
Did you miss out on a sale today because you could not handle that objection you received
from your client? Or you visited half a dozen clients, presented your best proposal and still
were not successful?

I am about to show you a technique for getting those most difficult objections answered in a



way that you will feel more confident, overcome that frustration you are having currently
with your clients, and get management off your back.

Here is how it works.

Did you realise that most objections come in two areas of a sales call?

Appointment setting1.
Proposal or presentation2.

Get the appointment.

I am going to talk about the first one, appointment setting. The number one mistake that
many salespeople do is try to answer the objection straight away on the phone instead of
getting the appointment. 

Why do they do that? Many salespeople forget that they are purely phoning to get the
appointment.

A business owner might say “I’m not interested” Once a salesperson hears that objection,
they try to answer it instead of ignoring it. Why ignore it?

Because by not ignoring it what you are allowing to happen is giving back control to the
client.

You are losing control. When this occurs you feel stupid and you lose confidence and give
up.

Instead of hearing the objection, acknowledging it, and asking again for the appointment
you just want to answer it.

Or give up on the first objection and hang up. 

Here is what to do instead:  If you hear an advertiser say “I’m too busy” do this step-by-step
approach.

Acknowledge the objection. Acknowledging the objection with a statement like “I1.
understand” or “I appreciate that you are busy so therefore I won’t keep you
long” These are called softening statements, or acknowledgement phrases. By saying
I understand what you are actually saying to the client is that ‘you hear them’.  



Do not answer the objection. The key however, is not to get into a discussion with1.
the client but use a well crafted reply to get the appointment. Please remember your
first task is to get the appointment. You may use something like;

“I understand, I know you are busy, that is why I will only keep you for a minute, I
wanted to come and see you and talk about a few things to see if we are a fit.  I
have some research on your industry that I would like to share with you.”

Well scripted answers like these allow you to stay on track and stick to your objective.

Keep answering the objection. Using steps 1&2 by using other well crafted answers1.
to overcome those new objections that clients have thrown at you. Here is one for “I’m
not interested”!

“I understand, many of my clients tell me that, but when I sit with them and work
through some of my specific questions designed for a business like yours, they do
become interested. Would it be okay if I could sit with you next week?”

Using these simple scripts will certainly help you to overcome these common objections.

In the upcoming Sales Mindset Blueprint we have created a game that will help you get
better at matching up the concerns your client may have with questions that help you
discover the problem.

We will keep you posted on where to go to register for the objections game soon.

PLUS: WHENEVER YOU’RE READY…

Here are 4 ways I can help you make more sales in your business – whether your1.
business is big or small.1. Want to become a Sales Mindset Blueprint
Member. Every month you get access to an exclusive coaching session with me as
well as full access to my sales programme. Get the deets here.
Try the new ‘7 Days to Sales Success’ framework.Make more sales in 7 days. The2.
framework of everything you need to get started in making more sales in your
business. The Sales Success Framework is based on a simple 7-day challenge. Click
here to find out how you can grow your business by making more sales.
Join our private Facebook group – The Sales Mindset Inner Circle. Get all the3.
latest up to date sales ideas.Every week we do Facebook Live updates on all things
sales. Tips, ideas, free coaching, and much more. Join me by clicking here

https://www.thesalesmindsetblueprint.com/salesslueprintprogramme-optin-5708
https://storage.googleapis.com/msgsndr/vXGwSDKXJbev0lK9gozw/media/61b050b9b7ca77cc0f9f5c58.pdf
https://storage.googleapis.com/msgsndr/vXGwSDKXJbev0lK9gozw/media/61b050b9b7ca77cc0f9f5c58.pdf
https://www.facebook.com/groups/TheMindsetInnerCircle/


Work with me one-on-one.If you’re a business owner, small or large or in the4.
professional services you might just be a few strategies, tactics and tools away from
doubling your lead flow, revenue and impact. Jump on a FREE 15-minute brainstorm
call with me by clicking here.

Good Selling

Mike Brunel

https://www.thesalesmindsetblueprint.com/booking-page
https://www.mikebrunel.com/services/

