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Below is a list of global objections with known-good responses, followed by a section to enter objections unique to your solution. 

Use this sheet as a reference – when you encounter the same objection on multiple sales calls, enter it here. Test your responses, then review call recordings to see which response led to sales. 


1. I have to talk to X (where X is a wife, husband, brother, financial planner, etc.)
a. What do you think X will say? 
b. <If targeting businesses> Is X a partner in your business? 
c. ____________________________________________________________________________________________________________________________________________________
d. ____________________________________________________________________________________________________________________________________________________

2. I need to think about it / I need to “run my numbers”
a. That’s fine…. But there are two types of people that arbitrarily “think about it”…. Do you have any other questions while you have me on the phone? 
b. That’s great, I get it, and I encourage it, I want this to be a great fit for everyone. Can I ask you this? What haven’t we discussed that you still need to think about? That’s why I take the time on these calls. I’m here right now to make an empowered decision. What questions or concerns do you have that are still unanswered? 
c. ____________________________________________________________________________________________________________________________________________________
d. ____________________________________________________________________________________________________________________________________________________

3. It’s not a good time for me
a. Do you mind if I ask you a question about that? When will it be a good time to start putting the things you said are most important for you into your life? <Can leverage prospect goals revealed in Visualizing the Dream segment> 
b. How will you know when it’s time to start doing and having the things in your life you told me are so important?
c. ____________________________________________________________________________________________________________________________________________________
d. ____________________________________________________________________________________________________________________________________________________

4. I can’t afford it
a. <If your solution helps them financially> Well isn’t that why you came on the call to begin with?
b. Tell me more about that… <Get the prospect to elaborate, then objection handle from there> 
c. ____________________________________________________________________________________________________________________________________________________
d. ____________________________________________________________________________________________________________________________________________________

5. I don’t make decisions quickly
a. Q: Have you heard of the show Shark Tank?  A: Yes.  Q: Everyone in that room makes decisions quickly and they are all very successful. Decisiveness is a trait of success and making change, indecisiveness is not. You have what you need to make a decision right here. So what do you want to do? 
b. ____________________________________________________________________________________________________________________________________________________
c. ____________________________________________________________________________________________________________________________________________________

6. Can I talk to some people who have used your service?
a. Well, we really don’t like giving out the numbers of students, they’re successful busy people like yourself with limited time… I’m happy to answer any remaining questions you may have. 
b. ____________________________________________________________________________________________________________________________________________________
c. ____________________________________________________________________________________________________________________________________________________

7. What if it doesn’t work? (The guarantee question)
a. Well, I know this works, this is literally what I do all day and have done so for years… do you have specific questions I can answer while you have me? 
b. ____________________________________________________________________________________________________________________________________________________
c. ____________________________________________________________________________________________________________________________________________________

8. Is there a contract we sign? 
a. I’m not big on lawyers, I’ve never needed them… When you join you get a copy of the receipt and invoice for your records. <If guarantee is present> If desired I’ll get you a written copy of the guarantee when joining. 
b. ____________________________________________________________________________________________________________________________________________________
c. ____________________________________________________________________________________________________________________________________________________

9. Unique Objection #1
a. ____________________________________________________________________________________________________________________________________________________
b. ____________________________________________________________________________________________________________________________________________________
c. ____________________________________________________________________________________________________________________________________________________

10. Unique Objection #2
a. ____________________________________________________________________________________________________________________________________________________
b. ____________________________________________________________________________________________________________________________________________________
c. ____________________________________________________________________________________________________________________________________________________

11. Unique Objection #3
a. ____________________________________________________________________________________________________________________________________________________
b. ____________________________________________________________________________________________________________________________________________________
c. ____________________________________________________________________________________________________________________________________________________

12. Unique Objection #4
a. ____________________________________________________________________________________________________________________________________________________
b. ____________________________________________________________________________________________________________________________________________________
c. ____________________________________________________________________________________________________________________________________________________

13. Unique Objection #5
a. ____________________________________________________________________________________________________________________________________________________
b. ____________________________________________________________________________________________________________________________________________________
c. ____________________________________________________________________________________________________________________________________________________

14. Unique Objection #6
a. ____________________________________________________________________________________________________________________________________________________
b. ____________________________________________________________________________________________________________________________________________________
c. ____________________________________________________________________________________________________________________________________________________

15. Unique Objection #7
a. ____________________________________________________________________________________________________________________________________________________
b. ____________________________________________________________________________________________________________________________________________________
c. ____________________________________________________________________________________________________________________________________________________
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