
 
Course description 
 
How to Ask The Right Questions To Maximize Influence And Minimize 
Objections 
 
Develop a deliberate strategy that results in overcoming objections and 
makes and keeps the sale. $59.00 
 
More important than what you say is what you ask. People believe their 
answers to questions more often than they believe you. When you invest 
your time by maintaining a relaxed, inquisitiveness early on, you save 
time later. People give you the information you need to maximize your 
influence. By using preplanned and deliberate questions, you can better 
direct your answers to show a customer how your product or service is 
the best fit for them. Your customer has previous buying experiences 
where he or she has formed doubts and concerns. Concerns or objections 
are natural in sales. Be ready to recognize objections and allow them to 
be a way for you to demonstrate how what you have to offer can reduce 
or relieve the concern. 
 
Without questions you may be talking to a general audience and 
minimize your ability to make a sale. Know the variety of questions at 
your command and put them into use. It’s a delicate balance of getting 
the client to be specific, when we may be purposefully vague with our 
questions. It means applying the Pareto Law: 80% of the time the seller 
should be listening and 20% of the time the seller should be talking. And 
when talking the seller connects what’s important from the customer’s 
perspective to the product, service or idea. 
 
FURTHER COURSE INFORMATION 
Outcomes: 
Key points are: 
+ how to know when to ask for what; 
+ 5 levels of questions; 
+ an awareness of what causes objections; 
+ manage different objections, including "Your price is too high;" 
+ 4 steps to handle objections; 
+ the psychology of why people buy; 
+ better understand the real reason people buy. 
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