
Scenario: Initial Price Request

What The Caller says: “Hello, I was wondering how much your classes are for children?” 

Strategy: “Pivot” and take control of the conversation by answering with your own question. 

Staff Response: “Great, I can help you with that. My name is Michael and I’m one of the children’s 
program instructors. May I have your name please?”

Scenario: 2nd Price Request 

What The Caller says: How much is it after the trial lessons?’ 

Strategy: “When and Why” Help the caller to understand there is more to evaluating our program 
than just a dollar amount. 

Staff Response: “Well Mr. Smith, we do have a variety of options available. So what I usually do is 
meet with you after Johnny’s second lesson. At that time I will go over the class schedule, the 
curriculum, as well as the different types of memberships. And of course by that time you also will 
have had the chance to see how much Johnny is enjoying our program. So I’ll just ask you to be a 
little patient and I’ll be sure that you get all the information you need to make an informed decision.”
       
Scenario: 3rd Price Request 

What The Caller says: “I really need to have some kind of idea what this is going to cost before I even 
get my child started.”

Strategy: “Confident price estimate” 

Staff Response: I understand your concern. Our programs are based on monthly tuition of $______ 
per month for classes 2 to 3 times per week. Our tuition is very competitive with other programs of 
our level. However, the reason so many people choose our program over others, even if it is slightly 
higher, is because of the quality of instruction and facilities that we offer. That’s another reason why 
we always recommend the trial lesson as the first step. It doesn’t obligate you to anything, but it 
does let you see firsthand exactly what our school can offer you. Why don’t we set up a time for you 
to visit with your son.” 

Responding to the Price Objection


