
 
 
 

Common objections – “let me think about it” “call me tomorrow” “give me 30 days” 
 

Facts: Within 24 hours most people will forget 75% of what you said.  So, when they say, “get back to me 
tomorrow.” Be prepared they don’t remember most of what you covered.  Within 30 days people will forget 
90% of what you said. The other 10% only retain 50% of what you said.  Which means they only retain 5% of 
what you said remembering accurately. 

Reality: “I need to think about it” is the most-polite way to say NO.  If you’re getting this response, it means you 
aren’t bringing enough pain and you haven’t built enough trust. 

What to say – Use your own words & personality. In a nice way yet firm (straighten up proud shoulders) make 
direct eye contact, even smile at their response as if you’ve heard that one before.  

Option 1 

• “I completely understand.  The majority of people I sit down with need to think about it, as this is an 
important decision.  Here’s why the people that say that go ahead and start the underwriting process 
while I’m here.  First off, you’re not paying anything today, we are just submitting the application to 
make sure you can get approved through underwriting.  This process will give you plenty of time to think 
things over and you can always make a change by simply giving me a call.  The most important thing is 
for us to take the risk off of your family and put it on the insurance company.” 

Option 2 

• “Mr. Customer when someone says to me, they need to think about it.  It either means 1 of 2 
things.  Not interested or interested but not sure.” (without hesitation) (hit them right between the eyes 
with the question) 

• Which one is it? (This forces them to answer) Most will say I’m interested but not sure.  If they say flat 
out I’m not interested… follow that up with to be clear you’re not interested in what?  If they say I’m 
interested but not sure acknowledge their answer. (Understand you may have missed something in your 
presentation i.e. skipped over an objection or not built enough value, but something was missed) 

• In my experience there are 1 of 3 reasons why you’re interested but not sure: 
o Product or service not a fit – IUL, Term with living benefits, GUL 
o Functionality – Living benefits, tax free income, life insurance   
o Finance – Too expensive 

• Now it’s your time to re-engage the client into conversation by asking: 
o What was it about ____ that was not a fit? They say, oh no the product is great. 
o What was it about living benefits and how they function you didn’t like? They say, oh no I love 

those benefits.  (So now if it’s not 1 or 2 then it must be finance.) 
o Does the monthly premium work for you in your budget? They say, well right now I don’t think 

I can afford _____.  Now we can go back and re-run a quote, recalculate an illustration to meet 
them where they are comfortable. Make a connection with a client and solve a problem.  

 


