Dextrans Training Academy

Topic 1 — Dealing with Objections

Group C — Diagnhosing the True Objection (Virtual Close Techniques)
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Discussion Questions
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Let's explore effective strategies for uncovering and addressing hidden objections in

your sales conversations.
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Question 1 Question 2
Which of the "virtual close" questions do you think How can we keep the conversation moving forward
works best for surfacing hidden objections — and why? without sounding pushy or desperate to close?
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Uncovering Hidden Objections

Question 1: Which virtual close question works best?
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The Discovery Question

"Is there anything we haven't addressed that could hold
this back?"

This approach encourages honest dialogue and reveals hidden
hesitation without creating pressure.
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The Commitment Test

"If we can structure this to fit your budget, would you be
ready to proceed?"

This question tests the seriousness of the objection and
identifies whether it's the real barrier or a smokescreen.

[J The Key Factor: Tone

Success depends on delivering these questions calmly and naturally.

Write them with genuine curiosity, not pressure. The goal is inviting

clarity and building trust, not forcing a close.
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Moving Forward Without Pressure

Question 2: How do we advance the conversation professionally?
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Ask Action-Based Questions Maintain Warm Professionalism
End emails with open-ended, forward- Project warmth and genuine interest
moving questions instead of yes/no rather than salesy urgency. Your tone

options. For example: "Would you prefer should communicate partnership, not

I revise the schedule or keep it as is?" desperation to close the deal.

03
Offer Helpful Next Steps

Provide value-added guidance without pushing. Try: "Would a short follow-up call

help clarify any remaining questions?"

"The best sales conversations feel

de> <1-rOnS like collaboration, not coercion. = . .
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dextran Role Play Scenario

Practice Your Virtual Close Techniques

The Scenario

Your customer replies: "Everything looks fine, but I'll need to discuss internally first."

This is a common deflection that may hide deeper concerns or simply indicate the need

for stakeholder alignment.

Your Challenge

Conduct a role play demonstrating how you would respond professionally to this feedback.
Use virtual close techniques to uncover the true objection
Keep the conversation moving forward constructively

Maintain warmth while seeking clarity

Offer helpful next steps without appearing pushy

[J Remember: The goal isn't to overcome this objection immediately — it's to
understand what's really happening behind the scenes and position yourself as a
trusted partner in the decision-making process.
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