





* how to ask, to close & wrap up
sale

* how to handle objection

« how communicate to close
sale
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“Some will, some won'’t. So
what ? Next!”




habitual courage

 Action Plan “the game of 100"
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the CONNECTION

AGREEMENT on NEED

promote the COMPANY
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ACTION + COMMITMENT

CLOSING strategy

pour CEMENT







don’t argue

opinion
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neutral & calm.
complimentary

value

promises




Don'’t prejudge or be
tation

enthusiasm

ive expec

prospects & suspects
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Fear of
loss
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O : It costs too much
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O : We get it cheaper elsewhere
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C : That's a good point. I'm glad
you mentioned that.
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know until they know how much

you care”

-
@,
>
c
O
-
c
=
O
c
0
-
©
O
=
-
O
O
D
o
O
o,
fol




T
"Y,;;’r\ g
7

&)

#l\ ‘:‘“ N ‘/'* ;

O : “It costs too much”
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O : “But | am afraid of the risk (loss)”
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O : I’'m not interested

O : What ?
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“then, may | ask what it is ?”
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you're right” or “no, it's someth

aren't we ?”
else”
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“We are doing a survey (financial
planning / iInvestment awareness) ..can
you help answer some questions?”

“Do you believe, education is important?”
“Do you agree, to most parents,
education Is the best gift (asset) for their
children?”

“Are you aware that cost of education has
increased over the years?”

“Do you also agree, many parents are
concern how to finance their children’s
education?”




“Mr prospect, would you like to
iIncrease your profits?”

“Do you want to reduce your costs &
diversify your portfolio more
efficiently?”

“Do you want less volatility in your
investment?”




“Is financial independence one of your life
goals?”

“Would you like to earn highest return
possible with minimum risk ?”

“Would you want to earn much higher
return than your savings account ?”

“Would you like to see an investment that
IS a favorite vehicle for many investors ?”




prospect says, “Yes, it looks pretty good”
Immediately go to invitational close & ask
“Well then, why don’t you give it a try”

iIf there’s still objection lingering, causing
hesitation, slowly answer the objection
clearly and ask “Does that answer your
question ?” then invite prospect to buy
again.




“Which product would

“When would you like to get started
“Which option would be better for

you ?”
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“Yes Mr prospect, in fact we are the
highest-selling price of this product In
this market. And we are selling more
of this today than ever before” apply
when selling high-end fashion

clothes
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RM100 per month will only buy you
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“Does this make sense to you so far?”
prospect say “Yes, that sounds pretty
good” then assume the prospect will
say yes to the sale (I'll take it, what's
the next step ?) “Well then, the next
step is to.... | will need you to sign
here.”

“What is your correct mailing address ?”
and pen it in the sales form.




“Why don’t you take it home over the
weekend ? If you don't like the puppy,
bring him back on Monday ?”

“Why don’t you try out the first (epf)
iInvestment. Then give it 3 months and
reassess whether you're comfortable to
continue”
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thought, and it could either be good or
bad idea. Let’'s make a decision now.

What do you say ?”
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“I've filled the form, and it just need
you to authorize it to get started”.




lon Plan
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on Referral







“‘By the way, would you happen to know
two or three other nice people like you /

this person, | could also talk to ?”
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~ | Just “do it”
' If you want the “du-it”

Happy Selling !




