
 

 

 

 

 

 

 

 

 

 

Sales Objection Training  
 

 

If you're, like sales professionals you're always on the lookout for ways to overcome customer 

objections and seal the deal. This one-day course is designed to help you effectively address objections. 

We'll guide you in planning and preparing for objections so that you can confidently handle customer 

concerns reduce objection instances and improve your success rate in closing sales. 

 

 

During this sales objection training session, we'll provide strategies to tackle both uncommon 

objections. Working closely with your team we'll address objections that participants face. We'll 

demonstrate effective techniques to overcome most objections and show you how to emphasize value 

for price minded customers or clients. 

 

 

 

 

 



Course Overview; 

Participants will have an opportunity to identify their personal learning goals. The first part of the day 

will be dedicated to discussing what will be covered during the program. 

 

 

Specific learning goals for participants include; 

 

 

• Recognizing actions that enhance your credibility. 

 

• Identifying encountered objections. 

 

• Developing appropriate responses when prospective buyers challenge you unexpectedly. 

 

• Learning strategies to defuse objections using proven rebuttals that get the sale back, on track. 

 

• Learn how to identify when a potential customer's ready to make a purchase. 

 

• Discover the benefits of working with your sales team to achieve success. 

 

 

 

Building Credibility 

In this session we will explore ways participants can establish their credibility including making a first 

impression maintaining a professional appearance delivering effective presentations and showcasing 

testimonials. 

 

 

Understanding Your Competition 

Why discuss the competition? Well because every salesperson eventually needs to understand how 

others are offering products and services. In this session we will delve into the importance of conducting 

research and how to leverage that knowledge for your advantage. 

 

 

Mastering Essential Communication Skills 

During this session participants will acquire skills in asking questions and listening actively. These skills 

are vital, for addressing objections from customers. 

 

 

Sharpening Observation Skills 

Having an ability to observe one’s surroundings is another skill. Through this session participants will 

have the opportunity to enhance their observation skills and apply them in real life scenarios. 

 

 

 

 

 



Turning Customer Complaints into Opportunities 

This session will explore how customer complaints can actually help individuals become salespeople. 

We'll discuss strategies on handling complaints and turning them into opportunities, for growth. 

 

 

Overcoming Sales Objections 

Once participants have grasped skills and concepts, they will delve into understanding objections. 

Working in groups they'll identify objections they face and brainstorm effective strategies for 

responding to them. 

 

 

Effectively Addressing Objections 

In this session participants will learn techniques to effectively address objections using the Identify. 

Validate. Resolve strategy. Additionally, they will be introduced to nine strategies, for handling 

objections including the Boomerang, FFF and Show Your Hand approaches. 

 

 

Addressing Pricing Concerns 

One aspect covered in this session is how to handle the common objection; cost. Participants will gain 

insights on how to tackle pricing issues  

 

 

The Power of Teamwork 

In this session we will explore how embracing teamwork can significantly enhance your skills as a 

salesperson. Then viewing colleagues as competitors participants will discover the benefits of 

collaboration within a sales team. 

 

 

Recognizing Buying Signals 

During this session participants will learn how to recognize and interpret buying signals that indicate a 

purchaser’s readiness to proceed with a purchase. This skill is crucial for maximizing sales opportunities. 

 

 

Mastering the Art of Closing 

This session delves into closing methods. Highlights the top fifteen actions that contribute to successful 

closing of deals. Participants will gain tips and strategies for becoming proficient, in closing sales. 

 

 

Course Conclusion 

Towards the end of the training program participants will have an opportunity to ask questions and 

develop their action plan based on what they have learned throughout the day. 

 

 

 

 

Visit https://paramounttraining.com.au for more information or call 1300 810 725 
 


