
AAllll  tthhee  aannsswweerrss  aarree  uunnddeerrnneeaatthh,,  jjuusstt  ……  

PPPPPPPPeeeeeeeeeeeeeeeellllllll        tttttttthhhhhhhheeeeeeee        oooooooonnnnnnnniiiiiiiioooooooonnnnnnnn        llllllllaaaaaaaayyyyyyyyeeeeeeeerrrrrrrrssssssss!!!!!!!!        
 

I love Shrek! I could watch all 

three of the Shrek movies over 

and over again … although I 

may get a bit of resistance from 

my wife Laura! Who would 

have thought that not only was 

Shrek fun and entertaining, but 

also very profound? One of my 

favourite scenes in the first 

Shrek movie is when Shrek is 

trying to convince Donkey that 

there is more to Ogres than 

meets the eye … 

 

Shrek: “For your information, there is a lot more to Ogres than people think” 

Donkey: “Example?” 

Shrek: “Example? Okay, ummm ... Ogres are like ... onions” 

Donkey: “sniff, sniff ... they stink? 

Shrek: “Yes ... NO!” 

Donkey: “Oh ... they make you cry?” 

Shrek: “No!” 

Donkey: “Oh ... you leave them out in the sun and they go all brown and start 

sprouting little white hairs?” 

Shrek: “Nooo!!! Layers! ... onions have layers. Ogres have layers. Onions have layers 

... you get it! We both have layers! Aaagh” 

 

And it goes on ... hilarious! Whilst it is a very funny scene, it is also very true – 

Ogres have layers ... we all have layers. Those layers cover the truth of who we 

really are and what we really want. Unless we start peeling back the layers and 

delving deeper we will never truly discover and release our powerful potential. 

 

OOuurr  oobbjjeeccttiioonnss  aarree  oofftteenn  jjuusstt  aa  ssmmookkeessccrreeeenn 

An incredibly effective sales technique is using 

this idea of ‘peeling the onion’. Whether selling 

a product or service to a customer, selling an 

initiative to a boss, selling vegetables to your 

children, selling an idea to a friend or selling a 

decision to yourself … it works beautifully. One 

of the biggest challenges when selling anything 

is overcoming objections.  

 

The biggest mistake many people make when trying to overcome objections from 

potential clients, work colleauges, children, family, friends and themselves is 

believing the objection! Most people won’t admit the real reason why they don’t 

want to do what you are suggesting ... so, they will lie! Don’t be so shocked ... you 

lie too!! So do I and so do we all! We lie because it is easier to come up with 

 

 



something that sounds reasonable than face the perceived awkardness of sharing 

our true hesitation or concern. 

 

Here is an example; let’s say you want to go sky diving for 

the very first time and you are trying to convince a friend 

to come with you. You ask your friend ... in his head he is 

saying, ‘no way I am too scared’ but he doesn’t want to 

admit this to you because it is embarrassing. Instead he 

says he can’t make it because he is too busy that 

weekend. The mistake many people make is to believe 

and try to overcome that objection. You might try to 

persuade him to change his ‘so-called’ plans or to 

convince him that it won’t take long and will be worth it. 

But you will have no luck ... why? Because you are dealing 

with a lie ... an objection that is simply a smokescreen! 

 

JJuusstt  ssiimmppllyy  ssttaarrtt  ppeeeelliinngg  tthhee  oonniioonn  ......  
The secret is to not handle the objection. Instead, ‘peel the onion’ until you have 

found the real concern ... then you are on track to get the result you want. What 

you might say to your friend in response to him being too busy is, ‘I understand, 

life is busy for all of us at the moment ... other than that is there anything else that 

would stop you from coming with me?’ He may then throw out another 

smokescreen and say that he doesn’t have the money to pay for it. Again, don’t 

handle that concern, instead say, ‘I understand, it is a bit of a cost ... other than 

that is there anything else that would stop you from coming with me?’  

 

Do you get where I am going with this? You just keep peeling until he finally says, 

‘I am actually a bit worried that I may hurt myself’. But still don’t handle it – instead 

say, ‘I understand, I am terrified myself ... other than that is there anything else that 

would stop you from coming with me?’ When he says, ‘no, that’s pretty much it’, 

you now know what you are dealing with. Then all I would say is, ‘I totally 

understand ... If I can help you overcome this, would you come with me?’ What do 

you think he will say? This works much more often than not – it is a great strategy 

to help people get what they want, which will in turn help you get what you want. 

 

But, what about you? What have you lied to yourself about 

and talked yourself out of?  Have you thrown yourself a 

smokescreen objection that has stopped you from 

meeting someone, calling someone, asking for something, 

taking a risk on something or doing something that could 

change your life. Now is the time to stop believing your 

own objections and start ‘peeling the onion’ on yourself. 

 

Whenever you are scared to do something - if you are like me - you will make a 

dumb excuse for not even trying. Whatever reason you first give yourself, ask 

‘other than that is there anything else preventing me from saying yes?’ For each 

reason keep asking yourself until you get to the truth – then do a deal with 

yourself. Ask, ‘If I can find a way to overcome this, would I take the next step?’ Then 

simply find a way and start doing the things that scare you but which will bring 

incredible joy and abundance into your life. All from just ‘peeling the onion’! 
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