SALES

How to Overcome
Sales Objections
Overcoming sales objections requires you to know your product thoroughly - and also to know yourself, your prospect and a little about human nature. To be successful, you must combine your product knowledge with empathy, self-control, sales technique and conviction to get a prospect to resolve doubts or conflicts about making a purchase. Here are some tips:

· Don’t argue with the prospect.

· Don’t avoid the issue or deny the objection.

· Don’t assign blame or shift responsibility.

· Don’t contradict the customer.

· Don’t dwell obsessively on the objection.

So how do you go about responding to, and overcoming, sales objections?

The secret is to listen. Don’t interrupt and don’t tune out. Listen patiently and hear the objection out fully - even if you’ve heard it before.

Pause and say nothing for a few seconds while you absorb the objection and collect your thoughts.

Restate the objection. This shows that you listened, that you care about the client’s point of view, and that you are concerned and want to understand the objection. It also buys you time to consider your response strategy.

Explore the objection. Ask the prospect to elaborate. Ask questions and probe for clarity. If the objection is vague, ask for specifics.

Rephrase the objection in a way that reframes it or incorporates a solution. 

Confirm that the client has received your response and then bridge to a close.

If you’re in sales, you will face objections. How you handle them will determine whether you close the sale or not. 
