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Unfortunately, the first two orders many new salespeople receive are "get out and stay out!" It is human
nature for your prospect to procrastinate when asked to make a decision involving money. Studies
indicate that a prospect will say no on average five times before they actually buy. As a professional
salesperson, it is important to remember that an objection is not a rejection of you personally. Simply
put, an objection is nothing more than a request for additional information. As a general rule, prospects
are hesitant to commit to purchasing a product or service until they have convinced themselves they
need it and that they are getting it at a fair price. Top producing salespeople not only expect objections
during the sales process, they anticipate them. Believe it or not, objections are a good sign and you
should actually look forward to them. If your prospect weren't somewhat interested in your product or
service, they wouldn't be asking questions. Typically, your prospect's objections fall into four major
categories; no money, no perceived need, no hurry, or no trust. If you haven't built trust and rapport
with your prospect, qualified them financially, and conducted a thorough needs analysis, you can
expect them to use objections to derail the sales process.

When your prospect voices an objection, treat it with respect and hear them out. Interrupting when you
should be listening is a significant factor in the loss of trust and rapport. Even though you may have
heard that same objection many times, avoid the temptation to begin addressing their concerns
prematurely. Before you begin your response, it is vitally important that you understand your prospect's
specific concerns. Otherwise, you run the risk of shooting yourself in the foot by voicing an objection
they had not even considered. | recommend you restate and gain agreement on the specific objection
prior to responding. This approach not only provides clarity, but it also builds rapport. When addressing
an objection, don't dump the whole bale of hay. The majority of salespeople have a tendency to
overwhelm or bore their prospects by over—educating them. In an attempt to impress them with how
knowledgeable they are, some salespeople lengthen the appointment and use up their valuable
fallback positions. There are times when your prospect's objection may be disruptive and therefore you
might want to delay answering it until further along in your presentation. When you make the decision
to delay your response, | recommend you write the question down and ask if it would be all right to
address their concern later in your presentation. If the same objection comes up twice, you need to
stop and address it immediately.
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Steps for Addressing an Objection
Step 1 — Hear them out

Give your prospect your full attention and avoid the temptation to think about your response while they
are speaking. Learn to be an active listener. An active listener is not only listening to what their
prospect is saying, but is also trying to discover the meaning behind their words. Research indicates
that 65% of our communication is nonverbal. Therefore, it is vitally important to pay attention to body
language and listen for voice inflections. In addition to observing your prospect's gestures, you must
also learn to be mindful of your nonverbal signals.

Step 2 - Feed it back for clarification

By feeding the objection back in the form of a question it gives your prospect an opportunity to expand
upon their concern. For example, if your prospect said they don't have the money in their budget, you
would feed it back saying, "You don't have the money in your budget?" This technique reduces the
perception of pressure. By having the opportunity to explain their position, your prospect will frequently
answer their own objection. Another reason it is important to clarify the objection is to make sure you
are addressing their exact concern and not creating a new one. Some objections are of greater
importance to your prospect than others. After you clarify the objection, you need to ask your prospect
how important that concern is to them.

Step 3 — Answer the objection

Take the following into consideration:

-Stay big picture, but be prepared to provide details as necessary.

-Use graphs, charts, or numbers if using the big picture approach isn't effective.
-Verify the objection has been resolved.

Step 4 — Ask for the order

You may have to ask for the order several times before you get the sale, so make sure you vary your
closing questions. Remain patient and be persistent without becoming argumentative.

John Boe, based in Monterey, CA, is recognized as one of the nation's top sales trainers and
motivational speakers. He helps companies recruit, train, and motivate salespeople to achieve peak
performance. John is a leading authority on body language and temperament styles. To view his online
Video Demo or to have John Boe speak at your next event, visit http://www.johnboe.com or call (831)
375-3668.
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I'm going to show you in the next few moments how to make
your sales letters and direct mail several times more powerful.
In fact, what I'm about to emphasize to you may enable you to
eat more of your competitors market share.

Every time before you sit down to write your sales letters or
direct mail take out a sheet of paper and think of every possible
objection your prospect could come up with to avoid buying your
product or service. This may take a while and it may seem a pain
at first but | assure you that this is incredibly important.

After you have come up with every possible reason why your prospects
may say no to your offer, stop and consider any possible objections
that may come up related to your specific industry or

specific tastes of your target market. In other words, would your

market be more inclined to buy only brand name products or services,
would your market be more inclined to buy only a more

attractive product over a less attractive one irregardless of quality?

Ok, now let's say you've done all of the above.

Here's what you do next. Think very carefully

about how you'd overcome those objections to persuade Mr. Prospect
to buy or respond.

Most companies with a winning sales force have a team come in

and create answers to every possible objection a prospect may raise.
And they create what's called a Script Book. In fact, companies

with top—notch sales teams keep their Script Books secret.

Some even place their Script Books in safes. Why?

The scripted answers to every objective Mr. Prospect may raise

are worth their weight in gold if their answers to a prospect's
objection works.

In direct sales, you must become a master of knowing every
objection your prospects have and be able to articulately overcome
every one of those objections.

And so it is the same with copywriting. Copywriting is nothing more
than salesmanship in print. When you craft copy that overcomes
objections, you're going to be light years ahead of your
competition. Most people won't even take the time to do this!
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Your homework is to know the objections your market has,
like you know the back of your hand, and craft irresistible
answers to overcome those objections. After all, if everyone of
Mr. Prospect's objections are overcome, logic would tell him
he should invest in your product or service. Get to work.

YOURS FREE! Get a free evaluation of your sales letters and direct mail. Find out where your copy is
weak and what you need to immediately do to make it sell more. No obligation.Here's my website:
www.irresistiblecopywriting.com Go ahead and find out where your copy is weak and whether it's going
to work. After all — it's free! —=Psychological Sales Letter Specialist (TM) Mike Jezek. Copyright 2002
Mike Jezek. All rights reserved.

=
atyraPause

N/

This Free E-Book has been brought to you by Natural-Aging.com.

100% Effective Natural Hormone Treatment
Menopause, Andropause And Other Hormone Imbalanceg
Impair Healthy Healing In People Over The Age Of 30!



http://www.natural-aging.com
http://www.natural-aging.com
http://www.natural-aging.com
http://www.natural-aging.com

