Student Name/EUID # _________________________________________________________________
Participation Assignment: Best Strategies and Communication Methods for Handling Objections

ASSIGNMENT: Using the strategies from the Marc Wayshak video and the LAARC communication method, write your response to each of the following buyer's objections. The Listen step is not included since it is implicit in the process.
1. Your price is too high.
Acknowledge:  John, I do appreciate your opinion on the pricing of our product. However, $500 can be considered too high and am glad you shared your concerns. 
Assess: Would you kindly help me understand the reasons why you find our prices too high?
Respond: I agree that our prices are too high as compared to those of other sellers in the market as you have stated.  However, this product is of high quality and value as compared to others and I believe that it meets value for your money.
Confirm:  I absolutely appreciate your decision for reconsidering decision on our product. The product will be delivered to you before the end of today. It is a pleasure doing business with you. You are welcome for any further inquiries and purchases in future.
2. I just don’t think we need it at this time. Check back with me in six months.
Acknowledge: I understand that this might not be a good time to make the purchase and I appreciate you telling me that.
Assess: You had earlier stated that your firm needs an upgrade on the security systems.  Can you help me understand why you would not want to make the upgrade in six months instead of now?
Respond: I appreciate that you find our products and services to be of great value. Your decision is based on the cost of the product and your company’s inability to raise the whole amount at once. Our firm can work a payment plan with your company and spread the payment into instalments after making the initial cash payment.
Confirm: Thank you for reconsidering your decision on purchasing our product. Our company will send representatives to work on a payment plan on the agreed date. We look forward to doing business with you.
3. I am not sure that I can make a decision without getting my manager’s approval.
Acknowledge: I appreciate your concern on getting your manager’s approval before making this decision. 
Assess: Can you help me understand why you think the manager would question your decision to purchase the goods from our company?
Respond: I greatly appreciate your concerns. However, I would gladly inform you that our product is of high quality and with the small number of suppliers in the market, you should not be worried about making sells. The demand is high and your firm will make high sales and increase its revenues.
Confirm: I really appreciate you taking your time and reconsidering your decision Sandra. I am happy that you agreed to do business with us. Your manager will be glad you made the decision. 
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