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TAMING TOUGH PROSPECTS

Q: I really don’t understand why many of my prospects make it so difficult
for me to talk with them when they keep asking childish and ridiculous
questions, and playing hard ball. They are really taxing my tolerance
and I hope I can contain myself from blowing up on them.

Is there a good way to get them convinced fast that my products are
indeed the best in the marketplace?

A: You need to take it off your mind that you are not “selling”but “providing”
them in the sales conversation. This mindset shift will somehowmake
you be more positive and patient when you handle their objections.
Remember when your negative mindset shows up, you will lose their trust
and rapport as quickly as you want them to buy.

Bottom Line: With this positive mindset, you will genuinely want to have all
their questions answered before they buy. The best way to do this is to weave
in questions of concern at various points in your conversations. They can be
simple ones like, “Have I made myself clear? Is there anything I have missed
out? Is there anything else you like to know? Am I doing it the way you like?
And what will convince you further?” You will somehow notice the change in
the climate, their trust will grow and your credibility increases.

Powerful Questions:
• What will be your new outlook when you try to sell to your prospects?
• What behaviours will support this outlook?
• What do you want to say to yourself when the situation is not what you

want it to be?
• What do you want to be mindful always from now onwards?
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CONNECTINGWITH YOUR AUDIENCE

Q: I don’t have a problem with speaking to people as I think my speaking
skills in my presentations are among the best around. However, my issue
is although people are impressed with me, we are not well connected.
They don’t applaud nor ask questions about what I’m selling. Obviously,
they don’t buy too! What’s still missing? - Disconnect

A: Somehow I have this strange feeling that your good speaking skills may also
be your liability as much as they are your asset. You might have been so
carried away with trying to impress them with your voice, language and
style, etc, that you forgot about your audience! It thus becomes your show
rather than theirs! This is the missing piece in your presentation.

Bottom Line: It all lies in your listening skill, or the lack of it.
The first thing is to introspect on the extent of your interests in your

audience’s well-being. You will know the answer to this if you make efforts to
tailor-make the presentation format and delivery to suit them.
Connecting with people always requires us to reduce our talking time by

half. Replace talking with a Q & A dialogue at the end while at the same time,
put in questions at various points in your delivery like “Have I made myself
clear? Any questions before I continue?”and so on.
Asking questions also require attentive listening to their answers and not

being defensive or negative if what you hear is not what you want to hear!
Stay composed and collected. Even smile!
Watch out for your mannerisms, and what you say and do. Be uplifting and

not degrading. Treat your audience with great importance and make them feel
good. Never argue with them.
Your connection with them should improve with these good practices.

Powerful Questions:
• What do you want to change in the way you are presenting now?
• What is the objective for making these changes?
• What will make these changes sustainable?
• Who can give you good feedback on how you are progressing?

Corporate Coach Academy is conducting a 2-Day Coaching Power Tools workshop
on Sept 28–29. Call 03-62054488 or log on to www.corporate-coachacademy.com.

Read the ‘Stories That Coach’at www.mikeheah.com.
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