
 

Objection Handling 
Most objections are not rejections. 

They are signals that a business owner is evaluating an opportunity and 
trying to determine whether it makes sense for their business. 

When a concern is raised, valuable information is being shared. 

When a business owner raises a concern, they are revealing something about 
how they see the opportunity, the risk, the timing, or the value of what is being 
discussed. 

Objections are easier to address when they are properly understood. 

Most objections are not rejections. 

They are part of the decision-making process. 

1. Rethinking Objections  

Objections are a natural part of decision-making. 

When business owners evaluate an opportunity, they often test assumptions, 
question risks, and seek additional certainty before moving forward. 

Think about it this way: 

People rarely ask questions about things they have completely dismissed. 

Questions, concerns, and objections often mean the prospect is trying to 
determine whether the solution makes sense for their business. 



An objection is not necessarily resistance. 

It is often a request for more certainty. 

2. The Words Are Not Always the Meaning 

One of the most important sales skills is learning to separate what a prospect 
says from what they actually mean. 

When a business owner says: 

"I need to think about it." 

They may mean: 

• I am not convinced yet.​
• I need more information.​
• I need to discuss this with someone else.​
• I am uncertain about the value.​
• I am uncomfortable making a decision right now. 

When a business owner says: 

"It's too expensive." 

They may mean: 

• I do not see enough value yet.​
• I am comparing this to other priorities.​
• I am unsure of the potential return.​
• I have budget concerns. 

The lesson is simple: 

Do not assume you understand an objection before exploring it. 

3. The Four Sources of Objections  

Most objections fall into one of four categories. 

Risk 

The prospect is concerned about what could go wrong. 



Examples: 

• What if it doesn't work?​
• What if I waste money?​
• What if this creates more work? 

Value 

The prospect is uncertain whether the outcome justifies the investment. 

Examples: 

• It's too expensive.​
• I'm not sure it's worth it.​
• We have other priorities. 

Priority 

The prospect does not see this as an urgent issue. 

Examples: 

• Maybe later.​
• We're focused on other things right now.​
• We're already doing marketing. 

Trust 

The prospect is uncertain about the provider, the process, or the expected 
results. 

Examples: 

• How do I know this will work?​
• Have you done this before?​
• What kind of results should I expect? 

When you identify which category an objection belongs to, responding 
becomes much easier. 

Instead of reacting to the words, you can focus on the underlying concern. 

 



 

TIP 

Before responding to an objection, ask yourself: 

Is this a risk concern, a value concern, a priority concern, or a trust concern? 

The answer often reveals the real conversation that needs to happen. 

4. Sometimes the Objection Is Confusion 

Not every objection comes from risk, value, priority, or trust. 

Sometimes the prospect simply does not have enough information to make a 
decision. 

Business owners are busy. 

They may be distracted, interrupted, or focused on other priorities during the 
conversation. 

As a result, they may not fully understand the service, the process, or the 
potential outcome. 

Comments such as: 

• I'm not sure I understand.​
• How exactly would that work?​
• I need to think about it.​
• I'm not convinced. 

may indicate confusion rather than resistance. 

Before assuming a prospect disagrees, make sure they clearly understand 
the opportunity being discussed. 

Many objections disappear when clarity improves. 

 

 

 



5. Ask Before You Answer 

One of the fastest ways to lose a sales conversation is to answer an objection 
before fully understanding it. 

When a concern is raised, become curious. 

Examples: 

• Tell me more about that.​
• What specifically concerns you?​
• Can you help me understand your thinking?​
• What would you need to see to feel comfortable moving forward? 

These questions create clarity. 

The more clearly you understand the concern, the easier it becomes to 
determine the right response. 

6. Objections Are Often Buying Signals 

Not all objections are signs of resistance. 

Some objections indicate that a prospect is actively evaluating an 
opportunity. 

Examples: 

• How long does it take to get started?​
• How many subscribers do I need?​
• What kind of results should I expect?​
• How much work is involved? 

These questions often indicate engagement rather than resistance. 

The prospect is trying to understand what moving forward might look like. 

The key is learning to recognize the difference between a concern and a lack 
of interest. 

A prospect who asks questions is often evaluating the opportunity. 



A prospect who is completely uninterested usually asks very few questions at 
all. 

 

COMMON MISTAKE 

Treating every objection as a disagreement. 

Many objections are not rejections. 

They are requests for more information, more certainty, or more confidence. 

When objections are treated as information rather than resistance, sales 
conversations become more productive and less confrontational. 

 
7. Reduce Risk and Increase Confidence 

Most business decisions involve uncertainty. 

The more uncertainty a business owner feels, the more likely they are to 
hesitate. 

Effective sales conversations focus on reducing uncertainty. 

This may involve: 

• Sharing examples​
• Explaining the process​
• Clarifying expectations​
• Discussing realistic outcomes​
• Answering questions honestly 

Confidence grows when uncertainty decreases. 

 

 

 



 

 

QUICK ACTION 

Think about the last three objections you encountered in a sales 
conversation. 

For each objection, identify: 

• What the prospect said​
• Which category it belonged to (risk, value, priority, trust, or confusion)​
• What question you could have asked to better understand the concern 

This exercise will help you move beyond scripted responses and develop 
stronger sales instincts. 

 

 

 
 

KEY TAKEAWAY 

Objections are information. 

The concern behind an objection is often more important than the objection 
itself. 

When you learn to identify the real issue—whether it is risk, value, priority, 
trust, or confusion—you can have more productive conversations and 
provide more relevant solutions. 
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