


Don’t rush to “close”. After you have had a conversation or two, and 

you think you would prefer to work with them, and then ask, “Where 
would you like to go from here?”  

 
You can do this if you are not needy. This switch from need to 

preference is the beginning of confident selling.  
 

Until next time -feel free to contact me with any questions or 
comments.  

 
Your Confidence Coach in Los Angeles, Kathleen Schulweis  
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