HANDLING OBJECTIONS


Objections are your friend!!!…Objections just mean the person you are talking to wants more information or has some fear that has not come to the surface..  

Let’s get to the real reason they are bringing up an objection!!

Typically objections come after they have seen some information on the opportunity and in the follow up process.  

Before Get to Presentation:

NO I DIDN’T SIGN UP FOR THIS OR NOT INTERESTED

This is  _______, right?

Your email is _______? 

Gosh, that is strange, sorry for that. 

Let me just give you my name and phone number in case you know anyone looking for a strong career to head up an entire organization. Our company is actually targeting your area and we have had an outrageous response. We need some people to help us out.  Depending on the person’s qualifications and skill level, the company pays six figures for someone who can run an organization.  They also have some P/T stuff available that pays out $2000/$3000 per month depending on skill level and hours put in.  

So let me give you my name and phone number if you run into anyone, anyone at all that is looking for either one of those options. If you can pass along my number that would be so great!!

They will either bite or not, if they do go into the phone script…Do you have a pen and paper?...etc

After Viewed/Heard a Presentation

TIME

“What did you like best about what you saw/heard, etc.?” 

Sounds interesting but the commitment and adding something else is too much right now. 

“I can certainly appreciate where you are coming from, hey, ____what did you like best about what you saw?  You did see the presentation from start to finish, right? What really stood out to you _____? Some people like the product, what really, really resonated with you?”

I guess I like the fact that you can build a residual income (or have free time or make some extra money to take a vacation), but I am still worried about the time commitment.

“Great, ____, what really excited you about making a residual income (or have free time or make some extra money to take a vacation)?? You do see how the residual income, can really help you achieve (their goals, dreams and vision that you wrote down from the first part of the Dani Johnson script)?”

Yes I can. 

“Now, ______ do you want to make a little or a lot?”

A lot…but I am just so busy right now. 

Let me ask you a question because I don’t want to waste your time and I certainly don’t want to waste mine, is it that you are not that serious about creating (goals, vision, dreams, go into details they have already told you) or you really can’t say no and you don’t want to hurt my feeling because I followed up with you and took the time to explain things?”

The opportunity sounds good but I am just not sure how it would work to buy back some of my time.

“You know what ____ it sounds like you have some questions and just from talking with you I bet they are excellent questions. I am going to grab a pencil and paper.  OK, ____ what is your first question?”

First question is how much does it cost to get started?

“Wow, that was my fist question too.  OK, great what is your second question?”

I really don’t understand the compensation plan and how you will get paid?

“OK, so your second question is, you’re a little fogy on the comp plan at this time and would like to understand that a bit better. Again, the same question I had. _____ do you have a third question?”

The last question I have is about training. I have had some friends get involved in this industry and they were just left with no direction. 

“Wow, you are really sharp, because that is a really important question, so important. So you would like to know I little more about the training and support. You said that was your third and final question.  Does that mean you don’t have any more questions?  ____ these are three outstanding questions. I can see you are a really sharp and I say that because I mean it.  So let me ask you a questions ____ , if I can answer these three questions for you and you feel good, I mean really, really good, I mean really solid are you prepared to get started now working towards a residual income (goals, visions, dreams) right away?”

Absolutely. 

(Then move forward and answer her/his questions shortly and simply. Confirm it answers their questions after each one.  Then when you are finished answering questions say: “Welcome aboard!!!” Get them up and rolling)

OR

Well, I would be interest but would need to think about it. 

“_____ I am not positive you understood my questions.  I don’t want to waste your time and I certainly don’t want to waste mine.  SO I am just going to ask this again and make sure we are on the same page. You just asked me three questions and they are great questions.  If I can answer these three questions for you and you feel good, really solid and comfortable are you prepared to get started now working towards a residual income (goals, visions, dreams)?”

Certainly, if I feel really comfortable about the answers to my questions. 

(Then move forward and answer her/his questions shortly and simply. Confirm it answers their questions after each one.  Then when you are finished answering questions say: “Welcome aboard!!!” Get them up and rolling)

OR

No, no not today.  I would want to review the answers and go over some things. 

“Well, _____ with all do respect I don’t want to waste your time and I certainly don’t want to waste mine. It doesn’t sound like there is any point at all in going through these questions at this time. So you go back and do whatever you need to do to feel good about this.  When you get to a point when if I answer these questions you feel good, solid and comfortable about the answers and are ready to get started and work towards the residual income (goals, visions and dreams) then I need you to give me a call. 

(Don’t spend time answering the question is they are not going to commit to joining. Maybe see if they have another question. They may have another objection.)

LOOKS GOOD BUT NEED TO TALK TO SPOUSE

“What did you like best about what you saw/heard, etc.?” 

Good, presentation and I understand the heath industry is booming but I don’t make any decisions without my spouse.

“Well, ____ I can totally understand where you are coming from and I agree that you should talk to your spouse about an important decision. However, I do want to ask you one question _____.  Is it that you are serious about your (goals, visions, and needs) or is it that you are not that serious and you just don’t want to hurt my feelings? Do you always run everything by your spouse? And if so that is totally fine. I just need to make absolutely certain where you are right now.”

It is something I for sure need to talk over with my spouse.  The idea of a residual cash flow (more free time, more money, etc) is appealing but I need to talk it over with my spouse. 

“You know I think I would do the exact same thing if I were you. Let me ask you a question, have you ever brought anything to your spouse that you knew very little about, with all do respect you know very little about this and have only heard about it for 10 min or so. I have been doing it for ____ years (months).  Have you ever brought anything to your spouse and she/he asks you some questions that you wish you had the answer but you didn’t have the answer?”

Absolutely. 

“Did she/he kind of rain on your parade and burst your bubble a little bit?”

A bit yes. 

“Yeah, that is no fun is it?  That is kind of icky feeling?”

It is. 

“We really don’t want that to happen again do we?”

No

“So you know what I think would make a lot more sense, let me know if you would agree.  But let’s let her/him get introduced the same way you did.  Let me answer her/his questions. Because I have been doing this for ____ years (months) and I may have more of the answers then you, do you agree?”

Yes, that makes sense. 

“OK, let me ask you this when is a good time for you and your spouse and me to get together again and have a conversation?”

Tomorrow at 5:50 PM, works for me.  

I NEED TO THINK ABOUT IT

“What did you like best about what you saw/heard, etc.?” 

It looks good but it has really given me something to think about.
“OK, great what did you like best about the presentation?”

Well, I think the idea of liquid nutrition (more money, time freedom, etc).  I don’t like taking capsules and tablets.  It was a very well done presentation and gives me a lot to think about.  

“Alright, so ____ do you want to make a little or a lot?”

I do all right with me current job and you know I just want to think about it. 

“You know what ____ it sounds like you have some questions and just from talking with you I bet they are excellent questions. I am going to grab a pencil and paper.  OK, ____ what is your first question?”

First question: How much does it cost to get started?

“Wow that was my fist question too.  OK, great what is your second question?”

I really don’t understand the compensation plan and how you will get paid?

“OK, so your second question is, you’re a little fogy on the comp plan at this time and would like to understand that a bit better. Again, the same question I had. _____ do you have a third question?”

The last question I have is about training. I have had some friends get involved in this industry and they were just left with no direction. 

“Wow, you are really sharp, because that is a really important question, so important. So you would like to know I little more about the training and support. You said that was your third and final question.  Does that mean you don’t have any more questions?  ____ These are three outstanding questions. I can see you are a really sharp and I say that because I mean it.  So let me ask you a questions ____ , if I can answer these three questions for you and you feel good, I mean really, really good, I mean really solid are you prepared to get started now working towards a residual income (goals, visions, dreams) right away?”

Absolutely. 

(Then move forward and answer her/his questions shortly and simply. Confirm it answers their questions after each one.  Then when you are finished answering questions say: “Welcome aboard!!!” Get them up and rolling)

OR

Well, I would be interest but would need to think about it. 

“_____ I am not positive you understood my questions.  I don’t want to waste your time and I certainly don’t want to waste mine.  SO I am just going to ask this again and make sure we are on the same page. You just asked me three questions and they are great questions.  If I can answer these three questions for you and you feel good, really solid and comfortable are you prepared to get started now working towards a residual income (goals, visions, dreams)?”

Certainly, if I feel really comfortable about the answers to my questions. 

(Then move forward and answer her/his questions shortly and simply. Confirm it answers their questions after each one.  Then when you are finished answering questions say: “Welcome aboard!!!” Get them up and rolling)

OR

No, no not today.  I would want to review the answers and go over some things. 

“Well, _____ with all do respect I don’t want to waste your time and I certainly don’t want to waste mine. It doesn’t sound like there is any point at all in going through these questions at this point in time. So you go back and do whatever you need to do to feel good about this.  When you get to a point when if I answer these questions you feel good, solid and comfortable about the answers and are ready to get started and work towards the residual income (goals, visions and dreams) then I need you to give me a call. 

(Don’t spend time answering the question is they are not going to commit to joining. Maybe see if they have another question. They may have another objection.)

THAT SOUNDS GREAT BUT I DON’T HAVE THE MONEY RIGHT NOW

“What did you like best about what you saw/heard, etc.?” 

It looks good but I don’t get paid until next week. 

“Ok, ____ I totally understand where you are coming from and I don’t want to waste your time and I certainly don’t want to waste mine.  So, what I need to ask you here ____ is it that you are deadly serious about getting a residual income (goals, visions, dreams) and you truly, truly cannot put the money together this evening and you will not be able to until next week or is it that you are really not that serious about this and you like me and you just don’t want to hurt my feelings? Which is it?”

I am serious but I really don’t get paid for a couple of weeks. 

“Well, ____ it is very rare but I do it every now and again…I could possibly take a risk in pre-launching your business but you would really have to convince me that you are deadly serious.  I would have to be so convinced to give up my time to do that.”

What do you mean by how serious?

(Tell a story of someone really down and out making it in this industry.)

“If you can convince me that you are that serious like the folks I just told you about, then I might consider pre-launching your business.”

Ok, what is involved with the pre-launch?

“First of all are you as serious as those people I just told you about?”

I am, I am that serious. 

“Well, let me tell you what that would look like ____.  Grab a pen and paper.  You will have to jump through a few more hoops then the average person, obviously since you are not a paid member yet. Here are some assignments for you to accomplish between now and when you get paid. If you fall short in any of these assignments we would absolutely have to cut our losses.  Because I would have to consider you not as serious as you said.  And everything I am giving you is free since money is the issue right now.  Number 1: write down your goals for me.  Be very specific, why do you want to do this business? I want them no later then tomorrow evening (some time in next 48 hours). Number 2: go to www.danijohnson.com register for free and listen to 4 of her conference calls. Listen to one recorded call each day for next 4 days. Number 3: make a list of resources.  If you owned a restaurant and were out of funds for marketing, what would you do? How would you do it? How would you get people in the door? You are kind of in that boat too with a new business and no funds. Number 4: listen to ______ training call.”

Ok, no problem. 

(Only spend your time on them if they don’t do what they say.  This shows their commitment level and eagerness to do this business.)
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