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Closing Theory  
 

There are many great real estate salespeople out there but there is a reason why 
the public views real estate agents as less than adequate.  Agents don’t know how 
to sell and go around telling people what they think the customer wants to hear 
before learning what a customer wants. In our world today with tons of advertising, 
email, blogging, bulk-mail, robo-calls and other impersonal sales methods the art of 
question-based is being lost. The ability to ask questions, listen to answers, identify 
customer needs and supply answers is a skill that needs to be learned and 
continuously refined. The opportunity that exists for you is that a great salesperson 
that asks questions listens to the clients’ answers identifies needs and then offer 
solutions is virtually guaranteed success because the customer will respect and 
appreciate you.  
 
Closing a sale is exciting and exhilarating! It is especially rewarding when you help 
people find a home for themselves and their families. People like to purchase a 
home where they perceive it as a “value” that outweighs the cost.  They decide to 
buy and don’t like to be sold anything. Every question you ask, every answer you 
listen to, is key to laying the groundwork for a natural close – a simple question like 
– is this the right home? As you discover by asking questions their housing “needs” 
you also establish rapport in a conversational, relaxed, manner that builds trust and 
respect.  Listening during this good “discovery conversation” will provide endless 
bits of motivation that you can utilize to provide the correct product to fit your client 
needs. Asking these probing and open-ended discovery questions can sometimes 
lead to objections, conditions, and the reflex “no” – that “no” that pops out when 
someone is really asking for more time or more information.  

One of the tools that will help you to understand the initial reluctance that some 
people have when talking to you can be found in how people learn and accept new 
information.  Scientists have discovered that our brains are set up in a very specific 
and pre-defined way.  That’s why mastering persuasion skills can be so much fun – 
because you can lead and guide and steer people to what is best for them - in this 
case, it is to list or buy with you!  
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Our brains are designed to protect us from new or dangerous things.  We actually 
screen out those things that are unfamiliar to us and the way we screen them out is 
simply by rejecting them ...   
 
• So the first time that someone hears something that is new to them, many people 

simply say ‘no’ in order to protect themselves from having to take an action that 
they feel might be a mistake.  

 
• But something interesting happens when they hear something for a second time ... 

they are just a little bit more disposed to accepting it as something that may work 
for them.  

 
• And when they hear it several more times, what you’re telling them now becomes 

familiar information to them and the process of trusting what you are saying starts 
to occur. 

 
You’ll soon notice that this thought process can move you through the toughest 
objections when you realize that the ‘No!’ that most people say is NOT very strong 
and really just a request for more time or more information! 
 
Remember that the 1st “no” is not personal or an attack against you; it’s just a 
prospects way of trying to cope with a “new” situation or idea!  Remember that most 
sales are closed after the 5th close. The real question becomes “How do I keep the 
conversation going so that I can answer all of their concerns?” 
 

 


