Practical training and resources for building a successful text marketing business

Closing the Sale
Many people think closing a sale is the final step in the sales process.
In reality, successful closes often begin much earlier.

When business owners understand their challenges, recognize potential
solutions, and feel confident in the decision they are making, closing often
becomes a natural next step.

The purpose of a close is not to pressure someone into saying yes.

The purpose of a close is to help someone make a decision.

1. Rethinking the Close

Many sales training programs treat closing as a persuasion technique.

The assumption is that if the salesperson says the right thing, the prospect will
agree to move forward.

In practice, most business owners do not make decisions because they were
pressured.

They make decisions because they believe a solution can help them achieve
a desired outcome.

A successful close is often the result of everything that happened earlier in the
conversation.



TIP

Closing is often the result of a successful conversation, not a separate
event.

People are more likely to make decisions when they feel confident, not
pressured.

When business owners have clarity, confidence, and trust, asking for a
decision becomes much more natural.

2. Not All Delays Mean The Same Thing
A business owner who delays a decision may be:

Evaluating risk

Comparing priorities
Seeking certainty
Gathering input from others
Processing new information

The reason for the delay often matters more than the delay itself.
3. Recognizing Buying Signals

Before making a decision, many prospects begin asking questions.
Examples include:

« How soon could we send our first campaign?

« How much time does it require each week?

« How do customers join?

« Can multiple promotions be scheduled in advance?

« What happens after we get started?



Questions like these often indicate that the prospect is evaluating
implementation rather than questioning whether the solution has value.

Why This Matters

A prospect who asks detailed questions is often imagining what it would be
like to move forward.

People rarely ask implementation questions about solutions they have
already rejected.

That is very different from a prospect who is not engaged in the conversation.
4. Asking for a Decision

Many salespeople become uncomfortable when it is time to ask for a
decision.

As a result, they continue talking long after the prospect has enough
information.

Simple questions are often the most effective.
Examples:

"‘Based on everything we've discussed, do you feel like this could help your
business?”

"Would you like to talk about next steps?”

"Do you feel comfortable moving forward?”

These questions invite a decision without creating unnecessary pressure.
5. Making the Decision Easy

Sometimes the challenge is not the decision itself.

Sometimes the challenge is uncertainty about what happens next.

Many business owners are not deciding whether a solution works.

They are deciding whether they feel comfortable moving forward.



Business owners are often more comfortable moving forward when they
understand:

* What happens next

« How long setup will take

« What they need to provide

* The support available

« What success might look like

The decision itself is often easy.

The uncertainty surrounding the decision is often the challenge.

When people know what to expect, they are often more comfortable moving
forward.

Uncertainty delays more decisions than price.

6. When the Answer Is Not Yet

Not every sales conversation ends with an immediate decision.

That is normal.

In some cases, additional information, discussion, or time may be needed.
The objective is not to force a decision.

The objective is to leave the prospect with enough confidence and clarity to
continue moving forward.



COMMON MISTAKE

Mistaking hesitation for rejection.
A business owner who needs additional clarity is not necessarily saying no.
In many cases, they are still evaluating the opportunity.

Patience, understanding, and thoughtful questions are often more effective
than pressure.

A successful close is rarely the result of pressure.
It is usually the result of clarity, confidence, and trust.

When uncertainty is reduced and expectations are clear, making a decision
bbecomes much easier.
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