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Personal Intro 

• Green industry 20 years

• Decade+ in sales

• Today:
• The Davey Tree Expert Company

• VP of the Davey Institute

• National Business Development Team



Purpose of the Next 17 minutes

• Not to “be right”

• To offer perspectives

• To cultivate thinking!



What Are We Selling?

• Not fast food…
• Not much prospecting, presenting, overcoming, and 

closing involved here

• More complex interactions

• Higher dollars

• Much more emotion involved

• Higher skill needed



It All Starts With A Sale

• Business requires financial transactions

• We want to close. We need to close. It’s good!

• Be careful, otherwise
• Requirements = pressure



The Word “Closing”

• Definition:
• Bringing something to an end. Final. 

• For advice and inspiration: 
• Microsoft Word Thesaurus (Shift F7)

• Synonyms for “closing”

• Is there a tone? 



Traditional Closing Techniques 

• Stale one-liners from yesteryear

• Used car lots
• Sales competitions

• “Cadillac, steak knives, you’re fired”

• I remember when “I got sold…”



Remember your first car?

• 1978 Chevy Malibu Classic

• Such fond memories:
• The smell

• The radio

• The speedometer



Remember the first car you bought?

• 1996 Jeep Grand Cherokee Laredo

• Such “memorable” memories
• The pressure

• The undercarriage treatment

• The discussions with the manager



Enduring Memories

• Relieved to drive away

• Spent more money than planned

• Don’t remember the salesperson
• But I remember the business!

• Wouldn’t go there again (never did)

• Felt like I got sold



The Word “Closing”

• Antonym of Closing = Opening!
• A beginning.  An initial part…

• Our opportunity:  View closing as a 
transition from a prospect to a client



Closing
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Closing Matters

• How you handle the end of the sales process 
determines if:

• They decide to buy something from you

• You get repeat business

• You get referrals

• You get positive reviews

• You become a trusted advisor



Traditional Closing Techniques 

• “Sales closing techniques” from Google search
• The Columbo Close. 

• The Assumptive Close. 

• The Puppy Dog Close. 

• The Backwards Close. 

• The Hard Close. 

• The Take-Away Close. 

• The Now or Never Close. 

• The Summary Close.



A Match Game?

The Columbo Close

The Assumptive Close

The Puppy Dog Close

The Backwards Close

The Hard Close

The Take-Away Close

The Now or Never Close

The Summary Close



Building Trust

• If you want to be a good closer:
• Don’t memorize one-liners

• Take an active interest in learning about people

• Done authentically – this builds trust

• Instead of a match game:
• Think

• Feel



Building Trust

• “Named closes” are shortcuts

• They highlight underlying differences among 
prospects:

• Motivations

• Priorities

• Concerns 

• Amount of information needed



Rightsizing Options

• A recent example where I blew it…

• Water management project



Rightsizing Options

• A recent example where I blew it…

• Water management project



Total overwhelm!



Actionable



Closing

Helping someone

Reach a decision

To make a financial transaction

With you!



Thank You! 


