Receive,

Don’t
Rebuttal

~\

When you receive
an objection, you
acknowledge it. The
other person sounds
heard, understood,
and validated.

When you rebuttal an
objection, the other
person feels unheard.
They often get upset,
angry, or short.
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Meat &

Potatoes

The three 7’s states that
for you to get a sale, your
customer must be at least a
7/ 10 trust level for your:

— Product / Service
— Company

— Yourself

Any objection you

receive means you aren’t at
a7/10 on at least

1 of these (or maybe

even all 3).

After you receive the
objection, use the next
part of the conversation

to further drive up these
three 7's. Add some meat
& potatoes, and move their
trust level up.

Move the conversation
closer to where you want it
to be --- the close!

Continue to selll

All loops must
end with an ask.

Avoid the tennis
match (question &
answer, question &
answer), and close.

Vary your asks so
you aren’t saying
the same thing over
and over again.

If you don’t ask for
it, you won't get it.
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