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The Buyer Decision Gap Guide
Help a hesitant buyer move from anxiety to a confident decision — with arithmetic, not pressure.
The numbers below aren't there to convince anyone. They're there to replace a vague feeling of
dread with something a person can actually look at and decide about.

THE ONE THING TO UNDERSTAND

A seller hesitates about disruption. A buyer hesitates about regret.
That difference changes everything about how you help them. A seller is weighing the mess of moving. A
buyer is quietly asking “what if this is a mistake I can't undo?” — and no amount of enthusiasm answers that
question. What answers it is arithmetic: specific, honest numbers that let them see the actual decision
instead of imagining the worst version of it. Anxiety lives in vagueness. Your job is to make it specific.

PART 01 Where buyers actually get stuck
Two different fears that look identical from the outside.

FEAR ONE

“I'll pay too much”
Fear of buying at the wrong moment — of watching
prices or rates move against them right after they
commit. This one responds to arithmetic, because it's a
question about numbers.

FEAR TWO

“I'll pick wrong”
Fear of the house itself — the commute, the neighbors,
the thing they'll notice in year two. This one responds to
clarity about what they actually need, not to market
data.

Diagnose before you calculate. If you answer “I'll pick wrong” with a cost-of-waiting analysis, you've handed them a
spreadsheet for a question they didn't ask — and they'll go quieter, not clearer. One honest question sorts it: “When you
picture buying this year, what's the part that makes you uneasy — the timing, or the house?”

STAY IN YOUR LANE, AND SAY SO

You are not their lender and you are not their financial advisor. Every number below should be confirmed by the person
who's actually qualified — that's a feature, not a limitation. “Let's get your lender to run the real version of this” builds
more trust than any figure you could produce yourself, and it keeps you doing what you're genuinely expert at: the
market, the houses, and the decision. 
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PART 02 Four pieces of arithmetic
Fill these in with their real numbers, in front of them. The act of doing it together is half the value.

ARITHMETIC 01

What would have to be true for waiting to win?

The strongest question you can ask a waiting buyer — because it's genuinely two-sided. You're not arguing for buying.
You're asking them to state the conditions under which their own plan pays off.

THE SHAPE OF IT

If we wait ____ months, prices would need to ____ and rates would need to ____ for us to come out ahead —
while we pay ____ in rent during that time.

HOW TO ASK IT

“Let's not assume waiting is worse — let's just find out. What would prices and rates have to do over the next year for waiting to
have been the right call? Then we'll both know what we're actually hoping for.”

Sometimes the honest answer is that waiting does win. Say so when it does. That's the moment you become the agent
they trust for the next twenty years.

ARITHMETIC 02

The real monthly number, not the sticker price

Most buyer anxiety is attached to the purchase price — a number they'll never write a check for. The number that
actually governs their life is the monthly one, and many buyers have never seen it written down completely.

THE SHAPE OF IT

Principal & interest ____ + taxes ____ + insurance ____ + HOA or dues ____ = the number that matters ____

HOW TO ASK IT

“Forget the price for a minute. What monthly number would feel comfortable — not the maximum you'd qualify for, the one
you'd feel fine about in a slow month?”

Work backward from their comfortable number to a price range. A buyer shopping from a payment they chose behaves
completely differently from one shopping at the top of an approval letter.

ARITHMETIC 03

How long would they need to stay?

Buying costs money going in and coming out. There's a length of time below which buying rarely makes sense, and
above which short-term market movement matters much less. Naming that horizon replaces panic about timing with a
simple question about their life.

THE SHAPE OF IT

Costs to buy ____ + costs to sell ____ against what they'd build over ____ years — do they plan to be here that
long?

HOW TO ASK IT

“Realistically, how long do you see yourselves in this house? If the answer is a long time, month-to-month market noise matters
a lot less than it feels like it does right now.”
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PART 03 The shape of the conversation
Arithmetic works only if the buyer feels safe enough to look at it honestly.

1 Name the fear without flinching
“It sounds like you're worried about buying at the wrong time.” Saying it plainly does more than reassurance ever does —
the fear shrinks the moment someone else says it out loud calmly.

2 Ask permission before the numbers
“Would it help to actually run that, instead of both of us guessing?” Permission turns arithmetic into help. Without it, the
same numbers land as a pitch.

3 Do the math together, out loud
Not a polished report emailed later. Write it in front of them, using their real numbers, including the parts that don't
favor buying. Visible honesty is what converts anxiety into trust.

4 Say what you actually think
They've asked six people and gotten six versions of “it's a great time to buy.” A real opinion — including “I'd wait if I were
you” — is rare enough to be memorable and is the whole reason they'll come back.

5 Hand the decision back
“You don't have to decide today. You just have to decide with the real numbers instead of the imagined ones.” That
sentence ends more buyer paralysis than any close ever written.

ARITHMETIC 04

How many homes actually fit?

Two opposite anxieties come from the same missing number. “There's nothing out there” and “I have to decide tonight”
both dissolve when a buyer sees how many homes genuinely match their criteria and how quickly those move.

THE SHAPE OF IT

Homes matching their must-haves ____ · typical days on market ____ · roughly ____ new ones per month

HOW TO ASK IT

“Here's exactly how many homes fit what you told me, and here's how fast they've been moving. Now you know whether we're
being patient or being quick — instead of guessing.”
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What not to say

Anxiety lives in vagueness. Make it specific.
Find more Get Chosen tools at soloagentacademy.com

“Rates will come down and you can refinance.” Nobody knows that. Promising a future refinance is a prediction
dressed as advice, and if it doesn't happen you own it.

“You're throwing money away on rent.” Dismissive, and not always true — renting is the right answer for some
people at some moments. Buyers hear this line from everyone, and it costs you credibility.

“Prices always go up.” They don't, and any buyer who lived through a downturn knows it. One overstated claim
makes everything else you say suspect.

“This one won't last.” If it's true, show the arithmetic. If you're saying it to create urgency, they can tell — and it
confirms every fear they had about working with an agent.

Anything that's the lender's job. Quoting rates or payment figures yourself creates risk you don't need. Get them
the real numbers from the person qualified to give them.
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