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Shifting Market Scripts 
 

 
Script To Handle The Question: What Work Should I Do To The Home Before 
Selling? 
 
Agents often lose listings when going through the pre-listing tour with a seller. Even 
if the seller has asked for feedback and recommendations, they can become either 
overwhelmed or offended when the agent tells them the truth. 
 
At your future listing appointments, be very careful with what you say as you tour 
the property with the homeowner. Be complimentary in a sincere way, noting the 
improvements that you know they are proud of, and complimenting them when 
appropriate. 
 
If they ask what you recommend they do to prepare the home, do not jump in with 
helpful suggestions. Instead, revert to clarifying questions. 
 

“Mr. and Mrs. Seller, may I ask, do you prefer to sell the property as is or 
would you be willing to do some work to prepare the property for sale, 
if you thought it would net you a higher value?” 

 
If they prefer to sell as is: 
 

“I understand, and I will keep that in mind as we review the data and 
properties we will be competing against. This will allow me to help you 
select the highest realistic price that the home will sell for in as is 
condition.” 

 
If they say they might be willing to do some things to be able to sell for a higher 
price: 
 

“Perfect, that is great to know. In today’s market, condition is critical to 
assure we net you the highest realistic price possible.” 
 
“With your permission, I would like to reserve my comments and 
recommendations until we complete our walk through of the home. 
Then, once we sit down together and review your expectations of the 
net you want to achieve and the timeline by when you want to move, we 
can discuss what we need to do to make that happen.  “ 
 
“In fact, at the end of our meeting today, once we list the home I will go 
out front with you and do another curb to curb walk through, just to 
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ensure we note anything I may have missed on this first tour. Does that 
sound good to you?” 
 
“If there are repairs, improvements, or staging that we decide it makes 
sense to do, I will help you locate quality vendors and assist in 
coordinating any work that you decide to do, all as part of my service at 
no additional charge to you.” 

 
Now that you have completed your tour and are at the table discussing the condition 
of the home, remember that they like to shoot the messenger. Even though they 
asked you for your opinion, they may still be easily offended by your comments. 
 
Once again, it is best to be careful about the statements you make and instead revert 
to another clarifying question. 
 

“Mr. and Mrs. Seller, tell me please, what is it that you feel the buyer 
might try to use against us in the negotiations?” 

 
If you say it, they think you are trashing their property. If they are the ones to say it, 
they don’t get mad! 
 
Once they tell you what the buyer might not like about the home, you can assure 
them you will do your best to fight for them to overcome any buyer objections and 
to locate the right buyer who will appreciate the property. 
 
If they aren’t listing today, but ask for a list of your vendors to begin work to 
prepare the home for a future sale date, here is what you can say: 
 

“Mr. and Mrs. Seller, I would be happy to not only share my list of 
vendors with you, but to also help you arrange and coordinate the work 
once the home is listed. The vendors I work with request that I am 
involved in the arrangement of estimates and services because it makes 
it easier for them to get the job done more efficiently. If you would like 
to go ahead and sign our initial agreement to work together, then I can 
go to work for you right away! We can execute the proper paperwork 
that my local board of realtors requires, which will allow me to hold it 
off the market until you are ready to begin. Let’s take just 5 minutes and 
get our agreement signed now so that I can go to work for you.” 

 
I understand that at times you may be forced to give up your vendors to them, but 
do so carefully because too often they use the vendors the agent recommends and 
don’t use the agent. 
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If possible, keep the conversation about the work to the home light until the listing 
is signed and then do what you promised you would do. Start at the front of the 
property and walk through with them, thoroughly discussing what you recommend 
they do based on the price that they selected. 
 
Now that they have hired you, they are more likely to listen and you can be more 
direct because you have the agreement in hand. 
 
Also an added bonus, if they are not receptive to what you recommend and 
therefore you feel the price is too high for the current condition, you can have a 
price adjustment conversation right on the spot before you even put the home on 
the market. 
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Setting the Expectation Conversation Once the Listing Is Signed 
 
We all know that sellers hear what they want to hear and believe what they want to 
believe when it comes to how market conditions will impact the sale of their home. 
They believe their home is special and people will be knocking on the door with full 
price offers within days of hitting the market. 
 
When that doesn’t happen who do they blame? The agent, of course! 
 
In our joy of having taken a new listing, we are often overly reassuring and 
optimistic when they ask: “Do you think this is a good price, do you think it will 
sell for this price and sell quickly?” 
 

“Mr. and Mrs. Seller, I feel we made a careful and mindful decision as we 
selected the list price of the property, and I want to assure you that I 
will fight to extract every possible penny from the sale for you. 
However, I cannot promise you that the home will sell for this price 
because the real estate market it a lot like the stock market, it goes up 
and down and is very unpredictable. So while I cannot promise you that 
the market will accept our price, what I can promise you is that I will do 
my best and I will keep you well informed of the progress every step of 
the way!” 

 
Be careful, they will not forget what you say and it will be used against you in the 
future if you discover that it’s not the right price and the market is not responding. 
 
Once the listing is signed and back in your hand, spend another 10-20 minutes in the 
setting-the-expectation conversation. This could be one of the most important 
segments of your appointment, so don’t skip it! 
 

“Mr. and Mrs. Seller, I am delighted to have the opportunity to represent 
you in the sale of your home. And I want to assure you that I will leave 
no stone unturned to find our perfect buyer. I have every reason to sell 
the property for the highest price possible because then I make more 
and you are happier!” 

 
“Now though, that we are business partners, I would like to have a 
confidential conversation with you.” 

 
“Because we have all the data in front of us, now is a perfect time to 
strategize together to create a game plan of what we will do if the 
market doesn’t respond to our price.” 
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“I know that you may not be in a hurry, however I do want to be sure 
you are aware of the fact that all agents and buyers can see our days on 
market and if the home doesn’t sell reasonably quick, they will use the 
high number of days on market to rule us out or to justify making a 
lower offer.” 
 
“This is why I will be carefully tracking the market response over the 
next two weeks and reporting back to you. If we see the market is 
rejecting our price, then we will want to make a decision to adjust the 
price within 2 weeks to 21 days.” 
 
“Again, confidentially, can you share with me what price adjustment 
you feel you would be willing to make at that time if the market doesn’t 
respond?” 

 
The goal is to get a lower number in their mind and on the table, and even 
potentially to get the first price adjustment in writing to make it easy to move 
forward with it when the time comes. 
 
If they won’t give you a number, it’s still okay because at least you have opened the 
door to the discussion. 
 
Caution: If you are doing net sheets for them, do not under any circumstance do a 
net sheet at the listing price. Instead, suggest that it might be best if you do one at 
what could be the worst case scenario, the lowest potential price a buyer might 
come in at, knowing that while that’s not a number they would accept it will at least 
provide a baseline to start at when calculating a counter offer number. 
 
Also in this setting-the-expectation conversation, you want to be sure to let them 
know how and how often you will be communicating with them. They will be 
happier and easier to deal with if there is a plan they can depend on. 
 
Be sure to under promise and over deliver, not the other way around. Keep your 
commitments and be patient, this is a very stressful time for them. The more often 
they hear from you, the more cooperative and calm they are likely to be. 
 
Also, because negotiations in the coming months or years may be a bit more 
challenging, you may want to set up the expectation that when there is an offer to 
review, they come to your office, giving you the home court advantage! 
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“I don’t want to reduce it, I think I will just take it off the market and wait a 
while.” 
 

“Well, Mr. and Mrs. Seller, I can appreciate that. If I were you I would 
probably be thinking exactly the same thing. May I ask you a question? 
If you did take it off the market, how long would you wait before trying 
it again?” 

 
(Often, they may say 6 months to a year or so.) 
 

“I’m curious, is there any market data that you have reviewed that 
makes you feel comfortable that 6-12 months from now would be a 
better time?” 
 
“You see, my concern is that there is actually the potential that it might 
take years to see a significant improvement.” 
 
“Would you be willing or able to wait out a 5 to 10 year down cycle?” 
 
“I am afraid that if we don’t take action today and adjust the price to get 
the home sold, we could be chasing the market down. I guess you could 
say this conversation is really about protecting the equity that you have 
in the home.” 
 
“Based on our current market response and the cycle we are heading 
into, I would recommend that we adjust the price by X today. Will you 
give me permission now to make that adjustment? It really is the right 
thing to do.” 

 
(If they strongly resist) 
 

“Mr. Seller, I know it’s a tough decision and I apologize for what the 
market is doing to you. I wonder, has there ever been a time when you 
were faced with a tough decision and yet once you made it through and 
looked back you were so glad you made that choice?” 
 
“I feel confident that this time will be just like that time, and once you 
are moved and through this process you will be glad it’s over. Let’s do 
the right thing today to get you where you want to be. Let’s make the 
adjustment and get this done for you!” 
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Seller:  “Maybe I will just rent it out.” 
 

“Maybe that is a good option for you, may I ask you a few questions so 
we can determine if that is the best course of action?” 
 
“Do you have experience owning and managing rental properties?” 
 
“If you were to rent it, how long would you hold it as a rental?” 
 
“Would the rent cover the mortgage, taxes, and expenses?” 
 
“If the tenant did not pay and it took some time to evict them and clean 
up the property, would that place a financial burden on you?” 
 
“Were you aware that if you later decided to sell it you would most 
likely have to vacate the tenant, rehab the property, and have it empty 
while it is being sold?” 
 
“Ideally, if you could get it sold, is that still what you would prefer to 
do?” 
 
“Based on that then, what we really should do today is X so that we can 
get it sold and eliminate the stress and headache of keeping a property 
you really don’t want to own.” 
 
“When you think about it, there really is no reason to hold onto a 
depreciating asset, is there?” 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
  



8 
 

 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.” 
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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. 
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How to Handle “I Want to Shop For My New Home before Selling My Existing 
Home” 
 

“Mr. and Mrs. Buyer/Seller, I completely understand why you would 
want to feel comfortable that you have identified a new home before 
you sell your current home.” 

 
“Because it is not easy to find a seller who will accept your contingent 
offer, and because I don’t want you to end up disappointed, there are 
some logical steps we can take to examine all the options and make 
certain you are well informed.” 

 
“Step number one:  Let me come to see your current home and provide 
for you an accurate estimate of its value and potential net profit.” 

 
“Step two:  Let me have a quality lender I work with reach out to do a 
pre-approval for you and discuss financing options so that we can set a 
budget that is right for you.” 
 
“Step three:  We can then do a property search to see what matches are 
available, and I will help you refine your search criteria to open up as 
many quality options as possible.” 
 
“Step four:  Once this is all in place, you can then decide how you prefer 
to proceed in the way that makes you most comfortable. If you do 
choose to make an offer contingent upon the sale of your current home, 
I will be able to show the seller and the other agent that we have all our 
ducks in a row on the sale of your home and will be able to hit the 
market quickly.” 

 
“I want to be sure to reduce your stress, net you the highest realistic 
price possible, find the home you love, and give you as much negotiating 
leverage as possible. When this week can I come to see your current 
home?” 

 
The goal of course is once at the table, you will convince them to go ahead and list! 
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Setting Seller Expectations Once You Have Accepted an Offer 
 
Once there is an acceptable offer on the table and the property is now moving to 
pending status, be sure to spend some time with your seller to prepare them for 
what lies ahead. 
 
It is wise to review contingency removal dates and the flow of the transaction, as it 
has likely been a long time since they have sold a home, or maybe even the first time 
they have ever sold a home. 
 
Don’t drop the ball on your weekly seller service calls, keep them informed, don’t 
share drama, be the calm, cool head in the deal, just the facts!   
 

“Mr. and Mrs. Seller, congratulations, I am so excited for you and I will 
work very hard to make sure that this transaction moves forward as 
smoothly as possible. I do want to review a few things with you.” 

 
“First of all, I want to be certain you understand that while we will all 
work hard to meet the scheduled closing date, there are many moving 
parts and it is not a date that is set in concrete. I will keep you posted 
each week to advise you of any changes to the timeline.” 
 
“Also, the buyers will be conducting their inspections and they very 
likely will come back to us with a significant list of repairs. Of course, 
you can negotiate these and only do some of the repairs, you can refuse 
to do any, or you can agree to do them all and move forward towards 
the closing.” 
 
“I will help you review the report and the request for repairs, but keep 
in mind if we say no to their requests they can choose to back out of the 
deal. That is why you will want to mentally set aside a little of the 
proceeds to cover repairs that may be needed to close the sale.” 
 
“The buyer’s bank will also be sending out an appraiser, and there is 
always a chance that the property will not appraise at the sales price we 
accepted. If that occurs, the buyers may ask us to reduce down to that 
price, or they may choose not to move forward with the transaction, or 
you may decide you won’t reduce and hold firm. We will press to get the 
appraisal done as quickly as possible and I will meet the appraiser with 
data and information to boost the price as high as possible.” 
 
“Also, it will be important that we meet all deadlines and return all 
paperwork promptly to avoid delays in closing. Time is of the essence! 
Again though, I will help you and keep you well informed.” 
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“A real estate transaction is complicated and there may potentially be a 
few bumps along the way. I assure you though; I will be one step ahead 
and will always be looking out for your best interests.” 
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How to Present a Less than Full Price Offer 
 
If you notice, I didn’t say, the script to present a “low” offer because, I don’t want you 
to ever say to a seller that an offer is low. 
 
When you say this, you are basically telling them that it’s not a good offer. But who 
knows, maybe it is the best they will get and maybe to them it is acceptable. 
 
Instead just say, “The offer they are making is X.” 
 
If the seller reacts badly, here is a response that worked well for me: 
 

“Mr. and Mrs. Seller, I do understand that the offer is not what you were 
hoping for, but if we are going to be insulted we should really be 
insulted by all those who viewed the home online and didn’t bother to 
come to see it, and by those who saw it and didn’t bother to write an 
offer. At least these folks put something on the table for us to work with. 
Let me ask you this, if we could sell the home today, to this highly 
qualified buyer, tell me what is the lowest price you would be willing to 
accept to get this done and allow you to move on?” 
 
“Mr. and Mrs. Seller, before I write that up on a counter offer form, may 
I ask, is that absolutely your bottom line? Because once I go back to 
them they may just simply walk away so we want to give it our best 
shot.” 

 
Seller:  “But it’s our first offer.” 
 

“Yes and it’s the only offer we have had, and there is no guarantee that 
there will be others. If there are others, there is no guarantee that they 
will be any higher. Because of this, it really is wise to look at this as if it 
is the only offer we will ever get and do our best to work through it to 
see if we can come to an agreement with this very qualified buyer.” 

 
Seller:  “If we come down this low, will you take a cut in your commission?” 
 

“No, I won’t do that, but what I will do is negotiate aggressively on your 
behalf to be certain we have left nothing on the table, what is the 
number you are willing to counter at?” 
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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.” 

Misc Script and Tips 
 
Tip: Review all online views and traffic with your sellers – I like to call these online 
previews. It shows them you are doing what you are supposed to do, and that 
people are viewing the property but just aren’t seeing enough value to physically 
come over. 
 
What to say when they say: “You haven’t brought a single buyer yourself.” 

 
“Mr. Seller, you are right. Even with all my efforts I have not been able 
to find a buyer willing to come and view your home at our current price. 
This is exactly why I am reaching out today, to encourage you to make 
an adjustment that will help spark more showings.” 
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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?” 
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New Script for Past Clients and Sphere 
 
 

Hello ______, 
 
It’s ______. I hope you are well; I have a very important reason for my call 
today. 
 
I am sure you have been hearing about the market beginning to shift, I 
thought that you may have some questions you would like to ask me. 
 
One of my goals is to be a wise advisor to my friends and clients when it 
comes to their real estate needs. I have a question for you, do you have any 
plans to buy or sell any real estate in the next 6-18 months, anywhere in 
the nation? 
 
The reason I ask is because if you do, it's going to be important for us to 
stay one step ahead of the market by creating a game plan to maximize 
your profits and minimize the damage the shift does to your investment. 
 
I am offering all of my clients, friends, and family the gift of my Annual Real 
Estate Planning Guide and the opportunity to book a complimentary 
annual real estate review with me. We can do the review at my office, your 
home, or over the phone. 
 
Would this be helpful to you? Is there anyone in your family that might 
need this information? 
 
I appreciate your support and loyalty, and I give you my promise that I am 
going to call you each quarter to update you on market conditions and 
changes. 
 
Is there any other way I can be of service today? 
 


