HOW TO HANDLE OBJECTIONS
Let’s face it. Your Scout may do everything right. He made a goal, knows all of the products and
prices, made a plan on when and how he going to sell, and memorized his sales script. He gets
to the door and the person on the other side says no for whatever reason.
It is an opportunity to meet people you do not know, listen to what they have to say, empathize
with them and convince them to purchase what you have to offer.
You can take the time to stop after each person who said ‘no’ and review what happened. Try to
make a distinction on whether the reason the person said no was because of something your
Scout may have said (or not said) or if it was a person who really was just not wanting the
product. We know popcorn sales is a numbers game. Every no you receive gets you closer to a
yes and often times a bigger yes.
Many times the person will not say no but instead give an objection. Remember an objection is
not a ‘no’. The ability to overcome objections a customer may have is the sign of a good
salesperson. Usually when a customer has an objection, what they really are saying is ‘I need
more information’. Below are some common objections my son and I have heard over the past
several years and possible responses to those objections:
I cannot eat popcorn…
That is OK. You can still support us and the Military by buying popcorn to send to troops
overseas. Popcorn also makes a great gift for someone else. We also have Pretzels and
Magazines you may like. Which one works best for you?
Popcorn is not healthy…
Many snack foods can have lots of fat, but many of our products have less than half the calories
of potato or corn chips. Plus, popcorn is high in fiber. Which one would you like?
The price is too high…
You are right. The price is about the same as buying popcorn at the movies. However, 70% of
the proceeds go back to local Scouting, so you can feel good about buying the product and
helping your local community. Which one would you like?
We already bought popcorn…
Great and Thank You! After trying the product, many of my customers find they would like to
send some to family, friends or to military troops overseas. Who would you like to send popcorn
to?
I do not have any money on me…
That is OK. We take all major debit/credit cards. Which one would you like?
I am allergic to nuts…

I am sorry to hear that. I have a relative/friend that has a similar issue. They help me out by
placing an order for our Military troops overseas and in VA hospitals. What product would you
like to order for our troops?
I do not support the Boy Scouts…
Thank you very much for listening to me. Have a good day.
As you can see, not every objection can be overcome. However, it is important to be polite and
represent the brand of the Boy Scouts. You will also notice each response again asks for the
sale.
Understand there are discourteous people in the world and your son and you will run across
them on occasion. However, this is a great time to teach your son how to respond to people
who act in this manner.
These are just some ideas as to how to respond to customers when they present you with an
objection. Remember it is important to listen to what the customer has to say and respond in a
manner which is courteous and with the intent of answering their questions. Overcoming
objections is a teaching moment for adults and youth which will bring lasting benefits in years to
come.

