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How I built my
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To $50,000/week
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STEP2
UNDERSTAND
THE NEED



POINT OUT
T H E  P R O B L E M

OR ISSUES

Do not lead with product.
Focus on vulnerabilities.
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THE OBJECTION-FREE 
SALES PROCESS

UNDERSTAND 
THE NEED

BUILD 
RELATIONSHIPS

POINT OUT THE 
PROBLEMS

HIGHLIGHT 
VALUE 

PROPOSITION 
OF YOUR 

OFFERING

PROS & CONS
OF ALL OPTIONS

GET BUY IN



READY TO IMPLEMENT THE 6-STEP PROCESS?

SUBMIT YOUR OWN 
OBJECTIONS


