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Overcoming Objections Scripts:

Most common objections 1 - 5:

1. Objection: “I'm not like you.”

“I know you're not like me. I'm not looking for people /ike me. I'm looking for people who
are like they are. So is there any reason why we couldn’t get you some more detailed facts
about Leadership that could possibly change your life.

Another Spin:
I'm good at what I do because I like who I am. You're going to be good at what you do
because you like who you are.

Another Spin:

And I know that you have gifts that you could offer people that I may not have. I don‘t need
you to be like me, I need you to be like you and share you with other people.

So is there any reason why you couldn’t take one hour to listen to what I have to say?”

ONLY ASK YES Questions and remember to nod your head to a YES response.

2. Objection: “"Oh, I don’t have any time!”

“Oh, I know you don't have any time. Most of us don’t have any time. But, let me just ask
you this, if making more money is really something you want to do, what are you going to
do to make MORE money?”

Know the FEEL, FELT, FOUND method. "I know how you feel, I felt the same way
to, but what I found was.

Another Spin:

I understand how you feel, I was extremely busy when I started my Direct Sales Business
and I didn't have time. But what I found was my need for the extra money was more
important than some of the other things I was doing with my life and I found the time.

Another Spin:
I don’t know how you're going to find the time, but what I know is when you want
something bad enough most busy women find the time.

Another Spin:

“I am too busy.”

I am a busy person too and that’s why I chose you! You see, busy people make the best
partners. They are usually the most organized and get things done.
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Let me ask you this? If I find out what you need and then explain what we have in my
business. If what we have and what you need match up. We will know if our time is worth
it. So, let’s talk about your time and need?

Another Spin:

“"This isn’t the right time for me.”

I understand how you feel. If someone had asked me at a recruiting event it wouldn’t have
been the right time for me either because I was thinking about all the circumstances not all
the benefits.

3. Objection: “I'm not the sales type.”

If you are face to face:

Have a sheet of paper and have her tell you - “Tell me about the ‘sales type’ is? What do
you consider the sales type to be.” Whatever she says, you write it down. Like “Pushy” and
you ask her - "Did I appear pushy when we met?

4. Objection: "I don’t want to obligate my friends.” “I don’t know a lot of people”.
You don’t have to know anyone if I could teach you to market on social media could you
learn to meet new people?

You don’t have to know anyone if I could teach you how to network face to face could you
learn to meet new people?

5. Objection: "I don’t have the money.”

Just look at her — the thing I love most about what I do I get to help people create residual
income so they never have to say I don’t have money! How would you feel if you never
have to say that again?

Another Spin:
I know how you feel. When will you be ready to start making more money?



