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Thompson Engineering
Houston should handle Harris’ response by waiting patiently for the two weeks to get a reply on the response. In this regard, Houston will be anticipating his client’s concerns and use this time to develop prospects that can interest Harris to enter into the deal. 
Also, Houston should have made the presentation more convincing by tailoring it to align with the needs of Harris. For example, he could have pointed out how the new deal will ensure that he receive their deliveries on time to ensure that he understands the problem at hand to make switch sides. 

Lastly, Houston should have counterbalanced the objection by proposing a benefit that will come with a deal, for example, early deliveries. Also, he could have asked Harris more questions to understand why he is forestalling.

Role Play
	Scene 2
I appreciate your concern, but I would want to add that getting into the proposal will ensure that you will avoid late deliveries in the future, get the best prices available, as well as, right quality products. Also, I would want to know what are your concerns, and I will show you I will address them.




Scene 2
	My company will ensure that you get better prices for the product, quality goods, and services, as well as provide timely deliveries. Therefore, I recommend to take up this deal since it will help make your company do better despite promote efficiency.

	Buyers hesitate or ask for more time to think when they are convinced about the pricing or quality. Also, they can hesitate if they fail to recognize a need.
 Harris should press harder to make sure that Harris is convinced that they are better supplier than Hudson. For instance, he can use the engineer’s positive report to put across that his company is the real deal. 
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