
Learning the Language of Sales-

u Mirror and Match

u Once Rapport has been established LEAN ON IT! (WE)

u Connectivity-Points in Common-Solve Problems

u Continually tie back to the emotion

u Use Tie Downs & Presuppositions



Tie-Downs-

IT’S A PATTERN OF 

‘YES’



Presupposition-



Objections-

uRepeat

uApprove OR 
Acknowledge

uMove!



The Close- (It’s not that hard)

u The Columbo-Just one more thing

u The Assumptive Close

u Take away close

u Hard Close-(command)

u Leading Close- (Obvious Yes, Obvious Yes, 
Final Close Yes)

u “No” does not mean No forever…


