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Always be Closing
Background

A sales strategy / approach of pushing for a purchase decision from the very beginning and
continuing throughout the interaction

Is it applicable in today’s selling world and is it practical?

Times have changed. Now the prospect knows as much if not more about your product as do
you

The One Broken Cog perspective

There is a process for proper selling that involves many micro-closes or small discoveries and
agreements

You should be continuously progressing the sale
Do not be a pest — bring value, provide insight, be prepared, follow a process
Closing is a natural outcome of a professional selling process well executed

The core issue in both of these is the lack of alignment, including training and investment, in the
sales talent

So few people in Management understand what the mental perspective of a sales professional
needs to be.

The problem extends to sales management.

Invest in your sales talent.

Yes, we can help youl!

Contact Brian and/or John at results@onebrokencog.com
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