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Why do people use the term ‘closing 

a sale’? 

 

In this Vlog, Grant Leboff explains 
why it’s the worst possible term you 

could ever use. 
 

Why do people use the term 

‘closing a sale’? 

 

It’s the worst possible term you 

could ever use. Sales are never 

closed. 

 

Actually. If you think about sales 

as a process, what sales is, is a 

series of commitments and all you 

are ever doing is trying to take 

your prospect or your customer 

to the next commitment. 

 

So, for example, you might 

exchange messages on LinkedIn 

and that might lead to a 

commitment to have a SKYPE call. 

You then might have a SKYPE call 

and that might lead to another 

commitment to have a meeting. 

That meeting might lead to 

another commitment of a bigger 

meeting with more of their team 

involved, and then that meeting 

might lead to a commitment for 

them to order from you for the 

first time, but at that point you 

haven’t closed the sale, because at 

that point you want another 

commitment which will be a 

repeat order, another product 

that they may order from you. So, 

in other words, all you’re ever 

doing is moving to the next 

commitment. 

 

And what’s interesting is by 

thinking of it as a commitment, 

the commitment just isn’t one 

way. When you think about the 

sales being closed, then what you 

often think about as you closing 

the customer, but when it’s about 

commitments, there are 

commitments from both parties. 

In other words, my customer may 

commit to having a SKYPE call 

with me at 3:00, but I also commit 

to be on that call and my 

customer might commit to 

purchasing for the first order, but 

then I’m committing to delivering 

that of a certain standard and 

value that they expect. So, 

commitments always go two ways 

and actually, commitment is a 

good benchmark for sales, 

because we’ve all experienced 

that prospect who we think might 

buy, but keeps messing us about 

and never really does, but actually 

if you think of the process as a 

series of commitments, you then 

ask yourself, what is their next 

commitment? 

 

If you have a prospect who 

continually won’t commit to the 

next meeting or the next proposal 

or whatever it is that you want 

them to do, then they’re probably 

never going to buy from you and, 

therefore, they’re not committing, 

that’s a good time to get out. 

 

Think of sales, in a way, as a game 

of catch. If you throw the ball to 

someone, they have to throw it 

back. If you throw it and they just 

let it drop to the ground, you 

have to go and pick it up and start 

again, eventually it just gets dull. It 

just gets boring. And that’s a good 

time to perhaps end that 

relationship. 

 

© Copyright, Grant Leboff 
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Important Notice 
© Copyright 2018, Bizezia Limited, All 

Rights Reserved 
 

This article appeared in Better Business 

Focus, published by Bizezia Limited (“the 

publisher”). It is protected by copyright law 

and reproduction in whole or in part 

without the publisher’s written permission 

is strictly prohibited. The publisher may be 

contacted at info@bizezia.com (+44 

(0)1444 884220). (Some images in this 

article are taken from Creative Commons – 

such images may be subject to copyright. 

Creative Commons is a non-profit 

organisation that enables the sharing and 

use of creativity and knowledge through 

free legal tools). 

 

The article is published without 

responsibility by the publisher or any 

contributing author for any loss howsoever 

occurring as a consequence of any action 

which you take, or action which you 

choose not to take, as a result of this 

article or any view expressed herein.  

 

Whilst it is believed that the information 

contained in this publication is correct at 

the time of publication, it is not a substitute 

for obtaining specific professional advice 

and no representation or warranty, 

expressed or implied, is made as to its 

accuracy or completeness. Any hyperlinks 

in the article were correct at the time this 

article was published but may have changed 

since then. Likewise, later technology may 

supersede any which are specified in the 

article. 

  

The information is relevant primarily within 

the United Kingdom but may have 

application in other locations. 

 

These disclaimers and exclusions are 

governed by and construed in accordance 

with English Law. 
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