
 Have you ever used the “used-
car salesman” close? You know the 
one: The customer asks for a bet-
ter price, and you say, “I’ll be right 
back; let me talk to my manager 
and see what we can do.” If you 
have, you’re responsible for killing 
your store’s profitability.

Think about it. When you run to 
a manager or an owner, the client 
thinks you’re going to help them 
out on the price. Now the client is 
expecting you to come back with 
a lower price. If you don’t, you’ve 

let them down, and chances are, 
you’ve killed the sale because the 
client’s expectation wasn’t met. 
On the other hand, if you do come 
back with a lower price, you not 
only make the store less profit, but 
the next time the client comes in, 
he’s going to expect you to come 
down on price again. He’ll say, 
“I’m a really good client; you can 
take more off than that.” So now 
to keep him, you have to slash the 
price every time.

On the other hand, if you don’t 

negotiate, it shows that your integ-
rity — both as a salesperson and as 
a store — is in your price. It shows 
that you believe in the price, and 
that the jewelry is worth the price. 

So, after you’ve worked to drive 
up the value of the item by using 
value-added statements through-
out your presentation, when it 
comes time to say the price, look 
the client square in the eye. This 
shows the client that you believe in 
the price.  And follow up the price 
with a close — don’t leave the sale 
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open. Closing the sale right after 
you say the price tells the client 
that you think he can afford it and 
you think he should have it.

Now, suppose the client asks, 
“Is this your best price?” or “What 
is your cash price?” Adopt a poker 
face (don’t flinch) and with a smile, 
say, “Yes. The price is the same 
if it’s credit card, cash or check.” 
Then follow up with, “So how do 
you want to take care of this?”

Don’t walk away. Try everything 
else first. Clients think the more 
expensive an item is, the higher 
the markup and the more you can 
take off. Actually, just the opposite 
is true. Don’t show them you’re 
willing to sell it for less. Close it for 
the price that’s on the tag.

I’m not saying let the client walk 
if they want to negotiate a little, 
but learn the correct technique 
so you’re not walking away like 
a used-car salesman. Use your 
knowledge, professionalism and 
selling skills to maintain your 
store’s profitability.
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