Invita Training Center
Overcoming Sales Objec ons
Experiencing a sales objec on can be a disheartening event. Through this course your par cipants will learn
how to eliminate the objec on and push through to get that sale. Even the best quality services or items
can be turned down, and learning how to overcome these denials will be of great beneﬁt. Overcoming Sales
Objec ons is an essen al part of the sales process, as it will open up a whole new set of opportuni es. It will
produce new sales and provide an ongoing rela onship with new clients. Objec ons will always occur no
ma er the item being sold or presented.

Course Outline


Three Main Factors



Seeing Objec ons as Opportuni es



Ge ng to the Bo om



Finding a Point of Agreement



Have the Client Answer Their Own Objec on



Deﬂa ng Objec ons



Unvoiced Objec ons



The Five Steps



Dos and Don’ts



Sealing the Deal

Prerequisites

The candidate must have completed or be in the
process of comple ng a high school or secondary
school diploma or similar educa onal standards.

Learning outcomes

Upon the comple on of this Course, the learner will be
able to:


Understand the purpose and beneﬁts of oﬃce poli cs.



Understand the factors that contribute to customer
objec ons.



Deﬁne diﬀerent objec ons.



Recognize diﬀerent strategies to overcome objec ons.



Iden fy the real objec ons.



Find points of interest.



Learn how to deﬂate objec ons and close the sale.

Course Dura on

The standard dura on of this course is 12 contact
hours.

Approvals & Accredita on


Ministry of Labour, Kingdom of Bahrain



Interac ve facilitator lead learning



HABC



Class ac vi es



ILM



Group discussions and case studies



Prac cal sessions



Ques on and answer sessions



E-learning



Role-plays



Self-assessment tools

Training methods

Who Should A end

Middle to high level staﬀ such as:


Everyone who works in sales will run into sales objecons. From retail employees on the sales ﬂoor to sales
execu ves, people at every level of the business need to
learn how to overcome sales objec ons.

For more informa on please feel free to contact:
Invita Training Center | P.O. Box 1197 | Manama | Kingdom of Bahrain
Tel: +973 17 506000 | Fax: +973 15 500202 | info@invita.com.bh
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