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PROBLEM- SOLVING YOUR SALES

Problems in your sales process and experience are inevitable. 

While you can take some actions to prevent issues from shaping, you’ll still have
no choice but to solve them when they occur.

Now, when it comes to objections, there are different ways to eliminate them. The key
is identifying what these objections are so you know where to direct your efforts.

This resource will help you �nd solutions to sales problems you may face now or in
the future. Read on!

TRACKING YOUR OBJECTIONS
Most people track their conversion rates, revenue, commissions, and all that kind
of information. But one thing that’s routinely overlooked?  Tracking objections. 

Tracking your objections is crucial if you plan to improve your sales results.

Essentially, you need to track the objections you get and overcome, and conversely -
those you get but don’t overcome.

In our business, we do that within our Customer Relationship Management
(CRM) system.

We tick all the objections we got. Then, we indicate whether we closed them or not.

This way, we have access to a reliable metric that feeds back to a tracker that
automates a reporting function. Take note to do this process yourself so you can
really start to problem-solve your sales.

PRE-HANDLING OBJECTIONS
Sales is a process-driven activity where you can learn a lot from the things that are
happening. 

Something to take note of is, if you’re constantly thinking about objections, then
without a doubt you’ll also induce them.

When you fail to pre-handle concerns during the sales conversation, these arise as
objections at the end. There’s always something that you are either doing - or not
doing, that’s causing a particular objection to happen.
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4 MAIN OBJECTIONS:
 1. Time - Timing is an “urgency” thing and mostly persistence and probing around
               the consequences of delay is the technique to overcome this type of objection. 

 2. “Think about it.”- We can link this objection to a lack of urgency because no
     one needs to think about running out of a burning building; they just do it
     because the consequences are too dire to not act.

 3. Money - Chances are if you're getting money objections, there's uncertainty
     around value, and either you're not pre-handling it - Or perhaps you’re putting
     the wrong people through.

 4. Partner - If you're getting a lot of partner objections, it’s usually more of a trust
     thing. Could be you’re not hitting that correctly, not pre-framing that, or just
     might not be very good at handling a partner yourself, like many people are.

These are essentially the four main categories of objections.

Realistically, you should be getting an even divide of 25% between these four objection
types. If it happens you’re leaning heavily on any of one of these, then there is something
within your process, scripting, or marketing that’s creating that objection.

That’s why tracking and monitoring your objections allows you to see what’s happening,
and gives  you the essential information you need to �x  issues and make more sales.

IMPORTANCE OF MONITORING
Tracking also helps you �nd out your strengths and weaknesses as a salesperson.

So when you take a look and analyze calls where you didn’t get money objections
and those where you did get money objections. You can take a look, assess and
ask yourself whether overcoming money objections is your biggest barrier to success?

Maybe it's time objections? Or you could even discover that you’re actually really
excellent at handling partner objections.

Whatever the case, you’ll learn how to increase your opportunities and turn your
weaknesses into strengths.

THREE FACTORS AFFECTING THE OUTCOME OF A SALE:
 1.  The words you say

 2.  The sales process you take someone through to have them buy

 3.  The actual marketing and messaging

If you’re making a lot of sales it’s still really important to pay attention to the objections 
that come your way.

Let’s say 80% of the calls are successful, but you notice an overwhelming number of
prospects are throwing out money objections.
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With complete data on this, you can go to the marketing department and say,
“Hey, guys! I know we're doing really well, but we have to overcome an awful lot
of money objections, and that's going to create issues in the long term. Let's try
and �x that.”.

This way sales and marketing can work together and solve the problem permanently

LET US HELP!
With what we do, we can take a look at your sales and possibly recommend tools that
will help.

For example, it could be you're converting a lot of people yet you're still getting too
many “think about it” objections.  We can assist you in overcoming this objection
more easily, and/or avoiding it completely.

What we’d do is take a look at your script and adjust it to pre-handle “think about it”
objections by addressing urgency early so it doesn’t become a lost sale at the end.

In this way we can help make your life a lot easier and your sales efforts a lot more fruitful.
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Transform Your Sales Team,
Increase Revenue and Consistently

Hit Quotas with 7th Level

It’s time to consistently predict and exceed revenue goals. It’s

satisfaction and performance. It’s time to drop the Old Model of
Selling and embrace the New. Don’t let the competition pass you by.

BOOK YOUR DEMO NOW

Hiring an in-person sales trainer is costly and largely

and lasting results in your sales team’s performance.

Book a demo with one of our account executives
today to receive a personalized tour of our platform.

https://7thlevelhq.com/book-demo/


