
Common Objections and Appropriate Response Guide 

When someone offers an objection. They are telling you that “I need to slow the sales process down 

because I don't know enough yet to make a proper financial decision.” – Bob Snyder 

 

The 5 Most Common Objection “Triggers” 

o 1 – Need: Do I need this? Logical or Emotional; they have to have a need for it. They may 

not have even known they had a need until they met you. You had to show them the need 

and they may need a lot of questions answered when they just found out that they need this. 

 

o 2 – Want: Your job is to create an atmosphere to be crazy not to want this. Enthusiasm is 

contagious. Ask what is new or exciting in their lives to put them in great state. Find out what 

they want. 

 

o 3 – Timing: Do I need this now? Benefits of buying now versus later. Sometimes the reason 

people think they don’t need it now is the very reason they do need it now. Example: They 

are too busy with work so now is the wrong time…they need this because they are too busy 

with work. 

 

o 4 – Trust: If they trust you they will open up and tell you what they are really thinking and 

feeling. You have to earn it. You have to show them that they are the most important thing to 

you even at the expense of your commissions, etc. 

 

o 5 – Money: Can I afford it? If they need it, and need it now, and trust in you, they will find the 

money. Are they asking…can I afford this or do I want to afford this? They might be tire 

kickers. Or they might be trying to find a deal. They might not understand that it’s more 

money upfront but saves them money over time. They may not know about all the financing 

options.  

 

List of Objections & Responses 

Objection Scenario: How do you handle people who want to know everything up front? 

Rebuttal:  Defer to your role as an appointment setter/Interviewer, and tell them that this is a 3 step 

pre-qualification process to find the right people for our team. The information within the pre-

qualification process will answer all of their questions. 

 

Objection: Will this cost me any money? (Orientation) 

Rebuttal:  There's not a cost at all.  It's an orientation for information. We're looking for independent 

contractors. There could be Training and Development costs depending. 

 

Objection: I don't need your education. 

Rebuttal: Well, what is it that you're looking for then? Or…What was the reason you responded to 

my ad? Then connect the deficiency of their answer to the solution within the education. 



List of Objections & Responses - Continued 

Objection: I would really like to do this, but I really don't have the time. 

Rebuttal: You responded to an ad and you were looking for something, so how many hours were 

you expecting to invest when you responded? 

Rebuttal: Oh, you don’t need to have that much time to start investing in real estate. Many of our 

investors start out doing this part time; investing in as little as 5 hours per week starting out. I can 

almost guarantee that we can help you find an additional 5 hours to get started. 

 

Objection: I'm not convinced and I don't think this education is necessary. 

Rebuttal1:  You're the only one who knows what you would lose if you didn't do what was absolutely 

necessary to change your life. (Make it about them, other testimonials do not work). 

 

Objection:  I don't have any money. 

Rebuttal 1: Do you always want to be in the position where you don't have any money?  Or…Do you 

want to change that? 

Rebuttal 2: That’s okay! That’s where we can work together because that’s what we specialize in; 

getting people access to funding sources they never knew existed to get started. Several people get 

started with us without investing any of their own money and begin to do real estate with our training. 

 

Objection: Help me get a deal first and then I'll buy the education? Or…If I just become an IMA, can 

you just mentor me and show me how to do a deal first, and then I’ll buy the education? 

Rebuttal 1: I don't have the time to invest into teaching you when that's what the education is for. 

Rebuttal 2: Well, there’s a difference between mentoring someone and teaching them. The 

education is designed to be your teacher. In working with our team, we can give you a greater 

perspective as mentors. (Prospect needs more exposure to truly understand the value of joining) 

 

Objection: How soon can I do a deal to recoup my money? 

Rebuttal 1: Great question. That all depends on you as an individual, and how quickly you’re able to 

comprehend the training to begin applying what you’ve learned. Some of our investors are able to 

get their first deal within 30 days, and others It may take 3 months. 

Rebuttal 2: Great question. We actually give people a 90 day game plan to complete their first/next 

deal in conjunction with the training. Do you think a game plan like that can help you? 

 

Objection: How much have you made doing this business? 

Rebuttal 1: Great question. 


