HANDLING A PROSPECT’S OBJECTIONS
BY Linda Finkle, CCG, PCC
To proceed with coaching, a prospect has to have a need and be ready to buy. Trying to get someone to buy when they aren't ready will have you meet with resistance in the form of objections.

Dealing with objections effectively requires three steps: clarifying the objection, asking for permission to continue, and then addressing the concern. All three steps are important. However asking for permission is critical. 
I found that when I asked for permission to continue the conversation I had a high percentage of prospects become clients. Over 90% of folks wanted to speak further. Surprised? I find that if you give people choices they don’t get defensive. Additionally you are demonstrating your respect for them. Here are some scripts to use when working with objections: 

1. Acknowledge that you heard them. This is where active listening is useful: ”What I hear you saying is that you really like the idea of coaching and can see where this would help you to do “X”, but the fees I charge are a stumbling block for you, is that right?”

2. Ask permission to continue the conversation: “Would you like me to address this concern or would you rather wrap up the call/meeting/conversation right now?”

3. Then address the concern or objection. This is where the coaching comes in and you don’t have to be a sales person to have success here. Just keep asking questions to clarify the concern.
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