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Preface

Over	the	past	fifty	years	it	has	been	my	privilege	to	be	in	as	many	actual	sales
situations,	sel	ing	goods,	products,	services,	or	job	opportunities,	as	virtual	y
anyone	who	ever	carried	the	title	of	salesperson.	Additional	y,	it	has	been	my
privilege	to	share	the	platform	with	and	learn	from	some	of	the	greatest	speakers
and	sales	trainers	our	country	has	produced.	Many	of	those	men	are	gone	now,
but	quite	a	few	stil	grace	platforms	around	the	country.	I	go	back	to	the	days	of
Elmer	Wheeler,	Charlie	Cul	en,	Frank	Bettger,	Fred	Herman,	Charles	Roth,	Dick
Gardner,	J.	Douglas	Edwards,	and	Percy	Whiting.	The	list	includes	Cavett
Robert,	Red	Motley,	Ken	McFarland,	Dan	Bel	us,	Joe	Batten,	Charlie	Jones,	Hal
Krause,	Mike	Frank,	Ira	Hayes,	Heartsil	Wilson,	Judge	Ziglar,	Thom	Norman,
Bil	Gove,	John	Hammond,	Larry-Wilson-and	the	list	goes	on	and	on.

Over	these	fifty	years	I	have	been	a	pack	rat.	I	have	taken	copious	notes	from
many	great	trainers.	In	addition,	I	have	clipped	innumerable	sales	articles	from
newspapers	and	magazines,	and	have	learned	much	by	watching	salespeople	in
action.	My	library	includes	books	and	manuals	from	the	greatest	writers	and
trainers	of	the	last	fifty	years,	and	I	have	over	a	thousand	hours	of	recordings
from	these	and	other	speakers.

This	background	presents	a	rather	unique	problem.	To	be	completely	honest,	I
sometimes	forget	the	source	of	my	information.	To	the	best	of	my	ability,	I	have
given	credit	in	this	book	to	each	individual	who	has	made	a	contribution	via	a
speech,	a	personal	conference,	a	book,	or	an	article.

Many	times,	however,	I	have	no	idea	who	my	benefactor	is.	Additional	y,	I
recognize	the	possibility	that	in	some	instances	I	wil	credit	the	wrong	author	or
even	claim	originality	because	I	learned	a	technique	long	ago	and	have	used	it	so
many	times	that	I	believe	the	technique	or	idea	was	original.	In	the	event	this	has
happened,	I	ask	the	author	to	forgive	me.	My	objective	is	to	be	completely	fair
with	everyone.

Your	own	personality,	conviction,	and	credibility	in	the	application	of	the
principles	and	procedures	in	this	book	wil	be	the	determining	factors	in	your
success	as	a	salesperson,	but	this	I	promise:	The	procedures	and	techniques	I
describe	have	worked	not	only	for	me	but	for	countless	others	as	wel	.	Many	of
them,	as	I	wil	repeatedly	emphasize	throughout	the	book,	need	alteration	or
adaptation	to	fit	your	sales	situation,	so	you	should	constantly	ask	yourself	this



adaptation	to	fit	your	sales	situation,	so	you	should	constantly	ask	yourself	this
question	as	you	read	the	book:	"How	can	I	adapt	this	information	to	fit	my
product	to	my	prospect?"

I	urge	you	to	become	a	student	as	you	dig	into	Secrets	of	Closing	the	Sale.	I'm
going	to	be	bold	enough	to	suggest	that	it	has	taken	me	a	lifetime	to	accumulate
this	information	and	several	thousand	hours	to	assemble	and	put	the	information
into	what	I	believe	is	its	most	effective	form.	With	this	in	mind,	I	don't	believe	I
overstate	my	case	to	point	out	that	you	probably	are	not	going	to	be	able	to	glean
al	the	information	in	one	reading.

Final	y,	I	suggest	that	as	you	read	this	book	you're	going	to	realize	that	it	is
analogous	to	the	fisherman's	lure.	Many	sales	books	are	written	to	catch	the
fisherman-namely,	the	salesperson-and	not	to	help	the	fisherman	catch	the	fish-
meaning	the	customer.	With	that	in	mind,	I	emphasize	that	Secrets	of	Closing
the	Sale	was	written	to	help	you-the	fisherman-catch	the	fish	and	catch	him	in
such	a	way	that	the	fish	(the	customer)	realizes	he	is	in	good	hands-yours.

I	firmly	believe	that	if	you	buy	the	ideas	and	concepts	covered	in	this	book,	as
you	apply	the	techniques	and	procedures,	I	wil	SEE	YOU	AT	THE

TOP-of	the	sales	ladder!



Introduction

to	the	Updated	Edition

When	Secrets	of	Closing	the	Sale	was	published	in	1984,	I	was	convinced	that	it
would	be	around	a	long	time.	Twenty	years	later	I	stil	believe	it	wil	be	around	a
long	time.	The	principles,	procedures,	and	techniques	are	those	that	had	stood
the	test	of	time	long	before	1984	and	are	stil	standing	the	test	of	time.	Integrity
principles	wil	always	be	in	vogue.	In	view	of	the	recent	corporate	scandals	in
America,	I	believe	the	ethical	salesperson	of	today	who	builds	a	reputation	on
integrity	wil	find	these	principles	more	valuable	today	than	ever	before.

This	updated	edition	of	Secrets	of	Closing	the	Sale	contains	a	minimal	number
of	changes.	With	the	help	of	Michael	Norton,	who	is	gifted	in	explaining	the
practical	application	of	sales	technology,	we	have	added	the	high-tech	approach
critical	in	today's	sales	world,	but	the	rest	(with	needed	updates)	remains	almost
exactly	as	it	was	original	y	presented.	I	know	these	principles	and	procedures	stil
work,	because	I	am	frequently	approached	after	seminars	by	people	who	say,
"Your	book	Secrets	of	Closing	the	Sale	has	revolutionized	my	career."	One
young	man	pointed	out	that	his	closing	percentage	had	gone	from	16	percent	to
over	60	percent.	That's	exciting!	As	you	devour	these	pages,	making	them	part
of	your	repertoire,	I	believe	you,	too,	wil	experience	some	exciting	results.

It's	my	conviction	that	of	al	the	endeavors	we	can	fol	ow	in	life,	outside	the
ministry	itself,	professional	sales	requires	the	highest	degree	of	integrity.

Here's	why:	We	are	trained	to	persuade,	and	an	unethical	salesperson	(who	is	in
reality	a	con	artist)	is	capable	of	persuading	people	to	buy	overpriced
merchandise	that	they	should	not	be	buying	at	al	.

Our	philosophy	that	you	can	have	everything	in	life	you	want	if	you	wil	just	help
enough	other	people	get	what	they	want	is	even	truer	today	than	it	was	when	the
book	was	original	y	published.	The	objective	of	every	sale	is	to	make	certain	the
customer	gets	fair	value,	and	if	he	gets	more	than	fair	value,	not	only	do	you
have	the	sale	but	you've	built	a	customer	who	wil	,	in	turn,	help	you	build	other
customers.

There	are	many	instances	in	this	book	in	which	you	wil	read	of	people	who
walked	away	from	a	sale	because	they	knew	it	was	not	in	the	best	interests	of	the
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