Activity Sheet 8A
Overcoming “No”

Develop a series of responses or questions that could be offered at the moment a suspect, prospect, or customer says “No.” Tailor your questions for each of the situations given.

(Wrong timing) ________________________________________________________________

_____________________________________________________________________________

_____________________________________________________________________________

____________________________________________________________________________?

(Money or revenue problems) _____________________________________________________

_____________________________________________________________________________

_____________________________________________________________________________

____________________________________________________________________________?

(Lack of buying power or authority) ________________________________________________

_____________________________________________________________________________

_____________________________________________________________________________

____________________________________________________________________________?

(No need) _____________________________________________________________________

_____________________________________________________________________________

_____________________________________________________________________________

____________________________________________________________________________?

(Impending change in position or players) ___________________________________________

_____________________________________________________________________________

_____________________________________________________________________________

____________________________________________________________________________?
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