
Objection Response

“We’re not
interested.”

What it means: The prospect is either uninterested in the solution or hasn’t seen enough value to continue the conversation.

How to handle it:

Empathize and redirect: "I completely understand. I just wanted to ask, are you currently satisfied with your training and work
management system? If not, we might have a more scalable, cost-effective solution."

Engage with a question: "If you’re open to it, can I ask what your biggest challenge is in training or employee development right now?"

“We already have a
training system in

place.”

What it means: The prospect is content with their current solution and doesn’t see the need for a change.

How to handle it:

Ask for a comparison: "I hear that often! Can I ask how your current system is working for you? Do you find it’s meeting all your training
needs, especially with scalability and keeping courses up-to-date?"

Introduce potential gaps: "Many of our clients felt the same way but found that we provide more flexibility and integration with work
management processes. Would you be open to seeing how we compare?"

“It’s too
expensive.”

What it means: The prospect is concerned about the cost or thinks it’s not within their budget.

How to handle it:

Focus on ROI: "I understand. However, many of our clients see a strong return on investment by streamlining their training and reducing
compliance errors. For example, they save time and reduce costs in the long term. Could I show you how our solution pays for itself over
time?"

Offer pricing tiers: "We do offer different pricing structures based on your company size and needs. Would you like to discuss the
options that fit your current budget?"

Budget flexibility: "I’d be happy to walk you through a proposal to ensure we align with your budget expectations."
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Objection Response

 “We’re happy
with our
current

provider.”

What it means: The prospect is loyal to their current solution and doesn’t see a reason to switch.

How to handle it:

Ask for specific features: "That’s great to hear! What features of your current solution are you most satisfied with? I’d love to learn more
about how it’s working for you."

Highlight differentiation: "We’ve had clients who were happy with their provider but found that our platform offered features like [specific
feature] that helped them improve efficiency. Would it be worth a quick conversation to explore if there’s a better fit for your needs?"

“We don’t need
any new training

right now.”

What it means: The prospect believes they don’t have immediate training needs.

How to handle it:

Find the pain point: "I understand, but many of our clients realize that training needs often evolve, especially as teams grow and new
regulations emerge. Are there any areas where you’re experiencing training challenges right now?"

Explain proactive solutions: "We help companies stay ahead of the curve by providing scalable, proactive training solutions. Even if there’s
no immediate need, it could help you streamline your training for future growth."

“We’re too
small (or too

large) for your
solution.”

What it means: The prospect may feel that your solution is either not suited for their company size or that it’s too complex.

How to handle it:

Clarify suitability for different sizes: "Actually, Capability is designed to scale with businesses of all sizes. Whether you’re a small team or a
larger organization, our solution can be tailored to meet your specific needs."

Emphasize customization: "We’ve worked with businesses ranging from small startups to large enterprises, and we can customize our
platform to suit your current needs and future growth."
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Objection Response

“I don’t see
how this will
benefit us.”

What it means: The prospect doesn’t yet see the value or relevance of your solution.

How to handle it:

Provide tailored examples: "I understand, and that’s why I’d love to show you how our platform has helped businesses like yours. For
example, [Client Name] faced similar challenges with employee onboarding and saw a 20% increase in retention after implementing our
system."

Offer a demo: "Would you be open to a quick demo to see exactly how Capability could fit into your current processes and deliver value?"

“I need to
discuss this

with my
team.”

What it means: The decision-maker isn’t the person you’re speaking to, or they need buy-in from others.

How to handle it:

Offer resources: "I completely understand. Would it be helpful if I provided you with a demo or some case studies to share with your team?
I’d be happy to set up a follow-up meeting with the right stakeholders."

Get a commitment for the next step: "Who else should be involved in this discussion? I’d be happy to schedule a meeting that works for
everyone."

 “We don’t
have the time
to implement
a new system

right now.”

What it means: The prospect is worried about the time and effort required to implement a new training system.

How to handle it:

Ease their concerns with simplicity: "I understand—implementing a new system can seem overwhelming. The great thing about Capability is
that our onboarding process is quick and easy. Most clients are up and running within just a few days. Would you like me to show you the
timeline for implementation?"

Highlight low time commitment: "We’ve designed the system to be user-friendly, so your team can start using it with minimal disruption to
their day-to-day operations."
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