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OBJECTIONS:

The[Proven Way b [Overcome
“The[Stall”

Here’smacommonssellingscenarion..

» Lindaffinallylgktsalgbodchll
o Thelprospectfislattentive
o Prospectlséemsfinterested
o “ThislkbundsGreatHletmheabkmhyboss”
o LindaShys:[AOK, I8t mhe khowmhatkbur

bosskays, biye.
o Is[indamlkarerkdlclosingfhe Shle?

Acommonsellingscenarion..

 Lindais[NOTMearfo[closingthe(shle!
» And thatfisEbgetlaldommitmentfirom fthe

prospect
 ThelprospectgotlawayMithalclassiclskall




Whatdsmastall?
»Anylrésponselthatholdspihelshle

 “Letmiefthinkflover”

« “I'velgbt fd irhin G bl hy (bloss”

« “T'llphss[ltdatherpeople. lahyoneid
interested, [l gkt bhck b bu”

» Andahythinglelsefhat[STOPS
youlahd thelplrospectftom al

commitment
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Whydoowetdetprospectsstallus?

»Don’tanttdhear[NO”

» FearlafRejection

» Fearloflcbnflict
»Don’tantfbappearlakgressive
» Don’tlrkalize WereBeing[stalled

Whatranmstallonean®

1.[Thelplrospectfidn’tihterested
2.[[$n't[shirefykt [filhe tants b iy
3.[Qan’tmhakeltheldecisionlalone
4.Haslahlagendalhle’smbtrévealing
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Whatdoesm stall’o:

1.[Alstall séndsybu, thelstller,Amlessage
2. Youmnhustfgurelohtfhe mhessage
immediately.

3.[Youhustlgktleither
Yes A Si—~
Or ‘
NO.
Why?

BecausetenybulQanDokbmethingAbout Ti?

g

What’stthesolution?
Thel3[Steps[Approach: ”

| 6

1. The[iGb[Question” thatrévealsihelprospect's
truefiterestldvel

2.[The[What'llGt[TakeQuestion” thatréveals the
truelréasons for [hestall

3.[Alstrategy [id hlelp fybu bk [ffrobing[gliestions
thatloVercomefthel(stall

Analyzingthemstall

“I'mimpressed bt ] meed fd [riin by mhy

boss.”
* Keyord:FBUT”
- Star[séllersMon’tIéave intil they Khow[WHY
exactlylsbmebody chn’tmhakelaldecision
@
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Thedlhreeo Stepmpproach

> Step M [Belvkryldirectlahd [akk[alM [1b” [questions:

* “Onlalstalelofiftd1b,Where’s iburlihterest
level?”

¢ 5larBIMNotThterested

 7lor[@MMaybe

 9[[VeryThterested

ThedThreeo StepmApproach
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Step2t Hollow p With B What 1l ffdke
question:
o “What'lliflfdke o gkt rbu fd Bl1H?”
A" mayfustmeanBlsmallldbmpromise
ACS”or 6" meanslyburemiles@bart, lchll fhe mext
prospect

The[REALRpportunityisitith fhes” [@hd [Bs”
Nowlbukhowmhybu'restalled (ullylol fplartially)

e
ThetThrees StepApproach :'J \=
A

Step Bl [Mollowhip Miith Alséries bf probinglquestions fhatidb
onebfftheBlGoals:

1.Mis[qualifymonBuyers
2.[Qualifylgknuineprospects & mhake fhem sélflrkalize/discovery
thebenefitsoffyburprogram
- LearnMhatbpecificlcbncern/problem is[holding MBhckal
genuinelptospect
» Thenhhndlelas[ahlobjection
- Asklthelplrospect b el ybu how(he [séeshiis[problem sblved
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Example

“Let@?ﬂiavelﬁlﬂ])oklﬂtﬁllﬁhldﬂﬂlet[EackIIb
you?’

Stepil2 Ok, rightowlHaseddn@lskcaleldfGlibib
what’sjourllévelldffihterest?

=7[(Beven)

Step 22 WhatWouldifhke o Bringyour
interestlévelbibo?
Ildon’t(Enow, thaybe Ilneed myhossibIbokatft.

Step (3= IfiYourRossis[OKMith i, Wouldylou
attend?

Apartfirom yourboss,gersonally How(do jou
seelthis[program @o’gdtﬂeneﬁt&ou?
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Whatowe’vedearned

1. StallElihdecision
2. Yourbjective: GetMecision (YES[ar[NO)
3. ThelgISteps[Approach:
v Uselthe[M [o”[ghestionffd
v" Ask[What lill [Hfa ke fo [get fo 10” fb Find fhe eal
reason
v Uselprobingghestionsfd make fhem réalize fhe
benefitshfwhatybu’resélling ok kblving fheirfproblem

QUESTIONS?




