Scorecards enable an objective assessment of the current situation, identification

of priorities and definition of the desired output which again is measurable
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This Scorecard defines the Top 10 Best Practice requirements for core selling skills - note that this Scorecard focuses on the *Qualifications

skills of selling - customer knowledge and the use of tools and processes are included in other Scorecards « Skills Necessary
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LLING SKILLS MODULE 8 QUESTIONS & OBJECTIONS

This Scorecard defines the Best Practice understanding for Module 8 of the Face to Face Selling Skills Program - Dealing with
questions and objections
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| can explain why getting questions and objections can be helpful

| recognise the need to understand why a particular question has been asked

| can explain why in some cases it makes sense to answer the question with a question
| recognise the need to ensure that my answer is sufficient for the customer

| can explain the various reasons why customers makes objections

Each Best Practice component drives a
development Module (also with its own
Scorecard)

| recognise the importance of fully understanding the objection

I can explain how to deal with the vague objection
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| can explain what is meant by a false objection
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| can explain how to test and then deal with a false objection

10 1aim to identify objections in advance and deal with them in the presentation
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