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5 secrets to handling an objection: 

1. Slight pause to allow the question or objection they asked you to sink in.  Give yourself just a few seconds to take a breath and absorb what they asked and 
articulate a proper NON defensive response.  A slight pause also leaves the client waiting, wondering, thinking….. 

2. Start the response with repeating and agreeing with what they said so they know you heard them and you get on their side by agreeing with them that their 
question or objection makes sense is valid, understandable, etc. 

3. Answer their question. 
4. Ask for their agreement with a tie down question at the end which keeps them engaged in the conversation and asks for agreement.  Ass a tie down “sound 

good” or “make sense”. 
5. BE QUIET after you handle the objection and many times this is the hardest one because instinctively we want to go right to explaining, and justifying our 

answer.  Don’t do that.  Let them absorb your answer first because in many cases they’ll simply agree with you.  But if you keep talking you would never know 
that and quite possibly could talk them right out of agreeing.  In many cases, less Is more.   

 
We want to price it higher to leave room for negotiating.  PAUSE. Mike, you want to price it higher to leave room for negotiating that makes sense and most everyone 
thinks just like you do.  May I share my thoughts on why it makes sense to price it a bit more competitive?  See if we can get just below that next $10,000 price breaking 
point we automatically keep ourselves exposed to more buyers AND we ensure that we’re not eliminated from their search results by being priced a few thousand over 
that bracket.   Wouldn’t you rather maintain maximum exposure and be a bit more firm with negotiating than to overprice yourself and miss out on the pool of buyers 
looking just below the $270,000 range? 
 
Will you reduce your commission; the other agent said they’d do it for less.  Mike, I hear you I mean after all the commission is a lot of money in fact it’s thousands of 
dollars isn’t it?  So let me ask you this, if I were to agree to reduce my commission right now just to get you to list with me, what kind of negotiating skills is that 
demonstrating to you?  And more than that, it really doesn’t matter what an agent reduces their commission to up front because there is no commission paid unless and 
until it sells. If an agent is willing to reduce their commission just to get you to list with them it leaves me wondering why they need the listing so bad?  More than likely 
it’s to make their phone ring and enable them to drum up business for themselves and create name recognition with their sign in your yard.  I’m looking to demonstrate 
to you that I can get your home sold not just listed, do you think I can do that for you? 
 
You don’t specialize in our area.  You know, you’re right I don’t specialize in your specific area I actually specialize in the entire area which means I’ll be able to get you 
even greater exposure.  I mean having an agent that services a larger territory will surely have exposure to more buyers than someone who specializes in just one 
neighborhood or area, right? 
 
We want to think it over we’ll call you in a few days.   Thinking it over is a great idea I mean after all this is a big decisions that’s costing you thousands of dollars, right?  
And I will totally honor your wanting to think it over but before I go are there any specific questions you have or anything that I didn’t cover that you would like to ask 
while I’m still here.  Selling a home can be very overwhelming and even stressful.  It’s much less fun than buying and having the right agent to guide you through the 
waters is crucial.  Rest assured you’ll be in great hands if you choose me. 
 
If we reduce our list price, will you reduce your commission to get it sold?  Well that’s a great question I mean if you’re giving more money away I should too, right?  Of 
course and I am actually adjusting my commission with you since it’s based on a percentage of the sales price.  The lower we adjust the price the less I get paid as well.  
Let’s go ahead and let some go so we can gain exposure to an entire new group of buyers, okay? 
 
No feedback has said our price is too high, why should we lower it?  You’re right we haven’t had any agents say it was overpriced and that’s been really nice of them.  
Unfortunately we haven’t had any agents bring offers either, and other homes are selling which means they’re choosing other homes over ours.  Let’s get in the game and 
be a bit more competitive on price, okay? 
 
I’m not going to give it away.  I understand I wouldn’t give it away if I were you either it’s your hard earned equity and it’s a lot of money.  If you were giving it away I’d 

 wouldn’t encourage you to even consider this offer.  As your professional I honestly would 
hate to see you walk away from this because studies have shown that the first offers are generally the best offer.  I’ve had many sellers kick themselves months down the 
road wishing they had taken that first offer, you don’t want to do that do you? 
 
We just want to work with the listing agents we don’t want to work with a buyer’s agent.  I can see why you would feel that way I mean the listing agent represents the 
property and all. I’m curious though what made you decide you wanted to work with the listing agents rather than have your own agent representing you, looking out for 
your best interests, negotiating on your behalf, and making sure you have access to all properties that are for sale based on what you’re looking for?  Did you know the 
seller pays the commission to both agents in most cases to help them sell their home so a buyer agent is actually free to you as a homebuyer! 
 
We want to look at more houses before we make an offer.  I understand you want to make sure you’ve seen all the possibilities before making a decision and while this 
home is perfectly what you’ve been looking for my concern is what if it sells while you’re hoping another perfect one will come along?  Why don’t we get on the computer 
together and make sure you’re aware of all options and if something pops out we’ll take a look.  If it doesn’t we can go ahead and do some market research on this one 
and see what might be a reasonable offer you could make if you decide it’s the one, what do you think? 
 
I’m not going to give it away.  I understand I wouldn’t give it away if I were you either it’s your hard earned equity and it’s a lot of money.  If you were giving it away I’d 

ourage you to even consider this offer.  As your professional I honestly would 
hate to see you walk away from this because studies have shown that the first offers are generally the best offer.  I’ve had many sellers kick themselves months down the 
road wishing they had taken that first offer, you don’t want to do that do you? 
 
How much do you think the seller will come down?  That’s the magical question, how low will they go?  And legally speaking unless the seller has given the listing agent 
permission to divulge their bottom line the listing agent is not legally allowed to disclose that to other agents or potential buyers I mean you can understand that if you 
were a seller you wouldn’t' want your listing agent broadcasting what you trusted telling them is your bottom line right?   The only way to find out is to make an offer.  
Let’s do some market research and see what the market is saying the home is worth and then we can decide from that what would be a reasonable offer, sound good? 


