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Overcoming Objections in Admissions

A Student-Centered Approach to Meaningful Enrollment Conversations

A Better Way to Think About Objections = Objections are not barriers; they are signals.

(( )) They Signal: * uncertainty

e fear
e need for clarity
e desire for reassurance

In an ethical, student-centered admissions process, our role is not to “overcome”
objections by persuading, but to understand, support, and guide prospective
students toward confident, informed decisions.

Here’s a simple formula to ensure we’re taking this approach:

Acknowledge » Explore » Guide

Acknowledge = Validate their concern without dismissing it.
“That’s a really valid concern...”

Explore = Ask thoughtful questions to understand what’s behind it.
“Can you tell me a little more about what’s making you feel that way?”

Guide = Provide clarity, support, and next steps aligned with their goals.

“Let’s walk through what this could look like for you...”

Let’ look at an example!
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Acknowledge » Explore » Guide

Objection: “I need to talk to my family.”

(g Signal: e need for support/approval

e shared financial decision
e emotional reassurance

Response:

Acknowledge: “I think that’s a great idea! Having support in your decision is
important.”

Explore: “What do you think their biggest questions or concerns might be?”
(Listen with the intent to understand & add an appropriate response)

Guide: “If it’s helpful, I’'d be happy to provide information you can share with them, or
we can connect together, so they feel comfortable and informed as well.”

When admissions professionals approach objections this way, they:

v/ build trust instead of pressure
V create meaningful conversations
Vv increase student confidence
4 support ethical enrollment practices

v/ ultimately improve enrollment outcomes
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