Objection Handling: I’m Getting Other Bids

Use your influence to get to the heart of your prospect’s concern.

I’d like you to have this context when your customer brings this up. Say to yourself, “Okay, the chances are only 1 out of 3 that they really will get other bids and they are 1 out of 3 that they will still buy tonight. Let’s see where they are really coming from.”

Next you are going to recall what most people don’t like about buying something they know little about from someone they may not completely trust. You will then ask questions that will uncover their discomfort about what they don’t like and try one last time to see if they will decide that you are the one to do business with. Here’s how it might go:

Sales Pro:
So if you like this system, which of these investment choices would be best for you?

Customer:
I need to think about it.

Sales Pro:
Sure, I can understand that. Can you help me understand what you might be thinking about?

Customer:
Well, I’m getting other bids.

Sales Pro:
Sure. Some of my customers do that. May I ask what it is, if you did take the time to have sales people come out to your home, you would actually compare?

Customer:
I’d compare prices.

Sales Pro:
Sure. So are you saying that you want to make sure you’re getting fair price?

Customer:
Yes, of course.

Sales Pro:
Ummm hmmm, I’m just like you in that way. May I ask if you would feel comfortable with me and my company to provide you with a new system?

Customer:
Yes, I think I can agree to that.

Sales Pro:
Great. And thanks. So you just want to make sure you’d be getting what you’re paying for?

Customer:
That’s it.

Sales Pro:
Okay, well may I share with you why other customers who have felt the same way as you do right now decided to choose us…and were happy that they did?

Customer:
Okay.

Sales Pro:
(Pulling out his “iceberg” image). Thanks. Well it’s like this. When you invest in a new heating and cooling system it includes some things you can see, like the furnace itself, or the thermostat, or the outdoor AC unit, but it includes a whole lot more that most homeowners don’t know about or think about. When you choose an experienced, reputable contractor like we are, from someone you feel comfortable with like you are with me, you can be sure that you get everything that you pay for…the entire “iceberg” and no corners are cut. Does that make sense?
Customer:
Sure.

Sales Pro:
Thanks.  Then my point is this. If you took the time to have sales people come to your home, and they asked you questions like I did, and they took measurements like I did, and they had well-trained installers put in the job with top-quality materials using the best possible installation practices, then their price and our price would be the same. If someone were significantly less than we are, well, then, I guess I’d wonder what might not be included…

So, given all that, do you think you want to invest more time and have more sales people come out, or do you think you’ve found the right company and with me, the right person to work with?

Customer:
That all sounds good but how can I know for sure all this is really true?

Sales Pro:
Well, Mrs. Smith…we guarantee your satisfaction 100% or your money back. That means, if after the system is installed you really don’t think we delivered on what we promise, we’ll remove your system and refund your money. We wouldn’t offer that if we didn’t believe what I told you. (pause) So would you like to go ahead?

Customer:
Okay…you’re right. I’d like to get this done. Let’s do it.

Sales Pro:
Thanks.  You’ve made a great decision!

