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Hi, I’m Sharon Jurd, and welcome to my Biz Blitz Video.  
 
Today, I want to talk to you about HOW TO OVERCOME A PRICE 
OBJECTION.  
 
I have a lot of people come to me who are in business saying, “You’re too 
expensive. You’re too expensive. You’re too expensive,” particularly around 
coaching and intangible items like a service based business.  
 
I want to give you some strategies on how you overcome that.  
 

Firstly, TELL THEM THE PRICE UP FRONT. 
I hear a lot of people backing away from their price because they’re not 
confident in the value that they’re adding to that client.  
 
If you’re not confident about your product or service, change it up, make it 
better and get confident about it, because if you can’t sell it at an extremely 
high price, then the client is going to get a sense of that. When you’re not 
confident, then that breeds a lack of confidence in them. Tell them up front, 
so when they come to your discovery session or your first initial meetup, they 
know how much you’re going to charge them. Then you can work from there.  
 

Number two, NEVER JUSTIFY YOUR COST  
Never say, “Oh, it’s $10,000 because, because, because, because.” 
 
You’ve discussed what they get for your service or product, if it’s a coaching 
program over six months and how often you are going to meet up and what 
they get from you and the access and other tangible items you may include. 
Yes, that’s selling your product. Then you give them the price without any 
justification.  
 
If that’s what it is, that’s what you get, and you have total belief that they’re 
getting great value.  
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The third thing is, if you do get a price objection, and you 
know that you’ve already told them, ACKNOWLEDGE that.  
 
They might say, “Sharon, that’s expensive.” You go, “I know, and you knew 
that before coming to see me.” To get value of this calibre, and in my case, 
my Coaching Program, then there is an expectation that you would pay 
more or pay a certain amount of dollars to get your problem solved and then 
get on with the business.  
 
Don’t go on to start reselling your product or how good it is or how you are 
better than the competitor. Just ACKNOWLEDGE THAT IT’S 
EXPENSIVE. Just because somebody says to you it’s expensive doesn’t mean 
they’re not going to pay. When in your life have you bought something 
expensive, you’ve known it’s expensive, but you’ve still done it anyway? There 
are loads of people who have and still do and will do.  
 
They’re my three points today for overcoming a price objection. 
 
One, tell them up front, don’t hide behind your price.  
Don’t think that you should just tell them all about the product and then 
send a proposal off hoping they don’t see the price at the bottom of the 
email.  
 
Tell them.  
Be confident about it.  
 
Don’t justify your price - you don’t have to explain anything; and  
 
Acknowledge that it is expensive.  
 
In my Discovery Sessions, I’ve said, “I’m about to tell you the price. Are 

you sitting down? Because you might fall off your chair.”  
 
I’m acknowledging that it is expensive. I acknowledge that most people that 
come to me for coaching can’t afford it because they should’ve come to me for 
coaching 12 months ago when they could afford it but they’ve left it, left it, left 
it until they’re really in a cashflow negative situation and they’re struggling to 
afford it. I understand that. I acknowledge that to them.  
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https://smjcoachinginstitute.com/ 
 

Thank you for watching my video. If this has been of value to you, 
please share it out with your family, friends and colleagues, because 
I want to help as many people as I can and I would love you to help 
me do that.  
 
I’m Sharon Jurd, and we’ll talk very soon. 
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