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Price Reduction Objections 

 
1) “I don’t want to reduce the price; we haven’t had enough showings.” 

“Mrs. Seller, if I were you, I would feel exactly like you do. That is why I 
wanted to share with you that we have had over X number of people 
view your property online, so really, when you think about it, they are 
online previews.” 

“So we have had over X people view the home in person and online and 
no one was interested in buying it, and that’s exactly why we need to 
adjust the price today.” 

“I simply need your permission to make the change; will you give me 
your permission to do that now?” 

2) “You haven’t shown the property.” 

“You are right; I have been working very hard and prospecting for 
buyers every day, and yet I haven’t found anyone willing to pay the 
price you are asking. Again, that’s why I am calling—we need to adjust 
the price today, and I recommend we adjust it to X.” 

3) “Why don’t you just do more marketing or have more open houses?” 

“I can appreciate why you would bring this up, and yet I assure you, we 
have completed all of the marketing activities that we committed to do, 
and at this point we have massive exposure and still no one is 
interested. So it’s really about the price.” 

4) “We have a lot of upgrades; our home is special.” 

“You are right, your home is special, and that’s fortunate because if it 
wasn’t, we would not have had any interest at this price. Luckily, people 
are interested; they just aren’t willing to pay the price you are asking. 
You see, many of your upgrades are unique and may not fit their needs 
or their taste.” 

“I am sure you can understand that buyers today are not willing to pay 
over market value for upgrades—it’s just not that type of market and 
economy.” “If we want to sell the home, we need to reduce it today by X. 
Will you give me your permission to process the change today?” 


