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“We Want to Wait…” 
Seller Objection Handler 

 
Many times, potential clients will want to delay making a decision.  Often, the ‘excuse’ will 
appear to be legitimate or, at least, tough to overcome without seeming over-bearing or pushy.   
Since you’ve taken the time to do the market research and deliver a professional listing 
presentation, don’t you agree that you have the right to ask the client if you’ve ‘made the sale’?  
 
Let’s say that the prospect says that they want to carpet & paint before they list the property.  
Now, this seems like a legitimate request and is one that stops most agents... but not you!  
Here’s exactly what to do:  
 
Okay, Mr. Seller, I hear you. You want to carpet and paint before the property is marketed.  
That’s a very good idea!  How long will it take for the property to be ready?  
“Two weeks”. So, two weeks.  That sounds good…  Tell me, if it was two weeks from now, and 
the carpet was in and the paint was fresh and you were looking to sell the property ... at that 
time, would you have me ... handle the sale for you?”   [Remember to use a downswing!]  
 
Or, here’s another example: 
“We want to think it over.” You want to think it over… That’s could be a good idea!  How long 
will it take to think it over?  “Until the first of the year”. So, right after New Years.  That 
sounds good…  Tell me, if it was January now, and you still felt confident that I could … sell 
your home ... would you have me ... handle the sale for you? 
 
In Either case If they say ‘Yes’, then you can sign the listing now, with the stipulation that it’ll 
be put on the market when they are ready.  
 
If they say ‘No’, then ask, “Thanks for your honesty… can you tell me… What ARE you looking 
for in an agent?”  They will tell you how to sell them on you during the delay… so that you can 
get back on track.  In any event, keep the sales conversation moving in the right direction! By 
the way, this will work with other types of objections, too.  

 
PRACTICE it with your coach, colleague… someone!  


