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Proven Responses to Tough Objections 
 
 

“Your Price is Too High” 

 
1.  Yes, we are not the cheapest in our field; we do over $2.5 million a year at these same prices.  

We couldn’t do that if customers weren’t convinced this is the best buy.  Wouldn’t you like to 

join the ranks of our happy customers? 

2.  How much too high is it?  Do you realize if you keep your product for 5 years (most people do), 

the price difference is only 10 cents a day?  Isn’t it worth 10 cents a day to have the very best? 

3.  If it were cheaper, would you want it?  Good!  Then what you are telling me is you do want it.  

Let’s look at some ways you can afford it! 

4.  Why do you think our competitors are cheaper?  Where do you think they cut corners?  Do they 

use cheaper technology?  Do they cut back on coverage?  Why worry about where they cut 

corners?  Why not buy the best and sleep well at night! 

5.  So, we are say $1 more per day – less than what you’ll spend on lunch today and for that extra 

dollar you get maintenance, monthly reports, full coverage and false alarm commitment.  Isn’t 

that worth a buck? 

6.  For the price of a cup of coffee a day, you will have the security system that will catch the 

criminals and eliminate false alarms.  Doesn’t it make sense to put Sonitrol in? 

7.  Let me share with you what I have found in the security industry.  You can have the cheapest 

system or the best, but you can’t have both.  We decided a long time ago to offer the best 

system.  What I can offer is the best price on the best system. 

8.  You may not know this, but our monthly fee covers any and all needs for services, maintenance 

& function.  Conventional systems leave out ½ of these items in order to show you a low 

monthly payment and then surprise you later with hidden charges.  

 

Is it worth an extra dollar a day, to have the peace of mind Sonitrol provides when away from 

business? 
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“I have to think it over.” 
 

1. Let’s think it over out loud.  Sometimes two heads are better than one.  Is it the financing you’re 

concerned about?  Or is it something about the design you would like to think over? 

 

2. Let’s think about it now while it is fresh in your mind.  What are some of the items you need to 

know more about? 

 

3. As busy as you are, you probably have other things to think about that are more important.  I 

imagine this is a relatively small decision for a person like you.  Why not make the decision right 

now & free your mind to think about the really big issues in your business?  Okay? 

 

4. Obviously, you must have a reason for saying that.  Would you mind if I ask what it is? 

 

5. I understand that you want more time to think.  I would be interested in your thoughts about 

the reasons for & against buying now. 

 

6. I know what you’re saying, but I sense you would like to get this unfinished business over with.  I 

also feel there are some points you really like.  What is it that’s holding you back?  You want to 

think about it?  Great!  What time tomorrow can I call back after you have had time to think 

about it? 

 

7. You want to think it over?  You will agree this system looks like it will work for you, correct?  

Your time is important.  Let’s put a contingent upon verbal approval.  Take as long as you need 

& in the meantime let’s order your system & get ready to install before you have a problem.  Do 

you feel comfortable?  You have a way out so take your time.  Let’s endorse it today & I will call 

you tomorrow. 

 

8. It sounds as if I’ve left a question unanswered for you.  Have I resolved all of your concerns?  Is 

there any area of my proposal that concerns you?  If I can resolve this to your satisfaction can 

we move forward now? 

 

9. What’s keeping you from moving forward now?  

 

10. Get the customer to sign so you can get a date & put the system in.  Tell the customer this will 

be one less thing on their plate.  Sticker the building. 

 

11. I’m a consumer, like you.  I like to think about major purchases.   
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“I’m going to get at least one other quote.” 
 

1. I can understand that.  However, look at all of these people in your industry we protect (show 

client list).  They did your homework for you.   

 

2. I guess I messed up.  I did not see that coming.   

 

3. I understand wanting to look at some other companies, but let me ask you, would you agree 

detecting the break-in early, verifying that something is really going on & guaranteeing a quick 

police response is important to ultimately protection your property?  You will be comparing this 

with other systems that will have late detection, lower police response priority, high false alarm 

rates & only work in 2% of actualities.  So why don’t we go ahead & give you want you really 

need? 

 

4. You’re going to get another quote?  Let me save you valuable time.  I can give you a quote like 

Bays, but why?  So, you really want something that doesn’t work 99% of the time, has ½ hour 

response & doesn’t go off until it’s too late?  If you find a better system for your money, then I’ll 

cancel your order!  Let’s get this going today. 

 

5. That is a smart decision, but I will save you time & let you know we cost more than the rest.  Our 

system is different & your decision must be based on both affordability & peace of mind that 

you have the best protection & service for your business. 

 

6. Does this mean you are buying on price alone? 

 

7. Who else are you considering? 

 

8. Would you like to install a system that would not guarantee its reliability?  I strongly encourage 

you to get other quotes; however, you need protection today & I will give you three months to 

prove yourself that Sonitrol is the best for you.  If you change your mind, I’ll write you a check to 

return your money (Commitment to Excellence).  Doesn’t that sound fair? 

 

9. Fine.  I don’t blame you a bit.  Please make sure you are comparing apples to apples.  Systems 

that provide total coverage & can verify alarm, not just perimeter & motion.  Let’s make an 

appointment for next week to review where you stand. 
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“The Term of Your Agreement is Too Long” 
 

1. Our agreement is standard for the security industry.  After the initial 5-year period, you will then 

go to a year-to-year commitment.  (If they still feel it is too long…)  If I can work a shorter term, 

is they any reason why we can’t move forward with this today? 

 

2. I have very little flexibility in this area, but what term did you have in mind?  Well, I can’t do that, 

but how about a 4-year term for getting this done now? 

 

3. What is your concern with the length of the agreement?  Should you decide to move, we will 

move your system for time & labor only.  Should there be a concern, our Commitment to 

Excellence guarantee will be valid for the life of the system. 

 

4. If you are concerned about having to pay after you move or go out of business, I will put an out 

clause on the agreement that will terminate our relationship under these circumstances.  Is that 

satisfactory? 

 
 

“I’ve Already Paid for an Installation” 
 

1. If you had not paid for an installation, would you buy Sonitrol today? 

 

2. How much would you be willing to pay to eliminate problems with your present system? 

 

3. I’m sure that at that time, your system was the best on the market.  However, in time it will need 

to be replaced because of obsolescence.  With Sonitrol, you will never have to replace the 

system because the guarantee it for life. 

 

4. Are you aware of the potential dollars you may be losing with your present security system?  & 

the dollars Sonitrol would save you? 
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“I Have Insurance Coverage.” 
 

1. Insurance does not cover the downtime your business goes through as a result of your break-in.  

Also, the worry that your staff would go through on whether they might be back.  Sonitrol 

catches the criminals. 

 

2. I realize you have insurance & that’s great!  Everyone I do business with has insurance.  In fact, 

we do security for many of the major insurance companies in town.  Insurance is like having 

insurance on your car, it’s great to have but you don’t want to use it.  Often times, it usually only 

covers partially what you’ve lost & most of the time it will not cover your downtime when you 

are reprogramming the computer that runs your business.  Your insurance premiums will also go 

up after the replacement of the lost items.   

 

3. As all businesses do, & drivers do, but notice that insurance companies set it up to not be used.  

With high deductibles, lag time & paperwork, your best insurance policy is Sonitrol. 

 

4. That may make some sense.  But your insurance does not cover false alarm fines or sensitive 

paperwork you may lose, not to mention they took off with your server with all of your 

customers’ valuable information. 

 

5. It could take 30 days or more for insurance companies to pay you.  Your rates will go up if you 

keep turning in claims.  Your rates will go down by 10% if you have a system. 

 

6. That’s great!  Everyone has to have insurance.  What I am talking about is protecting your 

business from a break-in resulting in downtime of lost wages. 

 

7. We all have insurance.  As a matter of fact, I would be worried if you didn’t. However, there are a 

lot of things you can’t rely on insurance for, downtime being the biggest, not to mention higher 

rates, being dropped or even worse, certain things not being covered 

 

8. What you are saying is you have insurance in place of a break-in?  Well, insurance doesn’t cover 

down-time.  It will be weeks before your business is back on line.  How much does your business 

produce on a daily basis?  That more than covers the cost of my system.  It’s like care insurance, 

you have it but if you run into someone, your cost will go up.  I secure 35 insurance companies.  

What does that tell you? 

 

9. Insurance only pays after the fact.  The Sonitrol Security systems will actually apprehend the 

criminal or at least deter his entry to your building. 

 

10. Statistically, you will recover only 30% of the actual & associated losses.  Only through a security 

system can you minimize the chances of a loss & hold down future increases. 
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“I Don’t Need Security” 
 

1. Does the safety of your employees concern you when they work afterhours? 

 

2. I’ve heard that initially from many of my current clients.  Why do you feel you don’t need 

security? 

 

3. You feel you don’t need security?  Everybody can feel that way until you are hit. Police say 

everybody needs a system.  Break-ins are on the rise.  Be proactive not reactive.  When you 

get hit, your business will be upside down.  Employee safety, internal security – these are 

some of the reasons why you need it.  Does that answer your concerns?  Let’s get it going 

today. 

  

4. I wish in this day & age that were true!  Wouldn’t you agree that downtime in your ability to 

do business would hurt you?  If an employee got hurt, that would be terrible?  Let’s not wait 

until something bad happens for you to make up your mind that you need security. 

  

5. With the break-ins you have had in your area & your high value inventory, these are reasons 

enough for security.  You have also suggested you have internal threats & employee after 

house safety. 

 

6. Can you put a dollar amount on your inventory?  This area has crime problems, etc. 

 

7. Everyone needs security to cover lost time & revenue due to break-ins, lost customers & 

expense for break-ins. 

 

8. The Sheriff’s department statistics show that businesses get broken into every two years.  As a 

matter of fact, just last night company XYZ got hit right down this street. 

 

9. You are fortunate; however, crime is on the rise & I am sure you don’t want to wait until after 

a loss to protect your business.  Don’t you agree now is the time to install a security system? 

 

10. That’s great & that was Mr. X’s experience at XYZ Company until last week his business was 

vandalized. 

 

11. One business out of ten is burglarized each year.  How badly could it hurt you, & could you 

afford the loss? 

 

12. Not only is Sonitrol effective against intruders; it is also an effective means of controlling your 

own employees before & after your business hours.  We also provide protection against 

holdup, fire & temperature control. 
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“The Police Don’t Respond to Alarms” 
 

1. If you were convinced they would respond to this system more than any other, would you 

buy Sonitrol? 

 

2. That’s why you need Sonitrol.  We have the best police response because we can inform 

police of the exact nature of the alarm. 

 

3. Put yourself in the place of a police officer.  Over 90% of conventional alarms are false.  

However, a dispatch describing glass breakage & voices inside a business gets attention. 

 

 

“I Need to Talk to my Partner/Wife/Boss” 
 

1. I know how you feel, I’m the same way.  You did already say this is the way you wanted to go.  So 

why don’t we go ahead & take care of the paperwork now & will put a contingent upon final 

approval is case. 

 

2. Are they available now?  Can we call them?  Let’s get this scheduled & I will see you after you 

meet your partner. 

 

3. Do you have any questions?  If it were your decision would you go with this system?  I have an 

idea; I will put you on the schedule contingent upon you talking to your partner so that we can 

get in here before the building is finished. 

  

4. I agree, let’s bring them in or dial them up so we can put this to bed now & not make you wait on 

such an important issue as security. 

 

5. You need to talk to your partner?  No problem.  As I asked you ½ hour ago, you said you could 

make the decision yourself.  To make you feel comfortable with your decision, I will put a 

contingent upon your partner’s approval in the agreement. 

 

6. Let’s call your partner or when will they be in so I can go over your security plan?  I want to make 

sure they like it as much as you do. 

 

7. Does this answer your concern?  Let’s order it to get you on a schedule. 

 

8. I can appreciate you wanting to talk to others, but if you were to make the decision today, would 

you agree that Sonitrol covers all of your needs?  Why don’t we go ahead & get the paperwork 

taken care of & I will note on the agreement that it will be pending approval of partner/boss/wife?  

Since we are about 3-4 weeks out on installations, we can at least get you on the schedule & see 

what you find out from your partner/boss/wife? 
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9. Is he/she available now? 

 

10. If you’re serious about installing Sonitrol, let me present the advantages of the System to your 

partner. 

  

“My Office is a Secure Building.” 
 

1. More break-ins are happening on the 2nd & 3rd floors.  As a matter of fact, CAN Insurance lose 3 

laptops & they are on the 4thfloor. Also, the Sheriff’s department recommends that all business 

use a system. 

 

2. I understand the lobby is protected, but the suites are not.  Let me come by & I will give you an 

honest evaluation of your security (Use Airtouch break-in.  Lost 15 laptops in a similar situation) 

  

3. 60% of all break-ins are internally related. 

 

4. That may make sense, but let me show you how our system works & you can judge for yourself.  

Also, that security only covers the hallways.  Most break-ins will occur through your back doors, 

roof or windows. 

 

5. Do you have a guard service?  Are you on an upper floor?  Do you mean you feel the access 

system on the perimeter is a security system?  I want you to think like a thief.  Where’s the first 

place you would hit if you could?  Right, business that feels safe, on a 2nd or 3rd floor with no 

security system.  Let’s rethink this & approach it from this line of thinking. 

 

6. So, what you are saying is you feel secure in this multi-tenant building? Statistics show multi-

tenant building get hit more than you think.  There are many people around here during all hours 

& because you think you are secure, criminals will come in roof-side wall.  Don’t let your guard 

sown.  Be proactive!  Does this help you see no building is really secure!  Let’s get it going. 

  

7. I can appreciate the fact the building has access control on the main entrances, in fact, Sonitrol 

does access doors.  What would happen if someone were to break in through one of your office 

windows on the ground level?  If you lost your main computer server, would that create a concern 

with no regards to downtime? 
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“The Decision-Maker is Out of Town.” 
 

1. Fine.  Can I talk to your corporate office?  Who makes the decisions there? 

 

2. Can we get this person on the phone?  Can I call this person?  You are going to be my salesman 

on this system?  Are you convinced of Sonitrol’s benefits? 

 

3. When will the decision-maker be in town?  Can we schedule an appointment?  If I can’t get the 

decision-maker in town, who can I call to talk about your system? 

 

4. Do you have any questions?  If it were your decision would you chose Sonitrol?  How much 

influence do you have in the decision?  I have an idea.  We can put you on the schedule; 

contingent to corporate’s decision.  

 

5. Yes, I often run into decisions made on a corporate level.  Let me ask you, are you sold on audio?  

Good, then together let’s dial up your corporate counterpart & answer any questions they may 

have first-hand.  What’s their name, phone number, etc.? 

 

6. The decision maker is out of town?  Do you have any say?  Okay, we can call them together.  Send 

package with video tape.  Maybe local Sonitrol dealership can talk with them.  They won’t be 

responding to lost break-ins or false alarms, so you need help to push for Sonitrol.  How does that 

sound?  Let’s call & sell them on this idea. 

 

“I Don’t Have the Money Right Now”  
 

1. If you had the money right now, is there any reason why you wouldn’t go ahead with this 

system.  If I could get you secured without any money up front, can we move forward with this?  

Let’s go ahead & set you up with a zero down, lease option to buy. 

     

2. You’re saying you like the system, but you don’t have the money now, correct?  If there was no 

money taken from you today would you go ahead & order it?  Well, I can just throw this on your 

Visa card & you can take your time paying it off.  Let’s order it today & get your installation 

scheduled.    

 

3. I know.  I have trouble at times taking the steps “moneywise” to get the things I need.  What can 

I do for you to make this painless?  How about 90 days at no interest on the balance?  Once you 

have gotten the initial expenditure behind you, the rest is easy.    

4. Let’s get this on a lease & you can write off the lease & have a low monthly outlay without a 

down payment or balloon payment.    

 

5. We have several options to fit your needs.  For example, a zero-down lease or you can put the 

deposit on a credit card.  
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“I’m Already on Contract” 
 

1. If you could get out of your contact, would you want Sonitrol today? 

     

2. With whom are you on contract & how long?  

 

3. Service contracts can easily be discontinued, especially when insufficient service is rendered.  As 

we have discussed, your high false alarm rate, poor service & several missed break-ins would 

qualify.  Let’s get this started today predicated on the cancellation of your current contract.  

 

“We Are Satisfied with Our Current Supplier” 
 

1. Satisfied in what way? 

2. I’m please you’re satisfied.  However, I think you would be even more satisfied by the unique 

benefits of our product.  May I tell you about some of the features? 

3. I know how you feel.  Often, we’re satisfied with a product or service because we have no chance 

to compare it to something better.  May I show you the top performance standard in the 

industry? 

4. As a manager, you remind your employees not to be satisfied with their results, but to strive for 

improvement.  Your business depends on it.  Can I show you how you can improve your 

business? 

5. Most people are satisfied with what they have.  Most of our current customers were happy with 

what they had before they tried our product.  But they switched, and they’re even happier now. 

6. You hate change, don’t you?  I’m the same way.  But sometimes you have to change to keep up 

with the competition.  Can I show you how changing to our product will help you pull ahead of 

your competition? 

7. What did you have before you bought what you have now?  Why did you switch?  You must 

have had some good reasons for changing.  Maybe it’s time to think about making a switch 

again.  Let me show you why more business are switching to our product today. 

8. I know what you’re saying: “I don’t like to switch without good reasons.”  I understand & respect 

that.  Let me give you some good, solid reasons why more & more purchasing managers are 

switching to our product. 

9. Have you always been satisfied?  Have they ever let you down?  You know, we have the best 

service in the industry.  We guarantee same-day service.  No other company does that.  Don’t 

you think that would make you even more satisfied? 
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10. I can only say good things about my competitor, and if I were you, I would go with them – 

unless, of course, you want a better product at a better price.  

11. I’m glad to hear that.  I wouldn’t want to talk with you if you weren’t.  We like to deal with 

people who make good purchase decisions.  Smart people really appreciate what we have to 

offer.  May I tell you about our special product? 

12. No company is perfect, not even ours.  If you could change anything at all about the company 

you are doing business with or their product, what would it be? 

13. The main idea is that excellent companies are not content to merely be satisfied with things the 

way they are.  They constantly look for way of improving.  They strive to be the best.  Isn’t that 

how you are?  Can I show you how our products can help your company join the ranks of truly 

excellent corporations? 

14. I do respect your loyalty to your present vendor.  Loyalty is a virtue.  While we’re on the subject, 

how about your loyalty to your company’s long-term profits?  Isn’t that kind of loyalty just as 

important as loyalty to an outside vendor?  If I could show you a way of improving your 

company’s profits, would you take a serious look at our products? 

 

Notes: 
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