KEY INGREDIENTS- CLOSE
-USE CLOSE WORD FOR WORD.  YOU MAY GET AWAY WITH LEAVING OUT SOME OTHER PARTS OF THE PRESENTATION OR SAYING SOME OF THE WORDS INCORRECTLY (NOT ADVISABLE OBVIOUSLY) AND STILL MAKE A SALE BUT THE CLOSE IS THE ONE PART THAT WILL LOSE YOU A SALE IF NOT DONE CORRECTLY.

-RELAX, LEAN BACK, TALK CALMLY AND SLOWLY

-USE SEVERAL NAMES AND REASONS THOSE PEOPLE BOUGHT.  TRY TO USE PEOPLE THAT CORESPOND TO THEIR AGE AND CIRCUMSTANCES (RETIRED WITH RETIRED, SINGLE WITH SINGLE, ETC)

-GIVE TO GET WHEN ASKING WHAT THEY LIKED BEST.  TELL THEM ABOUT OTHER PEOPLE AND WHAT THOSE OTHER PEOPLE LIKED BEST.  DON’T JUST ASK WHAT THEY LIKED ABOUT IT.

-BE ASSUMPTIVE.  WHETHER YOU THINK THEY ARE GOING TO GET IT OR NOT IS IRRELEVANT.  ASSUME THEY ARE UNTIL THEY TELL YOU OTHERWISE.

-DO NOT FORGET THE QUESTIONS (SURE IS NICE TO HAVE A SIMPLE FORM, ISN’T IT?  IT’S NICE TO HAVE OPTIONS, ISN’T IT?)  THESE GET THEM USED TO SAYING YES.

-LOOK DOWN WHEN YOU ASK FOR THEIR ADDRESS.  DON’T LOOK UP TILL THEY HAVE SAID SOMETHING. 
