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AND HOW TO
OVERCOME THEM
7 OBJECTIONS

PRICE :
Example: "Your services cost too much. I can get
the 'same' service from someone cheaper"
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COMPLACENCY:
Example: "I'm okay with my lender/realtor."

If a client already has the lowest price, they believe they can get, you need to help them justify the
difference in cost. One of the key ideas here is to know your competition. Know the reliability rates
and review the statistics for the competition's services to help you establish superiority.

Make sure you focus on your unique value of your products and services that the client will not be
able to get from any other provider.

If your competitor's services or product are good enough you cannot overcome objections with value,
then there needs to be some analysis conducted to work on the quality of the products or services.

When complacency is the culprit, you can try to use just a touch of fear or urgency to get the client to
see why he needs to start thinking about making changes. 

Share some research about the competition or time-frames and some of the changes they have
made in their businesses.

There is often nothing like a look at what the competition is doing that someone is not to motivate
action.

FEAR OF  CHANGE:
Example: "We've been doing things this way for
15 years. Too much can go wrong."

Often related to complacency, a fear of change can make the decision-making process a difficult one
for many borrowers. One way to overcome this objection is to demonstrate past examples of change
and how it was positive. “Paint the Picture with true stories on how you overcame objections”.

For example, show the client a list of different ways the industry has changed over the past 10 to 15
years, and how the potential customer can adapt to those changes. This can help them be less fearful
and more confident about changing things up.
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TRUST:
Example: "It seems like you know what you're
doing, but how do I know you really have the
necessary experience to do this?"

Trust is something that takes time to build, so if it is a hurdle for your potential client, you need to be
honest and consistent across the board to overcome the objection.

Be forthcoming with information and share testimonials, case studies and references that will take
away some of the uncertainty and give the client confidence in your ability to get the job done.
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FAMILY  CONNECT IONS AND
PROMISES:
Example: "I told my brother's friend's wife I'd use
her company for financing/real estate."

EXTERNAL INPUT ,
INFLUENCER,  DEC IS ION
MAKER:
Example: "I need to run this by my wife/business
partner/ loved ones/CPA/Attorney, mentor before
I do anything else."

Sometimes there is not much you can do to usurp a family connection, but you can get yourself in
the position to be the next in line. 

If this is an objection you're hearing from a potential client, think a few steps ahead and show the
client how your services are better than the family connection.

If you can demonstrate that you are saving them both money, you may convince them to switch.

This can often be a positive outcome, assuming the client is truly consulting with others and not just
using it as an excuse. One way to make sure it does not end up as a deal-ending sales objection is to
attempt to stay in the process. “Set-up a three-way call with this person”

Try suggesting a joint zoom meeting between the client and their counterparts in order to answer
any questions and help facilitate the decision.

If time management or lack of time is an issue for the client right now, chances are it will still be an
issue in six months or a year. “TIME KILLS DEALS” To overcome this objection, you need to make the
decision for them.

See if you can find out what is keeping the client so busy. It sounds as if the client does not have time
to make decisions. You may have identified a need. Demonstrate how your services can create more
time for them and save them money. If this is simply a case of disinterest, schedule a call for three
months from that day.

Keep in mind that your potential clients may have more than one objection so it is important to be
able to identify each one as you see it occur. Once you know what is stopping the sales cycle, you can
arm yourself with the right arguments that will tip the scale in your favor.

If you know your market and your prospects, you stand a better chance of making sales with them.
The key concept behind all these methods is knowledge. If you have done your research and
homework and studied the competition, you will be able to overcome all of your prospect's
objections. Their indifference and fears will be overcome and satisfied. It's time to close on the client
so with that being said…

Let’s TAG TEAM This Deal!
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T IMING:
Example: "It's too much for me to take on right
now; I'm too busy; Call me again in six months."
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KNOWLEDGE IS  THE  POWER OF  SALES:


