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Closing the Sale

• Your ability to convince the prospect to make a 
buying decision is central to your sales success.

• All top sales professionals are excellent at 
bringing the sales conversation to a successful 
close.

• Closing sales is a skill that can be developed, 
like riding a bicycle.

• In this module you will learn some of the best 
closing techniques used by the top sales 
professionals.
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Closing the Sale

• Once you learn how to easily transition into the 

close, at the right time, and the appropriate way, 

you will have full control over your sales success 

year after year.

• The top sales professionals plan their closes in 

advance.

• Closing sales are the most stressful part of the 

sales process for both you the salesperson and 

the prospect.
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Closing the Sale

• The “fear of failure” is 80% of the reason the 

prospect refuses to buy.

• The “fear of rejection” is 80% of the reason why 

the salesperson does not ask the prospect to 

buy.

• 50% of all sales conversations end without the 

salesperson asking for a buying commitment of 

any kind from the prospect.
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Closing the Sale

• The “Relationship Model of Selling” provides a 

blue print for reducing the “stress” and “fear of 

rejection” in closing the sale for you and your 

prospect.

• “Building Trust” is 40% of the sales conversation.

• You do this by taking the time to get to know and 

accurately identify your prospects needs. 

• This will lower your prospects stress level and 

increase your level of confidence.
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Closing the Sale

• In the presentation, you will “match” your 

prospects needs and your product or service 

benefits closely.

• If you have properly built trust, identified needs 

and presented the solution, the close becomes 

only 10% of the sales process and makes the 

close very easy. 
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Exercise

• Ask yourself the following questions and record 

your answers:

• How do you know you have built enough “trust” 

and credibility to ask for the sale?

• How do you reduce the fear and rejection that can 

cause you to hold back from closing the sale?
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Closing the Sale

• There are “five” conditions that must be satisfied before 
you have earned the right to ask for the sale.

• Your prospect must have a “need” for what you are 
selling. You have made it crystal clear that your product 
or service will satisfy their needs.

• Your prospect can “use” what you are selling. Your 
prospect can clearly see the value and benefit of having 
your product or service.

• Your prospect can “afford” your product or service.  The 
prospect must have the ability to purchase and continue 
to pay for your product or service without suffering.
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Closing the Sale

• Your prospect actually “wants” your product or 
service.  

• Your prospect must be able to “qualify” for your                                                    
product or service.

• There are two confirming questions you can ask 
to ascertain that your prospect is ready for you 
to ask the question and close the sale.

• “Do you have any questions or “concerns” 
that I haven’t covered?”

• “Does this make “sense” to you so far?”

9



Closing the Sale

• There are Six key closing techniques that account 
for most of the sales made by the top earning sales 
professionals.

• The “invitational” close –

• “Why don’t you give it a try?”

• The ”Preference” close- Give your prospect a 
choice between a feature, benefit, or amount.

• “Which of these do you prefer?”

• The “Directive” close –

• “Well then if you have no further questions, then 
the next step is…”
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Closing the Sale

• The Objection close –

• “If we could handle that to your complete 
satisfaction, would you be prepared to go ahead?”

• The Secondary close – Focus on a secondary issue, 
acceptance of which denotes an acceptance of the 
entire product or service. 

• “Would you agree the living benefits rider is an 
excellent feature to have?”

• The Authorization close –

• “If you’ll just authorize this, we can get started right 
away.”
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Exercise

• Ask yourself the following questions and record 

your answers:

• What must you be sure of before you ask the 

prospect to buy?

• How can you use the “Preference” close in 

selling your product or service?
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“ASK”

• The most important word in closing the sale is the 
word “Ask.”

• “Ask” the customer to make the buying decision.

• “Ask” the customer if you can proceed to the “next 
step” of the sale.

• At the very least “Ask,” “What would you like to 
do now?”

• The most important single quality in developing the 
skill of closing sales is the quality of “Courage.”

• You develop “Courage” through practice.
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“Just ASK”

• Practice all your selling and closing techniques on 
your prospects who apparently has no interest in 
your product or services.

• “Ask” for the order in every way possible. You 
have nothing to lose, and you might be surprised.

• A completely uninterested prospects can often 
turn around to become a customer, if you persist 
in asking for the sale.

• What have to lose, just Ask:

• “Why don’t you give it a try?”
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Exercise

• Ask yourself the following questions and record 

your answers:

• What are the two closing techniques that are 

most appropriate to your product or services?

• Role play and rehearse your closing techniques 

with a friend or family member until it becomes 

natural for you to ask.

• What three actions will you take as a result in 

the lessons learned in this module?
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This is the end of module 6

“Closing the Sale”

• If you have any questions or require additional 

assistance, please contact me at:

• Phone: (352) 497-3448

• Email: steve@producerresources.com

Thank You!
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