
Seven Tips to Be a Better Salesperson 
By: Mindy Williams 

 
1) Talk about the product & sales recommendations only AFTER you know 

exactly what your prospect wants. 
 
2) Keep asking for feedback: 

“Am I showing you the right types of apartments?” 
“Does that sound like what you need?” 
“This one is what you are looking for, right?” 

 
3) Feel, Felt Found 

…is a tried and true selling technique when dealing with an objection. 
“I understand how you feel.  Others have felt the same way.  But after ____ 
they have found that __________.” 

 
Real life example: 
Objection:  “The closets are too small.” 
Answer: “I understand how you feel.  Other residents have felt the same way.  
But after installing a few storage shelves from The Container Store down the 
street, for less than $50 they have found the closet was fine.” 

 
4) Get permission to follow up.  If they don’t give you permission to follow up -- 

there is a reason.  Maybe they are not interested in your apartment 
community -- or perhaps they are getting a divorce and don’t want their 
spouse to know.  It’s okay to ask them why they don’t want you to follow up, 
but respect their answer either way. 

 
5) It’s okay to ask WHY.  If your prospect has an objection, it’s okay to ask for 

clarification.  Most buyers EXPECT you to ask them for the sale.  And, most 
likely, they will have answer for you. 

 
6) If YOU aren’t sold on the product (or price or location or ....) you can’t sell it to 

your prospect.  It is extremely important that you feel confident about what 
you are selling.  If you don’t, it’s time to find out why - then change it. 

 
7) When a prospect states an objection, make sure you are quiet for a few 

seconds afterwards.  This shows the prospect that you heard and are 
processing her comment.  Give her an agreement statement like “I 
understand” or “I hear what you are saying” or “I see.”  Then, address her 
objection. 
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