
 

www.power-hour.co.uk      Page 1 

 KEY 

POINTS 

Close the Sale 

Common Blocks to Closing the Sale 

 

 
 

Closing Behaviours 

 

 

 

 

 

 

 

 

 

 

 

  

Fear
Assuming the 

customer needs 
more time

Lack of 
Confidence

Not wanting to 

appear 'pushy'

Positive  

Behaviours 

• Listening properly 
• Taking a genuine interest in 

the customer 

• Developing and maintaining  
rapport 

• Praising the customer for their 
knowledge/ choice/view 

• Matching body language 
• Working on the customers 

agenda 

Positive  

Behaviours 

• Communicating clearly 

• Giving honest opinions 
• Guiding the customer 

• Listening to the customers 
opinions/views and not being 
afraid to correct them if they are 
wrong 

• Appreciating the other’s point of 
view, but sticking to your own 
opinions 

• Matching body language/voice 
tone 

Pulling Styles:

Passive

Responsive

Pushing Styles:

Aggressive

Assertive
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 KEY 

POINTS 

Closing Techniques 

 

Asking for the Sale Simply asking the customer a straight question: “would you 

like to go ahead and placed the order now?” 

The "order form" 

Close 

Asking permission to begin completing the paperwork. If 

they agree to this, they are agreeing to progress with the 

sale. 

The Alternative Close Giving the customer a simple choice about some minor 

aspect such as “Would you prefer us to invoice or set up an 

account?” 

The Summary Close Reminding the customer of the things they have agreed to so 

far, and assuming that the sale will be made. 

The Bracket Close Presenting the customer with three options with your target 

deal in the middle and asking them which sounds best to 

them. 

The Empathy Close Put yourself in the customer shoes and explain where you 

would do if you were them and asking if they agree. 

The Conditional 

Close 

Offering one final concession, in return for the order.  

The "lost sale" 

Approach 

Explaining to the customer the possible (genuine) negative 

consequences of delaying a decision and urging them to 

decide now. 

The Emotion Close Appeal directly to their emotions by using words such as: 

“Imagine how great it will feel to use that every day” or 

“Don't you feel that you deserve this?” 

The Compliment 

Close 

Flatter the customer to give them the confidence to make 

their own decision. For example “You've clearly done a lot of 

research and know exactly what you need. Does what I've 

outlined fit the bill?” 

The Testimonial 

Close 

Tell the customer how delighted all the customers have been 

with the same product or service, and entice them to join the 

same exclusive club.  

The ‘Yes-Pattern’ 

Approach 

Get the customer to confirm that their specifications are met 

and, once they are in the habit of saying yes, they are more 

likely to say yes when you ask if they want to go ahead. 
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