Contact centre and patient journey

Handling medical sales objections
without outrunning the evidence



India and international patient trust

For India's aesthetic medical tourism
services, the aim should be a decision
supported by clear information and
appropriate clinical advice.



Handling medical sales objections without outrunning
the evidence

Handling objections in medical sales
begins with identifying whether the
patient needs information, a clinical
assessment, a practical problem resolved
or space to decline.



Establish what the patient is actually asking

I would begin with a neutral clarification.
Ask which part of the information
remains uncertain and give the patient
room to explain.



Keep clinical uncertainty out of the sales contest

I would make the coordinator's authority
explicit. They can explain approved
service information, arrange the
appropriate consultation and identify who
owns the next response.



Apply the question, evidence, permission checklist

My proposed checklist starts with the
question: what needs resolving? Evidence
asks which approved information
supports the answer. Permission asks

whether the patient wants the suggested
next step.



Give the next owner the unresolved question

I would design the handover around the
question, the relevant information
already provided and the action
requested. Passing only a lead status
forces the receiving colleague to
reconstruct the conversation.



Coach the decision rather than the performance

I would review a conversation by asking
what the employee understood, what
evidence they used and which action
followed. Did they clarify an ambiguous

question? Did they recognise a clinical
boundary?



The full method
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