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As soon as you start telling people you’re going to sell them something, you’ll start to hear all 
sorts of complaints and objections. Over the years, I’ve heard from thousands of whiners and 
discovered the most common patterns. Here are the top 5 types of people that will never buy 
from you. 

Demanders say they’ll buy your product only if it has a specific list of features or if you 
discount the price. If you come across a demander, humor them. Try giving them what they 
want to see if it makes a difference—this is an easy way to tell if they’re for real or not.

Ramit,

I would be more likely to sign up for your courses if you had an open review system for 
them. In other words: I don’t care about your hand-picked testimonials (neither does 
anyone else--they’re so old school and come across as sleazy advertising).(I’m not 
referring to this email in particular, but others that you’ve sent.) I would like to see the 
good with the bad and decide if your course is for me. You probably don’t agree with me, 
but I’m sure many others feel the same. Having unbiased sources praising your courses 
in the form of customer/student reviews is much more valuable than how you currently 
promote them. And if they’re as good as you say they are, you shouldn’t have any trouble 
getting plenty of 5-star reviews.

Just a suggestion! Thanks for reading.

-Daniel

Hey Daniel,

Thanks for the note.

Those uncensored reviews are here:

http://www.iwillteachyoutoberich.com/success-stories/dreamjob/reviews.php

So now are you signing up?

-Ramit

Note: He never does.

type #1: the Demander
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Here’s a classic one. A rationalizer will give you every reason as to why your product doesn’t 
fit their needs. Sometimes it’s actually true! But rather than giving the “actual” reason, they 
do everything they can to rationalize their way out of a straight answer. 

In this example, this person requests a refund for my Earn1K program. She gives a list of 
reasons why it wouldn’t work for her—and then buries the “oh, by the way, I can’t afford this” 
part deep in the complaint:

Dear Ramit,

I am contacting you to disclose that I will be unable to complete the course, Earn 1k 2.0. 
The reason is that the course does not match the assumptions I had prior to purchasing 
it, and is therefore not suitable to my needs. Principal among those assumptions was the 
belief that the course would be much more practical and specific in nature. I felt that I 
would be learning skills that would equip me to set up and run a consulting practice with 
none of the steps left out.

As it is (and this is not a criticism of the course), I find the material too theoretical, 
too generalized and too informational formy level of experience, rather than being 
intensively training oriented.

It is true that I have not studied or implemented the entire course, but at this point, with 
so mAny constrAints on my finAnces, i Do not feel thAt i cAn Justify the eXpense 
for something that I am not confident will convert rapidly to income.

For this reason, with deep regret, I have decided to ask for a refund.

Best regards, 
Dene

type #2: the rationalizer

As you’re validating your product idea, you’ll come across people who think they’re giving you 
helpful feedback—even if they’re not your target market. Everyone thinks they’re an expert! 
The lesson here is to be careful who you listen to, and to test things for yourself.

Here’s an email one of my students received from a subscriber as he was validating his 
product idea:

“To be candid with you, I think $50 is certainly a fair price for a novice who does not have 
the time or is not willing to put in the time for the information.”

Notice how this person refers to “novices,” which I bet you he doesn’t consider himself to be.

type #3: the Advice Giver
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Here are examples of engineers talking about how much they hate video and lightboxes. In 
reality, neither of them would’ve been customers in the first place:

“… I skimmed the article and liked it, and thought ‘hey, I’ll check out [their website], see 
what their deal is’ … And I get to a page where the only way to learn more is to watch 
a video. Instant turnoff. I’m in a quiet place, I don’t want to make noise or plug my 
headphones in just to have any idea what it is you actually do. Please consider that 
people might want to read something about you on your signup page.”

“I abhor popups of any kind as it is, but to present the false choice that a user either [will 
subscribe to what you’re offering] or [doesn’t care about improving] makes me put on 
my ‘really?’ face. Same with the free trial offer. The no option says “No, I like to pay for 
trials”. I’m not choosing whether to pay for a free trial or not, I’m choosing whether to 
participate in a free trial or not. Ugh.”

Lesson: If you’re a business owner, let the results speak for themselves and ignore the ones 
who think they know what you “should” do.

You know you’ve made it when you’ve gotten your first hater. More often than not, their 
comments will tell you more about the them than they do about you. 

Here’s an fascinating example of an unhappy customer who joined my Brain Trust program 
and cancelled it just 24 hours later. Here’s her email requesting a refund:

“I joined [RBT] last night and had a good look around including joining the FaceBook 
group and can’t see anything that is worth $49 a month, so would you please provide a 
refund.”

In her cancellation survey response, she went on to say this:

“Very little value - one video a month (this month’s which was not relevant to me), what 
was effectively a recommended book list and a few FB groups, a few of which had last 
posts in 2012.

It’s a shame this didn’t work out - I was really disappointed.  I’m going to put my money 
into a local mastermind group instead (a past business coach runs them and I’ll contact 
him in the first instance) and another contact could well be a paid accountability 
partner.”

type #4: the hater
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Here’s an email from the same person a few months prior:

“Thanks so much for this week’s emails about your Success Triggers. It sounds fascinating 
and although I’m somewhat along the path of success - that is, I don’t disparage the way 
companies do things (unless they’re treating people cruelly) - and would love to go along 
that road faster than I am right now.   But the fact is that I don’t have $200 right now 
nor can I afford the payment plan. And although you give a money back guarantee, so 
theoretically I could get a refund, I have no intention of going down that road: who wants 
to set themselves up for failure?”

In other words, all that feedback she gave me for my Brain Trust program was probably more 
due to the fact that she couldn’t afford it than anything else. Oh well.

Most freeloaders balk at any price point, but a few sophisticated ones will look to “do us a 
favor” and bargain with you. In these instances, the best thing you can do is to ignore or 
politely decline their offers.

Here’s my response to a guy who offered to write about my product in exchange for one of my 
products.

Ramit, My name is Dr Evan PhD.

I hate to use the word freelance, although there’s nothing wrong with.  Because I’m such 
an omelet of person, I say instead that I’m a writer and editor and aspiring journalist.  To 
that end, in addition to getting  scholarship from the prestigious [institution], next year I 
will completing [graduate school].  In that place, you work with editors from [newspaper 
#1], [newspaper #2], etc., and are vectored into jobs at these places.  OK, enough bio.

I came across you via on of Leo’s pieces.  You seemed one among many: smart, successful, 
and selling your success formula for $197 monthly, through contemporary multichannel 
inbound marketing.  Your site, or the pitch site for earning 1k monthly, looks almost 
identical to [internet marketer name].  And I know it’s a close family.

I’d like to do a piece on your product.  I’m skeptical about your product,  but also open-
minded, integrous, honorable, honest, and trustworthy.  That’s what my connections say 
I am.  I try.

Specifically, I’d like to take the course gratis, but do what it requires rigorously.  Then I 
will evaluate results.  I have doctoral training and work experience in evaluation.

If the course is effective and does what it claims, I’d think that you’d welcome the strongly 
positive, well-written earned media, even if I’m associated with a very small, [state] 
newspaper.  Newspapers may be declining in circulation, but their imprimatur continues 
to confer upon sellers a strongly credible and trustworthy and impartial endorsement of 
considerable value.  I’m sure you know well all of this.

type #5: the freeloader
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My offer comes with risks, or maybe it won’t turn out that way.  I’m in discussions to 
partner with a larger newspaper on this project, and have spoken to [person on TV].  He’s 
always eager to expose expensive, heavily marketed programs that prove to be ineffective.  
It’s doubtful your program will ever be fodder for a [TV channel] investigative exposé.  
But it’s possible.

So you could potentially earn invaluable exposure and “endorsements” from credible 
sources with big audiences.  Or you could come away with a mixed review or a pan, also 
delivered by these highly watched and credible sources.

It’s up to you.  If you choose not to enroll me in the course, I’ll write about that, too, 
evenhandedly.  If I have a bias, it is to be positive. I derive great gratification in playing 
any sized role in someone else’s success.  I am not a shill, however.

But getting back, if I don’t do the course, I’ll turn it into an evenhanded piece about your 
program and many others like it.  They proliferate like weeds lately it seems in the realm 
of internet marketing.  

So please get back to me.  Whatever you decide, I’d like to get on the record a statement 
about nay or yea.  

I don’t know how I would decide were I in your position.  The old saw about all publicity is 
good publicity and just spell my name right still applies, I believe.

Either way, I’d very much appreciate your reply, if nothing else.

Good luck.

Best, 
Evan

Thanks, Evan. I appreciate the email, but I’ll have to decline. 

I have thousands of Earn1K graduates who have done extremely well, and the 
course has already been featured in media like the Wall Street Journal. As a point 
of reference, I’m not looking for everyone—just the right people. That’s why I forbid 
people with credit card debt from joining, a decision that costs me millions of dollars 
per year. I’m also looking for people willing to invest in themselves. Since I give away 
98% of my material free, I insist that anyone who joins Earn1K is serious about the 
course and invests just as thousands of other students have.

Sorry I won’t see you in the class, but again, thank you for the email.

-Ramit




