Objection Handling Role-Playing Script:

“I want to think about it.”
Salesperson:
This is the monthly investment and here is the total investment, we also take Visa/MC, and can offer you 12 months same-as-cash. Which of these might be best for you?

Customer:
I wanna think about it.
Salesperson:
Can you share your thoughts with me?
Customer:
We don’t rush into decisions like this.
Salesperson:
I understand. We’re the same way. Can you help me understand what you might be thinking about?

Customer:
We need some time to talk about it.
Salesperson:
I understand. How about this: I need about 10 minutes to go check the _______________. You can discuss this and when I come back I'll be glad to answer any questions you might have. Is that okay?

Salesperson:
(Coming back.) Well, this looks great. Have you decided to go ahead?

Customer:
We decided to sleep on it.

Salesperson:
Sure. Could I come back (tomorrow night) to answer any questions you may have? About the same time, or would another time be better?

Customer: 
Okay…I guess so. How about the same time tomorrow night?

Salesperson:
(Shakes hands) Great. I’ll look forward to seeing you then, and answering any more questions you might have.

