
Session 11: The Anatomy of Closing the Sale

1. The Definition of Closing

A well-filled ink pen in the hand of a sane, mature individual who affixes a signature 
to a predetermined dotted line with no physical help from the salesperson.

Tom’s definition of closing:

Professionally using a person’s desire to own the benefits of the property. Then 
blending your sincere desire to serve them and help them make a decision that’s 
truly good for them.

Closing Triangle

2. The Importance of Closing

Without the ability to call for a decision, a salesperson will never be able to accomplish
his goals or his prospect’s goals.

a. The average American cannot make a rapid buying decision because of:

1. Fear of a bad decision

2. Procrastination in buying decisions 

b. People love to buy homes after they move in.

1. Don’t push and shove, you must pull and lead.

2. You lead by asking questions.
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3. At What Point Do You Close?

A B C: means Always Be Closing.

4. You Must Constantly Radiate Empathy for Them

a. Empathy: Putting yourself in their shoes.

b. You can’t lead people if they’re afraid.

5. Do Not Use Nasty Words

You’ve already learned these and others in Session 4 and you should be rehearsing
them.

a. Down payment = _______________________________________________

b. Monthly payment = _____________________________________________

c. Contract = ____________________________________________________

d. Buy = _______________________________________________________

e. Sell or Sold = __________________________________________________

f. Sign = _______________________________________________________

6. Recognize The Buying Signs

a. Verbal Buying Signs

1. Questions or comments

2. Noises of approval 

b. Visual Buying Signs

1. Mentally placing furniture

2. Lingering (slow down)

3. Showing affection with each other

4. Clapping their hands

5. Asking technical information (what are the taxes, lot size, etc.)

6. When they want to re-tour the home
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Hot Buttons

Role Play: Here’s a complete reversal of roles because of a surprise and
a buying sign.

Wife: Herman! Herman! These colors! Green carpeting!

Husband: Tom, I love that backyard! Which way is the garage?

Salesperson: Right through here.

Husband: Thanks.

Wife: Where is Herman?

Salesperson: (To the wife) He’s in the garage. Why don’t you wait here. I’ll go get him.
(To the husband) You spend a lot of time in the garage?

Husband: Oh, as much as I can. I have a whole set of power tools. I really love to 
work with them. You know, it’s really great the way they have this set back. I can put 
in a whole set of shelves, a workbench, have all my tools out here, and still have room
for both cars in the garage. Tom, do you think they’d leave that fluorescent light?

Salesperson: Well, I don’t know. You think you’d like that included?

Husband: Oh, yeah! I sure would.

Salesperson: Let me make a quick note of that, Herm. I saw you looking at that 
yard, too.

Husband: Oh, it’s a beautiful yard. I love yard work, too.

Salesperson: Why don’t we go in and tell her. Say, Ingrid, I want this home.

Husband: I don’t know, Tom.

Salesperson: I think she’ll go along with you if you let her know you want it.

Husband: Okay.

Salesperson: I’ll be with you. Come on.

Husband: All right.

Ingrid, if you don’t have any serious objections about this place, I think I want this home!

Wife: Well, I did like the master bedroom.

Salesperson: Why don’t we wait, though. Let’s sit down and go over all the details and
make sure that it does make sense. Okay?

Husband and Wife: Okay.
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7. Start Developing Your Voice

a. Use nice warm tones

b. Glamour words

c. Planned pause

d. Don’t use seal talk

As you get ready for the final closing sequence you might hear the buyer say the 
following objections:

“It costs too much.”

Phraseology:

Today most things do, can you tell me about how much too much you feel it is?

“We want to think it over.”

Phraseology:

That’s fine, Mr. Johnson. Obviously, you wouldn’t take your time thinking it over unless
you were seriously interested, would you? Since you’re that interested, may I assume
that you’ll give the home very careful consideration? Mr. Johnson, you’re not telling me
this just to get rid of me, are you? Just to clarify my thinking, what is it that you want to
think over, (don’t pause here) is it the quality of the service I’ll render? Is it something
I’ve forgotten to cover? Seriously, Mr. Johnson, please level with me, could it be the
money?

Ben Franklin Balance Sheet

Phraseology:

History has proven that most great decision-makers believed that a good decision 
was only as good as the facts. The last thing I would want to do would be to influence
you to make an unwise decision. However, if it proves to be a good decision, you would
want to make it, wouldn’t you? Fine. Do you mind if I help you? Let’s draw a line down
the middle of this legal pad and on this side list the facts favoring the right decision
today. Then over here, we’ll list the reasons against it. When we’re through, we can 
simply count up the columns and at that point make the right decision. (Shoot for six
reasons for the decision. Then, let them come up with reasons against.) OK, let’s add 
up the columns and see what we’ve got. By the way, this technique was used by one 
of our most famous men, Benjamin Franklin, and we’ve all considered him one of our
wisest men, haven’t we?
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