Achieving Hearing Success

Handling Objections

Handout



Affirm Explore
Affirm the Patient’s expressed Explore the possibilities and
emotional reality make your recommendation
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Call-Out Review/Research

Empathically call-out the Review & Research their
situational reality dominant concern(s)




Betty Jo's Objection

~ Explore New Angles of Natural Hearing with
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f | 0n, no. I don't think

my hearing is bad enough. Not at that price.
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Example

C.A.R.E. MODEL o o

$6,500 is a significant investment,
especially when you have never
invested in this area of your health
before. Iwant you to get the most
out of your investment.

Without devices, you won't get to fully
participate in your life. How would it feel
to be more connected with your friends
during golf? Based on that what how
would you like to proceed?
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Call-Out Review/Research

I can see you want You mentioned your hearing loss is stopping

to make the best you from participating on the golf course and at
decision. lunch, which leaves you feeling isolated. This is

why I recommended the SmartRIC 440.
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Handling Objections

C.A.R.E™ Model

Affirm Explore
Affirm the Patient’s expressed Explore the possibilities and
emotional reality make your recommendation

Call-Out Review/Research
Empathically call-out the Review & Research their
situational reality dominant concern(s)

W hat will you say to "Call-Out" the reality of the situation?

What will you say to "Affirm" the Patient's reality?

What questions will you ask to "Review/Research the matter?

W hat possibilities will you invite your Patient to "Explore?"
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