THE ART AND SCIENCE OF CLOSING
Mastering the Critical Exchange Point
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~ NOTHING HAPPENS WITHOUT THE EXCHANGE

THE DREAMER Closing is the final step in the pursuit of any goal. THE CLOSER
It separates those who have from those who don't.

Think of the most influential inventors and leaders—they were all great closers.
They instilled support from others to back their ideas with money, energy, and effort.
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THE CRITICAL DISTINCTION

—
|
SELLING CLOSING
|7 |
Primary Goal Making the Value Proposition Finalizing the Agreement
The Workout The Physical Change
Value State (Effort without realized benefit) (Realized value)
q Pitching and Forcing Physical Exchange
Key Activity Demonstrating and Action
| : No Commission, No Income, |
Result of Failure No Interest N Rehl Valde

¥
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THE BRIDGE OF EXCHANGE
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- THE

BLUEPRINT LEGEND

The close is the critical exchange point where you
quit pitching and get your prospect to take action.
Without the final piece, the bridge is useless.

No Exchange = No Action = No Close.




THE BIEUERBRINECRBEALLLURE

~ MENTAL
. ROADBLOCKS

- Pressure perceived as bad

- Lack of belief

- Incorrect barriers

- Unwillingness to deal with emotions
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PREPARATION

{_DEFICITS

- No financial plan
- Shortage of material
- Incorrect estimation of effort
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EXECUTION
FLAWS

B - Never attempted to close

- Being 'reasonable’

- Treating complaints as
objections
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FILTERING THE NOISE

COMPLAINTS
(PUSHBACK, WHINING, STALLS)

VALIDATION STAGE

OBJECTION FILTER

BARRIER SEPARATION

Most pushback is just a complaint. Treat it

as such until it is validated as a real barrier.

Do not attempt to solve a complaint; only
Al solve objections.

REAL BARRIERS
(OBJECTIONS)
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OPERATING SYSTEM: POSTURE & PREPARATION

ALWAYS BE
SEATED

Sell on your feet,
close from your seat.

PRESENT IN
WRITING

Never discuss proposals
without a document.

HAVE TOOLS
READY

Always have a pen or
contract available.

HAVE AN
ARSENAL

Be prepared for every
possible stall.

B
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USE FULL
ARSENAL

Don’t rely on just one
or two techniques.
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OPERATING SYSTEM: COMMUNICATION TACTICS
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| ALWAYS BE|| PRESENTIN || HAVETOOLS || HAVEAN || USEFULL CLEARLY
| SEATED || WRITING | READY | ARSENAL ‘ ARSENAL COMMUNICATE
Sell on your feet, | | Never discuss proposats | | Always haveapenor | | Be prepared for every Don't rely on just one Don't mumble; clearly ask
olose from yﬂurseal.i | withouta document. | | contract avallable. possible stall. ' | ortwo technigues. for the order.
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ASK ONE
MORE TIME

Most people don't i | f Thank them for input,

ACKNOWLEDGE AGREE

FIRST

Never make the buyer
wrong.

ask enough. then pivot back.

USE
HUMOR

Relieve pressure with
a well-timed line.

STAY WITH
THE BUYER

Keep the momentum
going.
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OPERATING SYSTEM: MINDSET DIRECTIVES

EEN

| |

| ALWAYS BE || PRESENT IN | ' HAVE TOOLS ' | HAVE AN USE FULL

| SEATED | | WRITING | READY || ARSENAL ARSENAL

| Sell on your feet, _Heverdlsr;uss pr:::pnﬁa’rﬁ! . Always have a pen or 1 Be prepared for every Don't rely on just one
olose from your seat. | | without a document. contract avallable. possible stall. or two technigues.

@%

STAY
POSITIVE

Don't mirror the
buyer's negativity.

KEEP
SMILING

Breaks tension better
than words.

ASSUME
THEY CAN

Reaffirm their ability
to afford or decide.

LOOK FOR
SOLUTIONS

If you stop looking,
the deal is over.

MAKE EYE
CONTACT

Be confident and
determined.

g | &

TREAT THEM
LIKE A BUYER

Regardless of what
they say.

KNOW YOU

CAN AGREE
Keep suggesting it.
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THE STRATEGIC ARSENAL

A great closer does not improvise at the finish line.
They possess a deep arsenal of practiced and
rehearsed strategic responses designed to
dismantle specific stalls and force a decision.
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COST OF COST OF
DOING SOMETHING
NOTHING NEW
(Continue with (Choose what
what you have) you deserve)

Either way, you make a decision today. You can continue with
what you have or choose what you deserve. All decisions have a
cost—doing nothing costs you just as much as something new.
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DISMANTLING THE ILLUSION OF TIME

TRESWAITSCIEOSE

THE "THINKING ABOUT IT" CLOSE

COSTS GO UP

NOTHING IMPROVES

TIME

AN

Certainly you can wait, but let's look at
what happens. The need doesn't go away,
costs may go up, and nothing improves.
Let's handle this now.

N

A

N
Thought is instantaneous. What you likely

need is more information, not more time.

What is the specific concern we haven't

addressed yet?
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FORCING ALIGNMENT

THESCALE OR-102CEGSE

THE “RIGEHTRIHINGHCLOSE

fﬂ_
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“On a scale of 1 to 10, where are you
on this decision? What would it take
to makeita 10?”

N

"Regardless of the hesitancy, you know
this is the right thing for your situation.
Let's make it happen.”
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Every failure point has an engineered antidote. When you correctly diagnose
the roadblock, the precise script to dismantle it becomes obvious.

THE EQUATION OF RESOLUTION

| noorects & bityetharion

Failure: \ :
Failure: Antidote:

g The "Wait"
Close

N of Effort
hiis Failure: Antidote: : _
Treating GomeﬁgliJr:Z il The "Thinking | el SRS ;
Obiecti Complaints as About [t” The "Thinking About It
N\ G A el Objections Bibec \_Close
|
Failure: RallGre. Antidote: -
e Unwillingness e Antidote:
”"W'”'"Q.':ﬁ? mt.DEE' to Deal with e oot The "Right Thing” Close
e T e Emotions 9
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The Ultimate Act of Service

Closing is not an act of aggression; insistence is a form of
caring. It is the necessary pressure required to transform

potential energy into real-world solutions. You get paid,
and they get the solution they deserve.

Bridge of Exchange
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