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MONDAY SALES COACH EPISODE 030 
 

 

 

 START YOUR SALES WEEK ON FIRE! 

 

This week’s episode of Monday Sales Coach discusses the why a client’s 

objection is seldom about the price of your offering even though that maybe what 

they tell you is the issue. 

Let’s get started. 

Hello I am Peter Gianoli and this is Mondays Sales Coach connecting you 

to a community of sales champions on iTunes and online at 

MondaySalesCoach.com 

We have the site, the place where you can get all the great material when it 

comes to helping you achieve sales domination. Awesome podcasts, articles and 

social media please join us at MondaySalesCoach.com 

 

IT’S SELDOM ABOUT THE PRICE 

 

Problem:  

One of the most common objections salespeople get is about price:  

"That's a bit more than we were thinking about paying."  

"Your prices are kind of high."  
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"That's way out of our budget range" are typical comments.  

Salespeople tend to be very aggressive in their attempts to overcome price 

objections and begin dropping their price to get the sale. And, more often 

than not, once the price issue has been "resolved," another objection 

comes to the surface. Sometimes it seems to be a never-ending circle of 

objections from the prospect.  

   

Analysis:  

Prospects may use the price objection as an excuse not to buy when, in 

fact,price is not the real issue.  

Think about it.  

You've probably said on more than one occasion, "That's more than I 

wanted to spend," when what you really meant was it doesn't have the 

functionality you were looking for or the style just wasn't right. Or because 

you had no real conviction that solution will work and even under the best 

circumstances you probably wouldn't buy it. Sometimes price objections 

are real and sometimes they're smokescreens. Your job is to figure it out 

correctly.  

   

Solution:  

The first thing you must do when you hear a price objection is to make sure 

that it's the real issue. You want to isolate it so that you don't have to deal 

with any other issues later on. So, ask the prospect this question: "I don't 

know why this is, but typically when we hear the price is too high, it's 

something else in the proposal that someone didn't like and not necessarily 

the price. Is that the case here?"  

 

Now the prospect has two alternatives: they can tell you what the real 

objection is or they can say that everything else is fine and it really is just 
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about price. If it's something other than price, you must deal with that. If it 

really is price, you should find out how far apart you are and determine 

whether or not you want to be responsive. Assuming you have some 

flexibility, ask them what would happen if you were able to reach 

agreement on price. If their answer is anything other than "we'll have a 

deal," you need to do more qualifying or consider walking away.  

 

Isolating the objection is very important so you can deal with the real 

issue(s). Secondarily, when the prospect declines the opportunity to be 

critical of other issues in the proposal, they usually start to tell you what 

they liked and why. When that happens, they're starting to sell themselves 

and that helps you diffuse the price issue.  

 

PASSIONATE CONVICTION 

 

You have to be passionate to sell. You have to have conviction to sell what 

you sell. The problem happens when the passionate conviction takes over. 

A good friend asked me to meet someone about a new business venture 

they were involved in. Reluctantly (I get a lot of these requests), I looked at 

his website, and did a little research and agreed. 

We had a 30-minute phone conversation. 

This person was passionate and convicted about his product and the 

opportunity and that was the problem. He couldn’t hear anything I was 

saying. He was closed off to anything coming out of my mouth. 

His passion was awesome, he clearly believed in the market, his product 

and the ENDLESS opportunity that lay in front of him and that’s all he 
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could see. He didn’t have any desire to learn, understand, challenge or 

grow his current view. He was locked and loaded. 

Passion and conviction should help you learn, grow, and expand your 

ideas. They should drive your ability to get it done and get it done right. 

Passion and conviction are killer tools for execution. They make sure things 

get delivered. 

However, when passion and conviction make you a preacher, the decline 

has begun. 

If used to defend, cement, protect and justify an original idea, passionate 

conviction is no longer your friend, it’s your enemy. 

That concludes this week’s episode of Monday Sales Coach. If you missed any 

part of this episode go to our website to catch up. Also, make sure you connect 

with our newsletter. These can all be found at mondaysalescoach.com 

That was Monday Sales Coach and I am Peter Gianoli, thank you so much for 

connecting and listening to us and being a part of our team of sales champions. 
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