Overcoming Objections to Nail the Sale

If you are like most sales professionals, you are always looking for ways to overcome customer objections and close the sale. This
course will help you to work through objectives effectively. We will help you plan and prepare for objections so that you can address
customer concerns, reduce the number of objections you encounter, and improve your averages at closing sales.

What Will Students Learn? What Topics are Covered?
v" Steps that they can take to build credibility. v" Building credibility
v How to identify the objections that they encounter most frequently. v" Your competition
v How to develop appropriate responses when prospective buyers V' Critical communication and observation skills
throw a curveball. v" Handling customer complaints
v" Ways to disarm objections with proven rebuttals that get the sale v" Overcoming and handling objections
back on track. V' Pricing issues
v" How to recognize when a prospect is ready to buy. v How can teamwork help me?
v" How working with their sales team can help them succeed. v" Buying signals
v" Closing the sale

What'’s Included?

v"Instruction by an expert facilitator v" Specialized manual and course materials
v" Small, interactive classes V' certificate of completion
Pre-Registration Information =

Yes! | would like to attend Overcoming Objections to Nail the Sale!
8= CORNERSTONE

Sign me up for the following session:

1 310 Oak Avenue, NBS Building 3™ floor Randburg. RGN REBEN TN, R ONES

[ Accreditation : SETA : 12255 www.cornerstonehr.co.za
Bankseta : Bank-Corne180502

= All Training are from 9:00 a.m. until 3:30 p.m.
= Cost: Per person. Kindly contact the call centre
= Timeframe : 1 day

Address: 310 Oak Avenue, NBS Building 3" Floor Randburg. Tel: 011 038 6367/ 011 038 6630
www.cornerstonehr.co.za Email: stephane@cornerstonehr.co.za

Banking Details

Account Name : Cornerstone Supreme
Account Number : 62653109283

Bank : FNB

Branch Code : 620
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