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Price Reduction Conversation When There Is No Sold/Closed Data to Rely On 
 
At times in a shifting market, the sold and closed data may actually indicate a value 
that is higher than the current market will bear. Yet we know if the property is not 
selling, it’s not priced right and must be reduced. 
 
A good strategy in this situation might be to pull all of the potential homes that a 
buyer would view or consider if they considered the listing you are trying to reduce. 
In other words, what other cities/towns/neighborhoods would this buyer be likely 
to look at? That way we can show our seller the full scope of the competition they 
are up against. 
 
I like to run these on a one line print out, if possible, stacking the properties up and 
highlighting where in the lineup the listing you are trying to reduce ranks. 
 

“Mr. and Mrs. Seller, you can see by this printout that these are all of the 
properties that our type of buyer would be likely to consider as they are 
considering yours, and you can see that out of X number of properties, 
we are ranked X on the list.” 

 
“My concern is that because buyers start at the cheapest and work their 
way up, they may not get to us before they buy. Or they may eliminate 
us from consideration all together.” 

 
“In order to capture their attention we need to be the clear choice in the 
mind of the prospect. We need to do what we can to ensure that we are 
number 1 or 2 in the lineup. And if we really want the property sold, we 
should be 10% below number 1.” 

 
“Based on the competition we see here, I recommend a price reduction 
of X to position us where we need to be in order to have a shot at the 
best buyers in the market today. Will you allow me to make that 
adjustment today?” 

 
You may want to also share with them that when a property receives some activity 
and no offers, statistically it is often 5% too high. If there is zero activity, typically it 
means the price is 10% too high. 
 
While some agents like small incremental adjustments, I have found that most 
sellers will only tolerate two reductions before they start to dig in their heels. So it 
may be best to go for more significant adjustments that will create a buzz of activity. 
 


