Overcoming Price Objections by Asking Great Questions
Words that are dreaded by salespeople today: “You are too expensive!”

The solution to handling objections is to try to eliminate them.  This can be done by spending more time finding out what your customer is looking for.  Sales staffers who ask more questions, on average, face fewer objections during the selling process.  The reason they face fewer objections is that they already know the prospect’s objections early in the sales process.  Some examples might include:

“When do you see your organization implementing a plan?”  The goal of this question is to not make people defensive, but to find out if they have placed a timeframe around their decision.

“Who will be making the final decision?”  This question helps to determine who your time is best spent with.  If multiple people will help make the final decision, you want to be sure that they are part of the sales process.
“Which other firms have you spoken with?” This question can simply separate and allow you to sell your value over the competition.

“What are your feelings about XYZ Company (your competition)?”  Once again, this allows you to set the table and show them how your offerings will surpass their previous experiences.

Finding out the answers to these questions will help you learn enough information to solve their challenges.  The answers will then allow you to suit your product/service to fit the customers’ needs and wants.  

Frequently, sales staff will find reasons not to ask these questions because of time, etc.  Price is a factor in a great number of sales, however typically, it is not the biggest issue -- it is often masking some other reason.  People want to know they are getting a good deal.  
When you ask good questions, you set yourself apart from your competitors.  In turn, when you set yourself apart, people begin to focus less on the price than on other factors.

Finally, good questions will prevent some objections from coming up.  Your goal with prospects/clients should be to learn as much as possible, so you are able to suggest a product/service that addresses the concern so perfectly, that they will want to buy from you immediately at the price you are offering.

