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Author’s Note

DEAR READER:

This is the last sales book I’ll ever write. I want to thank you from the bottom of my heart for all you’ve done for me over the past twenty-six years. You have made my other books best sellers around the world, and have truly humbled me by your kindness and loyalty. This specialized publication contains powerful and intense one minute closing secrets I have learned from great master closers everywhere I have given talks. These wonderful individuals have shared their private sales and closing techniques, which I am honored to present to you. This little manual is written in part as fiction, and in a very easy to follow style. It contains exclusive one minute closing insights, and a particular wisdom all master closers adhere to. About two years ago, someone asked me why I would want to produce one more sales reference work, and the only answer I could think of was something I heard in Africa several years ago: “To give life to all that I have learned.” A great master closer once told me, “It takes courage to be who you really are,” and it took time for me to realize I am a closer and truly love the profession. In addition, to be able to put down on paper what others have taught me is truly a blessing. This book is different. It’s intentionally written to be unique, to be novel, and to have a quickened pace. The one minute closing methods presented do work, and they will make you a lot of sales. All master closers know that “you never hitch a race horse to a plow because that would kill its spirit.” I kept that thought in mind while writing, so in all honesty, this text is intended strictly to strengthen master closers and give even more power and spirit to those who have been given the gift of persuasion. I’ve been told privately that I could be risking some creditability by disclosing certain commanding “closes” and closing procedures. Well, I decided if I’m going to share (and, I hope, help others), and don’t give everything I can, then I’ve given nothing.

So, reader, if you want to be a great master closer, then learn all you can from everyone you can, and pass it along. Again, I want to thank all those who believed in me and my work. May God always bless you, and from one master closer to another, the greatest secret in sales, that all-powerful and distinct element no one can destroy, is YOU!

Total success to you all. 

Your friend,

James W. Pickens


Part I

Introduction

It takes courage to have faith, and it takes faith to have courage.

—James M. McCurley, New Orleans, Louisiana

This book is written for master closers by master closers, professionals from fifty-seven countries who wanted to share their secret closing knowledge and truths with other professionals, so they can become even greater masters. 

The sales procedures and one minute closing tips contained in these pages have been gleaned from years of experience and success. Everything presented will help the reader increase his or her sales production by at least 25 to 35 percent. These “jump in sales” percentages have been proven and recorded over the past twenty-six years in actual sales practice and performance.

Most of the teachings disclosed are what master closers have privately kept close to their hearts and never before discussed or passed along to others.

This guide has a sharp focus and directness, with a very unconventional format. There is no story line, hype, or unnecessary sales dialogue. Just “go to” selling and closing facts, arranged in the order of a general international sales presentation. The unveiled closing laws and canons contained in this single-purpose source are unparalleled and not meant for new or timid salespeople, because anyone just starting out in sales would not have the negotiating experience to appreciate and understand half of what is being shared. The actual one minute closes exhibited in this edition have never before been in print. In fact, the closes presented are so dynamic they are guaranteed to get sales, time and time again. There is one close in particular that only a handful of master closers have known about, and this one minute close is so effective that it will make most every customer who hears it purchase.

Now, the best way to begin this book is to first describe the real and everlasting meaning of success. The reason is this: Every master closer who had input or contributed to this literary effort is, today, very prosperous and very successful.

The following document describing success was found in an abandoned monastery, located in the mountains of Mexico, and has been translated into English.

The Secrets to Success

The true secrets to success are not degrees from universities, association with the wealthy, applause from others, or wise business opportunities. The true, everlasting secrets to success are sorrows, disappointments, tears, frustration, and failure. Without these hurtful experiences, no man can honestly know himself, recognize his courage, or respect others. The pillars that support a man’s character, stabilize his spirit, and strengthen his determination develop from adversities and heartache. Without enemies, how can a man cherish his friends? If a man’s dreams are not obtained then how can he understand risk, or face suffering? All men have within them a talent that, when found, creates a boldness that attracts and encourages all, but to find that gift from God, a man must explore, touch the fires of doubt, and sip from the cup of pity. He must build on sand, be foolish, and scar the soul with pride. Then, when all is lost, all is found through a tried consciousness that has grown weary. It is at this point that a man silently reaches out, touches the fingers of hope, and acknowledges that his mansion of success is built on single blocks of stone carved with compassion and cut from quarries only God blesses with power and love.

This document just about says it all: Be yourself, learn all you can, and let the world know you exist.

Master closers are more than salespeople. They are the ones who keep progress and prosperity moving forward, making new ideas worth the risk, and ensuring that the windows of opportunity never shut. Masters know that when you live the way you want, that in itself is success. 

Today, there are many sales books on the market that try to make the art of closing any deal complicated and basically difficult, but sales is not that complex. All sales actually is is an exchange of emotions.

Most people who study sales want to go straight to the heart of the matter and learn new closes and closing methods that will immediately make them money. That’s just normal human behavior. Who wouldn’t want to cut through all the peripheral information to get to what is thought to be the best part? But this is important: If a person doesn’t comprehend the fundamental mechanics of sales, then the greatest one minute closes on earth won’t do any good. They will be used and misused by people who don’t realize their total impact, or they will be delivered in a shallow and confusing manner, which will take away the closes’ intended lasting power. 

In this book, I first share important knowledge I’ve learned throughout my life regarding master closers: how they think and believe, how customers behave and evaluate, and finally one minute closes and one minute closing procedures and how they are executed.

Before addressing the secret sales and closing lessons, I would like to say something concerning master closers. Reader, I have learned over many years and miles that salespeople in this world exist either in the “survival” mode or the “living” mode, meaning some salespeople live from draw to draw, or commission check to commission check, while others earn more than enough money to really live and enjoy life. 

Master one minute closers from around the world realize they need a definite purpose in their lives that makes them want to succeed day in and day out. They understand that if someone doesn’t have that need in their being, that something they are willing to sacrifice all for, then they have never really lived. So many times you hear salespeople say, “I’m going to do this,” or, “I’m going to do that.” Well, the truth is, “I’m agonna” never did anything. That’s why master closers have a mission, and that is to be the best they can possibly be in their profession. Keep in mind, masters try to improve and ascertain new sales information all the time so they won’t someday fail and despairingly fall into that ever-present and haunting “survival” mode.

It’s been accepted throughout history that “you can’t make a silk purse out of a sows’ ear” and “you can’t teach an old dog new tricks.” I’m here to tell you these sayings are some of the worst lies ever penned. People can change, any time they want. Sooner or later, closers realize that it’s their life, their choice, and their responsibility to be all or nothing. Master closers also appreciate that their habits—good or bad—at some point in their lives turn into their character. 

Master closers are extremely competitive, and at heart, risk takers. They understand that any and all progress has resulted from people’s taking unpopular positions and unvalued stands. Therefore, they are not about to surrender their sometimes controversial drive or determination to anyone. Success, to a master one minute closer, is accomplished each day he meets a new customer and convinces him or her to purchase a product that he believes in.

The master is not afraid of living on the edge, or afraid of boundaries, knowing these limitations were created by people who couldn’t see any further. The Japanese have a saying, “The nail that sticks out gets the hammer.” In reality, there is no such hammer, except in people’s own hand hitting themselves in the head and saying, “I’m not good enough,” or, “I can’t make it.” 

Today, in this high-tech world, there is a real need for the enthusiasm and vision of master closers. Customers subconsciously want to be around and associate with people who specialize and invest in the impossible, and master one minute closers are those people.

Reader, in all of my travels, I never discovered one single master closer who, when things were not going right, or heartache ruled a lonely night on the road, didn’t stop believing in himself, and always, when no one was around, asked for help and strength in prayer.

The ABC’s of international business = Always Be Closing. 

—Sir Stewart Williamson, Edinburgh, Scotland

Note: Every company, organization, industry, and corporation in the world depends solely on its sales department to bring in money. All other company departments spend money or take money to run. So in truth, if it weren’t for master one minute closers, there would be no companies. 


Part II

What Master One Minute Closers Know and Understand About Themselves

I can persuade anyone, if first, I persuade myself.

—Sepp Nagle, Munich, Germany

Master closers from around the world, men and women who are absolutely the best in their chosen profession, have contributed the information contained in this book.

Below is a letter that has been translated from German and was circulated throughout the sales department of a major insurance company in Europe.

The Master Closer

A master sales closer is a very complex and controversial human being. He or she is an eternal optimist, gifted with a personality that can inspire, befriend, or make enemies in only a matter of seconds. A master closer is a person who is totally convinced the future brings nothing but good fortune and fulfillment, while at the same time, failing to plan any course of action leading toward that belief. In fact, most master closers have a tendency to spend more money than they make, seemingly ignoring any financial strategies designed to ensure some feeling of security, habitually unconcerned about tomorrow or consequences. Master closers are blessed with a spirit that continually looks for worth and excellence in others, ever alert and ready to encourage, help, or advise, but curiously deaf to their own tenor, unable to forget past mistakes or troubles, silently harboring guilt and regrets. Unnecessary burdens no soul should bear. Master closers are also blessed with an overabundance of love, a pure, giving, and caring attitude all people need. Still, when the charismatic closer looks inquisitively into a mirror, what should be remembered is forgotten, erased by unexpected moments of doubt, apprehensions casting different shades of shadows on resolve, and usefulness, threatening courage itself. Master closers (it should be confessed) are fearlessly independent, living daily in a world most people could never envision, much less endure. Relying only on themselves for success, ever immersed in an atmosphere that has no boundaries, set rules, or horizons. Master closers thrive on excitement and nerve, always persistent, and perpetually living in the now, surviving on opportunities and chance, willingly risking all to perform and persuade. Master closers, in all honesty, pray. They know, honor, and cherish their source of strength. They grow and develop from torments, trials, and humility, embrace hope, defend what’s right, and trust the depth and power of truth. Master closers don’t wear their faith on their sleeve, but live the convictions they hold dear in deeds, words, and understanding; absolutes that radiate more compassion than a thousand hymns. Yes, the master closer is a complex and controversial soul, sometimes wise, sometimes foolish, sometimes boisterous, rebellious, unpredictable, undisciplined, behind schedule, and difficult to figure out. Not surprisingly, with an ego no objection, negative action, or obstacle can destroy, the master closer carries on. Advancing with a sureness and determination few have experienced, or dared. Also, moving and reacting with a definite certainty so passionate, so positive, any standing in the way will be changed forever. Realizing in time that without the powerful master closer, all and any progress, commerce, trade, and expressions of individuality would be tragically frozen in a stagnated society. In truth, if it weren’t for the ventures, enthusiasm, and boldness of master closers, whose imagination invites unlimited possibilities, then all the endeavors of humankind would simply disappear, and the very heart of humankind would soon, without hope, accept surrender.

I sell with my heart, not predictable or scripted words.

—Omar Boco, Johannesburg, South Africa

FACT 1. Master closers know they are good

All professional master closers, no matter what company, organization, or industry they’re in, know for a fact they are good at their job. It doesn’t matter how humble they act, how delusive they seem to be, or how arrogant they are, secretly they genuinely believe there is no one in the world better than they are at selling.

True, master closers are moody and unpredictable, seemingly changing at the drop of a hat, but in reality, within that look of chaos and restlessness, there is a well-founded and stabilizing element called ego. Because of that ego (developed through years of success), master closers keep their attitude positive, even in the bleakest of times, confidently fueled by the knowledge that “I am the best.”

I fight to believe in myself, even when others have given up on me.

—John L. Delainey, Shannon, Ireland

FACT 2. The two major problems master closers must overcome

All master closers, day in and day out, have to be alert and on guard against two lax and careless habits: not holding on to their “can do” attitude and prejudging other people.

To keep an assertive attitude, master closers must simply visualize all of their victories, good days, plans, and accomplishments, not letting anyone or anything interfere with that mind-set. 

Note: Before meeting with customers, most master closers seek solitude by going someplace alone, so there will be no outside situations or persons intruding on their “positive” concentration. Another thing master closers do is stay away from negative people. Such folks cannot contribute in any way whatsoever to another’s heart that is set on success. 

Master closers also must continually resist the temptation to prejudge other people. Nearly everyone judges everyone else before they get to know them. This, of course, is a destructive habit master closers battle against constantly, always wise to the philosophy, “People often hate everything they don’t understand.” Master closers train themselves to look at everyone as a special (one-of-a-kind) individual, one who has his or her own story to tell and one who through personal lessons and experience in life can (if only listened to and understood) contribute valuable knowledge not to be found anywhere else. 

Again, master closers protect themselves daily from anything that could sabotage their positive attitude, and masters look for greatness in others. 

Note: What we don’t like about others is usually what we don’t like about ourselves.

To have people care about you, you have to care about them first.

—Robert Armstrong, London, United Kingdom

FACT 3. For master closers, dreams are tangible

Master closers realize if you have a dream, something in your life you are willing to work for as hard as humanly possible, that dream can and will eventually become reality. There is a German saying, “You’re never given a dream or a desire without the power to make it come true.” This statement is fact. The want for something, if great enough and honorable enough, will in itself generate a power made up of enthusiasm and determination that can overcome any and all barriers, fears, or doubts.

There are many people in the business world who think master closers are not realists, but only dreamers, living in a world of fantasy. The master closer is a dreamer, always thinking that tomorrow will be better than today, that the next customer will buy more product than the one before, that one day, he or she will have his or her own sales team and run it better than anyone could have imagined. Yes, the master closer is a dreamer, always looking ahead and always getting solid sales results.

It should be remembered, if it weren’t for dreamers and their moving force, there would be no new development in commerce. Masters know the people who succeed let their dreams, not their finances, determine their position in life. If a master closer ever stops dreaming and wanting more, that will be the day the spirit of economic hope lowers its head and dies.

I would rather dream, try, and risk all than just survive and regret.

—Bill Olsen, Dallas, Texas

FACT 4. Keep your business to yourself

Master closers keep their business to themselves, and that means both in their professional life and in their private life. Everyone has his own self to answer to. If others are curious and inquisitive, they usually have their own agenda, and it can be pretty well guaranteed that their agenda won’t be beneficial to anyone but them. Master closers know through trial and error that when people ask how they are, of the people who ask, 80 percent don’t care if the master closer has problems, and the other 20 percent are glad he has them. So, with that in mind, master closers simply make it a rule to say “everything’s fine” when asked. 

The master closer who keeps his business close to the vest will always be more successful and confident than the salesperson who lets others know his every thought or feeling, a very foolish practice that only invites gossip, rumor, and speculation, three board members of a very harmful committee.

From some people, I expect cheap shots, but I surely would not contribute the ammunition.

—Lord Esterbrook, Southhampton, United Kingdom

FACT 5. No one knows you but you

When a master closer hears someone say, “I know what’s good for you,” or, “I know you; I think you should do this or that,” he takes it with a grain of salt, because he knows no one knows him better than he knows himself. Master closers let other people know only what they want them to know. It’s their way to be independent, and keep safe their own emotions and beliefs. If a master closer discloses his strong points and weaknesses to practically everyone he talks to, he’s put himself in a compromising position where others have the potential to control. For the master closer, this can only mean disaster, diminishing the power of his sales techniques, which are best presented on his own terms.

If other people think they know you and have figured you out, they can take you for granted, dismiss you, even walk all over you. The world stays curious about things and people it’s not sure of, so as long as the master keeps up a mystique, he can be assured he will not be ignored or neglected. 

Master closers take risks daily to follow their bliss, and reach for their destiny, while taking care to hold their cards close to their vest.

The more advice I follow, the farther I find myself from my goals.

—D. L. Rivera, Mexico City, Mexico

FACT 6. The master closer’s personality is everything

The master closer knows that one’s personality is strictly a state of mind, and he depends on it for survival. A master closer can accomplish and prosper without a higher education, trophies, or for that matter, good health, but never without the radiance of self. The personality one exhibits interacting with others is the key to communication. If one can’t express one’s thoughts and feelings in a way that causes others to listen, take interest, and understand, then all the learning and wisdom in the world are of no use. 

People like others who make them feel good, who make them laugh and feel important and respected. An outgoing, friendly, diplomatic personality will do just that. To have this kind of disposition one must get into the habit of being sociable and thoughtful. It will take some time, dedication, and concentration, but again that old saying will ring true, “A person’s habits do turn into his character.” And that good character is both achievable and invaluable.
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