Overcoming Common Objections
Below is a list of common objections you may receive as you begin reaching out to colleagues to join HSMAI. We’ve provided sensible answers to the most common objections you’ll receive.

I’m too busy/I don’t have time!
· It’s true that time is in short supply. I will suggest, however, that membership in HSMAI gives you access to so much information, research, educational tools, networks, and business solutions that you’ll be working smarter, and also that membership in HSMAI may give you the tools to get more done in less time. Sometimes it’s good to step back, take a look at how you’re working, and ask yourself, “How can I be working smarter? What will it take for me to get more done in less time?”

It’s too expensive!
· It’s difficult to put a price tag on your professional development.  You have to admit, however, that $295 is not a lot of money for the immense array of information, research, education, and business opportunities, plus the chance to grow as a sales and marketing professional! Membership in HSMAI is an investment in YOUR professional development.

· Determine what the core revenue “unit” is for the prospect and determine how many “units” it would take to bring a return on investment – (i.e. If you sell just one room night, your membership will pay for itself!) 

I’m already a member of (PCMA, ASAE, MPI, SGMP, IAEM, etc.)
· Most of us have memberships in associations such as PCMA, ASAE and others; however, these memberships are customer/business-driven memberships. You are involved with these organizations to meet and get face-time with your customers. You also need a partner who’s dedicated specifically to YOUR professional development.  HSMAI is the only association that’s focused on the needs of sales and marketing professionals in the hospitality industry. It’s YOUR professional association.

I can’t convince my boss to support my membership!
· Your boss is missing an important opportunity.  By supporting your membership in HSMAI, he or she is giving you access to tools and resources that will help you meet your goals and develop your professional leadership skills. Membership in HSMAI is an investment that pays dividends. Employers must be committed to the professional development of their employees. HSMAI is your most important source for career-pathing.

· Determine what the core revenue “unit” is for the prospect and determine how many “units” it would take to bring a return on investment – (i.e. If you sell just one room night, your membership will pay for itself!) 

· Suggest that you split the cost of membership with your employer. It’s a reasonable compromise.

· Give the prospect a full listing of HSMAI Member Benefits to give to his or her boss and show how membership in HSMAI will help the prospect meet their goals. 

I was a member of HSMAI years ago and really didn’t get much out of it!

· HSMAI is essentially a new organization! HSMAI has never been more relevant, never had the resources it has now, and never been in a better position to help sales and marketing professionals like yourself meet your goals and advance your career. You really need to give HSMAI another try. 

All our expenses are going up and we’re looking at areas to trim our budget! Our budget has been cut!
· Budgets are, in fact, tight; however, you really need to ask yourself, “What am I doing to advance my career? What am I doing to grow professionally? Budgets are always being trimmed and cut, however, your commitment to your career and professional growth should never be a function of budgets.  

· Suggest that you split the cost of membership with your employer. It’s a reasonable compromise.

· Negotiate, negotiate, negotiate! 

