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the truth behind objections 

& how to transform your sales conversations 

ARE SAYING NO

OBJECTION CAUSE ONE: NOT ENOUGH STRUCTURE

THE TRUTH BEHIND OBJECTIONS 

SOLUTION: LEAD THE CONVERSATION

Don't wing it! When you get on a sales call and try to have an "organic conversation" it 
leaves too much room to get off track. Have a plan and know where you’re taking people. 
Take charge as soon as you get on the call. This builds trust and credibility from the first 
'hello'.

Objections start long before you get to your offer. Whether someone buys your coaching 
package or not, is not about how much money they have but how much they trust you to 
guide them through the coaching process. Here are some of the real causes of objections 
and how to solve them.

Get your strategy down, know your script & conversation map from open to close.  
Take the lead in the beginning of the call, lay out the structure and show your potential 
client that they can trust you because you have a plan. 
Here's an example of an opening script: 
"Why did you want to speak with me today?" or "What are you hoping to get out of today’s 
conversation?" 
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EXERCISE ONE: STRUCTURE

Make an outline for your next sales call that includes a script for : 

Opening questions to discover where the gaps are between what they're doing 
and what they want
Your offer
Response to potential objections
Sealing the deal

Hint: Start an outline of the material you already use and tomorrow's worksheet 
will have even more tips on building your outline 
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OBJECTION CAUSE TWO: LACKING CONVICTION

SOLUTION: PROVE THE VALUE TO YOURSELF FIRST
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EXERCISE TWO: CONVICTION

Take out a piece of paper and write down 100 benefits someone could get from 
your coaching and what each might be worth to them. 

Example:

When you are not fully enrolled in the value of what you offer, no one else will be. When 
you don't stand in conviction around the effectiveness of your coaching and in your clients' 
ability to succeed, your potential clients won't be certain that your program will work and 
they'll be iffy about investing.

Write down all the reasons why your coaching program is amazing. Build up your 
confidence in the value of your program by listing every potential benefit of what you are 
offering, and what those benefits might be worth to your clients. Keep it in a file where you 
log all your successes, testimonials, and results you've helped produce and read it before 
you get on a sales call. 

This next exercise helped one of my clients go from no's to closing $41k in one week.

Benefits: 
I can help them with their sales launch 
I help them feel better about themselves

Value: 
$ 10k+ 
Priceless
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OBJECTION CAUSE THREE: MONEY MINDSET

SOLUTION: AUDIT YOUR BELIEFS & RETRAIN YOUR BRAIN

Emily Utter | Business Coaching for Adventurous Entrepreneurs | emilyutter.com

Write down all your limiting beliefs around money. Then flip the beliefs to find a 
new, more supportive belief. Keep this page in your journal and reference it 
anytime you start to notice those negative thoughts come up. 

Example:

Limiting belief : 
No one will buy my high-end 
package

New positive belief : 
There are an abundance of people who 
would be excited to invest at this level

EXERCISE THREE: MONEY MINDSET

If you are carrying limiting beliefs about worthiness (especially when it comes to your 
rates) clients will reflect that uncertainty to you, either by saying no or trying to negotiate 
your rates.

Do you find yourself saying or thinking things like: "Making money will change my 
values… No one will buy my coaching packages… My coaching doesn't have any value 
because I don't have a degree in this field… Selling my services takes away from the healing 
process…?" 

It's time to change those beliefs before you get on a sales call. Recondition yourself by 
changing those stories. Get to the core of your negative beliefs around money and start to 
shift them so you can feel good about receiving.


