BOOK GAVIN AS A 

KEYNOTE SPEAKER 
Looking for an exciting and 

engaging motivational speaker 

who will inspire your people 

to Be More, Do More & Have 

More for your business or 

organisation? Forget vanilla, 

the keynote talk at your next 

event needs to rock! 

 

His talks have inspired tens of 

thousands of professionals to 

understand how they can use 

‘mental toughness’ to be 

more successful in today’s 

competitive markets, starting 

NOW. 
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Important Notice 
© Copyright 2016, 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 July 2016 

  

  

 

 


