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What causes people to object to your offers? 
 

You have made a good presentation about what your product or service can do for your 

prospect. You go for a close. It is met with an objection such as: 

 

 I want to think about it 

 It's not in the budget 

 Look, I like what I see, but my manager just wouldn't go for it, at the moment 

 I don't think that is compatible with our culture 

 We already have a supplier of that type of service/product 

 Look I have deadlines and projects up to my ears. See me in the New Year (later) 

 We have someone who handles that type of issue internally 

 

These excuses and objections are common place. It is generally because the prospect sees 

no urgency to act now to implement your solution to their problem. 

 

If the situation of the problem was known to the prospect, then they probably would not find 

excuses or procrastinate, would they? 

 

So why do people object? Why are your sensible solutions met with a wall of disdain? 

 

1. Lack of (perceived) need 

 

Maybe your prospect is not even aware of the problem. So how can you sell a solution if 

there is no acknowledgement of a problem by the person you are selling to? 

 

Sometimes people fail to understand the importance of having a solution in place. They 

confuse this with no need. 

 

Solution. Help the person identify and understand their problem. There are two 

magical expressions that you can use here. "Just imagine" and "What if". Include 

them in your presentation so you can take the prospect to a place where the problem 

can be identified, explained and a solution discussed. 

 

2. Lack of urgency 

 

How urgent is the problem? Let me give you an example of perceived need and urgency. 

 

Recently my young grandsons came to stay with us. We were intending to get the sewerage 

pipes flushed as part of our maintenance program. But there was no real immediate need, 

was there?. But fate intervened in the form of a fluffy toy being flushed/stuffed down the 

toilet. Suddenly we had an industrial size problem. A blocked toilet. Solution: Get it fixed 
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quickly! Price ? Any reasonable offer accepted so long as you get it fixed now! Urgency: 

Extremely high. Yet 2 hours earlier there was no problem! 

 

Your capability as a sales person means you have to find the key to getting your solution on 

to the urgent list in the mind of the prospect. 

 

Solution. Explain what would happen if the unexpected should occur such as: Bad 

results. Los of business. Loss of opportunity. Diminished income. Loss of 

employment. Bad publicity. Loss of funding. 

 

3. Lack of courage to act 

People sometimes can agree with you about what you are proposing. They know that they 

need to do something. But they do nothing or procrastinate. They just don't have the 

courage to act or approve your solution. 

 

Sometimes it is more comfortable for them just to do nothing. By doing nothing they are not 

being challenged. They are not upsetting the status quo. 

 

Solution. Put the prospect in a position of power. Extol the benefits and advantages 

of acting with courage for them or their company. Increased profit. Risk mitigation. 

Reduced expenditure. Personal achievement. Personal Satisfaction. Increased Power. 

Peace of mind. 

 

4. Lack of trust 

 

How do you overcome lack of trust? Simple, by building it. Your prospect needs to believe 

that you can do what you say you will do or that your product or service will do what you say 

it can. When they believe you, there is a reduction of the perception of risk. 

 

Solution. Be genuinely interested in what the prospect is saying. Be natural. Don't 

fake interest. Ask open-ended questions. Make use of your prospects name. People 

trust those that they like. 

 

5. Lack of money 

 

Price pressure can be critical in negotiations. Ascertain if it is a genuine objection. If there is 
no money there is no capacity to buy the solution. 
 
Whether it is genuine or perceived, lack of money is a genuine objection. Learn to recognise 
it and withdraw if there is no way to source or arrange funds or finance. 
 

Solution. Be sure the objection is a money issue. Discover the real objection, if there 
is one. Ascertain who is responsible for holding the purse strings. Get to talk to them. 
Be prepared to walk. Poor people would like to ride at the pointy end of the plane, 
drive a Rolls Royce and eat oysters. Don't waste your time trying to be Mother 
Theresa. 
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This article is reprinted with permission from Jim Prigg CEO and founder of Knowledgemaster 

International (KMI) Pty Ltd. KMI is an online resources company that delivers practical 

communications, interaction, sales and soft skills tips, tactics, techniques. Learn more about 

winning business programs by calling Jim Prigg at 03 5232 1500 mobile 0408 520453 or visit 

www.kmec.com.au 
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