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Responding to Resistance Exercise
Historically, salespeople have referred to client resistance as ‘overcoming objections.’  This language sets the stage for the wrong type of business relationship.  No one wants to be ‘overcome.’  People do, however, want to be listened to and responded to.  Resistance is a normal part of making business decisions, and the approach you take in responding to that resistance – an attitude of wanting to understand and help resolve your clients’/prospects’ concerns – is critical to your success. 

Even the best prepared conversations and the most experienced of consultants will encounter some form of resistance during the conversation with the client prospect. It is simply human nature to respond with resistance. However, the way you respond to this first encounter can either advance the conversation or destroy it.
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