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"Objections should be welcome 

as each of them brings us a 

step closer to a sale. They give 

us an opportunity to get closer 

to the customer”  

- Pallab Mitra 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

“Objection isn’t a rejection.  

It’s simply a request for more 

information”  

-Bo Bennett 

 

Objection handling is more than just providing solutions to the obvious 
questions. Overcoming objections is a disciplined process that 
helps gain customer confidence. 

Objections are opportunities and if overcome appropriately, we get 
orders. This program builds the ability to effectively handle objections 
which is without doubt the single biggest factor in getting prospects to 
buy. 

"Every objection brings us a step closer to a sale." 

How will you benefit? 

Upon completion of this program, you’ll be able to  

 Manage each objection successfully by responding to them 
positively 

 Understand the premise for customer objections 

 Learn ways to identify customer attitudes with regards to 
objections 

 Build value with clever benefit-positioning statements 

 Use effective probing and listening to leverage the 
conversation 

 Discover methods to neutralize demanding objections 

 Decode customer non-verbal signals and body language 

 Use objections as platforms to ask for orders  

What does the program cover? 

 Why do we get objections 

 Types of objection 

 Customer attitudes and its impact on objections 

 Learn the strategy for handling objections 

 Factors that determine success in overcoming objections 

 Learn the answers to common objections 

 Learn power phrases  

 Understand basic customer attitudes 

 Listening and empathizing  

Who should attend? 

 Beginner 
 Practicing 
 Proficient  

Learning methodology 

 Workshop 
 

Our objective in creating the program is to minimise the impact of 
objections by listening, effective questioning and good presentation 
skills. While objections cannot be avoided altogether, every objection 
that comes up if managed well, leads us to a sale. 

Duration, Next Steps & Pricing 

Discuss your brief with our consultants. Get a customised intervention 
plan that meets your objective, works within your time frame and is 
budget-friendly. Write to us at: pallab@pallabmitra.com 
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