
Sales Tools/Resolving Objections/Objection
Process

Trial Close: So how does it sound so far?

Clarifying Questions: Tell me more.  Help me understand.

Explanation

Restate & Cushion: From what I understand, you are 
concerned with (objection). That is a valid concern.

Draw Out Hidden Objections: In addition to (objection),
is there anything else that would be a concern of yours?

Okay, then let’s talk about it.  
(Discuss and ask more clarifying 

questions).

If we resolve that concern, then 
could we move ahead? 

(Discuss and ask more clarifying 
questions).

If Yes: If No:

If No: If Yes:
Obviously, there 
is something else

on your mind.  
Let’s talk about it.

Respond to 
objection and
trial close to 

next step

Discuss & Uncover Objection # 2

So if we were able to make you feel comfortable about (objection # 1)
and (Objection # 2) then we would be able to move to the next step?

To save you time, let’s talk about the concern 
that’s most important to you.  Is it 
(objection # 1)or (Objection # 2)

Continue uncovering 
more 

objections.

If Yes: If No:


