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Objections are a requirement to a successful sales day. In fact, without them, you're likely not 
engaging your prospects and clients. It's the introduction of an objection that can be the catalyst for 
information that can help you further qualify a sales opportunity and better understand the needs and 
current environment of your prospects. For this reason, you should work to embrace and understand 
the true objections you might be facing.  

When individuals have an objection to making a purchase, it's one or some combination of the 
following. Review them... learn them. When you've hit a wall, check your sales opportunity against 
them.  

Understanding true objection(s) will help you get one step closer to where you need to be -- whether 
it's to the next stage with your current prospect or investing your time elsewhere. Ask LEADING 
QUESTIONS.  It will help you determine your next move and how to better service the client (or not 
service them at this time and move on to the next motivated buyer). 

Objections & Ways to Overcome: 

1. Lack of perceived value in the home: 
• Create Value (neighborhood, school, community, appreciation) 
• Up-sell the special features of the home that the buyer specifically wanted 
• Remind them of their original search parameters and that “this is it”. 
• Show/discuss recent sales in the neighborhood (price per square foot (if helpful), improvements done by 

the seller, how they can invest small amount to increase value. 

2. Lack of perceived urgency in purchasing:    
• Can’t reproduce this home again. How will you feel if someone else purchases this home for _____?   
• What would keep you from writing an offer on this home today? 
• Time of year. Less homes coming on the market. 
• Type of home is in a “seller’s market” and could potentially end up in a multiple offer 
• Time period for their rate lock on their pre-approval 

3. Concern of having to sell before buying: 
• List their home right away – get an immediate listing appointment to further the discussion. They may not 

realize that they qualify for a bridge loan or advanced equity loan. 

4. Internal issue between parties or the “committee” of decision makers: 
• Identify issues one by one and overcome each issue with all parties. If parents, walk the purchaser through 

the process and show compassion but re-emphasize that “they are the one buying the home….” 
• Play devil’s advocate to either party 
• Show understanding and compassion to the party with the objection and mediate 
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5. The low-ball offer syndrome: 
• The lower the buyer’s offer the higher the seller’s counter; or no counter-offer. The buyers(s) may end up 

paying more. 
• This isn’t the rest of the country.  Your City is conservative in appreciation; no “bust” in appreciation; we 

have always been a market that “negotiates within reason”. 
• Explain the % of sale price to list price margin strategy. Offer around 90-92% or better if home is at FMV. 
• The only “deals” that exist are homes that you don’t want.  Those that are overpriced for 90+ days will 

negotiate with you, but you rejected those homes and don’t want to buy them. 
• The house you want is in a “seller’s market” price point and location, so we’ll have to make decision 

quickly when the right house comes on.  You can’t afford to make a low offer. 

6. Adding personal property into an offer to purchase: 
• Only negotiate what is noted as included or negotiable 
• Respect the seller’s exclusion list 
• Do not create a “value” issue of what the buyer is paying for.  They are buying the house.  Do not confuse 

and convolute the deal by adding seller’s personal belongings (chattel) that usually are not “for sale”.  
Once they get put into the agreement, the buyer has a harder time taking them out when they have to 
increase the purchase price.  It helps justify ‘going up’ in price. It also can cause issues with financing, 
especially if included in the appraisal value. 

7. Perception of too much re-decorating: 
• What is the true amount of redecorating needed?  Get estimates. 
• In most cases, perception is always higher than actual costs for paint and flooring. 
• Would their improvements enhance and add value? 
• Is the property priced to reflect the needed decorating for today’s trends? 

8. Haven’t seen enough homes - something new that may come on market: 
• Start off by letting the buyer know that the goal is to get them into their home within _____ days, according 

to their timeframe and to help them buy a home stress free without disrupting their lives.  The home search 
is not meant to become their 2nd full time job. 

• Explain to them that it is okay to find the house on their first or second trip out looking - that many of my 
clients have purchased a home on the 1st or 2nd trip.   

• Explain that you have tried to narrow it down to the best homes to show them that meet their specific 
criteria as not to waste their time. 

• Remind them or ask them what their motivation is on a scale of 1-10 or ask them if you found them the 
perfect home would they buy it within the next 30-60 days 

9. Concern of selling too fast and not having another house to buy: 
• Create confidence by explaining that you will find them a house that is not on the market yet, through your 

network of agents. 
• Let buyers know that you orchestrate the timing of the sale and purchase process 
• Consider a delayed escrow for closing 
• For the right selling price and terms, it might be in your best financial interest to move twice 


