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ABOUT THE AUTHOR

CEO of “Sales Maven”, an organization dedicated to 
authentic selling, Nikki Rausch has the unique 

ability to transform the misunderstood process of 

“selling”. 

With 25+ years of experience selling to such 

prestigious organizations as The Bill & Melinda 

Gates Foundation, Hewlett-Packard, and NASA, 

Nikki shattered sales records in many industries, 

receiving multiple “top producer” awards along the 
way.

Today, entrepreneurs and small business owners 

from a wide range of disciplines hire Nikki to show 

them how to sell successfully and authentically, 

without being pushy or “salesy”.

An engaging and sought-after speaker, she shares 

the secrets of her sales success through 

illuminating keynote addresses and business-

changing workshops. Her robust Sales Maven 

Society ignites game-changing outcomes for clients. 

Nikki’s popular books are available at Amazon. “The 
Selling Staircase”, “Buying Signals” and “Six-Word 

Lessons on Influencing with Grace” are excellent 
resources for those unable to attend her live 

speaking engagements, coaching groups, or 

workshops.

And her podcast, Sales Maven, can be found on 

your favorite podcast platform..

© Sales Maven 2021  |  www.YourSalesMaven.com  |  (360) 509-6399 2

MEET NIKKI RAUSCH, SALES MAVEN

Ways To Work With Nikki:

• Private 1:1 Coaching: 

tailored specifically to 

you and your business

• Sales Maven Society: 

sales training & direct 

access to Nikki in a 

membership platform

• Master Class: live 

virtual workshops

• Sales Strategy 

Session: 50-minute 

sessions over Zoom

https://www.facebook.com/yoursalesmaven/
https://www.linkedin.com/in/nicolerausch/
https://twitter.com/yoursalesmaven


TABLE OF CONTENTS

Chapter One: Fumbling the Close4

5

4

© Sales Maven 2021  |  www.YourSalesMaven.com  |  (360) 509-6399 3

7

12

4

14

Chapter Two: Lead the Closing Process

Chapter Three: Ask for the Sale

Chapter Four: Wait

Chapter Five: The Next Step



Are you fumbling the close in the selling process? Rest assured, 

you’re not alone. Being proficient at closing sales is one of the 
most requested skills I’m asked to teach. This is a hot topic of 
discussion in the Sales Maven Society (my paid membership 

group where entrepreneurs receive direct access to me to learn 

my step-by-step approach to selling).

You can have the best product/service and you can even have 

the best price and still struggle to make money when you don’t 
know how to close the sale. Like most things, there’s a structure 
to the closing process. Once you understand the structure, 

closing gets easier.

Let’s break down the 3 Secrets of the Closing Process into 3 

easy steps so you’re able to start applying this to your client 
interactions.

1. Lead the Closing Process

2. Ask for the Sale

3. Wait
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FUMBLING THE CLOSE
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First, remember, you’re the expert and it’s your job to take the 
lead in the closing process. You have to know where you are in 

the sales process and what comes next. People who wait for the 

prospect to take the lead in the selling process often never 

close the sale.

Lewis Carroll wrote in Alice’s Adventures in Wonderland, “If you 

don’t know where you’re going, any road will take you there.”

You’ve done the work, now you have to stand in your place of 
power and credibility. 

It’s like the childhood game, follow the leader… and guess 
what!? YOU are the leader. 
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LEAD THE CLOSING 
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This is the time when you set aside any internal dialogue (critic) 

causing you to feel unsure or unsteady in what to do next.

Relationship selling isn’t about you. It’s about the client AND it’s 
your job to help them get what they need/want. In order for 

that to happen, you’ve got to take the lead and earn their 
business. 

Your potential client is looking for you to be the expert. 

Therefore, stand in your place of power and credibility and lead 

the prospect through the process. One way to do this is to 

recommend what you know they need, not what you “think” 
they can afford.
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Once you’ve given pricing or provided a proposal, you must ask 

for the sale. There are a few possible ways to ask for the sale 

depending on the situation. 

For those who don’t know what to say or how to ask for the 
sale, here are several scenarios and options to choose for your 

closing language.

Scenario: You’ve Given Pricing
“Is that something you’d like to move forward on/get ordered?”

Scenario: You’ve Laid Out Options
“Based on these options, which do you prefer?”

Scenario: You’ve Been A Resource
“What would it take to earn your business?”

Ask for the sale.

In each scenario above, it’s your job to get the “ask” language 
out of your mouth. Many people will not decide to work with 

you until you ask them.

© Sales Maven 2021  |  www.YourSalesMaven.com  |  (360) 509-6399 7

ASK FOR THE SALE

https://www.facebook.com/yoursalesmaven/
https://www.linkedin.com/in/nicolerausch/
https://twitter.com/yoursalesmaven


“Have you ever psyched yourself up to talk about your 
product/service and then chickened out at the last second?” 
Maybe you were worried you’d come across as salesy or pushy. 
As a result, you held back from talking about your 

product/service. More importantly, you didn’t ask for the sale.

First Things First: Most of us walk around with an unconscious 

mindset of, “The world revolves around me. Everything that 
happens somehow is about me, for me or because of me.”

Maybe you’ve found yourself in a situation where someone 
made a comment you assumed was about you, only to find out 

later it had nothing to do with you.

When you show up concerned about coming across as too 

pushy and then hold yourself back from talking about your 

product/service, you’re actually thinking about you. The reason 
this is a problem is because the person you're in conversation 

with, is thinking about themselves. They often decide, the 

reason you didn’t invite them to do business with you has 
something to do with them.
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They’re not putting two and two together and realizing you’re 
chickening out because you don’t want to come across as salesy 
or pushy. They think the reason you didn’t invite them to 
become a customer has something to do with your opinion 

about them.
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ASK FOR THE SALE

When you don’t invite people to do business with you, you 
open the door for inaccurate conclusions to be drawn by your 

customer as to why you don’t want their business.
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Here are some real-life conclusions I’ve heard from people who 
didn’t get asked for their business:

“She doesn’t think I can afford it.”
“I’m not her type of customer.”
“She doesn’t think her product/service will work for me.”
“He’s too busy to take on new clients.”
“He’s not interested in working with me.”
“My order isn’t big enough for him to even waste his time.”
“She doesn’t like me.”

Chances are none of these conclusions are true. The person 

concerned with coming across pushy or salesy is so caught up in 

how the situation relates to themselves; they don’t take into 
consideration how the other person may interpret the lack of 

invitation to do business. Remember, most of us think, “It’s all 
about me, why didn’t she/he ask me for my business?”
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The best thing you can do in these situations is invite people to 

do business with you. It may be scary and uncomfortable, and 

yet, it keeps the relationship on good terms. When you don’t 
ask, you leave people wondering why you didn’t ask, and then 
inaccurate conclusions are formed.  Do you want people 

thinking you don’t like them, or you don’t believe that they can 
afford your product/service?

Ask for the sale!
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Once you’ve asked for the sale, now you wait. You’re not 
allowed to say anything else until your prospect responds. 

People who keep talking after they’ve issued the close language 
will likely talk themselves out of the sale. So with lots of care 

and kindness, I’m telling you to Zip It.
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WAIT

You’ll know what to do next based on the response of your 
prospect. More than likely, this is where you accept money for 

products/services. You’ve closed the sale.
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Instead of handing you money, did the prospect hand you an 

objection?

Here’s some language to help you circle back and take the lead.

“If we were able to overcome (the objection), would you be 
interested in moving forward?”

If they say, “I need to think about it.” Then you say, “Great. 
About how much time do you need? Let’s go ahead and 
schedule a circle back call now so we can get your questions 

answered and talk about best next steps for working together.”

Follow-through. Get a call scheduled on both of your calendars 

before ending the conversation. When you follow back up, 

you’ll likely walk right back through the closing process one 
more time.

You’ve got this!
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Closing a sale takes practice, and like a muscle, the more you use the 

skills and techniques you’ve learned here, the easier the process will 
be for you. A Sales Maven Society Member recently reported how she 

was able to book two new clients just by using this process at a 

networking event she attended. She’d never booked clients at events 
before. One thing I know to be true is #ImplementorsGetResults. 

In case you’re still uncomfortable with asking for the sale or any part 
of the selling process, maybe it’s time we had a conversation. Scroll to 
the next page for easy access to schedule a call.

And if you know you’re ready to dive in and start working together, 
join the Sales Maven Society now. You’ll be shown my step-by-step 

approach to relationship selling so you start closing more business 

now. 

People waiting to hire a sales coach until they have more sales are 

missing the point. Reach out and get the help you need now so you’re 
able to maximize every lead coming your way.

Stop leaving money on the table.  Get out there and do what it takes 

to build your business.

I’m cheering you on!
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Schedule a 

complimentary 

Selling Strength 

Assessment!
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Learn what’s 
working & what isn’t 

in your selling 
process. 

Click to schedule a complimentary 

Selling Strength Assessment with Nikki:
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