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How To Overcome Common Sales Objections When Selling Managed IT Services: Part II
How To Turn An Objection Into A Question


Step 1. Get them to explain it.

“I’m sure you have a good reason for saying that; may I ask what it is?”

“When you say <<objection>>, can you fill me in on what you mean by that?”

Step 2. Make it a final objection.

“Just suppose for a moment that wasn’t a concern…and right now I know that it is. Would we then have a basis for moving ahead?”

· If NO, go back to step one by asking, “Then there must be something else that is causing you to hesitate. May I ask what it is?”

· If yes, move on.

Step 3. Align with the prospect.

 “That’s a great point…” or “I understand how you feel, and agree with you that is an area that needs to be addressed…” or “I respect that because…”

*** Important: Never say BUT, always use AND!

Step 4. Turn it into a question.

“AND that brings up a question; and the question is, how can you <<get the results they told you they want>> without <<problem>>. Isn’t that the question?”

Example: “And that brings up a question; and the question is, how do you get rid of the ongoing problems with your computer network that is driving you nuts, causing you to miss deadlines and worry about the security of your data, without putting a financial burden on your company. Isn’t that the question?”

Step 5. Answer the question and test close.

· Tell a client story (Example: “I’ve had several other clients who felt the same way you do right now – but they decided to move forward and now they are getting <<benefit>>, <<benefit>> and <<benefit>>,  which is of far greater value than the cost.”

· Contrast (Example: “All you really need to do is gain one more hour of productive work per month and it more than pays for itself.”)

· Ask a question (Example: “Based on what you’ve told me, wouldn’t it cost you a lot more to not do this?”)

· Negotiate (Example: “I recently had another client who was in the same situation you are in and what we did was X, and that not only enabled them to get the benefits of <<benefit>> and <<benefit>>, but we were able to overcome <<objection>>.”)

Test close: “That solves the problem, doesn’t it?”

If yes, assume the sale and congratulate them on the smart decision they just made.

If no, then go back to step one by asking, “Then there must be something else that is causing you to hesitate. Can you tell me what it is?”
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