
Putting Fear of Rejection Behind You  
 

 

 
What is fear? What is rejection? 

 
Rejection = Death (to your primitive mind) 
• Not getting what we need and want 
• Not being included, accepted, loved 

 
Reframing Rejection 

 
NO = this is not a fit for me right now. 
(the conditions of MY life don’t allow me to take advantage of this offer) 
• Not the right timing 
• I do not have the financial resources 
• I don’t have a “bleeding neck” today 
• My need is not apparent 
• I can’t justify this decision 

 
Script to Use In This Situation 

 
 “I get it - if it’s just not the right time for you - is it okay with you if we stay connected?”  
 
I’m always sending my clients great free stuff - is it okay if I include you in that list? What is your 
greatest interest or need?” (description of their need, desire, pain-point) 
 
“Great! One last question... I’m always on the look-out for women who (description of your avatar) 
 
Does any of that remind you of anyone you know?” 
 
Objections = Unanswered Questions 
 
When someone gives you a buying excuse:  
• I need to talk to someone else… 
• I’m not sure… something about the money… 
• I need to think about it… 

 
What they are really saying is I’m not READY, WILLNG or ABLE to buy today. You haven’t 
convinced them that they must buy/say yes today. Their doubt is higher than the benefit you 
presented.  
 
Your response: “I get it – it may not be the right time for you, but before we quit today, can I ask you 

one more question? I feel like I failed to answer your questions and/or concerns. What did I miss? 
What is it you need to know in order to make your buying decision?” 
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* Write down each objection and answer them one by one, as you go, get confirmation that you 
have answered them to the customer’s satisfaction - then cross them off the list. 

 
 

Objections       My Responses 
Did I answer this question?    (remind them of their pain point) 
 


