Closing the Deal
Obviously, the most important process of selling a product is closing the deal, which was the whole point of the process. It is also the most stressful part for an inexperienced salesman. Many companies have their more experienced salesman interrupt mid-pitch to close the deal. The toughest part of closing a deal is getting over the initial fear of closing it. A good salesman must know how and when to close a customer.
A common misconception is that if you try to close a deal too soon you will lose the sale. Rather, failing to constantly attempt to close the deal throughout your pitch will result in more missed sales. People buy when their emotions are high. People’s emotions are like roller coasters, they go up and down. When the customer’s emotions are at their peak, it’s the perfect time to attempt to close the deal. Missing this opportunity may result in the customer’s emotions declining, which can result in a missed sell. 
Try to start off your closing with a common sense question, which leads them into the sale. For example if you were selling life insurance you’d say, “Could we agree that life has unexpected events, wouldn’t you say it’s better to pay a little now then a lot more later.” This helps lead the customer into the close. This also reminds them why they want your product. The reason they need your product will be fresh on their mind, which can increase the chances of closing them.
Avoid using the words purchase or buy when trying to close a customer. Use phrases like “are you ready to invest in this product today.” Depending on what you are selling there are ways to be even more creative. Never use the words purchase or buy, and if you can find a phrase that doesn’t require the term invest, that is even better.
Create a sense of urgency when closing a deal. The most common customer line is “do you have a business card so I can contact you when I’m ready to buy.” If you leave that customer without closing the deal, you will never hear from them again. This is why it is critical for you to create a sense of urgency so they feel like they have to buy right now.
There are a few ways to create the urgency to close a deal. A good way is to give them a lower onetime special offer price. Explain to them that the only way they can get that special price is by purchasing your product today. Most people naturally want to save money. If they feel they are getting a once in a lifetime bargain they will purchase the product. Now that you have the urgency, ask them if they are ready to get to the paperwork. Make sure you have your own ink pen to fill out the paperwork.


