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Note: This Action Card will only be effective if you have fully integrated the Unlock The Game® Mindset.

Diffusing Objections

When dealing with objections, your main concerns are to:

 Keep the dialogue open so you can learn the truth about your prospect’s situation and 
whether they’re open to solving their problem or issue

 Stop thinking “objections” and start thinking “concerns” that can be gateways to 
reopening the conversation

 Respond to your prospect’s concerns by being humble and validating that what they’re 
saying is true from their perspective

Action steps when prospects express the following concerns:

 “We already have a vendor” or “We’re happy with our current vendor.” 
You say (in a calm, relaxed voice): “That’s not a problem. (Gentle pause.) My intention is 
not to replace who you’re currently using. I was just calling to see if you’d be open to 
some different ideas that you may not have now.”

 “We don’t have the budget.”  
You say (in a calm, relaxed voice): “That’s not a problem. (Gentle pause.) A lot of our clients 
didn’t have a budget set aside for this in the beginning, which is perfectly ok. Would you 
be open to a some different ideas on how they were able to overcome that?”

 “Send me some information and I’ll look it over.”  
You say (in a calm, relaxed voice): “That’s not a problem. (Gentle pause.) It might make 
sense if we could quickly make a list of two or three core issues you’re having, then I can 
match the right information to what you need.”

 “What are you selling?” or “Are you trying to sell me something?”  
You say (in a calm, relaxed voice): “I’m sorry if I gave you that impression. My goal isn’t 
to convince you to buy something, because I’m not even sure if I can help you yet. My 
thought was, to see if there are some particular issues related to (mention a core issue) 
that I could help you solve.”

 “Call me back on Friday (or next week, or at some later time).”  
You say (in a calm, relaxed voice): “That’s not a problem. (Gentle pause.) John, here’s what 
I’m thinking. It might make sense, if you’re okay with it, if you and I set up a specific 
time so we don’t end up playing phone tag. By the way, we’d just be having a Q & A 
session, with no pressure at all.”
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Note: This Action Card will only be effective if you have fully integrated the Unlock The Game® Mindset.

Diffusing Objections (page 2)

 “Your price is too high.” 
You say (in a calm, relaxed voice): “In many ways you’re right. Our price can be perceived as 
high, especially if you haven’t had a chance to work with what we have. (Gentle pause.) The 
last thing I want is for you to feel any pressure from me or that I’m trying to persuade you in 
any way. Would it make sense to re-look at the issues you want to address to make sure we 
are a good fit?”

 “Why should I go with you?” 
You say (in a calm, relaxed voice): “I’m not quite convinced you should yet, until we can 
really make sure we’re a match together. The last thing I’d want to do is put pressure on you 
by trying to convince you to choose our solution. Would it make sense for us to take a look 
at the actual issues you want to solve first to see if we are a good fit together?”

Note: “That’s not a problem” validates their concerns as true for them, diffuses tension 
because they’ll be expecting you to counter their “objection,” and gives the conversation a 
chance to continue.
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