Start Talking: Mental
Health in Sales Vol. 2
40 Thoughts, Tips and Ideas to Start Talking
about Mental Health With Your Sales Team

By Je Riseley

How to Use This E-Book
Missing target, micro-management, working with demotivated salespeople, rejection...
The sales environment can make it extremely di cult for salespeople to maintain a state of well-being
and happiness both inside and outside the workplace.
Our recent survey con rmed this, by identifying that 43% of salespeople struggle with their Mental
Health.
Data from the World Health Organization shows that for every $1 invested into treatment for common
Mental Health disorders (anxiety, depression, burnout, etc.) there is a $4 return on improved health and
productivity.
In short - the opportunity for greater sales performance and employee well-being through improved
Mental Health is massive.
Without e ective strategies to manage burnout and protect Mental Health, downward spirals make it
hard for salespeople to show-up and sell - let alone get out of bed.
Progressive salespeople, their peers in other departments, teams and leaders recognize the need to
face workplace Mental Health stigma head on.
Employers are ready to take action in the workplace. Employees want the green-light to be vulnerable
and talk openly about Mental Health, without it having an impact on their career trajectory.
Each group needs more training that teaches them how to take care of themselves, but also to notice
and support others who are struggling.
Sales organizations and how they've typically been managed are in need of innovation. New technology
is part of this, but more importantly it means having more candid, less threatening and more supportive
conversations within sales teams.
To help ease this process I've shared 40 Thoughts, Tips and Ideas to help you and your team get started.
One topic per day for the next 40 days to help you begin to better understand, communicate, appreciate
and support each other in improving workplace Mental Health.
Good luck out there and I'm here to help if you need it.
Je Riseley
Founder, Sales Health Alliance
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Day 01 - Waves Of Emotions
Day 01 - Waves of Emotions
How often do you nd yourself saying "I'm" stressed?
"I'm" depressed?
"I'm" not con dent.
Far too often we think we ARE these emotions, when in fact we're just experiencing them.
Recently I've read about emotions being described in a beautiful way.

"Emotions are waves of energy that come and go."
We are however, NOT the waves nor the energy.
We are simply experiencing them passing through us during a moment in time.
Positive experiences make it easy to feel like we're oating.
The excitement as happiness rises and then slowly subsides.
We ride the wave.
Negative experiences make it easy to feel like we're drowning.
Like we've become the wave.
Too often we panic and we struggle.
These actions give energy to more waves that make us drown faster. We pull others down with us.
Morning tra c, a bad break up or a lost deal... these are big rocks creating waves around you.
It's normal to feel stressed, sad or doubtful when this is happening...
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Day 01 - Waves of Emotion (cont.)
However you are not these emotions, you are simply experiencing these emotions created by events.
Acknowledge that they're just waves.
Really big waves with lots of energy that take longer to pass.
Label the emotion.
Stay calm.
And let yourself oat over them.
Exercise: What negative emotion are you feeling right now?
Tell yourself it’s a wave and it will soon pass.
Set a timer for 10 minutes and sit with that emotion. Feel it slowly lose energy and ride that wave.
How do you feel after 10 minutes?
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Day 02 - Failure in Sales
Day 02 - Failure in Sales
Successful sales careers are built on failure. Thousands and thousands of micro failures like...
Embarrassing yourself in front of your peers on a bad call.
Asking the wrong questions.
Forgetting your pitch.
Calling the wrong person.
Accidentally hitting send on an email.
Pushing too hard.
Not pushing enough.
Quoting the wrong price in a proposal.
Name dropping an irrelevant client.
Following up at the wrong time.
Calling the prospect by the wrong name.
Mishandling an objection.
Being too afraid to call the Decision Maker.
Double-booking your demos.
Not prospecting enough and letting your pipeline go stale.
Forecasting incorrectly.
Losing a Deal you should have won.
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Day 02 - Failure in Sales (cont.)
Being under prepared for a meeting...
Today - be grateful for all of your mistakes and failures.
Practice some self-compassion.
Compassion for yourself means you don't need to be delusional about your progress or feel incompetent
when you're making mistakes and trying to learn.
Gratitude during these moments will help protect your mental health and keep you on the path to
success.
This will help you be present and focused on your next call, leaving negative experiences in the past.
Keep falling, keep getting back up.
You're learning and getting better.
Exercise: When was the last time you made a mistake or felt like a failure?
Write down why you’re grateful for the experience and what you learned from it.
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Day 03 - "Feeling" Lucky
Day 03 - "Feeling" Lucky
You know that feeling you get when you nd a lucky penny on the ground?
I still catch myself saying "Must be my lucky day" in my head.
What's fascinating is positive things then randomly start happening.
Someone holds a door open for me, that prospect I've been chasing responds to my email and I catch
the streetcar that I thought I'd miss.
Such a good day!
I'm so lucky right?
Wrong.
Luck doesn't exist, but "Feeling Lucky" does.
The random act of nding a penny primed my brain to start "Feeling Lucky" which made me more
optimistic and perceptive of positive experiences happening all around me.
Someone holding the door, the prospect responding to my email and catching my streetcar all would
have happened anyway, but because I was "Feeling Lucky" I actually noticed them.
Because I noticed them, my happiness bene ted.
"Lucky" things and positive experiences are happening to salespeople everyday.
We're just really bad at noticing them when we're stuck processing a bad call, morning tra c or a
di cult performance review with our manager.
Change this by nding your lucky penny to start an upward spiral.
Exercise: First good thing you notice today - Pause and Acknowledge it. Tell yourself it's your lucky day.
Be mindful of how many other good things you start to notice.
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Day 04 - Importance of Saying No
Day 4 - Importance of Saying No
My girlfriend reminded me of the importance of "No" in the decisions we make everyday.
Saying Yes to something means you're saying No to something else.
It's always a trade-o .
Saying Yes to overworking during the holidays means you're saying No to spending more time with your
family.
Saying Yes to a purchase of a cool new tech product means saying No or delaying that massage and
vacation you so badly need.
Saying Yes to on-boarding a di cult client to make a sales target now means saying No to your peace
of mind later.
Saying Yes to having your employees work late several weeks in a row, means saying No to a
rejuvenated team next month or quarter.
Be mindful of what you're saying Yes to over the next few weeks.
Ask yourself - is this what I really want or need right now?
Make sure it doesn't mean you're saying No to the things that matter most.
The things that truly make you happy and help you recover from work stress or burnout.
Exercise: Choose one thing you can start saying No to on a daily basis that will create space for saying
Yes to taking better care of yourself.
Example: It can be small like saying No to hitting the Snooze button so you can start each morning with
a 10 minute meditation.
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Day 05 - The Drivers
Day 05 - The Drivers
In January 2010, you could have bought one share of Salesforce for $15.89.
Today it costs you $161.13.
The last decade has been dominated by an "Arms Race" in sales technology.
Companies invested millions into new sales technologies in hopes of achieving greater productivity and
increased sales performance.
And it worked.
Companies that could a ord the best CRM, Prospecting, Market Research, Forecasting, Calling, CallRecording, Email Automation, Customer Engagement and Sales Intelligence softwares could build the
perfect tech stack.
They could build a Ferrari.
And with a Ferrari it didn't really matter what salesperson they had driving it.
With basic sales competency training, organizations could plug in and play drivers and still meet their
growth targets.
If the driver was sick, anxious, depressed or burnt out, it was easy to simply replace them.
But things have changed. It's now cheaper and easier to build a Ferrari than ever before.
Targets continue to grow and new sales enablement tools can no longer make up the di erence.
As a result, the next decade will be dominated by the Drivers.
Drivers who can drive their Ferraris the fastest while making the fewest mistakes.
Companies that take care of them will win.
(Exercise next page)
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Day 05 - The Drivers (cont.)
Exercise: When was the last time you invested into a well-being program as an individual or team?
Rather than spending money on the next great technology or sales enablement tool (you likely have
enough) invest into something that will make you/ the drivers physically and mentally healthier.
Think gym memberships, healthy lunches, meditation classes, etc.
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Day 06 - My Friend Anxiety
Day 06 - My Friend Anxiety
Every challenging experience you face is a seed.
A seed that can help you grow.
A missed sales target, rejected job interview, failed relationship or a traumatizing health experience...
They are all seeds and opportunities for growth.
But like a seed they require a gentle hand, dedication, e ort, time, compassion and help in order to
ourish.
This is hard work.
It's much easier to bury, forget and neglect these seeds.
To pretend like they never happened.
To avoid these anxious experiences and get back to neutral.
When things were comfortable, easy and life was more manageable.
Back to the status quo.
But it only takes one, two or maybe three...
A few seeds that grow and fundamentally change who you are.
When you did what's hard and put in the work.
You embraced the emotional discomfort within these challenging experiences.
So you could learn, grow and move forward.
This is when you start to see it... (cont. next page)
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Day 06 - Anxiety My Friend (cont.)
Your anxiety.
It's actually your friend.
It's there to tell you when you have found a seed.
When you're outside your comfort zone.
Before you were afraid of these feelings, but now you know better.
You start to work with your new friend, rather than against it.
To seek discomfort.
To grow.
To be happy.
Exercise: What are you anxious about right now?
Are you anxious because you’re learning something new? Being pushed to grow? Are you outside your
comfort zone?
Acknowledge this and be grateful to your anxiety for letting you know you’re in growth mode.
Discomfort always comes before growth. Embrace it.
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Day 07 - Planning to Miss Target
Day 07 - Planning to Miss Target
Three statistics to think about today...
1) Robert Epstein, an American psychologist, surveyed 30,000 people in 30 countries and found that the
most e ective method for reducing stress is having a plan.
It makes us feel in control, when we think about how to overcome future obstacles.
2) In 2018 a report by Salesforce said 57% of sales reps were expected to miss their quotas.
3) In one of our surveys, 41% of Salespeople listed Missing Target as having one of the greatest
impacts on their Mental Health.
So...
Who has a plan for when they miss target, which they can use to protect their mental health?
It might not happen this month, this quarter or this year, but odds are it's going to happen.
Making a plan now, will put you in control of this stressful event, rather than letting your emotional
brain and bad habits take over in the moment.
Exercise: Answer - “ IF I miss my sales target THEN…”
Write 5 actionable steps to follow if you miss your target in the future.
Make sure they are good habits or positive actions that can replace bad habits or responses you might
typically default to.
Example - Replace going to the bar/club with a home cooked meal or scheduling a massage. Replace
avoiding your manager with scheduling time to get their feedback/help.
If you need more ideas try reviewing this article: No Bullsh*t - Fear Failure and Missing Sales Target
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Day 08 - Story Editing
Day 08 - Story Editing
If you're new to sales, it's very easy to think "I can't do this" or "I'm not right for sales" after a couple of
bad calls or lost deals.
Practicing self-compassion is a crucial part of achieving consistent success within sales.
Change the story playing in your head to something like, "It's ok to struggle right now - I'm just learning
the ropes."
A study by Timothy Wilson at the University of Virginia showed that students who were able to
reinterpret academic challenges and move thinking away from negative or self defeating thoughts,
achieved better grades and were less likely to drop out.
He calls this editing your story.
As a highly competitive salesperson this can be extremely hard to do, because you want to win.
And win right away.
Sales and learning a product takes time.
Go easy on yourself. Acknowledge there is a learning curve.
Self-compassion will help you ramp up much faster.
Exercise: Close your eyes and be mindful of the voice in your head.
What’s it telling you today?
Are the thoughts more positive or negative?
Write them out on a piece of paper.
For negative thoughts, edit your story by reframing them in a more positive light.
If you need help, try reading this article: How to Improve Your life with Story Editing
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Day 09 - Instant Grati cation
Day 09 - Instant Grati cation
One of the biggest challenges Sales Leaders face today is battling the increasing number of new sales
reps who have been primed for instant grati cation.
Society is teaching everyone that our desires can and should be ful lled immediately.
Our TV shows are instantly available.
We can order almost anything from Amazon and have it delivered the next day.
We can match with strangers and setup dates within minutes.
We can share information on social media and receive instant engagement.
Many things that previously required skill, e ort and patience no longer do.
Sales doesn't work like this.
It is a slow burn.
It takes time, discipline and practice to master and develop into a skill.
A process that has become less common and forgotten in our daily lives.
Managing proper expectations early, can help keep things in perspective and stabilize mental health
during the bumpy sales road ahead.
Exercise: Schedule a team meeting to reinforce that success for new reps is not measured by how many
sales they close. How quickly they’re learning, asking questions and how much practice they put in are
more important measures while ramping up.
Ask the more senior sales reps to share the obstacles they faced when they rst started selling,
Helping the more junior sales reps manage their expectations will allow them to acknowledge the
learning curve, ramp up faster and become more resilient to bumps in the road.
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Day 10 - Managing With Anxiety
Day 10 - Managing With Anxiety
Sales leaders, this post is for you:
How do you manage a team if you su er from anxiety?
Some of the best sales managers I've worked with take on the burden of protecting their reps from the
distress or politics coming down from upper management on the sales organization.
When I was a rep I always appreciated it, but I also really cared about my manager.
I knew they were struggling and I wanted to help, but my manager wouldn't open up.
Protecting your team from stressful information can be an e ective management strategy short term,
but long term - this can be a nightmare for your own mental health.
Just like you're there for your team - your reps are there for you.
They will likely jump at the opportunity to help and will appreciate more transparency and honesty in
the workplace.
Start sharing and start being vulnerable.
You're in this together.
Exercise: How does anxiety typically manifest in yourself? (irritability, poor sleep, distraction, more
quiet than usual… etc)
Share this with your team and let them know it’s ok to check in on you if they notice any of these signs.
For bonus points, openly share what is making you anxious and ask for their input.
Reading this article will also help: How to Talk About Mental Health at Work
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Day 11 - IQ or EQ?
Day 11 - IQ or EQ?
What if I told you that your IQ doesn't matter to your career success?
Would you believe me?
At a certain point it doesn't.
According to research done by Daniel Goleman, author of Emotional Intelligence, IQ only accounts for
between 4-10% of the factors that determine career success.
Anything higher than an IQ of 115, hardly matters. (For reference avg IQ in Canada is 99 and US is 98)
The big career payo s come from - Emotional Intelligence (EQ)
Best part is, unlike IQ... EQ is not xed.
You can work on it to become a better salesperson, colleague, friend, partner, parent and leader.
Improving skills like your self-awareness and self-regulation will help you better understand your own
emotions, how they impact others and ways to control them better.
Not only will you advance your career, but you'll also be able to take better care of your Mental Health.
Becoming more mindful of your thoughts, behaviours and triggers in your environment will help you
build resilience to stressful events in sales.
Exercise: Take the comprehensive free EQ test below.
It provides a great baseline number to tell you if this is an area you should be prioritizing in your
personal development.
Take the EQ Test
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Day 12 - Remember Your Strengths
Day 12 - Remember Your Strengths
Learning how to sell can be a catch-22 when it comes to happiness and Mental Health.
Research from Gallup shows that people who spend more time using their strengths are 6 times more
likely to be engaged in their jobs and 3 times more likely to report having an excellent quality of life.
This is a challenge for salespeople, because it can take time to develop your sales skills into a strength.
This means early on in your career, the majority of your time will be spent on a weakness.
So what can you do?
For example, when learning to cold call - put less attention on how weak or "bad" you are at it and focus
more on the personal strengths you are using during the learning process.
You can do this by reminding yourself of strength related stories like…
"I'm really good at learning new things"
"I'm really good at helping people"
"I'm really good at not giving up"
"I'm really good at talking to new people"
Keep these things in mind until you feel comfortable saying:
"I'm really good at cold calling"
Exercise: What weaknesses are you currently trying to improve?
What strengths are you using to improve your weakness?
Write this down so you have something positive to reference, when you feel like you’re not making
progress.
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Day 13 - Mental Health On-boarding
Day 13 - Mental Health On-boarding
An easy way to empower your employees and sales reps to take care of their Mental Health is by
building a session into the new hire on-boarding program.
It doesn't need to be anything complicated:
1) What is Mental Health and how does your team talk about it in the workplace?
2) The Why - How does declining Mental Health impact performance?
3) What are the symptoms of declining Mental Health and what can new hires do when they happen?
4) What are the most challenging and stressful parts of the job the new hire should be mindful of?
5) Overview of Employee Assistance Programs (EAP), bene ts and well-being programs o ered.
6) Distinguishing the di erence between a sick day and a Mental Health day. More importantly that it's
ok to take a Mental Health day.
A session like this can set the expectations early that you're creating a supportive Mental Health
culture.
The last thing anyone struggling with Mental Health wants to do (especially when they’re in a downward
spiral) is try to determine....

"Is my workplace a safe place to share what I'm experiencing or do I need to hide it?"
Make it easy for them to answer this question by creating a safe space early.
Exercise: Start with answering Step 1 - How does your team talk about Mental Health in the workplace?
If you’re unhappy with the answer, start putting a plan together for the workplace Mental Health
experience you’d like your team to have.
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Day 14 - The Worry Loop
Day 14 - The Worry Loop
Ever wonder why your mind won't stop racing at the end of a busy day?
Neuroscientist Daniel Levitin says:

"When you're worried about something and your grey matter is afraid you may forget, it engages a
cluster of brain regions referred to as the "rehearsal loop." And you keep worrying and worrying."
To stop this, Daniel says you should write your thoughts down and make a plan for tomorrow.
Rather than worrying about forgetting what time your big pitch is tomorrow…
Or what you'll say...
Or what you have to bring to the meeting...
Write it all down before you leave the o ce.
Write down the time.
Write down a checklist of what you need to bring or have prepared.
Write down what you'll say on practice cue cards to review in the morning.
Your brain can now focus on what's important.
Relaxing with friends and family at home and getting a good sleep.
Exercise: Choose an important meeting or demo you have this week.
Make sure you do all the prep work the night before rather than the day of.
How did you sleep? Were you less anxious beforehand? How did you perform?
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Day 15 - Self Care Discipline
Day 15 - Self Care Discipline
Salespeople and employees exert a tremendous amount of energy every day.
Exhausted by the time 5pm arrives - we then have to make choices.
Lots of them.
This is dangerous, because when we're tired and drained we make the easy choice.
Not always the right choice.
We order take-out rather than make something healthy.
We watch Net ix rather than enjoy the outdoors or go to the gym.
We scroll through social media, rather than meetup with friends or talk to them on the phone.
The article below notes - "Self Care requires discipline"
Self Care requires energy, when you don't have it.
Self Care requires that you burn a little energy to make a lot more energy.
The reward is well worth it.
You'll feel better, perform better and create positive momentum upwards.
Exercise: Tonight, acknowledge you're tired, but spend the extra energy to make the right choice.
See your parents or friends, run a bath or meditate - Put it in your calendar.
See how you feel and perform tomorrow.
PS: Moving some self care activities to the morning can also ensure you do them and form a habit.
Article: Self Care is Not an Indulgence It's a Discipline
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Day 16 - Leading & Lagging Indicators
Day 16 - Leading & Lagging Indicators
I always get really excited when I see companies open to running experiments like this:
Microsoft experimented with a 4 day work week and productivity jumped by 40% (see article below).
More and more research is being released every week that shows the companies that truly take care of
their employees well-being see incredible ROI.
Within sales this means putting less focus on daily metrics like - calls made, demos booked, deals
closed, sales cycle, etc.
Why?
Though these standard leading and lagging indicators are needed to run a sales pipeline, they are ALL
LAGGING indicators for sales rep Mental Health and well-being.
By the time they catch presenteeism, it will be too late and you’ll be ghting an uphill battle to
remotivate the team.
More focus needs to be placed on LEADING indicators like...
How the rep is showing up every day - Are they anxious? Did they sleep well? Are they feeling
con dent? etc.
How resilient are they to negative experiences like a deal falling through, buyer ghosting or
facing rejection and do they respond in a mentally healthy way?
We are currently working with sales teams open to experimenting for a few months to see what happens
to performance when you prioritize improving rep mental health over some of the standard metrics.
We've got the team, strategies and researchers ready.
If you are a sales leader, please feel free to contact us.

(Exercise on the next page)
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Day 16 - Leading & Lagging Indicators (cont.)
Exercise: Put the standard sales metrics aside for a moment.
What are you and the team struggling with the most? How will improving the input improve the output
across these sales metrics?
Brainstorm as a team… bringing an expert in on sleep hygiene, implementing daily team meditation or
running a session on sales anxiety are examples of ways to improve the input.
Article: Microsoft's 4 Day Work Week Boosts Productivity
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Day 17 - Connecting Professional & Personal Goals
Day 17 - Connecting Professional & Personal Goals
You don't have to be a large organization to improve mental health in your sales team or workplace.
I love how the car dealerships in the article below made small changes and saw an immediate impact.
One strategy in particular stood out:
The manager taking a personal approach, by often going over both professional AND personal goals.
Then discussing ways to achieve both through daily tasks.

"He'll dig deep into my brain and make me feel like he really does care, other than 'Ok, I have to sell
cars, hit my quota and my target"
When personal and professional goals are aligned, it’s easier to nd greater meaning and purpose in
your role.
Not only does this make working in sales more enjoyable, but it makes you more resilient to stressful
experiences that arise by anchoring your emotions to the meaningful outcome you’re working towards.
Exercise: Reconnect with what your sales target actually means today.
What does achieving your sales target mean at a professional and company level?
How do these business goals connect to what you're trying to achieve personally?
If you don’t know what hitting your sales target means personally and professionally then make sure you
spend time nding out.
Then make sure the answers are visible to you at all times, by placing a sticky on your desk.
Article: Case Study - Personal & Professional Goals
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Day 18 - The Digital Paradox
Day 18 - The Digital Paradox
If you haven't noticed we're quickly approaching a digital paradox in the workplace and within sales.
As companies continue to automate more aspects of their business and sales process, by investing into
complex tech stacks - there will be one primary source of di erentiation.
The people who work for the company.
Human capital will be the competitive advantage organizations will have in every industry, role and job
type.
With the erosion of the nuclear family and dependence on being digitally connected through social
media, the workplace is becoming the primary place for in-person social interaction.
Your competitive advantage lies in making this a safe place to laugh, share and be vulnerable.
A place where people can talk about di cult topics like Mental Health, because safe places like this
are becoming harder to nd.
Facilitating conversations not through Slack or email, but in person with leaders and mentors who are
equipped to have them.
This is future-proo ng your organization.
If you're still trying to build a "Plug In and Play - then Replace What's Broken" model with people, you'll
soon be left behind.
Exercise: How can you facilitate more in-person and fun interactions with your team?
Example: Download the game Heads-Up on your phone. Eat lunch as a team one day a week and play
against each other.
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Day 19 - Emotional Agility
Day 19 - Emotional Agility
The article below provides an excellent overview of how modern workplaces can help their employees
manage stress and build resilience.
One term is speci cally important to building resilience in sales - Emotional Agility.

"Perceiving emotions as indicators, individuals can pause, evaluate why they feel the way they do, and
choose the behaviour pattern that best serves their values and who they want to be in di cult
situations."
Whether it's a Monday and you just don't feel like you have the energy to perform today or you're still
thinking about a big deal that you lost last week....
Pause.
Show yourself some compassion and acknowledge that it's ok to be feeling nervous, anxious or low.
Thousands of other salespeople around the world are feeling just like you right now.
Now you have an opportunity to set yourself apart from everyone else by not letting these emotions
derail your week.
40% e ort is better than 5% e ort.
Are you going to coast until after lunch (something we're all guilty of from time to time)...
Or are you going to start doing the hard things that will set your week up for success?
Exercise: Pick one task you're trying to avoid and commit to spending 10 minutes starting it.
You'd be surprised how much better you'll feel. You’ll also forget about that 10 minute deal you made
with yourself, once you get some momentum.
Article: Building a Resilient Workforce
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Day 20 - The Workplace "Experience"
Day 20 - The Workplace "Experience"
When was the last time you thought about your workplace "experience"?
The “experience” reps and employees are having is usually forgotten or not considered enough during
the hustle and bustle of sales.
Sales leaders, CEOs and Founders think about it...
You spend 40+ hours a week with your team.
What day to day experience do you want them to have in the workplace?
I would imagine having positive physical and mental health experiences would be a core part of the
overall experience you hope your employees are having.
So much time is spent developing the buyer, customer and user experience.
Time to give that same kick a** experience to your people!
Exercise: With your team, brainstorm what the ideal daily “workplace experience” means to them.
What can you do to bring that experience to life?
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Day 21 - Challenging Experiences
Day 21 - Challenging Experiences
I'm super grateful for the challenging experiences I faced on my path to starting Sales Health Alliance:
1) Facebook drastically changing their API and the data they provided to 3rd parties overnight, in
response to the Cambridge Analytica scandal.
This resulted in layo s (including me) at the social media analytics company I was working at and
forced me outside my comfort zone.
2) Getting Testicular Cancer.
This gave me clarity, perspective and urgency to jump when I was debating nding another job or
starting my own thing.
Life is short and the timing will never be perfect. May as well try and live with no regrets.
3) Living with (at times) debilitated anxiety and Mental Health struggles.
This has given me meaning and a challenge I'm passionate about solving. Something I can relate to and
connect with everyone on.
Grateful to have met so many other people in the last year who are open to sharing their own
experiences with Mental Health.
The biggest thing I've learned since becoming an entrepreneur is that you can nd "good" in every
experience.
Challenging experiences also o er the best opportunities for growth.
You just have to be compassionate to yourself and remember to look for it.
Exercise: Re ect on the most challenging experiences you’ve faced in the last year.
What did you learn from them and how have they helped you become the person you are today?
Be grateful for the path you’re on and where it’s leading you.
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Day 22 - PIPs
Day 22 - PIPs
9 months into my rst sales role I was placed on a PIP.
After my rst 4 months of exceeding target, I began to struggle with my Mental Health.
I had no idea how to manage the daily ups and downs of the sales grind.
I had also just moved into my rst apartment and after 5 months of missing target and commission
cheques I was anxious about paying bills.
To cope I was drinking and partying, but I didn't know that was only making things worse.
Everyone around me was doing it.
I couldn't sleep and had panic attacks that resulted in hospital visits in the middle of the night.
I didn't share any of this with my employer out of fear. I didn't even know how to describe what I was
feeling.
Then came the PIP and an unrealistic target no one in company history had ever hit.
I was engulfed in anger.
I used that anger to blow the PIP out of the water.
And then exploded past my next 3 targets. I set records and became the top salesperson in the North
American o ce.
The company ew me to the head o ce in London to "reward" me.
But then I left.
They didn't care when I needed them most. I wanted to work for people who cared.
Moral of the story: If a rep has shown success and now struggling - show you care. (cont. Next Page)
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Day 22 - PIPs (cont.)
They'll rarely forgive and never forget a PIP.
Exercise: When you or someone on your team is struggling to perform - What’s your rst reaction?
To increase metrics and provide more training or ask them what’s wrong?
More training will be ine ective if the sales rep has lost meaning in their role or is stuck processing a
negative experience like losing a deal or ghting with their spouse.
By addressing the emotional component rst - the logical part of the brain will then be more responsive
to training and coaching.
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Day 23 - The Power of Stories
Day 23 - The Power of Stories
Sales Leaders - telling stories is one of the most powerful tools in your toolkit to help reps struggling
with their Mental Health.
Why?
A good story connects with the emotional parts of our brain's limbic system.
When a rep is struggling with a negative experience, the emotional part of their brain is ring.
They're stressed, anxious, worried and fearful.
They are no longer thinking rationally.
Rational reasons to keep selling will be overpowered by the emotions they're trying to process.
Telling a story can help relieve and replace these negative emotions with positive emotions.
For example - If a rep or a peer is unmotivated after missing their target:
1) Tell them a story about a time when you missed target. How it felt, what you did and how great it felt
when you bounced back.
2) You can also tell them a customer story. How badly a customer was struggling, what your product did
to help them and how great their business is running now.
3) You can even invite them to listen in on a call with a thriving customer so they can hear it from them
directly.
Stories are extremely powerful.
Using them more frequently will help sales reps sell more and push through di cult times.
Exercise on Next Page
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Day 23 - The Power of Stories (cont.)
Exercise: Reach out to a customer who is thriving and setup a call to collect their feedback so you can
learn about how their life has changed with your product or service.
Also revisit your customer case studies to reconnect with the emotional component of the before and
after picture.
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Day 24 - The Interview
Day 24 - The Interview
Salespeople looking for a new job and trying to nd a strong sales leader who is creating a positive
workplace culture - try asking this in your next interview:
"How do you talk about Mental Health at your company?"
This will do a couple of things in your favour:
1) It will catch the interviewer o guard, but in a good way - you'll usually get a pretty honest answer
because they won't be expecting it.
2) Those that have a supportive mental health culture will be able to answer it.
3) The ones who can't answer it at all should be a red ag.
4) The companies that care about mental health will want you even more.
5) You'll increase your chances of matching with a company that aligns with your values.
Now I know this seems like a tough interview question for a new rep to ask... so sales leaders and hiring
managers...
How would you respond if you were asked this question in an interview?
Would you view the rep more positively or negatively?
I know I would absolutely love getting asked this question and immediately think more of the rep, but I
may be a little biased.
Exercise: How can you change your job ads and jobseeker process to showcase your forward thinking
Mental Health culture?
Displaying this cultural aspect of your company can be a powerful way to attract the type of top sales
talent you’re looking for.
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Day 25 - Bad Habits
Day 25 - Bad Habits
Salespeople often have a lot of bad habits that can push Mental Health into a downward spiral.
These bad habits can be particularly problematic on days when you're tired.
Be mindful of the fact that you have less willpower than normal on days when you're tired.
The logical part of your brain has less energy, which means you'll be left executing on habits (good or
bad) and impulses if you're not careful.
Use the morning to set yourself up for success, before willpower runs out and bad habits take over.
Here are some things you can do:
1) Delete social media from your phone and use a website blocker like StayFocusd to block sites you
frequently check.
2) Make a good habit plan for after 5.
Plan a trip to the gym or meditation class and put it in your calendar.
This will reduce the chances of a trip to the bar after a day you might not perform your best on the
sales oor.
3) Remove bad habit cues.
Hide junk food or ask to leave a few minutes early to avoid commuter tra c.
Try to remove anything that makes you more impulsive.
4) Break big tasks up into winnable games.
If you have an hour of calls, make it a game. Make 10 calls in 20 min, then reward yourself. Then
repeat.
Exercise on Next Page
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Day 25 - Bad Habits (cont.)
Exercise: What are your worst bad habits on days when you’re exhausted?
How can you make them 20 seconds harder to start, less attractive, less visible or less satisfying?
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Day 26 - Gratitude
Day 26 - Gratitude
Gratitude is an extremely potent way to build resilience prior to, during and after a negative experience.
Similar to creating awareness around Mental Health, you can experience major bene ts from practicing
gratitude daily, rather than just once or twice a year.
Practicing gratitude regularly can:
- Increase dopamine and make social interactions more enjoyable.
- Boost serotonin by making you focus and remember positive experiences, which also reduces how
much time you spend thinking about negative events.
- Help improve sleep, which leads to reduced anxiety and pain.
- Help you become more optimistic about future events and be more empathetic to others.
If practicing gratitude is something new to you…. Trust the process, stay consistent and be patient with
yourself.
The results are similar to going to the gym and you build strength over time.
Exercise: Each day this week, before you leave, write down 3 colleagues you're grateful for and why.
See how you feel at the end of the week.
The why can be as small as someone holding the elevator for you or sharing a joke.
If this is hard at rst - GOOD.
Your gratitude muscles are weak and haven't been used in a while.
You need more practice seeing the positive experiences that people surround you with every day.
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Day 27 - Becoming A Chameleon
Day 27 - Becoming A Chameleon
Received such an insightful message from Andrew Koehler:

"If I can be a chameleon with my customers, management can be a chameleon with their salesforce."
I think this one sentence succinctly sums up the biggest area for improvement in sales leadership
today.
Top individual performers who get promoted to management usually default into "This is how you sell..."
mode and then proceed to impose their personal style on their team.
When it doesn't work, they become obsessed with metrics.
I have certainly been guilty of this in the past and it often leads to frustration, micro-management and
declining Mental Health for the entire team.
When you get promoted you need to keep selling.
Except now - you're no longer selling to customers, you're selling to your reps.
You're building trust.
Telling stories.
Asking good questions.
Providing value.
You're nding out what's important to them.
What meaning do they take from their work.
What challenges they're facing.
But most importantly - What's their motivation to keep pushing?
Their WHY. (cont. Next Page)
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Day 27 - Becoming A Chameleon (cont.)
Like most customers - individual reps are smart, but won't know their why or what motivates them.
It's your job to learn, adapt and sell.
To be a chameleon.
In doing so - you will also build the foundation for supportive Mental Health conversations.
Exercise: Regardless of whether you’re a manager or individual sales rep - make a point to learn at least
one new thing about one member of your team everyday this week.
Can you use this knowledge to help motivate your colleague in the coming weeks?
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Day 28 - Sleep, sleep, sleep...
Day 28 - Sleep, sleep, sleep...
Feeling hungover today and worried about getting red?
Classic sales team night out. I've got some help for you.
Here is some ammunition to deal with an upset manager who may have been impacting your sleep by
making you work long hours or worry about target for the past few weeks.
Research by David Dinges, a sleep researcher from the University of Pennsylvania found:
After 2 weeks of 6 hours of sleep a night, people cognitively performed and functioned at the same
level as someone who was legally drunk.
So if your boss asks you if you're hungover you can say:
"Yes - but I've been showing up drunk for weeks now!"
Obviously kidding...but not about getting enough sleep.
Sleep is an extremely important part of staying both physically and mentally healthy.
Exercise: Read the sleep hygiene article below.
How can you implement some of the recommendations into your night time routine?
Article: Sleep Hygiene Best Practices
Article: Importance of Sleep
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Day 29 - Controlling Your Happiness
Day 29 - Controlling Your Happiness
How often do you nd yourself saying:

"I just need to get promoted or make a little more money - then I can be happy?"
This mindset is putting your happiness rmly in the hands of others to give you something that YOU
perceive you have earned.
What if they don't perceive the same thing as you?
Maybe they perceive someone else as earning it better?
By giving control of your happiness to others, you open the door to all sorts of mental health challenges
that will make you less productive and engaged.
Ultimately this will then stand in the way of the success you so badly want.
Take back control of your happiness and change perspective on your current role to nd meaning in
your work.
Rather than focus on the money or the next promotion, really embrace how you're currently helping your
clients, what you're learning and how you're helping the company grow.
Get back to nding meaning in your day-to-day.
The success and the money will follow.
Exercise: Do you spend more time thinking about how your boss perceives you or how your customers
perceive you?
For the next week, stop worrying about your next promotion or what your boss thinks.
Place all your attention on what your customers think and improving their image of you.
Revisit how you performed and how you feel at the end of the week.
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Day 30 - Make The Plan Visible
Day 30 - Make The Plan Visible
Transparency is key when creating sales targets.
Here is why.
When sales targets get set, people at every level of the sales organization will begin telling themselves
a story...
"I can do this..."
"I can maybe do this..."
"Is this a joke... there is no way I can do this...."
The problem here is, lower levels of a sales organization don't have access to the same data upper
management used to build targets.
The stories upper management are telling themselves are based on logical and unbiased data to make a
calculated plan.
Frontline managers and reps don't have all the data. Their stories become more emotional, biased and
irrational.
Their stories are often based on recent events like what happened during conversations with recent
customers or how close they were to their last target.
They're perceiving a logically built target, through an emotional and biased lens.
Worst case scenario, reps with some di cult recent experiences can feel hopeless and their mental
health su ers.
Everyone needs to see the same plan.
Exercise on Next Page.
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Day 30 - Make The Plan Visible (cont.)
Exercise: As a team, review how sales targets are being set.
Make this process as transparent as possible so everyone has the same expectations and understands
the logic behind how they have been created.
Three key parts the sales reps need to know:
1) Conversion Metrics to hit Target
- They need to make X amount of calls/emails to convert X amount to meetings
- They need to convert X amount of meetings into X amount of proposals.
- They need to convert X amount of proposals into X amount of deals of Y size.
2) Their Why - if things go according to plan, what does it mean for the company, the team and their
individual career?
3) Weekly check-ins to evaluate if the plan is working so they can adapt to changes.
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Day 31 - The First Call...
Day 31 - The First Call...
Probably the most TERRIFYING moment for any sales rep:
Making that rst call, as a new rep, at a new company on the sales oor.
You have to call a total stranger to talk to them about a product you barely know fully, but...
You also have an audience of well-trained colleagues sitting around you.
They pretend that they're not listening or paying attention, but they are.
They're curious and want to know if this is someone they'll need to take seriously.
Someone worthy of competition.
You're in a situation where the risk of making a mistake and embarrassing yourself is HIGH.
A nightmare for your mental health.
So what do you do?
1) If you don't use a script, at the very least have some talking points, questions and the main objection
handles ready.
This is your plan and it will help reduce stress.
2) 6-6-6; Inhale for 6 seconds. Hold for 6 seconds. Exhale for 6 seconds. Repeat 5-10x and this will
calm help your nerves.
3) Whomever answers the phone - use your situation to your advantage and call yourself out to build
rapport:
"I'm really excited you answered - I just started at my company so I might be a little nervous. How are
you?"
(Continued on Next Page)
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Day 31 - The First Call... (cont.)
Managers/peers - be mindful of this. Keep them motivated with positive feedback.
It will mean the world to them.
Exercise: Give some genuine and positive feedback to someone on your team today.
Doesn’t need to be complicated, just something you’ve noticed or an area they have improved recently.
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Day 32 - Becoming Je Goldblum
Day 32 - Becoming Je Goldblum
I've been watching the new Je Goldblum docu-series on Disney+ and it's hard to not be utterly
mesmerized by his level of positivity.
His emotions and energy are infectious to everyone around him, that people can't help but like him.
So how does he do it?
1) He is obsessively curious and wants to learn about anything and everything around him.
So he keeps asking questions...
"Why did you do X"
"What do you think about Y?"
"Tell me about Z..."
His curiosity is never satis ed with the answer to his rst question so he keeps asking.
It forces people to keep talking about their interests, which builds trust and friendships FAST.
2) By asking questions and being genuinely engaged in conversation, he shows the person he cares and
that he's listening.
As a result, he can't help but be totally present in every conversation.
He gives people 100% of his attention, which rarely happens these days.
So I encourage you...
Try being a little more like Je Goldblum in your interactions with clients, colleagues, friends and
family.
Become obsessively curious about the lives of the people you care about.
This will force you to be present and direct attention away from thoughts that are worrying you. (cont)
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Day 32 - Becoming Je Goldblum (cont.)
Your mental health will get the break it needs to relax, recover, and come back stronger.
Exercise: Next client, colleague, friend or family member you engage with, try asking “WHY” at least 3
times during the conversation.
You’ll probably learn something and also have more meaningful conversations you’re happily engaged in.
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Day 33 - Keeping Learning Visible
Day 33 - Keeping Learning Visible
I was asked over the weekend, why I post so much on LinkedIn.
The #1 reason is not the engagement, brand awareness or connections.
It's the learning.
As an entrepreneur, building Sales Health Alliance, I spend most days working on my own.
This means I have a lot of time with my thoughts.
The majority of the time I love it and it means I have the freedom to be creative.
But even for someone who knows a lot about positive Mental Health - some days can be a struggle.
Negative thoughts creep in and can make me second guess my direction and purpose.
Posting on LinkedIn helps keep progress visible and suppress negative thoughts of doubt. It forces me to
re ect on the previous day and think about what I learned.
Then I think...
How can I share that knowledge to help people?
If I'm learning and trying my best to help people, it provides motivation that I'm moving in the right
direction.
The same is true within sales.
Targets are often weeks or months away and after a hard day on the sales oor, it can be very easy to
lose perspective and feel defeated.

Exercise on Next Page
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Day 33 - Keeping Learning Visible (cont.)
Exercise: Answer this question: How can you make what you're learning everyday more visible?
I’ve used this strategy in the past.
After every meeting, sales call, webinar or demo write one thing you learned on a scrap piece of paper
and put it in a jar.
At the end of the week, share your learnings with the team in a meeting on Friday.
Keeping learning visible will give you ammunition to combat negative thoughts and get out of your own
head.
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Day 34 - Upskilling Managers
Day 34 - Upskilling Managers
BIG news! A new research study done on thousands of managers has found (article below):

"The likelihood of a manager actually holding preventative discussion about anxiety and depression is
84% higher if the manager works in an organization that o ers general measures, such as stress
counseling and lectures on depression and anxiety, compared with the organization not doing so."
With Mental Health issues increasing signi cantly in young adults over the last decade, upskilling
manager mental health training should be a cornerstone of all corporate health, safety and well-being
programs.
Why?
Because many of these young adults are going to be future employees some day and current bene ts
programs do not cover enough of the cost for treatment.
Though I can envision more companies moving towards in-house therapists and psychologists in the
future...
Nothing will do more for a sales rep's well-being than a manager they can trust, who they can be
vulnerable with and who can support them through stressful experiences on the sales oor.
Exercise: As a team, explore the idea of bringing in a Mental Health speaker or expert to bring some
fresh insight to the organization.
Article: The Impact of Mental Health Training in the Workplace
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Day 35 - Let's Have Some Fun
Day 35 - Let's Have Some Fun
The sales community is captivated by predictable revenue, more automation and more e ciency...
But what if we're moving in the wrong direction?
As game designer Jane McGonial explains, the very nature of "e ciency" means removing game
mechanics from the design of work.
Without fun, context or meaning in day-to-day sales tasks, our work can quickly become meaningless
and soul-crushing.
Studies show that meaningless work has been proven to lead to decreased engagement, productivity and
a slew of Health and Mental Health issues.
That's why it's not surprising that 9/10 people are willing to earn less to do more meaningful work
(article below).
Meaningful work is so important that on average, American workers are willing to forego 23% of their
entire future lifetime earnings in order to have a job that is always meaningful.
That's a HUGE number.
So where does this leave us?
Stop thinking of sales organizations like a machine and more like a game.
How can you add more fun, meaning and context to the work.
We'll happily spend hours doing repeatable tasks while playing a game. With the right game, we can
achieve the same engagement while at work.
The best part is that games can still be predictable and e cient once we get good at them.

Exercise on Next Page
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Day 35 - Let's Have Some Fun (cont.)
Exercise: Brainstorm a new sales incentive for the week and gamify one of your sales metrics that
needs more volume.
Example - Sales Poker to improve Demos Booked.
Buy a deck of comically large playing cards. Every demo that gets booked, the rep gets to draw a card.
At the end of the week, the rep that has the best 5 card poker hand (must have a minimum of 5 demos
booked) wins a prize.
Article: 9 out of 10 People are Willing to Earn Less To Do More Meaningful Work
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Day 36 - Mental Health ROI
Day 36 - Mental Health ROI
Mental Health is a topic that is often viewed in one of two ways by an organization:
1) A highly charged/potential powder keg topic that is better left untouched by the organization.
This comes coupled with comments like:

"We're hitting our numbers - why rock the boat?"
"The company is doing amazing - Mental Health is not a priority"
Then there are others that understand that life has a tendency to throw rocks when they least expect it.
That people are struggling, but hiding it.
They take a preventative approach to Mental Health and see it as:
2) An opportunity to unlock the maximum potential of their employees performance and make them
resilient to challenges they face.
If you're leaning more towards View 1 - Deloitte has recently released an excellent study calculating the
ROI on workplace Mental Health programs (article below).
One amazing fact from the study:
"Bell's 2018 ROI on workplace mental health programs for every dollar invested was $4.10"
We've all feared facing our Mental Health at some point in our lives.
Those who expose themselves to their fears and face them head on are the ones who develop resilience
and experience tremendous growth.
Companies and organizations are no di erent.
Exercise: Read this article and discuss the main takeaways as a team - ROI on Workplace Mental
Health
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Day 37 - Keeping Perspective
Day 37 - Keeping Perspective
Two simple changes that can help salespeople keep perspective:
1) Keep Lifetime Revenue visible at all time.
Sales targets are typically set monthly or quarterly, which means salespeople restart at "0" multiple
times a year.
After a bad month or quarter, reps can anchor their emotions to their Lifetime Revenue number rather
than the target they just missed.
It's surprising how quickly we can start to feel like a failure and lose sight of past achievements
following a negative experience.
2) Use whiteboards and have reps manually update their metrics and revenue by hand.
- Standing up to manually update the board helps the rep become physically connected and feel more in
control of their target.
This is similar to physically rolling dice in a game versus pressing a button to roll them on a screen.
- Allows reps to be recognized by their peers and keeps positive experiences visible for the team - even
if it's something simple like scheduling a call.
Increasing visible micro-achievements that the team can rally behind goes a long way.
- It forces the rep to spend 1-2 minutes re ecting and processing their achievement so it's easier to
remember later.
Simple changes like these can help make reps more resilient to the cyclical nature of sales.
Exercise: Implement the 2 items above if you have not done so yet.
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Day 38 - Empathy and Burnout
Day 38 - Empathy and Burnout
To be successful in sales and life you need to be empathetic.
The most empathetic people are sensitive and care a lot about their customers, colleagues and
company.
Like REALLY care.
The easiest way to burn these people out is to not be sensitive in return and appreciative of their work.
To treat them like a number that you always give more to.
So think about it.
How are you teaching empathy to salespeople?
How can you make your team be more empathetic to one another?
How can you be a more empathetic leader?
Some exercises I've seen work well are:
1) During the next team debate, try having people debate on behalf of the side they're opposed to.
2) Revisit your buyer or customer journey and really get into what they are thinking, feeling and doing.
3) Surprising reps with a small trophy or reward that acknowledges you see how much they care about
the company.
Exercise: Choose someone you’re grateful to have on your team or a colleague in another department.
Do something nice for them today.
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Day 39 - Sales Bullying
Day 39 - Sales Bullying
A topic that doesn't get enough attention within sales is bullying.
Managers and bosses bullying their salespeople and employees to not take vacation or cancel their prebooked time o last minute.
According to a Forbes article below, a recent survey from 2017 found that 61% of bullies are bosses.
And bullying is a de nitive way to burn out your salespeople and employees.
Another recent survey showed that 50% of millennials have left a job due to bullying's poor e ect on
their mental health.
So to the managers thinking about the above....
If making a top salesperson cancel their vacation to work a few extra days during a slow period came
down to a "coin ip" of retaining them...
Would you do it?
To the salespeople and employees put in this awful predicament of not wanting to make their boss
unhappy...
Re-frame your thinking.
There are 261 working days in a year. With 3 weeks of vacation, it means only 8% of those days are
yours to use how you like.
Embrace these moments to spend time with the people that matter most to you.
Set good boundaries, stick to your guns and unplug.
Your future self will Thank You.
Exercise: If you have unused vacation start planning when and how you're going to use them.
Article: Bosses and Bullying (FYI - the headline is incorrect and should be 61% of bullies are bosses)
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Day 40 - Should You Quit
Day 40 - Should You Quit?
Thinking about quitting your sales role?
Hang on a second.
Make a plan and try regaining some perspective rst.
Step 1 - Make a list of everything you like and love about your job.
Step 2 - Make a list of what is making you anxious, depressed or burning you out.
Step 3 - Make a plan. What are potential solutions to everything on the list in Step 2.
These might be di cult conversations you need to have with your boss, setting better boundaries,
deprioritizing some work or carving out time to take care of your well-being.
Your boss is likely not aware of how bad you're struggling or you may be perceiving them the wrong way.
Step 4 - Set a date and non-negotiable improvements you need to see.
Change is hard. Give yourself time to execute on implementing the solutions in Step 3 and see positive
changes.
Step 5 - Make a plan B. Outline the rst 3 steps you need to take to start looking for a new job if you
don't see the improvements you set.
Save it for later.
Step 6 - As you execute on your plan make a point to write 3 things you're grateful for at work that
happen each day.
Keep track of your happiness.
You're in control of your happiness and having a plan will help you feel that way. Exercise below.
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Day 40 - Should You Quit (cont.)
Exercise: Complete the Steps above. Step 2 and Step 3 will be the hardest part of this process. IF you
have a manager that you trust include them in the process.
Their insight and understanding will ensure you’re both aligned while creating a plan that helps improve
your Mental Health.
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Congratulations! 40 days of talking
about Mental Health in Sales
How do you feel? Better I hope!
I hope some of my thoughts, tips, ideas and exercises helped you and your team have more conversations
around Mental Health in the workplace.
I've created the Sales Health Alliance to build an alliance of salespeople, sales leaders, Mental Health experts
and technology providers who are committed to creating awareness around Mental Health in sales.
Currently I personally o er the following services to corporate clients:
1) Speaking Engagements
2) Custom Half-Day or Full-Day Workshops
3) Consulting Services
Through the following services we help sales teams develop their EQ and build resilience to stressful
experiences that arise while working in sales.
In doing so - sales teams will experience better engagement, productivity, retention, well-being and overall
Mental Health to help them meet the demands of the modern workplace.
Feel free to contact me at Je Riseley: je @saleshealthalliance.com
For more thoughts, tips and ideas you can follow me on LinkedIn and subscribe to the Sales Health Alliance
newsletter on the website.
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