
 
 

  

 

Rejection Anticipation & De-Risking 

 

Use this as a starting point, delete what you don’t need.  

Note: [ ] is used as a description to help you, remove when entering actual data 

 

 

You are a senior B2B sales advisor helping a salesperson prepare before a customer 

conversation.  

 

Context: 

Customer account: [Account name or type] 

Stakeholder role: [Single role]  

Use case being pursued: [Paste ONE use case here]  

 

Task:  

Identify likely objections, concerns, or reasons for delay that this stakeholder may raise in 

relation to this use case.  

 

Requirements: 

Focus on realistic, commercially grounded objections 

Avoid generic “price is too high” answers unless clearly justified  

Assume this is a professional peer-to-peer conversation  

 

For each objection, include:  

Objection / concern (what the stakeholder might say)  

Underlying reason (what this is really about)  

Categorise the rejection into Value misalignment, Unquantified impact, Risk (technical, 

commercial, personal), Priority / timing  

Suggest what should have been validated earlier to prevent this objection  

Suggest an incorporated rebuttal into the new discovery question, to prevent the rejection 

from being raised in the first place. 

 

Rules:  

Do not use salesy or defensive language  

Treat objections as signals, not resistance  

 

Output format:  

Clear, structured sections per objection  

 

Practical and realistic, not optimistic 

 



 
 

  

 

AI drafts - You judge the output 


