(without sounding
obnoxious)







It is the part of the sales
process that most salespeople
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It is also the part of the sale that
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Customers, needless to say,

RESENT THIS

They tend to view salespeople who
adopt this approach,

negatively










‘asking for the business’

‘closing’
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approach and focus




‘ask for the
business’,




Most other (pushy) closing
techniques are
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(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

QUERIES, OOUBTS OR

RESERVATIONS '
HNAVE BEEN RESDLVED

EFFECTIVELY
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any residual doubts or
resistance points...
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Instead, they will see you as a,
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https://actuatemicrolearning.com/




