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                                The Ultimate Sales Tool Kit




Setting The Stage For Successful Closing
Closing is a process, not an event and before you start fumbling for words to close the deal it's important to make sure you've set a stage that will bring success. The following five steps are basic, but often forgotten by salespeople. Put first things first and make sure you're building your closing foundation on rock and not on sand. 

1. A Specific Need. Make sure you understand completely what the customer wants and what his or her buying motives are. Unless you understand this you'll never produce enough urgency or excitement to complete the sale. To do this you'll need to ask a series of diagnostic questions throughout the process. Don't assume and don't guess. If you investigate needs well, you can present brilliantly and closing is more or less a formality once this is done. 

2. An Appropriate Solution. You'll never get this right unless you determine the need set out in point one. Remember that customers have two major buying motivators: desire for gain and fear of loss. If you can address both of these in your solution you'll double your chances of making the sale. For instance, here's how you kill both birds with one stone: "This new Vauxhall will provide the prestige and comfort you need to impress and accommodate your customers while it saves you money, time and frustration you're currently wasting on the model you're trading in." 

3. Justify The Cost. Until you've built enough value in the product/service to equal or exceed the cost you won't make the sale. To do this you'll need to sell the benefits-not just the features-your prospect cares about because until you explain how this meets their needs and addresses the things they care about (not the things you like about it) they'll keep looking. 

4. Create Urgency. If you follow the first three steps this one will be easier. You have to get prospects emotionally involved in order to create urgency. Selling on logic over emotion turns buyers into shoppers. Remember it's much easier for people to maintain the status quo than to make a change so you had better get urgency in your corner to make the pain of change easier for the prospect. 

5. Ask For The Sale. Many salespeople do all four steps and then dance around the closing process rather than close the deal. It's true, if you don't ask for the sale people can't say 'no' but they can't say 'yes', either. If you've followed the four prior steps you've earned the right to ask for the sale; in fact, your customers will expect it. Ask with confidence and remember that if they say 'no', this simply means 'tell me more and ask me again later.' 

Setting the stage for successful closing is an investment. And the more you invest in the first four steps the easier you make the fifth one. Shortcut any of the four and you turn the final step into agony. 
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