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Handling sales objections 

Objections aren’t in place so you can turn your call into a fight, they are reminders that you have not addressed limiting beliefs earlier on in the call. 

Your questioning needs to be thorough enough to uncover any limitations and challenges. 

What limiting beliefs have you have spotted? 

1. (doubt) 
2. (fear) 
3. (trust)

With every limiting belief, there is a perspective to shift. 

1. I can’t afford it.
Previous relationship with money / value.

2. I need to speak to my partner.
Doubt their own ability. 

3. I don’t have time right now.
It’s not a priority.
Perspective around time. 
Will you ever have enough time (learn how to do it when you’re busy)? 

4. I need some time to think it over.
Not certain. 

5. I’m not very motivated. 
Uncover where they are motivated and allow them to see the other side. 

6. I worked with a coach before. 
Find what they feel they were missing. 
Was it the right time?
Was it the right programme?
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