Q\ Handling Objections Strategies

LAST Method:

L = Listen by looking at them, being quiet, and
letting them finish telling you their objection with-
out interrupting them.

A = Acknowledge by saying, “You're Right” or “I
Understand” so they know you were listening.
Repeat back what they said so they know you
heard them.

S = Stories of other patients who have had the same objection.
T = Try again by asking another converting question.

AND...

Feel — Felt — Found Method:

I know how you feel. Other patients felt the same way. And this is what they
found...

Here’s Another Approach:

“On a scale from 1to 10, 10 being you are absolutely certain and ready to go,
and 1 being you wouldn’t move forward no matter what, where do you stand?”

...(Patient gives you an answer...)

..“So, what would make it a 10?2
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