HANDLING OBJECTIONS AND TURNING TRIAL
STUDENTS INTO MEMBERS

Support hesitant leads with empathy, confidence, and clarity — and
grow your club the smart way.

Objections aren't rejections — they're simply signals that a parent or adult

needs more information, reassurance, or time. How you respond makes all

the difference. By preparing friendly, thoughtful answers in advance, you'll
increase confidence, reduce drop-offs, and convert more trial students into
loyal members.

5 COMMON OBJECTIONS & HOW TO HANDLE THEM

OBJECTION 1: “WE'RE JUST TOO BUSY RIGHT NOW."”

Why they say it: Life is hectic — school, work, after-school clubs. They
might be hesitant to commit to something new.

Your Response:

®: “Totally understand — things are busy for everyone! That's why we
offer Flexible training options and make sure classes fit around your
schedule. Even one session a week can make a big difference in confidence

and focus.”

Top Tip: Highlight short session times, easy booking, and the long-term
value of martial arts.
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OBJECTION 2: “IT'S TOO EXPENSIVE.”

Why they say it: Price sensitivity, especially if comparing to free or
cheaper hobbies. They may not understand the full value yet.

Your Response:

®- “I hear you —it's important to find something that feels worth the
investment. Our membership includes expert instruction, a structured
syllabus, and real results in confidence, discipline, and physical Fitness.

Plus, we offer family discounts and flexible payment options.”

Top Tip: Focus on long-term value over short-term cost. Offer to break it
down weekly or monthly to show affordability.

OBJECTION 3: “THEY'RE SHY / NOT READY YET."”

Why they say it: Nervous child or adult beginner. They may have enjoyed
the trial but still lack confidence.

Your Response:
®: “That's totally normal! A lot of our students start out shy, and that's
exactly what we help with. Our beginner programme is designed to build

confidence gently — we'll support them every step of the way."

Top Tip: Share a quick story of a current student who was once shy and is
now thriving.
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OBJECTION 4: “WE WANT TO TRY A FEW OTHER
THINGS FIRST."

Why they say it: They're exploring options or stalling — not yet Fully
convinced.

Your Response:

®. “That makes sense — it's great to explore! Just a heads-up: we've got
limited beginner spaces this term, so if they enjoyed the trial and want to
continue, I'd love to help secure their spot. No pressure at all — just let me

know!"

Top Tip: Use urgency without being pushy — position it as a friendly
heads-up.

OBJECTION 5: “WE'LL THINK ABOUT IT AND GET BACK
TO YOU."

Why they say it: It's a polite way of delaying — often means they're unsure
or overwhelmed.

Your Response:
®- “Absolutely, and I'm here if any questions come up. Would it help if |
sent you a quick summary of our beginner programme and how to join?

That way, you have everything when you're ready.”

Top Tip: Always offer to follow up with an info pack, video, or call — don't
just leave it hanging.
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BONUS TIPS FOR HANDLING OBJECTIONS
EFFECTIVELY

o Listen first — let them talk, so you can understand what's really
holding them back.

o Stay calm and positive — never try to “win" an objection.

e Be prepared — have 3-5 go-to responses rehearsed with your team.

e Follow up —sometimes a gentle check-in a few days later gets the

enrolment.
o Track objections — notice patterns so you can adjust how you present

your offers.

FINAL THOUGHT: CONFIDENCE CONVERTS

Objections are part of the process — and they're often a sign that
someone is close to saying “yes.” When you respond with empathy, clarity,
and confidence, you make joining feel safe, simple, and rewarding. Prepare
your answers, listen closely, and trust your value — your next full-time
student is often just one conversation away.
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