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Overcoming Common Objections 

Using Feel-Felt-Found (F-F-F) Responses 
 

Objection Suggested Response 
“That‟s too much money.” OR “I/We 

can‟t afford it.” 

Do not disagree with them.  Why argue over the dues amount when it is 

something you can‘t change?  Instead, explain how they can get a good 

return on investment and how you get your investment back several times 

over. The best thing to do is to just acknowledge it… that tells them you 

ARE listening! 

 

SUGGESTED F-F-F RESPONSE – “I feel it is a lot of money, too.  I 

felt that I might not get enough from the membership for it to be 

worth the cost.  But I found that (insert example of a personal benefit 

of APWA membership which you‟ve enjoyed).” 

“I don‟t have the time to participate.” Do not tell them about programs that require participation. That tells them 

you are not listening!  Instead be prepared with two lists – one with 

benefits requiring member‘s participation and the other with benefits that 

don‘t even require that they leave their desk. 

 

SUGGESTED F-F-F RESPONSE – “I feel busy, too. I felt that I 

would not be able to find the time to utilize my membership. But I 

found that the competitive advantage I earn from (insert example of 

an APWA membership feature which you‟ve found quick and easy to 

utilize and very beneficial).  As a member you can ramp up or down 

your participation as you choose.” 

“I‟m already a member of another 

professional association.” 

Don‘t say anything negative about the other organization.  Don‘t try to 

convince them to drop their other membership.  Instead, comment on the 

benefit of a membership which offers comprehensive resources for public 

works.  Note the many APWA colleagues who also have multiple 

memberships, and then let the prospective member draw the comparison. 

 

SUGGESTED F-F-F RESPONSE – “I feel that professional 

development is critical to my career success. I felt that APWA benefits 

would overlap what I was already receiving. But I found that my 

APWA membership truly compliments my other groups‟ benefits by 

providing cross-disciplinary interaction I have not found anywhere 

else.” 

“We‟re cutting back.”  OR “My boss 

won‟t pay for it.” 

They are not saying they don‘t see any value or that they think dues are too 

high, so do not get argumentative.  Do not keep going back to a list of 

features.  Instead, focus on the prospect‘s problem—finding the money to 

join. 

 

SUGGESTED F-F-F RESPONSE – “I feel that professional 

development is critical to my career success. I felt that my employer 

would not be able to pay my dues. But I found that, while my boss was 

cutting back on membership dues, we were not cutting back in our 

education and training budget. And my dues are now being funded 

from those education and training funds.” 
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“I get the benefits whether I join or 

not.” 

Try not to show frustration or get upset. They may be focusing on the 

advocacy programs or educational events – the things that are offered to 

EVERYONE.  Instead, emphasize the savings for members on 

registrations, meetings, online purchases, etc.  If your chapter/branch truly 

does offer non-members the same benefits and registration fees as 

members receive, take the concern to chapter/branch leadership and 

discuss how this is hindering recruitment efforts. 

 

SUGGESTED RESPONSE – “I feel that there are some features 

which are open all public works professionals and those providing 

products/services to them.  I felt that public works and infrastructure 

was adequately represented on Capitol Hill.  But I have found that 

since I have joined, and since I‟ve asked others to join, APWA is an 

even more effective organization when we represent the entire 

industry. And as a member I am able to save a little money each time I 

attend _____.  Why don‟t you join for a year and explore the benefits 

(savings) for yourself?” 

“My city/company is not large 

enough.” 

They may have a preconceived idea of who the members of APWA are, 

but don‘t argue.  Instead, remind them of the variety of memberships 

available – Individual (can be from the public or private sector), Public 

Agency Group (pricing structured to meet the various sizes of 

municipalities), Corporate Heritage Group, Corporate Prestige Group, or 

Corporate Crown Group, One-Call Center Group. 

 

SUGGESTED RESPONSE – “Actually APWA members come from 

municipalities with populations everywhere from 1000 over a million.  

We have developed a „Small Cities/Rural Communities Forum‟ and 

an electronic networking community specifically for those smaller 

municipalities.  What I‟ve found is that regardless of its size, the 

municipality benefits from their public works professional‟s APWA 

membership because of the opportunities to exchange ideas and 

experience with others.”  … OR “APWA has 4 ways to bring 

membership benefits to your company and staff – (explain Individual 

membership and 3 types of Corporate Group membership).  I‟ve 

found that my company (insert some membership benefit that has 

been particularly helpful for your own company).” 

“Someone else in our 

agency/company is already a 

member.” 

The prospect believes that they are getting all the benefits through another 

member.  If a current member is sharing publications and the agency or 

company is using APWA online tools to train several people at once, then 

they may very well be enjoying some of the benefits of membership 

regardless of whether or not they themselves are a member.  Try not to 

make them feel guilty about this.  Instead, ask them to review the list of 

those from their organization/company with existing membership and 

consider upgrading to a group membership or adding new members. 

 

SUGGESTED F-F-F RESPONSE - “I feel that there are some benefits 

that you can get from your co-worker. At one point I felt that I didn‟t 

need to join. But I found that the real value for me is in … (if you‟re 

with a company you might mention „new business I have gained 

through networking opportunities‟; networking is a value to mention 

regardless whether you are from corporate or agency side of public 

works; another possibility would be to mention „receiving information 

before it is old news.‟)”   
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(from a prospective corporate 

member) “We don‟t need any more 

business.” 

Listening and empathy are very important here.  Don‘t say you find this 

hard to believe—even if you do! 

 

SUGGESTED RESPONSE – (if you too are from a provider of public 

works products or services) “I feel that sometimes my business is 

better than at other times. I felt somewhat helpless with these cycles. 

But I found that networking in APWA has allowed me to do stay 

ahead of the curve and have more business, even in tough economic 

times. 

“I‟m changing careers and won‟t be 

involved with public works 

anymore.” 

It‘s a valid objection and one you might not have seen coming. 

 

SUGGESTED RESPONSE – “I wish you the best in your new 

endeavors.  I appreciate you taking time to discuss APWA 

membership.  Do you know who will be taking over your 

responsibilities?  Are there any of your associates that might benefit 

from the quality programs APWA offers?” 

“So what‟s in it for me?” If they are asking this towards the end of your recruiting ―interview‖ then 

quickly recap and make sure you‘re describing BENEFITS not just a list of 

features. 

SUGGESTED RESPONSE – “I can tell you how I have benefited 

personally and professionally from having APWA membership…” 

“I‟d like to think it over.” This doesn‘t mean you‘ve done a poor job and it is not the same as a ‗no‘.  

It just means they don‘t want to decide right now, so don‘t force the issue.  

But don‘t give up right away, either!  Instead, ask when you should 

follow-up. Ask if they have any other questions. Invite them to a local 

function. 

 

SUGGESTED F-F-F RESPONSE - “I feel that it is often difficult for 

me to concentrate on my professional development. I felt that I would 

not be able to take full advantage of APWA‟s benefits. But I have 

found that I wish I had joined long before I did.” 

“I need to talk it over with someone 

else.” 

This is a very common objection. But it means you have convinced them 

of APWA‘s value!  See if you can find out that employer‘s policy on 

society memberships.  You may be able to find out who the final decision-

maker is or if budget and timing is an issue, then try to find out when 

would work best and try again! 

 

SUGGESTED RESPONSE - I felt that getting approval for my dues 

would be very difficult. But I found that, for me, this decision could be 

made and approved within my own department. 

“I was a member before and didn‟t 

like it.” 

This could be embarrassing if you did not know in advance, which shows 

little personalization.  Ask if they have been out of the organization for 

more than one or two years. This keeps the discussion on the timeframe 

issue instead of the negative thought.  It also gives you a chance to talk 

about some of the new programs APWA has developed since they dropped 

membership. 

 

SUGGESTED RESPONSE - I have found that APWA now provides 

me with several worthwhile new benefits and my experience as a 

mentor has been very important to me. (mention a benefit which 

you‟ve enjoyed or a new program which you‟re proud of)”   
 


