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Rule One: Get the Listing.  Rule Two: Priced Right. 
It’s rarely a pricing problem; always a motivation problem. Get to motivation first. 
 
Delay price discussion.  If you tour home first, the seller is going to ask you what you think the price should be.  Instead, build rapport first.  Would 
you like to see our home?  Reply: (smile) “You know what I’d love to.  It’s always a fun part of my job.  Before we do, however, would you mind, I 
want to put some of this material down.  Where are we going to be today?  Ok.  Dining room table?  Kitchen?  Great.  Let’s go over here.  (Accept 
water or coffee.  Sit down and talk.) By the way, how much time do we have together tonight/today?”  By sitting down, you delay price discussion.  
Bob Wolf:  “No numbers now.  No numbers now.  I’m going to come back on the second call and we’ll do numbers later.  No numbers now.” 
 
Get to motivation:  Have you definitely decided to move? Why? What would happen if it didn’t sell? Sell or stay? 
 
If no/low motivation, respectfully decline the listing.  “It sound to me like you would like to sell, but it’s really not critical for you. And based on 
what you’ve told me, you could stay here another year, maybe a year and a half, and at that point it become important for you to move.  You’ve 
asked me if you could try it at a higher price now.  Well the literal answer is yes.  The market indicates 550.  You want to try at 650.  Right now that 
is such a stretch on the market that what’s going to happen is your home will develop market age, it’s going to get a reputation for not selling, and I 
just don’t think you want to do that.  So at this time I’m going to suggest to you that you don’t put it on the market with me or anyone until you’re 
ready to sell.”  Well couldn’t we just try 650?  “We could but I’m going to respectfully decline to do that because it’s going to hurt you and me.  And 
I’ve got a lot of owners who sincerely need to move.  They’ve got to get on to their next destination.  I’ve promised them full time commitment in 
return for them pricing to market.  So I’m going to deal with those people first and help them.  And the minute you change your mind and you 
decide you want to price to market and get sold, I will be here to help you, I promise that.” 
 
Review opening the listing presentation.  Be on time, rapport, trust.  What do you want from me? (price, time commission). Delay tour may delay 
price.  Bob Wolff “no numbers now.” How Will You Select a Real Estate Agent?  Owners believe your only role is to determine the price/value.  Best 
services and marketing plan.  Highest listing price.  Explain that your primary role is marketing their home. They must make the pricing decision 
based on the market. Ask their opinion of value 
 
“The definition of the right price is market value.  And I have nothing to do with the value of your home. The value of your home is set by the 
market.  All I do is read the market.” Pull out x-ray. “See this x-ray.  If you went to your doctor and got and x-ray of your shoulder, the doctor did 
not create your injury.   The doctor merely took a picture of your shoulder and showed you the injury.  They did not make it, they showed it to you.  
So when I show you the competitive market analysis, I’m not creating the market.  I am showing you what the market is doing.” 
 
Select an agent script.  “One of the things you need to know is there are two ways to select a realtor: #1 who’s the best, who gives the best services 
and marketing plan, and who do you like and trust.  And the other one is to pick the agent who says the highest asking price.  And I will tell you, if 
you interview 4 agents, and you tell them you’re going to pick the one with the highest price, you know we’re all incented to do?  Is just bid, 500, 
525, 550, 575, do I hear 650 ? We’re all just going to outbid each other to get your listing, and then it won’t sell.  So I will admit to you when I was a 
new agent and I needed the business, I did that a few times.  And then I saw the look on the sellers’ face when the home didn’t sell.  And you know 
what, from this time forward, I’m going to tell the truth.  If I’m going to lose your listing, I’d rather lose it by telling you the truth, then by promising 
you something I can’t do … nor can the market do.”  David recommends a two-step (two-call) listing presentation (price second time), but be ready 
for one-step. 
 
Objection Handlers: 

 “We've got a lot of money in our home.”  Principles of Evaluation. (S)Inheritance: amount paid does not determine its value.  Not all 
improvements add value.  Cost does not equal value. 

 “But we need the money.”  Contrast the need for money against their motivation.  Owners must balance their need for money against 
the benefits of moving. 

 “They can always make an offer.”  The only way a buyer can make an offer is if they see your home. Buyers search for homes within their 
price range. Overpricing puts your home out of their sight. The Best Offers are the First Offers.  Use actual MLS statistics to show 
percentage asking price received in your market. “The high priced buyers don’t want it and the right priced buyers don’t see it.” 

  “We can always come down.” Show the history of an overpriced home. What do you think would’ve happened if it was priced right on 
the first night? Show activity curve. 

  “Couldn’t we just try it for a couple of weeks?” The majority of market activity occurs in the first few weeks on the market 

 “We’ve had a higher appraisal.” Or “We have an online estimate higher than that.”  Two factors determine the validity of an appraisal:  
Have owners request an updated appraisal for a market sale, today. When done?  Why done? 

  “We're moving to a higher priced area.” Their choice of destination did not affect the value of their home. 
 
7 steps to a price reduction: 1. Identify listings over ______days old.  2. CMA update: Solds, recent For Sales.  3. Review owners’ motivation.   
4. Set URGENT appointment.  5. Pre-deliver ‘Pricing Your Home to Sell’.  6. Meeting: •Express concern over no sale •Review their moving objectives  
•Present updated CMA •Ask for price reduction. 7. Options. 


