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INTRODUCTION

When your salespeople make a sales call, the most important step is closing the
deal, or at least evolving the relationship to the next step. But it's not that easy -
closing a deal depends on several key factors, including budget, solution
functionality, and what the competition has to offer.

In most cases, when a company searches for a product or service, they shop
around, usually looking at two to three different solutions to solve their unique pain
points. Fortunately, salespeople have various closing techniques at their fingertips
to make closing a deal easier - but it's important to know how, and when, to use
them. We've put together 12 closing techniques to help ensure your salespeople
close that deal!
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ASSUMPTIVE CLOSING TECHNIQUE

With this technique, your sales rep already assumes that they’re going to close the deal, and
projects confidence that the solution they are providing is the one that will work best for the
potential client. This boosts client confidence that the salesperson knows what they're talking

about, helping to move the sales process more easily to the next step.

For this technique to work best, the salesperson needs to be familiar with the client and the
particular problems they face. This, in turn, allows the salesperson to make specific offerings
that apply directly to the client’s business needs.

NOW-OR-NEVER CLOSING TECHNIQUE

When using the now-or-never technique, the salesperson first tries to gauge the potential
client’s desire to find a solution - so this technique works best when the client approaches the
sales rep with the mindset that they want a solution immediately. Once the client projects this
type of urgency, your salesperson should assure the client that this was the perfect time to
contact them and then describe your company’s solutions.

In addition, the now-or-never technique works best when your salespeople have some
leeway on pricing in order to more effectively beat competitor prices. This technique also
works well with small requests for clients that are easy to implement.

DOWNSIZING YOUR SOLUTION TECHNIQUE

Downsizing a solution gives your salespeople the option of taking away features from a
solution that a potential customer might not want. This allows them to offer lower, more
competitive pricing, which the customer might be more likely to accept, plus, they won't feel
like they're overpaying for a product or service.

This technique works great when there is a price objection on the client’'s part, as your
company is able to provide the customer exactly what they’re looking for, at a price point that

is more in line with what they're willing to pay.

It's also best used when there is a clear desire and very focused customer requirement.
Remember: The solution must be able to be scaled down in order to offer the client exactly

what they want at a lower price.
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SUMMARY CLOSE TECHNIQUE

Usually, with a sales call, your salesperson talks to a prospective customer about what your
product offers, especially in comparison with what the competition is offering. Then this is
usually followed by some demonstration of what the product or service can do. So in many
cases, this flood of information can be confusing to the client.

With the summary close technique, your salesperson gives a summary of what was talked
about close to the end of the call. This is best in a simple, cross-tabular matrix format,
allowing the client to more easily see what the product does and the benefits provided.

Your salespeople can do this by using one or two slides, allowing the client to easily
understand what they’ll gain from the product or service. The client can then determine
whether or not the solution fits what they’re looking for. This type of summary can be very
impactful, especially if given toward the end of the call.

Salespeople should only summarize what is necessary and what corresponds to the
particular client needs. This keeps your solutions front and center without bombarding the
client with too much information, and can be very impactful, especially if given toward the

end of the call.

PUPPY DOG CLOSING TECHNIQUE

This technique is like when you fall in love with a puppy dog at the store and they offer you the
chance to take him home for a few days! In the context of a sales process, this technique
helps to build a connection by offering a smaller version, or trial, of the product or service -
allowing the customer to first try a product out, and see if it fits. By offering a few simple
features of the product, your salespeople can generate client desire to try out more advanced

features of the solution.

This technique also helps build a stronger bond between the customer and the product. Plus,

offering this type of trial for a limited time means that when the trial period is up, the client has,

hopefully, developed a reliance on the solution, and wants to keep the puppy...er, product.

It's also important to note that any trials used with this technique should be simple to set up
and easy enough for the client to use on their own, or else the customer will want to give that

puppy right back!
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COLOMBO CLOSING TECHNIQUE

No, this technique doesn't have anything to do with wearing a rumpled raincoat.. But
Columbo was also known for his curiosity, which gave him an edge in solving cases. In the
world of sales, this technique uses a parting shot to try to drive interest in a product. By doing
this, your salespeople can leave a potential customer with the highlight of the product to think
about as the call ends.

Using this technique, the salesperson keeps the highlight of your product toward the end of a
call [ presentation for best effect, especially when they feel there might be some competition,
or if a split decision is being made by the client. This highlight can be leveraged to close the
deal, as the main goal of this technique is to create a “wow” effect about a promotion, feature,
warranty, or anything else that might get the client’s attention.

NOTHING-TO-LOSE TECHNIQUE

This technique comes into play after your salesperson has made their pitch and explained
everything to the potential customer, including budget and other considerations. At this point,
your sales rep might feel like they have nothing to lose, making the customer an offer to try
and get them onboard.

This could involve the customer putting in a small deposit and trying the solution to see if it
meets their needs. The salesperson could also work on a plan with the client to get them to try
out the product with a budget to come after that. The idea is for your salespeople to get their
foot in the door in the hopes of getting the client interested in your company’s product, with
the idea of working on a more robust buy-in at a later point.

This kind of approach tends to lay everything out in the open, as the customer might come
straight out and tell you that the product your salesperson is trying to sell doesn’t quite fit their
needs. At least in this case, both your salespeople and the customer can move on quickly so
neither party wastes time on a product that the client doesn’t need or want.
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OPTIONS CLOSING TECHNIQUE

With the options closing technique, your salespeople want to create a few options for the
client to select from, because everyone loves options! The options close falls somewhere in
between the ‘assumptive’ and ‘hard close’ techniques.

The ideais to give the customer options such as specific features the product offers, or pricing
options which gives more flexibility when choosing a package that fits their budget. Your
salespeople should have both a less and a more expensive option ready. They might even
include a third option that doesn’t relate to the solution the client is seeking. Why? It's a
psychological strategy that leads the customer back to the first two options presented!

This technique works best with clients who might want to close the deal, but have some
concerns or questions that affect their confidence when striking a deal. Keep in mind: in order
to use this technique your solution must have the flexibility to all for the creation of various
options.

U-TURN CLOSING TECHNIQUE

This technique comes into play after your salesperson has made their pitch and explained
everything to the potential customer, including budget and other considerations. At this point,
your sales rep might feel like they have nothing to lose, making the customer an offer to try
and get them onboard.

This could involve the customer putting in a small deposit and trying the solution to see if it
meets their needs. The salesperson could also work on a plan with the client to get them to try
out the product with a budget to come after that. The idea is for your salespeople to get their
foot in the door in the hopes of getting the client interested in your company’s product, with
the idea of working on a more robust buy-in at a later point.

This kind of approach tends to lay everything out in the open, as the customer might come
straight out and tell you that the product your salesperson is trying to sell doesn't quite fit their
needs. At least in this case, both your salespeople and the customer can move on quickly so
neither party wastes time on a product that the client doesn’t need or want.
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ASKING FOR A FRIEND CLOSING TECHNIQUE

This method is perfect for clients who seem completely disinterested in the sales pitch. When
using the “asking for a friend” technique, your salespeople should focus on talking about the
high-level details of the solution you're offering and avoid discussing making an actual sale.
Here's how it works: The salesperson asks the client if they have a friend who might be
interested in the product or service. This way, at least the salesperson can gain another
connection for a potential sale later on.

When using this technique, it's important to not give too much detail about the sale of the
product so the prospect doesn't think that the salesperson is “just trying to sell them
something.” If you don't put on intense sales pressure, they will most likely be more willing to
connect you to other prospective clients, as well as be open to a future sale.

QUESTION CLOSING TECHNIQUE

Probing clients is a salesperson'’s specialty! So your salesperson can use the question closing
technique as a way to probe the client for additional information. How it works: The
salesperson asks questions about whether the solution will fix the client’s problem, or not in

some cdadses.

This allows your sales rep to determine how to adjust and fine tune the current sales call, or a
future call, to track more toward what the client wants. This also gives your salesperson an
opportunity to find a workaround for a client’s concern about the solution presented.

Keep in mind: This type of sales closing technique works great with clients that hold their cards
close to the vest and don't like to reveal too much information. The technique can draw them
out, allowing your salespeople to learn more about the client.

© 2022 Second Nature Ltd 7



@ P > 12 CLOSING TECHNIQUES TO USE ON YOUR NEXT SALES CALL v SecondNature

CASE STUDY CLOSING TECHNIQUE

Just like the name suggests, with this closing technique your sales rep uses past experience,
or a case study, to relate to the story they're trying to tell as a part of the current sale. This
could be something from a past sales experience or one from a past customer.

This closing technique is extremely effective because it uses something from a case study
that's already been proven in the market, and sets up your salesperson as a problem
solver.By offering a solution that solves the client’s pain point, the client is more likely to listen
and purchase the recommended product or service.

Keep in mind: Your salespeople should avoid mentioning the company the case study is
about, especially if they are a smaller company. Of course, if the case study involves a larger
company and a well-known solution, your salesperson should definitely mention the
company by name, while at the same time avoiding revealing any confidential information.

CONCLUSION

The best part about closing techniques is they can be used together for a more
effective selling strategy. For example, your sales rep could use the case study
closing technique initially to establish themselves as a trusted professional. If they
still notice objections from the client, they could then use the question closing
technique to find out where the resistance is coming from.

Ultimately, all of these closing techniques give your salespeople a better
connection with their clients, builds trust and leads to sales!
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