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= “(kay, so John was a bit short in his
product knowledge training, but let's focus on something
else. What to do you do when you blow it on a call? Here's
what I suggest at all the speaking and training programs
I do: Be very, very remorseful. Say something like this,
FOh Lord. You must think I'm my company’s village idiot.
I'm so sorry. If you don't want to do business with me, 1
completely understand.” Don't be surprised if the prospect
says "Hey, that's okay. I've done some dumb things, too.
Let's keep going." If you feel bad, vou'll make
ost people want to help you to not be so hard
on yoursell - and you could save a sale.” Dan




