
Sales Professional Training: Procrastination 

Introduction: Procrastination is a common challenge faced by sales professionals that can hinder 

productivity, impede goal achievement, and undermine success. In this training session, we will 

explore strategies to overcome procrastination and maximize productivity in sales roles. 

1. Understanding Procrastination: 

 Identify Triggers: Recognize the underlying causes of procrastination, such as fear of failure, 

perfectionism, or lack of motivation. Understanding your triggers allows you to address them 

effectively. 

 Acknowledge Consequences: Understand the negative impact of procrastination on your sales 

performance, including missed opportunities, decreased productivity, and increased stress. 

Acknowledging these consequences can motivate you to take action. 

2. Setting Clear Goals and Deadlines: 

 Define Objectives: Clearly define your sales goals and objectives, breaking them down into 

manageable tasks and action steps. Establishing clear goals provides direction and motivation to 

overcome procrastination. 

 Set Realistic Deadlines: Establish realistic deadlines for completing tasks and projects, taking 

into account factors such as complexity, urgency, and resource availability. Setting deadlines 

creates a sense of urgency and accountability to avoid procrastination. 

3. Prioritizing Tasks Effectively: 

 Identify High-Priority Tasks: Prioritize your tasks based on their importance and urgency, 

focusing on activities that contribute directly to your sales targets and objectives. Allocate time 

and resources accordingly to tackle high-priority tasks first. 

 Use Time Management Techniques: Employ time management techniques such as the 

Eisenhower Matrix, Pomodoro Technique, or time blocking to structure your day and allocate 

time effectively to different tasks. 

4. Overcoming Perfectionism: 

 Focus on Progress, Not Perfection: Shift your mindset from perfectionism to progress by 

embracing the concept of "good enough." Recognize that aiming for perfection can lead to 

paralysis and procrastination, whereas focusing on making incremental progress is more 

productive. 

 Set Realistic Standards: Set realistic standards for yourself and your work, understanding that 

perfection is often unattainable and striving for excellence is more sustainable. 

5. Breaking Tasks into Smaller Steps: 

 Chunking: Break down large or daunting tasks into smaller, more manageable steps or subtasks. 

This approach makes tasks feel less overwhelming and allows you to make progress 

incrementally. 



 Focus on Next Actions: Instead of getting overwhelmed by the entire task, focus on the next 

action or step you need to take to move forward. By taking small, actionable steps, you build 

momentum and overcome procrastination. 

6. Cultivating Discipline and Accountability: 

 Create Accountability Systems: Establish accountability mechanisms such as setting public 

commitments, sharing progress with colleagues or mentors, or using accountability apps or tools. 

Being held accountable motivates you to follow through on your commitments and overcome 

procrastination. 

 Practice Self-Discipline: Cultivate self-discipline through habits, routines, and rituals that 

support productivity and focus. Develop a structured daily routine that includes dedicated time 

for sales activities, prospecting, and goal pursuit. 

Conclusion: By understanding the underlying causes of procrastination and implementing 

effective strategies to overcome it, sales professionals can boost productivity, achieve their sales 

goals, and maximize success in their roles. With clear goals, effective prioritization, disciplined 

time management, and a focus on progress over perfection, sales professionals can conquer 

procrastination and thrive in the dynamic and competitive world of sales. 

 

 


