Common Objections and Answers
“I can’t afford it.”

The most important thing to remember here is that this is often a smokescreen for other hesitations, fear and doubt. Use your intuition, and if you aren’t sure, take the money off the table again. 

“If it was affordable, would you do it?” If you don’t get a resounding yes, address it by coaching them. If they said earlier that it was a “10” then start by bringing that up, but from a curious place, not an accusatory place.
If it really is the money, then down sell. Offer them your Intensive, and talk about the value of that. All of you have good value in your Intensives, and most of them are only $297. Say something like this:
“I’ll tell you what. There is another we could go. The (whatever your intensive name is) is a great start because it will help you (insert whatever the benefits of yours are).

It’s very important, because it’s the foundation of all the other work. I also offer that by itself, so it would get you what you need the most at a much lower investment. What do you think?” Then they’ll ask what it costs and you’ll tell them.
Once they are in your Intensive, you’ll have the opportunity to offer them the VIP day again, with the incentive of applying the investment for the Intensive to it. Then it will seem like less money, and they’ll have gotten value, and you’ll have increased your bond with them.

You can offer them some free coaching on coming up with a plan to create the money, either in the Discovery Session, or after the Intensive. Check out this link for 10 ways people can find money to pay for coaching: http://www.kelliederuyter.com/10-ways-to-find-money/
Anyone who has gone so far as to do a Discovery Session with you is either trying to get something for free and never intended to buy (this doesn’t happen often), or they can afford to put $297 on a credit card. If they refuse, want to think about it, or still say they can’t afford it, then they are withholding something. It’s likely they are just not your ideal client.
“What if it doesn’t work for me?”
This is where you need to be confident and certain in your program. It’s helped many others; it’s what helped you get to where you are. What are the odds that they will be the only person it doesn’t work with?

Let them know if they are committed to getting value out of it, there’s no way they can’t. This is also the person you may want to offer your guarantee to. 

Just make sure when you offer the guarantee, that you tell them it’s not an opportunity to keep one foot out of the process. If they “wait and see,” that will actually prevent them from getting the value! They need to be 100% committed, or they shouldn’t go forward.

“I have to discuss it with my husband.”

Validate them for that. They are in a respectful partnership and are honoring it. Then ask them: 

“May I have your permission to share something and ask you a question about that, one which I find really supports people when they speak to their husbands?” If you have rapport they’ll say yes. 

Then say: “How you approach them with this is key to gaining their support. I find that most of the time when people approach their husbands from the position of ‘Should I do this?’ or from a place that’s more like asking permission, it doesn’t go well. 
What I’ve noticed works is making up your mind that you want to do it before you speak to them, then letting them know how strongly you feel about it. 

You’re still being respectful, but it’s more about the respect, and that you want them to honor how important it is to you to do this.

When your husband hears it that way, he’s very likely to support you and feel good about it. So my question is, have you made up your mind, 100%, that you want to do this?

If you get anything but a resounding “Yes!” then say “It’s sounds as though you aren’t 100% sure yourself, so how about if we spend a few more minutes looking at this for you, to see if it’s really a fit.” 
“Hey, you have a professional life coach here on the line, how often do you get free professional coaching when making a decision? I’m trained to help people make decisions that are in alignment with what they truly want!”

(The point here is to make it seem like a much better idea to decide with you than to decide with their husband. And it is . . . their husband hasn’t been on the phone with you, doesn’t see the value, and probably wants a 54 inch big screen TV instead).
How do you handle this if you’ve offered a scholarship investment for saying yes on the call? It’s tricky. Different coaches handle it differently, including me, but here’s what I recommend for new coaches: 

Say “Well, the scholarship investment is really for deciding and taking action right away, but I understand about husbands. Can you reach him within the next few hours?” 
Basically, let them know you’ll give the time and still keep the scholarship, but you want them to make every effort to do it immediately. No couple of days to “discuss” it. 
If they say they can’t, then ask them when they can speak to their husband, and make an arrangement to call them back right afterwards. Ideally, it will be the same day. 
Worst case, it will be by mid-day the following day. You’ve set the expectation and the bar with your first question (Can you reach him within the next few hours). And remember, you are taking a risk letting them sleep on it.
“I have to check my bank account, to see what I can afford.”

I believe it’s always better to get off the phone with them having committed to SOMETHING, than nothing at all. If you’ve sold them on the VIP day, and they don’t know if they can afford that, then consider down selling them to your Intensive. 
Let them know they can still do the VIP day, and they can apply the investment for the Intensive to that, so why don’t they just start with the intensive? 
Then they’ll have the opportunity to get their finances together and be ready to invest in the VIP day. The same thing goes if they want your Platinum: down sell to the VIP day.
If they really want to do the higher program and think they can, they just want to check, use the same validation, questions and strategy as you did with the husband, but with their bank account instead.

“I’ll be out of town for the next few weeks”
Or

“My daughter is getting married
 (fill in the blank w/ huge event)”
“No problem! We can schedule your VIP day/Intensive for afterwards. We’ll get you signed up and scheduled in today so you get the Scholarship Investment, and then you can focus on your (event, trip) knowing it’s all taken care of.”

Or, if it’s for a Platinum program: “No problem! We’ll make your official start date when you get back, and we’ll get you all signed up and scheduled in today so you can just start right up after the event/trip. 
I’ll even give you the perks of being in the program starting now as a bonus! As of today, your unlimited email and SOS sessions are available to you any time Monday-Friday!
***********************************

Bonus Script

How do you answer the question:

 “What do you Charge?” 

-When it comes too soon . . .
“I’d be happy to answer that question for you, and I need to gather some information from you first. May I ask you a few questions?
If they push you, and ask for a ballpark figure, stick to your guns:

 “I’d be more than happy to give you an exact figure, but I have different programs and until I know which one is a fit for you, I can’t know what the investment will be. It depends on your particular situation.”
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