
 

 

 
 

 
The Assumptive 
Assume the sale is made, that the value was 
communicated and the customer wants the 
product/service.  
 
The Take Away 
Take it away from them. Maybe E.g. “Maybe the 
timing isn’t the best for you right now.”, “It doesn’t 
sound like it works for you.” or “If you’re looking 
for something more economical…” You want to be 
sure of who you’re selling to when using this as it is 
very possible to backfire when delivered in a 
condescending tone or used in an inappropriate 
context. 
 
The Now or Never (Urgency close) 
Pressure on the customer to make a decision right 
now. If not now, then when… 
 
The Summary 
No new facts or challenges brought up. A simple 
summarization of the highlights that point to the 
only logical conclusion is to agree. Think of an 
attorney summarizing their argument before the 
jury. 
 
Something for Nothing 
Dr. Robert Cialdini’s Principle of 
Reciprocity proves that it is a social norm of 
responding to a positive action with another 
positive action. People like free things. Concept of 
giving something for nothing creates an obligation 
for the customer to do something in return e.g. buy. 
 
The Objection 
Once you’ve gone through many of the objections 
in your sales process and there isn’t any “reason” 
that should stop them. Asking if there are any other 
objections/reasons that are in the way from them 
saying yes can work well 
 

 
 

 
 
The Ben Franklin (pro’s & con’s) 
Lead them through a pro’s & con’s list 
 
She Sharp Angle 
When they are most likely to buy your 
product/service and ask a direct ‘sharp angle’ 
question e.g. If we go with you, I need it delivered 
by Monday, is that possible? By answering it 
positively 
 
The Need 
Understanding the customer expectations and how 
they “need” to use the product/service, then simply 
leading them through the process of ticking each 
 
The Scale 
On a scale of 1-10, how do you feel about 
product/service right now. Why an X?  
 
The Visual 
Visual aids such as result chart, presentation process 
etc. to visualize how they have completed every 
action and all that’s left is to sign the dotted line 
 
The Empathy (take some time close) 
Understand their emotional situation. Relate and be 
empathetic towards it. 
 
The Artisan 
Highlighting the work, skills, and time behind the 
scenes over the norm of focusing on the customer 
or the product/service 
 
The Alternative (A B close) 
Presenting an alternative. The concept is by 
presenting alternative choices. No matter which 
choice is made, it ultimately leads to a new deal 
 
 
 
 

Sales Closing Techniques 

 
Each one has a purpose and can be both effective and ineffective depending on the context and your delivery. 
We recommend you practice these with a trusted friend, your team, a colleague, or your coach. Practice with 
each other so you are prepared for the moment. We never recommend practicing on your potential clients.  

Be Unconquerable 
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The Opportunity Cost 
Sharing the cost of opportunities lost by not doing 
something. Think FOMO or the impact of more 
time wasted… 
 
The Ownership 
Speak as though the product is already owned, or 
the service is provided and the results are produced. 
Living into the future you are creating with them 
 
The ‘Best Time’ 
When the timing is right, leverage that 
story/circumstance your customer is experiencing 
to have them get that now is the best time… 
 
The Calendar (2nd date close) 
Eliminate back and forth exchanges and reasons by 
setting a date in the calendar with your customer 
with the agreement that the paperwork will be 
signed and completed then. 
 
The Testimonial 
Sharing third person testimonials about the 
successful experiences of other clients with your 
product/service. Even having few of your best 
customers open to being contacted is great too. 
 
The Thermometer 
Similar to the scale close. The idea is that no matter 
what number the customer gives you, you want to 
find out what would make it a 10. 
 
The Puppy Dog 
When you visit a pet store and have a genuine 
interest in taking a puppy home. They recommend 
taking the puppy home for a day or two and see if it 
feels right etc. If not, just bring it back. Rarely does 
that puppy get returned… How can this be applied 
in relation to your product/service? 
 
The Backwards 
Flipping the sales process around by asking for 
referrals at the beginning. Concept is to capitalize 
on the positive feelings and enthusiasm of the new 
relationship. 
 
 
 

 
 
 
The Hard 
Simply put. It’s a deadline. E.g. sale ends on Friday 
/ we only have one left and I can’t hold it without a 
deposit / it begins on Monday and registration 
closed today etc.…  
 
The Question 
Asking a question for the close to have them 
answer with a yes or more objections/reasons for 
you to deal with. When this is done effectively, the 
customer can actually close themselves for you. 
 
Whats stopping you 
Simply asking, whats stopping you from… 
 
Straight up 
Don’t beat around the bush. Just straight up ask for 
the business… Ask for the sale. 
 
No more thinking 
Let’s be honest, you say you want to think about it 
while usually what happens is this.. you will say give 
me a day to think about it. You leave here and pick 
up your day where you left off. You get home, settle 
down, eat some food, clean up and just as you’re 
about to go to bed you stop and remember. Damn, 
I was going to give {your name} an answer 
tomorrow. And in a split second you’ll decide 
whether it’s a yes, or a not ready… Out of curiosity,  
what are you leaning towards right now? 
 
The Columbo Close 
Remember the TV detective Columbo? His famous 
one-liner "Just one more thing..." has become a 
mantra for many talented salespeople. After a 
suspect thought Columbo was done with them, he 
would put them on the spot while walking away by 
turning around and asking for 'one more thing.' 
Once you think the customer is ready to leave, this 
last-ditch hail Mary can make them stick around. 
 
Contact Invictus Consulting on 702-527-2186 or 
info@InvictusLV.com to learn about customized 
training opportunities for you and your team.  
#BeUnconquerable 
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