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                                The Ultimate Sales Tool Kit




Finding the “It” in “Think it Over”
This week spend time talking about an objection that has been around as long as I can remember in this industry and will be around way into the future as well, the customer response of" "I want to think it over." Go over the following thoughts and tips in the meeting and change your people's thinking on this common, ever-present objection:

1. First, realise that people very rarely 'think it over.' In fact, it's rather presumptuous to believe a prospect is going to walk around, talking to friends, spending time in discussion or in quiet contemplation, thinking over our product or service. People would rather do almost anything than think. So, instead of thinking about it, they keep looking around for something else or put it out of their mind completely.

2. Second, realise that you will never overcome this objection without finding out what the "it" is. "I'll think it over" in its own sense does not give you enough to go on. Find out what the "it" is and you have a chance of making the sale.

3. Third, you can find the "it" by learning to clarify the objection. In other words, when a customer wants to think it over ask, "I understand you need to think it over, quite a few of our customers at this stage say they want to think it over, in the past we have found it normally is for one of three reasons, either it’s the car, they are not 100% happy with it, it’s the money, it’s slightly over your budget or it’s something that we may have done that has offended you, Mr Jones, Can I ask you what do you think it is in your case”. By providing choices, you make it easier for them to "come clean" as to why they're not buying and you also give yourself the ammunition you need to work on the objection.

4. Fourth, once you find the "it", isolate it to make sure that it's the only thing holding them back. For instance, if they say, "Well, I have to admit, it's a little more than I wanted to spend", respond with a further clarification and then isolate. First, ask, "Bob when you say the price is a little higher than you had in mind, would you mind explaining that a little more for me.” If the customer, in this case says the payments, isolate it to make sure that's all that's holding him back. Two key words to isolating an objection are "other than." If you fail to isolate, the prospect has the opportunity to throw more objections at you down the line as you're closing in on the sale. Say, "Bob, other than fitting the payments into your budget, is there anything else holding you back from taking the product home today?" If there is nothing else, you know what you're working with and can begin closing by working on creative financing, cash down, extended terms, a lease rather than purchase, building the customer up in his thinking by justifying the price and value of the product, etc. If the prospect does throw another objection into the works, don't despair! In fact, be glad you found it out now! Simply isolate it and keep isolating objections until you know exactly what you have to do to make the sale. For example if the customer says, "Well, I really wanted one in red', isolate with, "So other than finding you one in red and keeping it within your budget, you're ready to start enjoying the product today?" You get the idea. Customise the words to fit your product and your style. 

Practice clarifying, “I’ll think it over” today, and then isolating the objection. From there, it’s up to you to overcome what you find. “I’ll think it over” will always be a factor in the selling profession. You might as well get good at handling it and turning it into sales. Role play with your people so they get the kinks worked out before they’re in front of a prospect.
Remember all you’ve got to do is choose
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