
Confidential 1

Know the FACTS

•
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Objections aren’t rejection. They’re the customer saying, “I need more information.”

It’s important to understand and acknowledge customers’ concerns. This is your chance to 

show the value and benefit of your recommendation. 

• Ask permission from the customer to understand and 

explore the issue.

• Don’t get defensive: When a customer shares a concern, 

let them know you heard them and can help. Empathize, 

relate, and provide a solution.

• Ask open-ended discovery questions to help arm you 

with answers to overcome objections.

• Explain how your tailored solution addresses 

their concerns. Instead of listing features, talk 

about how your solution brings value and will 

benefit the customer. 

• Be confident! Optimum Mobile is a tremendous 

value that all customers could benefit from.

Huddle with your teammates to discuss the most common 

objections you encounter, share your best practices for 

tackling them, and close some Mobile sales!
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