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Conversation Shifting 
Also know as Level - Shifting 

 

Basic NLP Assumption # 1:  

Resistance in a client, is a SIGN of a lack of rapport. 

(There are no resistant clients, only inflexible communicators). 

Imagine you are driving down a road named Fear and you don’t like the 
direction you’re headed...this path is not the one you want. Without even 
thinking, you quickly turn the steering wheel and point the car a new 
direction, seeking a more desirable route. Suddenly a smooth new road 
appears on the horizon... 

One of our biggest problems in closing clients is we are unable to navigate 
the bumpy roadblocks sellers put in our path because we don’t know where 
to drive the conversation. (Like commission anyone?) 

Changing the direction of the conversation and moving people forward in a 
positive way is the intention of this pattern. 

Conversation shifting is a language pattern that works with EVERY 
objection and is one of the basic patterns to layer with your other sales 
speak. 
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Shifting Part 1: Always start your conversation with agreement:  

I can appreciated that and… 

I understand your concern and… 

You’re right and…  

That makes sense and…  

I can understand how you feel and…  

I agree and…  

You’ve got it right and…  

I see what’s bothering you and…  

Shifting Part 2: Now add one of these statements before you 
change the direction:  

What I hear you saying is...  

What appears most important to you is... 

So, are you saying…  

I think you are asking...  

So, what you mean is... 

So, I gather... 
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I’m sensing that you want… 

It sounds to me like…  

Shifting Part 3: Point them in the direction you want them to go. 
Don’t be surprised if you hear a whoosh when the conversation 
shifts! 

You want to do the best thing for your family What want to net as much as 
you can in your pocket You want a skilled professional instead of the typical 
agent You need a loan program that will save you some money You want to 
be free of this burden You want to start your new life and move forward. You 
want a more proactive agent. 

(Tip: When you level shift, it’s best to state the direction you want them to 
go in the positive. The unconscious mind does not process negatives. In 
other words a statement like “ you don’t want to lose money,” becomes “you 
want to lose money.” to the unconscious part of the brain. The direction is 
better stated as “ you want to save money”. This takes practice). 

Shifting Part 4: Add a little finesse 

Objection: I want to think it over. 

Of course you want to think it over. What I am sensing is that you may just 
need some questions answered, so lets go down through the listing contract 
and will show you everything you need to know so you can feel comfortable.  

 

Sound good? 
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Objection: I want to wait for a better offer. 

Of course you want to wait for a better offer, and what I hear you saying is 
you really want to guarantee that you’ve made the best choice for you and 
your family. So, if we had a crystal ball, we’d know if there might be another 
offer months from now, but this is the only offer, so clearly we should 
consider it. 

Objection: I don’t want to clean my room. ( That’s right, you can 
even use these on your kids!) 

Of course you don’t want to clean your room and what I think you mean is 
that you want to have some fun. So how about we turn this into a game and 
then we can go for ice cream when we’re finished, does that sound like a 
plan? 

Homework: 

1. Think of some common objections that you receive, or maybe you are 
in the midst of dealing with a client that is resisting the way you 
communicate. 

2. Write 6 objection handlers using the Conversation Shift Pattern and 
post them to ycmhomework@gmail.com. 

3. Remember to point the conversation in a positive, forward direction.  
4. Have real life success experience !!! Get out there and sell by getting in 

rapport using your body language from week one and the 
Conversation Shift from this week. Woosh!  

 


