asktra

Objections

Countering sales objections is an important part of the sales process and requires effective
communication and a strategic approach. The following strategies can help you.

1. Listen actively: Pay attention to the customer's concerns and acknowledge their
objections before attempting to address them.

2. Ask questions: Ask clarifying questions to better understand the customer's

objections and find out what is really driving their concerns.

3. Provide information: Use data, statistics, and case studies to provide the customer

with the information they need to make an informed decision.

4. Address the root cause: Address the root cause of the objection, rather than just

addressing the surface-level concern.

5. Empathize: Show empathy and understanding of the customer's perspective, and

help them see the situation from your point of view.

6. Offer alternatives: If the customer objects to a specific aspect of your product or
service, offer alternative options or customization to meet their needs.

7. Build trust: Build trust and rapport with the customer to increase their comfort level.

8. Stay positive: Stay positive and confident throughout the sales process, and avoid

becoming defensive or argumentative when addressing objections.

Idea Sheets provide quick and actionable suggestions to drive more referrals and sales. Visit

www.referralsafe.com/asktra frequently for new additions.
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