
You can reduce rejections before they happen.

Often when you encounter objections, it's not the last step of the sales process that 
needs work. Somewhere, earlier in your interaction with the prospect is something 
that could have been improved. It could be:

Targeting - Is the prospect the right fit for your product? Good filtering comes into 
play here.
UnderstandingUnderstanding the prospect - Have you asked the right questions to pinpoint their 
pain? Can you state their problem as well as or better than they can?
Building of trust - Have you clearly explained the value of what you do and offered 
proof that you can help them? Have you built a relatonship with the prospect by 
listening well and empathizing?
Making the sale about them - Have you focused on the lead and their problem rather 
than on making the sale?

TheThere are two main objections that prospects will generally present:

1. Price objection 
When leads perceive a price as too high, often there's a remaining lack of trust. They 
don't perceive the value they stand to receive as being worth the price you're asking.

Suggested solutions: 

AnchorAnchor the price - This is basically making the price appear relatively low compared 
to the result the prospect will be getting. This can be done by explaining the price of 
the value and the return on investment.

Modify the package - Can you change the contents of the product somehow to 
accommodate the lead's budget? 

Note: What you do not want to do is offer a discount, which some might view as a 
financial apology, a concession because your product is not as good as claimed.

2. Needing to talk to someone else2. Needing to talk to someone else
In some instances the person you're talking to will tell you they need to talk to their 
wife/accountant/business partner before making a decision. Unless you're being fed 
a line, this can be understandable. Some people are not the main or sole decision 
maker in financial matters; some need time to think about and consult on a decision. 
 
Suggested Solutions:

EnsuEnsure from the start that you are speaking to the decision maker or that all decision 
makers are present.

Suggest that you both get on a phone call with the main or other decision maker. That 
way, you can also make sure that the offer is properly explained.
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