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TEST for
MODULE 8:  

Name:                                    Company:      
Note: Follow instructions on web page for what to do with this Test once completed.

1. What are the four types of objections you can receive?

 Not the right person

Not a real opportunity

Negotiating ploy

Real objection



2. What is the cause of a “real” objection?

 The difference between the price and the perceived value
3. What are the two key things you pay attention to…regarding objections?

 Who they are coming from

When they occur in the sales process

4. What is the best way to prevent objections?

 To create an opportunity that is not likely to have an objection because it is based on what your organization provides
5. What are the two major factors in objections?

 Who you talk with

What you talk about

6. What types of opportunities have the least chance of getting an objection?

 An opportunity that you helped the customer to create 
7. What are the five steps for moving an objection from TAC back to PUC?

 Understand the organization's goals

Understand the person's goals

Understand the application

Understand the TAC

Use questions to create discomfort in the customer's mind

