
 

 

Objections (Excuses) & Rebuttals 

Appointment Setting / Door Knocking 

 

RDR’s (Reactionary Defense Responses) are automatic “knee jerk” responses people typically make when 

first approached by a sales representative. For example, when you first walk into a shoe store or an auto 

dealership’s car lot, once approached by the sales representative our human nature kicks in and we 

automatically go into defense mode by telling the sales rep that “we’re just looking”. In other words, leave 

me alone even though I’m here to buy whatever it is I am looking for. No one wants to be bothered by an 

annoying, pushy sales person. Here’s how the untrained sales rep responds with, “Ok, well my name is 

Joe Bob, just let me know if I can help you in any way.” However, the true sales professional responds 

with, “Great, no problem. Let me help point you in the right direction. Are you just out looking for cars, 

trucks, SUV’s, anything in particular?”  

 

In Final Expense sales, it’s no different. When working leads, even though most every prospect has a true 

concern, need, want and desire (or else, why in the world would they inquire?) once approached, either 

by phone or in person, the prospects defense mechanism automatically kicks in and gives an excuse, or 

RDR. This is where the sales process begins – knowing how to respond to the RDR’s like a true sales 

professional. 

 

Before we address all the RDR’s you will hear in this business and the different ways to respond (also 

known as Objections & Rebuttals) there are a few tips that you must follow starting with: 

A) Get your head right! Before every call or before every door you knock on, you must always 

get your attitude right. No matter how the last door, call, appointment went….you MUST 

always start off every new approach with a strong, positive mental attitude and smile.  

B) It is imperative to know that no matter which RDR you hear, you must ALWAYS, ALWAYS 

agree!! Never argue, debate or be combative in any way, shape matter or form.  The Rule of 

Thumb to remember is that you can NEVER get to an Agreement on a Disagreement. When 

faced with RDR’s, immediate responses should include:  

• Great 

• Perfect 

• Absolutely 

• No Problem 

• I totally understand 

• I agree 

• I get it 

• Fantastic 

 

In this business, there will ONLY be 6 RDR’s you will get and it is your job, your duty, your 

responsibility to know how to respond to each one before they can even finish saying it. Just like a 

professional athlete, this is where training each and every morning comes into play. Practice, practice, 

practice, and master your responses to where it’s second nature to you. Some RDR’s might require more 

than 1 response so if the first response doesn’t work, you hit them with a second and possibly a third until 

you get your foot in the door. Each response is listed A. B. C. etc. 



 

 

 

1. I’m not interested  

a. Oh absolutely, of course and we don’t expect you to be interested at this moment, which 

is why you inquired - to find out more about this program to see if it’s something you 

might make sense for you and your family. That’s why I’m here, to give you that 

information and answer any questions to see if it’s something you might be interested in 

down the road. I just need 5 minutes to determine your eligibility and benefits and then 

I’ll be on my way. May I come in? 

b. No problem, I totally understand. I wouldn’t expect anyone to be interested in something 

they don’t know anything about, you know what I mean?! I’m just the information guy. I 

just need 5 minutes to determine what benefits you qualify for so I can give you that 

information and I will be on my way. May I come in? 

c. Trust me, I get it. Totally fine. I also know the main reason you sent this in is because you 

love your family and you want to know what programs are out there that can help them 

when they need it the most, which is why I’m here. To help you access those benefits you 

are entitled to. I’ve learned that it’s better to have certain information and not need it 

than to need certain information and not have it, right?! Absolutely. Just give me 5 

minutes and then I’ll get out of your hair, fair enough? Awesome, may I come in? 

 

2. I thought you were just going to mail it 

a. Absolutely, I understand that. I’m the Benefit Coordinator assigned to your request and 

just here to determine your eligibility and benefits and then I’ll be on my way. I just need 

5 minutes, may I come in? 

b. No problem, I definitely understand. This is a program designed for Veterans and Seniors 

on fixed incomes, which I trust you fall in one of those categories, correct? Perfect. 

Everyone’s situation is different, you know what I mean? My job is to determine each 

persons eligibility and benefits then leave you that information on the program as it 

pertains to you, which is why we can’t just mail out a generic brochure, which I know 

you’re worth more than a piece of paper. I just need 5 minutes, may I come in? 

 

3. I already have that taken care of 

a. Perfect, and I’m glad to hear that. I’m just here to fulfill your request and determine your 

eligibility and any additional benefits you might need or qualify for. I know you’re busy, I 

just need 5 minutes and I’ll be on my way. May I come in? 

b. Absolutely, I understand. This is a program designed for Veterans and Seniors on fixed 

incomes, which I trust you fall in one of those categories, correct? Perfect. As I said, my 

job is to determine each persons eligibility and benefits then leave you the benefit 

information you requested. I’m sure you’ll agree that it’s better to have the information 

and not need it versus needing the information and not have it, right? Absolutely, may I 

come in? 

c. Of course, no problem. NAME, you sent in for the benefit information and I’ve driven this 

entire way to fulfill your request. All I need is 5 minutes of your time and then I’ll be on 

my way. Can we go ahead and knock this out so I can get credit for fulfilling your request? 

I’d appreciate it. 



 

 

 

4. I can’t afford it 

a. Of course and that’s exactly why you were notified of this program, because you are 

either a Veteran or over 50 and on a very limited income, correct? Yes sir/ma’am. 

Furthermore, that’s probably why you inquired into this program – to see what benefits 

are out there to help you and your family when needed the most, right? Absolutely. That’s 

why I’m here – to see what I can do to help you out. I just need about 5 minutes to 

determine your eligibility and benefits then I’ll be on my way. May I come in? (This single 

response is effective 99% of the time) 

 

5. I’m busy 

a. Absolutely, I understand your busy - I just need about 5 minutes to determine your 

eligibility and benefits then I can leave you with the benefits package. May I come in so 

we can knock this out real quick? 

b. Of course, no problem. I know you weren’t expecting me and that you’re busy. I have a 

ton of other people I need to visit with in this area today so it has to be a super quick visit. 

I just need a few minutes of your time to determine your eligibility and benefits so I can 

leave you with this package. The good news is that because you were notified of this 

program, you do qualify. We just don’t know what benefit level you qualify for which is 

the purpose for the brief visit. Can you give me 5 minutes so we can knock this out? 

c. Sure, no problem. (if it’s decent outside and there is a place to sit) Instead of coming in, I 

can just talk to you out here on your front porch. Would that be ok? 

d. I understand. So before I leave, let me ask you 2 quick questions:  

i. (Do the 3rd step – why did you inquire? One of 4 reasons) 

ii. Were you looking into this program for just yourself or for a loved one too? 

iii. Schedule appointment to come back later that day or the next day. Do not leave 

them your business card! 

 

6. I’ve changed my mind / I don’t need it anymore 

a. Absolutely, I understand. No problem. Mrs. Jones, since you sent this in and because I’ve 

already here, can you at least give me 5 minutes so I can determine your eligibility and 

benefits. Whatever you do with this packet after I leave is strictly up to you. There’s 

obviously no obligation and I would like to get credit for this delivery. Can we just knock 

this out real quick and I’ll be on my way? 

b. I understand. Mrs. Jones, I’m not sure why you made the inquiry but I do know that it’s 

better to have the information like this and not need it versus need the information and 

not have it, wouldn’t you agree? So like I said, I just need about 5 minutes is all and then 

I will be on my way. May I step inside for a brief moment or we can talk here on your front 

porch? 


