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Objection Destruction 

Introduction 

 

First of all, I'd like to thank and congratulate you for buying this 

book.  
 

You are about to learn some of the most powerful language 

patterns ever created to help overcome objections and help 
customers, acquaintances and family members get over internal 

difficulties that are keeping them from taking action. 
 

Where do they come from? 
 

These patterns were originally designed for use in therapy.  
 

How do they work? 
 

A client would come in, for example, and say they would like to 
quit smoking. The therapist would then use these patterns to 

examine all of the "reasons" why they "can't" quit smoking.  
 

One by one, the skilled therapist would carefully dismantle each 

reason why the client thinks they need to smoke, as well as the 
reasons why they think they can't quit. By the end of the 

session, the client is left with no reasons to smoke, and no 
reasons not to quit. 
 

They offer a unique way of looking at a certain objection from a 
variety of different angles, until it finally collapses, never to be 

seen again. 
 

As you can probably imagine, these can be used very powerfully 

in a sales situation. Many salespeople struggle with coming up 
with answers to certain objections.  
 



 

 

But when you learn to overcome those objections with these 

patterns, your customers will have every reason to buy your 

products, and no reasons not to. 
 

But how about in a sales page or emails? How do you even know 

which objections your customers are thinking about? Where and 
how should you put these patterns in your sales page for 

maximum results? 
 

The good news is that there are plenty of ways to do just that. 

Once you get the hang of it, you'll write sales pages and emails 
that will flow like water right down a gentle slope, ending 

naturally with your buy button. 
 

Not to mention all the issues that come up between friends, 
lovers and everywhere in between that can be easily handled and 

defused with these powerful patterns. 
 

Because these were originally used for therapy, and then later 
applied to sales, we’ll be using these with common sales 

objections. 
 

But if you never have any desire to sell anything to anybody, you 
can still use these patterns. 

 
After all, any time you make a suggestion to somebody (friend, 

lover, or stranger) they’ll likely have objections. Knowing these 
patterns can help you blast those right out of the water 

(respectfully or course!) and get on with the fun. 
 

  



 

 

Charge up Your Motivation 

 

Let's talk about you for a bit before we dive in. 
 

Answer these questions. They'll help you get the most out of this 

course. 
 

What do you want to do with these patterns? Assuming you'll be 

able to overcome any objection anybody throws at you, no 
matter how insurmountable it may seem in their mind, what 

would you be able to do with your new powers of persuasion? 
 

In what situations do you think these patterns will come in 

handy? Business situations? Sales situations? Social 
situations? Relationship situations? Family situations? Political 

debates? 
 

Can you think of any specific people you'd like to use them with? 
 

What is the main benefit you are after when you think about 
mastering these patterns? 
 

Think about that main benefit for a bit.  
 

Take your time. 
 

Once you have that main benefit, what does that get you? What 
is the benefit of the benefit? 
 

And finally, what is your ultimate benefit? What is it that you 
ultimately what to achieve with these patterns?  
 

Think about that. Visualize it. Really feel it, with as much 
emotion as you can muster. 
 

The reason we're going through this exercise is because about 90 
percent of people who buy books like this never get past the first 



 

 

page. They start reading, get distracted, and figure they'll come 

back to it. Yet they never do. 
 

But when you take the time to really imagine the benefits, the 
benefits of those benefits, and the ultimate benefits that you'll 

get out of this course, and really let them sink in, you'll be much 
more likely to finish reading this book. And more importantly, 

much more likely to put these patterns into practice. 
 

You'll really begin to see the value that these patterns can give 

you.   
 

Before we get started, a word about sales, and selling. Most 
people hate selling things or getting sold things, or the idea of 

selling something to somebody who hates buying from somebody 
trying to sell them something. (Huh?) 

 
But in order to describe the logical structure of this pattern, 

sales situations are often used. 
 

But even if you NEVER want to sell anything to anybody, you will 
need to persuade people. To hire you. To date you. To buy house 

X with you instead of house Y. To send your kids to school Z 
instead of school W. 

 
And few people ever agree with us right away no matter how 

awesome we think we are. So when you read “sales,” just 
substitute whatever you’d like to use these patterns for. 
 

  



 

 

Human Thought 

 

In order to understand how powerful these patterns work, we've 
got to understand a bit about human thinking. 
 

A long time ago, the human brain had a decision to make. It 
could either become very, very accurate, and not very fast. Or 

very, very fast, but not very accurate. 
 

Since all the guys who had super accurate but slow thinking 

brains got eaten by tigers, all that's left are us folks with our 
super-fast brains that aren't accurate. 
 

In order to think quickly, we generalize, distort, and delete 
information as it gets stored in our brain. 
 

For example, what did you eat for dinner last night? When you 
recalled that memory just now, it took you a mere fraction of a 

second. 
 

But the experience of eating dinner took at least ten minutes, a 

lot more if you cooked it. 
 

So why does the brain take only a fraction of a second to recall 

something that lasted at least ten minutes? 
 

Imagine what would happen if every time you remembered 

something, you actually had to recall everything in real time. 
Instead of sitting there with a flash in your mind indicating what 

you ate for dinner last night, you went into a trance and actually 
re-experienced it. 
 

That would not be very efficient, to say the least. 
 

Another way our brains work quickly is by generalizing. You 

learn to drive one car; you can drive pretty much any car out 



 

 

there. You learn to tie one pair of shoes, and you can tie any 

other pair of shoes. You learn to read a map of one city, and you 

can learn to read any map of any city, even if it's not in English, 
provided you can figure out the landmarks. 
 

Another way our brains cut down on accuracy in exchange for 
speed is whenever we give meaning to something. 
 

For example, you're walking down the street, and you see an 
attractive person. You smile at them; they make eye contact, and 

don't move a muscle. 
 

What does that mean? Who knows, but you likely assume it 

means that they are mean, or they are angry, they think you are 
ugly, or whatever.  
 

The truth is that we never really know what things really mean, 
unless we have all the information that exists. And since that's 

always impossible, any meaning we give to something is merely a 
guess. Not only that, but it's a guess that we come up with in 

about a second or less. 
 

Why is this? 
 

Consider a couple of cavemen, Jack, and Joe. Jack has a fast 
but inaccurate brain (like ours).  
 

Joe's is slow, but really accurate. 
 

Jack and Joe are out walking one day, and they spot a tiger. 

Jack immediately comes to the conclusion that the meaning of 
this event, seeing a tiger, is that he is about to get eaten. 
 

So his fast, but inaccurate brain comes up with the equation: 
 

Seeing a tiger = DANGER 
 



 

 

And that feeling of danger makes him run away as fast as he can, 

before he even really knows what's going on. 
 

Joe, on the other hand, doesn't come up with that equation. He 
needs to investigate further. His brain comes up with the 

equation: 
 

Seeing a tiger = ? 
 

Which makes him curious. While Jack is running away, Joe is 
walking closer and closer. Maybe the tiger knows where food is. 

Maybe the tiger has just eaten, and there's some left over. After 
all, cavemen don't come across some free meat very often. 
 

The chances of Joe living long enough to have kids that would 
pass on his genes are pretty slim. Jack, on the other hand, ends 

up having three kids. All who are quick to make assumptions 
about their world around them.  
 

Sometimes they don't make any sense, like:  
 

Thunder = God Is Angry 
 

But other times they keep him safe. 
 

What does this have to do with persuasion? 
 

Because objections take the same logical form in our brain. And 
they are also just as inaccurate these: 
 

Thunder = God Is Angry 
 

or 
 

Non Smiling Person = They Are Mean 
 

What does this mean? This means that with these patterns you 

can come up with some slippery answers to all the "objections"  



 

 

More Information 

If you enjoyed reading this, please purchase the full version for 

only $2.99: 

Buy on Amazon 

 

 

For other Mind Persuasion Kindle Books, Please Visit Our Kindle 

Page: 

Mind Persuasion Kindle Books 

 

 

For Powerful Subliminal Programing To Help Accelerate Your 

Persuasion Skills, Please Visit: 

Natural Influence 

 

To Join Our Email List, Please Visit Here: 

http://mindpersuasion.com 

 

To discuss these patterns, their uses, and any other ideas 

regarding human development and communication, please visit 

our forum: 

http://mindpersuasion.net 
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