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HOW TO HANDLE #1 SELLER’S OBJECTION:

If | were to sell, where would | go?

As a real estate agent, handling objections smoothly is key to building rapport and advancing
the conversation. When a potential seller asks "If | were to sell, where would | go?", it's an

opportunity to use Neuro-Linguistic Programming (NLP) techniques to address their concerns

and guide them toward booking an appointment.

Here are 5 NLP-inspired ways you can respond, with a focus on empathy, reframing, and using

language to create a positive pathway forward:

1. Future Pacing (Painting a Picture of the Future)

By guiding them to envision a positive future, you can ease their worries about where they
would go after selling.
Example:

"That's a great question! Let’'s imagine for a moment that you’ve sold your home for
a great price—what would you ideally want in your next home? We could explore
options that meet those needs so you're comfortable making the transition when the
time is right."

This helps them visualize a positive outcome and allows you to open the door for a more
in-depth conversation about options.

2. Reframing (Shifting Perspective)

Reframing is about changing the way they think about the situation.
Example:

Coach Ran Biderman | A Member of ICF (International Coaching Federation) | www.RanBiderman.com

Offering: Life Coaching, Business Coaching, Real Estate Coaching, C-Level Executive Coaching &
Transformation Coaching


http://www.ranbiderman.com

"I completely understand the concern! A lot of my clients feel the same way. What
we can do is start by looking at the market and what’s available right now. Even if
you’re not ready to make a move yet, knowing your options can give you the
confidence to make the best decision when the time comes."

By offering them control and positioning the market as an information-gathering process, it
makes the situation less daunting.

3. Highlighting Opportunity (Creating Possibilities)

This approach focuses on the possibility and the freedom selling may bring.
Example:

"Great question! The beauty of selling your home is that it opens up so many
possibilities. We can look at options that match your ideal lifestyle—whether that’s
downsizing, relocating, or even investing. Let's explore the options that would make
your next step exciting!"

You're framing the conversation around opportunities, not just challenges, which keeps the
energy positive and forward-moving.

4. Anchoring (Triggering Positive Emotions)

You can use anchoring to recall a positive memory or emotional state from the client.
Example:

"I can see that you're really invested in finding the right next step, and that’s
completely understandable. A lot of sellers | work with have felt the same way, and
once they find a place that feels right for them, it all comes together beautifully. Let’s
get together so we can discuss what’s most important to you—Ilocation, size,
amenities—and we’ll explore how you can take the next step confidently."

By tapping into their feelings of confidence or excitement (perhaps by recalling positive aspects
of their previous home or goals), you can reinforce the idea of a successful transition.

5. Mirroring & Matching (Building Rapport)

By subtly mirroring the seller’s language or tone, you create a stronger connection and subtly
guide the conversation.
Example:

Seller: "If | were to sell, where would | go?" You: "l totally get that. A lot of my clients
have had the same concern. What we do together is explore the possibilities of
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what’s available, and | can show you the homes that best fit your goals, whether
you're looking for a similar home or something different. Let’s take a look at what
options might be a perfect fit for you."

By matching their phrasing and using their concerns, you increase trust and make it feel like
you’re working together to solve the issue.

Key Takeaways:

Future Pacing: Help them visualize the positive future after selling.
Reframing: Change how they view the concern by offering solutions or alternatives.
Highlighting Opportunity: Shift the focus from the “problem” to the many possibilities
selling offers.

e Anchoring: Trigger positive emotions or experiences to make them feel confident in the
decision.

e Mirroring & Matching: Build rapport by reflecting their language and tone.

By incorporating these NLP techniques, you can not only handle this objection smoothly but
also move the conversation towards scheduling an appointment. Let me know if you’d like more
examples or help on other objections!
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