Overview:

The Sales Training Webinar, led by Eric Lofholm, focused on enhancing closing skills and
overall sales performance. The session began with an introduction to Closing Mastery,
highlighting the notion that closing is a learned skill that anyone can improve, supported by
Erics personal journey from a bottom producer to a top performer. Key topics included
effective sales techniques, such as strategic storytelling and the importance of a service-
oriented mindset, alongside practical models and scripting methods for structuring sales
presentations. Participants learned strategies for successful closing, including the
Transition, Body, and Final Close structure, as well as best practices like defining outcomes
and delivering benefit-driven sessions. The webinar wrapped up with an introduction to
Eric's extensive Sales Mastery System, which includes a 17-module course, a two-day
bootcamp, and other resources designed to elevate sales skills, encouraging attendees to
document their processes and outline their closing strategies for improved results.

Notes:

Introduction to Closing Mastery (00:11 - 12:43). Eric Laughholm
introduces the Closing Mastery class. Closing is a learned skill that
can be improved. Seven golden nuggets for closing in any market.
Importance of skill-building in sales. Eric's personal story: from
bottom producer to top producer. Endorsements from industry
leaders

Sales Techniques and Mindset (12:43 - 23:19). Strategic storytelling
as a persuasion technique. Making clear requests in sales. Group
selling effectiveness. Sales equals service mindset. Language as a
precursor to action. If you want something, go get it philosophy

Sales Models and Scripting (23:20 - 31:41). Three-step sales
system: Sales Model, Sales Mountain, Sales Script. Importance of
documenting sales process. Sales Mountain: outline for effective
sales presentation. Scripting components of the close. Repeated
Yes Technique for building momentum

Closing Techniques (31:42 - 40:32). Transition, Body, and Final
Close structure. Making a list of closing components. Putting
components in order for a closing outline. Scripting out each
component. Importance of preparation in sales presentations

Closing Best Practices (40:32 - 48:49). Defining outcome prior to
sales presentation. Stage selling: selling to the next step. Delivering
benefit-driven presentations. Asking for the order and being silent.
Success stories of clients implementing techniques

Eric Lofholm's Sales Mastery System (48:52 - 59:52). Introduction to
the 17-module course. Membership website and bi-monthly Zoom



trainings. Two-day bootcamp offer. Pricing: $397 or ten payments
of $50. Bonus: 30-minute one-on-one coaching session for quick

sign-ups

Action items:

* unassigned. Email Eric for notes from the meeting on October 17
(03:27). Document the sales model from lead generation to sale
(40:50). Create an outline for sales presentations (41:52). Script out
each component of the close (45:54). Define the outcome prior to
sales presentations (47:07). Register for Eric's Sales Mastery
System (57:18)



