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3 Easy Steps to Objection handling

Encountering a sale objection can be disheartening and discouraging. Through Milan
Acquisition’s Sales Bootcamp, we cover all types of objections you may encounter, and
provide you with the practice and tools needed to overcome them like a champ!

In the meantime, we wanted to provide you with an overview of successful objections
handling because even the best products and services can be turned down by a prospect,
and learning how to properly engage them is of great benefit. 

From time to time, a customer will give you an objection or objections as you are
progressing through the sales process. This is totally normal, and you shouldn’t take those
personally. 

There are many common objections, although it is important to identify the potential
objections related to your specific industry, product and/or service. 

We can group most objections into 5 categories:

1.Lack of Need/Product Fit

“I’m fine with the way things are now.”
“I’m not sure your product is a fit for my business”

2. Lack of Urgency/Time

“I don’t have time right now, I will get back to you in a couple months.”

3. Lack of Budget

“It’s more than I can afford at the moment.”

4. Lack of Trust/Authority

“I have never heard of your company.”
“Why should I pick you over XYZ company?”
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5. Good old “Brush off”

“I have to speak to my accountant/my team.”
“Now is not a good time, I’m busy.”
“I’m not interested.”

Regardless of the objections, you will experience, there is a simple proven formula to
handle them properly, we call it the 3R:

RELATE - REASSURE- RESUME
 

When met with an objection, the first thing you must do is to listen to the prospect. This
shows the customer you are interested in understanding what their concerns are. By
listening properly, you are then able to RELATE to your customer. This is where you
acknowledge what their concerns might be regarding your offering, it might be a simple
head nod or re-stating what they just mentioned. Sometimes customers just want to feel
heard. 

The second step is to address the concerns by REASSURING them and demonstrating
how your offering can actually solve their needs and positively address their concerns. 
The last step is to RESUME, meaning you pick up where you left off before the
customer’s objection.

Keep in mind that objection handling is very common in the sales process, and shouldn’t
have to make you feel defeated. Objections trigger an opportunity for you to show the
prospect you understand and care about their concerns, and it will help building a
positive rapport with them. 

Our 3R formula creates an effective method to objection handling and create a positive
two-way rapport with your prospect. 

Now, we suggest you identify 5 potential objections you will be facing in your field.
Once completed, write down your statement using the RELATE-REASSURE-
RESUME formula. 

Keep in mind, the more you handle objections, the more you become skilled
at handling them! Preparation and Practice make Perfect!
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