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How To Overcome Common Sales Objections When Selling Managed IT Services: Part III
How To Make Sure You’re Meeting With The Decision Maker

1. Make sure you negotiate an agenda.


2. Remember, prescription without proper diagnosis is malpractice.

“In addition to yourself, who else is involved with the decisions about your computer network? Who else do you like to run things by before making any decisions like this?”

“Can you please make sure <<he/she/they>> are present at our meeting because we’ve found from our experience that they typically WANT to be in the meeting before we go poking around in their computer network, and we do need to get their answers to a few of the questions we have.”

<<If no because of a schedule conflict>>:
Okay, let’s reschedule to make sure they can be there.

------------------------------------------------------------------------------------------

NOTE: If they tell you that a key decision maker (like a CEO) does NOT need to be there, this is most likely going to be a low-probability prospect. 

Use this sound bite: “<<Name>>, I appreciate your position on this and I’m quite happy to work primarily with you throughout this process; however, I know from experience in doing this for dozens of clients, that not having <<your CEO and others who want a say in this>> in the meeting is going to end up being a problem, and here’s why: 

In my X years of doing this, I’ve never met a company CEO that did not want to get involved at some level in the decision of who they outsource their support to, or wouldn’t have questions, at the very least, about who we are and what they would be paying for. 

To that end, I really need them in the meeting since they are going to have questions about us and our services that you won’t be able to answer…but more importantly, I need to have them there to ask THEM questions that are very important to the type of solutions I recommend…and without knowing what’s important to them and getting their answers to a few key questions I have, I don’t feel comfortable moving forward because I may overlook something that’s important to them and not provide the best solution possible. 

What would you like to do?”
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