
(without sounding 
obnoxious)





It is the part of the sales 
process that most salespeople

. 



It is also the part of the sale that





They tend to use various 
pressure tactics



Customers, needless to say, 

They tend to view salespeople who 
adopt this approach, 

negatively







The challenge that 
many salespeople face with

'asking for the business'
or 

‘closing’ 
as it is traditionally known, 
comes down to their very



They aren't there as the 

trusted adviser 
looking to





If it were the customer's 
well-being that drove 

them, then they 
wouldn't hesitate to tell 

the customer that 
perhaps



If your sales

approach and focus
is on genuinely providing 
your customers with



then when you 

'ask for the 
business',

your act would merely be 



Most other (pushy) closing
techniques are





(If you haven’t done these, then barring a stroke of luck, fat chance you 
will be able to close)



The best way to 'ask for 
the business' is to first 

check with the customer if 
all their





If they answer in the affirmative, 
then ask them if they wish to 

proceed to the next step in the 
sales process, which is the



If for some reason they say 
‘no’ at this stage or are 

dithering, it is an indication 
that there still exist

that have 

not been addressed



Inform them 
that there is

(not until they are completely 
sure that they want to do so)



Inform the customer that if they 
want to back out of the deal, 





Request them to be upfront 
with you about the

since you have both invested 
so much time in the 

relationship up until this point. 



This will allow you to

any residual doubts or 
resistance points…













At no point should the customer feel





Instead, they will see you as a, 

who has their best interest at 
heart, at all times

(that will make them want to deal with you, rather 
than those other pushy salespeople)



You will never feel bad about



Importantly, you will end up 
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