Leadership Forum Re-cap 02/16

Topic-Hesitations, Concerns and Objections 

Concerns, Hesitations and Objections are not necessarily a “No”, but just a need to “Know.” Many people just need more information before they can make a decision.

1 out of 10 people will volunteer that they want to be a Representative.  The other 9 are waiting to be asked, waiting to be encouraged, waiting to have someone answer their questions and calm their fears!  If you only get the volunteers you are missing out on a lot of people who may be interested in joining your team.  

Using the Q.U.A.D. Approach

Refer to Developing Your Business, pgs. 31-33.

Question (to uncover the real concern)

Understanding (acknowledging the concern)

Answer (with clarifying information) 

Decision (to agree on the next step)

Concerns shared on the call:

The start up cost seems awfully high.

Q. “Are you concerned that you won’t be able to re-coup your investment?”

U. “I know how you feel, I had the same concern when I started.”

A. “My sponsor helped me make an action plan to get started.”  “By getting 6 bookings on my calendar before I even started, really helped!”  I was able to earn my investment back in my first month as well as earn FREE Fast Start jewelry!”

D. “Does that make you feel more comfortable knowing you will have a definite plan of action?”

I already know so many people in my area who are Silpada Representatives.

Q. “Are you concerned that you would have trouble getting bookings?”

U. “One of the Representatives on my team had the same concern.”

A. “After we finished her initial training and she had made a list of everyone she knew, she was surprised to find how many people she did know and many of them had never even heard of Silpada.”  

D. “I will gladly help you and teach you how to ask the people on your Who Do You Know List to book a party.”  “Would you like to give it a try?”

Once you have handled all the recruits hesitations, concerns or objections it is time to ask a closing question.  Your recruit should be to the point in which they are able to make an informed decision.

RISING STARS WORKSHOP

Class 6 – Concerns, Hesitations and Objections

“Concern, hesitations and objections are normal  . . . actually they are a great sign! No one brings up a concern, hesitation or objection unless they are giving the idea some thought.” They are really saying, “Tell me more.”
Specific Concerns (Use along with Developing your Business, pg 32)
I don’t know enough people.

I’m not the ‘Home Show’ type.

There are too many people in my area selling it already.

It’s too late to sign up now, there are too many reps already doing it.

I could never talk in front of a group.

I need to think about it.

It looks like fun (yes) but I’m too busy (no).

I love the jewelry (yes) but I could never sell anything (no).

I kind of want to do it (yes), but I’m afraid I won’t get any booking (no)s.

Your job is to:
Question: Uncover the real concern by rewording the question.
Understanding: Acknowledge or agree with the concern. Use FEEL, FELT, FOUND.
Answer: With clarifying information.
Decision: Agree on a plan of Action.
Handle multiple concerns one at a time, using the Q.U.A.D. approach. After trying a ‘trial-close,’ get a commitment, or go back and address a new concern. Go through the QUAD steps for each concern.
