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Introduction 
 
In order to be successful in selling your product or service, you will need to learn some 
basic sales skills. That doesn’t mean putting on your “used car salesman” suit and 
slicking your greasy hair back. However, your prospects naturally will have questions 
and concern about investing their hard-earned money into your offering. 
 
To be successful, there are three points you must first understand: 
 

 The easiest way to avoid objections is to overcome them before they come out. 
The first place to start with this process is in your marketing. If your prospects are 
referrals, have lots of information about your company, etc. – you are at a better 
starting point over someone calling you out of the yellow pages, or a 
telemarketing lead. This obviously, is an entirely different topic than what is 
discussed here. 
 

 Price objections are a sign that the person is interested, and a buyer. If I offered 
you to buy a computer, and you did not want a computer, or have a need for a 
computer… the price is irrelevant. The customers that show you concern for 
price are telling you they are interested, but you haven’t convinced them that 
your value is worth the money you ask for. 
 

 You simply cannot sum up the price objection as one single objection. It has 
many faces. “I didn’t think it would cost that much” and “that is too much money”, 
though similar, mean completely different things. 

 
 
When doing a presentation, if your prospect has a few questions or objections, explain 
them, overcome them, and close the sale. If your prospect has objection after objection 
after objection – you missed your pitch. Go home, study, get prepared, and try again. 
 
What I am attempting to provide is a step-by-step concept for each various objection you 
can receive related to pricing. These examples will work best when you have little to no 
relationship established with the prospect (and unless you have a planned approach to 
attracting prospects this way, you don’t have the relationship). Obviously, relationship-
based sales use a completely different approach. 
 
 
Best wishes, 
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The Objection – “It’s Too Much Money” 
 
 
The Meaning 

 They most likely have received estimates already. 
 This is a typical “stall” tactic many people use so they can avoid making a 

purchasing decision. It may or may not be real.  
 Probing is required. 
 Can mean it’s too much money for what you are doing, or too much money for 

them to invest. Probe to find out which one. 
 
 
The One-Call Close Process 

 Probe to isolate the objection.  
 Confirm that is the only objection. If they have others, you’re missing your pitch 

and their true objection. 
 If it’s the only objection, overcome and ask for the business. 

 
 
One-Call Close Examples 

 Prospect says “It’s too much money” 
 Your Response “Based on What?”. 
 Many times, just by asking for exactness in their reasoning… they will stumble 

over their words, or have no logical reasoning behind their statement. 
 Disregard the objection, and ask for the business again. 

 
 Prospect says “It’s too much money”  
 Your Response “I can understand that. When you say too much money, do you 

mean it’s too much for what we’ll be providing you, or too much for your 
wallet?” 

 The answer they give will tell you which way to go from here. If they tell you it’s 
too much for what you’re offering – you have not shown the value in your 
product/service. Go back over this. 

 If they tell you it’s too much money for their wallet – they are not objecting to the 
value of your product/service – they simply are not able/willing to swallow your 
pricetag. This can easily be overcome with payment options/financing. 
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The Objection – “I Didn’t Think It Would Cost 
That Much” 

 
 

 
The Meaning 

 The customer most likely has little to no information about your 
product/service, beside what you have provided them. 

 You have not provided them enough information. 
 The value they are placing on your product/service is less than the value 

they place on their money. 
 
 
The One-Call Close Process 

 Reiterate the value’s and benefits that your product/service provides. 
 Get commitment that they want those values/benefits. 
 Confirm that is the only objection. If they have others, you’re missing your 

pitch and their true objection. 
 If it’s the only objection, overcome and ask for the business. 

 
 
One-Call Close Examples 

 Prospect Says “I didn’t think it would cost that much.” 
 Your Response “I can appreciate that Mr. Prospect. Keep in mind what 

you are getting for the amount of this investment…” and explain a 
thorough list of all values and benefits… as well as how these benefits 
help to solve the prospects problems. 

 Your next response “Now, Mr. Prospect, let’s suppose that all of this was 
free. Just based on what I’m providing, do you feel it will solve (insert 
problem here)?” 

 Your next response “Obviously, it’s not free. But it certainly sounds like the 
best solution for what you are looking for. Tell me Mr. Prospect. Let’s 
suppose I had an opportunity to save you a substantial amount of money 
on this investment. Would that be of interest to you?” 

 If they tell you no, they have other questions and concerns you have not discussed 
with them. If they tell you yes, offer a logical reason for a drop in price – and 
close the sale. 
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The Objection – “We Can’t Afford It” or “I Don’t 
Have That Much Money” 

 
 
The Meaning 

 Typically does not tell you anything about competition, or if the prospect 
has received other estimates. 

 Usually indicates they have interest in your product/service, but price is a 
true objection. 

 
 
The One-Call Close Process 

 Empathize with their financial situation. 
 Talk about the benefits of ownership as if they already own your 

product/service 
 Get commitment the total amount of the investment is their only concern 
 Offer alternatives to close the sale. 

 
 
One-Call Close Examples 

 Prospect says “We can’t afford it” 
 Your response “Oh I certainly can understand that Mr. Prospect. It sure is a lot of 

money to invest. But it sure is nice, now isn’t it? Tell me, what/how do you plan 
to (insert benefit of ownership) once we do this for you? Won’t that be (much 
easier to do, much less stress for you to worry with, relaxing for you, etc.)” 

 Your Next Response “Well, I realize you said it was something you cannot afford. 
Tell me, is that the only thing that’s keeping you from enjoying (reiterate benefit 
again)?” 

 The customer has just isolated their objection to being able to afford your 
product/service. Now you can provide alternatives for financing. If you do not 
have alternatives – get them. It’s another bullet in your gun that can help you 
close sales. Wells Fargo, GE Financial, Equity one, Beneficial – these all offer 
fair services for financing. Some have 30, 90, and 180 day same as cash. This 
means if they pay the balance off by the specified date – they pay ZERO interest.  

 The additional benefit of financing is you can sell on a monthly investment, over 
paying the whole thing off at once. $200 per month is much easier to swallow 
than $10,000. 
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The Objection – “Is That Your Best Price?” 
 

 
The Meaning 

 The customer is showing a SERIOUS intent to buy. 
 The customer wants to make sure you are offering your best price before 

committing to buying. 
 This is a weak attempt to get a better price. You have total control over 

what you do with pricing. 
 
 
The One-Call Close Process 

 Option 1 
o Stick to the price – explain why it’s your best price 
o Get commitment that your explanation makes sense to them 
o Assume the sale 

 Option 2 
o Offer a small discount if they can provide something back to you 
o Ask if they can meet the requirements 
o Adjust price as necessary, assume the sale. 

 
 
One-Call Close Examples 

 Example 1 
o Prospect Says “Is that your best price?” 
o Your response “Absolutely Mr. Prospect. We give our best prices 

possible right up front. You see, we’ve found that our clients 
appreciate our honesty in pricing over the games that a lot of 
companies play. You get our best price up front, so you can focus 
on what we’re providing you.” 

o Your next response “I’m sure you appreciate that just like everyone 
else, now don’t you?” 

o Your next response “So let’s go ahead and start the process of 
getting you (insert benefit here).” 

o Proceed with filling out the agreement. 
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 Example 2 
o Prospect says “Is that your best price?” 
o Your response “Yes it is Mr. Prospect. There is one option we have 

that can save you a few dollars on our price, which I’d love to 
explain to you. But first, and more importantly, do you feel my 
company will be the best to solve (insert problem and your 
benefit)?” 

o If the customer does not agree – than do not offer a price drop. You 
have another objection to overcome. Probe and ask questions. 

o If the customer says yes – offer a small discount with a 
requirement. This can be a $200 discount for offering 3 names and 
numbers of people they know that could benefit from your 
product/service…. A $75 discount for letting you put a yard sign up 
while doing the job, etc. 

o After stating the requirement to get the discount, ask if they can 
meet the requirements. 

o If no, there are no other discounts you can offer. If yes, discount the 
price and assume the sale. 

o Your next response “Great – just for doing that, I can save you 
(Dollar amount) off of the job. So let’s go ahead and get the 
process started.” 

o Proceed with filling out the agreement. 
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The Objection – “I Can Get It Cheaper” 
 
 

The Meaning 
 Most likely indicates they’ve received estimates elsewhere, or they have 

done their homework on your product/service. 
 Requires probing to see if they truly are able to get it cheaper, or if this is 

an attempt to get your price down. 
 Usually indicates that price is not their main buying decision (otherwise, 

they would have already bought it). Probe to find out their buying 
decisions. 

 
 
The One-Call Close Process 

 Ask why they haven’t already bought 
 Assume they have other concerns over price, ask what they are. 
 Sell your company benefits based on their buying decisions. 

 
 
One-Call Close Examples 

 Prospect says “I can get it cheaper?” 
 Your response “Oh yeah, how?” 
 If the prospect talks about your competition – proceed to the “competition 

is cheaper” objection. 
 If the prospect has no legitimate answer, or refuses to share, assume they 

are lying. 
o Your next response “Mr. Prospect, obviously I know my industry. I 

also know that the only way you could get it at a price cheaper is to 
be a licensed (distributor, retailer, etc.) of the products. We both 
know that is not the case. Tell me, besides the price, is there 
something else I may be missing that’s keeping you from going 
ahead with this?” 

o If other objections or concerns, address them. 
o If no other objection, proceed to “it’s too much money” close. 

 If the prospect has a legitimate answer, assume there are other concerns 
they have for buying – make them more important than the price. 

o Your next response “Mr. Prospect, that makes sense. Obviously, 
you have other concern over just the price… or you would have 
already bought from (source). Could you share with me what these 
concerns are?” 

o Highlight how your company solves these concerns. 
o Either assume the sale, or offer a price drop to earn their business. 
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The Objection “Your Competitor Was Much 
Cheaper” 

 
 

The Meaning 
 The prospect has obviously received other estimates, or is using a 

desperate attempt to get a cheaper price. 
 You are in control. Either state the reasons for the price difference, or ask 

for proof and show why the price is different. 
 
 
The One-Call Close Process 

 Option 1 
o Explain that your competition is always cheaper, but there are good 

reasons why. State the reasons. 
o Get commitment that the benefits you offer outweigh the difference 

in price. 
o Ask for the business. 

 Option 2 
o Ask for proof – see the proposals. 
o Review the proposals to find the reasons the price is cheaper. 
o Highlight your company benefits, and the reasons for the price 

difference. 
o If the amount is minimal to you – offer to meet the customer 

halfway. If the price is drastic, kill the competition and sell on value. 
 
 
One-Call Close Examples 

 Option 1 
o Prospect Says “Your competitor was much cheaper” 
o Your Response “Mr. prospect, we both know you can get someone 

else out here for a cheaper price. We also know that, good things 
don’t come cheap and cheap things don’t come good. Obviously we 
are a bit more money, but let me share with you the reasons…” 

o Explain your values and benefits. Get commitment that they are 
important to the prospect. 

o Your next response “So Mr. Prospect, I’m sure you appreciate the 
added value we’re providing for you, now don’t you?” 

o Ask for the business. 
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 Option 2 
o Prospect Says “Your competitor was much cheaper” 
o Your Response “Much cheaper? Wow they must have missed 

something. Do you have their proposal? I’m concerned that you 
may buy something that’s not going to (insert their problem)” 

o If the customer cannot/will not provide the proposal, proceed to 
option #1 process. 

o If customer is able to provide proposals, review and look for 
differences in the company as well as the offer. 

o Your next response “Oh I see why. (competitor) isn’t (explain 
difference that makes your company better).  

o Repeat for as many differences you can find. 
o If the price difference is minimal to you 

 Your next response “Obviously, we’re providing a much 
higher level (product/service) than (competitor) is trying to 
push on you. Just as obvious, I cannot provide that service 
at the same price. But I’ll make you a deal. If you can meet 
me halfway, I’ll let you have our (product/service) at (halfway 
$ amount) 

 NOTE – NEVER offer to match your competitors price. 
Never agree to a price drop the customer offers – it doesn’t 
provide a commitment if you do offer the price. Ask THEM to 
meet you halfway. With this commitment – they have agreed 
to buy. 

o If the price difference is large – sell on value 
 Your next response “Obviously Mr. Prospect, I cannot offer a 

high quality job to you at that price. But perhaps I can help 
you out. Instead of giving you (high end product/service), I 
could take it down to (lower end product/service), which 
would save you ($ savings). Does that sound like a good 
idea for you?” 

 In most cases, if you’ve provided value for your 
product/service – the customer will tell you that they want the 
high-end component. This automatically kills the competition 
if they are not offering it. You now simply have to meet a 
price agreement. 
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The Objection – “It’s Not Worth That Much 

Money” 
 
 

 
 
 
 
 
 
 
 

WARNING – If you hear this objection, you are 
not ready to close, or overcome a price objection. 

You’ve missed your pitch. You have not 
conveyed the value of your product/service in 
comparison to the amount of money you are 

asking for it. 
 
 

Go home, study, rework your pitch, and try again. 
You’ve blown a chance to make a sale. 


