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                                The Ultimate Sales Tool Kit




A Health Check On Your Closing Skills
Check up and review your closing ability. Too often, salespeople go through week after week, using the same instinctive closes over and over without giving much thought to fine-tuning them or learning new ones. It's amazing when you think about how important good closing language is and how little time most people spend improving it. Chances are there are some people in your sales team that have used the same two or three techniques for years-even decades-without upgrading their competencies. 

In fact, most sales people only know two to three closes, many concentrate on the “If I, Would you” technique. Closing is a science and an art to be studied not a series of haphazard ideas. Closing is like plying chess you need to sometimes manoeuvre the customer into check mate, but without him feeling trapped or having felt he has lost.

Consider the importance of closing with your Manager and follow some of the ideas below in order to improve your ability in closing the business.

1. Write a list of the common objections and customer deflections that you hear and face on a daily basis.

2. Workout what the customer is really saying, for example when a customer is saying “I’m only looking” is that true, No in most cases it’s an automatic response, it’s a deflection tactic. Slow things down and build rapport.

3. With your Manager write down as many solutions to overcoming these objections that you can think of, turn the solutions into word tracks.

4. Practice, Drill and Rehearse the words until you are 100% comfortable saying them, ensuring that they don’t sound scripted in any way. As sales people the only tools we have are the words that we use. These lines must be in a format that you personally are comfortable saying. Why the practice? To embed the tracks into your unconscious mind so that you can deliver them on time, every time.
5. Have the solutions  typed and put into a clear pocket book so you can refresh your memory and refer to them in the future
6. We have a fantastic tool available to us all now called the internet, it’s as good as any book, look on to one of the search engines and type in Closing Techniques and discover a world of useful information that will enable you to become a dynamic closing machine and improve your sales results

7. Ask advice from other sales professionals in and outside of your industry, you will be surprised just how many great ideas and techniques you get, remember put them into your book
8. There is a way of closing every and all customers, you just have to figure out the moves. The most important ingredient in selling is rapport, build trust and confidence in you and the closing will become easy
I have an e-book available entitled 100 Dynamic Closing Techniques, simply forward an e-mail with a credit card to jon.ase@btopenworld and I will forward the book on to you.

Remember – All you’ve got to do is choose!
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