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Scripted Phrases from Closing the Sale
By Tom Hopkins

Test Closing Questions
1. “John and Mary, how are you feeling about all of this so far?”
2. “John, Mary, do you see why we are so excited about this product or

service?”

If answer is positive, “Well, then, let’s just draft up our feelings on the paperwork
to see if it makes sense.”

If they hesitate, “John, I understand how you feel. I am only outlining the details
of the transaction so we can carefully analyze the best course of action to take.”

The Order Blank Close
“John and Mary, analyzing all the details, it looks like a wise decision to go
ahead.  With your approval right here, we’ll look forward to giving you the finest
service possible.”

The Secondary Question Close
“As I see it John, the only real decision we hve to make today is how soon you’ll
start enjoying the benefits of our fine product/service. By the way, would you
prefer that I train one of your staff or the entire company?”

The Fact Weighing Scale Close
“I understand ho you feel, John, and weighing the facts before making a decision
makes a lot of sense. In fact, when I’m in this type of situation, I use a method
called the Fact-Weighing Scale Approach. Here’s how it works: First, we draw a
scale. On the left side of the scale, we pile up, just like small weights, the
reasons you feel it makes good sense to go ahead. One the right side of the
scale, we pile up the reasons you feel are against it. When we are finished, the
decision will be weighed. Let’s try it, OK?”

(Go for a minimum of six reasons FOR the decision.)

“Now, what are the weights you feel are against the decision?”

(Don’t help on the right side!)

“Let’s see what we’ve got. On the left side of the scale, we have six heavy
reasons why you should go ahead. On the right side, we only have two against.
So the answer is rather obvious, isn’t it? By the way, I know you will be happy
that we took the time to do what you wanted to do, which was to weigh the facts.



Copyright 1999 Tom Hopkins International, Inc. 2

The Competitive Edge Close
“Carol, please realize that many of your competitors are facing the same
challenges today that you are. Isn’t it interesting when an entire industry is
fighting the same forces, some companies do a better job of meeting those
challenges than others? My entire objective here today has been to provide you
with a method of gaining a competitive edge. And gaining edges—large or
small—is how you can make this one of those few companies in your industry
that is doing a better job.”

The Best Things in Life Close
“John, and Mary, isn’t it true that the only time you have ever really benefited
from anything in your life has been when you said “Yes” instead of “No”? You
said yes to your marriage. (Optional: And I can see how happy you are.) You
said yes to your job, your home, your car @md all the things that I’m sure you
enjoy. You see, when you say yes to me, it’s not really me you are saying yes to,
but all the benefits that we offer, and those are the things you really want for your
family, don’t you agree?”


