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Objection Preparation Sheet

The best way to handle objections is to bring them up before the customer does. To do this, preparation is necessary. 
For your next sales call, networking event, etc., answer the following questions and then ask ChatGPT or other AI tool the last question.
1. What type of organization is it?
2. What type of meeting is this (discovery, proposal, cold call, etc.)?
3. What kind of application or technology are we discussing? 
4. What type of role(s) will be in the meeting?
5. What history do I have with this account, if any? How can I use experience to predict objections?
With the answers above, ask ChatGPT or other AI tool about the most common objections for this type of meeting. For example: “What are common sales objections that healthcare IT people have of access control?”

	Potential Objection #1
	



	Potential Objection #2
	



	Potential Objection #3
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