
#1 ACKNOWLEDGE THE REJECTION.

  “ I  u n d e rsta n d  t h at  yo u  a re n’t  i n  a  p o s i t i o n  to  m a ke  t h i s 

s a l e  r i g ht  n ow. ”

 

  “ I  u n d e rsta n d  t h at  o u r  p r i c i n g  i s n’t  i n  a l i g n m e nt  w i t h 

yo u r  b u d g et . ”   

  “ I  u n d e rsta n d  t h at  yo u  c u r re nt l y  d o n’t  h ave  a  n e e d  fo r 

t h e s e  s e r v i c e s . ” 

  “ I  h e a r  t h at  yo u  a re n’t  i nte re ste d . ”   

  “ I  a p p re c i ate  yo u  ta k i n g  t h e  t i m e  to  s h a re  t h at  yo u 

a re n’t  i n  t h e  m a r ket  r i g ht  n ow. ” 

  “ I  u n d e rsta n d  w h e re  yo u ’re  c o m i n g  f ro m . ” 

 

#2 SEEK MORE INFORMATION.
   

  “ D o  yo u  m i n d  s h a r i n g  m o re  i nfo r m at i o n  a b o u t  w h at 

yo u  a re n’t  i nte re ste d ? ” 

  “ W h at  wo u l d  i t  ta ke  fo r  u s  to  f i n d  a l i g n m e nt  o n 

p r i c i n g ? ” 

  “ D o  yo u  k n ow  w h o  t h e  r i g ht  p e rs o n  i s  fo r  m e  to 

c o n n e c t  w i t h? ”   

  “ I s  t h e re  a nyo n e  i n  yo u r  n et wo r k  yo u  t h i n k  I  c o u l d  h e l p 

w i t h  my  s e r v i c e s /p ro d u c ts? ” 

  “ W h at  a re  yo u r  o r  yo u r  c o m pa ny ’s  p r i o r i t i e s  r i g ht 

n ow ? ” 

  “ W h at  a re  yo u r  g oa l s  fo r  t h e  u p c o m i n g  q u a r te r/ye a r ? ” 

  “ W h at  a re  t h e  h u rd l e s  t h at  c o u l d  g et  i n  t h e  way  of 

m e et i n g  t h o s e  g oa l s? ”   

  “C a n  yo u  te l l  m e  m o re  a b o u t  h ow  yo u  p l a n  to  s o l ve 

[ pa i n  pa i n /p ro b l e m ]  to  m e et  yo u r  g oa l s? ” 

  “ I f  m o n ey  o r  re s o u rc e s  we re n’t  a ny  o b j e c t ,  wo u l d  yo u 

b e  i nte re ste d  i n  o u r  p ro d u c ts /s e r v i c e s? ” 

  “ W h e n  m i g ht  yo u  b e  i n  a  p o s i t i o n  to  m a ke  a  s a l e s 

d e c i s i o n? ” 

  “ W h at  i s  p reve nt i n g  yo u  f ro m  s ay i n g  ‘ ye s’ ? ”   

  “ I s  t h e re  a ny  m o re  i nfo r m at i o n  yo u  n e e d  t h at  c o u l d 

h e l p  yo u  s e l l  t h i s  p ro d u c t /s e r v i c e  to  t h e  f i n a l  d e c i s i o n 

m a ke r ? ” 

  “ W h i c h  fe at u re s  of  o u r  p ro d u c t  wo u l d  b e  m o st  h e l pf u l 

to  yo u ? ” 

  “ I s  t h e re  s o m et h i n g  we  c o u l d  h ave  d o n e  d i ffe re nt l y ? ” 

 

 #3 PROPOSE NEXT STEPS AND CONTINUE TO MOVE 
TOWARD AN ASL. 
 

“C o u l d  we  s c h e d u l e  s o m e  t i m e  to  ta l k  m o re  a b o u t  yo u r 

g oa l s  a n d  h ow  I  c o u l d  h e l p? ” 

 

“C o u l d  we  c o n n e c t  ag a i n  i n  a  c o u p l e  m o nt h s? ” 

 

“ I  d o n’t  wa nt  to  waste  yo u r  t i m e  o r  m i n e.  Wo u l d  i t  b e 

va l u a b l e  fo r  m e  to  s e n d  yo u  s o m e  ad d i t i o n a l  m ate r i a l s 

a b o u t  o u r  p ro d u c ts /s e r v i c e s  fo r  yo u  to  rev i ew  at  yo u r 

c o nve n i e n c e? ”
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EMAIL TEMPLATE
W h e n  re s p o n d i n g  to  re j e c t i o n  i n  a n  e m a i l ,  yo u  c a n 

i n c l u d e  e ac h  of  t h e s e  c o m p o n e nts  i n  t h e  re s p o n s e. 

H e re  i s  a  te m p l ate  t h at  c a n  b e  ta i l o re d  d e p e n d i n g  o n 

h ow  m u c h  i nfo r m at i o n  t h e  p ro s p e c t  p rov i d e d  w i t h  t h e 

re j e c t i o n .   

 

D e a r  [ p ro s p e c t] , 

 

Th a n k  yo u  fo r  c o n s i d e r i n g  [c o m pa ny  n a m e ] .  I  h ave 

a p p re c i ate d  g ett i n g  to  k n ow  m o re  a b o u t  yo u  a n d  yo u r 

b u s i n e s s .  I  u n d e rsta n d  t h at  yo u  a re n’t  i nte re ste d  i n  o u r 

[ p ro d u c t /s e r v i c e ]  r i g ht  n ow.  I  a p p re c i ate  t h e  c a re  w i t h 

w h i c h  yo u  c o n s i d e r  b u y i n g  d e c i s i o n s .   

 

I  wo u l d  l ove  to  k n ow  m o re  a b o u t  yo u r  b u s i n e s s 

g oa l s  a n d  n e e d s .  C o u l d  we  s c h e d u l e  s o m e  t i m e  n ext 

[ m o nt h /q u a r te r]  to  d i s c u s s  h ow  I  c o u l d  p rov i d e  va l u e 

to  yo u r  b u s i n e s s?  I f  s o,  t h e re  i s  a nyo n e  e l s e  w h o 

s h o u l d  b e  i n c l u d e d  i n  t h e s e  d i s c u s s i o n s? 

 

K i n d l y, 

 

[ Yo u r  n a m e ] 

SCRIPTS FOR CONVERSATION OR CASUAL EMAIL:

“ I ’ ve  e n j oye d  wo r k i n g  w i t h  yo u  a n d  s e e i n g  t h e  p o s i t i ve 

re s u l ts  we  we re  a b l e  to  ac h i eve.  I s  t h e re  a nyo n e  i n 

yo u r  n et wo r k  w h o  m i g ht  a l s o  b e  l o o k i n g  fo r  s i m i l a r 

re s u l ts? ”

“ W h o  d o  yo u  l i ke  wo r k i n g  w i t h?  C a n  yo u  i nt ro d u c e  m e 

to  t h e m? ”

“ I  e n j oy  wo r k i n g  w i t h  yo u  a n d  I  a m  fo c u s e d  o n  g row i n g 

a n d  att rac t i n g  n ew  c l i e nts  l i ke  yo u .  I f  yo u  we re  m e, 

w h at  wo u l d  yo u  d o? ”

“ I ’m  g l ad  to  h e a r  t h at  yo u ’ ve  b e e n  h a p py  w i t h  my 

wo r k  t h u s  fa r.  Wo u l d  yo u  b e  w i l l i n g  to  s h a re  t h e s e 

s e nt i m e nts  w i t h  a nyo n e  i n  yo u r  n et wo r k ? ”

“ Th a n k  yo u  fo r  t h e  k i n d  wo rd s  of  a p p re c i at i o n  fo r  t h e 

wo r k  we’ ve  d o n e.  Pe r h a p s  yo u r  c o l l e ag u e s ,  c l i e nts ,  o r 

ve n d o rs  m i g ht  a l s o  b e n ef i t  f ro m  t h e s e  s e r v i c e s .  W h at 

d o  yo u  t h i n k ? ”

“ D i d  yo u  k n ow  t h at  we  a l s o  offe r  [ i n s e r t  ad d i t i o n a l 

p ro d u c t /s e r v i c e ] ?  D o  yo u  k n ow  a nyo n e  w h o  m i g ht  b e 

i nte re ste d  i n  t h at ?

SCRIPT FOR SOCIAL MEDIA CONNECTION:

“ I  a p p re c i ate d  yo u r  re c e nt  [ L i n ke d I n / Fac e b o o k /

I n stag ra m ]  p o st  o n  [ i n s e r t  to p i c ] ,  a n d  I  n ot i c e d  t h at 

[ p ote nt i a l  c l i e nt’s  n a m e ]  a l s o  s e e m e d  i nte re ste d  i n  t h e 

to p i c .  I ’m  wo n d e r i n g  i f  t h e re  m i g ht  b e  a n  o p p o r t u n i t y 

fo r  yo u  to  c o n n e c t  m e  w i t h  t h e m? ”

SCRIPT FOR ASKING FOR A REFERRAL FROM A 
COMPETITOR:
 

“ I ’ ve  n ot i c e d  t h at  yo u  fo c u s  o n  [ i n s e r t  s p e c i a l t y  a re a] , 

w h i c h  i s  o u ts i d e  of  my  s c o p e.  I ’d  l ove  to  refe r  p ote nt i a l 

c l i e nts  to  yo u  i f  yo u ’re  i nte re ste d ,  a n d  p e r h a p s  yo u 

c o u l d  refe r  m e  to  c l i e nts  fo r  a ny  wo r k  t h at  i s  o u ts i d e  of 

yo u r  s c o p e? ”

How to Respond to a Sales Rejection

WE HELP WOMEN EARN MORE, TRANSFORM THEIR BUSINESES AND LEVERAGE THEIR ASSETS

THEPREQUAL.COM: PREQUAL RESOURCE GUIDE

02

SCRIPT


