
1 
 

 www.excelleum.com 
Copyright © MMXVIII Debbie De Grote. All rights reserved 

 
 

 
Price Reduction Script When Working With Long Time or Original Owners 
 
Older homeowners who are long time or original owners can often be very difficult 
when it comes to price reductions. They are attached and can be emotional about 
extracting every last penny possible out of the home, and sometimes may not be as 
in touch with the market as your younger sellers are. 
 
I have had good luck many times with the script below: 
 

“Mr. and Mrs. Seller, I completely understand why you want to net every 
possible penny from the sale. And yet, it is now very clear that the 
market is not responding to our current price and that is exactly why I 
am recommending a reduction of X today.” 

 
Seller:  “We don’t want to give the home away. There will be a buyer out there 
that will love the home as much as we do, so we will just wait.” 
 

“Mr. and Mrs. Seller, I know you have owned this home for a long time. I 
am just curious, what did you pay for it when you purchased it many 
years ago?” 

 
“Wow, isn’t that amazing how much it has appreciated! In fact, I wonder 
back then if someone had told you that it would be worth this value 
today, would you have even believed it? Good for you and the wise 
investment you made!” 

 
“Did you know that the buyer who buys this home will likely have a 
mortgage payment of X, and will need to make approximately X to be 
able to qualify?” 
 
“Shocking isn’t it, how expensive it really will be for our new buyer? 
This is exactly why we have to have a realistic price on the home to 
attract those who can qualify.” 
 

 
 


