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oales Truths for Service Pro’s

1. Make intentions and process clear 5. Always use a third-party touch
2. Always agree with the customer 6. Price is a myth
3. Buyer makes decision before you 7. 2"d Sale is easier than 15t

4. Always Present a Proposal 8. Ask hard guestions
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Hard Questions

Who else is involved other than yourself?
When was the last time you invested this service?

Why are you considering this? Why now?

How can you make sense of an investment of this size?
Is there any reason you would change your mind?
What Is your current budget for this?
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Why didn’t you choose us earlier?
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EOPLE DON’T BUY FROM YOU

ack of time.

Personal issues.

3. Concerns about cost.

4. Change of guard.

5.  Not the decision maker.
6. Wrong product.

7. Not ready to buy.
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ns Fall Into 5 Categories

3. Stall
4. Money
5. Unspoken
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JECTION STRATEGIES
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138 THE CLOSES

WON’T BE THE
LAST TIME

CLOSE

“l agree, and this isn't the first time and
won't be the last time that you spend
more money than you expected to. |
need your OK here and here.”

GRANT’S TIP:

This is closing over the objection by treating it as a com-
plaint rather than an objection. Every buyer will relate to
this. Smile, present and close.

See: All Agreement Closes, Congratulations Close, Be Grateful Close, Won't
Be The Last Time Close, Better To Live Rich Close and Discount Closes
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150 THE CLOSES

INVENTORY

CLOSE

MOVE DOWN A
MODEL

“Would you consider the product right
under this? It would you save you $500,
$1000, $1500 and reduce payments by
$12 to $30 per month. Or would you
rather get exactly what you want and
pay a little more each month?”
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GRANT’S TIP:

Done at the write—up as a way to test the commitment
or done in the negotiations when other money objection
closes didn’t get the job done. You should always use in-
ventory as a way to negotiate, as this is a more value-
added solution than reducing the price. It also gives the
buyer choices and allows him/her to save face if he/she is
not able to afford the product. It also builds value in the
product on which he/she decides.
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s ! See: Other Inventory Closes, Package Alternative
8 _ Close and Selection Alternative Close
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THE CLOSES

SPOUSE STALL

CLOSE |

(Need to talk to my spouse.)

“What if your spouse says no?”
Answer: He won’t —
“Then I need your OK here and here.”
Answer: We won’t buy —
“Would he/she say no to the product or
the money?”

*If product— “What do you suggest?”
*If money— “What about the money...
the down payment, the monthly pay-
ment or the price?”

GRANT’S TIP:

While people consult their spouses for decisions, many
spouses decide today without checking in. This is used by
the customer as a stall more often than as a valid objec-
tion. More women will buy without their husband than
the other way around. Check for it to be a valid objec-
tion with Spouse Stall Close. Also, you are able to flush
what the actual objection is in. Never use “subject to your

spouse’s approval” without trying this first.
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186 THE CLOSES

THINK ABOUT IT

CLOSE Il

“Great! Do you think 2-3 days would
be long enough, or is 2-3 weeks better?
(Buyer will probably say 2-3 days is plenty.)
The truth is, no matter how long you
take, you will be faced with the same
three questions. May I share them with

you?

1) Does this product get you what you wanted?
2) Can you afford this product?
3) Am I the kind of person you would want

to do business with?

If yes to all, point to signature line,
“Let’s roll!”

GRANT’S TIP:

This is one of my all-time favorites. While it relieves the
sense of having to do something right now with the offer
of up to 3 weeks to think, it allows you to present the only
reasons people won’t buy. It also sets up identifying the
real objection.

See: All Think About It Closes, All Time Related Closes
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188 THE CLOSES

THINK ABOUT IT
(1-10)

CLOSE IV
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“Great, most people want to take time
to think about their decision before
making it. Let me ask you, on a scale
from one to ten, ten being you are abso-
lutely certain and ready to go, and 1 be-
ing you wouldn'’t take it no matter what,
where would you stand at this time?”
Get an answer. Then ask, “What would
make it a ten?”

GRANT’S TIP:

This will allow you to determine what the real objection

is, and trust me, there is one. By agreeing with their need
to think and then asking where they stand now, you get a
sense of where the buyer is and the real objection. While
it momentarily relieves the buyer’s sense of having to do
something right now, it positions you to find out what it

s | takes to get the buyer to the point of doing something now.

s See: All Think About It Closes >ardone Training Technologies Inc. All Rights Reserved
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332 THE CLOSES

ADDITIONAL
SERVICE

CLOSE

“While I have done everything I can for
you on the money, I am willing to offer
to give you additional service beyond
what we normally commit to like an-
nual free service checks, personal vis-
its for instruction to staff, and a call to
you weekly to make sure you are getting
what you need from your new invest-
ment. Let’s do this!”

GRANT’S TIP:

Service, for most people, is worth more than a discount.
Discounts have no long-term value and should be avoided
except in rare cases when the buyer is only price sensi-
tive. What you want is a value exchange rather than a
price reduction so use additional services in order to give
the buyer what will make them feel like a winner and add
value to your offer.

See: All Pressure Closes, Decision Close, Quality Close, Game Close, Beg Close
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Nt Success

“We ended 2023 at $14.5 Million. We went
through the Cardone Programs, we are
now on track to finish at $20 Million this
year. Last month was our record breaking
month, we did $3 million.”

_DARYLL ZALESAK |

CEO MALEK SERVICES COMPANY
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Client Success

“Cardone’s training align and develop the
team ultimately growing our revenue AND
profit. We went from $11.2 Million to $15

Million in Revenue with a 113% growth in
Profit.”

- PATRICK SOMERS &
FRANCISCO RODRIGUEZ
GENERAL AIR CONDITIONING & PLUMBING ¢ |

Unlocking Growth
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