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Appendix B

Tool Box
B-1. The toolbox is a collection of proven tactics, techniques, and procedures

that can help you establish and refine critical areas such as telephone intro-

ductions, establishing rapport, how to use fact-finding and open-ended ques-

tions, overcoming obstacles, and trial closes. The examples may be similar to

what you use now, but this appendix will also explain the psychology behind

why we use them. Memorizing scripts is good, but it’s equally important to un-

derstand how they affect your audience.

B-2. You don’t need a degree in psychology to understand human nature. All

you need to understand is what makes people feel good. Generally speaking,

people react favorably when you show them respect by addressing them by

name, complimenting them on their achievements, or showing them special

favor or treatment. Basically, if you treat people the way you want to be treated

you will always be received favorably. Remember, a first impression is a lasting

impression, whether it be face-to-face or on the telephone. The examples used

in this appendix are time tested and should be customized to fit your personal-

ity and market.

B-3. Your introduction should be pleasant, upbeat, and delivered with a telephone

smile. How you say something is just as important as what you say. You want

every prospect to feel like they’re the only person you’ve called today. Keep in

mind that your phone call was not anticipated and is an interruption. It’s just

common courtesy to let the person know up front who you are and what you rep-

resent. A good standard opening line is, “Good afternoon. I’m SGT Ring, and I

represent the US Army. May I speak with John, please?”

B-4. Once you get your lead on the phone, it’s important to establish rapport.

Establishing rapport on the telephone is a little more difficult than in person,

but can be done by asking the proper questions. Remember, rapport is nothing

more than trying to create an atmosphere of mutual understanding, trust, and

agreement between you and the prospect. To do that you must first “break the

ice” by initiating the conversation with a simple statement such as, “John, I’m

glad I caught you at home. I understand you recently graduated from West

Undershirt High School, is that right?” Once you receive their response, follow

up with a statement such as, “Well, on behalf of myself and the US Army, con-

gratulations on a job well done.” This simple introduction established the fact

that you know something about the person and you are proud of their achieve-

ment. It puts them at ease and makes it easier to ask fact-finding questions

such as, “So John, what have you been doing since graduation?”

B-5. Now that you see how this works, study the examples on the following

pages.

INTRODUCTORY SCRIPTS



B-6. Once you’ve introduced yourself and established rapport, it’s time to ask

some open-ended, fact-finding questions. For example: “So, John, what are

your plans after graduation?”
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Examples of prospecting phone calls

“Good afternoon. I’m SGT Ring and I represent the U.S. Army. May I speak

with John, please? Hi John, how are you today? I understand you’re a senior

at West Undershirt High School.”

“Good morning. I’m SGT Ring and I represent the U.S. Army. May I speak with

John, please? Hi, John. This is SGT Ring with the U.S. Army. I understand you

recently graduated from West Undershirt High School.”

“Good evening. I’m SGT Ring, and I represent the U.S. Army. May I speak with

John, please? Hi John. This is SGT Ring with the U.S. Army—how are you

today? John, the reason I’m calling is I just received the results of the ASVAB

test you took in school and noticed you’re planning to serve in the military.

That’s great! Let me be the first to congratulate you on your decision.”

“Good afternoon. I’m SGT Ring, and I represent the U.S. Army. May I speak

with John, please? Hi, John. This is SGT Ring with the U.S. Army—how are

you today? John, I understand you’re a freshman at State University.”

“Good evening. I’m SGT Ring, and I represent the U.S. Army. May I speak with

John, please? Hi, John. This is SGT Ring with the U.S. Army—how are you

today? I was recently talking with Mrs. Black, your guidance counselor, and

she said you might be interested in some of the programs offered by the Army.”

“Good afternoon. I’m SGT Ring, and I represent the U.S. Army. May I speak

with John, please? Hi, John—this is SGT Ring with the U.S. Army. How are

you today? John, I just received the results of the ASVAB test you recently took

at your school, and would like to congratulate you on your score. I under-

stand you are planning to attend college. Is that still true?”

“Good afternoon. I’m SGT Ring, and I represent the U.S. Army. May I speak

with John, please? Hi, John—this is SGT Ring with the U.S. Army. How are

you today? John, I just received the results of the ASVAB test you took at

school. I was wondering if anyone from your high school has offered to dis-

cuss your scores?”
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The phone call: Questions and responses

•Lead response: I’m interested in joining the military.

“John, I applaud you for the decision you made to serve our country. I’m

sure you have a military branch in mind, but I’d suggest you check out

other services before making your final decision. I’d like to show you what

the Army can offer. Can we get together on _______ or would _______ be

better for you.”

“That’s great, John! Exactly what is it you want to do in the military? Did

you know the Army has over 180 different jobs to choose from? Some of the

jobs come with a substantial cash bonus and money for college. I would like

to discuss these opportunities with you in more detail. Can we get together

on _______ or would _______ be better for you.”

• Lead response: I’m looking for skill training.

“John, the Army has some dynamic programs that offer guaranteed skill

training and educational assistance for college. I would like to meet with

you to discuss how these programs can help you reach your goals. How about

meeting with me at _______ or ________? Which would be better for you?”

“John, the Army is one of the most trusted and respected organizations in

this country. Our skill training, education, and incentives are the best of

any service, and have helped many achieve their education and career

goals. I’d like an opportunity to show how the Army can help you achieve

yours. Would _______ or _______ be better for you?”

• Lead response: I need money for my education.

“John, the U.S. Army has a program called the GI Bill which can offer you up

to $_____________ for college. This program, combined with other educa-

tional programs the Army offers, will allow you to pursue your educational

goals. I would like to discuss these programs in detail with you and show

how you can obtain your degree at little or no cost. May I see you at __________

or would _________ be better?”

“John, the Army offers the GI Bill which will guarantee you up to $__________,

plus numerous other education programs that will allow you to attend col-

lege with little or no cost to you. I would like to meet with you to discuss

these programs in greater detail. Can we meet on_____________ or would

___________ be better?”

• Lead response: I want to be a leader.

“John, I understand you contacted the Army’s Web site, and are interested

in becoming a leader.  The Army has many challenging leadership opportu-

nities along with the training you need to become a problem-solver, teacher,



B-4

USAREC Manual 3-01

B-7. Now that you’ve contacted the lead, established rapport, and discovered their

area of interest, it’s time to ask for the appointment. Remember, this person was

not expecting your call and may hesitate to agree to an appointment, so it’s good

to use the two-choice close. Offer a choice of date, time, and location to give them

some say in the decision. “John, I’d like to show how the Army can help you

achieve your career goals. Could we get together Tuesday at 4:30, or would Wednes-

day at 3:30 be better for you?” When the person chooses a date, let them also

determine the location by asking, “John, would you like to meet at your house, or

would the recruiting center be better?”

B-8. Obstacles can appear at any time during a telephone conversation, but are

most likely to come up when you ask for the appointment. People are normally

reluctant to agree on anything during a short telephone conversation. They may

Questions and responses (continued)

 and leader of the team. I would like to discuss this with you in more detail.

Can we get together on _______ or _______? Which would be better for you?”

• Lead response: I need income and security.

“John, the Army offers employment in over 180 different and exciting jobs

that will provide you with the security and financial stability you’re look-

ing for. In addition, the Army provides excellent health care benefits for

you and your family. I’d like to sit down with you and show how the Army

can benefit you and your family. Would _______ or _______ be better for

you?”

“John, the Army is definitely an option you should consider. It has a com-

petitive starting salary, full benefit package, educational and cash incen-

tives, and unmatched skill training. I would like to show you how the

Army can help you achieve your career goals. Would _______ or _______

be better for you?”

• Lead response: I want to do something exciting and different.

“John, the Army is an adventure in itself and offers a wide range of excit-

ing jobs plus the opportunity for worldwide travel. I’d like to visit with you

and discuss the many adventurous opportunities available. Would _______

or _______ be better for an appointment?”

“John, did you know the Army is a diverse organization that offers world-

wide traveling opportunities? The Army has bases in many countries and

gives you the opportunity to experience their cultures and languages first

hand. I would like to discuss these opportunities with you in more detail

and show you how they may be your passport to the world. Would _______

or _______ be better for you?”
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create obstacles to simply slow down the process or get more information. In ei-

ther case once you understand their real objection, make sure you answer it

clearly and as briefly as possible. Check to see if the obstacle is a smokescreen —

use the techniques discussed in chapter 11,  Army Interview. Never argue with

or attack anyone you’ve called or their family members, regardless of the topic.

Anger and sarcasm, even if justified, can give you and the Army a bad name.

Even if you win the argument, you will lose the appointment and any referrals

you might have obtained.

B-9. Use the telephone to contact leads, create interest, and get an appoint-

ment. You cannot enlist anyone on the telephone, so keep the conversation

brief. Don’t try to convince someone who has made it quite clear they are not

interested. Politely thank them for their time, ask for a referral, and try to estab-

lish a follow-up date. Make sure you end all your calls on a positive note. If the

prospect should change their mind —as they often do —they will feel more

comfortable speaking with you. The following are examples of obstacles and

how to overcome them.

 • Obstacle: Call me later.

“John, I understand you’re busy right now and can appreciate your

full schedule. Rather than me calling you back, let’s schedule a

time to meet. Would ______ or _______ be better?”

“John, I would be glad to call you back at a later time. Should I call

back at _______ or would ________ be better?”

• Obstacle: Mail me the information.

“John, I would be happy to send you information. However, the Army

offers such a variety of opportunities, it would be impossible for me

to personalize the information. Besides, John, you will certainly

have questions that I could answer much better in person. Can we

get together on _____ or would _____ be more convenient for you?”

• Obstacle: Family or friends had a bad military experience.

“John, I think you will agree that all people will experience some

difficulties in life. Difficulties come whether you’re in the Army or

a member of the civilian workforce. What some people perceive

as a bad experience, others perceive as a challenge or an oppor-

tunity. There are a lot of successful people in business today who

got their start in the Army. It’s okay to listen to your family and

friends, but we’re talking about your future John, not theirs. Don’t

make a decision based on someone else’s good or bad experi-

ences. Make your own informed decision. When can we sit down

and discuss what the Army can do for you. Would _______ be good

or would ______ be better?”

• Obstacle: You’re wasting your time.

“John, what makes you think talking with you about your future

would be a waste of my time?” (Response) “I realize the Army is

not for everyone, but you should be aware of Army opportunities

before you discount the Army as an option. Besides, helping some-

one plan for their future is never a waste of my time. Can we meet
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on _____ or would ______ be better?”

• Obstacle: I already have a good job.

“John, it sounds like you have a great job; but have you given any

thought to long-term opportunities? Do you have job security,

with unlimited advancement and educational assistance? You

know, today’s job market is extremely competitive and volatile.

Without specialized training or education the chances of finding

and keeping a good paying job are not in your favor. I would like

to discuss with you how the Army can provide the training, expe-

rience, and educational assistance that will help you compete in

today’s work environment. Can we get together on _________ or

would ______ be better?”

• Obstacle: I’m not interested.

“John, you must have a good reason for saying you’re not inter-

ested; would you mind telling me what it is?” (Response) “John,

that’s exactly why I’m calling you today. Most people are unaware

of Army opportunities and feel the Army has nothing to offer them.

I’ll bet you can’t think of another organization that will provide

you with state of the art skill training and unmatched education

assistance. If after meeting with me, you’re still not interested, at

least you’ll be making an informed decision. We can meet on

______ or would ____ be better for you?”

• Obstacle: I’m going to college.

“John, that’s great. What are you going to major in?” (Response)

“Have you decided on a college or university yet?” (Response)

“I’m sure you’re aware of the rising cost of a college education,

even in state schools. Have you thought about how you’re going

to pay for your education? John, I’m glad I called. The Army has

educational assistance programs that can virtually pay for your

college education. That means no student loans to pay back af-

ter you graduate. That may not seem important now, but it will

when you start paying it back. In fact I will show you how you can

attend college while you’re in the Army and receive college cred-

its for your military training and experience. When can we get

together to further discuss these and other programs? Would

_____________ or ____________ be better for you?”

• Obstacle: Anti-military.

“John, I can understand your feelings toward the Army and mili-

tary service. What is it exactly that makes you feel the way you

do?” (Response) “Well, John, I understand how you feel. I’ve talked

with other people who’ve felt the very same way, but after ex-

plaining to them how the Army has changed, particularly in the

area of educational assistance and guaranteed training, they came

away with a different point of view. John, I would like to meet

with you and explain how these programs can help you achieve

your career goals. I can meet with you on _______ or would _______

be better?”
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• Obstacle: Interested in another service.

“John, I’m happy to hear you’re interested in military service. The

branch you’re considering is a good one, but you should look

into all the branches before making your final decision. As you

know all services are not alike, and that includes what they can

offer you in the form of training, incentives, and education pro-

grams. It would be to your advantage to choose the service that

can benefit you the most. The Army, for instance, offers guaran-

teed skill training, shorter enlistment periods, and an unmatched

education assistance program. I believe the Army can help you

reach your career and education goals. I would like to meet with

you to discuss these programs in greater detail. Would _______

be good or would _______ be better?”

• Obstacle: Too much discipline.

“John, what is it about discipline that concerns you the most?”

(Response) “It’s true the Army maintains a high degree of disci-

pline, but the nature of its mission makes it necessary to main-

tain order and control. Really, the Army isn’t any different than an

employer who has rules their employees must follow. The experi-

ence you get working in a disciplined environment such as the

Army, will make you more marketable when seeking employment.

But John, there’s more to the Army than discipline. The Army also

offers guaranteed skill training, shorter enlistment periods, and

unmatched education assistance programs. I would like to meet

with you to discuss how these programs can help you achieve your

career goals. Can we meet on _________ or would __________ be

better for you?”

• Obstacle: I’m too busy.

“John, I understand your time is valuable, but I believe planning

for your future will be time well spent. I know you’re very busy

this time of year, but now is the time to look at all your options

and decide on a career plan. I would like to visit with you to dis-

cuss your plans and show how the Army can help you achieve

your goals. I have some time available on ______ or would _____

be better?”

• Obstacle: I don’t believe in war.

“John, I can understand how you feel. I don’t think anyone in this

Nation believes in war. However, the events of September 11,

2001, made it necessary for our leaders to wage war against ter-

rorism and the countries that support it. Soldiers don’t want to go

to war, but it’s our job to protect the United States and guard the

freedoms we all enjoy. John, I’m not calling to change the way

you feel about war, I’m only calling to make you aware of the

many opportunities offered by the Army and how they can help

you achieve your career goals. I would like to show you what the

Army has to offer. I can see you on _________ or would _________ be

better?”



USAREC Manual 3-01

B-8

• Obstacle: Prospect is not home, and a parent answers the phone.

“Ma’am, I’m SGT Ring, John’s Army representative. The reason

I’m calling is to discuss the many opportunities available to John

in today’s Army. Ma’am, do you happen to know what John’s plan-

ning to do after graduation?” (Response) “Ma’am, that’s exactly

why I’m calling. The Army offers guaranteed state-of-the-art skill

training that will help him get a good job and education programs

that can pay for his college education. I think it would be worth

John’s time to hear what the Army has to offer, wouldn’t you agree?

Ma’am when would be a good time to catch John at home?”

• Obstacle: No answer—the call goes to voice-mail or an answering

machine.

“Hi, my name is SGT Ring, your local Army representative. I’m

calling for John to discuss the many opportunities, such as skill

training and education assistance, the Army can offer him. I can

be reached on my cell phone at [phone number]. I’m looking for-

ward to meeting with you.”

B-10. Once a lead has agreed to an appointment, you must determine if they

are mentally, medically, and morally qualified. Use care when asking qualifying

questions. If you ask them too soon, it could destroy the rapport you’ve estab-

lished. Asking personal questions of someone you don’t know can be some-

what intimidating. On the other hand, making an appointment with a person

who can’t qualify to enlist can waste valuable time and even embarrass the

prospect. You must decide how far to go with prequalification when scheduling

appointments. For instance, if you’re driving a long distance to conduct the

appointment, it may be necessary to do a more thorough prequalification than

you would if the applicant lived close by.

B-11. Usually a good time to introduce the question is when the prospect has

agreed to an appointment. “So, John, when would you like to meet—Tuesday

at 3:30 or Wednesday at 5:00?” (Response) “Great, John— Wednesday at 5:00 it

is. Would you like to meet at your house or at the recruiting center?” (Re-

sponse) “Okay— Wednesday, 5 o’clock at the recruiting center…got it. John,

before we hang up, could I ask you just one more question?” (Response) “John,

to the best of your knowledge, do you have any medical condition or law viola-

tion that you think might disqualify you for military service?” If you ask the

question without hesitation right after you verify the appointment, it will be

more natural and less intimidating for both you and the prospect.

B-12. As you gain more experience, you’ll find ways to ask questions that are

less intimidating. For example, you can ask, “John is there anything you can

think of that would prevent you from joining the Army?” This is obviously better

than, “John, what law violations do you have?” or “Do you have any serious

medical conditions?” Remember, your question could reveal an embarrassing

police record or medical condition. If the record or condition is a disqualification,

you must tactfully tell the prospect they are not eligible to enlist. End the conver-

PREQUALIFYING PROSPECTS



sation by asking for a referral. “John, I’m sorry to disappoint you, but the fact that

you have epilepsy disqualifies you for military service. Do you know anyone who

might be interested in Army opportunities?” Always keep in mind that people

know people, and referrals are your best lead source.

B-13. All prospecting and lead generation efforts are directed toward the Army

interview. Telling the Army story and mapping out career plans through the use

of developmental counseling is what recruiting is all about. There is an art and

a science to the Army interview. The science is devising a plan that will help a

person achieve their goals and passions. The art is telling a convincing Army

story, knowing when and how to use the trial close, overcoming obstacles, and

knowing when and how to ask for the commitment.

B-14. A trial close is not a close that didn’t work. It’s nothing more than a

temperature check; asking for an opinion or feeling about the Army or a spe-

cific program, then analyzing the reaction. In the trial close, “John, are you

ready to be Army strong?” The ET is simply checking to see how the person will

answer. If they answer yes, they’re ready to join the Army. If they answer no, it

means they have not committed yet and need more information. A trial close is

about asking questions that will help you determine the right time to ask the

person to join the Army.

B-15. Trial closes perform some very important functions. They prepare the

prospect to make a decision and the positive feedback builds your confidence

to ask them to join the Army. Take full advantage of every opportunity to ask

questions that assuredly will get a positive response. It makes good recruiting

sense to do trial closes throughout the interview to determine the prospect’s

interest level. Asking the prospect for any kind of agreement is a type of trial

close (temperature check). Here are some examples—

• “John, do you think the Army can help you meet your financial obliga-

  tions?”

• “John, can you see yourself wearing an Army uniform?”

• “John, do you feel that being paid to learn a skill is a benefit to you?”

• “John, do you think the Army’s education programs can help you get

your degree?”

B-16. Obstacles are a good thing. When a prospect raises an objection, you

know he or she has been listening and cares about what you’re saying. It’s also

a sign you’re getting close to the reason the prospect agreed to the appoint-

ment in the first place. Obstacles can be the result of what a prospect might

have heard from friends, family, influencers, and the media. They can also stem

from the prospect’s personal, religious, or political beliefs.

B-17. Most prospects want what the Army has to offer, but may be wary of the

commitment, the Army lifestyle, or both. If you treat all obstacles as requests

INTERVIEW TECHNIQUES

TRIAL CLOSE

OVERCOME OBSTACLES (INTERVIEW)
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for information, you will be able to act more as a coach and mentor through the

interview process. After all, who can better answer their questions than you?

Welcome the objections—they are a sure sign that your prospect is seriously

considering the Army. Your skill in overcoming obstacles will determine your

success as an ET.

B-18. In those rare cases where you don’t encounter any obstacles, either the

prospect has already decided to join or isn’t seriously considering it at all. If the

prospect doesn’t present any obstacles, don’t try to create them. “John, don’t you

have any questions about the physical and emotional demands of basic train-

ing?” Such a question only brings up something that may not have been the

prospect’s concern. Now it could become the reason they decide not to join. Avoid

creating obstacles at all costs.

B-19. The following example shows step-by-step how to identify and overcome

obstacles. The scenario is an interview with a married man who has just learned

he’ll have to be separated from his wife for a few months while he’s at training.

Handling obstacles in the interview

• Step one. Obviously you.
Prospect: “It all sounds good, but I can’t be gone that long.”
ET: “Obviously, John, you have a good reason for saying that. Do you mind
if I ask what it is?”

• Step two. Repeat the obstacle as a question.
Prospect: “I don’t want to be separated from my wife during training.”
ET: “You don’t want to be separated from your wife during training?”
Note: By restating the obstacle you are gaining time to think of an appropri-
ate response.

• Step three. Check for smokescreen.
ET: “Well, John, if you didn’t have to be separated from your wife while
you’re at training, would you join the Army?” If the prospect answers yes,
proceed to step four. If the answer is no, go back to step one to find the real
objection.

• Step four. Show emotion.
ET: “I understand how you feel, John. Many people in your situation have
felt the same way. What we have found is the time away from your family is
a small price to pay for the investment you are about to make for your future
and theirs.”

• Step five. Use logic.
ET: “John, suppose you were offered a civilian job that guaranteed skill
training in the field of your choice, a cash bonus, education assistance, in-
cluding free medical, dental, and life insurance, but separated you from
your wife for a few months. Wouldn’t you take it?” (Response) “Sure you
would, but John, the only organization I know that can make you that kind
of offer is the Army.”

B-10
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CLOSING TECHNIQUES

B-20. No matter how good your interview, the prospect will not agree to join the

Army until you ask. Closing is critical to the Army interview because it’s where

the commitment is asked for and hopefully obtained. The effective use of trial

closes and reading of body language are keys to successful closing. You may

have a favorite, but there is no one best closing technique. Whichever tech-

nique you use to obtain a commitment is the best one at that particular time.

B-21. The close formalizes the decision the prospect has been considering

throughout the interview. The close simply summarizes the prospect’s career

goals and passions, and shows how an Army enlistment can fulfill them. Don’t

try to disguise the close using vague statements such as, “Well, John, the next

thing to do is see what jobs are available at the MEPS.” or “When do you want to

take a trip to the MEPS for your physical?” Don’t evade the issue. You must

actually say the words that leave no doubt in the prospect’s mind. “So, John,

taking into consideration all that we’ve discussed, when do you want to process

for enlistment? Would Wednesday or Friday be better for you?”

B-22. The following are some closes you can use.

• Single-question close.

John, are you ready to join the Army? It could be the best decision

you’ve ever made.

Use caution with single-question closes. You are forcing the pros-

pect to make a decision, and the answer may be no. Use this

close only if you are absolutely sure the prospect will say yes.

• Two-choice close.

John, which day would you prefer, Wednesday or Thursday, to

take your physical and enlist?

This close gives the prospect a sense of control, because you are

allowing them to choose the day. If the first two days are rejected,

try two more. If the applicant still won’t commit, determine what

the objection is and try again.

• Minor point close.

John, would you rather go to basic training in September or Octo-

ber?

The minor point close is used when you don’t want the prospect

to feel they are being forced to make a decision. This type of close

gets the prospect to agree on a minor point that presumes they

have already made the decision to join the Army. When they pick

a month, they in fact have decided to join the Army.

• Contingent close.

John, I realize this is an important decision in your life and you

would like to discuss it with your parents. I would like to be there

with you to answer any questions they might have. Suppose they

agree that this is a good idea. Will you be ready to take your physi-

CLOSES
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cal amd enlist this week?

This makes their decision to enlist contingent on something else

happening.  In this case, the contingency is getting their parents’

approval.

• Conditional close (facts, evidence, benefit, agreement).

As you can see, John, the Army can provide you with the skill train-

ing and education assistance that you want. The benefit to you is

that you will have the training to get a good paying job and finish

your degree in computer science. That is what you wanted, isn’t it?

John, if I can guarantee you all of the things we’ve just talked about

here today, will you join the Army?”

This close simply says, I can do what you want. Will you do what I

want?

• Third-person close.

This close requires the assistance of another team member, but

is very effective. With a prearranged signal, hand-off the interview

to another team member. Briefly explain the prospect’s career

plans and the programs you have outlined, asking your partner

for their views. Your partner goes right on with the interview, of-

ten repeating the same points you made. Because the other is a

disinterested third party, this lends support to what you said, veri-

fying the information in the prospect’s mind.

• Challenge close.

John, I really don’t know if you’re ready for the kind of challenge basic

training will give you. This close challenges the prospect’s ego by

telling them they probably couldn’t make it through BT or jump

school anyway. The danger here is they may agree with you. This

close should not be used with someone who has voiced a concern

about BT.

• Service to country close.

This close works on a prospect’s sense of obligation or pride.

John, there are other reasons for joining the Army besides the train-

ing and education. By serving in the Army you will be protecting

America’s freedoms at home and abroad, securing our homeland,

and defending democracy worldwide. Your decision to join the Army

will put you in the elite company of those brave men and women

who’ve served to protect the freedoms that you, your family, and

friends enjoy. John, are you ready to be Army strong?

• Already enlisted close.

This is a frog-in-the-pot kind of close. At some point during the

interview, based on positive responses to your trial closes, start

using phrases that presume the prospect has already decided to

enlist.

John, when you get to the MEPS, the first thing you’ll do is check in

with the Army guidance counselor or John, if you like to play sports,

you’re gonna love basic training!
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• Ben Franklin close.

This is an excellent technique for a follow-up interview when the

prospect needs time to make a decision. Give the prospect a piece

of paper. Have them draw a vertical line down the center and write,

“Reasons to join today” on the right side and “Ideas opposed” on

the left. Have the prospect list all the “Ideas opposed” first. Most

prospects can only come up with two or three. These are their

objections, remember them. Have the prospect list all the “Rea-

sons to join today” they can think of. Add to that all the remaining

benefits of an enlistment you can think of. The reasons to join will

always outnumber the reasons opposed. Tell them to take the

sheet, along with the ARCA worksheet, home to consider and share

the information with their parents or spouse. Set a time to get

back with them to discuss their conclusions. Maintain a high level

of rapport with them throughout the process. When they leave,

immediately write down their objections and develop a plan to

overcome them.

• Scarcity principal close.

This close adds value to your product and moves prospects

through the processing cycle.

John, this is absolutely the best time of year for a senior to select a

job. Why don’t we schedule you for your physical so you can select

your job before all the other seniors in the Nation do? or John, the career

field you’re looking for isn’t always open. I think there are a few slots

left. Why don’t we schedule you for your physical on Thursday or Fri-

day?

• Contrast principle close.

Discuss a 4-year enlistment first, then move on to the 2-year en-

listment. Use this close to help make the prospect’s decision to

enlist easier. This contrast adds value to the 2-year enlistment

and the cost in time is more reasonable to the prospect.

• Complete the application close.

After you have completed the interview (without asking the per-

son to join), begin filling out the application.

John, there are a few forms that we need to fill out before I can

schedule you to take your physical and enlist in the Army.

This can be effective if you were receiving positive responses dur-

ing the interview.

• Doorknob close.

If you’ve tried everything you can think of to get a commitment

and are about to leave, try the doorknob close. Just before you

leave, when the pressure is off, say, John, before I go could you just

answer one question? What’s the real reason you decided against

joining the Army today? This close gives you one more shot at the

prospect and may surface an unspoken obstacle you can over-

come.


