
Phase 7:
Present & Close Compellingly; Without Being a
Clown

7.4:  Objection?  Ah, That’s Just An Opinion

OVERCOMING OBJECTIONS – WORKSHEET AND SCORECARD

Summary: Fact:  Everyone in sales faces objections at some point.  Our perception of an objection is the key
differentiating factor between success and failure.  Do we view simple objections as blatant resistance, and expect a “no”?
Do we live in denial, and carry on as if the objections are unimportant?  Neither!  Objections are only true if we believe
them to be true, and are critical information as to what is holding them (our prospects) back from doing business with us.
It is up to us to gather more information, and understand from where the objection is coming.

Weaknesses: Some internal weaknesses that could limit our ability to Overcome Objections include:

● Need for Approval
● Difficulty Recovering from Rejection
● Self-Limiting Record Collection (Negative Self-Talk)

Instructions: Again, this is an opportunity for growth, but real growth won’t occur if you aren’t completely honest with
yourself.  That being said: Use the space in the chart below to list as many objections you typically face as you can.
These include things that people say/email/text that could be interpreted as objections, stalls, put-offs, excuses or “sob
stories”.  If necessary, work with your team to gather several objections to list.  Finally, indicate your effectiveness level at
handling each objection. (1-5, 1=Very poor at handling this, to 5=Very effective handling this)
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Instructions: Hopefully you have a strong list of Common Objections you or your team face.  Based on how you scored
yourself, identify the objections you feel you need the most work overcoming.  Working individually or as a team, list the
objections you struggle the most with in the left column, followed by a proper response in the right. (Hint:  try asking
“Why?”)  (Hint #2:  Come up with more than one proper response.)  (Hint #3:  Remember the compelling reasons you
found on the way to 2nd base?  Refer back to them if you need to.)

Objections That Are Problems for You Proper Response

  

  

  

  

  

  

  

  

  

  

  


