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dispose of objections. When yaou reach the point
where your buyer has no objections to buying
he will sign your order. So every time you dis-
pose of an objection you're doing some closing,

selling is cooperation.
Talking isn't always selling —
but SHOWING is.
“Self-interest is the strongest buying motive.

e

ing good, safe transportation, the benefits such
a car will give them. So, as we point out how
they will enjoy these benefits and make them
appreciate the ownership of them, we've done
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getting them closer to the signing-up point until
we feel they should be about ready to ask How
do I make out the check?’

“This is probably what our friend meant when
he asked ‘How can wvon tell than it'e tima +n

“Well, you do this by throwing out a ‘feeler’,
by sort of ‘sounding out' your prospect. You
would probably ask a few questions such as
‘Will you want Hydra-Matic or Overdrive on
vour car. Mr. Rlank?. or 'Have wan Adacidad

“If you've been closing all through your sell-
ing presentation by securing numerous agree-
ments, and have eliminated all the buying
objections that have been offered, getting the







































