Rebuttal to Negotiation Roadblocks

· Objection 1: Plan

“Our published plan shows an implementation starting next Monday. Is this issue worth the delay?” (Our value analysis shows revenues ramping up by almost $10,000/day in the first quarter alone.)
· Objection 2: Value

“When we calculated the payback you told me that even with all of the costs included, the return was higher than you expected and the project would pay for itself in 10 months.” (Our value analysis shows a first year ROI of more than 90 percent!)
· Objection 3: Pain

“The reason we’ve spent the last four months together is because you’re not meeting your reorder revenue targets.  That issue will not go away until you gain these new capabilities.” (Without our solution, you’ll continue to lose sales to your competitors.)
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