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Allison Engineering
Role Play
	I will need a couple of weeks to think over your proposal since I am a dilemma right now on whether to switch my current supplier. I will have to deliberate over it and give you my feedback after I have considered all other factors.
	Williams is using a time/ delaying sales forestalling strategy since she needs time to think over the proposal. Johnson can overcome the objection by listening to William’s concerns and try to comprehend how he could solve them. Also, he can acknowledge William’s concerns by reiterating that they have understood the concerns. Next, he can ask assessment questions to ensure that he clearly understand the client’s issues before making a meaningful response. Lastly, he should respond to William and express her comprehension about why the buyer is resistant to the proposal. In this regard, he can respond to qualms about pricing, quality, and deliveries.
[bookmark: _GoBack] I am concerned that we will be switching our long-term supplier for Allison Engineering, alluding to the fact they have never disappointed us except for their late delivery. This is not an easy decision to make since it sometimes to be in your comfort zone, rather than making a  major transition that can be detrimental to our company.
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Chapter 8. Addressing concerns and earning commitment. 173-190. 

