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Your price is too high
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Wait until they’re ready to buy!
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Redirect the conversation
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Give benefits when you share rates
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Reduction to the ridiculous
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How happy are you when you spend too little?

Sell the incremental amount
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Don’t compare apples to oranges
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Business is slow
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If nothing changes, nothing will change
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Yesterday's Customers are gone
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Additionally marketing research shows...

My budget is spent
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Is it a smoke screen?
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It's just scheduled
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Change categories
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| have to think about it...
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Play with them!
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Plain old smoke out
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Give reason to decide now
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Yesterday’s customers...
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| have to talk to...
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If this is stall...
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Set up a new meeting
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| tried it, it didn't work
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Use research to prove your point
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Compare apples to apples
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Japanese used to mean poor quality
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What would you do if...
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Redirect and deflect
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Show the benefits of newness
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Known trumps new
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Grow and Flourish

The Best in the World Have Coaches
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Make it Yours... Now!
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