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1) 
Sample Questions to Clarify / Isolate objections: 
 
“If “X” were handled, is there any other concern you have, anything else that would be in the 
way of getting started / purchasing” 
 
“I understand you’re concerned about getting lasting results. If you felt confident about that, is 
there anything else that would have you still hesitate?” 
 
“If that weren’t a concern, is there any other reason you can see that you wouldn’t get started 
now? 
 
“It sounds as though you want to have a better understanding of what to expect and how it all 
works, so you can make a more informed decision, do I have that right?  
(If yes…) 
“Great, and I can clarify that for you, is there any other concern that would also be there, or is 
that really it for you?” 
 
With these examples in mind, you can use the space below to write and try out some 
clarifying / isolating questions for yourself: 
______________________________________________________________________________ 
______________________________________________________________________________ 
______________________________________________________________________________ 
______________________________________________________________________________ 
______________________________________________________________________________ 
______________________________________________________________________________ 
______________________________________________________________________________ 
______________________________________________________________________________ 
______________________________________________________________________________ 
______________________________________________________________________________ 
______________________________________________________________________________ 
 
 
2) 
Sample questions to Reframe an objection: 
 
“I understand your concern about (the specific concern they have) – have you thought about 
(broader picture, how not having this will affect your life/business etc in other ways, what the 
impact is on you to not make a change or address this soon…)” 
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“I get that it’s important to you to see results quickly. Who wouldn’t want that? Does it make 
sense to you that truly resolving this issue isn’t just a quick fix, and would that be worth it to 
you, even if it takes longer than you were hoping?” 
 
 
With these examples in mind, you can use the space below to write and try out some 
“reframing” questions for yourself: 
 
______________________________________________________________________________ 
______________________________________________________________________________ 
______________________________________________________________________________ 
______________________________________________________________________________ 
______________________________________________________________________________ 
______________________________________________________________________________ 
______________________________________________________________________________ 
______________________________________________________________________________ 
______________________________________________________________________________ 
______________________________________________________________________________ 
______________________________________________________________________________ 
 
 
 
3) 
Feel free to write down any insights and thoughts you have about addressing objections from 
your practice with your partner: 
______________________________________________________________________________ 
______________________________________________________________________________ 
______________________________________________________________________________ 
______________________________________________________________________________ 
______________________________________________________________________________ 
______________________________________________________________________________ 
______________________________________________________________________________ 
______________________________________________________________________________ 
 
 
 


