Recruitment- Closing the Sale

To successfully recruit adults you need to talk to people! But many people are wary of taking the plunge and committing themselves, though we know once they try Scouts they will like it!

When talking to people they may put up barriers and you need to over come these- this is closing the sale!

 

The art of closing is varied and tricky. To work effectively it involves both thought and good listening skills. One word or suggestion can be all it takes. Closing the sale can mean the difference between a new Leader or Executive member or not recruiting at all!

As everyone is different, each lead needs to be treated differently and a different approach used, everyone has a different motivation to help and this needs to be remembered when talking to prospective leads.

 

Closing can either be a sudden “How much time can you give?” moment or a gradual process of closing and getting feedback. By asking questions that check the thoughts of the prospective helper, and listening to the answers, you can gradually obtain all the information needed to close.

 

Questions like:

· “Were you ever in Scouts or Guides?”

· “Did you enjoy Scouts when you were younger?”

· “What do you think?”

All make small steps towards closing, as well as potentially revealing information that will make closing easier.
 
E.g. “Is that what you are looking for?”

Or “What would you like to do?”

In a case such as this, the small steps reveal any worries that the respondee may have, which can then be addressed in or before the closing. This is often the barrier that stops people committing themselves.

"Sometimes, a lead will close
‘the sale’ themselves"
If that does not happen below are some points that will help you get closer to closing the sale.

Remember!

· Never jump in with do you want to be a Leader?

· Know your objectives before you speak.

· Prepare – Know what positions are available and have details of meeting nights etc

· Be consultative – Sell a solution to the lead’s needs. They work shifts and they can do Scouts 3 out of 4 weeks- this is still an excellent result.

· Ask “Why” questions to find out what your ‘lead’ wants from volunteering.

· Be confident and enthusiastic, without being arrogant!

· Be empathetic and understanding; give the lead your personal touch!

· Listen to what the lead says note down all relevant information for reference later.

· Overcome rejections with questions. Not a sales pitch. They do not like camping- Don’t worry we have other Leaders for that.

· Gradual closing, checking questions will work better than a single blunt close.

Below are some alternatives for ‘closing the sale’ which are appropriate when talking to ‘new leads’. These are taken from sales training manuals and can be adapted when speaking to potential recruits.

But remember to treat everyone differently and adjust the close to suit the person you are talking to.

Close/Closing 
In modern selling, even using the traditional Seven Steps process, every sales person's aim should be to prepare and conduct the sales process so well that there are few, if any objections, and no need for a close. 

This is the same for recruiters:

Below are various methods and points to close a sale that can be adapted to recruiting. 

· The best close is something like "Are you happy that we've covered everything and would you like to try it?" or simply "Would you like to go ahead?" use this after talking to a parent etc

· In many cases, if the sales person conducts the sale properly, the prospect will agree to help themselves, and this should be the another aim for the recruiter- it's civilised, respectful, and actually implies and requires a high level of professionalism 

· The manner in which a close is concluded depends on the style of the decision-maker - watch out for the signs: 

No-nonsense people are likely to decide very quickly and may be a little irritated if you leave matters hanging after they've indicated they're happy. 

Cautious people will want every detail covered and may need time to think, so don't push them, but do stay in touch and make sure they have all the information they need.

Friendly types may actually say yes before they're ready, in which case you need to ensure that everything is suitably covered so nothing can rebound later 

· Avoid this one - the traditional golden rule was always to shut up after asking a closing question, even if the silence became embarrassingly long - (a who-talks-first-loses kind of thing) - use them at your peril: 

· The alternative close: for example - "Would you like to visit us next Tuesday or next Friday?"  This more likely to work.

· The challenge close: “Do you think you’re up for the challenge?” e.g. the responsibility, the outdoors etc 

· The sympathy close: "I know you have some reservations that we can't overcome right now, but I've got to admit that you are ideal for Scouting and your help would be invaluable - and I promise you we'd be able to sort out the times once I speak to the GSL" 

· The puppy dog close/puppy dog sale: "Let me leave it with you (flier/brochure) and you see how you get on with it..." 

· The last ditch close: (The recruiter packs his case and goes to leave, but stops at the door) "Just one last thing - would you tell me where I we went wrong - you see. I just know this is right for you, I feel almost guilty that I've not sold Scouting to you properly.”

· The pro's and con's list: "I can appreciate this is a tough decision - what normally works is to write down a list of all the pro's and con's - two separate columns - and then we can both see clearly if overall it's the right thing to do..." 

· The elimination close: "Perhaps I've not explained this very well - can we take a moment to go through all the benefits and see which one is holding us back from proceeding?" (At which the recruiter lists all the benefits - the positives, and runs through each one to confirm it's not that one which is causing the problem, crossing a line through each as he/she goes. When he/she crosses the last one out he can claim that there really seems to be no reason for not going ahead...) 

The key to successful recruiting is overcoming people’s barriers to committing themselves to helping

