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DO YOU HAVE WHAT IT TAKES TO BE A

“Closing Junkie”?

BY LARRY J. FELDMAN

ack when | was one of the top three Cadillac
BsalespeopleinAmerica, I discoveredthe most

potent “high” there is. It was as addictive as
opioids, but fortunately good for your health, well-
being, and bank account. It's the “closing high” you
get each and every time you close a deal by getting
a prospect to become your customer. This “closing
high” lasts a long time, is cash positive instead of
cash negative, and it never gets old. Closing deals is
one addiction | strongly recommend for you. It's the
gift that keeps on giving.

Here are eight tips to help you get your
“closing high.”

1. Stay clear of negativity.

Putting a positive spin on the things we say
and the actions we take will help close more deals.

Being negative can sabotage any attempt to close
a deal. Things that start badly, often end badly.

2. Treat everyone as a buyer.

An accurate way to identify the most effective
salespeopleis that great salespeople see everyone
as a potential buyer.

3. Build rapport.

It's critical to build value and rapport as soon
as you greet someone. You should always smile
and make eye contact. The importance of a first
impression cannot be overemphasized. Think
about how you react to a salesperson that looks
disinterested and/or doesn't make eye contact.
No one wants to engage with someone who
doesn't look happy to see them. How can you
trust someone who doesn't look you in the eye?



4. You should perfect your greeting.

Many salespeople love opening up new conver-
sations with “Can | help you?” which usually earns
a response of “No thanks, just looking!” How about
going that extra step by saying, “Welcome to (deal-
ership name). My name is (your name), may | ask
yours?” The more you call someone by their name
and they in turn call you by yours, the more rapport
you build. Find the greeting that works best for you.
Practice it and perfect it. Use a mirror if needed.

5. Actively listen.

We're born with two ears and one mouth so we
should listen at least twice as much as we speak.
Rather than being eager to think about how you'll
respond when someone else is talking, just listen.
You'll be surprised at what you might hear.

6. Master the art of body language.

Interpreting the physical and subliminal “body
language” of your customers' is crucial. Successful
salespeople understand the importance of studying
the behavior of their customers as well as polishing
how they present themselves. Don't let negative
body language scuttle your other preparations.

7. Always be helping.

Sales trainers and managers constantly and
exhaustively preach about the ABCs of closing the
deal, when in reality we should change the “C" to an
“H", and call it “Always Be Helping.” Top performers
in all fields understand that if you actually help
your customer, you have a much better chance of
closing them.

“the only way on
earth to influence
the other fellow
is to talk about
what he wants
and show him
how to get it.”

— Dale Carnegie

How to Win Friends
and Influence People
(1936)

8. Prospect...Prospect...Prospect.

Thisis perhaps the mostimportanttip. Effective
and consistent prospecting revolves around
letting everyone know who you are, what you do
and where you do it. Have you ever heard the
expression, “What if you threw a party and nobody
came?” A great attitude, a diligent practice, and all
the preparation in the world won't matter a lick if
you have no customers. And no customers means
no “closing high.” Your friends and relatives want
you to succeed, so let them help you. Make a list
of anyone that you've ever had contact with; past
emails, Facebook, LinkedIn, those old Christmas
cards you have in a box in the closet. If you think it
might help, dig out your high school yearbook. I'll
bet somebody on those lists needs a car, or maybe
know someone who does.

Closing deals is both a state of mind and a
consequence of well thought out actions. The
power lies in the salesperson that focuses their
laser-vision onto the next person entering the
showroom and thinks, “I'm selling that customer!”
Because in order to get that day’s “fix,” you need to
not only want to sell, but believe you can sell.
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