
Consultative Close 

You love sales. Right? It's great. Nah. I know some people just they have something against 
sales. I tell you what, none of us love being sold to, but we love to buy. That's kind of a weird 
juxtaposition right there. That's my big word for the day. Can you say juxtaposition, children? 
All right. All right. Mr. Rogers aside, what we want to do here is talk about the consultative 
close. Now, I did not come up with this. This is something that I attribute to Frank Kern. Maybe 
he took it from somebody. I don't know. but I know that I learned it from Frank Kern. This is the 
most simple, elegant way for you to have a client, a potential client, in front of you, and to 
present them with value in advance, and ask them one simple question at the end of that that's 
going to lead to you getting a lot of clients. 

It's an educational way. It takes all of the pressure off of you, and you get to now focus on 
value. You get to focus on what you do very well. We're going to walk through, like we do 
everything else, first defining what is the consultative close, because most people have never 
used it. I'd never even heard of it until I read Frank's article or took his class about the 
consultative close. Then we're going to dive into why it's important, why it works, and then the 
structure of it. This is pretty simple. When you see it, it really is just the most eloquent, simple 
thing that you ever see, but it is so powerful. There's no having to learn the Abraham Lincoln 
close and the strong arm. There's none of that. 

Now, like everything else with sales, it doesn't work 100% of the time. The first time you do it 
it's going to be dog crap. Right? But as you get better and with your intention, it's going to be of 
tremendous value to your client. If you've ever struggled with, Hey, I get people, they get in 
front of me, and I just can't close them, well, buckle up, because this is the solution. Make sure, 
like everything else, that you keep an open mind, and that you try it, and that you give yourself 
a little bit of grace, because right out the bat we're not going to be perfect with it. We have to 
experiment. The consultative close, that's what we're going to dive into in the next set of 
lessons. 
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