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OBJECTIONS

Objections are one of the most difficult areas for most  
salespeople. They can throw us off our game, they can  
intimidate us, they can make us feel anxious and unsure  
of ourselves.

But Objections are a natural part of any sales situation. If 
we expect them, and prepare for them, Objections can be a 
pathway to success.

Creating a WAR
When I started in sales, I was taught when the prospect or client 
gave me an Objection, I was to respond with a clever phrase:

If the prospect told me they didn’t have any money,  
I was taught to respond with, “Are you always that broke?”

If they told me they needed to speak with their wife 
about this investment, I was taught to respond with, 
“Who wears the pants in your family?”

Guess what? After I did that once or twice I got my face ripped off! 
All I ended up doing was creating a war and insulting people. That’s 
not the way to win friends or influence people. And it wasn’t the 
way to be successful with prospects.

Their PERCEPTION  
is their REALITY
People buy for their reasons, not ours. Their perception is their 
reality. Now, you might feel that their reality is wrong . . . and you 
might be right. However, it is still their reality.

The great rock band The Who had it right:

“You don’t have to fight to prove you’re right.”
Handling Objections is not about being right. It’s about seeing  
the Objection from your prospect’s or client’s point of view.   
And the only way to have a clear picture of their point of view is  
to ask the right questions. Questions are the answer to the entire 
sales process.

Continued on page 2 . . .

▶ Make a list of all the different 
 Objections your hear (or might hear).

▶ For each Objection, create a  
 question you can ask to uncover the 
 true nature of the Objection.

▶ Practice responding to each  
 Objection until it feels natural. 

Objections are the 
rungs on the ladder 

to sales success.

Tom Hopkins”
“
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The Formula for 
SUCCESS with Objections
Here’s a three-step formula for working with Objections:

Step 1 Listen and don’t get defensive.

Step 2 Begin to ask questions so you can clearly see it from their  
 point of view.

Step 3 Get off the Objection and focus back on the purpose of the  
 call or meeting.
It is that simple…and effective.

Objections are often how prospects and clients are trying to communicate that 
they have questions about your products and services and how you can help 
solve their problems. By focusing on them and their reality and asking questions 
to understand their point of view, you can uncover and answer the questions 
they have.
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