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Top            Perceived Buyer Risks and How to Conquer Them 
For Agencies, Consultants and Freelance Professionals

Performance

Buyers of services experience seven types of perceived risk. These risks are indeed 
often only perceived, not necessarily actual or real. Regardless, as a seller you need to 

handle them. Here are some ways you can counter and conquer these fears.
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The likelihood that the product or service 
will not produce the benefit for which it 
was purchased. 

Example: Your client fears that their new 
website will not generate the leads that 
motivated the investment in the first place.

• Case studies that show how your solution 
produced benefits for a similar company. 

• Customer testimonials that testify to the 
efficacy of what you create. 

• Money back guarantees under specific 
terms. 

• Trials and demonstrations to let them get 
acquainted with your solution.

How to 

counter it!

Financial
The chance that the product or service 
will fail and cause monetary loss. 

Example: Your client fears that downtime on 
their new e-commerce store could lead to lost 
revenue.

• Liability clause in the contract which 
assumes risks (you can insure yourself in 
turn). 

• Guaranteed support and service availability 
in case something needs to be fixed urgently. 

• Customer testimonials by companies that 
trust you. 

• If your employees have good merits 
(certifications, diplomas, and degrees), refer 
to these.

Time
The possibility that the customer may 
lose time as a result of the service or 
product failing.  

Example: The service requires extensive, time-
consuming training before it can be used 
effectively by your client.

• Extensive demonstration under realistic 
conditions with actual end users to allay 
their concerns. 

• Set up a prototype or demonstration 
showing the critical functionality. 

• Show that you use a documented process 
and have measures in place in case of 
failure.

Opportunity
The possibility of a potential gain by 
choosing another option over this one 
that is better or more reliable (sometimes 
called alternative cost). 
Example: Your client must choose one advertising 
campaign idea and cannot do both, hence missing 
out on the benefits of one of them.

• Have an open conversation about 
alternatives and be honest about the 
shortcomings of yours – give unbiased 
advice and prove that you know the field 
inside out. 

• Offer a money-back guarantee under 
certain conditions and in case the solution 
doesn’t perform as well as the competition 
is expected to.

Psychological
The chance that the purchase will not fit 
or be harmonious with the buyer’s 
perception of self. 

Example: A teenager may want a car but a 
minivan isn’t consistent with their self-image.

• They’re breaking the mold here so you 
need to provide a functional and benefit-
based comparison between your product 
and the one they’d be most comfortable 
choosing to give them arguments to use 
internally. 

• Refer to authorities in the space for 
choosing you and your product over the 
one they’d typically pick.

Social
The fear of losing reputation or being 
disliked. 

Example: A computer system at a hospital 
getting hacked might lead to sensitive 
information being leaked and damaging the 
public’s trust.

• If you feel confident, add a liability clause 
to the contract. 

• Promise and provide support and service 
availability to handle any unexpected 
issues. 

• Provide customer testimonials and 
references who trust you and can vouch for 
you and the quality of your services. 

• Show how you technically prevent failure.

Physical
The likelihood that the product or service 
will cause physical harm.  

Example: A navigation app you built for your 
client has a bug which indirectly causes a 
traffic accident and personal injury.

• This is a rare scenario, and the real issue is 
usually the social fallout resulting from a 
situation in which your client is considered 
culpable for personal physical injury. 

• Bringing up this possibility in a risk-
analysis and showing what measures you 
are taking should counter most concerns.

👉 Want to learn more? Read the whole blog post at: bsai.cc/crush

What your 
client fears

7

http://bsai.cc/crush

