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As you know, one of the key things 

that drives me is understanding what 

separates top performers from 
merely good ones? What is it exactly 

that allows one person to excel when 

another, with all of the potential, only 

produces spasmodically? Why does 

one team fly, when another crashes 
and burns? 

 

One of the defining features is 

that more successful people ask 

better questions. More successful 

people listen more.  

 

This is true of both salespeople 

and leaders of businesses.  

 

Interestingly, we talk about this a 

lot in relation to salespeople but 

not so much in relation to leaders. 

Most leaders ask the wrong 

questions and do not listen 

enough. They ask questions that 

focus their teams on the wrong 

stuff. 

 

Questions focus minds.  

 

The questions that you ask, of 

yourself and others, determine 

your focus, your possibilities and 

your path. If you want to be a 

great leader, you need to ask the 

right questions.  

 

In the attached infographic, I share 

4 Killer Questions that will help 

you to create rock star mental 

toughness, insane productivity and 

supercharge sales. 4 simple 

questions that change the way you 

converse with your teams, change 

both their and your focus and get 

you thinking about strengths, core 

activities and the future. 

 

Have a look now and, when 

you've looked at it, go and watch 

the accompanying video here, 

where I talk about why these 

questions work, how to use them 

and how they fit into the bigger 

picture of how to create high 

performance sales teams that 

make more sales. 

 

4 Killer Questions 

 

That's it from me, short and 

sweet but with two valuable 

resources included. The video is 

23 minutes of valuable content 

that might just change how you go 

about doing things or reinforce 

that you need to do more of what 

you do sometimes. 

 

That video is here: 

www.gaviningham.com/mt/. 
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About the Author 
Gavin Ingham is a speaker and 

author on mental toughness and 

will help you to Be More, Do More 

& Have More in your business and 

in your life.  He is the author of 

three books and numerous multi-

media programmes including the 

ground-breaking “Sales Juice”.  

 

Gavin is the founder of the “I am 

10” success philosophy and his 

insights, tips and advice are shared 

by high-performing professionals, 

business leaders and organisations 

around the world to achieve 

commercial success. His blog is one 

of the top 25 sales blogs in the 

world and he has contributed to 

leading industry magazines such as 

the ISMM’s Winning Edge magazine, 

the national press (including the 

Guardian and the Financial Times) 

and TV. 
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Head of Sales, Training & Coaching 

Performance Coaching International 

Tel: + 44 (0) 1708 510345 
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info@performancecoachinginternati

onal.com  
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Future Events: 
The New Rules Of Selling – The 7 

Keys Of Selling, Persuasion & 
Influence. With Gavin Ingham & 

Philip Hesketh. Wednesday, 6th 
November 2019, The Magic Circle, 
London. 

Click here: Find out more! 
 
The New Rules Of Negotiation – 

The 9 Keys to Charging a Higher 
Price. 

With Gavin Ingham & Philip Hesketh. 

Tuesday 12th Nov 2019, Oulton Hall, 
Leeds. 

Click here: Find out more! 

Gavin Ingham 

4 Killer Questions 

 

 

Important Notice 
© Copyright 2019, Martin Pollins, All Rights 
Reserved 
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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 
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Some images in this publication are taken from 
Creative Commons – such images may be 

subject to copyright. Creative Commons is a 
non-profit organisation that enables the sharing 

and use of creativity and knowledge through free 
legal tools. 

 

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 within the United 
Kingdom. These disclaimers and exclusions are 

governed by and construed in accordance with 

English Law. 
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