Individual Close 
First look over their forms and go over their health concerns and Health Survey Journal. Do this quickly, but at the same time begin building a relationship with them. Also, you might want to write down their objections/concerns for future reference.  It is good to know what their objections/concerns are when you have to follow up. Don't interrupt them. Remember it is about them. Once you finish with this, look them in the eye and say,

“You know Susie, you know your situation better than me, and I'm here to help you, so which would you feel more comfortable starting with?...The NutriVerus, the NutriVerus Wellness Bundle, or the best value both financially and health wise, the NutriVerus integrative Health Combo or the Ambrotose Optimal Support Combo.” 
(If you feel more comfortable being straight to the point, you simply ask, “Susie which would you feel more comfortable starting with, the NutriVerus, the NutriVerus Wellness Bundle, or the best value both financially and health wise, the NutriVerus integrative Health Combo or the Ambrotose Optimal Support Combo.”)
Make sure that you have your display products handy so that you can touch them and point out each set to them. (I display the same products that I have shown during the presentation at the group close, as well.)  Also, if you have couples there, meet with them both together unless they request otherwise.

At this point, is very important to keep your mouth closed. the person talks first, here, takes the product home with them, and you want that to be them, not you! Give them time to think it through (even though it seems like an eternity while you are waiting.) Typically, they will take a choice of the sets OR they will answer something like this:  “I would really like to have ________, but, …” and then they give you objection.  Great!  Now you know what they want and it is your job to find a way to help them get it. Overcome their objection, and then again say, “How would you like to pay for this cash check or credit or debit card?”  (Always assume the sale.) If they just gave you an objection and did not tell you which that they wanted, after you answer the objection, go back your initial question, 

“Which set would you like to start with, the NutriVerus, the NutriVerus Wellness Bundle, or the best value both financially and health wise, the NutriVerus integrative Health Combo or the Ambrotose Optimal Support Combo.” (…touching each set as you say it.)  And again, you wait for them to be the first to respond. I will do this for his many as 3 objections as I figure out away to help them get what they said they wanted.  If I haven't been able to resolve it in 3 times, then I will say: “You know. I think the best thing for you to do is host an Extreme Food Makeover of your own and together we will work to help you get what you want. Which is typically a better time for you; the first part of the week or the last?”  Their objection could be anything from I can't afford it, to, my husband will throw a fit if I come home with this, to, I have to check with my husband first, or, I want to use up what I have at home first. Study how to overcome objections before you hold your XFM’s so that will be easy to respond to their objection, which is really just a need for more information on their behalf.

