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Selling products and services is often the most challenging part for many business 

owners. It's seldom that people ring up and say 'Here's my credit card number, I 

don't care how much it costs, I just want to work with you!' 

 

So, in order to have a successful business it's important that you become 

comfortable with selling. In fact when you're passionate about what you do, when 

you KNOW what you do makes a difference to people's lives, you owe it to them to 

give all the information they need in order to make an educated decision. When you 

explain how you can help them with passion and enthusiasm you naturally sell your 

services without it even feeling like you're selling! 

 

This isn't about talking people into something they don't want or need, this is about 

sharing your passion, knowledge and experience and being paid well for your gifts 

and talents in the process.  

 

7 STEPS TO CLOSING A SALE WITH INTEGRITY 

 

1) Are you a good match – can you help this person and would you like to work with 

this person? You're looking to see if you are a good fit, not a sale. You are there 

to help and guide them as well as being the expert/specialist.   

 

2) Ask them questions about their dog and situation, listen to their pain and what 

problems they're wanting help with – this is a really good way of building rapport 

and shows that you care too. 

 

3) Providing you're a good match review their pain points – focus on what's not 

working for them. Ask them 'How does it exactly play out?' or 'What's your worst 

fear that might happen?' or 'What can't they do because of their dog's 
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behaviour?' Write down any statements they share. Help them to see where they 

currently are and where they want to be. 

 

4) Start explaining what's possible for them – this is your opportunity to inspire 

them. You can help them imagine the potential outcome and to see the 

possibilities they will get from the transformation that you provide. Become very 

specific so they know the benefits of working with you. Back this up with your 

money back guarantee and use other people's success stories if appropriate.    

 

5) After the previous steps, it will be appropriate at some point to say ‘I have some 

ideas about what you can do that can help you achieve what you want. Is it OK 

to share them with you now?’ If they say no, the conversation is over. Thank 

them for their time, and say good-bye. If they say yes, present your package or 

programme and link it back to their pain and the transformation they'll receive. 

 

Say the price in a lowered tone and be quiet! Don't justify or recap the pain points or 

speak about the benefits at this point – you've already done that! 

 

6) Overcoming objections - If there's any objections they usually come up here.  

 

If they say ‘I don’t have the money’ - you could offer a payment plan and re-iterate 

about your money back guarantee. Review their pain points if appropriate – it will 

often cost them more NOT to get help in the long run.   

 

If they say ‘I don’t know if it will work for me’ – this is often because they need 

confirmation that they can do it. Explain how it's worked for so many others and 

there's a money back guarantee if they feel it's not for them. Explain you'll be there to 

support them, demonstrate and answer their questions. 
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7) Release all attachment to the outcome. You've painted the picture, you've given 

them all they need to make a decision, now let go. Whether it's yes or no, either 

way is good with you.  

 

WHAT TO DO AFTER A POTENTIAL CLIENT HAS SAID 'YES' ON THE PHONE. 

 

Getting a 'yes' on the phone is not always a definite commitment. 

 

Here are 3 options you could include to make this more concrete and certain: 

 

1) You may ask for a non-refundable deposit or full payment. 

2) You give your client something straight away so they immediately start 

receiving value from you and are excited about working with you and what 

they've bought.  

3) You may get them to sign a contract – this will be sent straight away after they 

say 'yes' on the phone. 

 

KEEP A TRACK OF WHAT'S WORKING AND WHAT'S NOT. 

 

Testing and measuring what is working and what is not is an important part of your 

business. Whenever you put an advert, leaflet or affiliation in place always keep 

track of how successful it is. 

 

Ask people who contact you 'Where did you hear about me?' 

 

Keep track of where people are 'finding you'. Keep track of how many people are 

converting into sales from different areas of your marketing – it's not about quantity 

of calls, it's about how many of those calls are converting into sales. 
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What parts of your marketing is working? What is the 'Return On Investment' (ROI) 

for each area? 

 

When you know what's working and what's not you'll know where to best spend your 

time, money and focus.  


