SOLO AGENT ACADEMY - GET CHOSEN

The Seller Hesitation Conversation
Guide

What to say when a seller stalls — calm language that keeps the conversation open instead of
closing it. Not scripts. A way of thinking about hesitation, and honest words that fit the moment.

THE ONE THING TO UNDERSTAND

Hesitation left alone doesn't stay hesitation. It hardens into a reason.

A seller who's unsure will eventually explain their uncertainty to themselves — and once they've built that
explanation, they're not hesitating anymore, they're committed to waiting. That's the moment you lose
them, and it usually happens in the silence after a conversation that went fine. Which means the goal isn't
to overcome hesitation. It's to stay in the conversation while they're still deciding.

Hesitation is not an objection

They look similar and they need opposite responses. This is where most agents go wrong.

e a
AN OBJECTION HESITATION
A stated reason An unstated feeling
Specific, spoken out loud, and usually answerable with Vague, often unspoken, and rarely about the thing they
information. “Your commission is higher than the other name. “We're probably going to wait a bit.” There's nothing
agent's.” There's something concrete to respond to. to answer — because the real reason hasn't surfaced
yet.
\_ J

Why the difference matters: an objection responds to information. Hesitation responds to curiosity. If you answer
hesitation with facts — market data, rate charts, reasons now is a good time — you're solving a problem they didn't state,
and the unspoken one stays put. Worse, the pressure gives them something to push against, which is exactly how a soft
“maybe” becomes a firm “we've decided to wait.”

THE POSTURE THAT WORKS

Calm, curious, and genuinely unattached to the outcome of this particular conversation. You're not trying to move them
today. You're trying to understand what's actually in the way, and to still be the person they call when it clears. That
patience is rare, and sellers notice it.
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rart 02 What they say, what's underneath, what to say

Say these in your own words. Borrowed language always sounds borrowed.

“We're going to wait until spring.”
USUALLY UNDERNEATH

Spring is rarely the real reason — it's a comfortable, socially acceptable delay that ends the conversation politely. Something
else is unresolved, and this is the door they're closing it behind.

AN HONEST WAY TO OPEN IT
“That's fair — spring works well for a lot of people. Can | ask, is it the timing itself, or is there something else you'd want sorted
out before you list?”

“We wouldn't have anywhere to go.”

USUALLY UNDERNEATH

This one is real, and it's the most common unspoken blocker in any market. They're not weighing price — they're picturing being
between homes with their family and no plan. That fear outranks every number you could show them.

AN HONEST WAY TO OPEN IT

“That's the part most people get stuck on, and it's worth taking seriously. Would it help if we mapped out what the order of
operations would actually look like? Not to commit to anything — just so you're deciding with the real picture instead of the
worst case.”

“We want to see what the market does first.”

USUALLY UNDERNEATH

A wish for certainty that isn't coming. Waiting feels like a safe, neutral choice — which hides the fact that waiting is also a
decision with its own costs and its own risks.

AN HONEST WAY TO OPEN IT

“Completely reasonable. Out of curiosity, what would you need to see happen for it to feel like the right time? Sometimes
putting that into words makes it clearer whether you're waiting for something specific or just waiting.”

“I'm not sure we'd get enough out of it.”

USUALLY UNDERNEATH

Either a number in their head from a neighbor, a site, or 2022 — or a genuine math problem about where they'd land next. You
can't tell which until you ask, and guessing wrong costs you the conversation.

AN HONEST WAY TO OPEN IT

“Fair concern. Do you have a number in mind you'd need to clear? If you tell me what it is, I'll tell you honestly whether | think
it's reachable — including if | don't think it is.”

“We're just not ready yet.”
USUALLY UNDERNEATH

Often emotional rather than financial. The house holds something — a marriage, children who grew up there, a person who's
gone. Treating this as a logistics problem is how agents lose these sellers permanently.

AN HONEST WAY TO OPEN IT

“l understand. There's no rush on my end. When people say that, it's usually less about the house and more about everything
the move represents — is that where you are?”
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“We're thinking about trying it ourselves first.”
USUALLY UNDERNEATH

Cost, usually — or a belief the house will sell itself. Arguing against it makes you the salesperson in the story. Supporting it
calmly makes you the person they call in five weeks.

AN HONEST WAY TO OPEN IT

“Plenty of people try that, and some do fine with it. If you'd like, I'll tell you the two or three things that tend to trip people up
— no strings. And if it's not working after a few weeks, you'll know where | am.”

One of them is ready and one isn't.
USUALLY UNDERNEATH

Not a real estate problem — a household conversation that hasn't finished. If you side with the ready one, you become part of
the pressure the reluctant one is already feeling, and you lose the whole household.

AN HONEST WAY TO OPEN IT

“Sounds like you two are in slightly different places on this, which is completely normal. I'd rather you get to the same page on
your own timeline than have me push. What would help most right now — information, or space?”

rart 0z The shape of the conversation

Same structure every time, whatever the hesitation is.

° Accept it out loud
Say some version of “that's fair” and mean it. A seller braced for a pitch relaxes the moment they realize one isn't coming
— and a relaxed seller says the true thing.

e Ask one question, then stop talking
One open question about what's actually in the way. Then silence, however uncomfortable. The pause is doing the work.
Filling it is the most common mistake in this whole conversation.

a Reflect back what you heard
“So it sounds like the timing isn't really the issue — it's not knowing where you'd land.” Being understood accurately is
what earns you the next conversation.

a Offer one small, useful thing
Not a listing appointment. Something that helps whether or not they sell — a number, a timeline sketch, an answer.
Usefulness without a hook is what separates you from everyone else calling them.

e Leave the door open on purpose

“Would it be alright if | checked in around [month]?” Get a yes to that, and put it in your CRM the moment you hang up.
Most sellers who wait do eventually sell — usually with whoever stayed in touch without pressuring them.
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What not to do

Don't answer hesitation with data. Rate charts and market stats respond to an objection they haven't made. Save
the numbers for after you know what's actually in the way.

Don't create urgency. Manufactured pressure is the fastest way to turn a soft maybe into a firm no — and it's
exactly what they expect from an agent.

Don't fill the silence. After you ask the question, wait. The seller will almost always fill it, and what they say next is
the real reason.

Don't take sides between spouses. You'll win one and lose the household.

Don't disappear when they say not now. “Not now” is a timeline, not a rejection. The agent who checks in calmly
for eight months gets the listing the agent who pushed once never will.

Conversations beat scripts. Calm beats chaos.

Find more Get Chosen tools at soloagentacademy.com
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