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72  161-163 “There Ain’t Any Rules in a Knife Fight” Assess Presentations  
 

Chapter 6 – Encountering (Resolving Objections and Roadblocks) 
 

73  165-167 Happy Wife, Happy Life   Female Buying Power   

74  168-170 Responding to Grumpy Buyers   Difficult Buyers 

75  173-175 Deal Appeal     Reassuring Buyers 

76  175-177 Detecting the Discontent   Clarifying Buyers 

77  177-180 Countering Customer Concerns  Handling Objections 

78  177-180 Are We There Yet?    Timing of Objections 

79  180-181 Degrees of Displeasure    Objection Severity 

80  182-183 Nibbled to Death by a Duck   Negotiating 
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