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Conversation Selling 
When you get an objection or a question, decide whether it is an objection or a 
condition. If it’s a condition then move on. If it’s an objection ...  
 

1. Paraphrase the Objection – This shows that you are doing something real 
estate agents almost never do ... that you are listening to your client.  It puts 
you into rapport with them (they lead ... then you lead them).  It also buys you 
some additional time to process exactly what they are saying.  

 
2. Give massive Approval, Acknowledgement or Agreement - This will let the 

prospect know that they can say anything ... including the truth about how they 
really feel ... and they will be safe.  They’ll open up to you even more.  They 
will even want to solicit further approval from you.  

 
3. Call them by their name – This will immediately grab their attention.... and 

hearing it will immediately refocus their attention back to you and what you are 
saying.  

 
4. Handle the Objection – At this point, you are in a Sales Conversation with 

them ... You can handle an unlimited number of objections ... and it sounds to 
them like you are simply talking with them ...  

 
5. Close easily for the Appointment / Signature - Remember that you are now 

leading the sales conversation ... they will automatically follow.   
 
Some clients will require that you add one more step at the beginning: isolate the 
objection. “Other than ____, is there any other reason why you can’t take action 
tonight?” “If we can agree on (commission, timing, terms, price) are you ready to sign 
the contract?” 
• This Process will allow you to close more often ... and allow you to handle an 
unlimited number of objections (instead of just one or two).   
• Remember that most sales are made after the fifth close.  


