asktra

Shut Up and Close is Wrong

The phrase "shut up and close" refers to the idea that a salesperson should focus on

making a sale and not waste time talking or engaging in unnecessary conversation.

While this approach may sometimes be effective in making a sale, it is generally not a

good long-term strategy for building relationships with customers or for ensuring customer
satisfaction.

In sales, it is important to not only focus on making a sale, but also on building
relationships with customers and addressing their needs and concerns.

By taking the time to listen to customers and understand their needs, salespeople can
better tailor their sales pitch and build trust and credibility with their customers.

This can lead to more successful sales in the long run and to more satisfied customers

Idea Sheets provide quick and actionable suggestions to drive more referrals and sales. Visit

www.referralsafe.com/asktra frequently for new additions.
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