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Contact us to get started today.

NEED HELP CONVERTING MORE PROSPECTS INTO CLIENTS?
 Get in touch with Marketopia today to get a custom plan for combining paid and 

organic strategies that work for your MSP.  

Every MSP faces objections when setting appointments, but objections don’t have to mean rejection. With 
the right approach, you can turn skepticism into interest, and interest into more valuable conversations. 
This guide shows you the most common objections MSPs face and how to overcome them with confidence. 

Objections aren’t rejections; they’re merely signs that a prospect needs more information or reassurance. 

They’re busy and 
don’t see the value in 
the conversation. 

Acknowledge & Empathize 
Show that you understand their 

concern (“That makes sense, 
and I hear that a lot.”). 

Push Forward If: Move On If:

Ask & Clarify  
Dig deeper to uncover the real 

concern (“Is your main 
hesitation about cost or is it 

more about timing?”). 

Reframe & Offer Value  
Shi� the conversation to 

benefits (“What if I could show 
you a way to improve efficiency 

without increasing costs?”). 

They’re hesitant 
about change. 

They don’t fully 
understand what  
you are offering. 

Response: “That’s great! Many of our best clients had a 
provider before switching to us. What do you like most 
about your current provider, and where do you see room 
for improvement?” 

Response: “I completely understand. Many businesses 
don’t realize the impact of IT issues until they happen. A 
quick chat might uncover ways to save you time and 
money, would you be open to learning more?” 

Response: “I get it, budget is a big factor. Many of our 
clients actually save money by optimizing their IT 
strategy. Would it be helpful if I shared how they did it?”

Response: “I respect that. If now isn’t ideal, when would 
be a better time? I’d love to connect when it works for you.” 

Response: “I’d be happy to, but I find a quick call is much 
more valuable. I can tailor the information to your needs, 
would tomorrow work for a brief chat?” 

• The objection is based on misunderstanding.  
• The prospect is open but hesitant.  
• They ask questions but seem unsure. 

• They’ve made it very clear they are not interested.  
• They continuously avoid follow-ups.  
• You’ve addressed their concerns, but they still say no. 

Common reasons for objections: 

Quick tip: Instead of trying to “win” the conversation, focus on understanding the prospect’s concerns 
and offering your MSP as the solution.

Quick tip: Stay calm and confident. The way you handle objections directly impacts your credibility. 

Quick tip: Always leave the door open for future conversations. A “no” today doesn’t mean a “no” forever.

Quick tip: Always leave the door open for future conversations. A “no” today doesn’t mean a “no” forever.

Why Do Prospects Object?

Overcoming the Top 5 MSP Appointment Objections

The 3-Step Framework for Handling Objections

When to Push vs. When to Move On

Need Help Booking More MSP Sales Appointments?

Expert Tips for Objection Handling
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“We already have an IT provider.”

“I’m not interested.”

“We don’t have the budget.”

“Now’s not a good time.”

“Just send me some information.”

Confidence is key:  
Speak clearly and with certainty. 

Prospects will trust your expertise. 

Practice active listening:  
Sometimes, an objection is just a 

request for more information. 

Prepare for common objections: 
Anticipate pushback and have 

responses ready. 

Stay positive:  
Don’t take objections personally. See them 

as an opportunity to educate and persuade. 

Custom Appointment-
Setting Services 

Sales Training & Coaching Lead Nurturing &  
Follow-Up Strategies 

At Marketopia, we specialize in helping MSPs generate high-quality leads and close more deals with expert 
appointment-setting strategies. We can help you with: 


