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OBJECTIONS OVERRULED! 

You know what it’s like. You’re on the phone to a parent and they have every reason 

why not to come back for next term. Sometimes asking one more question, or giving 

them a solid reason WHY they should come back, they’ll happily agree. But more 

often than not, we don’t ask the questions…. 
 
Sales is the cornerstone of business, and one of your highest priorities in running 
your studio. Every conversation you have is a potential opportunity to discover more 

about your student’s situation. Too often though, studio owners are scared of sales 

conversations as they don’t really know how to move them from saying no to saying 

yes! So, here are some prepared answers for you to have up your sleeve when 

someone hits you with an objection why they’re not coming back to class.  

 

Rebuttals for the 6 Most Common Objections 
 

1. My child is starting high school: “Perfect! Then they’re ready to be 
promoted into the [insert program] which really shifts their technique to 
another level, they have more performance opportunities and it’s a fun, social 

group. It’s really important for children to continue to develop their skills and 

have strong hobbies and passions once they begin high school. It tends to 

keep them on track and focused on what’s important.” 

 
2. We’re too busy: “It is amazing how many activities kids do these days and I 

understand how important it is to prioritise how they spend their time, I just 

know that after watching Sally blossom so greatly over the past year and how 

much she has loved participating, that is would be such a shame it would be 

for her to stop now when she has invested so much into getting her technique 

to this point.” 

 
3. Things are tight financially: “I understand. Have you heard about our 

payment plan that we have for families when they are having a difficult time 

to ensure that their children are able to continue doing what they love to do?” 
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4. They want to try other activities: “That’s natural. It would be a big shame 

though as over the last six months I’ve seen huge potential in Anna and there 

definitely is talent there. And not only that, but I’m sure you’ve witnessed to 

how her confidence has improved and she has a great relationship with her 

teacher who is driving her to improve. As a teacher, we can see where Anna 

could go based upon where she is now if she continues her studies and we 

here at [insert studio] would love to see her continue to develop into an 

amazing little performer!” 

 
5. They don’t like the competitive side: “It can be a little bit full on, can’t it! 

The reason we believe it’s good for the kids to be involved in these 
[competitions / eisteiddfods] is that it teaches them resilience – knowing that 

they did their best and whether they win or lose they had fun in the process. 

It’s also a great way to ensure children gain the skills necessary to focus on 

achieving a goal – the competitions give us motivation to improve our 

technique, our teamwork and really unite us as a group.” 

 
6. We can’t make Tuesday afternoons: “Thank you so much for that 

feedback, other families have expressed the same thing – so we’re opening up 

a Thursday class, shall I put you down for that?” 


