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Overcoming Objections 
  

Step 1 

Help them understand their feelings *are* signs (dissipate energy around 
sign having to be something like a burning bush) 

Step 2 

 

Surface up and hear what they have to say about the perceived issue of 
whatʼs holding them back from moving forward (often itʼs money) 

Step 3 

 

  Factor out that issue (take it out of the equation) - see if any others come  
up; factor each one out – coach them to see the benefit of stepping past 
those issues. 

• Re-activate (get them to tell you): 
o what most resonated for them about my product/service o why 
it resonated 
o the tangible impact it would have on their life 
o the tangible results it would mean. 

  Summarize these positive implications and ask them how they would 
feel (activate this higher vibrational energy in them). 

Step 4 

 Coach them to give themselves permission to have it. 

 Ask them what is holding them back from having this (uncovers 
the real issue behind the issue). 

 Ask them how having it would make them feel. And what would 
be important about that? 

 Help them identify this as a probable pattern in other areas in their 
life: “Have you noticed that this has come up for you before in your 
life?” 

 Does it feel that this (issues) can be a bit of a taskmaster because 
it keeps happening again and again? 

    “Wouldnʼt it be great if this was the day that you decided this wasnʼt  
going to be an issue anymore – if today was the day to draw a line in the 
sand and say, ʻNo more!ʼ?” 

 

Step 5 

 

 Explain how my work addresses this issue, e.g. 

o Explain that part of it is a system to change patterns. 
o Explain nothing changes unless do something different. 
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o Explain they line up with like energies, so shifting beliefs changes 
things. 

�Say: “Iʼm going to take your hand, and walk with you step-by-step to get 
you to the other side.” (to help them know theyʼre not alone) 

Step 6 

If necessary or appropriate, help them to make a choice, to line up. 

• Share: “Iʼm not attached to any specific outcome. Are you really 
ready to have what you want?” Itʼs about them trusting their own 
inner power and moving forward with support. 

• Remember that they resonated with you for a reason, and they 
have come to the second call, so something in them does want 
to move forward. Be gentle and ask: "If you don't do this, what's 
your plan? How is anything going to change?" 

Help them see that my program/product/service *is* a plan. 

 

Step 7 

 

When it feels like they've made the energetic shift to signing up: 

�Ask what program, payment option resonates most for them. 

�Move into the signup process: program and payment options, 
agreement/contract signing. 

�Schedule first session for ASAP to keep excitement amped up. 
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