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The following slides are an excerpt from the 
Consultative Selling slide deck. 



Learning Objective

To develop and 

enhance the ability to 

handle objections with  

your customers. 
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▪ Not the real decision maker

▪ No budget

▪ No trust

▪ No need

▪ No urgency 

▪ No differentiation

Reasons for Objections
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What are the most common 

objections you get?

Exercise
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• Buying resistance

• Expression of doubt

• Buying signal

What are objections?
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Is it truly an objection? 

1. Doubt

2. Misunderstanding

3. Question

4. Real Objection

© 2018 Hallett Training & Consulting



Always keep your 

emotions in check!

Key Rule
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Stay calm and composed

Be rational

Listen to what is being said

Guidelines for Dealing with Objections

Listen to what is NOT being said 
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BEWARE:

The Unspoken 

ObjectionOF THE

UNSPOKEN
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“I can sense there’s something 

that might be concerning you?”
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Handling Objections

- 6 Step Method

1. Pause

2. Probe Deeper 

3. Empty

4. Lock

5. Handle Objection & Show Proof

6. Check Satisfaction 
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Practice Session
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Group Exercise 

– Create an Objection Vault 
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Group Exercise 

▪ What are 3 of the most common objections?

▪ What could be the reason behind the objection?

▪ How will you handle each objection?
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