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Handle Any Sales Objection with
Confidence

March 3, 2026 | Sales + Customer Work
Map objections, practice responses, and build a reusable objection-handling playbook.

March 3, 2026
With Cheryl Thompson

Who it is for
Salespeople, project leaders, and people pitching ideas or advocating for a team

Inside this playbook
11 copyable prompts and practice blocks.

Open the online playbook

The recorded session

Watch the Learning Lab.

Follow the session, then use the playbook with your own work.

Watch replay on Vimeo » (1

What to take into your work

1. Prepare for the objections behind a sales conversation.
2. Practice responses using the other person's context.
3. Keep useful responses in a playbook you can refine.

Use the learning

Your playbook

Choose a prompt, replace the bracketed inputs, and work through it in your approved Al tool.
Review the result and adapt it to your situation.

This playbook accompanies the March 3, 2026 session. Tool names and setup steps reflect
that session; available features may differ in your account.

cherylthompson.net | Printable playbook Page


https://www.cherylthompson.net/learning-labs/2026-03-03-handle-any-sales-objection-with-confidence
https://vimeo.com/1170046336/d80ed49634

CHERYL THOMPSON ADVISORY | PRACTICAL Al LEARNING LIBRARY

Welcome to Your Al Toolkit

Pushback isn't rejection. It's engagement. When someone pushes back, they're still in the
conversation. The person who's already decided no doesn't bother objecting — they just say
"thanks, we'll be in touch" and disappear. The problem is, most people freeze when they hear
pushback — and either over-explain, get defensive, or bail too quickly. Whether you're in sales,
leading a project, proposing a change, pitching an idea to leadership, or advocating for your
team - this playbook gives you three Al prompts that turn your most common objections into
a preparation system: categorize them, build tailored responses, and practice the
conversation before it happens.

- You don't need to use everything at once. Start with the one prompt that solves your most
immediate problem.

- These prompts work across platforms: Copilot, ChatGPT, Gemini, Claude, or your company's
internal Al tool.

- Each prompt includes a main version (for licensed tools with full context windows) and an
alternate version (for free Copilot or tools with limited input).

- Not in sales? These prompts work just as well. Swap "buyer" for "stakeholder," "product" for
"oroposal," and "customer" for "decision-maker." The framework is the same.

How to Use This Playbook

- Start with Prompt #1. List the objections you hear most and let Al categorize them, explain
the real concern behind each, and build a response framework.

- Pick your toughest objection. Use Prompt #2 to role-play the conversation with Al acting as
your toughest customer.

- Build your team's playbook. Use Prompt #3 to create a shareable objection-handling guide
your whole team can use.

- Give Al context before asking for help. The more specific you are about your product, your
customer, and your market, the more useful the output.

- Review and refine. Al gives you a starting point. Your experience with real customers makes
it yours.

The Objection Anatomy Framework

Every objection has three layers. Most people only respond to the surface.
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Layer

What It Sounds Like

What's Really
Happening

How to Respond

Surface Objection

"Your price is too high."

This is what they say. It's
rarely the real issue.

Don't answer this
directly. Dig deeper.

Underlying Concern

"l can't justify this to my
boss /I'm not sure of
the ROLI."

This is what they're
worried about. Fear,
uncertainty, internal
politics.

Acknowledge. Ask a
question that surfaces
the real issue.

Decision Barrier

"l need to feel confident
| won't regret this
decision."

This is what stops them
from saying yes. Risk,
timing, trust.

Reduce risk. Offer proof.
Make saying yes feel
safe.

Key Insight: The best communicators don't overcome objections. They uncover what's
underneath and address that. This works whether you're on a sales call, in a leadership
meeting, or pitching a project to a skeptical VP. The Response Framework: A.E.R.C.

- A - Acknowledge: Validate the concern. Show you heard them. ("That's a fair concern.")

- E - Explore: Ask a question to understand the real issue. ("Help me understand —is it the
total cost, or the timing of the investment?")

- R - Respond: Address the underlying concern with evidence, story, or reframe. ("Here's what
other customers in your situation found...")

- € = Confirm: Check if you've addressed it. Move forward. ("Does that help? What else is on
your mind?")

The Al Efficiency Ladder

Know where you are. Know where you're going.

Level What It Looks Like Time / Task

1. On-the-Fly Prompting Opening an Al chat, typing a 5-10 minutes, inconsistent
guestion, getting an answer.

Starting from scratch every time.

2. Repeatable Prompts Saved templates you fill in. Same  2-3 minutes, consistent
quality every time because same

structure.

3. Custom Al Projects Al pre-loaded with your context —
your role, industry, frameworks.

Works like a team member.

1-2 minutes, personalized
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Level What It Looks Like Time / Task

4. Automation & Agents Al connected to your systems, O minutes, scales
triggered automatically. Runs
without you.

Your goal: Move from Level 1to Level 2. The prompts in this playbook get you there.

The Prompt Structure

Every strategic prompt has four parts:

Part Purpose Example

ROLE Who should Al pretend to be? "You are an elite B2B sales coach
in the automotive industry..."

CONTEXT What does Al need to know "l sell precision-machined
about you? components to Tier 1 suppliers..."
REQUEST What specifically do you want? "Build a response playbook for

my top 5 objections..."

QUESTION Invite the Al to get as much "Please ask me any clarifying
information from you as possible. questions."

Key Prompts from This Lab

This lab teaches three prompts that work as a sequence — Map, Practice, Scale.

Prompt #1: The Objection Mapper

What it's for: Taking the objections or pushback you hear most often, categorizing them by
type, uncovering the real concern behind each one, and building a structured response using
the A.E.R.C. framework. When to use it: Before a big meeting, pitch, or negotiation. When
onboarding a new team member. When you realize you keep losing momentum at the same
point in the conversation.

Main Version (Licensed Copilot /7 ChatGPT / Gemini)

Use when you can provide full context about your product/service/idea, your audience, and
your market.
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Main Version (Licensed Copilot / ChatGPT / Gemini)

PROMPT TO COPY

ROLE

You are an elite communication and influence coach who specializes in objection
handling, negotiation, and stakeholder influence. You have trained hundreds of
professionals — sales teams, account managers, project leaders, operations managers,
and entrepreneurs — across industries including automotive, manufacturing, and
professional services. You understand complex B2B selling, internal advocacy,
procurement dynamics, and the difference between customer-facing objections and
internal stakeholder pushback.

CONTEXT

| am a professional who faces the same pushback repeatedly — whether I'm selling a
product, pitching a project, proposing a change, or advocating for my team. | want to stop
improvising and start preparing. | need a structured system for handling the objections |
hear most often.

REQUEST
Based on the objections | list below, do the following for each one:

1. CATEGORIZE the objection:
- Price / Cost / Budget
- Timing / Urgency
- Trust / Credibility
- Competition / Alternatives
- Authority / Decision Process
- Need / Relevance

2. SURFACE THE UNDERLYING CONCERN
What is the other person actually worried about? Not the words — the fear, the risk, the
internal pressure, the political dynamic.

3. BUILD AN A.E.R.C. RESPONSE
- Acknowledge: A natural, non-defensive opening line
- Explore: A question that digs deeper without feeling interrogative
- Respond: A concise, evidence-based response addressing the real concern
- Confirm: A closing question that checks resolution and moves forward

4. PROVIDE TWO ALTERNATIVE RESPONSES
Different phrasing for different personality types (direct vs. consultative).

5. IDENTIFY THE ENGAGEMENT SIGNAL
What does this objection tell you about where the other person is in their decision
process? Is this pushback actually a sign they're engaged?

FORMAT
Present as a table:
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PROMPT TO COPY

| Objection | Category | Underlying Concern | A.E.R.C. Response | Engagement Signal |
Then provide the alternative responses below the table for each objection.

IMPORTANT

- Do not give generic advice.

- Tailor responses to my specific industry and context.

- If an objection is ambiguous, ask me to clarify before responding.

- Assume | am experienced but want sharper, more strategic responses.

QUESTION

Before generating responses, if | don't provide you with the information, ask me (one
guestion at a time):

1. What do you do? (Are you selling a product/service, pitching a project, proposing a
change, or something else?)

2. Who are you trying to influence? (Their role, what they care about)

3. What's the typical timeline for this kind of decision?

4. What's at stake if you don't get buy-in?

Then ask me for my list of objections.

Alternate Version (Copilot Free / Limited Context)

PROMPT TO COPY

| [sell/propose/advocate for] [PRODUCT/SERVICE/IDEA] to [AUDIENCE — buyer type,
stakeholder, leadership team, etc.].

Here are the objections or pushback | hear most:
[LIST OBJECTIONS]

For each objection:
1. Categorize it (price/budget, timing, trust, competition/alternatives, authority, need)
2. Explain what the other person is REALLY worried about
3. Give me a response using this structure:
- Acknowledge the concern
- Ask a question to dig deeper
- Respond with evidence or a reframe
- Confirm and move forward
4. Tell me what this objection signals about where they are in their decision

Be specific to my context. No generic advice.
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Prompt #2: The Objection Role Play

What it's for: Practicing the hardest conversation before it happens. Al plays the person on
the other side — a tough customer, a skeptical VP, a resistant stakeholder — and pushes back
on your responses so you can refine your approach. When to use it: Before a critical meeting,
pitch, proposal, or negotiation. After running Prompt #1, when you want to test your
responses against realistic pushback.

Main Version (Licensed Copilot /7 ChatGPT / Gemini)

Use to simulate a real conversation with a tough audience.

Main Version (Licensed Copilot /7 ChatGPT / Gemini)

PROMPT TO COPY

ROLE

You are a skeptical, experienced decision-maker. You have seen every pitch and every
proposal. You are not rude, but you are direct, time-pressed, and hard to impress. You will
not make this easy.

CONTEXT

| am a professional preparing for a critical conversation. | want to practice handling
objections and pushback in a realistic simulation before the real thing. This could be a
sales call, a project pitch, a budget proposal, a change initiative — any conversation where
| expect resistance.

SETUP

I will tell you:

- What I'm selling, proposing, or advocating for

- Who I'm meeting with (their role and what they care about)

- The specific objection or pushback | expect to face

- Any context about the situation (history, stakes, competing priorities)

RULES FOR THE ROLE PLAY
1. Stay in character as the other person for the entire conversation.
2. Start by raising the objection naturally — the way a real person would say it, not how a
textbook describes it.
3. When | respond, react realistically:

- If my response is weak, push harder.

- If my response is strong, raise a follow-up concern.

- If I try to close too early, resist.

- If  ask a good question, answer it honestly (as that person would).
4. After 4—6 exchanges, break character and provide coaching:

- What | did well

- Where | lost the other person
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PROMPT TO COPY

- One specific phrase or pivot | should use next time
- Rate my overall handling: 1-10

TONE
Realistic. This should feel like a real conversation, not a classroom exercise. Be the person

that keeps me up at night.

QUESTION
Ask me for the setup details before we begin.

Alternate Version (Copilot Free / Limited Context)

PROMPT TO COPY

Act as a skeptical decision-maker.

| [sell/propose/advocate for] [PRODUCT/SERVICE/IDEA] and I'm meeting with a [THEIR
ROLE] at [ORGANIZATION TYPE].

The objection | expect: [OBJECTION]

Role-play the conversation:
- Raise the objection naturally
- Push back on my responses realistically
- After 4-6 exchanges, break character and coach me:
- What | did well
- Where | lost you
- One phrase | should use next time
- Rate me 1-10

Be direct and realistic. Don't go easy on me.

Prompt #3: The Team Objection Playbook Builder

What it's for: Turning your individual objection-handling knowledge into a structured,
shareable playbook your entire team can use — whether it's a sales team, a project team, or
any group that faces recurring pushback. When to use it: \When onboarding new team
members, when your team keeps losing momentum at the same points, or when you want
consistent, confident responses across your organization.
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Main Version (Licensed Copilot / ChatGPT / Gemini)

Use to create a team-ready objection-handling guide.

Main Version (Licensed Copilot / ChatGPT / Gemini)

PROMPT TO COPY

ROLE

You are a communication enablement strategist who builds objection-handling
playbooks for professional teams. You know how to turn tribal knowledge into structured,
repeatable frameworks that new team members can learn and experienced professionals
can sharpen. You work with sales teams, project teams, operations groups, and leadership
teams.

CONTEXT

| lead a team and | want to create a structured objection-handling playbook they can
reference before important conversations, during onboarding, and in team training. |
want it to feel practical, not theoretical.

REQUEST
Based on the objections and responses | provide (or that we build together), create a
Team Objection Playbook with these sections:

1. OBJECTION QUICK-REFERENCE TABLE
| Objection | Category | One-Line Response | When You Hear This, Ask... |

2. DETAILED RESPONSE CARDS (one per objection)
For each:
- The objection in the other person's exact words
- What they're really saying
- The AEE.R.C. response (Acknowledge, Explore, Respond, Confirm)
- Two alternative phrasings
- Common mistakes to avoid
- What NOT to say

3. SITUATIONAL MODIFIERS
How responses should shift based on:
- Early in the conversation vs. late stage
- Different stakeholder types (procurement vs. executive vs. technical vs. end-user)
- New relationship vs. existing relationship
- Competitive situation vs. sole option

4. PRACTICE SCENARIOS
3-5 realistic role-play scenarios the team can practice in pairs, with setup instructions
and debrief questions.

FORMAT
- Design this to be printable or shareable as a one-page quick reference + detailed cards.
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PROMPT TO COPY

- Use clear, direct language. No jargon.
- Include blank templates so the team can add new objections as they encounter them.

QUESTION
If | don't provide information - ask me (one question at a time) about my team, what we
do, who we're trying to influence, and the objections we hear most before building the

playbook.

Alternate Version (Copilot Free / Limited Context)

PROMPT TO COPY

| lead a team that [sells/proposes/advocates for] [PRODUCT/SERVICE/IDEA] to [AUDIENCE
TYPE].

Here are our top objections and our best responses:
[LIST OBJECTIONS AND RESPONSES]

Create a team objection playbook with:

1. A quick-reference table (objection, category, one-line response, question to ask)

2. Detailed response cards for each objection

3. How to adjust responses for different stakeholder types (procurement vs. technical vs.
executive)

4. 3 practice scenarios the team can role-play

Keep it practical. No theory. Make it something a new team member could use in their
first week.

Build an Interactive Dashboard

PROMPT TO COPY

ROLE
You are a world-class UX designer and sales strategist who builds interactive tools for

professionals who handle objections and pushback.

CONTEXT

| just mapped Mmy objections using the A.E.R.C. framework (Acknowledge, Explore,
Respond, Confirm). | have a set of objections categorized by type (Price/Budget, Timing,
Trust, Competition, Authority, Need) with underlying concerns and structured responses
for each.

REQUEST
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PROMPT TO COPY

Take the objection mapping data | paste below and build me a beautifully designed,
interactive HTML dashboard with the following:

1. CATEGORY FILTER BAR across the top — clickable pills/buttons for each objection
category (Price, Timing, Trust, Competition, Authority, Need). Clicking one filters the view.
"All" is the default.

2. OBJECTION CARDS — clean, modern cards for each objection showing:
- The surface objection in bold (what they actually say)
- The category as a colored tag
- The underlying concern (what they're really worried about)
- An expandable A.E.R.C. section:
- Acknowledge line
- Explore question
- Respond statement
- Confirm question
- The engagement signal (what this objection tells you about where they are)

3. QUICK-REFERENCE MODE — a toggle that collapses everything into a tight table view:
Objection | Category | One-Line Response | Question to Ask. This is the "before the call"
cheat sheet.

4. VISUAL SUMMARY at the top showing:
- Total objections mapped
- Breakdown by category (small bar chart or pie)
- How many are engagement signals vs. real barriers

Design it to feel professional and modern — clean typography, subtle shadows, smooth
transitions on expand/collapse. Use a color palette that works in a business context (not
neon). Make it mobile-responsive.

Here is my objection mapping data:

[PASTE YOUR PROMPT #1 OUTPUT HERE]

Prompt #4: The Competitive Positioning Coach

What it's for: Preparing for objections that are really about your competition — when the
buyer is comparing you to another supplier, alternative, or the status quo. When to use it:
When you know you're in a competitive situation and need to position your offering without
badmouthing the competition.
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Main Version

PROMPT TO COPY

ROLE

You are a competitive positioning strategist for automotive sales. You help sales
professionals handle competitive objections without disparaging competitors — by
reframing the conversation around value, fit, and risk.

CONTEXT

| am in a competitive situation. The buyer is comparing me to [COMPETITOR OR
ALTERNATIVE]. | need to position my offering effectively without:

- Badmouthing the competition

- Being defensive

- lgnoring the comparison

REQUEST
Based on what | tell you about my offering and the competitive situation, help me:

1. Identify 3-5 differentiation angles that matter to THIS buyer (not generic advantages)
2. For each competitive objection:
- Acknowledge the comparison respectfully
- Reframe the decision criteria in my favor
- Ask a question that exposes a risk or gap in the alternative
- Provide a proof point or customer example
3. Draft a concise "why us" statement | can deliver in 60 seconds
4., |dentify the one thing | should NEVER say about this competitor (and why)

TONE
Confident, not arrogant. Informed, not defensive. Consultative, not combative.

QUESTION
Ask me about my product, the competitor, the buyer, and what | know about the
competitive situation before responding.

Alternate Version (Copilot Free)

PROMPT TO COPY

| sell [PRODUCT/SERVICE] and I'm competing against [COMPETITOR)].
The buyer is [ROLE] at [COMPANY TYPE].

1. Give me 3-5 differentiation angles that matter to THIS buyer

2. For competitive objections, help me reframe the conversation without badmouthing
3. Draft a 60-second "why us" statement

4. Tell me the one thing | should NEVER say about this competitor
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PROMPT TO COPY

Be specific. No generic competitive positioning.

Prompt #5: The "l Need to Think About It” Decoder

What it's for: Handling the most common and most dangerous objection in sales — "l need to

think about it" / "Let me get back to you" /"We!'ll circle back." When to use it: \When a
conversation ends with a non-answer and you need to re-engage without being pushy.

Main Version

PROMPT TO COPY

ROLE

You are a sales psychologist who specializes in decoding non-committal responses. You
understand that "l need to think about it" is rarely about thinking — it's about an
unresolved concern the buyer didn't voice.

CONTEXT
A buyer ended our conversation with a non-answer: [PASTE THEIR EXACT WORDS]. |
believe the deal is still alive, but | don't know what's really holding them back.

REQUEST
Based on the context | provide about the deal, help me:

1. Decode the non-answer — what are the 3 most likely real reasons they didn't commit?
2. For each possible reason:
- A follow-up message that reopens the conversation without pressure
- A question that surfaces the real concern
- A proof point or risk-reduction offer that might unlock the decision
3. Draft a follow-up email that:
- References something specific from our conversation
- Adds value (new information, insight, or resource)
- Creates a natural reason to reconnect
- Does NOT say "just checking in" or "following up"
4. Tell me the one thing that would kill this deal if | did it right now

QUESTION
Ask me about the deal: what we discussed, what they seemed interested in, what made
them hesitate, and how long ago the conversation happened.
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Alternate Version (Copilot Free)

PROMPT TO COPY

A buyer told me: [THEIR EXACT WORDS]
Context: [BRIEF DEAL DESCRIPTION]

1. What are the 3 most likely real reasons they didn't commit?

2. Draft a follow-up email that adds value and reopens the conversation without "just
checking in"

3. What's the one thing that would Kill this deal right now?

Be direct. No generic follow-up advice.

Quality Check - Before Using Al-Generated Responses

- [ ] Does this sound like ME? Al responses should match your voice, your style, your
relationship with the other person. Change anything that doesn't feel natural.

- [ ] Is the response specific to THIS situation? Generic objection-handling is worse than no
preparation. Add details only you would know.

- [ ] Am 1 responding to the surface or the real concern? |f your response only addresses the
words they said (not what they meant), dig deeper.

- [ ] Would this work in a real conversation? Read it out loud. If it sounds scripted, rewrite it in
your own words.

- [ ] Am 1 listening or just waiting to respond? The best objection handlers ask more questions
than they give answers. Make sure your responses include questions.

Copilot Basics (If You Use Microsoft 365)

- Work Mode vs. Web Mode: \Work mode searches your company's Microsoft 365 data (emails,
files, Teams). Web mode uses the open internet. For sales preparation, Work mode can pull
past conversations, proposals, and customer history. For the prompts in this playbook,
Web mode works well since you're pasting specific objections.

- When to use each: Use Work mode when you want Al to reference past emails or proposals
with a specific customer. Use Web mode when you're building general objection
responses or practicing with the role-play prompt.

- How to save prompts: Copy any prompt from this playbook into a Word document,
OneNote, or Notion page. Label each one so you can find it fast before your next call.

- Reminder: Always follow your company's Al usage policy. Don't paste confidential deal
information into external Al tools without checking what's allowed.
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What to Try This Week

- [ ] List your top 5 objections. The pushback you hear at least once a week. The things people
say that make you pause or scramble — whether you're selling, pitching, or proposing.

- [ ] Run Prompt #1. Paste them in and get structured responses using the A.E.R.C. framework.

- [ ] Practice one conversation. Use Prompt #2 to role-play your toughest upcoming
conversation. Do it before the meeting, not after you lose momentum.

- [ ] Save your best responses. Start building your personal objection playbook — even if it's
just a note on your phone.

- [ ] Notice what people actually say. This week, write down the exact words people use when
they push back. Not what you remember later — the actual words. Those exact words are
what make your prompts better next time.

- [ | Before your next tough conversation, take three deep breaths. Breathe in for four counts,
out for six. Preparation isn't just what you say — it's how grounded you feel walking in.

Resources & Next Steps

- Link to Al Learning Lab Library 2]

Explore this section

Want to bring Al training to your team but need to get it approved? This one-page guide
walks you through the conversation - the objections your decision-maker will raise, what they
really mean, and how to respond. It's the A.E.R.C. framework applied to getting buy-in for your
own development.

Key Frameworks from This Lab

- Pushback is engagement, not rejection. \When someone pushes back, they're still in the
conversation. The person who's already decided no just says "thanks" and disappears.

- Your nervous system responds before your brain does. \When you hear pushback,
fight-flight-freeze kicks in before you've processed what was said. Preparation gives your
brain a path to follow instead of freezing. Three deep breaths before a tough conversation
activates your parasympathetic nervous system and tells your body "I'm safe."

- The A.E.R.C. framework (Acknowledge, Explore, Respond, Confirm) prevents the two most
common mistakes: getting defensive and answering too fast. It also slows your stress
response by giving you a next step instead of leaving you in freefall.

- Pushback on your idea is not pushback on your worth. Especially for entrepreneurs,
consultants, coaches, and anyone who sells a service that feels personal — separating "they
said no to my proposal" from "they said no to me" is the skill that keeps you in the
conversation longer.
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- The role play is the highest-value exercise. Reading about objection handling doesn't build
the muscle. Practicing the conversation does.

- Your team'’s objection playbook is a living document. Add new objections as you hear them.
Update responses as your world shifts. The best playbooks are never finished.

What We Didn't Cover (Yet)
- Building objection handling into your CRM workflow so responses are available in real time.
- Advanced negotiation tactics for high-stakes, multi-stakeholder deals.
- Using Al to analyze lost-deal data and identify patterns in why deals fail.

- Creating a custom Al assistant pre-loaded with your product, pricing, and competitive
landscape.

Next Steps

- Run Prompt #2 before every important meeting this month. Practice makes the responses
automatic.

- Share Prompt #3's output with your sales team. Let them add their own objections and
responses.

- Track which objections you handle better this month vs. last month. Notice the pattern.

Questions or feedback? cheryl@cherylthompson.net [l

The Mental Model - Prepare the Conversation, Don’'t Wing
It

Today's session was built on one idea: the people who handle pushback best don't have
thicker skin. They have better preparation. Al makes that preparation instant and repeatable.

Step Prompt What It Does

Map Prompt1- The Objection Mapper Takes your most common
objections, categorizes them,
surfaces the real concern, and
builds A.E.R.C. responses.

Practice Prompt 2 - The Objection Role Al plays the person across the
Play table. You practice the
conversation. Al coaches you
after.
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Step Prompt What It Does
Scale Prompt 3 - Team Objection Turns your individual knowledge
Playbook Builder into a structured, shareable
playbook your entire team can
use.

The pushback was never the problem. Not being ready for it was. Now you are.

Handling pushback is a skill, not a personality trait:

- List your top 5 objections.
- Practice one this week.

- Before your next tough conversation, take three deep breaths and remember: you've
prepared.

- You now have the tools to stay in the conversation instead of bailing from it.

Related resources

Keep working with the material.

The prompts and exercises are included above. Save a useful prompt and return to it with
your next task.

Links and resources

These links are clickable in the PDF. For a paper copy, use the numbered references below.
[1] https://vimeo.com/1170046336/d80ed 49634

[2] https://www.cherylthompson.net/learning-labs#browse

[3]1 mailto:cheryl@cherylthompson.net
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