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H ow do you close a 
bridal or anniver-
sary ring sale when 

you know that the woman is 
making the decision on the 
product, but the man is the 
one making the purchase? You 
have to make two presenta-
tions at the same time — one 
that delivers peace of mind 
and freedom from risk (for 
him), and one that delivers on 
style and sentiment (for her).

Let’s say you’ve gone 
through your presentation 
and sold cut, clarity, color and 
carat weight, and explained 
the lab report, and the man is 
satisfied with the diamond. 
The presentation is just get-
ting started. The woman 
wants to look at different 
shapes, try it on, take pictures 
with it and wear it.

After you’ve built the rela-
tionship, ask selling-specific 
questions to both the man and 
the woman to find out exactly 
what they want. Eventually, 
you’ll know from conversation 
that the price is right, the dia-
mond is correct and she loves 
the mounting. Now you’re in 
the 30-second window when 
it’s time to close the sale and 
the woman’s made up her 
mind. Sometimes you have 
to ask the wearer of the ring 
the proper questions so that 

CLOSE 
THE RIGHT 

PERSON
He needs to hear her say “yes” before 

he’ll feel confident to buy.

the purchaser of the ring can 
hear answers to give him self-
confidence to buy. You use the 
woman to help close the man.

Make sure she is wearing 
the ring when you ask these 
questions, and that she‘s look-
ing at the ring during the con-
versation. He is going to hear a 
series of questions from you to 
which she will answer, “Yes.”

Do you love this ring? Yes.
Would you want to wear 

this ring all day, every day for-
ever? Yes.

Would you like to leave 
with this ring today? Yes.

Does it feel right? (If not we 
can size it.) Yes.

Is this the diamond of your 
dreams? Yes.

He has heard five yeses. 
Now you can look at him and 
say, “She’s found the ring and 
diamond of her dreams.” This 
keeps him from saying, “We 
need to leave and discuss this.” 
She’s made up her mind; this 
is the one she wants. Based on 
the answers she’s given, she 
wants to leave with it. My close 
here would be, “While we’re 
wrapping this up, how would 
you like to take care of this?” 
You should use a close that’s 
correct for your selling profile.

Quit closing the wrong per-
son. Sometimes you have to 
close the wearer first to close 
the buyer.
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