
Negotiation
"Top Real Estate Negotiation Strategies From the Pros"



How Now

How After
All training is a chance to improve ...
to SHARPEN THE SAW 
To DO MORE
to DO BETTER 
to DO QUICKER

Decide to 
take action
with what 
you learn



my ability to present the
value of your property

Why do Sellers

Need Us
If you do not understand your professional
role and never forget it - you are a liability! Why?

The reason to choose me

is my ability to manage

the marketing strategy
of your property 



my ability to protect the
value of your property

Why do Sellers

AND BUYERS

Need Us
If you do not understand your professional
role and never forget it - you are a liability! 

Why?

The SECOND reason to
choose me is my ability
to negotiate 



my ability to protect the
value of your property

Why do Sellers

AND BUYERS

Need Us
If you do not understand your professional
role and never forget it - you are a liability! 

WIN / WIN



Solution
List 1-3 ways your company

proposes to solve them.

Solution
We are here to help people

make decisions
 

Usually people express their
anxiety and fears and

uncertainty by making
objections

 
Objections are a buying sign,

they should be welcome!
When people are not interested

they usually show indifference
they don't raise objections.



Solution
List 1-3 ways your company

proposes to solve them.

Solution
We are here to help people

make decisions
 

Usually people express their
anxiety and fears and
uncertainty by raining

objections
 

Objections are a buying sign,
they should be welcome!

When people are not interested
they usually show indifference

they don't raise objections.

It's how we

respond that

makes the

difference
This is not a trick but an essential
sales skill to help people ...



4 Steps to Overcoming

Sales Objections
 



4 Steps to Overcoming

Sales Objections
 Listen Fully to the Objection

 
Your first reaction when you hear an objection may be to jump right in and respond immediately. 

Resist this temptation. When you react too quickly, you risk making assumptions about the objection. 
Take the time to listen to the objection fully.

Do not react defensively 
Train yourself to ignore any negative emotions you may be feeling, 

and stay focused on what the buyer is saying and the business problem you are helping to solve. 
Listen with the intent of fully understanding the buyer's concerns without bias or anticipation, 

and allow your body language and verbal confirmations to communicate to the buyer 
that you are listening intently.



4 Steps to Overcoming

Sales Objections
 Understand the Objection Completely

 
Many objections hide underlying issues that the buyer can't or isn't ready to articulate. 

Often the true issue isn't what the buyer first tells you. It's your job to get to the heart of the objection, 
and then fully understand it and its true source.  

To do this, you must ask permission from the buyer to understand and explore the issue. 
Once explored, restate the concern as you understand it. Sometimes when you restate the objection, 
the buyer sees the issue more fully, and you get closer to the true source of the objection as a result. 

Even after the buyer confirms you understand perfectly, ask "What else?" and "Why" questions for clarification. 
Often it is the answer to that last "What else?" that contains the biggest barrier to moving the sale forward.



4 Steps to Overcoming

Sales Objections
 Respond Properly

 
After you're confident you've uncovered all objections, address the most important objection first. 

Once you work through the greatest barrier to moving forward, other concerns may no longer matter 
or feel as important to the buyer.  You should do your best to resolve their issue right away. 

The more you can resolve issues in real time, the greater chance you have of moving the sale forward. 
If you need more information to resolve a specific concern, you may have to look something up. 

Don't wing it—buyers can sense that and it creates distrust. 
Long-winded responses can seem insincere, so keep your responses clear and to the point.



4 Steps to Overcoming

Sales Objections
 Confirm You've Satisfied the Objection

 
Once you've responded to the buyer's objections, check if you've satisfied all of their concerns. 

Just because they nodded during your response doesn't mean they agreed with everything you said. 
Ask if the buyer is happy with your solution and explain your solution further if necessary. 

Some objections require a process to overcome, not just a quick answer.  
If the client isn't ready, don't try to force a commitment. 

Be sure not to accept a lukewarm "yes" for an answer though, either. 
Many buyers will accept a solution in the moment, but once you're out of sight or off the phone, 

the objection still remains.



Be Professional
When faced with sales objections, don't lose sight of
your goal. Use the steps above to Listen, Understand,
Respond and Confirm, and you will strengthen your
relationships with buyers, overcome obstacles in the
buying process, and move closer to the sale.
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DO More

DO it

Better

Do it

Faster
 


