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WHY HAVE THIS CHEAT SHEET?
Sales objections come in many forms and appear in various stages during your sales process. Although

it is not possible to be prepared for every single type of sales objections, you will find that there are
more frequent objections that you get and you can be prepared for them. There is no one-size-fits-all

response to sales objections and each sales objection response isn’t foolproof. You will find that
practicing sales objection roleplaying will greatly increase your odds of getting meetings and closing
deals.  This cheat sheet will help you in your roleplaying and meeting preparation so keep it handy.

We are happy with our current supplier.
I am glad to hear that you are being serviced well and I don’t
blame you for not changing. I am just as interested in knowing if
we would even be a good fit for you should your needs change in
the future, and, at the very least, I can give you a competitive
quote so you can be certain that you are being charged fairly with
your current supplier. Why don’t we meet on Wednesday to
continue our discussion?

Just email me some information
That makes sense to me, which is why I’d like to meet with you to
learn more about your needs. That way I can send you specific
information to make the best use of your time. Can you tell me
what item or price you were most interested in learning about and
why? Then we can meet next week to discuss how our products
and price meet your expectations

We don’t have a need for what you are offering
You know, that doesn’t surprise me. Most of the clients I work with like to plan ahead and know
their options so that when they do have a need they have already done their homework. Would you
agree that it would be better to know if we are even a good fit today instead of trying to make a
decision to change when something is going wrong? So, why don’t we meet tomorrow afternoon
just so we both have the chance to learn about each other?

Prospecting

Objections - 
This is where you are

trying to get your
first face-to-face

meeting with
someone.

 These are the most
common objections

you get when you are
cold calling

someone. Remember,
ask no less than

twice, ‘no’ is okay,
and ‘no’ always means

‘not today’.



S C O R E C A R D  S A L E S  S O L U T I O N S

W W W . S C O R E C A R D S A L E S . C O M

We don’t have a need for what you are offering
You know, that doesn’t surprise me. Most of the clients I work with like to plan ahead and know
their options so that when they do have a need they have already done their homework. Would you
agree that it would be better to know if we are even a good fit today instead of trying to make a
decision to change when something is going wrong? So, why don’t we meet tomorrow afternoon
just so we both have the chance to learn about each other?

Thanks, but no thanks. I am not interested. 
I get it. All of my best clients gave me that as their first response until they found out how much
easier and better I made things for them. And I’d like to tell you a couple of those stories, but it
would make more sense to find out if we are even a good fit to begin with. Can you think of any
reason not to have a conversation next week just to have a couple of minutes to get to know each
other?

Just send me your best price.
I’m happy to do that and our policy is to always give you the best price the first time.
Just to be clear, is the price the only important factor in your decision? Sometimes
people miss important details when they only focus on price. I don’t know if that has
ever happened to you but it has happened to me. Let’s schedule our follow up
meeting now so we have a chance to review not only the price but the other
important details as well.

SALES OBJECTIONS
PROSPECTING OBJECTIONS RESPONSES

I am too busy to meet with you.
You know, I assumed that you would be busy. That’s why I
called. I wanted to find a time next week that would be more
convenient for you.

Just call me next week to set up an appointment
Let’s save ourselves a few emails and phone calls and pick a
day and time now. If you find out when you get back to your
calendar that the appointment doesn't work for you, let me know
a day and time that does in a follow-up email.
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Swing back around to me in a couple of months about that.
I don’t blame you for not wanting to get in the conversation today
and nor did I expect you to. Getting some time to spend with you is
important to me and you’ll learn a couple of things from me as well
and you’ll be glad you did. So, I’d prefer to not waste this moment
with you and I’d like to get something on the calendar now. Can
you think of any reason why we couldn’t schedule that meeting
today for a time in the future?

Don’t call us, we’ll call you.
We both know that means you don’t want to talk right now. I get it. I feel that way sometimes too
when someone is trying to connect with me, but I am having one of those days where I am not
going to give up because what I have to share with you is worth your while, even if you don’t know
what that is yet. All I want to do today is schedule a 15-minute conversation with you next week.
Then, after that conversation, you can decide whether or not you are interested. Can you think of
any reason that you can’t schedule that phone call with me?

You’ve got 5 minutes to give me your pitch. Go.
I am excited to discuss our company and our services
to you, but I wouldn’t want to waste this 5 minutes
talking about something that didn’t interest you.
Actually, I’d like more than 5 minutes to ask you
questions so I can get to know you better and what’s
important to you. Let’s schedule a 20-minute phone
conversation next week so that we can get the most
out of our time.

We’re happy with the way things are.
I assumed you would be and, if you’re like me, the thought of change doesn’t always get me
excited either. But nothing lasts forever and most people I talk to like to know their options sooner
than later. I’d like to know what you’re happy about and, if anything, what would you do to make it
even better?

SALES OBJECTIONS
PROSPECTING OBJECTIONS RESPONSES
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COMMITMENT OBJECTIONS

Sales is always a process of
getting your customer to take

the next step. That could
mean a follow-up meeting

with you, sharing important
information, or closing the

deal. Remember, sales
objections are the cause of,

and solution to, almost all of
your sales problems. Master
the sales objection and you

will master the sale.

I can get this cheaper somewhere else.
I was getting a sense that price was important to you. Do you find that your
cheapest option is always your best option? I always find that when
something is less expensive, it is usually for a reason and it’s a reason that
you’re not going to like. Have you ever had that experience before? Would
you be willing to spend a little more if it made for a better experience all the
way around?

Thank you for your estimate,
but we want to shop around a
little more before we make our
decision.

SALES OBJECTIONS
COMMITMENT OBJECTIONS RESPONSES

I assumed that you would want to get
other proposals so you can feel
confident about making your decision.
Most people I work with do the same
thing and make these types of decisions
in a week’s time. Let’s schedule a
phone call for next week so we can
discuss how our proposal met your
expectations in comparison with the
other proposals you receive.

I’d like some time to think this over.
Of course. Decisions like this aren’t easy to make. I sense that you are hung up on
something specific that we discussed. Would you mind sharing that with me now so you
can process this easier when you think about it, or perhaps we can work it out now?

 I like what you are saying, but I don’t make these decisions and
the boss who does is rarely around.
I can understand how valuable her time is, especially if she doesn’t
come to the office that much. Let’s schedule a Skype meeting with
her for next Thursday so we can make this as convenient for her as
possible.

I like what you are offering but your price is too high. What can you do for me about that? 
I understand your concern about the price. That’s always the first thing I look at too. Would you
share with me why you believe our price is too high? Have you gotten other prices and, if so, why
do you think the other prices were lower? Would you expect to pay more for something that is a
better fit for you?
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Sales Squirrels Objections - Sales squirrels are those one-off objections that
come out of nowhere with the intent of throwing you off your sales process.
This happens in the middle of your sales process. They may or may not be valid
objections, but the goal of your customer is to take control of the sale away

from you. Resist every urge to chase the sales squirrel. 
Stay focused and remember the H.E.L.P. method:

SALES OBJECTIONS
SALES SQUIRREL OBJECTION RESPONSES

I heard that your company isn’t very good at the particular service/ product that we need.
It sounds like you have important feedback to share with me and I’d like to hear more about this.
Let me make a note of this and I’ll either address it during our time or I will swing back around to
it at the end.

Just so you know, if you can’t get me a lower price, I am not
doing business with you.
That makes sense to me and I expected that to be part of our
conversation. Let’s break from the price conversation at the moment
and come back to it later after we learned more about your needs.

We used your company years ago and we did not like the experience.
That sounds like something I should know more about. Maybe this is something we need to
address now, or perhaps we can come back around to it a little later and put it in the context of
what we planned to discuss today.

Hold - Take a moment to think about what you just heard and how you will
respond.
Empathize - Acknowledge what you heard and repeat it back. Write it down.
Leave it - Let the thought perish in a quality sales process.
Postpone - If it must be addressed, wait for a more appropriate time after you
have completed your agenda.

Why are you more expensive than your competitors?
That’s a great question and I haven’t studied my competitor’s pricing structure to speak on their
behalf. Let’s circle back around to that question after I have shared my proposal with you and
perhaps the answer to your question will become more clear.

I just read a couple of your bad online reviews.
That’s interesting. I do the same thing when I research someone online; I automatically skip to the
bad reviews first. Let’s talk about the great experience that you are going to have with us first and
then see if it makes sense to talk about our other reviews a little later.


