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How To Overcome Common Sales Objections When Selling Managed IT Services: Part I
Objections are simply ______________________ or ________________________.



The BEST way to overcome an objection is to ____________________________.


Your biggest concern should be ________________________, not objections.
Quick Action List:


1. Use educational direct response marketing to POSITION yourself as an in-demand consultant and authority on your topic, NOT just another sales person.


2. NEEDINESS is your biggest enemy in selling. Before meeting with a prospect, remind yourself that you didn’t have this sale now, so you aren’t really losing anything if they say, “No.”


3. Go into every meeting with a prospect with ZERO assumptions; assumptions are YOUR baggage and will cause you raise objections.


4. When you first meet with a prospect, do NOT start talking about the features of your services and what you do – your marketing should have already done that. Make sure you spend 95% of your time diagnosing their problem(s), understanding what’s most important to them (their buying criteria), and helping them crystallize what they want. Key Point: For every GOOD there is a BAD.


5. Don’t try and answer every objection the minute it’s raised by the prospect, especially if it comes up early. Instead, get CURIOUS. Why is that important to them? What makes them feel that way? What previous experience(s) is causing them to think that way?
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