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Discover How To Coach On Objections So You Can Turn 

“No” into “Yes” 
 
Carey: Hi guys we’re back, I can't wait to get going again!  We want to talk 

about how to coach on objections so you can turn “No” into 
“Yes”.  That’s the learning objective for this video.  In the video, you’re 
going to learn the most common objections to working with you, what 
they really mean, and word for word responses to coach a potential 
client so that you can turn “No” into “Yes”.  Now what this means for 
you is that you’ll feel more confident about how to respond to worries 
or objections no matter what a client throws at you.  It’s so important 
because the more comfortable we are with that, the less we’re thrown 
off our game, and the more we can stay in a leader position for our 
client.   
 
For some of you, you won't need to worry about this year because 
you’re still working with practice clients and this isn’t something that is 
up for you at the moment.  But for those of us who have more 
experience, or training, or other coaching styles and modalities, you 
might be jumping right into working with paying clients.  So we just 
wanted you to learn how to deal with objections now so that you have 
this in your toolkit.   
 
Now, when you really start to master the Closing the Deal Conversation 
often you’ll have potential clients asking you to get started without 
even asking you what your program costs, they won't really even care, 
they’re like, let's get it down on the calendar right now.  You’ll still have 
the experience of having potential clients who might say things to you 
like, “I can't afford it” or, “I have to talk with my spouse,” or, “I don’t 
think this will work for me,” or, “What are your credentials?” “Your 
program sounds too expensive”, “I would do it if you gave discounts.”  “I 
don’t have the time.”  Or, “This seems too simple”, “This seems too 
hard.”  You will hear all those things, and the reason it kind of feels so 
crappy when you hear an objection is that it sort of sounds and feels 
like rejection.  But, let's recall what’s really going on when a potential 
client “objects” to working with you. 
 
Remember from your orientation, we all have three brains, we’ve got 
the brain stem, the limbic system, and the cortex.  When confronted 
with change, the brain stem freaks out, the limbic system generates 
emotions, and the cortex tries to justify all that.  Your perspective client 
may have three kinds of reactions to the invitation to join your 
program.  These are often referred to as “objections”.  But as you’ll see 
here in a moment, the client’s reaction has nothing to do with actually 
objecting to you or your program, and everything to do with the critter 
brain objecting to change.   
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With the critter brain, you may recall that the critter brain when 
confronted with change has three responses.  It goes into flight, it goes 
into fight, or it goes into freeze.  Let's look at what this might look like in 
the context of a Closing the Deal Conversation and the client giving you 
an “objection”.   
 
The first reaction, let's say the critter brain is going into freeze.  What 
happens in the limbic system is that the limbic system loads up fear, and 
the cortex rationalizes “I want to think about it, can I call you next 
week?”  The critter brain is freezing and the cortex is like, “Aaah!”  You’ll 
notice that the freeze reaction looks and sounds like indecision or 
analysis paralysis.  Really interesting. 
 
Let's look at the second reaction when the critter brain goes into 
flight.  Actually, this should be fight—so, when it goes into fight, the 
limbic system is creating feelings of anger, mad.  The cortex goes, “This 
is too expensive, I can't afford it.  Who are you to charge this 
much!  What are your credentials?”  Right?  This has nothing to do with 
you at all this has everything to do with the critter brain freaking out, 
the limbic system creating feelings of anger in the cortex to justify 
it.  So fascinating.   
 
Let's look at the third reaction, this is flight.  When the flight reaction 
occurs, the limbic system loads up nervousness and anxiety, “I have to 
get out of here!”  The cortex might rationalize by saying, “I have to ask 
my spouse.”  Like, “I’m going to run, and I’m going to make someone 
else make the decision for me!”  We call that using the human 
shield.  “My husband, my kids, I can't, it’s not my decision to make.”  Or, 
a big one, “I’m not ready yet.  It’s not the right time.”  Or, “I don’t think 
it’s going to work for me. I have to run; this isn’t going to work for me.”   
 
Here is what’s really fascinating about all of these reactions, none of 
them are about you.  They are all in response to the client’s critter 
brain’s response to the fear of change.  Most health coaches don’t know 
this; they don’t know this so they take objections personally.  They feel 
rejected, they feel guilty for charging for their work, they feel like 
they’re a bad coach, they feel like they’re doing something wrong, like 
it’s all about them. They get triggered, “Well, maybe I do need better 
credentials!”   Or, “Maybe it is too expensive!  Maybe I do have to lower 
my fees?”  Or, “Maybe it’s not a good enough program, maybe it’s not 
the right time for me to be coaching!”  Health coaches go down into a 
deep dark spiral about this kind of stuff.  But now that you know that 
objections are really your client’s critter brain reaction to change, you 
know that if you get an objection it actually means that you’re doing 
something right.  You’re stretching this potential client out of her 
comfort zone, and your critter brain, and she needs help getting past 
that critter brain fear so she can say yes to herself.  Holy moly!  That’s 
totally different!  This come from when dealing with objections is so 
much more empowering and productive for you as the coach.  I’m so 
happy you’re learning this now instead of ten years from now!   
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Let's look at the most common client objections, and how to respond to 
them in a powerful way.  First one of course is, “I can't afford it.”  Some 
people won't be able to afford your program.  It’s like, if they can't pay 
their rent or buy food for themselves, they can’t afford to work with 
you.   
 
 
One thing I just want to share with you for those of you who really want 
to be able to help people who can't afford it, is that as you build your 
business, you will be giving away a lot of free content in all different 
kinds of ways, so you will have plenty of opportunity to serve people 
who can't afford to be your paying client.  For your business to 
generate revenue or money, a business is fueled by money, you have 
people who are paid—there are plenty of people who can and want to 
pay you, and you want to serve them as well.  You will be able to serve 
everyone to a certain degree. 
 
When a client says, “I can't afford it.”  Instead of being totally triggered 
and going, “I should be giving this away for free, I need to be helping 
people who can't afford it.”  I felt that way too.  “I can't afford it.”  Here 
is how you respond.  “If money were not an issue,” this is one way to 
respond, it’s the first way.  “If money were not an issue, is this 
something you’d like to be engaged in?”  If the potential client says 
“Yes”, then you say, “Okay, let's put the money aside for a 
minute.”  Money is a really easy, default sort of excuse because sociality 
we’re trained not to challenge it.  Most health coaches are going to be 
so disempowered and messed up around money, that as soon as they 
hear, “I can't afford it” from a potential client, the health coach is going 
to clam up and never ever challenge it with their client around 
this.  Because they don’t know how to coach around money.  You will 
thankfully starting with this, “Let's put the money aside for a moment 
and pause.”  You're going to ask any of the following questions or all of 
them, you just listen to the cline’s response, and use your intuition about 
which questions to ask.  Again, in your first couple conversations, you 
may not know exactly, but by the time you get to your fifth, sixth, 
seventh, tenth, twentieth, you’re going to have a very strong intuition 
about which questions to ask. You may ask, “Do you trust that you 
could potentially make these goals come true?” What we’re trying to 
find with these questions is what is the real objection?  Money is just 
kind of the smoke screen for a lot of people.  Again, because we're 
taught not to challenge that.  You’re trying to dig deeper and say, 
“What’s really going on here?”  So, “Do you trust that you could 
potentially make these goals come true?” or, “How might your life 
dramatically shift if you followed through?” or, “How will you choose to 
do things differently now than you’ve ever done in your entire life?”  
 
I definitely had clients come to us and say, “Oh, I’ll do it when I have the 
money.”  It’s like, “Well, what’s going to change between now and when 
you have the money?”  Like, how are you going to have the 
money?  What’s going to be different so that you’re not saying the 
same thing to me a year from now.  One of the questions you’d ask your 
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clients here potentially is that “How will you choose to do things 
differently now than you’ve ever done your entire life?”  Final question 
is, “What doubts do you have in your mind about whether or not this 
will work for you?”  That’s a big question for a lot of people, “I’m afraid 
it won't work for me.”   
 
That’s the first way to respond to the money objection, and by the way, 
this is all written on a handout for you, so you don’t have to write all this 
stuff down.  Second option is, this is one Stacey learned from a 
potential mentor of hers when she was going to ask for coaching, and 
the coach told her the fee and Stacey was like, “Oh my god, I don’t, I 
can't afford it.  I don’t have that money.”  The coach said to her, “I 
believe you, so what are you willing to do to make this a possibility for 
yourself?” Damn!  Talk about stretch!  You’re making the client right, “I 
believe you” and then you’re challenging the client to think bigger and 
stretch, “What are you willing to do to make this a possibility for 
yourself.”  Oooh, nice. 
 
Let's go to the next objection, which is, “I want to think about it.”  This is 
when the critter brain is in a freeze reaction, and your response, here is 
a first option for a response.  “Great.”  Make the client right, “That 
sounds like a good idea, and I appreciate you for being so open and 
honest with me today.  Can we check in on Thursday?” Basically in 24 to 
48 hours.  “There is something I’d like to send you via email, and then it 
would be great to reconnect on Thursday,” or whatever day, “Via 
phone, so I can answer any additional questions or concerns you may 
have.”  In this response, you’re making the client right and saying 
“Awesome, that sounds like a great idea,” you’re appreciating the client, 
and then you’re setting up the follow up.  A lot of coaches don’t know 
to do the follow up part.  They’ll go, “Oh, okay, no problem” and then 
they won't set up a way to specifically follow up with the client.  Since 
they haven’t set that up, the follow up never happens.  Then a coach 
calls the client, or emails the client, and they don’t hear back, the coach 
feels like they’re bugging the client, it just doesn’t work out.  Here we’re 
setting up very specific follow up.  You’re saying, “Hey, can we check in 
on Thursday?”  There is some—and, “There is something I’d like to send 
you via email.”  So that you’re actually doing two kinds of follow up, 
you’re setting up a phone call, and you’re telling her you’re sending an 
email.  So, “I’m going to send you an email, and then it would be great 
to reconnect via phone so I can answer any additional questions or 
concerns you may have.” Awesome.  That way when you go back to the 
client, and you send the email, and you call, the client is not 
surprised.  You’re not bugging anyone, you’re not chasing anyone, you 
set this up in advance.   
 
Now, what’s the email you’re sending here?  Sometimes the client needs 
a little marinating time?  So Stacey did this in her health coaching 
practice, she’d send a follow up email within 24 hours, and the email 
gives the client some food for thought as they’re making the decision 
about whether or not to work with you.  Now there is a handout located 
beneath the video titled, “Sample Email Follow Up” and this is a sample 
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email taken straight from Stacey’s six figure health coaching practice.  It 
keeps you connected after the Closing the Deal Conversation, and helps 
the client move toward a “Yes”.  I’ll walk through the handout here in 
the slides. 
 
In the subject line you’d say something like “Letting the love in” or, 
“Getting to the core” or, “What I think I’m here to help you with”, “I 
thought of a few things to help you decide…”  Those are subject lines 
that are really going to help engage your client and help them open that 
email.  Then you’re saying, “Hey (first name)!  It was great connecting 
with you yesterday, so inspiring to hear your own health journey and 
how far you’ve come, I hope you’re able to stand back and recognize 
this frequently.  One of the things you mentioned that you’d like to work 
on (and then you would insert your client’s own words, you’ll have to 
edit this,) but in this example it says, “Is getting really honest about your 
relationship to food.  The fact that you’re able to verbalize that reveals 
that you’re on your way.  No more hiding the compulsions!”  Now, in 
Stacey’s health coaching practice, she worked a lot with emotional 
eating, so that’s why this language is being used.  “But in this approach 
we’re going to explore compulsions as a gift and approaching them 
with curiosity.  You know what’s amazing about curiosity?  There is no 
judgement in it.  So instead of seeing our patterns to food with a critical 
eye, we can meet them with compassion, curiosity, and receive the real 
underlying message.”  So then you’re just boating for them your ideal 
life, what we’ll be moving towards together, and then you’re literally 
repeating in bullet points what the client told you she wants.  In this 
particular example, we just have examples here, but you’re taking this 
directly from the Closing the Deal Conversation that you had with your 
client, right, so you will be editing this based on what your client told 
you, this section.  So then you’ll say, 
 
“That sounds like a pretty good start!  I would be delighted to support 
you in these areas, 

• Clearing what’s getting in the way of you showing up for 
yourself. 
 

This is a great tagline from Stacey’s health coaching practice that you’re 
welcome to use, “Show up for yourself”.  Then she’s describing, “Clients 
call me part cheerleader, reminding you to be gentle on yourself and 
part tough love coach, calling you out when you default to old 
patterns.”  Then she says, “I notice you’re quite hard on yourself a lot of 
the time, you are your own worst critic, are you not?  So part of our 
work together will also be radical self-acceptance.  The key to healing is 
to let the love in a little more every day where it couldn’t get in before.” 
Now, you may be able to say that exactly, or you may need to edit it.  “If 
you have any questions or concerns, I’m happy to answer them, talk to 
me.  Help me help you show up for yourself.”  I love that. “In any case, I 
look forward to meeting you in person, you sound like a warm, genuine, 
friendly, smart woman who’s ready for a big shift.”  Now, you may not 
be meeting someone in person, “I look forward to meeting you 
sometime.” You could say, “I love meeting people who are ready to live 
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it, and it sounds to me like you are.  Best wishes, and have a glorious 
day.”   
 
“PS…”—this is where you would list a potential objection that your client 
had.  If it’s money, “You mention that money is an issue right now, I 
completely understand that.  A piece of you made this appointment 
because you know that you need a system, support and accountability.”  
 
Remember the three legs of the stool that you set up in the Closing the 
Deal Conversation?  You’re repeating those here in this email.  Nice.  “If 
you’re conflicted about the money piece but you truly want to be 
engaged in this program, then let's find a payment plan that works with 
your current budget.  If I'm not able to support you in the way you most 
need right now, that’s okay too.”  Not high pressure, not you know, 
gross sales, it’s just, “Hey if this isn’t going to work out, that’s alright 
too.”  
 
Another, “PS, I almost forgot!  If there is some area that was not 
covered in the strategy session that you would like to address, please 
let me know so I can offer you the best program.” What Stacey noticed 
sometimes in her practice is that people would sometimes go away and 
then think about it and be like, “Well, maybe I kind of need something 
else.”  So maybe you talked to your client about the 90 Day Total 
Transformation, and she's thinking, “Well, I really want to do a 
detox…”  So you’re saying that “if there is something we didn’t cover 
that you wanted to address, let me know so I can offer you the best 
program.”  So in other words, “there are other options for you.” 
“Looking forward to the adventure, I promise it’ll be fun, because fun is 
key.”  So that’s the email that you would send to a client within 24 hours 
if the client is the “I need to think about it” client.  Really, really 
compelling, very few health coaches will have this skill or know how to 
do this and address all of these emotional triggers.  There is—they just 
won't. Again remember you’re editing this email copy using your client’s 
words.  Beautiful, beautiful and compelling way to follow up with “I 
want to think about it” clients.  
 
Now, here is another response for “I want to think about it” clients.  This 
one is kind of radical, and that is suggesting that the perspective client 
books a consult with another health counselor, another health coach or 
another practitioner.  Now, why would Stacey suggest something like 
this?  Because she’s smart!  She knows that the competition is not going 
to be able to draw out the emotional motivators like she did in the 
Closing the Deal Conversation.  Why?  Because so very few health 
coaches are trained in this.  The second reason why Stacey feels really 
confident, like “Hey, go talk to somebody else, but you’re not going to 
walk away feeling as excited as you do about me.”  It’s not about Stacey 
per se, it’s about the work that she’s able to provide.   
 
Second, she’s suggesting it because it’s an unexpected and bold but 
sincere move.  Because she’s really saying, hey, this is also a way that 
you’re not doing a hard sell with someone.  Quite truthfully, and like, 
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honestly and for sure, and for real, if there is a better match, please find 
it.  By all means.  This is not where we’re trying to hang onto a potential 
client with a death grip.  Clients really appreciate that.  They feel that 
you are not desperate to have them sign up with you, and then they 
want to.  The desperation and the clinging on, that’s a turn off.  So, 
really cool.   
 
Let's talk about the next objection.  “I need to talk it over with my 
husband.”  The response you would say, really simply, “What do you 
think he or she would say?” Now if somebody says, “I need to talk it 
over with my spouse,” or partner, or whatever, “What do you think he or 
she will say?”  Now, when you ask that question, the potential client will 
either go, “Well, my spouse is actually the one who encouraged me to 
do this.”  That just releases the worry right away.  Or, the potential 
client is going to respond with her fears and doubts.  If she does, then 
here’s what you say, when you’re dealing particularly with women, 
women who have spouses and kids, we’re so used to putting everyone 
else ahead of ourselves, that we can often feel very guilty investing in 
ourselves because we feel like either we should be investing in our 
spouse or our kids, or if we invest in ourselves we’re just taking away 
from them.  Which, I’ll just say is completely and totally 
ridiculous.  Because if we’re depleted and exhausted and miserable, 
we’re already taking away from our kids and our spouse.  If we’re not 
taking care of ourselves, and we’re giving our spouse and our kids the 
sort of B, or C, or D version of ourselves, we're taking away the A 
version.  We’re doing exactly what we don’t want to do. 
 
There is a saying that Stacey had that goes like this, “She who fears she 
shall suffer already suffers what she fears.”  So here is this mom, 
potentially worried that investing in herself is going to take away from 
her family, she is already taking away from her family because she’s 
exhausted, and miserable, and depleted.  “She who fears she shall suffer 
is already suffering what she fears.” That being said, how do you say 
that to somebody in a way that’s not confronting in a way that opens 
up possibility instead of having any kind of negative reaction?  Well this 
is how Stacey did it in her practice, she would say, “Well, how might 
your spouse or kids benefit if you have more energy?  If you know how 
to cook healthy, delicious food?  If you have more time and patience at 
the end of the day?”  She’d let the client respond.  She’d say, “Well, your 
family is probably going to be really proud of you, right?  You're going 
to feel lighter, happier, less stressed…” and the note to use compassion 
in your voice is making sure that your tone is compassionate.  When 
you’re delivering a message like this that is a little bit tough love, having 
a compassionate tone can help, soften it so it doesn’t sound quite so 
harsh.   
 
Then Stacey would say, “Can I tell you a secret?”   Which is like, talk 
about building rapport—like, I'm going to let you in on something, can I 
tell you a secret?  “A few years ago, my husband discovered that when I 
go to yoga regularly I feel sexier, and when I feel sexier, he gets laid 
more often…” now, this may or may not be the kind of story you feel 
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comfortable telling a potential client, and you don’t have to tell this 
story to a potential client, but you would want to tell a story of 
something you discovered or something a client of yours discovered 
that actually helped the relationship with a spouse, or helped the 
relationship with a kid instead of took away from it.  That’s what 
Stacey’s trying to illustrate here… So the story goes, “He came up with 
an amazing plan to make sure that I got to yoga at least three times a 
week.   
 
He took away whatever barriers I had built for myself that prevented me 
from showing up to yoga.”  In other words, she’s illustrating that me 
taking care of myself helped him so much that he actually go on board 
and helped me take care of myself.  So that’s the kind of story that you 
would want to put together if this doesn’t resonate for yourself or 
wouldn’t be your style to share. Then she says, “Eventually it became an 
easy choice, so the old stories I had for not going to yoga like, ‘I should 
be home to cook dinner.’ Just stopped getting in the way.  I needed 
yoga not just for him, but for me too.”  Oooh… sometimes when we’re 
shifting habits, we need to see how taking care of ourselves is not 
selfish.  It positively effects those we love as well.  You want to pause 
there and just see if your client wants to say something, or add 
something, is this resonating for her?  Just give her an opportunity to 
respond.  Then you go on to say, “Depriving ourselves of our best life is 
really depriving our families.  They end up suffering as well, they end up 
getting the drained version of ourselves. So how can you honestly 
become who you want to be?  Or, what are you willing to do to make it 
the way you want it to live your best life?”  It’s a really powerful way of 
putting a mirror up for your client and reflecting that what she’s afraid 
to do she’s already doing, but you’re saying in a gentle way that’s not 
shaming, or judging, or confronting where the client gets to go, “Oh my 
god, wow.  Yes.”  
 
Okay, let's look at the next objection, some of you may be connected to 
potential clients who really take great care of themselves, they may be 
health junkies, and these people are interesting because they are talking 
to you.  So like, why did they set up the conversation?  They say like, 
“Well, I feel like I’m pretty healthy already.”  Your response is “Yes.  You 
are pretty healthy, what’s not perfect yet?”   So the thing about this 
kind of person, is that they really want to be stretched into a new level 
of greatness and be challenged.  But in your response, notice that the 
first part of your response is always making your client right.  “Yes. You 
are pretty healthy, and (or but), what’s not perfect yet?”  That’s the 
challenge.  Because when someone is pretty healthy and they put all 
that effort in, they are probably, they want to reach to a new level, they 
want the next level of greatness, and you get to be the coach for them 
that stretches them.   
 
Here is another potential objection, “The economy is bad, I’m not sure 
this is the right time.”  Coach’s response, “These are crazy times,” you're 
making the client right, you’re agreeing, yes.  Then you’re giving the 
client the challenge, “How can I support you to get what you want?”  So 
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you’ll notice in all of these responses to these objections, you’re making 
the client right, and then you’re posing a challenge.  In this particular 
one, “These are crazy times, how can I support you to get what you 
want?” is that people don’t have enough money for 
everything.  However, they do have enough money for the most 
important things.  So, when we ask the question, “How can I support 
you to get what you want?”  I mean the client is going to be like, “Help 
me find the money?” “Okay, shall we take a look at your budget?”  You 
want to be able to do that unflinchingly.   
 
This is why you are becoming a money coach as well as a health 
coach.  You’re becoming a relationship coach as well as a health 
coach.  You want to be able to help your client make a decision, take 
action on any topic, and experience transformation on any topic.  That’s 
what learning Transformational coaching skills will do for you, and it will 
make your health coaching stand head and shoulders above the 
crowd.  Your skill set will be phenomenal.  I'm so excited for when you 
actually get out there and start talking about clients, their minds are 
going to be blown.  When they have a conversation with you, and when 
they have a conversation with health coach B over there, who went to 
some other school—there is just no comparison, because the other 
person doesn’t know how to coach.  They don’t know how to do what 
you know how to do.  Really exciting.   
 
A great coaching tip that I’ve talked about and I just want to reiterate 
before we complete, is that for those of you who have ever taken 
improv—I don’t know if we have any actors or improvisers in the 
training, but what I learned from years as an actor, from improvisation is 
that you’re always saying in improv, “Yes, and…” If I go onto a stage, I'm 
standing there with another person, and the person goes, “Well, it looks 
like we’re in a bank!”  You’re just making up a scene out of nowhere, and 
I say to the person, “No.  I think we’re in a drugstore!” Am I saying yes 
to what that person just said?  No, I’m trying to redirect and control the 
scene.  But if I'm in the improv scene and the other person goes “Well, it 
looks like we’re in a bank!”  I say, “Yes, and it looks like everybody here 
is an alien, what planet are we on?”  Then all of a sudden I’ve said, “Yes,” 
and I’ve added another level and we have something really funny going 
on.  In coaching, you’re also saying yes, and you’re adding a 
challenge.  “These are crazy times, yes, how could I support you to get 
what you want?” Next level of challenge.  “I think I’m pretty 
healthy,” “Yes, you are pretty healthy, but what’s not perfect yet?” and 
that’s the challenge.  Another example form this video was, “I need to 
think about it.” “Great, that sounds like a good idea.  Let's check in on 
Thursday.”  I’m “yes…and we’re going to follow up.”  “I can't afford it.”  “I 
believe you, yes, what are you willing to do to make this a possibility for 
yourself?” and there is the challenge.   
 
One of the things you can learn from this is let's say your client comes 
to you and has an objection that we haven’t covered.  Right?  You’re 
going to go, “Oh my god,” and you're looking through your cheat sheet 
going, “I don’t see it!  There is no script for this one!  Then the format for 
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your response is going to be, “Yes” to whatever the client just said, 
making them right.  “Yes, absolutely, you’re right, I agree…” and, what’s 
the challenge question you can add on top of that.   
 
As you become more and more practiced and sophisticated in your 
coaching skills, that will come easier and easier.  I hope you are so 
excited because you are so on your way to becoming a phenomenal 
coach.   
 
Before you move onto the next video, where I'm going to put together 
a Closing the Deal Master Checklist for you, so that you know how to 
invite potential clients into your Closing the Deal with confidence leave 
us a comment and let us know which part of the video was most 
interesting to you.  I'm curious, is there anything that’s exciting to 
you?  Are you starting to get excited about doing this?  Because you’re 
actually going to know what you’re doing, it’s so awesome!  Great job 
everyone!   

 
 
 


