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“Businesses & Entrepreneurs hire me to connect, 

capture and close business, working with me to sell 

confidently and with authority.”

“A  sales conversation 

is a conversation in 

person, on the phone, 

in an email, on 

Messenger for the 

explicit purpose of 

closing business.”

Close Sales You Love While Being YouTM

BASIC SALES CONVERSATION
“How many times did you ask for business this week?” 

The Close Sales You Love While Being YouTM is based on a model of learning to listen at the whole picture to 

determine the gaps and being able to zero in on the one challenge you are able to help with in the moment.  

During the conversation you are able to 

* Connect with the person you are speaking to about how they can work with you.

* Capture the right information to zero in where you know you can help.

* Close business by using your leadership voice in the sales conversation. 

CONNECT

CLOSECAPTURE

“Your marketing strategy 

is only 50% of your 

business picture —the 

other half is asking for 

the business”

business model - drives how you interact in the business world,

marketing strategy - drives business customers and clients to you 

sales strategy - how you interact with potential clients and customers to ask for business

Make sure your business model, your marketing strategy and your sales strategy are 

aligned with your industry, your clients/customers and yourself.  

1. State [if true]: I can help you with that.

2. Would you like to hear how my 

programs/services/products would help you get 

the results you are looking to achieve?

3. Once you get permission, make sure as you speak 

about how they can work with you, your language 

is based on the results they will achieve.

4. How does that sound? If affirmative, ask for the 

business.  Then, KEEP QUIET until they speak.  You 

are holding the sale!

5. When you get yes, congratulate them.  Take their 

credit card information.  Run the deposit.  

6. Give them clear instructions on what happens next 

for your on-boarding system

1. Ask enough questions until 

you get a full picture.

2. Don’t get into their stories or 

your own.

3. Pick one gap to give 

feedback on. [ONLY ONE]

4. Be helpful and clear.

5. What would your 

business/life/health look like 

if your challenge was solved?

1. What is your 

business/life/health right 

now?

2. What is your biggest 

challenge?

3. What do you want to 

accomplish in the next 6-12 

months?

4. What do you think is holding 

you back?
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Why Businesses & Entrepreneurs Hire LoriAnne
•Trains you to close sales you love while being you

•Increases your bank account and fills your calendar

•Grows your business to be profitable and sustainable

•Aligns your business model, marketing and sales 

strategy

•Scales revenue streams to increase your money

•Understands & manages your psychological dynamics 

around money

•Works with you to have a sales conversation with 

confidence & authority

Contact LoriAnne

Email: LoriAnne@LoriAnneReeves.com

Phone: 281-381-9270

To find out important information like:

How to Work with Me 

Upcoming Events

Programs/Services

Sales Assessment

Have Me Speak to Your Group/Association 

LoriAnne’s Speaker Sheet 

Client Testimonials

…and more…

PLEASE VISIT  

www.LoriAnneReeves.com
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