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The Art Of Overcoming Objections

The following guide will walk you through some of the most common concerns raised by 

potential clients and give you a few ideas on how to alleviate each of them. Here are a few 

general concepts to keep in mind before we dive in to the specifics: 

1. Your job is not to argue with the client or prove them wrong. When you do that, you are 

giving them something to push back against. Better to offer no resistance and instead help 

them come to their own conclusion about why they are hesitating. 

2. When in doubt, talk less. Ask questions. If you can’t think of a question to ask, go silent. 

3. The answer is often in the objection. For example, if they don’t have enough time for this, 

will they ever have enough time for what matters? Is the behavior of not having enough time 

something they want to continue or do they want start taking control of their time? 

“I can’t afford it right now" 

* What is it costing you NOT to do it? Every day that you are not achieving ____, what is that 

costing you? 

* If you think this is expensive, I can’t imagine how expensive it will be to waste more of your 

time and energy with the challenges you just told me about and try to fix it a year from now. 

* Isn’t one of the reasons we’re talking because solving these challenges will help you create 

more money? You can’t get a return on your investment without the initial investment. 

“I don’t know if I have enough time / energy" 

* This program is only going to take you about __ hours/week, and the things we do in that 

time are going to help you achieve _____. Does that feel worth it to you? 

* Coaching doesn’t take time. It creates time. [Then explain how what you’re working on 

together is actually going to make them more effective in their lives by knowing what to focus 

on and executing it more effectively.] 

“I don’t know if this will work for me / my business" 

* [Offer a case study from a similar type of business] 

* [Offer a case study from someone who had the same concern] 

* I don’t know either. The question is: Are you willing to commit to making it work for you? 

* [If they want a guarantee] Your results are based on you. If you’re looking for an out before 

you even begin, then we may not be the right fit to work together. 
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“I need to talk to my husband, wife, dog, the universe, etc." 

* [Use your intuition here and figure out whether they trust themselves or not] If you’re partner 

is a yes, are you a yes? 

* [If YES] So it sounds like you’re a yes to coaching and you want to do your partner the 

courtesy of keeping them in the loop. Is that correct? Great, how can we get them on board? 

* [If NO] I’m totally cool to have you talk to your partner. Here’s the thing: you need to have 

made the decision yourself first. Otherwise you are offloading the responsibility for your 

business/body/relationship, onto your partner. Since they aren’t you, and they weren’t a part 

of this conversation, that’s really not fair. Would you agree? 

“I need to think about it" 

* Great, what specifically do you need to think about? 

* It sounds like you’ve been thinking about this a lot. Is that true? Is it possible that that 

thinking is what’s been stopping you from taking action? 

* Sometimes when we have to make a decision about a big investment, some fear can come 

in. Is this about not having enough information or is it about the fear of making the wrong 

decision? Because if it’s about fear, let’s address that directly together. 

“I don’t want to add another thing to my schedule that’s going to have me feeling 
stressed and overwhelmed” 

* When people are feeling stressed and overwhelmed, it’s usually due to a lack of clarity. 

Once you have the right support, don't you think you’ll feel more sure of yourself? 

* Isn’t it more stressful to continue to trying to figure this out on your own? 

* What could be a bigger priority than this? 

“I don’t think now is the right time / I’m not ready / I’m going to be traveling" 

* Success is often inconvenient. If not now, when? 

* We wouldn’t be talking right now if you weren’t ready 

* [For travel, just figure out if it will actually interfere with the program or not] 

“I think I can do this myself - I just need to focus / work harder" 

* If you could do this yourself, wouldn’t you have done it by now? 

“I’ve invested in programs before and they haven’t worked well" 
* Why do you think those programs didn’t work for you? [Then explain how yours is different 

and how they are going to need to act differently or else nothing is going to work for them] 
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“I’ve already invested in some other thing to help with this" 

* If you had everything you needed we wouldn’t be on the phone right now. What’s missing 

that’s keeping you from getting the results you want? 

“I want to know more about what you are going to cover. Could you send me 
something that outlines it so I can think about it?" 

* What specifically would you like to know? I'm happy to send you details but let's go over it 

now. 

* I’ve found that people who come in open and ready to learn always get the best results. The 

ones who want to know every detail and spend a lot of time thinking about it tend to struggle 

because they don't take decisive action. 

* What does your gut say about whether this is a good fit for you? 

All others / general indecisiveness 

* [Share a case study about someone who had similar concerns and what results they got.] 

* You have a choice to make now. You can either keep doing things the way you’ve done 

them and get the same results. Or you can choose to invest in getting this handled and make 

a real shift. What will it be? 

* On a scale of 1-10, how important is it for you to make a change today? 

* My job isn’t to persuade you to work with me. My job is to help you make a clear decision so 

that we can both move forward from a place of peace. 

* Often times our lack of decisiveness is the exact thing holding us back from our goals. 

Would you agree? 

* Shall we call you a "no" then? 

* [Install an incentive for decisiveness - price goes up if they decide later, spots get filled, etc.] 

* [If they REALLY need to do something before they can decide, set a time to follow up in 24 

hours.] 

Remember that 90% of the persuasion is done before the objections phase. At that point, you 

only have influence over the last 10% that might tip them over to a "Yes" if they are on the 

fence. 

So: Are you clarifying their challenges, connecting what they want to what you have, and 

committing to the sale as much as you could be? If not, go back and focus on those pieces. 
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