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Closing - What'is'it?
fleading/movingMou [&
he Objective

v Thel[Brocess
yourlgrospectfbwardslt
yvoulWantlbldchieve.
What's(thelObjective ofieachidall?
1.[Get[d[Sale/Deal
2.SendIhformationl(t Qualified[Brospect
2.1.[AgreelWhenlibldall[Back
3.[Get eferral (Research@esultingihoredeals)
4 .[Hind[Qut rainingdopic[BrospectiWants
toldttend
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Closing - Must Remember

A call made without a

Closing
IS a call made without an
Objective
& It serves no purpose & it has no
Value.

In other word you are wasting your
Time!
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6 Types of Closing

1. Trialldlose
2. AssumptivelTlose

3. Alternativeldlose
4. Conditionalldlose
5. DirectlTlose

6. Lost[Saleldlose
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1. Trial Close

What is 1t?
v Trial Close is “Testing the waters” - you
would not want to scare your prospect away

In the beginning, but you still want to
determine how likely It is that your prospect

will book.

Example Questions:
1. Is this something that sounds good for you

or your people?
2. Is this something you feel you should bring

to your boss’ attention?
3. Would the programme solve some/any

concerns in your department?
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2. Assumptive Close

What is 1t?

v AlQlosinglk chmque sed[By[givin
assumption[thatMour rospect]?s doinglt
buy/attendMour or<s hislis[dspecially
usediWhenlMoulHavell fledrost riall
criterialdnd(the nswer [ih[fhelpositive.
Example Questions:

rogram/training/workshop(drelMou

1. Which[
goinglib[dttend?
eoplelWilllBeldoming

2. Howlmhanylj
organisation/department?

'rom[Mour
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3. Alternative Close

What Is 1t?
flthelAssumptiveldlose, [this
ptionslstill[desult

v AlMariation
gives[Options” — however
IN ale/deal.

Example Questions:

ther

loneldrlBringing

peoplelffromMourldepartment?
2. WilldoulBeldttendingd[@rogramldriBoth?
ttendinglthelgrogram

3. ArelMou
orll.[Htle2L1.,[dr[Both?

1. AreMouldoming
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4. Conditional Close

What is 1t?
Imost

v Used

conditionalll
take’ technique.[W

,[Mou
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what[He’s
can do this then you would do that, right?

Example Questions:
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5. Direct Close

What Is 1t?

v" Directl@loselis[d[Straightlfbrwardldlose.[No
need[IbBeatldroundfhelBush,just@sk[for
deal.[UselitlwhenthelgrospectlHasiBeen
positive longl@nd@nsweredldll/most
qualifyinglquestionsiWithyes.

Example Questions:
1.Islthis[domethingMoulWantibldttend?
2.Shalllllgo@headldndBookMour[seat?

3. WouldMMoulikelmhelib[deserveld[deatforiyou?
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6. Lost Sale Close

grospectlis[dot
‘ThenMoulpgutlihe

What Is 1t?
oticelthatlthe

v Whenlyou
respondingliblyour uestlons
blameldnMourselfldndldsk he,rospectmmats
wrongwithMou.

Example Questions:
1.I'mldorryl[fhatlthis[deemsldomethingldot
beneficialfbrMou. IFIhay@sk, Mhatis[it[fhat
didlWronglt avel]bstljourl]hterest?:(JSHUT P)
orry.[BleaselRelplmelByltkllinglme
Made

2. I'mldeally
‘thatiWwentWronglihfhis[daseldnd

whatls[it
youllbselihterest?
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6. Lost Sale Close

Why it works?

v' Becauselgeoplelfeel[Badib[deelthatlfhey
causec heLsJufferlng fl@notherlHumaniBeing.
InlthisldaseltheyldausedMouliblfeellfhatlyou
did[domethingWrong.

What's the usual response from
prospects?
v" No,[fhere’s[dothinglWrongithMou, [it's[Jlst
thatll.[MheldealldbjectionMill[Hurfacell.
le[theldbjection.

v Thenldimply[Band
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Closing - Important Tips

1.[ABC
‘Always([BelTlosing’
eHirm[&[Bolite

elalm&[Brofessional
br referrals

fFBlown, [dlways[dskl[f
AlwaysldchievelDNEI[dbjectivelih

yourldal
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Closing - Summary
v Closing moves you towards the objective you

want to achieve in a sales call:

1. Get a Sale

2. Send Info & Agree on Call Back Time
3. Get a Referral

4. Get a Topic

v There are 6 types of closes:
. Trialldlose

. Assumptiveldlose

. Alternativeldlose

. Conditionalldlose

. Directldlose

. Lost[Saleldlose

v" Your Most Important Tip in Closing
ABC — Always Be Closing based on your objectives, whether it is a deal, a
referral, a topic etc.
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