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Overcoming Sales Objections - (1 Day) 

 Overview 

Everyone who works in sales will run into sales objections. From retail employees on the sales floor to 
sales executives, people at every level of the business need to learn how to overcome sales objections. 
With the right training, it is possible to turn objections into opportunities. Investing in sales objection 
training will help improve sales and the company’s bottom line. 

 
 Course Pre-requisites  

This course is designed for the sales and business development team that is involved in the selling 
process.  

 

 Course Summary 
 Three main factors 
 Seeing pbjections as opportunities 
 Getting to the bottom  
 Finding a point of agreement 
 Have a cient answer their own objection 
 Deflating objections 
 Unvoiced objections 
 The 5 steps! 
 Dos and Donts 

 

 After attending this program, you should be able to  
 Understand the factors that contribute to customer objections 
 Define different objections 
 Recognize different strategies to overcome objections 
 Identify the real objections 
 Find points of interest 
 Learn how to deflate objections and close the sale 

  


