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“Happiness is a butterfly, which when pursued, is always just beyond your grasp, but which, if you will sit 
down quietly, may alight upon you.”   

- Nathaniel Hawthorne 

 

2 
 

The “You are too expensive…” Objection 
 

A very common objection in Consultative Selling, or in any type of Prospect Meeting, or when 

Pitching, is to get the “You are too expensive!” Objection. This is distressing from most lawyers.  

 

In this case, you must not give Plain Vanilla justifications of high quality, a good track record, and brilliant 

legal expertise. This is unlikely to persuade a Prospect. Even worse, you do not then weaken and give 

them a Discount. You should never be Discounting at all, anyway.  

 
Instead, you simply ask, “Why?” Why do they consider you too expensive? Compared to what? You need 
to then show that Commodity comparisons, to your Premium Solutions, don’t work. It means, you need 
to disagree with the accusation, and be able to re-explain your services in terms of concrete, tangible 
Unique Value Propositions (UVPs). If you can’t do that, you will then lose the sale. 

 
However, please find below five different responses that you can use in response:  
 

1) Compared to what? You should already know where you rank in the competition both in cost 

and in how your services differ from the competition. Maybe you offer a bigger package or a 

higher quality. This is a great occasion for finding out how much research they’ve done and 

to narrow down what is really important to them. Doing so will help you discern if they are a good 

match for your legal services or not. 

2) Ask them about their budget. If they give you a number or a range, you can tell them what you 

can do for that price. This tactic is a great option for finding a win/win and is advisable over offering 

a discounted price. Offering a discount right off the bat undermines your prices (and value) in a 

Prospect’s eye. You can also be ready with your second or third-range package, if 

relevant. Know your baseline and stand by it. 

3) Explain the value. The reason this isn’t listed first is because jumping into a defense of your 

service isn’t necessarily the first thing you should do. You can’t change anyone else’s prices, but 

you can help a Prospect understand why your services are of higher value. Back up your prices 

with results that you’ve provided other clients. Numbers, ROI, all that good stuff. Well, don’t list it 

all, just hit on some of the big numbers. 

4) Nothing. If you feel you are well-established and that your prices are on point, then you may not 

feel the need to convince this Prospect that you’re worth it. This is easier to do when you have 

plenty of work or demand, but it isn’t wrong if you don’t. If they are looking for the cheapest option, 

then they probably aren’t for you. Nothing saps energy and resources like someone who 

constantly haggles the price; someone who wants everything for nothing doesn’t deserve your 

explanation. Saying nothing is definitely better than a snappy or edgy comeback. Thank them for 

their feedback and move on. 
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5) Let’s stay in contact. Sometimes the Prospect sees your value, but simply cannot afford it, right 

now. Check in on them every so often–maybe once or twice a year. Ask (genuinely) about their 

business and let them know that you would love to do business with them in the future. 

 
QUESTIONS 
 

1. If your Prospects and Current Clients are often using the “You are too expensive!” Objection, 
then what does this tell us? What can you do about it?  

 
2. Think of three real responses that you could reply to this objection, drawing on any of the 

responses above, and then list them. Can you convince a neighbor that you are not too 
expensive?  
 

3. Do you have any other ideas on how to respond to the “You are too expensive!” Objection? 
 
If you have any questions, or would be interested in creating a coherent Pricing Policy for your legal 
services, then contact me at any time – john@nixedonia.com 

 


