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THE THREE CS OF CLOSING

Sales success is determined by your ability to close deals with the prospects.  So you don’t
close one sale?  No big deal.  But if your closing rate is on a drastic decline day by day? 
That’s when you you whip our this guide and apply the three “C’s of Closing” in this guide. 

While these are relatively simple, they deeply impact your ability to generate steady
commissions, get a return on investment, and enjoy overall success in sales.

C #1: CONGRUENCY
Congruence is without a doubt the cornerstone of succe ss in sales. It’s the driving
force of the other two Cs, more on those later. 

Congruence lays the foundation for getting every little thing right. It re�ects all your
values combined and sets the standard for how you operate day to day in every
aspect of your life.  This spills over into sales since it affects how you make decisions
as you set out to achieve your goals.

Will prospects want to work with someone who isn’t congruent?: 
Imagine  you are an overweight person, yet you set out to sell �tness to your leads.
Will this be easy for you? No chance.  Similar if you sell �nance, but are in �nancial
straits yourself. No doubt you’ll struggle.

Point is, people have dif�culty trusting someone whose values and character don’t
line up with the product or service they sell.

So if you're selling �tness, show your prospects the results you will deliver by losing
weight and getting �t. 

By being congruent, you are: 

 1. Modelling the results you promote
 2. Stepping into the shoes of the prospect
 3. Completely aware of the pain points they have
 4. Able to relate to what they’ll feel when they take action
 5. Tuned into what their possible objections may look like

When its clear you’ve overcome the same challenges in your own personal life,
you're able to lend certainty to the claim to help others do the same.  Bottom line is,
change has to start with us before we’re able to impart that to anyone else.
That’s why it's essential to become - and stay - congruent.:
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C #2: CONVICTION
Conviction is a by-product of congruency. With conviction, the difference between
having it or not will show up in your close rate. So when you get on a call with a
prospect, the level of conviction you’re able to speak with is 100% determined by the
level of congruence and complete understanding you have in what you’re doing

How Do You Show Conviction?
To portray conviction, you need to be thoroughly convinced yourself that the product
you're selling is going to be best thing for that person, because you've experience
it �rst hand.  What this means is, you understand the pain and how that product,
or a speci�c set of actions, is going to affect that person's personal life.

So remember: 

 1. Speak with undiluted conviction
 2. Believe in what you're saying
 3. Back yourself - and trust that if they take the steps you recommend, they are
     going to see results

When you speak with conviction, people will believe you.  They also begin believing in
themselves. And that is part of sales—it’s convincing someone that what you have will
help them overcome any fear they have that's prevented them from taking that action
in the past.

When you have a certain level of conviction, you’re able to speak with authority.
By asking the right questions, exploring the consequences, and understanding the
pain points along with them - you allow that person to believe that working with you
will be the best choice they can make.

If you’re a shining example of the journey they’re about to embark on, it helps them
believe in themselves and their own chances of achieving the same.   

C #3: CONSISTENCY
It is being committed to congruency, and sticking with your conviction. These
‘three C’s’ all tie together and you can't have one without the others.

Remember, congruence leads to conviction, and conviction leads to consistency.

What’s meant by this is, if you're turning up every day, you're fully congruent. It means
you’re getting on calls with conviction in what you say,  and that self-belief is imparte
to your leads. This makes the people you speak with not only trust you, but also
themselves and the process you present as the best option for them to achieve the
outcome they want.

When these three C’s are aligned is when you become consistent.
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Here’s How You Know You’re Consistent:  

 1. You turn up with the same level of conviction every day on every sales call
 2. You close more deals
 3. You don't ‘yo-yo’ or �uctuate up and down 
 4. You run with the same process every time
 5. You don’t deviate from the script
 6. You see evidence that more people believe in you more often

Consistency is an amazing tool, because when you have it, you get to predict
your income. 

For example, if I'm given ten leads and I close six, with consistency I can predict
that I’ll  do that nine times out of ten. 

In fact, I know I can even do that for the next few weeks or months.

Sure, some weeks, I may get �ve or seven. Still, I am going to consistently hit the
average of six sales, week in, week out.

Consistency is Key

Being consistent with your sales and having an estimated number of calls you
close also enables you to plan your cash �ow.

If you have a clearer picture of your revenue, you can map out how to live your
life in terms of investments and outgoings.

Moreover, keeping a certain level of consistency gives you the con�dence that
you can afford the house, a car, a watch, or anything you want. And if you’re
not into tangible things, you can afford to live the life you want because you’ll
have the time to focus on the stuff you care about outside of work.

When you lock in the ‘three C’s” it’s realistic to work a simple four-hour day, which
allows you to then spend the rest of your day doing what makes you happy.
This can only be achieved with consistency.
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THREE C’S RECAP  

Here they are again, the Three C’s: congruency, which leads to conviction,
which leads to consistency. 

These are the foundation of development. 

Once we get these factors right, it’s easy to develop every other technical aspect
under the sun because we’re turning up every day with the right intention - and
taking the right actions - to reach our goals.
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Transform Your Sales Team,
Increase Revenue and Consistently

Hit Quotas with 7th Level

It’s time to consistently predict and exceed revenue goals. It’s

satisfaction and performance. It’s time to drop the Old Model of
Selling and embrace the New. Don’t let the competition pass you by.

BOOK YOUR DEMO NOW

Hiring an in-person sales trainer is costly and largely

and lasting results in your sales team’s performance.

Book a demo with one of our account executives
today to receive a personalized tour of our platform.

https://7thlevelhq.com/book-demo/


