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How to Overcome the Objection When They Are Considering a Discount Flat-

Fee Company 
 

“Mr. and Mrs. Seller, may I ask, is the concern really the rate of 
commission? Or is it simply that you would like to net the most money 
possible?” 

 
Seller:  “We want to net the most we can.” 
 

“Of course you do, and if I were you I would feel exactly the same way. If 
you could get the same service, expertise, experience, and results by 
listing with a cut-rate flat-fee company, it would make sense to do so. In 
fact, if it worked as well as a full service company does, most every 
seller would do so, wouldn’t they?” 

 
“And yet when you look across the country, only a very tiny fraction of 
sellers use this type of company for a simple reason. It just doesn’t work 
well. They often find that the cut-rate companies do so little to sell the 
home and the service is so poor, that they actually end up selling for 
less and netting less than they would have with a full service quality 
agent.” 
 
“When you think about it, your home is one of your largest assets and it 
needs to be protected. The great news is, when you hire a qualified full 
service professional like me, you are not paying me a single dime today. 
In fact, I only get paid when I deliver offers that are fully acceptable to 
you!” 
 
“Plus, buyer agents do not like to show and sell homes listed by the flat-
fee agents because they know they will be managing the transaction 
without much help. These agents prefer to work with a quality 
professional on the other end of the deal.” 
 
“You deserve to have the best agent working on your behalf, bringing all 
the tools and technologies available to showcase your home in its best 
light.” 
 
“Mr. Seller, has there ever been a time when something appeared to be 
a good deal because it was cheap, but when you bought it, it promptly 
broke and you had to go replace it with the upgraded item? This time is 
just like that, you get what you pay for. Let’s do the right thing today to 
allow us to maximize your return on this valuable investment.” 
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“And Mr. Seller, you are probably one step ahead of me in thinking that 
in this type of market we can’t take chances, we have to do it right and 
hit it hard out of the gate.” 


