
Three Most Common Objections & How to Handle Them

NOTE: This framework is a part of my one to one and group coaching program

Objection 1: "It's too expensive" or "I can't afford it right now."

1. Reframe Value
"I get that our commission split may feel like a big investment. Let me ask—if
joining us helps you double your production through [specific support, tools,
or training], would that make it worth considering? Many of our agents see
their income grow significantly after coming on board."

2. Offer Alternatives
"I understand you're watching your bottom line. What if we explored starting
with [a tailored commission split, reduced desk fees, or specific support] to
ease you into the transition while you experience how we help agents
increase their production?"

Objection 2: "I need to think about it" or "I'll get back to you."

1. Set a Clear Follow-Up
"Totally understand—you want to make the right decision. Is there any
specific aspect of our brokerage you'd like more information about? Let’s also
schedule a time to follow up after you’ve had time to reflect—does [specific
date/time] work?"

2. Uncover the Hesitation
"Of course, take your time. Out of curiosity, what’s the biggest factor you’re
weighing right now? Is it about the culture, the tools we provide, or
something else? Maybe I can give you clarity to make this easier."



Objection 3: "I need to talk to my spouse/partner/boss."

1. Involve the Decision Maker
"That’s a great idea—I’d want their input, too. Would it help if we all got on a
call together? I’d be happy to share how this move could benefit your career
and lifestyle."

2. Bridge the Gap
"That makes sense. Based on what we’ve discussed, what do you think they’d
be most curious or concerned about? I can help you frame the conversation
so they feel confident about this opportunity."


