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ADAM CMEJLA CLOSING SCRIPT SAMPLE

	Before getting to the close, I ask the following: 

"Is there anything else that is really important to you that we haven't covered in this conversation or that you haven't shared with us?"

(That answer is almost always "no" but it keeps them in control of the conversation, feeling empowered and collaborative). 

"Great. Mr/Mrs. Prospect, as I mentioned in the beginning of our conversation, I wanted our time today to be spent sharing with you ways we can add value to the plan that you already have in place and put some context around how we can serve you. Our planning process is meant to align action with intention, and based on the goals and information that you've shared with us thus far, we believe that the implementation of the strategies, concepts, and solutions that we've presented here to you today accomplish that in a very effective way."

"To help deliver the value and progress that you're looking to make—personally, professionally, and financially—I'd like to share more about how our fee schedule works with clients such as yourselves."

<<insert fee schedule conversation>>

"As I also mentioned in the beginning of our conversation, there's no hard sell in this meeting. No awkward pause, waiting for you to say "yes" or "no." We know this is a big decision, and we want you to feel comfortable taking time to talk through the process thus far and whether there's alignment of expectations between us and you. Everything that we've shared with you today will be sent to you/given to you at the end of the meeting (depending on whether it's virtual or in-person)."

"In the spirit of accountability and progress, if we haven't heard from you in 2 weeks, would you mind if we compared calendars and put a quick, 15-min follow-up call on the calendar to see if there are any additional questions and determine if it makes sense to work together? Great!"

<<compare calendars and write down the date>>

"Thank you very much, Mr./Mrs. Prospect. We want you to have all the information you need to make an educated and informed decision. If you have any questions between now and when we chat on <<date of follow up>>, please feel comfortable letting us know. In addition, if you know before our scheduled call whether you'd like to take the next step and engage with us, please feel comfortable letting us know either way. If it's a "yes" the next step in our process is <<insert next step here>> (Adam's note: prospects LOVE to know what's going to be next. It demonstrates professionalism (that you actually have a process) and removes the unknown, which helps them feel comfortable making a decision).

"If it's a 'no', that's ok as well—we know we're not the best fit for everyone."

"Regardless, we've most certainly enjoyed the time we've spent together thus far and appreciate the trust and confidence you've placed in our firm and we look forward to hearing from you again soon."
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