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.

