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Don’t let this happen to you…  
 
 
Let me tell you about the day I walked away from thousands of dollars and the perfect 
client…. 
 
I was networking at a weekend training event, hoping to get a few new clients or at 
least make some new contacts.    
 
Another attendee and I hit it off right away. The more we talked, the more we realized 
that it made perfect sense to work together.  My experience as a business consultant 
and someone who successfully built several million dollar businesses of my own was 
exactly the expertise she was looking for to help her grow her business. 
 
Over lunch we talked about my coaching program, and she said it sounded ideal.  She 
seemed really interested in working with me, but at the end of the day she decided that 
it was more than she could afford.   
 
I didnʼt feel comfortable pushing her into something she didnʼt have the money for so 
we agreed to keep in touch until she was ready.  
  
Imagine how I felt the next day when she bubbled over with excitement about a 
program sheʼd just signed up for (from a different coach), which I knew cost more than 
double the price of my program!   
 
I was excited for her, but I was also wondering where I went wrong. 
 
I let thousands of dollars slip away from me that day, not to mention the perfect client. 
  
It turns out that the other coach was much better at overcoming objections than I was. 
She coached my new friend past the money issue and made the sale.    
   
Fast forward a few years. Today, when I find myself faced with the money objection, I 
handle it much differently. 
  
The scripted responses I share in this booklet are meant to help you overcome 
objections in your sales conversations, because I donʼt want you to have to 
learn the hard way like I did.  
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How to Overcome Objections in Your 
Sales Conversations 

 
“I donʼt have the money.” 

 
“I donʼt have the time.” 

 
“I donʼt think that will work for me.” 
 
If you rely on sales to grow your business, you have to deal with objections like 
these all the time.   
 
How you handle them can make or break your business. 
 
Get it right and your sales will soar. 
 
Get it wrong and youʼll leave more money on the table than you put in your 
wallet. 
 
Fortunately, there are proven strategies for overcoming objections that make it 
easier for you to confidently and consistently get your clients to YES more often. 
 
1. Approach sales with a mindset to serve.  

 
Your role is to help your prospects get from where they are now to where 
they want to be.  

 
Objections are a natural part of the conversation because people are 
naturally reluctant to change.   
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They come up with all sorts of reasons for not taking action, whether itʼs time, 
money, or something else.   

 
2. Think of it as a coaching opportunity.  

 
The fact is that you canʼt overcome objections for your prospects.   

 
They have to do it themselves.   

 
What you CAN do is to skilfully coach them past their fears and through their 
objections to help them get to YES. 

 
3. Be proactive.   

 
One of the most effective ways to deal with objections is to eliminate them 
before they are raised.   

 
How? Anticipate them and then craft your sales script ahead of time with 
potential objections in mind.  

 
Good sales scripts will have a high conversion rate if you understand the 
proper formula.   

 
Thatʼs what sales formulas are all about. They incorporate the best 
techniques for removing objections, so that by the end of the conversation 
your prospect is ready to buy from you.   

 
If you want help with crafting your sales scripts, contact me or attend my 
annual Message to Money event designed specifically to help you monetize 
your message so you can grow your business. 
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4. Be ready with scripted responses.  
 
Sometimes, even when you prepare in advance and say all the right things at 
the right times, you still hear objections.   

 
Pre-scripted responses give you the confidence to keep the conversation on 
track.   

 
They allow you to stay in the mindset of helping your prospect get what they 
need and want, rather than pushing them into something they donʼt want. 
They also help you to avoid stumbling over your words and losing your 
confidence to make an offer. 

 
To keep your sales conversations moving forward to YES, use the 
following done-for-you scripted responses to the most common sales 
objections faced by coaches, consultants, and other expert 
entrepreneurs.  People I like to call ExpertPreneurs®. 
 
OBJECTION #1 
I donʼt have the money.  I canʼt afford the fees you charge! 
 
This is probably the most common objection.  
 
If you address this early on in the conversation, it makes it much easier to 
address it if it comes up later. Review your prospectʼs challenges, and get them 
clear on what itʼs costing them right now to remain where they are.   
 

• What is it costing you to be in this situation (business, personal)? 
“Cost” does not have to be a financial cost – it could also be cost in terms of 
their peace of mind, relationship with family, future opportunity, health, etc. 
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This works because if a money objection comes up later in the conversation, 
you can bring it back to the answer they gave you earlier.  Often you can re-
frame the way they look at the money, changing their perspective from “Itʼs a 
cost” to “Itʼs an investment with valuable benefits and returns.” 
 

• Help me out, I donʼt understand. You said that this situation was costing 
you these things (list them), and that you were committed at a level 10 to 
changing this. Iʼm guessing you donʼt have many level 10 commitments in 
your life.  
 
• We usually find a way to pay for whatʼs important to us, so could I 
brainstorm with you on how to find the money so you can get what you want? 

 
• Do you often let ʻI donʼt have the moneyʼ get in the way of getting what you 
need? What would it be like if that was different? 

 
• You said that this situation was costing you _____. If by investing in this 
offering, you save/earn/make _____ more per month, you'll actually be 
ahead. 

 
• Imagine how much more money you could save in your life if you were 
working from a clear place. 

 
• You are making your decision on money/cost not on the results and where 
this can take you. Consider the possibilities if you move forward and have 
success. 

 
• You need this to survive/grow/achieve so how are we going to do this? 
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This works because it reframes things and gets them to compare the cost of 
moving forward versus the cost of staying stuck.  More often than not, it will cost 
them more to stay stuck than to move forward. 
 

Sometimes when people say money is an issue, the real objection is something 
else.  If your questions around money are not getting anywhere, try revisiting 
how motivated they are to solve their problem, overcome their challenge, and 
get the outcomes they are looking for. 
 

• On a scale of 1 to 10 (with 10 being the highest), how much do you want 
to move forward to get the results?     

 
• If we set aside the investment for a moment and just look at the 
program/service, is this something you would say “yes” to moving forward 
with?   

 
This works because it lets you know whether or not they are motivated to 
move forward.  You can then guide the conversation in the right direction 
depending on their answer. 
 
  OBJECTION #2 
 I donʼt have time to take on X. 
 

• Why are you that busy? 
 
• How much more time would you have if some of the challenges you are 
facing were removed? 

 
• What tasks could easily come off your schedule to free up time? 

 
• Perfect! That is my specialty -- helping BUSY people! 



 
 

Copyright © 2016 Expert Elevation.  All rights reserved.  
Sheryl Wolowyk w Expertelevation.com 

	  

• How about we work together one month and letʼs see what shifts take 
place that may free up some time. 
 
• Thatʼs the beauty of helping ourselves. In the beginning it seems like 
another addition to our to do list, but eventually there becomes more freedom 
and more joy. 

 
This works because it re-frames the issue. Instead of focusing on how busy 
they are now, it makes them think about the possibility that taking the time now 
will free up time in the long run. 
 
OBJECTION #3 
Now is not a good time. 
 

• I know it doesnʼt always feel like the right time until you get going and start 
to see results. Then you canʼt believe you waited so long.   
 
• When do you think the right time would be?  

 
• Thatʼs not a problem.  I want to you to feel empowered to take all the time 
you need.  Just understand that after today the fast action bonuses and early 
bird discounts wonʼt be available.   

 
• You called me today to get answers to your questions because you want 
to make a change.  So doesnʼt it feel like the right time is now to get working 
on this so you can start enjoying the results?  

 
• Something always comes up in life.  How long are you willing to stay this 
way (or whatever they state is the problem)? 
 
• If not now, when? 



 
 

Copyright © 2016 Expert Elevation.  All rights reserved.  
Sheryl Wolowyk w Expertelevation.com 

	  

• What is stopping you from having that right now? 
 
• Is this a situation you are okay waiting on? 

 
• Best question EVER:  What is it costing you to stay here?  
Refresh on the challenges and frustrations they are facing, and the costs of 
staying stuck. Remember that costs arenʼt only financial costs – there are 
costs to relationships, health, career, reputation, client service, etc. 
 

This works because it shifts their mindset about the right time.  People tend to 
believe there is a perfect time to get things done.  The truth is, more often than 
not, the best time to get things done is NOW. When we put off doing things, we 
put off getting rid of the pains and costs associated with them.  Even more 
important, we put off getting the results we want.    
 
OBJECTION #4 
I am not sure that you can help. 
 
When people voice this objection, it usually indicates that you havenʼt spent 
enough time positioning your credibility and expertise, or you didnʼt offer enough 
social proof in the sales conversation. 
 
To make sure that this objection doesnʼt come up, take the time in your 
conversations to: 
 
• Provide testimonials, case studies, and share some statistics on the specific 

results your clients have achieved.  Give them plenty of proof that you have 
delivered the results you say you can. 
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• Highlight any news media where you have appeared, mention books you 
have authored and podcasts you air, as well as any industry awards you have 
received.  Prove that you are the real deal. 

 
• Position your expertise.  Hereʼs an example of what I say in my talk to 

position myself: 
 
Entrepreneurs hire me to help them stand out in the marketplace and attract a steady 
stream of ideal clients, because most of them are selling to everyone and anyone, which 
means they are selling to no one, so I help them to showcase their genius and fill their 
sales funnel to create a steady stream of cash.  Bottom line, I help them to make more 
money doing what they love. 
 
I have created four million dollar businesses.  I am a best selling author, award winning 
speaker, and have appeared on ABC, NBC, CBS, FOX affiliate station and been published 
in Forbes magazine. 
 
As the founder of Expert Elevation I have been coaching executives, managers and 
experts for over 20 years to implement proven strategies, both online and off with highly 
effective marketing and sales techniques.  My genius is to help you increase visibility, 
attract more clients, and easily position your value to get paid top dollar. 

 
In spite of all your efforts, sometimes this objection will come up anyway.   If it 
does, here are some effective ways to respond so you can keep the 
conversation moving towards YES. 
 

• Tell me the top 3 things that are bogging you down and Iʼll tell you how X 
may help. 
 
• Would you like to talk to one or two of my current clients to get a first hand 
account of the results that people just like you are getting from X? 

 
• Are you sure that I canʼt help you? 
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• I understand how you feel.  Iʼd like to share a specific case study of a 
client in the same situation as you so you can see how he used X to take his 
business to 6 figures in a year/enrol X new clients per month/ (insert results 
related to your solution).  Would that be okay? 

 
This works because before people buy they want to feel confident that you 
have the expertise and experience to help them. They want to know that other 
people just like them are getting great results from credible experts before they 
commit themselves to buy.  Marketers call this social proof. By providing social 
proof you are easing the fears and giving your prospects confidence in their 
decision to buy from you. 
 
This objection can also indicate that your prospect is unsure about their ability to 
work with you in a way that will get results.  
 

• Is this your first time working in this way? 
 
• (After a free session) What did you get out of today? What was your 
experience like? What insights did you gain? 

 
This works because it allows you to gently ease their fears and help them feel 
better about their ability to get results working with you. 
 
 
OBJECTION #5  
I have to talk to my spouse about it. 
 
It is quite possible this is not a strategy they are using to avoid giving you an 
answer, however there are some great questions you can ask to clarify for 
yourself while offering them some possible help. 



 
 

Copyright © 2016 Expert Elevation.  All rights reserved.  
Sheryl Wolowyk w Expertelevation.com 

	  

• Is your spouse in business with you? Do they have their own business? 
Do they work for someone? (This helps you to understand if their spouse is 
an employee or entrepreneur.) 

 
• One thing I find is employees and entrepreneurs have a different 
understanding of business. What about setting up a call for the three of us, so 
I can explain things?  (If they donʼt feel this would work, ask if you could help 
them role play the explanation they will give to their spouse.) 

 
• Is your spouse your investor? (In other words, is the spouse paying the 
bills while they build their business?) 

 
• Who generally makes the financial decisions? 

 
• What about setting up a call for the three of us, so I can explain things, 
otherwise, they may have questions that you canʼt answer and thatʼs just 
frustrating for everyone?  

 
This works because it helps you to determine whether or not they actually 
need to check with their spouse, or if there is another reason they arenʼt making 
a decision.  If it seems like there might be another underlying reason, ask them, 
“Is there any other reason you are hesitating to make a decision?”  That gives 
you the opportunity to help them overcome it and move forward to YES.   
 
OBJECTION #6  
Iʼm not sure this is right for me. Iʼm not sure I want to do X! 
 

• Yes, many times clients are unsure because they arenʼt confident about 
what steps they should take to solve their challenges. They donʼt know what 
steps they should take and in what order to get the results they desire.  Letʼs 
discuss how I might help you and if it is not a good fit, I have many resources 
to point you toward. 
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• What are the three biggest challenges you are facing right now? 
 
• Is there something I can offer to give you more insight into the process? 

 
• What opportunities are you missing by not having support and clarity? 

 
This works because it shifts their thinking to focus on what is right for them and 
what would work.  This will bring them right back around to your solution if you 
positioned it well earlier in the conversation. If there is a good fit, their 
challenges and desired outcomes will align perfectly with your solution.   This 
response also lets them know that you have their best interests at heart and 
want to help them find a solution that will work.  If X is not the right fit, I have 
many other resources to point your toward. 
 
OBJECTION #7 
 I have to think about it. 
 
This objection is also very common, since people often feel like more time will 
give them time to go through the pros and cons. Unfortunately what tends to 
happen is the fear of change or stepping forward will come up and convince 
them they donʼt really need your solution.   
 

• Obviously you have a good reason to want to think it over. Do you mind if I 
ask what it is?   What exactly do you mean by that? Why do you feel that 
way?  Is that your only concern, or is there something else? 
 
• What do you need to think about?  If you go away and think about it I wonʼt 
be there to answer your questions, so letʼs tackle them right now. 
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• If you have to think about it, I may not have done my job in describing the 
benefits and transformation available to you.  Is there anything weʼve 
discussed that youʼre unsure about? 

 
• What are you afraid of? Iʼm going to give you everything you need to 
create/do/accomplish. 

 
• In that case, letʼs go over any obstacles that might come up, so I can 
support you in what might be stopping you from getting what you want.  
 
• I understand. What specifically do you need to think more about? Perhaps 
we can review it together right now. 

 
• I understand completely.  This is an important decision and you donʼt want 
to rush into it.  Iʼm sure you have a good reason for wanting to think about it.  
May I ask what it is? What concerns do you have? Anything else? 

 
• I understand that a decision like this takes some time.  So letʼs plan to talk 
again in a few days, on Tuesday at say 4 pm and you can come back for 
more support overcoming any obstacles that come up. 

 
This works because it validates their decision to take time to think while 
bringing out any underlying reasons they are hesitating to take action.  Until you 
know their specific concerns, you cannot help them overcome them.  Once you 
know what they are, you can help them to find a way to get what they want. 
 
Now that you understand how to overcome the objections in your sales 
conversations, letʼs take a look at what else might be blocking you from 
getting to YES! 
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BONUS TIPS  
How To Overcome The Most Common Inner-Objections That Could Be 

Sabotaging Your Success 
 
What objections are YOU bringing to your sales conversations that could be blocking 
you from getting to YES? 
 
“Why in the world would I block my own sales?” 
 
Well the reality is, thousands of expert business owners are guilty of letting their own 
internal beliefs, fear and unproductive self-talk ruin their chances of making sales, 
often before they even get in front of a prospective client. 
 
If youʼre sabotaging your own sales, take comfort in knowing that even the most 
experienced salespeople have doubts sometimes. Itʼs normal. 
 
What sets the successful ones apart is their ability to move past their inner objections, 
fears, and concerns. 
 
Once you set aside your own inner-objections, you will find it much easier to coach 
your potential clients through their objections.  
 
Itʼs a win-win for everyone.  You get the sale and your client gets the outcomes they 
need and want. 
 
How to Overcome Inner-Objections  
 
Before you go into a sales conversation, I want you to take a few minutes to adopt the 
right mindset. 

1. Step into a place of confidence.  
2. Ignite your passion for the unique gifts you bring to your clients.   
3. Find that calm and powerful space where you know in your heart that your 

product, program or service is the best choice for your ideal clients.   
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If your inner voice pipes up to block you from selling effectively, use the following 
questions to shut it down so that you can show up for your sales conversation with a 
clear path to YES!      
 
INNER OBJECTION #1 
I am not worth worth it.  I am charging too much.   
 

• What value do I deliver?   
 
• How much do my clients value what I do?   

 
• What impact does what I do have on their life or their business?  Why do they 
want to solve their problem? 

 
• How much will they save or earn when I deliver on my promised outcomes? 

   
• What will they have that they did not have before working with me?  What will 
they be able to do that they could not do before?  

 
This works because it shifts your mindset to focus on the value you bring to your 
clients and the difference you make in their lives.  It reminds you that what you charge 
should not be a reflection of how much time it takes you or the number of hours you 
put in. Instead, what you charge should reflect the value of the benefits and outcomes 
you provide.   
 
INNER OBJECTION #2:  
I don't have enough expertise.  I'm a fraud.  Who do I think I am? 
 

• Do I know more than my clients know? 
 
• Can I deliver value that they could not achieve by themselves? Or that they do 
not have the time or inclination to do for themselves?   
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• Will my solution provide the results they are looking for? 
 
This works because it re-frames your expectations of yourself.  To serve your clients 
and deliver value, you do not have to be the best in your market.  You simply have to 
have more expertise, knowledge and experience than your clients, even if you are only 
a few steps ahead of them.   

 
INNER OBJECTION #3 
I'm no good at selling. 
 

• Do I have their best interests in mind? Is my intention to help them get the 
outcomes they desire?  
 
• Is selling about getting someone to buy something they donʼt need or want? Or 
is selling about helping them find the right solution to solve their problems and fulfill 
their desires? 
 

This works because it shifts your mindset about selling.  Selling is simply a 
conversation designed to serve your prospects.  When you approach selling with the 
mindset to serve you will find your resistance to having sales conversations goes 
down. Help your prospects get to where they want to be.  If you arrive at your sales 
conversation with this mindset, you will be exponentially better at selling than you think 
you are and your results will prove it because you are focused on helping people. 
 
OBJECTION #4 
They're probably right about their objection! They probably don't have the 
time/money to commit to X. 
 

• How would I feel if I accepted their objection, ended the conversation, and didnʼt 
pursue the opportunity to help them get what they wanted? 
 
• How would I feel if they turned around and bought from someone else who 
helped to coach them through their objections?   
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• How would I feel if months or years later I bumped into them and they said, “I 
should have worked with you?  Imagine where Iʼd be today if I had taken you up on 
your offer back then?”   

 
• I owe it to them and to myself to help them to overcome their objections and go 
after their dreams and aspirations. I will not take the power to decide away from 
them by accepting their objection without making an effort to coach them through it. 

 
This works because it reminds you that your role is to help your prospects to 
overcome their objections so that nothing is blocking them from taking action.   
Empower them to make a decision, YES or NO, by asking the right questions and re-
framing the way they look at things.   
 
In Summary 
You are bringing a product, service or program to the world that reflects your unique 
gifts.  If you donʼt give people the opportunity to invest in themselves, you are not 
serving your purpose and honouring your gifts. Nor are you being responsible to your 
prospects. 
 
Overcoming objections is a must if you want to grow your business and make a 
difference in the world.  Itʼs the only way to get to YES so you can close more sales. 
 
The good news is that by adopting the right mindsets, following the right strategies, 
and using strong scripted responses you can become a master at coaching your 
clients through any objection.   
 
Thatʼs the key to growing your business and enjoying the process of helping people be 
the best they can be. 
 
If you want help crafting complete sales scripts that convert or desire to learn sales 
and marketing strategies that will attract more clients, contact me at 
Sheryl@expertelevation.com.  
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Also check out my annual Message to Money event where youʼll learn how to 
monetize your message. Over 3 days you learn: 

ü Who your ideal clients are, where to find them, and what to say to get them to 
want to work with you. 
ü The secrets to becoming a better speaker who knows how to get peopleʼs 
attention and have them hanging on your every word. 
ü How to gain clarity in your message, content and delivery, enabling you to 
overcome your biggest fears about selling, asking for money, and getting your 
prospects to say yes. 
ü The easy way to develop products and services that sell, and do it in a way that 
doesnʼt consume all your time and money. 
 

To find programs and services designed for ExpertPreneurs® like you, visit my website 
and then book a call with me to discuss how I might assist you. 
http://www.expertelevation.com 
 

 


