
ERRONEOUS CONCLUSION CLOSE 
 
 
 

The technique here is to ask a question with a built in error.  
Eg: “I suppose you would like us to store this for you until you get married?”  
 
or 
           “Did you say you wanted the set with the two short handles?” 
 
 
In answering the question, the customer is in effect committing herself to 
buying the set. 


