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How to Crush Buyer Objections

What are buyers
actually thinking about
in 20257

They’re not just browsing Zillow
at midnight—they’re stressed,
skeptical, and more informed
than ever.
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How to Crush Buyer O

We asked Grok to dig into buyer sentim{cgiselalilp[H®

Here's what it found:

1. Buyersfeel their wealth is down 20-30% from
economic fear.

2. They're calling 6.84% rates “insane.”

3. Theysee $398,400 median prices and say,
“homeownership is for the rich.”

4. Inventory? They say “it's a ghost town,” even though
there's 3.5 months of supply.
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BUT HERE'S THE TRUTH:

These objections aren’t roadblocks.
They're signals. And the agents who
decode them are the ones winning the
clients—and the closings.
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Let's Decode the Six Main Buyer Objections

1.“"Homes are too expensive.” They feel locked out. S398K median
feels like fantasy land.

2 “"Rates are a deal-breaker.” 6.84% has them frozen—waiting
for a miracle.

3. “There’s nothing to buy.” 3.5 months of inventory, but
buyers say it’s all bidding wars and
heartbreak.

¢y Pro Tip: These aren’t objections. They're invitations to lead.
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Let's Decode the Six Main Buyer Objections

4."l don't trust the economy.” Tariffs, layoffs, instability—they feel
it all deeply.

b.“l don't have enough for a First-time buyers are feeling

down payment.” defeated.

6. “These homes are money They're inspecting everything and

pits.” trusting nothing.

¢y Pro Tip: These aren’t objections. They're invitations to lead.
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From 1000WATT's research:

5% of renters want to buy—but think they can't.

Only 27% of those blaming rates even know what
current rates are.

Control—not wealth—is the new motivation. 36 % want
a space that's theirs.

That means the real conversation isn't just
about numbers. It's about power,
independence, and agency.

How to Crush Buyer Objections
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It's not about“what to say,” but what to
do next—how toeducate, reframe, and
move a buyer from stuck to sold.

¢ Use the Empathy B Pivot with Purpose B8 Action Strategy framework
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“Rates are too
high”

/- Buyer Sentiment:
“6.84% is a trap,” or “I’ll
wait it out.”
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The Buy Now or Buy Later Calculator from Palm Agent

€ Calcs O Buy Now or Buy Later @'] Another benefit of buying today

Buy Now +

If you buy now vs waiting, you should build more

Buyin 2 years
home equity over time.

Refiin 2 years

Purchase Price $400,000 Future Price $428,490 Refiin 2 Years Buy in 2 years

Refi Loan $352,242 Loan $385,641 - $40'000 Down $42,849
i 5.875% 5.875%

Rate After Refi o Interest Rate ° Principal Paid $7,758 Principal Paid $0

iati 28,490 iati
Total Payment Total Payment Appreciation %28, Appreciation $0

$2,516 $2,820

Total Equity Total Equity

$76,248 $42,849

Interest rate in 2 years $5.875%

& P @& 0 @

0 1% 2% 3% 4% 5% 6% 7% 8% 9% 10% Buy > Calculators
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USE THIS SCRIPT:

“RATES ARE TOO HIGH"

“Worried about locking in high? Totally valid.

But what if waiting meant paying more because

prices rise when rates fall?

What's most important to you about buying
now?”

How to Crush Buyer Objections



PIVOT WITH PURPOSE:

“RATES ARE TOO HIGH"

“Would you be open to exploring programs that
make payments more comfortable today?”



STRATEGY FOR SUPPORT:

“RATES ARE TOO HIGH"

How to Crush Buyer Objections

- Break down rate buydowns and ARMs with visuals.

« Run a “cost of waiting” side-by-side scenario showing how delayed buying
could cost more. - looking at if prices gradually increase over time - even if it
just a modest 2-3% increase, the same house will cost more in 2 years and no
guarantee the rate will go down to a point that makes sense.

- Connect them with a lender for a personalized plan with rate options, not just
rate talk.

- Promote your “Rate Relief Plan” in your social and buyer consults.
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“The economy is
scary”

) Buyer Sentiment: My
wealth is down,” or “I'm
afraid to commit.”
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The Buy Now or Buy Later Calculator from Palm Agent

Vil — 156 G sl el e _
: e :

Home Appreciation
{ Cales (9  Buy Now or Buy Later i S da

Home appreciation refers to the increase in the value of
BuV Now Appreuatton a property over time.
'—;.f - 1’ ! " | S .|‘ ".
Buy Now - $400,000 ‘ e
= 2 A

Loan - $360,000 Rate - 6.875%
Current Value $400,000
Appreciation Rate 3.5%
Years 2
. [ / Appreciation Total $28,490
"""" i s 8
Do you think home prices will Appreciate or Depreciate
over the next few years?
P&l $2,365 Down $40,000
Taxes $238 Prepaids $3,789 Appreciate Depreciate
Insurance $130 Fixed Costs $7,995
PMI $135 Detailed Closing Costs Appraciation Hats 3.5

KER BURE .



USE THIS SCRIPT:

“THE ECONOMY IS SCARY"

“There's a lot going on, no question.

what if owning helped you protect against
rising rents and gave you a stable asset when
things feel shaky?”




PIVOT WITH PURPOSE:

“THE ECONOMY IS SCARY"

“Would it be helpful to see how housing
performs in economic downturns?”

How to Crush Buyer Objections



STRATEGY FOR SUPPORT:

“THE ECONOMY IS SCARY"

How to Crush Buyer Objections

- Share visual market history (appreciation, foreclosure rates, etc.).
Utilize KCM graphics

« Run a “recession-proof your rent” workshop or webinar.

« Use storytelling: past clients who bought during uncertainty and are
now thriving.

- Offer a Housing Stability Report (local market data + forecast).
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“Homes are too
expensive”

A~ Buyer Sentiment:
“Only the rich can buy,”
or “affordability is dead.”
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How to Crush Buyer Objections

Real Life Example 1:

Past client rented the same one bed/one bath apartment for 35 years. When she
finally bought, she realized she could have owned a home outright.

Real Life Example 2:

Another client bought a condo in the same building she was renting in for 2 years -
she was getting nervous when the time came close to buy and she added up just
the rent for 24 month and what that cost was. She paid $2000/month it quickly
made her realize she needed to buy.
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USE THIS SCRIPT:

“HOMES ARE TOO EXPENSIVE"

“It sounds like you're feeling boxed out.
What do you know about how renting compares
to owning over time?

Imagine owning where every payment builds
equity while rent keeps rising. Would it help to
explore programs that make owning more
affordable?”




PIVOT WITH PURPOSE:

“HOMES ARE TOO EXPENSIVE"

“Would it be helpful to explore what owning
looks like at your current rent budget?”



STRATEGY FOR SUPPORT:

“HOMES ARE TOO EXPENSIVE"
- Create arent-vs-own calculator (bring it to every buyer consult).

 Highlight real client stories with affordable programs.

« Partner with lenders to pre-qualify clients based on monthly budget,
not price tag.

 Offer a “First-Time Buyer Power Hour” with financing Q&A.

ctions

How to Crush Buyer Obje
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Rent Vs Own Calculator from Palm Agent

Total Monthly Payment

$3,200

Buying Power at 6.75%

$440,459

® Loan Amount $396,413.00

10.0% Down Payment $44,045.86

Numbers are estimates only

Home Price - $440,459

Monthly Payment - $3,200

| P&l $2,571.13
@ Taxes $262.07
¥ Insurance $143.15

PMI $148.65
B HOA §75.00

Bring to Close - $69,878

@ Down Payment $44,045.86
® Prepaids $4,152.02
Fixed $21,680.39

Home Price - $440,000

Break Even - 2 years -9 months
® Buy Costs $107,248.96
Rent Costs $108,018.00

$1.8M

$1.5M

S1.2Mm

$900k

$600k

$300k

Numbers are estimates only




Powered By

Buyer Agreemer 2} 8
100% 50%
¢ Back Full Report

Buyer Agreement - 3%

, @ PglmAgent
: Buyer pays Buyer Agent Compensation =
» HOME ESTIMATE

$400,000 Real Estate’s #1 Closing Cost App

$3,456 $63,461

Seller pays Buyer Agent Compensation

J el H A

)

Original Purchase Price

T $200,000
$400,000 °

Estimated Current Valug

$310,000

$3,456 $51,461

Current Equity $120,155
Buyer Agent Compensation is rolled into

the offer Appreciation $110,000
0 e g

$20,000

uyer Agreement - 3% Principal Paid oo
% HOME ESTIMATE $413,170 e c e

$52,934

Snntted Owl Nr Keller TX 76744 11SA
as
ao

Scan to Download



Empowered Agent Wrap-Up

Every buyer concern is a signal that they need
leadership, not pressure.

When you pause and pivot with purpose, you move
from “salesperson” to “trusted guide.”

Remember: Scripts spark connection, but it's your
strateqy that builds conversion.

Objections aren't obstacles—they're
opportunities.

How to Crush Buyer Objections
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Your Action Plan

1. Choose ONE objection to focus
on this week.

2. Usethe Empathy £ Pivot with
Purpose =] Action Strategy
framework.

3. Practice one script using the
builder tool—make it your own.

4. Book at least one buyer consult
this week using this approach.

5. Share your results with your
team—or tag us online. We want
to celebrate your win.

6. Download the Resource

TF
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and then go lead.
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Want the resource? 4 Follow these steps:

Scan to open my Instagram profile
@kristijencks ¢ istiencks

¥ 2,941 8,670

Hit that follow button :)
DM me “SPRING” on INSTAGRAM

imktr ee/| kr stije cks

)

2,693
following

@ kristijencks Q) Kristi Jencks - Sharing What's Working

Followed by merrill.jencks, urgirl.ali and 32 others

ST |

Scan to
open
Instagram

Coaching  Famiy  Arizona
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