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‘Selling is simply finding 
out what people want… 

and giving it to them’



MODULE 3 - OBJECTION BUSTING 

“I will not exploit my opponents youth and inexperience” 
Ronald Reagan facing Walter Mondale on the issue of his age 

http://www.youtube.com/watch?v=LoPu1UIBkBc 

Overview of objections 
An objection can mean one of three things: 

1) no 

2) maybe  

3) yes (but clear up a couple of things first) 

And we use objections every day… 

• to delay 

• to play a game 

• to get answers before we proceed 

• so we don’t look too keen 

Why is objection handling important? 

Objections need to be challenged because they often do not mean “no” If we have the right 
tools then we can identify which category or objection we are facing and deal with 
appropriately. 

Key points on objection handling 

• There is no script or technique that can counter every single objection. 

• An objection does not always mean “no” 

• Objections have a structure

•  Questions are the tool to dismantle an objections structure
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• There are usually only 5-8 objections that come up 80% of the time, a well crafted 
scripted response can keep the momentum moving towards a ‘yes’

Step 1 - Go with the flow 
… but dig deeper. 

Indirect communication: 

• “Why do you say that?” 

• “Because?” 

• “Can you tell me more about that?”

Let them get the full objection and rant off their chest. 

Step 2 - Ease into neutral
… and allow the objector to maintain their dignity. 

• “I used to think that way too when I first started here but then they restructured our 
whole operation…” 

• “Most people initially say that, understandably, but where they see…’

• “That would be true if XYZ but in this case we have ABC” 

Step 3 - Break the legs
… and redirect the objector’s perception. 

Provide proof that counters the objection such as:

• Statistics 

• A good story 

• Testimonials  

• Expert witness 

• Results 
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Example objection: 

“We are getting three quotes from architects”. 

Example response: 

Step 1 - “Why do you want to a range of architects to choose from?” 

Step 2 - “Great, I agree, the evaluation of suitable architects is a good idea. We often see 
people hiring the wrong architect because they are not really sure how to evaluate one 
against the other.” 

Step 3 - “Last year, because people were not sure how to evaluate architects, we created a 
guide that helps people understand their requirements and the questions that you should be 
asking.” 

Objection Break the legs
List the reasons that the belief is incorrect

“We would be better off waiting until next 
year before we sell”

1) Building costs are going up 

2) Bank will loan right now but may tighten up 
next year 

3) You might as well get to enjoy it now rather 
than hand the improvements on to the next 
owner without enjoying them
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