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Closing Techniques*

Sales people define sales as “finding the needfiting it.”

One of the most important stages of sellinglasing the dealwhich is the action taken by the
sales person to gain agreement to the sale. Theraany closing techniques in sales, which are
prescribed actions that sales people take to pgedir@ customer to make the necessary
commitment. Following are an assortment of these.

This is a big list, but the real list of closingtmiques is almost endless. You can go to
each need, for example, and invent several clasesd satisfying or threatening them. Here
are closing tips to help you further.

Closing a sale is not about trickery or tacticss &ibout helping people who are having an
emotional barrier stop them from doing what thewyita, or what may be good for them.
Sometimes their doubts or fears can mentally paealyem, or their emotions can get in the"

of their logic, preventing them from seeing whagytlknow to be true. Closing the sale is about
helping them to get what they want.

This is why salespeople sayiéll on the tangibles, close on the intangililddote how many c
these methods follow this rule.

'ABC' is a common abbreviation for “Always Be Clogi” It means that you should always
be heading towards a close, with every thought ftomvening the mediation to getting to
know them and building rapport, to the negotiatmd finally to the closing stage, everything
you do is done with an eye toward the finish line.

Don't forget the important caveat in all of thié:people feel tricked or otherwise betrayed, they
will not only not buy from you now, they may wekwer buy from you ever again or even turn
all their friends against you. In particular bewvaf using unsubtle techniques with professional
buyers, who can usually see them coming from nailesy.

* The majority of this material, while edited byé day Berman, was originally published on a website
calledwww.changingminds.org This website is useful and contains a much Iphgeof techniques than
are included here, and much helpful informatiorouMare invited to visit it and learn more.




1. Thel-2-3 close

Technique

Summarize in sets of three items. This settleméhgive you this, that and the other. These
may be features of the settlement, benefits oradsweetener items. There are three ways to
do this: they may either be closely related (tofieice a single point), or may be quite
separate (to gain greater coverage), or they malgrbe options from which they need to pick
one. Most clients want resolutions that give theosure, certainty and a settlement they can
live with.. This is the classic business measurdrirdogy of cost, quality and time.

Examples

This resolution is better, cheaper, and faster taag other you're going to negotiate.
This seems to satisfy your price, terms, and timing

You've got them on the ropes, they’re paying yotertitan they said they would, and you
seem to be dictating the terms. | think you’'vetem right where you want them!

How it works

The 1-2-3 Close works through the principle oflefp a curious psychological pattern where three
things given together act as a coherent set of thaenmer-blows that give a compelling message.
Studies say it's always better to give people lidtthree, rather than two or four.

2. Alternative Close

Technique

The alternative close works by offering more thae wiable alternative, and simply asking
them to choose between them. The number of atteenshould be very few - two or three is
often quite adequate. If you offer too many alétinres, the customer will then be faced with a
more complex problem of how they choose betweemtdey alternatives offered. An extra
technique that can be effective is to add a shgitt when offering the preferred choice, or use
hand gestures to emphasize each, raising one hgimer 'vhen discussing the one that you
think they should take. This can also be accompidmyesubtle verbal emphasis on the words.

Examples
Would you prefer the stock shares or the cash?
Would you rather have the lower settlement withhdaslay, or the option with more
money over more time?
Which of the assets would you rather have in yaiskbt at the end of the day?
Do you want to raise your offer by $2,500 or offepay the mediation fee to get this
done?

How it works

The Alternative Close is a variant on the broadeselol Assumptive Close, where you act as if
they have already decided to settle, the only gquestft is which of a limited number of
options they should choose.



3. Assumptive Close

Technique

Act as ifthe other person has made the decision alreadsn tha focus of the conversation
towards the next level of questions, such as hay tant to close it out, when they want their
check delivered, or how they’re going to spendrthreney. As you make a closing offer,
extend your hand for a handshake. Smile and nddfas deal is done. If necessary, raise
your eyebrows slightly.

Examples
If they can get you your check in 15 days, wilt thait for you?
So, how are you going to explain to your wife whiy giccepted this settlement?
Looks like you'll be able to make your train afsdii
So, we have the amount you want and the releageidae, you just need to
sign right here and you’re done!

How it works

The Assumptive Close works by the Assumption pglesiwhere acting confidently as if
something is true makes it difficult for the otlparson to deny it. For them to say you are
wrong would be to cast themselves as an antisnaidayer. Note: This is one of the most
common closes used. When you offer your handneebody in greeting they will
automatically feel obliged to shake your hand tume often doing this without really
thinking. When they do shake your hand, they neajize that they are also agreeing to the
close. Most people will not then feel able to rettheir agreement. In the end, most people
want to settle, they're just not sure it’s timetloat they’ve gotten enough, but being
assumptive tacitly offers your approval, and ledwdsn to the place where it's OK for them to
say yes.

4. Balance-sheet Close

Technique

List both the benefits of the settlement (the peoy] also the costs (the cons). You can even
write it down like a balance sheet. Make sure phes’ column is longer and more impressive.
Cons include things they wanted but are not gettfBart with the cons and keep them short.
But do make it sound credible, as if you are givimgm fair consideration. Then cover the

pros. Perhaps sound pleasantly surprised as \smuible them. Sound reasonable, as if you are
on their side. Sound almost as if you are talkmgourself. Once you get them started, let
them add to the lists, so they own them.

Examples
Well, although it costs this much and is a bit mitv@n you wanted to pay, it does take
away the risk that the jury gets to see that relilgable witness of theirs.
Let's take a look at how this looks. You're giviga potential upside, but you're
saving your expert costs, eliminating the stress, @etting your money sooner.

How it works

The Balance-sheet Close works by buildingstthrough appearing to taking a balanced and
fair approach. It guides the other person's thigldnd hopefully saves them the trouble of
weighing up the pros and the cons. This is alsswknas theBen Franklin Close



5. Best-time Close

Technique

When people are procrastinating or want to thindwalit, rather than deciding, salespeople hear
that as, “Knowing what | know now, I'm not readyday ‘yes’ yet.” That means they need
more evidence they can rely upon in deciding ndwey need us to emphasize wigwis
thebesttime to buy. It can be helpful to bring their atien to the bigger picture of the timing,
invoking seasonal timing, such as having the maneyne for a family summer vacation, or
just in time for gifts or trips for Christmas ohet holidays. That perspective, outside of the
case at hand, sometimes helps to put the settlaéntergerspective. Find out other personal
reasons why it is good to buy now, such as theinpds birthday, etc.

You can even do a reversal on 'never the besttorbey' by showing how this makes now as
good a time as any.

Examples

We see lots of settlements like this happeningratdiie holidays.

Summer is coming. Do you have big vacation plavnsiuld you if you had this money in your
pocket?

If you wait, chances are you would only be offaredlsame amount, but you’d have spent a
whole lot of money on experts and deposition fees.

There is really no 'best time to settle’ which nsakew the best time.

How it works

The Best-time Close works by emphasizing how notliésbest time to buy and how delaying is not the
best thing to do.

6. Bonus Close

Technique

When they are dithering close to a decision, dfiem something unexpected and un-asked for
that delights them. This is a good reason for diater to keep s small concession by the other
side in the mediator’s back pocket. Always bring tihose small concessions when you will
get the most bang for your buck. All it needs ¢cagimake them say 'Ooh, that's nice'. Or
something like that. It has been said that DeligBixpectation + 1.

Examples
So, if | told you that the other side was willimggay your side of the mediation fees,
would that get it done?
Hold onto your money: I'll validate everyone’s piak It's the least that | can do..
So, as a kicker, | was able to get them to agremvéwnight the check so you have it by
the end of the week.
They were also willing to throw in a letter of reamendation, without me even asking!

How it works

When they emotionally close on the bonus, the smsaf closure may also leak across to the
main subject. It also creates a feeling of redjypwhere they feel a sense of obligation to
agree. When they feel they have got somethingdtiting, they may agree to the deal

for fear that you may take it away from them aga¥fmu may also create a sense of exchange,
where because you have given them something.



7. Bracket Close

Technique

Make the other person three offers. First offenttrsomething sumptuous and expensive that is
beyond their budget. Not so far beyond them they tvould not consider it. Ideally, it is
something they would look at wistfully but just ¢t justify. Second, offer them a solid

good deal that is within their price bracket. Hymot have all that they wanted, but it is clearly
good value for them. Finally, offer a severely-dotvn deal in which very little of what they
want is included. They should, of course, go fer tniddle option.

Examples
Well, I can do you a full kitchen system with Nieits, brass tops and hand-cut ebony
edging. It's a bit pricey but is amazing quality.
A really good option is with Bosch units, hardwdogs and matching edging. This is
remarkably good value.
If you are on a very tight budget, we do have sbastc units, a nice laminate finish and
matching surrounds.

How it works

The Bracket Close works by contrasting the preteogtion both upwards and downwards.
Rejecting the higher option lets the other persmh §ood about not spending too much. By
comparison, the option they choose seems quiteeptwathd they may even feel they have
saved some money. Rejecting the lower optiontlhessn feel they are not a cheapskate and can
afford something of value.

8. Calculator Close

Technique

Rather than conveying an offer to them, in ordesttange things up a bit, get out a large
calculator and bash away on the keys for a whléth Plaintiffs, you can calculate for them
the “Net to Client” of the current offer from théher side, and contrast it with the net to them
from their last demand, showing them that theyttally much closer than they thought in
terms of what they will net. Then, turn the caital around to show the client. This works
especially well with people from other countries.

Examples
Right, the last offer is $135,000, so deductingrymuntingency fee, and then your costs to
date, that looks like a net to you of $65,000aegdthat look right to you? And your last
demand was $200,000, so deducting the fees armb#it®, you were proposing a net to you
of $105,000, does that look right? So, we're altjuanly $40,000 apart.

How it works

Working on the calculator implies that you are just quoting a number, but you're calculating
what it actually means to them. It makes it marggtble and more personal to them. You are
also performing what seems to be a difficult tas#t axude an air of authority. Both of these
invoke the exchange principle, where the customelsfmore obliged to agree to the sale.
Showing the price also gives a finality to the @ctiTo ask for a further reduction would mean
you would have to recalculate and so oblige theguefurther.



9. Calendar Close/ Think About It

Technique

If they are not ready to close nowy,if you feel that if they were pushed to decidevnthat the)
might not decide in favor of the final deal thatis the table, then agree a future date by which
time they will have decided. This is helpful wihaintiffs who seem like they’re getting a fair
deal, but they don’t seem satisfied. If you leirthhave the weekend, they go home and talk to
family, the money becomes much more tangible, tegin spending it in their minds, and it’s
much easier to accept on Monday than it was irh#a of the bizarre-style negotiation in the
Friday mediation. This at least keeps the deaéand you return to fight another day. This is
also helpful when the parties are very far aparthey can go do some additional and narrowly
focused discovery, and then commit to return oagreed-upon date. Putting dates in the diary
may also be an assumptive method, assuming tht dlose, just not yet.

Examples
It feels to me like you're feeling a little pressdr do you feel that way? Let me ask you
this, the defense has said that they won't be tabieove any higher, but they also
agreed to leave their offer on the table for yowaasider through the weekend. Would
that be helpful to you?
How much time do you think you’ll need to do thdtaedeposition and have the other
medical exam? OK, so then when shall will it msdeese for us to come back and finish
the mediation? Are we better on the week of tffeat3he week of the 3@

How it works

Putting a date in the diary is easy for the otle¥spn, and may be agreed as an exchange for
you not pressing further for a close now. Datethendiary also get them thinking about the
future, which may be a good thing as this attentwihthen keep them engaged.

10. Companion Close

Technique

Rather than sell directly to the person you argefang, sell to a person they are with. This can
be a husband, wife, child, friend, or even coun&gart by being friendly with them (the target
person won't mind this) then gradually increasestiiing to them. Cast them as an authority,
and engage them in the reasoning process. Whgrateanodding or making approving noises,
or say they think something sounds encouragingthesa to start closing the rdakget, the ree
party in interest. Use the companion as a sakdstant, emphasizing that they may have
nothing to gain or lose by how this comes out, lusy want the best for the client.

Examples
Let’s ask Mom, what do you think? Would you likede this go all the way to trial?
Counsel, let’s ask your opinion, you certainly adet of these cases, what do you think
of the other side’s offers at this point?

How it works

The Companion Close works because the companiahdm you are selling the idea does not
have to make a financial or other commitment andiidoe more ready to agree with you.
When the real target sees that the other persoadrasd, they are more likely to also agree, in
order to maintain consistency with their opiniortlegir companion being intelligent and to
maintain harmony in their relationship with them.



11. Compliment Close/ Validation

Technique

Many clients in mediation, especially the one-tusers, even when represented by counsel can
be insecure about their negotiation skills, andtivaethey’ve left anything on the table. Tell
them how well they’ve done with this negotiationdahat they negotiated a good deal. Ifit's
true, you can tell them that they got more (orgagng less) than you thought they would be
able to negotiate. Tell them that they've reallyrked hard to get a good deal. Cast them as
the expert so they sell to themselvésll them how others will be impressed. Tell thieow
impressed you are with them as a person. Admeie ititegrity.

Examples
Wow. You have really negotiated a good deal! Yeoreally good at this!
Well, as you are the expert, | know you will untsrd how good this is.
You really got them to move a lot further thandught they would.

How it works

The Compliment Close works by reassuring the peisolstering their confidence in their
ability and prowess so they are more concerned f@élng good than with the specific
financials of the deal. It can help to associheegerson with the settlement, so they feel

their sense of identity becoming attached to tta.di also works by being nice to the other
person so they feel obliged to be nice to you anthbre agreeable. Putting the other person
on a pedestal and admiring them encourages théwetop to the high opinion you have of
them. It also works really well with disagreeapéople because it demonstrates that you can
agree with them, rather than just arguing, and satiat behavior for them.

12. Conditional Close

Technique

Randy Lowry used to say when he was at Pepperdatdlie most important two-letter word in
negotiation is the word “IF”. The technique hes¢a get them to agree in advance of
presenting an offer, that if they agree to thisyfou, then will you sign off on the deal? Any
time they offer an objection, especially late ia ttay, make it a condition of resolving their
objection that they make the deal. Offer a corioaessf something they want in return for them
agreeing to settle. Always phrase it in the fofi"t- they ...will you ...?” rather than, “Will
you...if ...?”

Examples
So, if they agree to your release terms, and tdidentiality, will you agree to their last
number?
If they move that last $5,000 that you're askingntito, then will we have a deal? Will
that do it?

How it works

The Conditional Close uses the exchange princgulegciprocity, to build a social agreement
that if | solve your problem, you will agree to téene negotiating. The Concession Close
works by offering the other person something atiteeirequesting or implicitly expecting
something in return - usually the settlement. iltiportant to verify that this is all that they
require, and then lock them in to an agreementiwaace.



13. Doubt Close/ The TakeAway / The Reversal

Technique

Express doubt either about the settlement or theimess of the person for the settlement, but
make this a relatively weak and easily challendatement. Pause to let the person disagree,
which a contradicting person will almost certaidly. Tell them that you don’t think they
should take it, and that they should consider vaglldway. Almost push them away from it. If
they do not challenge your doubt, then smoothlytioae with a summary of everything so far.

Examples
| don't know if this settlement is the right thilog you.
I'm not sure if you're ready to be done with thes. ¥ m seeing you make offers,
but you seem like you'd rather stay in this figithvthem longer.
I’'m thinking you should slow down your concessiorms afraid you're sending
the wrong signals. What message are you tryirggta to them?

How it works

The Doubt Close works by pre-empting their doubtimgughts and saying them before they
do. It's reverse psychology. If you echo thesmitihts, it saves them from having to say them
out loud. It breaks the monotony of you pushirgnthin a direction they don’t want to go, so
they will begin to trust you and be more willingftdlow you later when you push again.
Ultimately, it puts them in the position of arguifay why they should move forward or
continue or agree to what's been proposed, whitheiglirection you want them to go. But you
make them come to it, rather than pushing them rbvta

14. Economic close

Technique

Focus on the overall economic situation, showing ttte cost is less by considering certain
factors. Show how agreeing to this kind of a resoh will be better for them economically in
the long run. Show how not settling has hidderisco®vith business people, especially
commissioned sales people like Realtors, you clath&sn to assign an economic measure to
the time they’d invest in the litigation, in addii to adding up the costs. Talk about the longer-
term costs (client interference in a partnershipasporate dispute, etc.). Make the seemingly
non-economic issues economic.

Examples
What other impacts should we be looking at in wieiglitigation besides the
fees and costs? Will there be employee time fposliBons and complying with
written discovery? How will e-discovery impact ybusiness’s day-to-day?
You might get a better deal closer to trial, buvhmuch will you have to spend
to get there, and in what other ways will that iroipgou?

How it works

Many people focus solely on the dollar amount sétllement, and this plays directly to their
concern by showing you are trying to watch outthair other real costs. Any time you can
bring a perspective to them that they don’t seéheir own, you gain more of their trust. Here,
you're not selling, you’re simply looking out fdneir business or their real economic interest.



15. Emotion Close

Technique

Play to their emotions, deliberately evoking sge@motions. Find if they respond more to
positive or negative emotions and act accordindfiyn doubt, go for positive emotions - these
are usually better. For visual people, you cantlask if they can see their life after settlement,
and ask them to describe to you how it will beetiint then how the last month or two has
been. For auditory people, ask about the discussiound the dinner table and how that will
change, and for kinesthetic people, ask how trexiegal quality of life will feel next week, as
opposed to this past week.

Examples
If you took this deal home with you, how would femi?
How will it feel when your attorney calls to sagttismissal is filed (or the
check has arrived)?
People who do not settle invariably feel bad later.

How it works

The Emotion Close works because all decisions asedon emotions. Even if you go through
a logical thought process, the final step is alwaystional. This takes them to the final step,
and has them feel the thrill of victory, the agafylefeat, or the satisfaction of closure and
certainty.

16. Empathy Close

Technique

Empathize with them. Feel what they feel. Watkike in their shoes. Understand their
situation completely. Then, when they are empatfiback,youdecide like they would
decide. You can even talk about yourself, usingstead of 'you'. Be a match-maker by
bringing this very fair settlement to a worthy yart

Examples
| completely understand...and it makes so muchesiensie to do this now.
| can see that this is a really difficult decisifum you. Tell me what about it is
so difficult for you?
You know, this solution works so well for me, bt to work for you. How
can you see this working?

How it works

The Empathy Close works by first harmonizing yoliragh them and then, when you
demonstrate that you feel what it is like for thensettle, they naturally come along with you.
Done well, you will close at the exactly the righoment and for exactly the right reasons for
them. If you love what you are “selling” to theamd really care about your clients, you will be
a truly great closer, because you're coming fromeesiity and empathy.



17. Extralnformation Close

Technique

When they are prevaricating, give them some aduitimformation that will help them decide
now. If they look or seem uncertain, and you dbhave extra influencers in hand, you can ask
them if they need more information. Or, what woldp them to feel informed enough or
empowered enough make up their minds.

Examples
We didn’t really discuss how the economics of gtéesnent would work, including the
mediator’s fee, so let’s walk through that.
You look like you need more information -- What els you need to know before you
decide?

How it works

How much information a client needs before theyidkets very variable. It is easy to overload
them and overwhelm them or scare them off, so gdlget is better in the first instance to err
on the side of caution. This can leave them withemough information and this is what you
may see in their hesitation to close. It may @isb be that in their rationalizing in their own
minds, or thinking about how they’re going to expla to their trusted friends or family, they
may have reached a position where they need mfmariation to get to the finish line. Your
job is to find what they need and to give it torthgo they have no reason not to agree.

18. FutureClose

Technique

Have them think about the future. Sometimes, s bf the negotiation, or the pressure and
build-up of a mediation is too much for people.vElthem have a chat with their future self,
and see how they think they'll feel in 6 monthsagrear from now about the settlement that's
on the table right now, or the one they could achieday. In the future, the heat is off, and
the likelihood is that they won't even remember hawuch they settled for today. It's a more
distant and peaceful place from today, and thetltiak from that perspective with more peace
and calmness than they can from today’s stressfigipective.

Examples
If you look at your life a year from now, havingoéved this today for what we can
negotiate today, how would you look back on thesg@et you made today, from that
perspective, and what advice would you give yoftitsel
When you're spending this money to pay for X, wyotk look back and be glad that
you had certainty today and locked in a dollar amosp you didn’t have to go through
litigation with its risks and all of the upset #kes to get to the end of it?

How it works
The Future Close works by getting them to thinkhi@ present about the future, hence bringing
the future to now so they can 'compress time' asdiply close now.



19. Minor points close

Technique

Ask them about minor deal points, getting decisiomshings they might consider if they were
really going to resolve the case today. Ask alpayiment terms, release language,
confidentiality agreements, the mechanics of filiigmissals, who the check should be payable
to, the tax ID number to associate with the paynaetthe 1099, all of the things they need to
think about only if they’re going to settle. Thea for the final close on purchase.

Examples
If you do this, when would you need the money by?
The other lawyer is going to be out of town, sawas not have the dismissal filed
until next week, will that be OK?
How should the check be made out, to your lawyaiest trust account? Or jointly?

How it works

The customer knows they need to decide on mangrigaaind this complexity of decision may
be holding them back. By getting the easier densbut of the way, this greatly simplifies the
final decision, and it also creates a pattern oéagpent. It makes them feel like the plane is
landing and they need to make a final decisionterAgeveral closures on minor points, they get
accustomed to the pleasure of feeling of closUiteey can continue this by agreeing to the final
terms.

20. No-Hasde Close

Technique

Make completing the deal so completely easy fomtkieat any thought that might put them off
is not there. Fill in all forms for them, write tipe settlement agreement. Do all the
paperwork. Have everything ready so that all thaye to do is agree on a number, and
everything else is already done, so it's no hassle.

Examples
I've filled in all the paperwork and all you neexito sign here.
The check will be delivered on Tuesdayd the dismissal filed concurrently, so does
cover all of the logistics? 1 think all that’s te§ to agree on that number.

How it works

The No-hassle Close works by being so simple asy fea the other person that any
anticipated difficulty or hassle that may be hofgdthem back is blown away. It also
encourages them to return the favor as an exchfangeur help with the completion.



21. Now-or-Never Close/ The Scarcity Close

Technique

Make them an offer, but make it short-term to tbepthat they must decide now, or it goes
away. Put the final offer on the table, and thegib scheduling expert depositions, so that they
see that if they don't accept it today, they’'llirsgpending money on Monday morning.
Obviously, the strategic timing of the mediatiom d¢eelp here, too. Try to schedule on the eve
of a status conference, or just before they begavi discovery. Those hammers are our best
allies.

Examples
We really need to get this done by today, so fetke it clear that if we don’t
get a signed settlement agreement by the end aytadl bets are off and we
begin discovery tomorrow.
Take it or leave it. This is your only chance. Mégliators call this “the last
rational moment” in a case.

How it works

The Now-or-never Close works by hurrying them ughva one-off deal. With less time to
reflect or seek alternatives, they have to choasé,the thought of losing out will push them
towards deciding now. Urgency always helps mowpfeeoff the dime, as long as they’re not
so stressed that they would feel overwhelmed ksydpproach.

22. Opportunity Cost Close

Technique

Highlight the cost of their BATNA (not settling)nd itemize the fees and costs they'll incur.
Walk them through the idea of taking a case td amal going all that way and losing and
walking away with nothing. Remind them of gamewtdike “Who Wants to be a

Millionaire” or “Deal or No Deal” with the briefcas. Ask them how often a contestant
gambled and overplayed their hand until they waktkedy with nothing at all, and remind them
that this isn’t a game show, that this is the,ltheir family, their future, and that smart money
will take a settlement over a gamble any time. ABd 'cost' in its broadest sense, including
hassle, dissatisfaction and problems. Time, inqQaddr, always costs.

Examples
How will you explain it to your wife, your kids ahdr parents that you walked away
from this amount of money, and took this caseiéb and lost?
What if you go to trial and get the same amountg@ubeing offered today? After
expenses, you won't have very much left at theoétitht whole ordeal.

How it works

There is always cost, whether you do or do notatoething. In business and finance, the
‘'opportunity cost' is the name given to the costaifdoing something. Price is not the same as
cost. Price is what the customer pays in casht i€@whole range of problems that may or
may not be translatable into money. Cost is thdiater's best friend.



23. Summary Close

Technique

Summarize the list of benefits that the other pemsidl receive, telling them the full extent of
what they are getting for their money. Make itsdimpressive, using full phrases and
attractive words. Go into detail, separating auimany sub-items and features as you can.
But also fit the description into a reasonable spafdime. Your goal is to impress them with
what they are getting, not to bore them with exivesdetail.

Examples
So as a part of this settlement, you're gettingltse the file, increase your turn rate,
and still come in under your authority (to an ingoce claims professional).
You're not just getting a big check, and in hanchbyt week, you're also getting peace
of mind, a full mutual release, confidentiality,dayou don’t have to call your lawyer’'s
office ever again! And, you can talk to your fderabout life and sports and vacations
again, rather than about this lawsuit.

How it works

The Summary Close works by repeating what hasdyjrbaen offered. Putting it all together
makes it seem like an even bigger package. Statingummary fashion, makes it feel like it's
all coming together and that it's everything theyne to mediation to get.

24. Yes-set Close

Technique

Ask them several questions where the answer isteagyswer and is 'yes'. Then tag on the
guestion at the end for which yoeally want the answer 'yes'. The minimum set is usually
three questions. You also do not want to overhig 50 either space out the questions or limit
the number (although one research showed that péglets were needed overall before closure).

Encourage them to say yes by nodding your headygentyou talk with them. If you need to
hide the question, you can bury it amongst othestjons.

Examples
You came here today to get closure, right?
And you came here today to see how much they watloh the table, right?
It's 5:00 and they’re telling us that this is thedh they’re going to be able to do, right?
And they’ve promised you the check by next wegtht?i
And your attorney has recommended you acceptripig;?
So, are you ready to follow your attorney’s advice?

How it works
The Yes-set Close works by setting up a repetjiatdern of 'yes' answers that gets the other
person into a habitual response. When the pattegstablished and they are answering yes
repeatedly, then they get themselves in a posit@adfirmative mind set, making it easier for
them to say yes to your final, closing questioantit would without the lead up. As they're
saying yes repeatedly, they’re feeling the closjngstion coming, but they're becoming more
open to saying yes to it. You are building thee¢casd closing all of the exit doors as you walk
them down the hallway, so that the only way ouhrsugh the door at the end: settlement.



