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Closing the Sale 
August 7th, 2017 by Jeff Gardner  

 

You’ve done a great job of moving a buyer through the sales process.  You’ve developed rapport, uncovered 
needs and presented a solution.  Now it’s time to ask the buyer to make a commitment.     
 
Closing the sale is a small part of the sales process.  However, it is a necessary step…you must ASK.   
 
Here are 14 examples of closing approaches.  Put these into your own words so they sound natural. 
 
“Just Ask” Close:  Just ask the buyer to make a decision: 

• Why don’t you give us a try?   

• It sounds like we are a good match to your needs in a supplier.  Why don’t we get started with a first 
order so you can experience the quality of our products and service? 

• When would you like to get started?   

• Are you ready to move forward with the proposal?   
 
Directive Close: You basically direct the buyer to the logical next step:  

• Let’s get your order placed so we can get you set up in the system. 

• The next step is for you to give us approval for delivery and installation. 

• Here’s how I recommend we get started… 

• Here’s what I suggest as the next step… 
 

Reverse Directive Close: You ask the buyer to direct you to the next logical step.  Only use this close if you 
have had a positive interaction and you can tell the buyer is on the same page and seems interested:   

• What do you feel is the next best step to get this implemented? 

• Where do you think we should go from here to get started? 

• In your opinion, does what I’m offering meet your needs? 

• What would have to happen for you to move forward with this proposal?  
 
Summary Close: I like this one because it is logical and recaps the sales process that you’ve completed.   

• I’ve shown you how our solution will eliminate the problems you are currently experiencing, such as 
____, _____, and _______.  It seems like we are a good fit to make your job easier, so let’s get started. 

• You told me that your most important needs are ___, ____, and ____.  I’ve shown you how our 
company/solution definitely meets those needs.  It appears that we are a great match, don’t you 
agree?   

 
Closing the sale is straight forward.  Just find a way to professionally and politely ask the buyer to make a 
decision.  The challenging part is what they say after you ask, unless of course they say yes.  However, 
oftentimes that’s when Negotiating begins!  We will tackle that topic in a future article.  
 
Go Forth and SELL   
Jeff Gardner   


