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THE REALITY

THE WORKSHEET:

THIS OBJECTION ISN’T RANDOM. IT’S SHOWING YOU EXACTLY 
WHERE YOUR SALES PROCESS BREAKS.

HOW TO USE THIS 
WORKSHEET

Most people treat “I need to think about it” 
like a personality flaw in the prospect or a 
timing issue they can’t control. That’s a lie.

DAY 1 — AUDIT YOUR
“I NEED TO THINK ABOUT IT”
REALITY

Call Offer Price Objection 
Moment

What You 
Said Next

Why This Matters: “I need to think about it” is not the problem. It’s the symptom. It shows up when value is unclear, urgency is missing, or 
the decision moment is weak. Today you stopped blaming prospects and started identifying where your process breaks 
down. Tomorrow we’ll decode what this objection actually means when prospects say it—and when it’s real versus a 
polite stall.

https://square1grp.com/brainstormsession

If you want help fixing objections at the system 
level instead of chasing deals after the call:

This worksheet forces you to stop rationalizing 
and actually audit how often this objection 
shows up, when it shows up, and what you did 
right before it appeared.
Pull your last 30–60 days of calls before you 
start. Memory will lie to you. Data won’t.

1. Look at your recent 
sales conversations

5. What usually happens 
after they say it?

2. When does the 
objection usually appear?

3. Who says it most 
often?

Pick the pattern you see most.Choose the most accurate 
answer.

Timing tells you what’s actually 
triggering it.

Right after price is 
mentioned
Near the end of the call
After questions about 
implementation
After discussing timing
After discussing 
commitment
At random points (which 
usually means you’re not 
controlling the call)

This reveals whether the issue 
is lead quality or call control.

Warm inbound leads
Cold leads
Referrals
Price shoppers
“Nice but hesitant” 
prospects
People who were never 
qualified properly

Choose one.

If it’s all of them, the offer isn’t 
the problem.

Low-ticket offer
Mid-ticket offer
High-ticket offer
Payment plan option
All of them

This is where control breaks 
down.

Fear of being pushy
Fear of losing the deal
Not knowing what to say
Worry about sounding 
salesy
Lack of confidence in price
All of the above

What you do here trains future 
behavior.

I reassure them
I discount
I over-explain
I say “no problem” and 
follow up later
I try to close harder
I let the call end with no 
next step

Be honest.Fill this in with real numbers.
Total sales calls taken: 
__________

Calls that ended with “I need to 
think about it”: __________

Now calculate:
(“Think about it” calls ÷ Total 
sales calls) × 100 = __________ 
%

If this number is above 25%, this 
is not a coincidence. It’s a 
process issue.

4. What type of offer gets 
this objection most?

6. How often 
do these deals 
actually close 
later?

10. Finish this sentence7. What do YOU 
assume when you hear 
this objection?

8. Look at your last 5 
“think about it” calls

Choose the real answer.

This is the key takeaway 
from today.
“My prospects say ‘I need to 
think about it’ because I 
____________________.”

Examples:
• don’t create urgency
• don’t anchor value 

clearly
• don’t control the 

decision moment
• don’t qualify deeply 

enough
• don’t lead the 

conversation

Write yours:
____________________

Finish the sentence 
honestly.

“When someone says ‘I 
need to think about it,’ I 
assume they 
____________________.”

Examples:
• aren’t ready
• are price sensitive
• need time
• are stalling
• are polite

Your assumption shapes 
your response.

Fill this in.

Deals that later 
close after “thinking 
about it”: 
__________
Deals that never 
close: __________

If most never close, 
this objection is a 
soft no you’re 
misreading.

Fill this table in.

Patterns will jump out if you don’t rush this.

1 _____ ____ _________ _________
2 _____ ____ _________ _________
3 _____ ____ _________ _________
4 _____ ____ _________ _________
5 _____ ____ _________ _________

9. What feels hardest 
when this objection 
comes up?



THE MEANING

THE WORKSHEET:

THE WORDS ARE POLITE. THE MEANING IS NOT.

HOW TO USE THIS 
WORKSHEET

“I need to think about it” is rarely literal.
It’s shorthand. A placeholder. A socially 
acceptable way to avoid discomfort. 

DAY 2 — DECODE WHAT 
“I NEED TO THINK ABOUT IT”
 REALLY MEANS

Why This Matters: When you treat every “I need to think about it” the same, you fail most of the time. When you understand what it actually 
means, your response becomes precise instead of polite. Tomorrow we’ll expose the exact moments in your call that 
create this objection so you can prevent it before it ever comes up.
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If you want help diagnosing and neutralizing 
objections before they kill deals:

Today’s job is to stop responding to the words 
and start diagnosing the underlying hesitation 
that created them. This worksheet trains you to 
hear the signal, not the sentence.

1. When a prospect says 
“I need to think about it,” 
what’s usually missing?

5. Which version of the 
objection do you hear 
most?

2. Identify the FOUR real 
meanings behind the 
objection

3. Match the objection to 
the behavior you see

Be honest.

Most of these make the 
objection stronger.

“What do you need to think 
about?”
“Does that mean no?”
“Can I answer any 
questions?”
“No problem, take your 
time”
I don’t ask anything

Pick one.

Each one requires a different 
response.

“I just want to think about it”
“I need to talk it over”
“I want to review my 
options”
“I need to look at the 
numbers”
“I’m not ready yet”

Connect what they say to what 
they do.

They ask detailed questions but 
don’t decide → __________
They agree with everything but 
hesitate → __________
They say timing is off → 
__________
They say they want to review 
options → __________

Fill in the meaning from #2.

Choose the most accurate 
answer.

Whatever’s missing becomes 
the objection.

Clarity on the problem
Confidence in the solution
Confidence in themselves
Trust in you
Urgency
Authority
Alignment on next steps

Read each and check the ones 
you recognize.

Most calls only suffer from one. 
You treat all four the same.

“I don’t fully understand the 
value yet.”
“I’m not convinced this is 
the right solution.”
“I don’t trust myself to 
follow through.”
“I don’t feel pressure to 
decide now.”

4. What question do you 
usually ask next?

6. Look at your last 
stalled deal

10. Finish today’s insight7. What are you afraid to 
say in that moment?

8. Reframe the objection 
internally

This locks it in.

“The objection isn’t the 
problem. The real issue is 
____________________.”

Examples:
• lack of urgency
• lack of clarity
• lack of leadership
• lack of confidence

Write yours:
____________________

You cannot fix all four at once.

The meaning I will address is: 
____________________

This gives you focus.

Finish this sentence.

“When someone says ‘I need to 
think about it,’ I should hear 
____________________.”

Examples:
• “I’m not convinced yet”
• “I don’t see urgency”
• “I’m unsure this will work 

for me”

Write yours:
____________________

Answer this without defending 
yourself. What did they actually 
hesitate on?

Check the real hesitation.

Price clarity
Outcome clarity
Implementation clarity
Time commitment
Risk
Trust

Pick the uncomfortable truth.

Your fear hands control to the 
prospect.

Ask for the decision
Challenge the hesitation
Name the stall
Create urgency
Risk losing the deal

9. Identify the ONE 
meaning you will address 
first



THE OBJECTION

THE WORKSHEET:

PROSPECTS DON’T HESITATE OUT OF NOWHERE. YOU LEAD THEM THERE.

HOW TO USE THIS 
WORKSHEET

By now you should be clear on one thing:
“I need to think about it” didn’t appear 
randomly at the end of the call.
It was built—slowly—through specific 
moments where you lost control, skipped 
steps, or failed to lead.

DAY 3 — IDENTIFY  THE
MOMENTS  YOU  CREATE
THE OBJECTION

Why This Matters: Objections aren’t resistance. They’re confusion.
And confusion is caused by lack of leadership at key moments. Today you identified exactly where you stop leading and 
start hoping. Tomorrow, we install an objection-prevention system so this objection becomes rare instead of routine.
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If you want help rebuilding your sales calls so objections 
are prevented instead of handled after the fact:

Today you’re identifying those moments.
This worksheet is uncomfortable because it 
removes the illusion that objections are caused 
by price, timing, or the prospect’s personality.

1. Where does control 
usually slip in your calls?

5. What happens right 
before you mention 
price?

2. Which of these do you 
do too early?

3. Which of these do you 
do too late?

Pick the most accurate answer.

Price without a decision frame 
invites delay.

I jump straight to price
I recap value quickly
I ask if they’re interested
I test commitment
I hope they’re ready

Choose the closest match.

Objections show up where 
leadership disappears.

At the beginning
During discovery
When transitioning to the 
offer
When discussing price
At the decision moment
Throughout the entire call

Check the one that applies 
most.

Explaining before diagnosing 
creates hesitation.

Explain the solution
Explain the price
Talk about implementation
Talk about yourself
Talk about features
Talk about logistics

Check one.

Late framing produces late 
objections.

Establish authority
Clarify the real problem
Define success
Create urgency
Set expectations
Frame the decision

Be honest.

When you don’t lead, prospects 
default to hesitation.

Yes
Sometimes
No

4. Do you ever ask 
permission to lead the 
call?

6. Which of these 
mistakes feels most 
familiar?

10. Lock in today’s 
realization

7. Look at your last “think 
about it” call

8. Identify the exact 
sentence you avoid 
saying

Finish this sentence.

“I create ‘I need to think about 
it’ when I 
____________________.”

Examples:
• fail to lead
• fail to frame the decision
• fail to create urgency
• fail to ask for commitment

Write yours:
____________________

Finish this sentence the way it 
should have been said.

“Based on everything we 
discussed, the next step is 
____________________.”

Write yours:
____________________

This sentence prevents 
hesitation when used correctly.

Fill this in honestly.

“I avoid saying 
____________________ 
because I’m afraid it will 
____________________.”

Examples:
• “I’m afraid it will sound 

pushy”
• “I’m afraid I’ll lose the 

deal”
• “I’m afraid they’ll say no”

This avoidance creates stalls.

Choose the uncomfortable 
truth.

That mistake is your objection 
factory.

Letting the prospect ramble
Chasing surface-level 
problems
Failing to name the real 
bottleneck
Not summarizing impact
Not anchoring cost of 
inaction
Not clearly asking for the 
decision

Answer this clearly. What 
decision did the prospect not 
feel ready to make?

You didn’t prepare them for that 
decision.

Start now
Choose you
Commit to change
Spend the money
Own the problem

9. Rewrite the moment 
you lost control



OBJECTION-PREVENTION SYSTEM

THE WORKSHEET:

THE BEST WAY TO HANDLE “I NEED TO THINK ABOUT IT” IS TO MAKE 
IT UNNECESSARY.

HOW TO USE THIS 
WORKSHEET

By now you should see the pattern clearly:
The objection shows up when the decision 
isn’t framed, the urgency isn’t real, the 
leadership isn’t clear.

DAY 4 — INSTALL AN
OBJECTION-PREVENTION
SYSTEM

Why This Matters: “I need to think about it” isn’t resistance. It’s uncertainty. And uncertainty disappears when the call is structured, the 
decision is previewed, and leadership is consistent. You don’t need better objections handling. You need better call 
design. This worksheet installs that design.
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If you want help installing this objection-prevention 
system into your actual sales calls, scripts, and follow-up:

Today you’re installing a repeatable call 
structure that reduces hesitation before it ever 
appears.
This is not about clever rebuttals.
This is about engineering clarity.

1. Define the ONE decision your 
call is designed to create

5. Install the commitment 
check

2. Choose your decision 
framing style

3. Install the 
“decision preview”

This happens before price is 
mentioned.

Template:
“If we can solve 
____________________, are 
you open to moving forward?”

Write your version:
__________________________

This prevents fake interest.

Every sales call must point toward a 
single decision. Finish this sentence: 

“The purpose of this call is for the 
prospect to decide 
____________________.”

Examples:
• whether to move forward now
• whether this problem is worth 

solving
• whether I’m the right person to 

help

Write yours: ____________________

If you can’t name the decision, the 
prospect won’t make one.

Pick the one you will use 
consistently.

Your choice: 
__________________________

Open-ended calls create 
open-ended objections.

Binary decision
Yes / No decision
Now / Later decision
Move forward / Don’t move 
forward

Template:

“By the end of this 
call, we’ll decide 
_________________. 
Sound fair?”

Write your version:
__________________

This removes surprise 
at the end.

Hesitation thrives when inaction 
feels safe. Finish this sentence:

“If nothing changes, the cost of 
staying where you are is 
____________________.”

Examples:
• lost time
• missed revenue
• continued frustration
• wasted effort
• Write yours:

No urgency = no decision.

4. Anchor the cost of 
inaction

6. Define your price 
delivery rule

10. Lock the system7. Write your 
decision-moment close

8. Install your “no-stall 
response”

Finish this sentence.

“I don’t lose deals to ‘I need to 
think about it.’ I lose them when 
I fail to lead the decision.”

Signed: 
_________________________
Date: 
_________________________

Fill this in and mean it.
“If the prospect cannot decide 
after ____________________, 
I will ____________________.”

Examples:
• end the call cleanly
• schedule a decision 

follow-up
• disqualify respectfully

Write yours:
_________________________

Boundaries reduce endless 
follow-up.

When someone still hesitates, 
you don’t chase.

Template:
“Totally fair. Before we pause, 
what specifically needs clarity 
for you to decide?”

Write your version:
_________________________

This forces specificity.

Choose the standard you’ll 
follow.

Your rule: 
_________________________

Random pricing invites 
hesitation.

Price is shared only after 
commitment
Price is framed after value 
recap
Price is tied to the decision 
moment
Price is never dropped 
casually

This is not pushy. It’s clear.

Template:
“Based on everything we 
discussed, the next step is 
____________________. Are 
you ready to do that?”

Write yours:
_________________________

If you don’t ask, they stall.

9. Define your stall 
boundary



“I need to think about it” 
isn’t the real objection.

It’s the result of confusion, 
risk, or missing trust.

This playbook helps you uncover why 
hesitation shows up, fix the moments 
that create doubt, and install a system 
that keeps prospects moving forward 
with confidence.

Stop reacting to objections. Prevent 
them. Open the workbook and rebuild 
your process.
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